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THE TALKING MACHINE WORLD

THE INSTRUMENT OF QUALITY

onov

CLEAR AS A BELL

PERIOD Sonoras continue to increase in popularity. If
you haven’t already stocked them it is only a question

of time—and a short time at.that—until you do.
Sonora period styles are of superb elegance

to the eye, they are wonderfully beautiful
2 s WYW to the ear, and are designed for people
= A = | \

fill whose requirements, in the selection of
I'sjil musical instruments, are far above the
i average. '

P

S | No attempt has been made to reduce qual-
. ity to fit a low price on these models. They
| are marked at fair figures, they are splendid
values, they sell without difficulty and com-
ik pletely satisfy the most exacting purchasers
3 1In every respect.

The following period styles are available:

Gothic William & Mary
Louis XV Italian Renaissance
' Louis XV1I Adam
i Jacobean Sheraton
| Queen Anne Colonial
41 Chippendale Duncan Phyfe

Sonora 1s licensed and operates under BASIC
PATENTS of the phonograph industry

Matchless upright and period designs §60 to $2,500

y
é

Special designs will be made to order. We are also prepared
to place Sonora equipments in treasured cabinets which your
customers now own. -

Sonora Phonograph Co., Inr.

GEORGE E. BRIGHTSON, President
New York: 279 Broadway Fifth Avenue at 53rd St.

Canadian Distributors
I. MONTAGNES & CO.

Toronto

DEALERS EVERYWHERE

The Highest Class Talking Machine in the World
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TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Seven Months
Ended January 31, 1920, Total $4,260,671

WasniNgroN, D. C,, April 6.—In the summary
of exports and imports of the United States
for the month of January, 1920 (the latest
period for which it has been compiled), which
has just been issued, the following figures on
talking machines and records are presented:

The dutiable imports of talking machines and
parts during January, 1920, amounted in value
to $102,657, as compared with $26,299 worth
which were imported during the same month
of 1919. The total for seven months ended Jan-
uary, 1920, showed importations valued at $459,-
684, as compared with $143,312 worth of talk-
ing machines and parts imported during the
same period of 1919,

Talking machines to the number of 5,980,
valued at $371,202, were exported in January,
1920, as compared with 3,904 talking machines,
valued at $114,311, sent abroad in the same
period of 1919. The seven months’ total showed
that we exported 44,907 talking machines,
valued at $1,982,326, as against 26,391 talking
machines, valued at $779,605, in 1919, and 54,976
talking machines, valued at $1,520,738, in 1918.

The total exports of records and supplies
for January, 1920, were valued at $364,181, as
compared with $330,829 in January, 1919. For
the seven months ended January, 1920, records
and accessories were exported valued at $2,-
278,345; in 1919, $1,540,787, and in 1918, $I1,-
171,138. This shows a steady gain.

MAKE TALKING MOTION PICTURES

New Company With Capital of $1,000,000 Just
Incorporated in New York City

A new firm known as Kinephotolog has been
incorporated in New York to make talking mo-
tion pictures; capital, $1,000,000. The incorpo-
rators are B. L. Bloch, J. G. Saltzman and A. E.
Epstein, 132'South Ninth street, Brooklyn.

STRAWN-TUCKER CO.ADDS VOCALION

Little Rock Furniture House Becomes First
Aeolian-Vocalion Representative in That City
—Service Department Will Be Maintained

LirrLe Rock, Ark., April 3.—The formal open-
ing of the handsomely arranged new Aeolian-
Vocalion department of the Strawn-Tucker Fur-
niture Co., of this city, was held the middle of
last month at 609 Main street. Although there
are many Vocalions in the homes of music lovers
here, there has never been an agency devoted
to the retail sale of the instruments. The
opening of the Vocalion department of the
Strawn-Tucker Co. adds to the list of talking
machine and phonograph stores, bringing to this
community an instrument which has earned a
reputation for musical excellence. A pleasing
musical program was a feature of the opening
event at which several prominent artists were
prcsent. .

Miss Bertie Ivey, who has been with the Guy
Blass Co. and the O. K. Houck Music Co,, is in
charge of the Vocalion department. In connec-
tion with the service department Miss Ivey has
offered to assist on musical programs by pre-
senting studies of the well-known operas, to-
gether with records by the great artists, or a
study of one particular artist. She will also as-
sist in arranging programs for clubs or other
organizations looking toward the advancement
of music generally.

ORGANIZE WITH $100,000 CAPITAL

The First National Piano Phonograph Music
Co., has been incorporated to do business in
Wilmington, Del.,, with a capital of $100,000.
The incorporators of the new company are
Ferris Giles, M. Butler and L. S. Dorsey.

Siegel Bros., Livingston Manor, N. Y., have
taken over the Victor and Columbia stock of
the Lathrop Pharmacy, including all records
and accessories, and will conduct a music busi-
ness in the store on Main street.

HOW WRITERS IN “SYSTEM”

WOULD HELP THE INDUSTRY

R. Cantwell Tells What He Would Do if He Made Records, and Walter Engard Discourses on
the Selling of Talking Machines—Some Editorial Criticisms and Commendations

In the interesting department conducted by
System, “What 1 Would Do,” Mr. R. Cantwell
thus tells what he would do if he made records
for talking machines:

“I would furnish with each record the words
of that particular song. Sheets could be run
off at small cost with my namc upon them in
large type. These copies would be very pop-
ular with customers. Dance records and many
others give the tune but not the words, and
those who buy-+them—to hear them again and
again—usually want to know the words. Even
with vocal records the words are often not
clear enough to be fully understood, and own-
ers of such records would be glad to have a
copy of the words. Some very good records
may be played any number of times without
the listeners knowing just what the words are
in certain parts of the song.
~“I would emphasize this point of service to
dealers, since sales would, 1 feel, increase in
the stores where my records were sold. I
would not only gain a lot of valuable publicity
ar small cost by this unusual service, but 1
would also feel reasonably sure that my sales
would increase appreciably over those of com-
petitors who did not provide the words with
records.”

The only trouble with this suggestion of Mr.
Cantwell’s is that the words of all the popular
songs of the day are copyrighted and cannot he
reprinted, even in part, without the consent of
thc publisher; otherwise the user is liable to a

fine of one dollar for every printed copy of the
words. With this exception the idea is a good
one. :

In the same department of System for April,
Walter Engard tells what he would do “If I
Sold Talking Machines.” He says:

“ln a small city or town or in some outlying
district of a larger city, 1 would offer to furnish
the music for the local moving picture theatre.
In exchange for this I would ask only that two
or three different advertisements which I would
have made would be thrown on the screen each
evening.

“] would have an electric bulletin board upon
which T would announce the name and price of
each piece that was being played. 1 would select
a large assortment of records, and give the au-
dience a variety of good music. Too much
repetition, no matter how popular the piece,
would hurt the sale of the record; while only
a very few repetitions would give the hearer
just enough of a taste so that he would like it.
He would then have to buy the record if he
wanted to hear it any more.”

Mr. Engard’s suggestion is well worthy of con-
sideration, and there is no_question but that the
dealer could in co-operation with the local mov-
ing picture theatre do much to advertise his
store and the line of machines and records
handled. Mostly every theatre boasts of either
an orchestra or an organ these days, but in such
cases talking machine music could be satisfac-
torily placed in the lobby-of-a theatre.

TRY A RECORD CURE THIS SUMMER

Value of the Talking Machine as a Therapeutic
—Dealers Should Point Out How the Public
Can Be Saved From the Sanitarium

If you insist upon having or taking some kind
of a cure this Summer, believing that unless you
spend a lot of money and get the doctor to pre-
scribe a lot of medicine which you promptly
store away on the pautry shelf, you will be in
your grave in a fortnight—if you still insist upon
a cure, why not take a record cure and do the
job right? And think of all the advantages this
record cure has to recommend it! 1n the first
place, you don’t have to go away to a sanita-
rium, you can take it in your own home. You
can send your wife to the country, thereby giv-
ing her a new idea of your generosity, and then
go out and buy all the latest music and attach-
ments for your talking machinc and go home
again. 1f you are restless, irritable, discontent-
ed, music will make a new man of you.

Those who have made a study of music and
its workings prescribe it for these modern hu-
man ills. Music works benefit for real bodily
ills, they point out, and call attention to the
wonderful results that have been achieved. Then
why shouldn’t those ills which are more or less
of the mind respond to the same treatment?

They declare they will.

This does not take into consideration the real
pleasure that comes to every member of the
family from having music in the home. Many
homes avail themselves of hearing the best
bands and the leading artists in this way. Many,
however, do not, and it is precisely in these
homes where the presence of music would work
wonders.

Americans are traveling at too high a rate of
speed in their everyday lives. They are in a
chronic state of tension. Music in the home
eases this condition, brings the individual to
normal and thus keeps him from joining that
large army of unfortunates who besiege the
nerve specialist.

If they can be induced to play, so much the
better. At any rate, music in the home would
malke things easier for them and for all those
about them. There is nothing like music to
tranquilize the mind and soothe the nerves.

Why not try it?

TAKES OVER TAVERNER MUSIC CO. -

Newland-Fooshee Music Co. to Continue Busi-
ness as an Edison Dealer in Phoenix

PHoENIX, Ariz., April 3.—The Newland-Foo-
shee Music Co., composed of Fred 1. Newland
and Grover Fooshee, has taken over the busi-
ness of the Taverner Music Co. The announce-
ment that Mr. Fooshee, who was formerly a
partner in the Barrows-Fooshee Furniture Co,,
has again become interested in business in this
city will be of interest to his many friends here.
Mr. Newland, together with Mr. Fooshee, was
associated with the Ballong-Fooshee Furniture
Co. in San Bernardino, where the former was in
charge of the talking machine department. In
taking over the business of the Taverner Musié
Co. there will be no radical changes in policy
and the Edison line will still be carried.

RECORDAPHONE CO. INCORPORATED

The Schuler Recordaphone Co., Buffalo, N. Y.,
lias been incorporated. The active capital is
$55,000 and the incorporators are A. W. J. and
D. D. Schuler and E. R. Conley, Springville. It
is said that the new company will make a special
devicg to be used in recording.

The Harbour-Longmire Phonograph Co,,
Oklahoma City, Kan., has increased its capital
stock from $50,000 to $100,000.
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A recent investigation made by a prominent
talking machine manufacturer, the results of
which were published in The Talking Machine
World, showed that windows play a vitally im-
portant part in selling talking machines at re-
tail. While this was not particularly aston-
ishing news of itself, it was news to the degree
that it demonstrated show windows are far
more effective in producing sales than is com-
monly supposed by a great many dealers. So
potent is this fact that one dealer claims that
very often it would pay to lop off a bit of the
advertising appropriation spent in other public-
ity mediums and add it to the amount contrib-
uted toward the upkeep of the show windows.

When you stop to think of it, the show win-
dow 1is in a class by itself as a trade bringer,
and its upkeep, compared to what it can be made
to produce in sales, is far below the expenditure
necessary in almost any other sort of advertis-
ing. In the first place, the show window is a
part of the store itself; its rent costs, practically
speaking, nothing extra, and to realize this fact
and accordingly be willing to spend liberally
for “dressing it up” is merely jumping at the
same opportunity you would hasten to grab if a
quarter-page of newspaper space were turned
over to you by your leading newspaper to use
free of all charge every day in the year.

Then, too, the show window is a peculiarly
strong and “pulling” ad because it is located
right at your store. When people pass by and
“read” it, your store is directly back of the
window and it is the most natural thing in the
world to come in and investigate right then.
When people read your ads in the newspapers,
on street cars and at home, they are far from
your store, and though this sort of advertising
is undeniably good and has its effect, a hundred
different things could happen to keep readers
from “getting contact” with your store a day
or a week later.

These are arguments in favor of spending
more on the show window set down a little
differently just to make you ponder upon the
big asset your windows can really be made into.

Knowing these things a great many dealers,
handicapped by small or poorly constructed
show windows—which for physical reasons can-
not be made into anything else—deplore the
fact that nothing they do will apparently put

the “pep” into their windows that they would
like to have there.

I have always been glad to make a suggestion
to these dealers that has been of service to them,
and I pass it along to you. The suggestion is:
Try to get action into each and every one of
your windows. For there is nothing that will
stop passers-by like action of any sort in a
show window. Old as the hills, this, and yet
as great a drawing card for the average Ameri-
can to-day as the “dollar ninety-eight” price tag
continues to be. By action, I do not mean that
a demonstrator must be installed in the win-
dow, necessarily, though it is not a bad idea to
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Anything That Will
Take the “Stillness”
Out of the Window
Display Will Make
It More Interesting
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do this occasionally. But what I do mean is
that something should be done to take the
“stillness” out of the picture your window offers
to be viewed by passers-by.

An open machine, tilted a bit so that the turn-
table can be seen, and equipped with a replaying
device to keep a record in continuous operation,
will attract a person passing your window
where a machine set up in straight position
and silent would not, just as a moving picture
will get immediate attention where a “still”
thrown on the screen gets a yawn. Besides,
when the little stunt is pulled that I have just
outlined—and it is pulled successfully occasion-
ally by a dealer in a western Iowa town that I
am acquainted with—the music penetrates softly
through the window glass and adds to the
“life” of the window.

Another stunt used by a Chicago concern to
stop passers-by is the placing of a row of rec-

ords of different makes upright in the window,
each record being directly behind a brilliant
electric-light bulb. The bulbs are strung along
on a piece of 2x% painted the same color as
the floor of the window. A sign leaning against
the machine in the window says “Plays all rec-
ords,” and through a switching arrangement
supplied by any electric company, the lights in
front of the records are flashed on one at a
time showing that each record is a different
make, and that it can be played on the machine
displayed—that’s the action I am talking about.

Still another retail talking machine store I
know, occasionally in Summer time fixes up a
window like this: In the center a phonograph
is placed and a background of lattice and vines
to represent a porch screen is installed. A
porch swing is hung to one side of the machine
and in it are imstalled several life-size dolls.
Intertwined among the vines on the screen are
numbers of red and green “streamers” of paper
and two electric fans on stands back of the
window are kept oscillating and blow the
streamers and vines sufficiently to give a life-
like appearance to the scene and to put ‘“at-
mosphere” and action into it. A sign says
“Keep the little folks contented and happy in
Summer-time with a Victrola—fine for porch
parties for the kiddies.”

These are just two or three examples where
action added 100 per cent to the selling powers
of a window. Others will occur to you once
you determine on adding zest to your windows
in the future.

DENISON GOES TO CALIFORNIA

Former Manager of Columbia Branch in Buffalo
to Open Retail Store in California

Burraro, N. Y., April 2—Fred A. Denison, who
recently resigned as manager of the local branch
of the Columbia Graphophone Co., after having
been with the company for eighteen years in
various capacities, has gone to California where
he will open up an exclusive Columbia retail
store of his own. Before leaving Buffalo, the
staff of the local branch tendered Mr. Denison
a dance and party, on which occasion he was
presented with a beautiful gold watch, chain
and charm as a testimonial of their esteem.

and bare feet.

profits.

Victrolas and Victor Records

Ain’'t He a Gosh Barn FFool!

HE Kid is sure a nut this month—straw hat, fur benny

All dressed up for the First.

Kidding yourself on April Ist is one thing. To do it all the
year ’round is 365 things, and the wise dealer knows that hard
work put in on selling records gives the most satisfactory

Pearsall Service is a valuable aid EVERY DA Y except April Ist.

WHOLESALE ONLY

.

10 East 39th Street, New York
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Victor
Supremacy

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

1ts supremacy.

Victor retailers are successful be-
cause they give the public what it

wants.

“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

. .Gately-Haire Co., Inc.
...Elyea Talking Machine Co.
Phillips & Crew Piano Co.

....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

Co.
The M. Steinert & Sons Co.
. ..American Talkmg Mach. Co
G. T. Williams.
Buffalo, N. Y,......W. D. & C. N. Andrews.
Buff?lo Talking Machine Co.,
ne.

Albany, N, Y
Atlanta, Ga. .....

Baltimore, Md. .

Brooklyn, N. Y..

Burlington, Vt. ...America.n Phonograph Co.
Butte, Mont, .......Orton Bros.
Chicago, Ill. .Lyon & H
The Rudolph Wurhtzer Co.
Chicago Talking Machine Co.

Cincinnatl, O. ......The Rudolph Wurlitzer Co.

Cleveland, O. ......The Cleveland Talking Ma-
chine’®
The Eclipse "Musical Co.

..The Perry B. Whitsit Co.
«.+s.Sanger Bros.
nooogliE C§night-Camphell Music

Columbus, O. ....
Dallas, Tex. ..
Denver, Colo. .

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.

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

Indianapolis, Ind. .. Stewart Talking Machine Co.

Jacksonville, Fla. ..Florida Talking Machine Co.

Kansas City, Mo. ..J. Vg Jenkins Sons Music
Schme(;.zer Arms Co.

Lincoln, Neb. .....,Ross P. Curtice Co.

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

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

Victor Talking Machine

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

New Haven, Conn..The é{orton-Gallo-Creamer
0.

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

New York, N. Y....Blackman Talking Mach. Co.

Emanuel Blout.

C. Bruno & Son, Inc.

Charles H. Ditson & Co.

Knickerhocker Talking Ma-
chine Co., Inc,

Landay Bros, Inc,

New York Talkmg Mach. Co.

Ormes, Inc.

Silas E. Pearsall Co.

.A. Hospe Co.

Mickel Bros. Co.

.Putnam-Page Ceo., Inc.

LOUIS Buehn Co., Inc.
C. J. Heppe & Son.

Theé George D, Ornstein Co.

Penn_Phonograph Co., Inc,

The Talking Machine Co.

H. A. Weymann & Son, Inc.

..W. F. Frederick anno Co.

C. C. Mellor Co., L

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. Louls, Mo.......Koerher-Brenner Music Co.
St. Paul, Minn.....W. J. Dyer & Bro.
Syracuse, N, ¥......W. D. Andrews Co.
Toledo, O. .........The Toledo Talking Machine

0.
Washington, 'D. C..Cohen & Hughes.
E. F. Droop & Sons Co.

Roht. C. Rogers Co.

Co.

Omaha, Nebr. .....

Peoria, 111,
Philadelphia, Pa..

Pittsburgh, Pa. ..

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

Victrola 1V, $25
Qak

Victrola VI, $50
Oak

Victrola X, $125

Mahogany, oak or walnut

Victrola XVI, $275
Victrola XV1, electric, $337.50
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

soor. pays for itself in time-
saving and preserving records.
The initial cost is really an in-
vestment which comes back four-

fold.

Hlustrating the daily actual usage of the Album,
the most convenient and satisfactory record filing
system extant.

THE PERFECT PLAN

The pockets holding the records are 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

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.
want Albums to file and preserve their records.

17 pockets.

All owners of machines and records

We manufacture disc Record Album containing 12 pockets to fit cabinets of all sizes and styles. We also make Albums containing
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 quote prices.

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

NATIONAL PUBLISHING CO. -

239 S. American Street

- PHILADELPHIA, PA.

CHICAGO OFFICE: 508 S. Dearborn Street

ANALYSIS OF MICA SITUATION

Increasing Demand for Quality Mica for Sound
Boxes Has Assumed Enormous Dimensions—
Brazil and India Main Sources of Supply—
Interesting Chat With M. C. Faraci

M. C. Faraci, president of the American Mica
Works, New York City, recently outlined the
mica situation of the present day in a very com-
prehensive manner in an interview with The
World.,,

“Mica discs for talking machine sound boxes
are very scarce, as everybody in the trade is
well aware,” said Mr. Faraci. “The reason for
this scarcity is not because mining operations are
curtailed in any manner, but is rather due to the
greatly increased demand on the part of the
talking machine industry. Judging from the tre-
mendous quantity of discs which are being or-
dered from us, it would seem as though every
man, woman and child in this country would

be an owner of a talking machine in a very
short period.

“More mica is being mined at the present day
in both the domestic and foreign fields than
ever before, but, of course, it must be realized
that the proportion of mica suitable for talking
machine sound boxes constitutes only a small
percentage of the amount of mica that is mined.
It seems as though no matter how much mica
is produced the demand in the talking machine
industry still keeps considerably ahead of the
production. Another phase of the mica situa-
tion which is brought to our attention is the
matter of prices. Prices are going up and I
look for further increases. One of the most
important factors affecting the steadily increas-
ing prices is the cost of labor. In Brazil and
India, the main sources of supply, where labor
was formerly obtained very cheaply, producers
are experiencing the same demands on the part
of labor that are evidenced throughout the en-
tire world. The laborers in these countries

exact four times as much for the same services
as they did before the war. We secure the
greater part of our mica from Brazil and
India. The output of domestic mica is not as
yet large enough to play a very important part
in filling the demand. I personally look to
Africa for relief from this shortage. In that
country there are extensive mica fields which
will doubtless yield handsomely and which are
as yet hardly worked. I am very optimistic
as to the future of the talking machine indus-
try and am perfecting plans for the years that
are ahead to secure for the industry the neces-
sarily fine quality of mica needed.”

BUILDING A LARGE PATHE TRADE

York, Pa, April 1.—The Weaver Piano Co.,
Inc, Pathé distributor, reports a steadily in-
creasing demand for Pathé machines and rec-
ords with the coming of Spring. Many dealers
are making canvasses with good results.

PEERLESS
Metal Back Album

Does it stand the strain?

I'LL SAY IT DOES!

43-49 Bleecker Street

Representatives: BOSTON, L. W. Hough, 20 Sudbury Street;
CHICAGO, W. A.Carter, 57 E. Jackson Blvd.; SAN FRANCISCO, Walter S. Gray Co., 942 Market St.

Albums Sell Records

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

MR. MANUFACTURER:

Have you ever stopped to

PHIL RAVIS, President

think what a beautiful and exclusive album
would do towards putting your machine in the supremacy class?

PEERLESS ALBUM COMPANY

NEW YORK CITY

Our Standard Grade

Lowest-Priced Quality
Album on the Market
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Victrola VI, $35
Mahogany or oak

NNV AN NN VRN
2

DI

:s

—

PN NN /N7

Sz

VNS
'a.kva.k. g B

1s real

Victrola VIII, $50)
Oak

Victrola 1X, $75
Mahogany or oak

ZANVZD

A VAV AN

e ———

It is backed by its wonderful
musical achievements.

It is the power behind the suc-
cess of every Victor retailer.
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VAN
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“Victrola'’ is the Registered Trade mark of the Victor Talking Machine Company designating
the products of this Company only. 2
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.
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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 Talking Machine Co.

Camden, N. J., U.S. A,
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! Victrola X, $125

Mahogany, oak or walnut

S 3

B S A AN A AN

' 1 ' { J
. . i i : g - —_ “‘_J—_. y

% sl " d . -

=
\i

_— Victrola X1V, 3?355 . Victrola XVI, $275 Victrola XVII, $350
Victrola XI, $150 Mahogany, oak or walnut Victrola XVI, electric, $337.50 Victrola XV, electric, $415
Mahogany, oak or walnut Mahogany or ocak Mahogany or oak
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ADVANCED POSITION OF THE TALKING MACHINE

HE standing of the talking machine as a musical instrument par
excellence is being exemplified in various ways these days.
When one considers that more than a quarter of a century ago the
talking machine was looked upon by the public merely as a toy of
great attractiveness one stands amazed at the enormous growth of
the industry with the recent years. The coming census of manu-
factures will illustrate this development by facts and figures that
are bound to create considerable comment-—amazement, perhaps.

Fabulous sums are invested here and abroad in the manufacture
and exploitation of talking machine products, and that the industry
has won a fixed and permanent place in the musical domain is evi-
dent from the marvelously faithful reproduction of sound which is
possible in present-day instruments and records. Indeed, the talk-
ing machine is now recognized by its opponents of years ago as a
tremendous factor in musical appreciation. Its educational power
is being demonstrated in various ways—in public halls, in school
rooms, in colleges and, of course, in the home.

The talking machine to-day is the culmination of years of study
and experiment by inventors and scientists in all parts of the world,
but more particularly in the United States. In the face of criticism
and the old phrase, “It can’t be done,” these men concentrated on
their work and have brought the technical side of the instrument
to a high degree of perfection. But even this did not satisfy them
and attention has been centered on the artistic side, both architec-
turally and acoustically. The structural beauty of each model now
represents an artist’s masterpiece and there are machines made to
fit into all surroundings—to satisfy all tastes and fancies. Appear-
ance has been combined with improved tone volume and quality,
0 that harmony of line has been made equal to the harmony of
tone.

In the great campaign which is now under way the people of
\merica are heing educated to realize the practical and esthetic value
of music—and this nced can bhe very satisfactorily supplied by the
talking machine, for through this medium they can have in their
own homes the best that music affords. In addition, public demon-

trations have made our people familiar with the talking machine,
its possibilities and advantages and, consequently, have brought ahout
a greatly increased demand for the instrument. The old doubts

and prejudices, largely due to ignorance, are being dispelled by the
convincing proofs submitted by the manufacturers, dedlers and
salesmen everywhere.

There is no doubt that the modern talking machine has won
by merit a place in the every-day life of the people, which it will
never lose so long as music lives. The success of the talking machine
and the industry generally is a distinct tribute to the grit and coura-
geous spirit of those early pioneers whose undaunted determination,
combined with faith in the ultimate triumph of the art, has made
the talking machine industry a most vital and fascinating adjunct of
modern civilization.

L INSIST ON LARGE INITIAL PAYMENTS

OR many months past practically all merchants who have been

engaged in selling on instalments, including talking machine
dealers, have insisted on substantial initial payments and shortened
terms to a point where accounts are cleaned up in a comparatively
short few months. Thus the purchaser has an equity in the instru-
ment at the time of delivery sufficient to influence him to keep up
his payments rather than to chance the repossession of the machine
with a consequent loss of at least part of the investment.

Not a few retailers, handling stock from hand to mouth, as it
were, have seen no reason to encourage trade by offering any sort of
instalment terms—they have been demanding cash and getting it.
Those who have had experience in selling conditions in the past.
however, are apprehensive, with the turning of the tide in the matter
of supplies, and with stock equaling or being slightly in excess of
current demands, that there may be a tendency to go back to long
time and small payment instalment practices and are warning dealers
to be careful. However real the danger may be, the warning is
nevertheless well worth heeding. When the tide turns, the retailer
may have hard work to sell, but he will need cash quite as much as
he will need sales.

With his business at present on practically a cash basis, he can-
not afford to take the chance of again turning to long time business
without endangering his credit status. He must be prepared above
all things to finance his business during any temporary period of
depression that may come with unexpected reaction. He must be
either independent of his bank, or be in a position to talk business
in a way that the bank will like and appreciate—with collateral that
is to be considered more or less liquid.

The Association of Credit Men has for some time past been
carrying on a campaign urging the establishment by every business
man of an adequate cash surplus or reserve to meet emergencies, or
at least a reserve that can be turned into cash on short notice. The
tying up of capital in long time accounts, or even in permanent im-
provements from which it cannot be easily released, is declared to be
poor business just now. It is well enough to go ahead and expand
an institution and the business it handles, but the expansion must be
along conservative lines and not so extravagant that it eats up all
the liquid assets of the house. A good business is not necessarily
the largest, but rather the best protected.

‘ MAKING TRADE ADVERTISING EFFECTIVE

ALKING machine manufacturers who are already carrying on

advertising campaigns in the trade mediums, as well as those who
are contemplating making such a move, must have read with interest
the very timely comments on trade paper advertising offered by
Charles E. Byrne, of the Steger & Sons Piano Mfg. Co., which ap-
peared in The World last month.

Mr. Byrne’s statements are particularly valuable because they
are based upon actual experience and tell of a campaign that proved
a distinct success in selling talking machines as well as pianos. For
the manufacturer who is in doubt as to just how to proceed in
making his trade paper appropriation and in preparing copy, the
article is to be accepted as a most satisfactory primer. The domi-
nating fact is that all is not accomplished by buyving space in the
trade paper, regardless of how high is the standing of the medium
itself. Tt rests with the advertiser to give thought to his copy—to
make a careful study of the sclling arguments that can be offered
most fittingly through the medium of type—to lay out a connected
and comprehensive campaign that will lead to the desired end and
bring results.

It is not the novice, or the small advertiser, alone who is to be
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charged with carelessness in the handling of his trade paper pub-
licity, for there are big advertisers who are not getting proper
returns in proportion to the volume of expenditure, for no other rea-
son than that the preparation of copy does not receive the attention it
deserves. Concerns who would not think of sending out a salesman
with simply a business card and uninstructed regarding the details
of the product he has to offer send out advertising that so far as it
helps the advertiser simply gives his name and address and is abso-
lutely devoid of selling argument.

When the product is far oversold it is quite well enough sim-
ply to keep the name of the product before the trade and the public
for the cumulative effect and with a view to having the name im-
pressed firmly upon the mind when the time comes that an extra
demand may be handled. When it is desired to actually sell goods,
however, it is as important, if not more important, to have the
proper sort of trade paper ad as it is to give thought to daily news-
paper copy. The merchant wants facts, and being experienced in
the trade knows when he is reading facts and not plain hot air. The
average layman, however, reading the daily newspaper may not be so
sure of his ground. Telling the merchant the story and telling it in
‘the right way is the function of trade paper advertising.

AROUSING AN INTEREST IN MUSIC

EMBERS of the talking machine trade should be deeply inter-
ested with members of other divisions of the music industry
in the announcement that a budget of $50,000 has been fixed by the
Music Industries Chamber of Commerce for the National Bureau
for the Advancement of Music to carry on the work of that Bureau
during the current year. At first glance it seems like a substantial
amount, and yet the Bureau has already proven that the results ob-
tained are of the sort that could not be purchased outright for many
times this substantial sum.

The publicity for the cause of music that grew out of the Music
Week celebration in New York some few weeks ago could not have
been bought for $50,000 in cash. In fact, much of the editorial com-
ment in the newspapers could not have been secured at any price.
And it must be remembered that it was the National Bureau for the
Advancement of Music that started the campaign, and while keep-
ing its identity in the background saw to it that the details were
carried out successfully.

Talking machine men should be interested quite as much as the
piano men in any movement calculated to arouse a more general
interest in music—more so, in fact, because in many respects the
talking machine has been recognized as a pioneer in bringing to the
masses of the country their first or greater knowledge of the better
things in music. The fact that more attention is constantly being
given by the newspapers to music, particularly in its more popular
form, and ‘that in giving this attention the importance of the talking
machine and player-piano is not in any sense overlooked, is serving

to arouse in the hearts of millions an interest in, if not a longing for,
some form of music in the home. In the great majority of cases this
demand is fully met by the talking machine. To sum up, the ad-
vancement of music means the advancement of the music trade,
although indirectly, and for that reason everyone engaged in selling

talking machines should take a personal interest in the movement.

THE IMPORTANCE OF GOOD SALESMANSHIP

EN who have entered the talking machine field from other

lines of business or who have given more or less study to the
distributing branches of the trade have maintained that to all
intents and purposes salesmanship in the retail branch of this indus-
try is practically a lost art, with a few notable exceptions. Such
statements have not been made in the sense of reflecting upon the
progressiveness of the trade, but rather to emphasize that conditions
generally have not demanded the development of the selling sense
to any pronounced degree.

There have been good salesmen in the trade and there still are
whose success has been noteworthy, but the rank and file have been
satisfied to depend upon the advertising of the manufacturer and
their own publicity to take care of new business, with clerks of the
ordinary type to fill the customer’s orders in the store proper. There
are some factors in the trade who have already sensed that there is
right now a need fof more skilled salesmanship and that this need
will increase as time goes on. These factors in turn have set about
solving the problem and the result has been the establishment of a
number of schools in salesmanship where facts replace theory in
the instruction of the students.

Good salesmanship can do much to offset the effect of the record
shortage by placing with the public records not generally advertised
or not cataloged prominently. Good salesmanship demands that the
salesman know about these records and be ready to talk about them
convincingly. In other words the need of more advanced salesman-
ship is apparent and various schools and classes have been estab-
lished with a view to meeting the situation. This is a move that is
going to prove valuable before many months have passed.

RECORD DEMAND STEADILY EXPANDING

DEMAND for records that is absolutely unprecedented is

a notable feature of the trade these days and the best
efforts of manufacturers seem unable to satisfy the needs of
the jobbers, the dealers and the public. The call is not wholly
for records of the popular compositions, inasmuch as the record-
ings of the great vocal artists and leading instrumentalists are
demanded in a way that is simply amazing in its volume and
persistency. While shellac and other materials entering into
the manufacture of records are still scarce and tremendously
high in price, larger shellac supplies with downward price ten-
dencies are looked for, which may bear on increased production.

“The power of co-operation is
manifestation of intelligence and wisdom.”

ORMES, Inc.

26 East 125th Street

ASTEK’S Valp
REG. V.S PATOFF

man's highest

Elbert Hubbard

NEW YORK

Victor Wholesale Exclusively
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I was recently asked to express myself regard-
ing records that move slowly and for which
there is little demand. I have given the matter
considerable thought and it is my honest belief
that there is a sale for every record that was
ever made. But it depends almost entirely
upon the salesmen to find those sales. Every
shop has a percentage of trade that is steady
and the steady trade of any shop is so widely
different and variable that it calls for almost
the utmost on the part of the salesman to cater
to that trade with some degree of intelligence.
There are those who buy only heavy composi-
tions, such as grand opera records; others de-
sire a majority of the humorous selections.

“Too many establishments have taken the atti-
tude that their customers should know what
they want before they come to buy; that they
should have some idea from the new catalogs
and supplements of what they would like to
hear, and hence know what to ask for. This is
hardly true of any division of the record pur-
chasers, but it is up to the salesman to discover
how best he can meet the trade and best cater
to it.

“We will first consider the class which buys
grand opera records. This is in many instances
considered the educated class and the amateur
salesman has a general idea when he has
such a customer that the customer knows just
about what he wants and can ask for it right off
the bat. This is just as great a mistake as it
would be for the dealer to catalog the customers
who usually demand light music and dance
numbers as less educated than the first class.
After years of experience I have found that
even those customers who have a liking for the

There Is a Sale for Every Record Made
Provided It Is Rightly Sold

O

heavier compositions are apt to forget some
beautiful classic that might be of a compara-
tively old recording. However, the salesman

make sales of a pleasing nature and keep his
entire catalog moving continuously. For in-
stance, a.transient customer may visit the store

S TS

Salesmen Who Know
Their Stock and Can
Judge Customers’ De-
sires Can Keep the
Catalog Moving.

A

to-day and ask to hear several records played
and the salesman, while demonstrating the rec-
ords, may have some particular one called to
his attention that would just suit Mrs. Brown,
(Mrs. Brown, of course, being one of the steady
customers). The wide-awake salesman will
either make a mental note of the record or place
it, if the stock permits, in such a position that
he can find it quickly. The prime feature is
that he must not forget it.

“I+ may seem absurd to some that such a
system can be worked out in a large establish-

il mmmmulmlmmnmmmmmlmmumuummmnnummnmmumummmmnmnmnﬂunmnmmmmnmnmmmunummmnmmmmmmnmmuummumnummmummmmummummuuumumnmunmuummmlmmlmnmmlnmumummmnumun||ummuumlmummm||111|1mnummmummmnmmmumlmmlmmumg

By W. E. Standke

ment with any degree of success, but because I
bave applied it I know that it can. Often it
may happen that when the particular customer
arrives the salesmen is busy with another cus-
tomer, but there are various ways that the
record he has selected for that customer may
be called to her attention. This, too, has caused
another feature in the trade and that is the habit
a customer develops of asking for a certain
salesman or saleslady. The careful manager
will note that this is because the customer has
come to rely more or less upon the salesman.”

NEW VICSONIA DISTRIBUTORS

Wholesale Representatives Appointed for the
Pacific Coast and for Pennsylvania and
Neighboring States—Big Increase in Sales

In order to insure the many talking machine
dealers handling the Vicsonia the maximum of
service in the matter of filling orders the Vic-
sonia Mfg. Co., Inc., New York. is constantly
adding to its list of distributors in various sec-
tions of the country. Among the recent ex-
clusive distributors appointed by the company
are the Pacific Accessory & Supply Co., Port-
land, Ore., for the entire Pacific Coast, and New-
ton B. Heims, of Pittsburgh, Pa., for the States
of Pennsylvania, Ohio and West Virginia.

The demand for the Vicsonia, and particu-
larly for the new Model “B,” is developing rapid-
lv and W. J. Sess, head of the company, states
that sales have increased 200 per cent during
the past six months. The company is having
no trouble in the matter of production and is,
therefore, able to fill orders promptly.

TR s s llﬂll!llllﬂllmﬂ"}lll'lIIlllIlIllIlIIIIHHIIIIIIH'HHIIIIIIHIHHII'HIHIHIIV

RIS

(T

g1 s Tt

Dulcitone Walnut,'Rich Mahogany,
Red or Brown
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Dulcitone

Appearance

Tone
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Superiority

The wonderful tone of the Dulcitone is not an accident, but the result of right
development of known principles governing tone production.
constructed tone chamber, embodying proper dimensions, shape and quality
of material, is the medium by which tone once properly started in the repro-
ducer is amplified and brought out full, clear and rich.

Dulcitone appearance is one of the prime factors in its popularity. Veneered
in beautifully matched genuine Walnut and Mahogany veneers,
instantly to the eye and commands admiration.

THE MOST BEAUTIFULLY FIGURED AND PERFECTLY MATCHED
VENEER IN THE ENTIRE PHONOGRAPH INDUSTRY.

The combination of wonderful tone and incomparable beauty of finish places
the Dulcitone at the head of the list of all Phonographs and explains its un-
questioned popularity with both dealer and customer.

Write for prices and further interesting information.

PROMPT SHIPMENTS.

The especially

it appeals
DULCITONE WALNUT IS

G

Dulcitone Phonograph Company

Chicago Office, 404 Republic Bldg.
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SOUTH HAVEN, MICHIGAN
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THE
BRUNSWICK-BALKE-COLLENDER

COMPANY
General Offices: 623-633 S.Wabash Ave., Chicago
Branch Houses in Principal Cities of United States,
Mexico and Canada

Canadian Distributors: Musical Mercbandise Sales Co.,
819 Yonge St., Toronto




The Talking Machine 1Vorld, New York, April 15, 1920

Why people prefer

The Brunswick

Brunswick has won its everlasting posi-
tion in the music world, not merely by
filling a temporary need, but by a big
vision plan.

First came improvements, such as the
Ultona and the Brunswick Tone Ampli-
fier. And many more new-day develop-
ments.

These met with instant approval.
Brunswick led the way in all-record play-
ing. The Ultona showed people that a
fine phonograph could play all records —
that one need not be confined to one make
of record.

Remember how we blazoned “The
Brunswick Plays All Records” across the
country. We brought it out as a new idea.
It created a sensation.

Now, of course, many phonographs
play all records. But none have equaled

the Ultona, an exclusive Brunswick fea-
ture, because it is a Brunswick invention.

Another appeal that won approval was
the finer tone. In the Brunswick Method
of Reproduction,which combines all tonal
factors, we brought new standards.

Part was due to the Brunswick Oval
Tone Amplifier, built entirely of wood.
That was an innovation. The old-time
practice was to connect tone arm and
amplifier with a cast metal throat.

The Brunswick way ended harsh, stri-
dent notes. And people quickly realized
Brunswick superiority.

These are some of the many reasons for
Brunswick popularity. And they are fac-
tors not merely of today but of tomorrow.
They insure the Brunswick dealer a per-
manent, growing business.

THE BRUNSWICK-BALKE-COLLENDER COMPANY
General Offices: 623-633 S. Wabash Ave., Chicago

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

Canadian Distributors: Musical Merchandise Sales Co.,
819 Yonge St., Toronto
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Why The Brunswick

1s 1n such demand

The House of Brunswick is wise in
planning first to please the critical cus-
tomer. In The Brunswick it gives a su-
perior instrument.

But larger wisdom is shown by Bruns-
wick advertising. It tells the Brunswick
story in a vivid, appealing manner. It
has acquainted the millions with the
Brunswick betterments.

It sends people to Brunswick dealers.
People want to know the facts.

For all Brunswick advertising arouses
curiosity. It tells people to make com-
parisons. It advises people to hear The
Brunswick, then others. It says that
people will quickly realize the tonal beau-
ties of The Brunswick.

The Brunswick advertising concen-
trates on the Ultona and the Brunswick
Tone Amplifier. It makes people want to
become acquainted with these features.

One of thc first principles of salesman-
ship is to arouse curiosity. And that is
the keynote in all Brunswick advertising.
That is what makes it so valuable to
Brunswick dealers.

We invite you to study Brunswick ad-
vertising. It is backed by one of the
largest appropriations. It is written to
sell Brunswicks. We think it is the finest
phonograph advertising in the field.

And we know that it helps Brunswick
dealers because they constantly tell us so.

THE BRUNSWICK-BALKE-COLLENDER COMPANY
(reperal Ofices: 621-6311 S. Wabash Ave | Chicago

Branch Houses in Principa! Cities of United States, Mexico and Canada

Canadian Distributors: Musical Merchandise 8ales Co.,
819 Yonge St., Toronto
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Brunswicks are built complete

by Brunswick—not assembled

Maybe you do not realize it, for it has
come about in the last three years, but
Brunswick is now one of the foremost
builders of phonogrzphs in the industry.

In fact, the Brunswick factory is one of
the finest, one of the most complete, one
of the most efficient production bases to
be found.

Brunswick is now one of the very few
builders making its product complete. The
general practice is assemblage.

We know of only one other phonograph
maker having as complete a plant as
Brunswick.

Brunswick has risen to this place in
but a fraction of the time it took to build
other businesses.

This is not said boastfully, but to ac-
quaint phonograph dealers with the phe-
nomenal reception given The Brunswick

by the people.

We tell you also to show how sincerely
the House of Brunswick goes into a prop-
osition. The House of Brunswick has
built its immense factories for the future.
Brunswick has won a commanding place.
and we intend to hold it.

We build our own motors, our own
cabinets, our own Ultonas —every part,
every feature. We are not dependent
upon parts makers. We control every
standard, every inspection. We do not
have to compromise on quality.

Brunswick success is growing con-
stantly. It hasn’t reached our height yet.
The momentum is carrying Brunswick
on, and we are adding to that momentum
by far-vision plans.

Thus we insure an enviable place for
the Brunswick dealer. His franchise is
becoming more and more valuable every
day.

THE BRUNSWICK-BALKE-COLLENDER COMPANY
General Offices: 623-633 S. Wabash Ave., Chicago

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

Caundin, Distritarcrs. Musiesl Meseba i fale La
819 Yonge St., Toronto
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Probably the most comprehensive and en-
lightened view of the present musical status of
the American public and also of the part that
has been taken by the talking muachine in bring-
ing about a more general appreciation of music
among the American people that has yet ap-
peared in the public press was found in a lengthy
editorial in the New York Tribune of recent
date under the caption: “Are Americans Musi-
cal?”

The editorial, which had its inception in the
general success and wide influence of the recent
Music Week in this city, agrees with certain
critics that there is an undoubted lack of wide-
spread musical training, technically speaking, in
the country, and that we are neither a singing
nor a playing people. It admits that the Amer-
ican home heard little of music until recent years
and that where there was music it was of the
crude sort, usually represented by the element-
ary playing of the son or daughter on this or
that instrument.

The interesting feature of this editorial is the
frank credit paid to the influence of so-called
mechanical music in giving Americans a new
and more intimate aspect of music generally.
Following a discussion of the various criticisms,
the editorial says:

“These criticisms are all true, and yet the con-
cert record of New York is not an isolated and
unrepresentative fact. To the contrary, it is a
true indication of a widespread rebirth of musi-
cal interest in America, due entirely to the me-
chanical music so foolishly disdained by some
musicians. It is not with a musical country like
Italy that America of to-day is to be justly com-
pared. The fair comparison is with America of

a4 generation ago. Any such checking up will
reveal the very real progress which Music Week
is recording wherever it is held.

“The supercilious folk who suspected ‘canned’
music of all sorts of evil influences lacked faith
in their art, as a matter of fact. There is only
one way to develop taste in any art, and that
is by saturating one’s self in it. To learn rules,
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or hear an occasional concert, or memorize a
few pieces on a piano after years of disagree-
able endeavor, is not to become musical. The
beauty of the talking machine and the player-
piano, artistically speaking, was that they laid
down no rules whatever. They simply filled the
American home with music—good, bad, indif-
ferent, as the taste of the owner elected. Taste
does not remain stationary, however. There
would be no progress in any art if it did. Music
develops its own standards; it improves ears,
comprehension, taste, as it goes along. That is
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Widespread Rebirth of Musical Interest in
America Is Helped by the Talking Machine |
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the experience and testimony of everyone who
has watched the progress of mechanical music.

“The development of community singing is an
interesting by-product that confirms this view.
So in its way is the revival of dancing. And
best of all, here, as throughout this whole renais-
sance of music in America, pleasure is the mo-
tive and goal of those who participate. We
should rate this as the most important fact in
the prescnt rise of America from being one of
the least musical countries toward, we hope, be-
coming one of the most musical. We are not
taking our music sadly, as a painful duty to the
gods of uplift. We are listening and singing
and playing because we enjoy it. This is as
music was intended. We may have still a long
way to fravel. But we are on the right road.”

This editorial again brings to attention the
new and pleasing attitude of the newspaper
press toward the great campaign for musical
advancement inaugurated by the music industry
and affords a convincing argument as to the
worth and value of music which can be used
effectively by the talking machine dealer and by
advocates of music generally. Editorials such
as this are well worth rcprinting by members of
the industry, not alone because of their business-
getting value, but because their intrinsic worth
warrants their receiving the widest possible cir-
culation.

The Carroll Music Store, Appleton, Wis., has
purchased the former post office building in
that city ‘and possession will be taken in a few
months. At that time the stock of Victor talk-
ing machines and records will be transferred
from the present location at 874 College avenue.
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Edison Owners are good Customers for

YOU if you sell them the

KENT
Master Adapter

The illustrations show how it is instantly

adjusted to play ANY kind of disc record.

And when these Customers, come back for
more and more records they’ll tell you that
the “Kent Master”’ plays each record at
its best.

That pleases them and pays you.

Playing hill-and-dale record

May we tell you about it ?

Here is another message to

DEALERS and MANUFACTURERS

Beside]s th];e Kent Master Adapter we manufacture
several other attachments for Edison and Victor
Machines, as well as Tone Arms and Sound Boxes. F. C. KENT COMPANY
When you know about these you will agree that

they “Win their way by their play.” Furthermore, Mulberry and Chestnut Sts. :
we carry large stocks of steel, sapphire and diamond i

Newark, N. J. l

Registered n U S Pat Qfﬁce
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Only Non Set

Automatic Stop

L

This long-wanted improvement is now
a part of the new Columbia Grafonola.

Built right into the motor. Invisible.
Automatic. Operates on any record,
long or short. Nothing to move or set
or measure. Just put on your record

and the Grafonola plays and stops itself.

No other phonograph has 1t. All
other stops must be set by hand for
every record. No other phonograph can
get 1t. Basic patents protect the Columbia
Non Set Automatic Stop. It 1s the
last touch of comfort and convenience
added to the greatest of all musical

instruments, the Columbia Grafonola.

Exclusively on the

COLUMBIA GRAPHOPHONE COMPANY, New York

olumbia
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A Great Selling Point o g
of Columbia Grafonolas & —

Your customers cannot
resist that last touch of con- ,
venience which the Non Set
Automatic Stop gives the
Columbia Grafonola. Al-
ways tell them all about
this exc/usive Columbia fea- k
ture. Demonstrate it in
your store and see the num- _
ber of sales it clinches. We | = § ] =
have already told its ad- | i 0

{
vantages to more than ﬁ F= & =

twenty-one million people

in the current magazines.

Grafonola

COLUMBIA GRAPHOPHONE COMPANY, New York
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AVOID IT!

DID you ever hear a table groan as 1t
was pushed across the floor? It's a
plea for better treatment.

Strain 1s the arch enemy of good furniture. It splits
joints and mortises, cracks glue, makes legs Wabbly
and militates against sales 1n the show room and the
customer's satisfaction with her purchase at home.

But strain 1n au 1ts 1l effects can be avoided by
using i

DOMES of
SILENCE

Tl‘ley cost little, their efficiency 15 high, and they
Save Floors-Save Rugs free dealers and housewives from worry. They are

See That You Get Them ‘made of case hardened steel and are as easy to put
' on as they are sm]ple 1n construction.

The above is an example of the vigorous national M,OSt furnlture ma.‘nufaCturers equip .thelr products
advertising appearing in a long list of the best Wlth Domes of Sllence. They are just as muc}l a
consumer magazines. 1This, in addition to the necessity as a sellmg argument.

many million sets already in use, has taught the
public to expect these slides an their furniture.

HENRY W. PEABODY & CO.
Domesuof Silence Division

17 STATE ST. NEW YORK

IN ALL YOUR FURNITURE ORDERS

SPECIFY DOMES OF SILENCE
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Interesting Comments on Various Phases

sof Talking Machine Progress -

By W. Bliss Stoddard
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How to get the man interested in the talking
machine is a problem that presents itself to
every dealer. Most men have their music, like
their religion, in their wife’s name, and when it
comes to buying an instrument of any kind
say, “Oh, go on and get what you want—I
wouldn’t know anything about it anyway.” Of
course they criticize the selection after it is
made—but that is merely masculine nature. The
Mackay Furniture Co., St. Louis, Mo., how-
ever, solved the problem of how to get men
into the store—and alone at that. This they
did by sport bulletin boards. They arranged
with one of the newspapers for a telephone serv-
ice regarding leading football games in the
Fall, boxing matches in the Winter, -while this
Spring they will have the baseball news. On
the platform with the board they have a first-
class talking machine, and between the scores
and points they give a program of the best
music, both classical and popular, in order to
appeal to all tastes. As a result of this novel
method of advertising eighteen talking machines
were sold within two weeks, to say nothing of
the scores of records that were purchased. Many
of the men who dropped in to hear aund see the
returns had Victrolas at home, and after they
had heard an air that struck their fancy several
times they were pretty sure to inquire about the
record. A clerk was always on hand at the
record counter—and although no effort was
made to sell either talking machines or records
they sold themselves by their mere presence.
What a Western Druggist Thinks of the Talker

In the West they are not so afraid of inno-
vations as in other sections of the country, and
as a result most of the better class of druggists

are stocking with a good supply of talking ma-
chines and records, recognizing that it is a line
which is co'nstantly increasing in popularity. It
is therefore interesting to hear what one of the
druggists in one of the smaller progressive cities
of the Western Coast has to say on this sub-
ject. E. R. Howell, of Pullman, Wash., said
recently:

“To-day the talking machine is one of the
ideal side lines for the drug store. I have known
some of the old-timers of the drug trade to
look aghast at the idea. To these I come back
with the fact that music has a definite thera-
peutic use, and the Victrola has even been used
as an adjunct to the operating room. With
what other side line can you turn a sale in
from fifteen to thirty minutes that will show
a very substantial profit? I have taken a new
prospect to the Victrola balcony, showed the
advantages of the various sizes, and closed a
$130 sale, while a fellow salesman was trying
to sell an uncertain damsel a 50-cent box of

powder. Most likely I would arrive on the
scene in time to hear her say, “Charge it,
please!” The purchaser of the powder might

return for other purchases and she might not
The Victrola purchaser is a tangible good-will
asset. He will return many times, eventually
averaging $50 for purchases of records.

“One of the fundamentals of success in
handling talking machines, as I see it, is the
selection of a quality line—and I would sug-
gest an advertised line whenever possible. A
customer may take a bottle of perfume on your
recommendation, but when he is sinking from
$100 to $200 in a talking machine -he wants ad-
ditional assurance in most cases. Don't con-

1125 Oregon Avenue,

HiS MASTER'S VOICE

Better Advertising—*“The Victrola Visitor™
and Other Features

‘N} E believe that every real Victor merchant needs

: distinctive advertising—something that is unlike
the advertising of his competitors, no matter how cordial
his relations with fellow-merchants may be.

And so, a part of our program is to provide attractive
advertising that contains much in small space.

Ask us for proofs of special newspaper advertisements,
about the new prices on Red Seal Records, quick delivery
“of purchases, and No. IV and VI Outfits; also for a
copy of “ The Victrola Visitor’’—a unique house-organ
booklet for dealers who maintain live mailing-lists.

If you haven’t seen the firstissue of The Victor Turnover
— our Dealer Bulletin—we’ll be pleased to send a copy.

THE CLEVELAND TALKING MACHINE CO.
Bingham Building,

Cleveland, O.

tract for a line that gives 10 per cent. profit
over the margin you would receive on the best
line you can secure—as the better line may
yield four times the sales and a net profit far
exceeding the other. In other words, get the
very best line you canm and then push it for all
you are worth.”
Old Customers’ Week

There is a prestige which comes from long
establishment of which every merchant should
take advantage. It was with this idea in mind
that James Hart & Sons, Long Prairie, Minn.,
determined to use their long location in the
town not only to hold their old, but to obtain
new customers.

They accordingly inaugurated an Old Cus-
tomers’ Week, when they invited all their old
customers, people who had traded with them
ten years or more, to visit them. They wrote
letters to sixty or seventy of the older resi-
dents, asking them to give their recollections
of the inception of the talking machine busi-
ness, and when they first remembered hearing
the little phonographs with horn attachment
played in the Hart store. They also asked
these old settlers, as a favor, to send their
photos and a note telling how long they had
traded at the store, and what was their gen-
eral impression of it. The response was de-
cidedly gratifying. About 75 per cent of the
people replied and the great majority sent their
photos. The letters and pictures -were published
in Hart's Rinkels—their monthly store publica-
tion. Some of them were very interesting,
showing people 80 years of age and over who
had traded with the firm for more than a quar-
ter of a century. Their recollections of the
birth of the talking machine and the wonderful
progress that had been made since then focused
the attention of all readers on these products
—and, of course, the firm was wise enough to
see to it that there were several good cuts of
the latest models run in this particular edition.

Talking Machines Were the Attraction

During Old Customers’ Week there were dis-
played in the salesroom models of talking ma-
chines from the first crude specimen to the
present human tone instrument. They were
the magnet that drew old and young, and when
some of the younger generation talked with the
old inhabitants and learned of the long years
of fair dealing of the firm, as related by them,
they gained the idea that it was a pretty good
place at which to trade—which was precisely
the object of inaugurating the week. Another
illustration of the fact that a satisfied customer
is the store’s best friend.

BROOK MAYS & CO. ORGANIZED

Branch of D. H. Spencer & Sons Formed to
Distribute Mandel Phonographs in Southwest

Darras, Texas, April 2—D. H. Spencer & Sons,
of this city, have established a new wholesale
phonograph department to distribute the Man-
del phonograph in the Southwest. This de-
partment is known as Brook Mays & Co. and
is under the direction of D. H. Spencer, 105
South Murphy street. At the present time a
large line of Mandel phonographs is carried and
it is the intention of the firm to add a stock of
records, parts and accessories.

“ANGELICO” IS INCORPORATED

A new talking machine house has been incor-
porated under the laws of New York State to do
business in Brooklyn uuder the name of An-
gelico. The capital is $30,000 and the incorpora-
tors are W. J. Hollister, P. L. Greiner and J. L.
Cooke, 13 Middagh street, Brooklyn.




16

THE TALKING

MACHINE WORLD ArriL 15, 1920

Four New Ways of

For the Manufacturer

Eleven Amazing Features of

Only one manufacturing
process yet discovered can
successfully produce this
wonderful product, the
copper tone arm. Only one
man in the world ever
learned this secret process.
Only one plant on earth
has the right and the facil-
ities for fabricating copper
this new, secret way.

New COPPER Tone Arms

Through a wonderful new secret process of
fabricating copper into any shape desired,
talking machine manufacturers are now of-
fered the opportunity of obtaining the fruits
of this invention for their own priceless bene-
fit. Copper Process Tone Arms possess eleven
amazing features which no phonograph manu-
facturer can afford to ignore. And not least
of all is the fact that any design required can
successfully be produced, very quickly and in
whatever quantity desired.

Below are listed briefly these eleven features.
Every manufacturer will immediately realize
their immense importance both from a produc-
tion standpoint and from the advertising and
selling angle. The coupon on the opposite
page will bring you full information about this
copper tone arm. Mail the coupon at once if
you are a manufacturer looking for a product
which will transform both the appearance and
the performance of your phonograph.

"Isn’t Every One of These 11 Features of Big Importance to You?

(1) Greater manufacturing speed and production.

Adaptable to any design you submit—through new secret process of fabricating copper.
Could hammer it flat, same way
No possibility of imperfection in manufacture.

(2)
(3)
(4)
(3)
(6)
(7)

No liability of breakage.

No peeling of the plating.
Lighter in weight.
Smaller assembling costs.

as gold, without its breaking.

(8)
(9)
(10)
(1D

No leakage—seamless copper arms specially moulded or of our regular stock designs.
Can be brought to a higher polish.
Produces better tone—more natural, mellow and full.

Real advertising and selling strong points which will prove just as evident to and effective with your
dealers as with their customers.
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Boosting Profits

and for the Trade—
The Steel Needle With the Ball Point

Torrington Uniform Needles are the only steel needles made with the
ball point. That harsh, grating scratch which costs dealers so many phono- |
graph and record sales is eliminated. Tone value is improved and each
shading of sound in the recordings is reproduced perfectly.

EACH NEEDLE UNIFORM

Each Torrington Uniform Needle is exactly
the same as another. Through a special method by supplying your customers with the sort of
of manufacture all needles are made perfectly needles which discourage record and machine
uniform—in size, finish, tone value and merit. sales. Let us send you some samples of Tor-
You could line up a million Torrington Uniform rington Uniform Needles—then judge for your-
Needles and not a hair’s breadth of difference self! Our Plan K will interest you. The coupon
would there be between them. will bring you samples and this special plan.

Don’t rob yourself of your own rightful profits

How GROOVITE Sells More Records

“Groovite” is increasing record sales of hundreds of clean as a whistle—enabling the needle to bring out
dealers because it makes every record the customer hears over 30 per cent more sweetness and purity of tone.
“taste like more.”” This wonderful
new liquid cleans each record groove
as the needle goes over it—and in-
proves the record tone over 30 per
cent.

Mail Coupon for Special
Proposition

This coupon, mailed promptly, will
bring you full information about our
special proposition on “Groovite."
Learn how “Groovite” boosts record
sales for those who sell it. Let us
tell you more about “Groovite” and
our special proposition.

No mess or trouble in using
“Groovite”—altho the difference in
results would be weil worth it. It is
a liquid which runs around the
grooves, absorbing and dispelling all
the tone-killing dust and grit par-
ticles, and making each groove as

(COUPON)
Conpon & Co,, Inc,
200 Fifth Avenue, New York City.
Please tell us more about [] Copper Process
Tone Arms, []Gliss, [ Torrington Uniform
Needles, [] Groovite. I understand, of course,
thiat this request obligates me in no way.

The New Kind of Cabinet Polish

What is the biggest point about this new cabinet
polish which is meeting with such favor from dealers
and consumers? Why is “Gliss” being called, “the
polish that makes the dealer the customer’s friend”? Name ...ovviiininrrennnronnnnnonvonnnns

= Address ...oiiiit it e i i e

The one big point about “Gliss” that
is winning so much favor is the fact
that—the lustre lasts. Not only does it
produce a bright, glistening lustre—but
the polished surface stays that way. A
special chemical compound insures this
amazing result.

“Gliss” is being used in thousands of
households for polishing the finest fur-
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niture and is guaranteed absolutely free
from ‘injurious substances.

Fill out the coupon and mail it at
once. Learn more about our special
plan of marketing this new kind of
cabinet polish. “Gliss” is made so that
your customers are pleased with their
purchase—and marketed so that you are
pleased with your profit. Mail coupon
to-day for full information about it.
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MAIL COUPON AT ONCE TO

Condon & Co., Inc.

200 Fifth Avenue
NEW 'YORK
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Charles Hackett’s first record in English is
that beautiful love ballad “I’d Build a World
in the Heart of a Rose.”
78929.

Columbia Graphophone Co.

—————— 0

Columbia Record

NEW YORK

>

THE MAGNIFICENT BRUNSWICK

DISPLAY AT

|

1 :

THE NATIONAL MUSIC SHOW IN NEW YORK

-

>

This Artistic Exhibit So Much Admired by Visitors to the Recent Music Show Also Marked the First Presentation of Brunswick Records

AEOLIAN-VOCALION IN MANISTEE

Maxisteg, MicH., April 2—J. and A. J. Piotrow-
ski, of this city, who have for some time past
been retail merchants handling the Pathé phono-
graph and records, have recently added Aeolian-
V\ocalion phonographs and Vocalion records and
are displaying a very fine stock.
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The REGINA Co.
47 W, 34th St.,
New York
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209 S. Stste St.,
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MUSIC HALL FOR CANTON STORE

Klein & Heffelman Co. Building Auditorium in
Store Building for Use of Musicians

Caxtox, O., April 5—An innovation in Can-
ton music stores is announced by the Klein &
Heffelman Co., which will install a music hall in
the new store now in process of construction
on Market avenue North. The music hall will
be independent of the music department and will
scrve several purposes. ILocal musicians and
students of music will be permitted to give re-
citals there instead of engaging an auditorium.
The music hall will have a large stage, attrac-
tively designed, and special scenery will be pro-
vided. The company will encourage private re-
citals and an adjoining room will be fitted up
where refreshments will be served.

NEW CONCERN IN CANTON, 0.

The Woomer Phonograph Co. to Specialize in
Retailing Talking Machines

Caxtox, O. April 2—The \Woomer Phono-
graph Co., Canton’s newest music concern, has
been incorporated at Columbus, O., with a
capitalization of $5,000. The officers of the
company are S. C. Woomer, president; E. H.
Woomer, vice-president and general manager,
and V. A. Woomer, secretary and treasurer.
The firm plans to remodel its present place of
business at 123 Cleveland avenue S. W. and will
handle several of the leading makes of phono-
graphs. Approximately 1,000 square feet of
space will be added to the present quarters when
the store is remodeled and the most improved
form of equipment installed. :

7 AUTOMATIC STOPS

The simplest and most efficient Auto-

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

Send 50 cents for Sample Stop

Kirkman Engineering Corporation
484-490 Broome St., New York
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Eighth Supplement

Ready Soon
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LATERAL CUT

1079 I'LL SEE YOU IN C-U-B-A—Tenor, with Rega orch., (MY ISLE OF GOLDEN DREAMS—Waltz, Saxophone
10 fm BillyMurray 4080 L B G 3 15000000 o B TR | — Joe Thoinas’ Sax-o-tette
e 10-in.
$1.00 e ) . $1.00 | IN AND OUT—One-step, Saxophone sextctte,
DARDANELLA—Tenor, with Rega orch......... Billy Murray * Joe Thoinas’ Sax-o-tette
o SEE OLD MAN MOON SMILE—Buaritone duet, SEE-S:\‘\\' (Intro.: “When Two Iearts Discover,”” from
10-in. Al Bernard-Ernest Hare 1085 Musical Comedy, “See-Saw’)—Fox-trot,
$1.00 CTIRSTE Tl pEvE . 1(;-63 Green Brothers Xylophone Orchestra
b UES—Baritone................... Al, Bernard L2 8 KORINTHIA—One-step,
L Joseph Knecht’'s Waldorf-Astoria Dance Orchestra
1400!}2 {ALL I WANT IS YOU—Tenor, with orch........ Henry Burr
-in v <
° LONE STAR (Intro.: “Just Say the Word’)—Fox-trot,
$1.00 (WHEN MY B: " S) — i i i 4086 R .
$ IY BABY SMILES—Baritone, with orch..Bert Franklin loqin.! Rudy Wiedoeft's Palace Trio
$1.00 o o
Jfos3 {OLD FASHIONED GARDEN—Tenor, with orch....... Sam Ash DESERT DREAMS—Fox-trot....... SSIRUAIE N o v e BT
0-in,
$1.00  VENETIAN MOON—Baritone, with eorch....... Joseph Phillips 4087 {AF(‘-II.-\NISTAN—Fox-trot .......... Selvin’s Novelty Orchestra
10-in,
$1.00 | BUDDHA (My Own)—Fox-trot.............. Van Eps Quartette

MELODIOUS JAZZ—Vocal Quartette, with Rega arch,,
4084 rmaliess QRHcHe T (\v,u'nx(} UNDER WESTERN SKIES—Wallz,

10-in. 8 - .
$1.00 | HE WENT IN LIKE A LION AND CAME OUT LIKE A 10-in. O R e milaphont! SHSEELE

LAMB—Tenor, with orch..... ................. Billy Murray g8 ISOMEBOI)Y- -Novelty One-step........ .Rega Dance Orchestra

Dealers’ Every Okeh Dealer should use our Window Display Ser- Dealers’

x vice. It has tremendous sales value. The Eighth Bulle- S .
Service tin Display is now ready. Order from your distributor. ervice

| General Phonograph Corporation

OTTO HEINEMAN, President

Factories: , 25 West 45th Street L

NEWARK, N. J. , CHICAGO, ILL.
ELYRIA, OHIO New York City SAN FRANCISCO, CAL.
PUTNAM, CONN. i & § TORONTO, CAN.
SPRINGFIELD, MASS. v N. Y '

KITCHENER, ONT.
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FOUR PROMINENT VICTOR MEN PROMOTED TO IMPOR

TANT POSTS IN THAT COMPANY

Ralph L. Freeman, Distribution

C. G. Child, Director

Walter J. Staats, Treasurer

Edward E. Shumaker, Director

LEADING INDUSTRY IN LEOMINSTER

Manufacture of Talking Machine Cabinets Fast
Becoming One of the Most Important—Devel-
opment Has Been Rapid in Last Few Years

LeomiInsTER, Mass.,, April 4—A new industry
which is fast becoming important in the indus-
trial life of this city is the manufacture of talk-
ing machines. Steele & Monroe were the pio-
neers in this business, starting a few years ago in
a small way in the old Lockey piano factory and
later branching out into the factory of the Smith
Piano Case Co., on Granite street. '

The concern started first with the manufac-
ture of small box-like machines, gradually de-
veloping to the more expensive machines which
it now makes exclusively. At first only the
cabinets for the talking machines were made,
but as the firm developed the business the as-
sembling of the complete machine was entrusted

to them and now this concern turns out nearly
100 machines a week, ready for the market. The
motors are installed and tested at the factory
and every machine is ready to play before it is
shipped.

There is apparently an ever-increasing demand
for the machines and the business promises to
develop here to unexpected dimensions. Many
who have been watching this industry for the
past few years predict that the time is fast
coming when it will be just as important as the
piano industry.

The making and finishing of the cabinets are
similar in many respects to piano making, and
for this reason it is not difficult to secure trained
workers in this city, which has long been a
big piano manufacturing center.

Other woodworking concerns here are now
considering taking over the manufacture 'of
talking machines, and it is beliéeved that more
than one Leominster concern is now endeavor-

ing to arrange contracts for their manufacture.

The Ross Mfg. Co., one of the largest toy
manufacturers of this city, has already under-
taken the manufacture of talking machine cases
in a limited degree and if the experiment proves
successful it is likely that it will be added as
one of the features of this concern.

INVALUABLE AS AN EDUCATOR

As a means of inculcating a love for music
among the children, the talking machine is abso-
lutely invaluable. Every family possessing-a
talking machine is insuring the musical educa-
tion of the younger members of the family.
As Thomas Whitney Surette says: “Music is
the only form of beauty by means of which very
young children can be educated, because it is
the only form accessible to them.” Children
who early acquire musical appreciation find life
more worth while in later years.

We Build PHONOGRAPHS to an Ideal—
At a Price That Will Appeal!

We won't say we build the best as we do not deal in superlatives (there's too much competition in that line)
but when it comes to Phonographs, well—we will leave it to your judgement as a connoisseur and business man.

“WE DO CLAIM SUPERIORITY
WHEN IT COMES TO SERVICE”

Three big plants operating continuously give us an out-
put that enables us to supply some of America’s biggest
jobbers promptly.

THREE LARGE |

Retailers—WWe have a jobber in your terri-
tory who can supply you over night with
big value phonographs at a liberal discount.

6 Models—Retail Prices $85 to $200

i FACTORIES

g B

— ADDRESS — OWNING AND OPERATING

GENERAL SALES
CORPORATION

General Mfg. Corporation

g R A1 Recordeon Phonograph Co.

"
1520 Buffum St. /,1\‘,..“ Heaney-Schwab Billiard Mfg. Co.
MILWAUKEE, WIS. 0~ Makers of Billiard Tables Since 1882

Plays
All Records
Correctly
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HIAWATHA, STYLE AA

THE Models we shall put out during

1920 will in no essential differ from
the very successful Hiawathas of 1919.
The 1920 line comprises five models.
They are built and sold on the one basis
of Quality; the basis on which Hiawatha
prestige and commercial success have
been founded.

HIAWATHA PHONOGRAPH COMPANY

Offices 209 South State Street, CHICAGO
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THE MARKET FOR “TALKERS” AND RECORDS IN CHINA

While Records in the Chinese Language Are Preferred, There Is Quite a Market for American
Popular Records—Dialects Should Be Watched—America’s Unsold Records Not Wanted

WasHiNGTON, D. C., April 3.—The market for
talking machines and records in China is referred
to most interestingly in a report sent the De-
partment of Commerce by the United States
Consul in Chungking. He makes a number of
suggestions of exceeding importance to ex-
porters of records which are well worthy of
their consideration, as follows:

Chinese Records Preferred

“A great deal of confusion has been caused by
the failure of gramophone manufacturers to dis-
tribute Chinese records in a judicious manner.
Having gramophone records in the Chinese lan-
guage is an excellent plan and greatly increases
their sale. Few Chinese enjoy and understand
foreign music, and the Chinese records on this
account are usually preferred. The records,
however, are much more enjoyed if the language
of the record is familiar locally.

“It is therefore necessary that special records
be made for different parts of China. This is
probably already known to many manufacturers,
but many records intended for Canton and other
cities in South China have been sent to Chung-
king, with unfortunate results. The Cantonese
dialect is not understood in West China, the
language here being much like Pekingese. Rec-
ords prepared in the latter dialect, therefore,
enjoy a wider sale in this district.

Cantonese Records Returned to Manufacturer

“One firm in Chungking placed an order with
an American manufacturer for Chinese records
in the so-called Mandarin dialect, which is prac-
tically the same as Pekingese. He received,
however, Cantonese records instead. He tried
for many months to place them on the market,
but was unsuccessful and was, therefore, obliged
to return them to the manufacturer. A great
deal of correspondence resulted and the local
dealer was unable for a time even to get his
money back or the records which he had pre-
viously ordered. As far as I know the case is
still outstanding and the local dealer, who is a
European, is likely to place his future orders
with some other manufacturer.

Popular Music Should Be Sent

“Many foreign dealers are not familiar with
American popular.songs and cannot, even with
the aid of a catalog, order to advantage. They
are sometimes obliged, therefore, to place a gen-
eral order for a certain number of records with-
out making any specifications as to tunes. Where
this is done, the records should be selected with
special care, for if they are easily sold more
orders are sure to follow. In many cases, how-

ever, the home manufacturer exports old records
which remained unsold because of their unpopu-
larity in the United States. These records can-
not be disposed of even in China, and while
they remain in stock new orders are not placed.

“A large number of records are sold to for-
eigners in China, and their tastes are much like
those of the people in the United States. To
send out old records which do not sell at home
is therefore a mistake. Tt is more profitable in
the long run to send the very best class of rec-
ords to the foreign market. It is not necessary
that the records be of the most expensive kind,

but popular airs should be selected for export
whenever the selection is left to the discretion
of the manufacturer.”

The great commercial awakening that has
taken place in China shows no sign of abating
and American manufacturers are beginning to
recognize that in China lie greater opportunities
probably than anywhere else in the world. For
the fiscal year ending June 30, 1914, the United
St_ates imported nearly $40,000,000 and exported
$25,000,000 worth of merchandise; but in 1919
our imports and jumped to over $145,000,000 and
the exports to nearly $110,000,000.

The Chinese, says the National Foreign Trade
Council, look with great favor on American
goods and would rather trade with us than with
any other nation in the world. In view of this
fact they should receive the best,

WIDELY KNOWN IN THE INDUSTRY

Harold Lamor, New Manager at Collings & Co.,
Newark, N. J.,, Popular and Capable

Harold Lamor, who, as referred to in last
month’s World, has recently joined the forces of
Collings & Co., Victor distributors of Newark,
N. J., as manager of that very important estab-

Harold Lamor

lishment, is one of the most popular men in the
Victor business and has always been looked
upon with favor and esteem by his former asso-
ciates in the Victor Co.

It is interesting to note that Mr. Lamor made
his first important business connection with the
Victor Co. several years ago, and prior to his
recent move he covered Michigan, Wisconsin,
New York State, Pittsburgh and western Penn-
sylvania as representative of the traveling de-
partment of that company. Through his good
work he has risen rapidly in the trade.

BLESSED IS THE PATIENT SALESMAN

Store Life Page of Women’s Wear Has Follow-
ing Psalm for the Salesman

Blessed is the salesman who is patient, cour-
teous and efficient, who rises when a customer
enters and stands until the customer has been
served, for he is a diamond in the rough, and
will be cherished and sought out from all the
others.

His “call trade” will make the boss sit up and
take notice and his check book will outshine all
those of his associates.

His bonus at the end of the year will swell
his meager bank account so that the cashier at
his bank will greet him with a smile and call
him his friend.

Raises in his salary will come thick and fast
and he will have things his own way all the days
of his life.

Promotions will come to him regularly. Suc-
cess will mark him. He will stand out among
his fellow employes.

HOW TO USE TUNGS-TONE STYLUS

Victor Co. Issues Careful Instructions for
Victor Owners in April Supplements

In order to instruct Victor owners in the
use of the Victor tungs-tone stylus the Victor
Co. has issued a special booklet on this sub-
ject and has incorporated it in its April litera-
ture for dealers. The regular April supple-
ment has for its cover design a picture of
Geraldine Farrar as “Zaza” in the opera of
that name. Appropriate selections for Easter
are suggested. The usual list of foreign lan-
guage supplements and the newspaper adver-
tisements and review are included.

CLEANS,
LUBRICATES,
POLISHES AND PRE.

VENTS RUST
FIRE-ARMS, TYPEWRITERS,
TALKING MACHINES,SEWING
MACHINES.TOOLS, MAGNETOS,
MUSICAL INSTRUMENTS, LOCKS,
AODING MACHINES, LIGHT
MACHINERY, ETC. PIANOS, FUR-
NITURE AND ALL HOUSEHOLO
ARTICLES.

MANUFACTURED BY

NYOIL is put up iu the following sizes:

NYOI],

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

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

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

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

Talking Machines, Graphophones, Phonographs and Sewing Machines
NYOIL will lubricate the machinery and polish all woodwork

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

No. 32 (Can) 1 Quart Watch, Clock and Chronometer Oil that is used in America. | ing sizes:

. No. 1 Bottle 1 ounce
No. 128 1 Gallon No.4 * 3 ovaces
No. 540 ** 5 Gallon 8 ‘8 ounces

WM. F. NYE, NEW BEDFORD, MASS,, U.S. A. No.

; THE MOST HIGHLY
" REFINEDOIL THAT HAS
YET OEEN PRODUCED
Maiminte

NYOIL is put up in the follow-
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Are You Still Selling Records to

Your Customers of a Year
or More Ago?

YOU CAN—WITH

The “B & H Habit” Means More
Ultimate Sales

It is distinctly to your interest to keep the charm of the
talking machine forever new in the minds of your cus-
tomers. Disgust and lack of interest result when records
become old and worn out and are forced into the
discard. Preserved records develop enthusiastic record
collectors and place the talking machine on a more
permanently artistic basis. For pure, sweet unalloyed
reproduction of good music the experienced connoisseur
invariably chooses the Fibre Needle.

B & H FIBRE MFG. Co.

\ 3-35 W. Kinzie Street, Chicago, Il
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Telling the Story of the Talking Machine
to the Public by Means of Motion Pictures

0 0 0000
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In these days all classes of society have be-
come devotees of the motion picture, and busi-
ness interests, quick to appreciate this fact,
have seized the opportunity to have films made
telling the story of their industry and their
product in a way that both appeals and carries
the message convincingly. While many lines of
business have made use of the motion picture
the talking machine industry has not done as
much as it should. To convey the message of
music by means of the film and the shadow
screen is one of the best ways possible to reach
the public.

Manufacturers in their national adyertising
campaigns dwell on the advantages of thelr
product and do much toward educating the gen-
eral public about the talking machine industry.
But the results could be greatly increased were
the story told by means of the motion picture.
Of course, in the past there has been the diffi-
culty of getting these filins into the theatres
because of the fact that they were not in story
form. But modern methods have found a way
to produce films which not only tell the story
of the merchandise and its manufacture, but tell
it in a way that interests everyone. The indus-
trial photoplay has its theme and interest just
the same as the five-reel serial. The story part
of the film is just as well done as the regular
dramas and only the best actors and the most
careful direction and staging are used. Nothing
which smacks of the crude or the unfinished can
stand before the critical public of to-day. It is
economy to have the best and because these
films are the best they can gain entrance to the
best theatres and can travel in the same com-
pany as the feature film. Everyone who goes
to the movie theatre has seen industrial films
which gave him a new idea of this or that indus-
try. Many a dealer in talking machines and
other musical instruments has walked out of a
movie theatre after seeing such a film and has
longed to have one bearing on his own industry.
He has seen visions of increased sales if he
could only harness the power of the screen to
advertise his goods.

Talking machine dealers might do well to
consider what has been done in other lines and
then they can judge for themselves what could
be done in their owu. Retailers in many cities
have been able to reap the benefits of screen

advertising because their manufacturers had had
short films prepared cxploiting their respective
brands. This was all right as far as it went,
but these films were scarce and were available
for the same dealer only at long intervals. Con-
sequently there was no chance to put into opera-
tion the fundamental principle of advertising—
repetition—so as to gain cumulative advertising
value.

Tt was with the coming of the short playlet
that the retail dealer was able to advertise his
wares on the screen as regularly as he did in
the local newspapers. These playlets were run

R AZS

To Convey Message
of Music Through
the Film Is One of
the Best Ways to

Reach the Public

S0

through the machine at the end of the regular
films and their brightness and originality served
to illustrate their message perfectly.

Why not have such films to t#llustrate the mes-
sage which every talking machine dealer is
trving or should try to convey in his advertising
and back up the personal efforts of the manu-
facturer in his plea for music in the home? A

Dbrief consideration of the value of the visual

against the printed argument can leave little
room for doubt. Even manufacturers who pay
thousands of dollars for a page in a national
publication fill this page largely with an illus-
tration, realizing that the picture tells their
story as no words can do. In a motion picture
theatre the mind of the patron is in a receptive
mood. The theatregoer is at ease and has come
to be entertained. If the advertising playlet
affords this cntertainment he remembers its mes-
sage and also the name of the merchant who

identifies himself with the flm. .

In addition to the value of these films in ad-
vertising to the general public they have another
use of equal importance. It is in instructing
employcs in selling methods and in the history
of the product that the screen can also play an
important part. Ilere the playlets are not
needed, but the longer films should be used.
Details of the screen are retained in the mind
much longer than would be similar details given
orally. A lesson in salesmanship could be taught
visually better than orally. It follows, also, that
if the sales force in the talking machine depart-
ment could see the story of the making of ma-
chines and records, the sources of the raw ma-
terials and the history of the machine or record
from the time the material is in its primitive
state to the day when the machine takes its
place in the home, if they could see and know
all this, they would be able more intelligently
to guide the choice of their customers.

So both with the manufacturer and the retailer
the film has its place. The great success with
which other lines have used films should be an
incentive to the talking machine industry to
make use of one of the most vivid advertising
mediums of the present day. The manufac-
turer can tell the story of the making of his
product and the retailer can show clearly how
his service department delivery system and
other features operate to the public’s interest
and he can crcate the desire to buy by showing
the results in the home following the possession
of what he is trying to sell.

PRICE INCREASE GOES INTO EFFECT

Unit Construction Co. Announces New Price
Schedule on Equipment, Starting April 1

PuiLapeLpHIA, PA, April 6—The Unit Con-
struction Co. announces an increase in the prices
of Unico equipment, effective April 1. This
company reports that in spite of the magnitude
of production and its exceptionally fine sales
record, the great increase in the cost of labor
and materials entering into Unico products has
made necessary a raise in prices. The com-
pany reports, from present indications, that the
demand for Unico booths, record racks and
complete talking machine department equip-
ment will this season exceed all former records.
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TALKING MACHINE AS FIRE ALARM

Clever Utilization of Machine in Ingenious In-
vention of Automatic Fire Alarm to the Credit
of W. J. Luse, New York—How It Operates

The latest utilization of the talking machine
as a factor for public good is illustrated in a
patent for an automatic fire alarm, recently se-
cured by Wm. J. Luse, of Engine Company 19,
New York, who has had many years’ experience
with fires. His device is worthy of close con-
sideration, and, in fact, already has been com-
mended by a number of prominent publications
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Fire Alarm Mechanically Operated

and notable men, the Sunday World of March
21 giving a lengthy description and illustrations
of this invention.

In conversation with The Talking Machine
World Mr. Luse pointed out that the invention
is in two forms, one mechanical and the other
electric. The object of both is to telephone
central that a fire has broken out in a particular
building. The heat generated by the conflagra-
tion is made to do this automatically. So sensi-
tive is the apparatus that Mr. Luse has set it

off by lighting a newspaper in his bathroom.
The most important parts of it are a phono-
graph bearing a ten-inch disc with repeating
attachment on which have been recorded words
such as  “Hello, Central! Notify Fire Head-
quarters, 1000 Rhinelander, that there is a fire
at No. 312 West Twentieth street, fourth floor,
rear, apartment ten,” repeated as many times
as the record will hold, and a telephone re-
ceiver so hung that the instant the phonograph
starts it swings into position, rings “Central”
and catches the words as if a human mouth had
spoken them.

This operation which seems complex, never-
theless simple, is performed in the mechanical
type by the mere dropping of a weight. The
weight is hung from a chain or cable in which
are several links made of one of the metal amal-
gams that melt at a comparatively low tempera-
ture—that used by Mr. Luse melts when the
temperature is raised suddenly to 112 degrees F.
When a link melts, the cable is broken and the
weight drops, releasing a brake upon the phono-
graph and raising the receiver of the telephone.
That is all, and it is very simple.

The electric device is only slightly more com-
plex. In this common battery wire is strung
along the ceilings of as many rooms as desired,
and on the wire are thermostats at intervals of
about twenty-five feet, or one to a room. When
one of these thermostats closes, as it does with

an increase in heat, an electric circuit is closed,"

exciting an electric magnet. This draws over
a commutator arm which supports the free end
of a hinge. The dropping of this hinge releases
a slot which supports a small ball, this again
supporting the weight. The fall of the weight
sets the phonograph in motion and lifts the
telephone receiver as before.

One or two dry batteries of from one and one-
half to three volts are sufficient for this. Then,
when the heat gets much more intense, that is.
when the fire is thoroughly under way, another
fuse burns out, cutting the weight off from the
arm of the telephone receiver, which drops back
in its neutral position.

To put the apparatus into service, all one has
to do is to place the telephone on its shelf be-
side the phonograph, hook the cable to the re-
ceiver arm and forget it. A gradual rise in heat,
such as might take place in hot weather in a
house closed for the Summer, does not cause
the fuses to melt, this taking place only when
the heat comes suddenly.

Among the advantages claimed for this inven-
tion are its economy and simplicity. In country
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Electric Automatic Alarm

homes and isolated country factories, particu-
larly, it is almost invaluable, as there is in-
variably delay in transmitting fire messages by
ordinary means. It is also invaluable in high
loft buildings where a fire cannot be seen from
the street, with possibilities of delay in sending
in alarms and damage from the sprinkling sys-
tem. In fact there are a great many uses to-
which the new automatic fire alarm applies most
effectively.

Roly Boly Eyes in Bedford, Pa.

OLKS in Bedford have found out that-
Emerson Standard 10-inch Gold Seal

Records furnish the right kind of inspira-
tion for dancing.

And no wonder! Look at the musical com-
binations now playing exclusively for
Emerson Records.

Continental Military Band Sanford’s Famous Orchestra

Emerson Military Band Emerson Xylo-Phiends

Emerson Dance Orchestra

Plantation Jazz Orchestra

It’s the same.everywhere. Emerson dance ‘
hits have a way of getting dancers on.the
floor—and keeping them there.

A good way to pass up some€ nice easy
money is to refrain from handling Emerson
Records. But why refrain? Write us
for facts.

Fmerson fales Company

4018 JENKINS ARCADE BUILDING
PITTSBURGH, PA.
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Send for Literature
on KRASCO Open
and Enclosed Motors,
Sterling Reproducers
and Tone Arms.

% ([l@””

The Phonograph Salesman

SAYS:

“Talking Machines are sold through
confidence. When selling a Phono-
graph equipped with a KRASCO
Motor you have confidence in its
absolutely dependable and artistic
performance. The prospective pur-
chaser may not know that the Motor
is the very heart of a Phonograph,
but you do, and it’s the salesman’s

confidence 1n the KRASCO that

makes the sale easy.”

And again he’s rnight.

THE NEW
ENCLOSED
KRASCO MOTOR—

THE SENSATION OF THE NEW YORK SHOW

Krasberg Engineering &
Manufacturing Corporatiot:

536 Lake ShoreDrive Chlcatb)olllmons US.A.
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How the Record Album Has Become an
Effective Vehicle for Record Sales -

By Phil Ravis

President, Peerless Album Co.

S 0

At this particular time when there is so much
speculation as to the possible extension and fu-
ture of the talking machine business it seems
pertinent to say a word about record albums,
which have played so important a part in the
development of the industry, and to point out
certain outstanding features of interest in their
relation to record sales as revealed in a recent
careful analysis of the subject.

As the dealer is always of prime consideration
in the mind of the manufacturer his position
was taken up first and considered from every
angle where the future and stability of talking
machine progress were involved. What the al-
bum means to the life and permanency of the
individual dealer’s trade was the subject of our

first investigation. We wvisited perhaps a hun-
dred city dealers and half as many country deal-
ers, interrogated them on phases of record mer-
chandising as affected by the introduction of
aibums, and compiled this consensus of opinions
on album questions, as follows:

1. The album as a safe, compact and con-
venient means of classifying and keeping rec-
ords is distinctly in public fawvor.

2. The cabinet type machine equipped with
albums, except in rare cases where the element
of extra expense solely is considered by the
prospect, is easier and more satisfactory to sell.

3. Albums do sell records. The empty album
in the home is a constant reminder to the owner
to fill it with records.

movement.

CASTERS.

Full Size—C-65

FAULTLESS

CASTERS

Casters that roll easily across the floor—and
smoothly. 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:

4. The classification habit of owners, whereby
they devote one album to each distinct class of
music, is developing record business along sound
and permanent lines.

Our investigation was next concentrated on
the standard talking machine lines and a com-
parison of the styles that provided storage space
for records. Working on thirty-five complete
lines (exclusive of period models) a digest was
made as follows

Average number of cabinet types:

T each i e e s St e, = A 6
AWARITREI 001G 00 cocoo 0 coo T aa b nao 3
With album shelves......................... 2
With other interiors..................cu... 1
Average record capacity of types:
In each line......oovvit it 66
With albums .........0 i 72
With album shelves...............cc....... 68
IWiEhT 0 th e NN e 51 OIS i e R e S, 60

This tabular review of current talking machine
models shows first of all that types with albums
or shelves for albums are in the majority; sec-
ond, that the record-filing capacity of the albuin
types is greater than that of those with other
interiors, allowing dealers a far more extensive
scope for record sales.

The Album and the Cabinet Phonograph

It would be a rash assumption to say that the
record album has been wholly accountable for
the popularity of the cabinet type phonograph.
The greatest single achievement of the industry.
namely, the successful combination of a piece
of ornamental furniture with the “universal in-
strument of music,” is certainly deserving of
recognition on its own merits. Yet, in looking
back over the past few years of evolution, it is
a toss-up whether the cabinet type made the
albums or the albums made the all-in-one ma-
chine. At any rate, they were introduced at
about the same time and have developed, grown
together and become so intimately associated as
to he thought of as one and inseparable to-day.

It is a matter of history that the manufac-
turers who conceived, introduced and promoted
the first cabinet types looked immediately with
favor upon the album, giving up the cloth cov-
ered box interior and installing albums just as
soon as the success of the cabinet machine was
assured. It should be a fact of potential signifi-
cance to the trade in general that these manu-
facturers are using albums to-day even in their
highest priced models.

Dealers’ Interests Considered

Incidentally, those first in the field with the
cabinet types were also makers of records and
therefore felt a responsibility and obligation to
the dealer to afford him means of quickly and
profitably moving record . stocks. Primarily,

(Continued on page 27)

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
hesdquarters 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 l|
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JosAneles'lSA

—Territory open
to dealers and jobbers

Sells on Sight

T is the favorite of dealers on the
Pacific Coast.

There is instant demand wherever it
is shown to the public—justified by
its unusual merits.

T
Its distinctiveness is marked bv its % . 1
beautiful cabinet—its graceful lines g
—its high finish. The panels are full

three-quarters—equipment the best.

—Dbut the real reason of its popular-
ity lies in its most remarkable tone,
due to an unseen device that produces

| “The Tone That Thrills”

M The BLUE BIRD will be the favor-

| ite in your city and prove as profit
able to you as it has to the dealers
along the “Golden Shore.”

Write today for a descriptive folder
. with discount sheet.

o )

The Blue Bird Plays All Makes
- of Records and Plays Them Better
Tlan Any Other Phonograph

BLUE BIRD TALKING MACHINE CO.
Manufacturers
Los Angeles, California

A VAILLAROURT

L‘ e A e T Rl it R .
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Oscar Seagle’s “Golden Crown” and “Standin’ in
de Need o’ Prayer” are real, honest-to-goodness ne-
gro revival hymns.

They’re going big.

Columbia Graphophone Co.
NEW YORK

Order that
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RECORD ALBUM A TRADE DEVELOPER
(Continued from page 26)

these manufacturers saw the immediate advan-
tage to the dealer in producing, along with the
machine, a convenient storage space for large
quantities of records. They also sensed the
less apparent record sales possibilities of the
album, which was radically sound in the principle
of encouraging record buying. Opposed to the
rack or other interior the album was superior; it
was something to be taken from the machine
and laid around the house—something to be
seen, empty or full. As an ever-ready reminder
to the owner to purchase more records the al-
bum put a profitable dealer selling element in
each cabinet type so equipped. It was, there-
fore, with the fullest conviction on the part of
the dealer that albums do sell records that so
many cabinet types with albums came upon
the market.
Dealer Demand Satisfied

Dealer demand more than public opinion is
a prevailing influence on manufacturers’ policy.
What the dealer wants he usually gets in spite
of the fact that an article without merit will
burden his sales floor. In the case of albums
they have met with public approval and from
the first added impetus to the dealers’ prefer-
ential leaning toward cabinet types equipped
with albums.

The record album, beyond the shadow of a
doubt, has been thoroughly established as an
indispensable accessory of the business. It is a
manufacturer’s sales argument to the dealer, a
dealer sales stimulant and first, last and always
a welcome and lasting convenience to the talk-
ing machine owner, the ultimate consumer.

Non-record Manufacturers’ Policy

Nor have those talking machine manufactur-
ers who have no commercial interest in the sale
of records totally ignored the necessity of “rec-
ord seating” capacity in the form of albums.
They, too, have gripped the sales angle that
albums apply to cabinet types and have accord-

ingly adjusted their product to the requirements
of the market.

Among these types it is interesting to note
that more than 78 per cent contain either albums
or shelves for albums. Linked right into this
policy also is definite realization that the thou-
sands of records now being merchandised by
dealers must be accommodated and that the
buying public is interested no more in the
phonograph for its musical value than it is in
its capacity for containing a large assortment
of records.

Just so long as the dealer knows that by
placing an empty album in the hands of one of
his good customers he is exposing himself to
the additional sale of twelve good records, every
manufacturer will find it policy to associate
albums with his product in one way or another.

A Dealer Sales Plan

Following the classification idea suggested
in another paragraph of this article it is inter-
esting to note that several of our dealers have
worked this up into an elaborate sales plan and
actually increased their record sales substan-
tially as a result. No doubt other dealers could
use it to advantage. The separate steps to be
followed are:

A. Arrange with the album manufacturer or
procure locally a supply of neatly printed
gummed labels, just the width of an album,
bearing titles such as “Dance,” “Opera,” “Hu-
morous,” etc.

B. Place these on a dozen or so albums and
place them on a table in the center of your
sales floor.

C. Have a neatly worded card alongside which
will read to this effect: “An exceptional album
at actual manufacturing cost. To all who wish
to start a classified record selection and whose
purchases consist of three or more records of
any distinctive class, one of these albums will
be sold at actual cost of .....”

D. Dress your window accordingly and have
a duplicate card made for the trim, displaying
it with albums the same as inside the store.

The results of the plan will be these: First,
you will sell three records of a standard class
to those who wish to procure an album at cost.
These records, because they belong to a stand-
ard class, will come out of your old stock and
not put any pressure on scarce new hits. Sec-
ond, you will be putting the “album temptation”
before your best customers, encouraging them
to buy whole sets of records covering extensive
classes of music.

New Uses of Albums

Albums, constantly before the patrons of your
store, will keep the classification idea moving
and carry with it many, records that have long
laid dormant on your shelves. One of our big
dealers in the Middle West recently gave us
some new uses of the albums that seem worthy
of mention. As a record carrying case let the
instalment collector take an album with him on
each call and play over one or two records for
the new phonograph owner; he usually' leaves
them and brings in the cash. As a silent sales-
man, an album, full of records on a table in
the booth, labeled, “Our Best Selections,” will
attract customers’ attention and make many
“self-service” sales while -the clerk is busy in
other parts of the store.

A résumé of the album proposition as it af-
fects the future of the phonograph industry may
be made in the following terse sentence ‘“Al-
bums sell records.”

A TEXAS INCORPORATION

A charter has been granted to the Trussell-
Jackson Phonograph Co., Dallas, Tex., with a
capital of $10,000. The incorporators are G. M.
Jackson, E. E. Trussell and E. T. Martin.

DRUGGISTS ADD COLUMBIA LINE

In order to handle a full line of Columbia
Grafonolas and records Golden & Perry, of
Georgetown, Ky., are planning to alter their
present drug store.

BEAUTY and TONE Combined

The VICSONIA is the recognized reproducer for playing
Edison disc records on Vietor and Columbia M achines.

JUST SLIPS ON

NO LOOSE PARTS

“VICSONI

\ ANOTHER SUCCESS !

MODEL “B’” VICSONIA—Plays both Pathe and Edison disc
records.—Order sample NOW. Retail Price $7.50

A sample reproducer Model A’ or B will be sent on receipt
of $4.50

VICSONIA MFG., CO., Inc., 313 E. 134th St., New York, N. Y.

A CHILD CAN DO IT

99 REPRODUCER
(Model “A”)
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Edison Message No. 68

The new edition of "Edison and Music," which is
coming off the press at this time, contains the following:

Careful calculations of the various cost elements
(diamonds, genuine mahogany, quarter-sawed
white oak, walnut, special steel and bronze,
skilled labor, etc., etc.,) involved in the man-
ufacture of the New Edison, indicate that the
prices noted in this book reflect only 50% of
the increases in manufacturing cost that have oc-
curred during the past eighteen months. In
other words, it has been our policy to absorb and
write off, as a loss, 50% of the increased cost of
manufacture. However, conditions are such that
we are obliged to reserve the right to advance

our prices at any time, without notice, and all
orders are subject to the prices effective when
executed, irrespective of the date of receipt.

THOMAS A. EDISON, INC.

February 16, 1920.
Orange, N. J.

We have, in fact, absorbed more than 50%; of
‘the increased cost of manufacture and the selling prices
of Edison Phonographs (including War Tax) have been
increased less than 15% since 1914. This Company
has foregone enormous profits, which it might have
taken.

[t may be necessary for us to Increase our prices
during the present year, but we shall avoid this action
as long as possible, and, if it does become necessary to
make increases, they will be carefully calculated, with
a view to making them permanent prices. In other
words, we are willing to sacrifice immediate profits, to
stabilize the Edison Phonograph business.

THOMAS A. EDISON, Inc.

ORANGE, N. J.
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"WILL BE POPULAR WITH FARMERS

Erstwhile Jersey Politician Discovers Secret
of the Barnyard and Makes Some Cackling
Records—Hopes to Equip Every Henhouse
in the Country With a Talking Machine

Every henhouse in the United States will
soon carry a talking machine and a set of rec-
ords as a part of its regular equipment if the
plans expressed by Frank McDermott, late
candidate for Governor of New Jersey, live up
to the inventor’s expectations. Farmers have
written him many letters inquiring for par-
ticulars outlining the advantages of a poultry
yard musically directed. During the decidedly
unpleasant weather this winter Mr. McDer-
mott decided that he was thoroughly tired of
cold storage eggs and longed for the kind fresh
from the nest. DBreakfast eggs are proving
such uncertain factors these days that any-
thing which will enable a hard working man
to approach this morning ceremony with greater
courage and a smile is welcome. Mr. McDer-
mott figured that if he could bring it about
that the hens could be made to produce to
capacity he would be doing humanity a great
service.

So he invcstigated and found that when a
hen cackles this sound has marvelous effects.
It induces other hens to proceed to their nests
and do their patriotic duty. It follows that
the more hens you have cackling in your barn-
yard, the more eggs you will have. In these
days of trouble with organized labor it might
happen that all the hens would elect to cackle
in the yard rather than remain on their nests.
And then the plan would fail dismally. But

Mr. McDermott has foreseen every possibility.
IHe will have his talking machine produce
alternate sounds like the cackling of hens and
the crowing of roosters. An automatic device
relieves him of the minor details and causes
the machine to operate each morning. In this
way there is no loss of efficiency, for all the
hens can devote their time to their eggs and
need not be detailcd for cackling in the yard.
It is said that records have been made and
are now being tried out. Without doubt we
can look for some startling fall in the price
of our favorite breakfast food!

REPEATERSTOP CO. IN NEW YORK

Open Office at 1170 Broadway, With Robert -

Mautner as Manager

The Repeaterstop Co., of Chicago, Ill., manu-
facturer of the Repeaterstop, has opened a New
York office at 1170 Broadway, with Robert
M.autner as manager. He will travel Eastern
territory in addition to covering New York
City, and according to present plans the export
business of the company will also be handled
through the New York office.

A NEW YORK INCORPORATION

The Nightingale Phonograph Co., Manhattan,
has been incorporated with a capital of $10,000.
The incorporators are M. Amster, A. S. Lester
and J. Staal, 157 West 123d strcet, New York.

Glynn Cremer and W. Koehler will soon open
an Edison store in Red Wing, Minn. Later
on it is hoped to add other musical lines.

NEW BUFFALO CORPORATION

Walters & Barry Corp. Takes Over Jobbing
Business of Belmont Walters & Co. and Will
Handle the Brooks and Starr Phonographs

Burraro, N. Y, April 5.—There was recently
incorporated under the laws of New York
State the Walters & Barry Corp.,, which was
formed to take over the talking machine job-
bing business of Belmont Walters & Co. This
move was found imperative in view of the tre-

mendous demand in this territory for the
Brooks automatic repeating phonograph. The
new corporation is the distributor for the

Brooks phonograph in this territory, and in
addition has acquired a franchise for Starr
plionographs and Gennett records, which have
won a large measure of favor.

The officers of the corporation are Belmont
Walters, president, formerly president of thc
Belmont Walters & Co.; Wilbur E. Houpt, vice-
president, well-known attorney and counsel for
the Buffalo Tcrminal Station Commission, and
F.dward II. Barry, secretary and treasurer, for-
merly assistant superintendent of the Buffalo
Weaving & Belting Co. The salesroons, offices
and warerooms of the company are located at
256 Main street, in the Associated Service
Building.

The Walters & Barry Corp. is now making
arrangements for an intensive campaign in be-

* half of the Brooks automatic repeating phono-

graph. This instrument has attained much suc-
cess in this tcrritory and its distinctive fea-
tures, particularly the DBrooks automatic re-
peater, have won the commendation of the
trade and thc public.

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.

29 West 35th Street
New York City
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There appeared in a recent issue of Printers’
Ink a very interesting interview with Frank K.
Pennington, assistant general sales manager ot
the Columbia Graphophone Co.—a gentleman
who has been identified with some of the great-
est sales organizations in the country, and
whose intimate familiarity with every phase of
merchandising and salesmanship has won for
him an enviable position in the sales world.
Some of the many valuable nuggets in this in-
terview are extracted and presented herewith:

Mr. Pennington confesses privately that the
use of the word “efficiency’” more than nine
times in one conversation wearies him, and that
if anything goes wrong he subjects himself to
a thorough inspection first before turning the
magnifying glass on his men. This is enough to
indicate that Mr. Pennington doesn’t follow any
rules but makes them up as he goes along.

No two cases are ever alike to me, he says.
Men don't come in standardized patterns. You
can’t deal with them as if they were a garage full
of motor cars all made by the same manufac-

turer. Human nature is too varied and too full -

of unsuspected knobs and corners to permit its
be'ng gauged always by the same measure.

A man is more than a machine. But suppose.
for a moment, that we compare him to one. If
you own an automobile and you find that the
¢-gine is knockinz or that friction is causing
a loss of power, you don't punish the car. You
don’t fine it, or lay it off for a week and expect
to find it running as good as ever. You find
out what the trouble is and remedy it.

But a man is more than a piece of mechanism.
He is different from a machine in that he has a
heart. I am not primarily interested in a man’s

body, not even in his mind. What I want to
reach is his heart. )
Loyalty, faithfulness, devotion and steady ser-

Frank K. Pennington

vice do not emanate from a man’s legs or his
head. They come from his heart. When you
have that, you have all the rest of him. I look
upon human nature as fundamentally good. It

OO 000 O AR nmnvmnn||'nnn||mnmn|11||||1n||mmunnmnnnnumn||In||||mmnnnnmmunnmnnmnnmnlmlmmmnmlmnmuulrmnmunnnnmmnmnnnmmnnmummnmnmmnnnmnnmmmmnmmnnnmmnmmmnnmmnnnmmnnmmnnmmnmmmmmr@

Successfully Developing a Sales Force by

By Frank K. Pennington

From Interview in Prinfers’ Ink

I e RO

will always work out in the right direction if
it is given a decent chance to operate.

We can afford to be at least as merciful as
a surgeon. When a doctor discovers that a pa-
tient's physical properties are not functioning
normally, he does not cut off the patient’s head
or lose his temper with him. He studies the
case until he learns what is the matter and then
he does those things which will allow the sound
bodily forces to reassert themselves. I try to
follow that plan in dealing with men. If I find
a salesman is not working up to standard I do
not attempt to pass judgment on him until I
learn what is interfering with his usual good
performance.

You always take risks in trying to discipline
a man. For discipline is not something that
can be imposed on him from without; it must
proceed from inside the man.

When I was a boy I was employed in a small
printing establishment. It was my function to
kick the job press. One day ] put a small job
on the press and started off. But I had
neglected to adjust the paper fingers properly,
with the result that when the jaws of the press
closed, the metal fingers were jammed into the
form, ruining the face of some of the type.

The owner of the establishment came at me
l ke a whirlwind. He bawled me out in the pres-
ence of the whole force. He couldn't have made
me feel worse if I had committed murder. The
result was that instead of ruining a little type,
I wished that I had smashed the whole press
and made the ruin complete. I was never a
satisfactory employe after that. I was too full
of resentment to do good work. I have never

(Continited on page 32)

Fast

Records.

-~ Shipping
Service

We have been able to give our dealers excep-
tionally good service in the shipment of Okeh
‘Qur deliveries total 85% of orders
and this should mean much to you in order-
ing these fast-selling records.

Order New Okeh Special Release Records Now

Records

4079

\ DARDANELLA (Tenor) with Rega Orchestra Billy Murray

"T'LL SEE YOU IN C-U-B-A (Tenor) with Rega Orchestra [MY ISLE OF GOLDEN DREAMS (Waltz)

Billy Murray 4080

LIN AND OUT (One-Step).

Joe Thomas' Sax-o-tette

Joe Thomas' Sax-o-tette

Stoffer & Stackhouse Co., Inc., Bourbon, Ind.

i i
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/LIST OF THE WINDSOR PHONOGRAPH CABINET PATENTS

"%, /////’//// / “

They All
Follow the Leader

Have you noticed how many makers who formerly consid
ered themselves leaders in the phonograph industry are now fol-
lowing the leadership of the \Windsor Console Phonograph?

The success of the Windsor Console Phonograph seems to
have inspired these makers to accord the Windsor the most sin-
cere form of flattery.

When we decided to make phonographs we did not try to
copy or imitate the cabinets of some other maker, but we origi-
nated a cabinet of our own, the Windsor Console Phonograph,
patented November 9, 1915, and September 24, 1918.

The acknowledged leader of all phonographs, “The Windsor,”
is sold direct from the factory to the dealer, no jobber’s profit to

pay.

We invite progressive dealers to consider the Windsor when
making their plans for the coming year.

An attractive catalogue on request to dealers only.

ZV
OA’” SOR FURNITURE %g“\

OLL AVE. CHICAS',
.ESTABLISHED 1385:-
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_DEVELOPMENT OF A SALES FORCE
(Continued from page 30)

forgotten that episode in dealing with other
men. Whatever the circumstances, I guard
myself against wounding their pride and de-
stroying their self-respect.

I have learned that the old beliefs are best.
There is no better guide than the Golden Rule,
which when applied, simplifies all human rela-
tions. I not only try to observe it myself but
I try to teach my men to obsérve it in their
relations with each other. I do not emphasize
its sanctimonious aspect, but point out its prac-
ticability and common sense.

I said a while ago that I seldom deal with
two cases in the same way. But that does not
mean that there are not certain principles that
govern every action. I try to decide what the
principles behind each case are, and then I use
that as my guide. When you work with prin-
ciple you become invincible. Policies may be
temporary but principles are eternal. I like to
sum it up this way: Principles always work;
policies may not.

THE TALKING MACHINE WORLD

* ArrrL 15, 1920

After all, getting men to work for you, or
rather, with you, is a matter of using common
sense, together with an understanding of human
nature. You have as much human nature as
anybody else. Therefore, when you have a de-
cision to make, I always say, “Try it on the
cog.” That is, try it on yourself first. Put
yourself in the other fellow’s place. You’ll ind
thie results are always good.

I've been dealing with men for a good many
years, but I have never yet deliberately fired a
man. I've never found it necessary to do so.
If a man has sufficient opportunity and has not
made good, I simply call him in and tell him
the facts. I point to his record and let him see
for himself how much he has fallen short. It
seldom takes such a man long to arrive at the
necessary decision by himself.

I do not like the expression “handling sales-
men.”” I object to handling men. I try to get
along with them. To get along with them you
must trust them, and they must trust you. You
will get from them what you are looking for.
Expect 100 per cent delivery from them and
you will get 100 per cent performance. I have

Artistic Appearance.

U WD =

SELLS

The New Model “E”

Garford Phonograph

The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTITY

New Model ““E’’ Garford Phonograph

The New Model “E” Garford Phonograph
has every desirable feature of the.
high price phonograph

Plays all makes of records without an attachment.
Superior Tone Quality.
Standard Motor of Recognized Merit.

Guaranteed to Give Excellent Service.
Order Now for Immediate Delivery
LIKE “WILD-FIRE” THE YEAR ROUND

We have an Attractive Dealer Protosition

The General Phonograph Mfg. Co.

(FORMERLY NAMED THE GARFORD MFG. CO.)

ELYRIA, OHIO

High
in
Quality
Low
in
Price

scmetimes tried this principle at theatre box
offices, where mutual trust between seller and
buyer does not always prevail. \When I find
myself in a strange town, and have an evening
to spare, I go to a theatre and say to the box-
office man:

“I'm a stranger here and I don’t know your
theatre or the location of your best seats. But
I would like a good seat on an aisle if possible,
and in a part of the house where I can enjoy
the performance.”

Other people have told me sad tales about
box-office men, but in every case where I have
put it up to the ticket seller, I have invariably
gotten first class seats, or else he frankly told
me that he didn’t have what I wanted.

Jf I find that a man for some reason is men-
tally or physically unable to deliver the goods,
1 tell him to go home or to go on off and play.
1 tell him to blow himself to a trip or get a
change of atmosphere. I leave it to him to
decide when he is feeling fit again. A man is °
a battery, and sometimes he needs recharging.

Mr. Pennington’s methods sound almost ridic-
ulously simple. They consist in following the
easiest way. Yet, after viewing the results ob-
tained, who shall say that they are not effective?

TO BUILD NEW STORE IN BROOKLYN

Baim Bros. & Friedberg, Inc., Brooklyn, N.
Y.. Victor, Columbia and Sonora dealers, are
erecting a new building just across the street
from the branch store at Utica avenue and
St. John’s Place. The rapid growth of the
talking machine business in that section of the
city made larger quarters imperative. Irving
Feinson has been engaged as manager of the
new store. Baim Bros. & Friedberg, Inc., ope-
rate three stores in Brooklyn at 1525 and 1658
Pitkin avenue and 235 Utica avenue. In all
three stores are carried the Victor, Columbia
and Sonora products.

INCREASE BOOTH EOUIPMENT

Four booths, sound-proof and finished in gray,
for demonstration of Victor records have been
added to the music department of the Gintz
Co.'s store at New Philadelphia, O., one of
New Philadelphia’s most modern music stores.

F. E. Tompkins, of Rice Lake, Wis., is estab-
lishing a new talking machine and piano store
at Barron, Wis.

“The Music Without the Blur!”

This ideal of talking machine manufacture is attained
n}ori nearly than by any other, in the construction
of the

MARVELOUS MAGNOLA
“Built by Tone Specialists”

“Magnola’s Tone Deflector eliminates the scratch”

e !
" Watchigg the Music Come Out

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

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

MAGNOLA TALKING MACHINE COMPANY
OTTO SCHULZ, Proesident

Southern Wholesale Branch
1330 CANDLER BLDG.
ATLANTA, QA.

Genoral OfMces
711 MILWAUKEE AVENUE
CHIOAQO
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ANNOUNCING NEW
CHARMAPHONE M()DEL

“THE UNIVERSAL PHONOGRAPH"

A machme with many sales features. Make
it your leader and cash in the profits

o

Height | .
42 inches Equlpped
- . with Famous
1dt S th
18 inches Rumnonoing
Depth and Noiseless
23 inches Heineman
No. 36 Double
= Spring Motor
High Grade S
Mahogany |
Finish New
Workmanship Charmaphone
and Tone Arm
Construction - and
the Best Reproducer

CHARMAPHONE MODEL No. 4—RETAIL PRICE $75.00 .

Write For Our New Catalog Illustrating Our 1920 Line

CHARMAPHONE COMPANY

39 West 32nd Street, New York City Factory: Pulaski, N. Y.
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Al Jolson not only sings but whistles “Swa-
nee,” his latest Sinbad hit.
foo, when you count your receipts. A-2884.

You’ll whistle,

Columbia Graphophone Co.
NEW YORK

—————

;Rate

STOCKHOLDERS HOLD MEETING

General Phonograph Corp. Stockholders and
Directors Meet—Otto Heineman Re-elected
President—W. G. Pilgrim Becomes Treasurer

The annual meeting of the stockholders of
the General Phonograph Corp. was held recently

Otto Heineman
at the office of the company, 25 West Forty-
fifth street, New York. At this meeting the
following directors were elected: Otto Heine-
man, W. A. Nieracher, Adolf Heineman, A. G.
Bean, A. F. Meisselbach, Bernard Benson,

\V. G. Pilgrim, Jacob Schechter, Jos. W. Har-
riman, A. W. Fritzsche and G. P. Rowell.

At the meeting of the board of directors, held
the same day, the following officers were elected
for the coming year: President and general
manager. Otto Heineman; vice-presidents, W.
A. Nieracher, Adolph Heineman, A. G. Bean,
A. F. Meisselbach and Bernard Benson; treas-

W. G. Pilgrim
urer and assistant general manager, W. G. Pil-
grim; secretary, Jacob Schechter.
There are no changes in the personnel of the
directorate and officers for the coming year
with the exception of the election of Mr. Benson

as a director and the election of Mr. Pilgrim as
treasurer of the corporation. Mr. Benson is an
executive of Merrill, Lynch & Co. and was
elected a director in place of Mr. Merrill.

The announcement of Mr. Pilgrim’s election
as treasurer of the General Phonograph Corp.
will be welcome news to the talking machine
trade everywhere, as. Mr. Pilgrim has a host
of friends in the industry who appreciate and
recognize his remarkable executive acumen and
thorough knowledge of the business.

The financial report submitted to the stock-
holders indicated that the General Phonograph
Corp. had closed in 1919 the best year in its
very successful history, the figures showing a
very substantial increase over 1918, the previous
high-water year. The outlook for 1920 is very
gratifying, and the sales totals for January and
February were far in advance of the figures for
the corresponding months of last year.

EDWARD H. DROOP HONORED

WasningToN, D. C, March 23.—Edward H.
Droop, of E. F. Droop & Sons Co., Victor dis-
tributors, is a member of the Advertising Club
of this city, and has been appointed to serve
as a member of the special committee on clean
advertising. Mr. Droop is much interested in
the civic affairs of the nation’s capital and has
given much of his valuable time to their bet-
terment. The recognition of the value of his
services is to be found in his appointment by
the president of the Washington Board of Trade
as national councilor and delegate in full to
the eighth annual meeting of the Chamber of
Commerce of the United States, to be held in
Atlantic City during April of this year.

From ‘“The Total Eclipse’”
for February

Ec/ipse Certain/y

Leads 172 P ersonal

THE ECLIPSE MUSICAL CO.
Cleveland, Ohio,

Serw'ce Ewrytime

-

VICTOR
WHOLESALE
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The unvarying quality and mechanical precision of
the Heineman No. 77 Motor have been recognized
by the phonograph manufacturing trade of the world.

More than 1,000,000 of these motors have been sold.

The sales value of your phonographs will be en-
hanced by the use of this motor.

THE HEINEMAN MOTOR No. 77

Our Service Department will help you with your
manufacturing problems. Trained men, skilled in
phonograph building, will give you their opinions
on any points you desire.

O

This service is valuable although free, and involves
no obligation on your part. Worite us today.

e T
GENERAL PHONOGRAPH CORPORATION =
25 West 45th Street OTTO HEINEMAN, Pres. New York City, N. Y.

FACTORIES: Newark, N. J. Elyria, Ohio Putnam, Conn. Springfield, Mass. Kitchener, Ont.
BRANCHES : Chicago, Ill. San Francisco, Cal. Toronto, Can.
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EIGHTEEN BASIC CLAIMS ALLOWED

Patent Office Informs Arrow Corp., of Cleve-
land, That Its Eighteen Basic Claims for
Lateral Records Have Been Allowed

CreveLannd, O., April 5.—The Arrow Phono-
graph Corp., of this city, manufacturer of Ar-
row records, was advised receutly by its
attorney, Gcorge W. Case, that the eighteen
essential, basic claims for Arrow lateral records
have bcen allowed by the Patent Office at
Washington. F. W. Matthews is the inventor
of this record aud is also in charge of the com-
pany’s recording laboratories. The eighteen
claims allowed by the Patent Office are as fol-
lows:

1. A master sound rccord having a laterally undulatory
record ridge formed from thc surface layer of the record
body.

2. A master sound record having a laterally undulatory
record ridge formed integral with the body of the record.

3. A sound record having a laterally undulatory record

ridge formed integral with the body of the record by the
action of a recording tool.

4. A sound record having a laterally undulatory cut
sonnd record ridge.
5. A sound record having a laterally-undulating cut

sound record ridge of substantially uniform height.

6. A sound record comprising a body portion and a
laterally undulatory record ridge, the record-forming sides
of which are below the original surface of the record body.

7. A disc sound record having a laterally-undulating

spiral cut sound record ridge of substantially ‘uniform
height.

8. The herein described improvement in the making
of sound records, which consists in cutting a laterally

undulatory record ridge into the surface of a suitable
material, by means of a stylus vibrated in accordance with
the sounds to be recorded, and producing from the ridge
record thus obtained, a reversed or grooved record adapted
to play in conjunction with a single-point reproducing
stylus.

9. A sound-recording stylus having two cutting prongs
arranged side by side.

10. A sound-recording stylus having two prongs arranged
side by side and provided with converging cutting edges
at their adjacent or inner portions,

11. .\ sound-recording stylus having two prongs ar-
ranged side by side and provided with converging cutting
edges at their adjacent or inuner portions and with diverg:
ing outer edges.

12. A sound-recording stylus having an arched groove
in its lower surface, forming cutting prongs at each side
of said groove.

13. A sound-recording stylus grooved or notched at its
lower end to form cutting prongs.

14. A sound-recording stylus having its lower surface
inclined upwardly and rearwardly, and grooved in direc
tion from front to rear to form prougs:

i15. A sound record comprising a body portion and a

‘. New Automatic
Cover Support

Practical—Inexpensive
Fool Proof

Made in two different styles

. | No. 1 Fit Cover at any angle

l No. 2 Hinge Plate bent to

l Fit Cover
Samples on Request

L D, (@ Quantity Discount

AUTOMATIC COVER SUPPORT MFG. CO.
77-81 MILL STREET BLOOMFIELD, N. J.

record ridge whose record-forming portions below

the original surface of the record body.

16. A sound record comprising a body portion and a
record ridge having a transversely rounded outer surface
and substantially parallel side walls extending from op-
posite sides of said outer surface to the body portion of
the record.

17. A sound record comprising a body portion and a
laterally undulatory ridge corresponding to sound waves
and projecting from and integral with said body portion,
and outer surface of said ridge being transversely rounded
in cross-section.

18. The method which consists in cutting simultaneous-
ly like undulations in both sides of a record ridge by
means of a laterally-vibrating tool having cutting edges in
simultaneous engagemenf with opposite sides of such
ridge.

WM. PHILLIPS’ IMPORTANT POSTS

William Phillips, of the Mutual Talking Ma-
chine Co., Inc., New York, states that he is not
the selling agent for the various companies he
is connected with, as an unfounded rumor in the
trade describes. Mr. Phillips is president and
general manager of the Mutual Talking Ma-
chine Co., Inc., and the Supreme Phono Parts
Co., Inc, and is treasurer of the Manhattan
Phono Parts Co., Inc. Mr. Phillips is also ac-
tively in charge of the William Phillips Service.
This service is for the talking machine manu-
facturer and has an cngineering dcpartment act-
ing in an advisory capacity to manufacturers in
the various problems which may arise from
timc to time. Its especial mission has already
been greatly appreciated.

are
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McCARTNEY RIVALS PAUL REVERE

Drives From Los Angeies to San Francisco in
One Night to Attend Sales Conference

The midnight ride of Paul.Revere was tame
1in comparison with the midnight ride recently
taken by Charles McCartney, who is in charge
of the Walter S. Gray Co.’s business for South-
ern California, and Mr. Gray, the president of
the company, who had been visiting Mr. Mec-
Cartney in Los Aungeles.: They left the Alex-
andria Hotel at 2:45 o’clock on Thursday af-
ternoon; had dinner at Lebec’s, midnight sup-
per at Fresno, and arrived in San Francisco at
10:15 Friday morning, covering a total of twenty
and omne-half hours in fifteen and one-half
hours’ running time. Mr. McCartney drove the
entire distance the whole night long to get
to San Francisco to attend a sales conference
of the Walter S. Gray Co. forces. This is
somewhat of a record.

RASHALL SALES CORP. ORGANIZED

Among the recent incorporations in the music
trade in New York City is that of the Rashall
Sales Corp., which has been organized with a
capital of $10,000 to do a geueral business in
pianos and talking machines. The incorpora-
tors are F. Klein, D. Price and E. G. Wigan,
253 West Forty-second street.

to Victor Dealers.

“His Master's Voice

THE JOHN ELLIOTT CLARK CO.

156 S. W. TEMPLE STREET -
SALT LAKE CITY

A NEW HOME FOR VICTOR SERVICE

This organization is equipped to give exceptional service
It is a service directed along practical,
efficient lines, and is based on ideas and policies that
will interest and please the. progressive Victor Merchant

UTAH
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TWO OHIO DEALERS WHO VALUE UP-TOE)ATE EQUIPMENT

C. J. Schmidt Co., Tiffin, O, and Aldrich-Howey Co., Cleveland, Have Attractive Establishments
in Which Modern Equipment Is Utilized to Advantage in the Development of Sales

There are presented herewith illustrations
showing the warerooms of these two very suc-
cessful Victor dealers in Ohio. These Victor
representatives, the C. J. Schmidt Piano Co.,
Tiffin, O., and the Aldrich-Howey Co., Cleve-

A Portion of the Victrola
Department, C. J. Schmidt
Piano Co., Tifin, Ohio

land, O., are handling Victor products exclu-
sively and through the use of progressive mer-
chandising methods and consistent advertising
have built up profitable clienteles in their re-
spective localities.

In a recent issue of The Total Eclipse, the
liouse organ published by the Eclipse Musical
Co., Cleveland, O, Victor wholesalers, there
appeared an interesting résumé of the ideals and
accomplishments of these “live” dealers. The
Schmidt store has a reputation of having the
most novel and attractive window displays in

the city of Tiffin and at the entrance of the
store a bulletin board is placed upon which are
listed all of the musical events which are sched-
uled for that city. Mr. Schmidt, who is a thor-
ough musician, is working in close co-opera-

tion with C. H. Hershberger, manager of the
store.

The Aldrich-Howey Co. became a Victor
dealer in September, 1918, by taking over the
Cleveland Piano Co., and at that time three
small booths served their purpose. From this
modest beginning the business developed so
rapidly that they installed a separate and ex-
clusive Victor department, which is one of the
finest in the Cleveland district. Mrs. Loretta B.
Flading is the manager of the department, as-
sisted by Miss Beatrice Mowatt.

LR I A Corner of Demonstration
Booth of the Aldrich-
Hozwey Co., Cleveland

A. H. DODIN IN NEW QUARTERS

Well-known Repairman Opens Retail Store at
28 Sixth Avenue, New York

Andrew H. Dodin, the well-known talking
machine and repairman, has moved from 176
Sixth avenue to new quarters at 28 Sixth ave-
nue, near Fourth street, in the heart of the
rapidlv developing Greenwich Village section,
where he has opened an
attractive store and will
sell talking machines and
records, in addition to con-
tinuing his repair work.

In his new quarters Mr.
Dodin will feature the
Orean and other makes
of talking machines, to-
gether with Emerson and
other lists of records. He
has installed two booths
and will pay particular at-
tention to the handling of
Italian records among the
foreign lists.

Mr. Dodin’s repair busi-
ness has increased stead-
ily and he now handles
the work of dealers
throughout Greater New
York and a wide suburban
district. The new store
provides room for the increase of facilities for
making rapid repairs for the trade.

INCORPORATED

The Century Talking Machine Co., New York,
has recently been incorporated by H. Gray, S.
H. and P. Bergmann, 109 India street, Brook-
lyn, N. Y. The capital is $10,000.

Emerson records are now carried in Detroit,
Mich., by six Adora Phonograph stores.

Locarno and Geneva,

in Diamond and Sapphire.
Our goods are manufactured of the very best material.

Quick deliveries, reasonable prices.

SWISS JEWEL COMPANY

165 BROADWAY, NEW YORK, N. Y.

MAIN OFFICE AND FACTORIES:

Capital Frs. 2,250,000

The largest manufactory in Switzerland of high grade

PHONOGRAPH NEEDLES

Watch, meter and compass jewels.

Switzerland

Ask for our price list and samples.
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OUR NEW ADDRESS

347
Fifth
Ave.

SUITE 1003

at 34th Street

NEW YORK CITY

347 Fifth Avenue

REMOVED TO 33 .Fabmvenes

NEW YORK CITY
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THE FULTON-DRIGGS & SMITH CO.. WATERBURY. CONN.
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here and illustrations of Unico

Equipped stores such as shown
above are constantly coming to us. They
are testimony from progressive men in
your own line of business, and therefore e ol
of the most direct bearing and real value s S
for you, when contemplating improve- e untt cometruotton co.,

bBth Strost & Creye Ave.
Philodelphis, Pe.
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Unico Equipment will help you to handle AT Bt O e

wall space. It facilitates orderly stock
display and easy handling of your wares.
This means quicker and better service to
your customers and less waste of time
for your employees.
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Prompt shipment from stock in ten de-
signs enables you to complete your
improvements quickly, Unico Equipment
reaching you finished, glazed, and fitted Send us|oday.dimen iR
ready for assembly and use. your floor space.  Plans

and estimates will be sub-
Write for our booklet ** Musical Mer- mitted promptly without cost.
chandising.”” [t contains full information
concerning the vital Unico Advantages.

UNIT CONST RUCTION COMPANY

Uni Rayburn Clark Smith-President
nico Con- NEW YORK 58 .St &G Ave CHICAGO
struction is 299 Madison Ave - treet & Orays e, Lyon &Healy-

Patented . PHILADELPHIA Bufding

Unico
Designs are
Patented
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FATE GRANTS A SOLDIER’S WISH

Popular Columnist in Evening Sun Pictures
Dramatic Episode in Life of Hurrying Crowds
—Ponselle Has One Sympathetic Hearer

Impatiently awaiting the turn of the tide that
would allow lher to cross Fifth avenue and keep
an engagement for which she was already late,
the Woman tectered on the curb at Forty-sec-
ond street. Near her stood a pleasant-faced
chap with a silver star in his lapel. He was in
no hurry to go anywhere at all, to judge by his
attitudc. Just as the policeman blew his whistle
a taxi came to a stop beside the pavement and
from it stepped a lady and a gentleman. He
was in faultless evening dress. Beneath her fur
wrap gleamed a gown of metal brocade.

“We will decidc it now,” said he. “Will you
come or will you not?”

“Oh,” she entreated, “couldn’t we go some
place else first? We could dance and go there
afterward, couldn’'t we?” Her voice was dis-
contented—alimost a whine.

“Betty,” said he, “you are simply trying to
be as disagreeable as you know how. It may
please you to hear that you are succeeding ad-
mirably. \We arc now going home.”

He took two tickets from his pocket and
looked around irresolutely. The Woman and he
of the silver star were the only observers of the
little scene, and to the obviously interested youth
he handed the tickets.

“These are for a concert at Carnegie this evc-
ning,” said he. “Ponselle is to smng; I hope
you'll like it” And helping the astonished
young lady into the taxi, he drove off.

For a moment the youth stared at them in
amazement. Then he exclaimed, “Ponselle! Oh,
by gosh. I never expected to hear her except
on a Columbia record. That guy must be my
fairy godmother.,” Then to the Woman, who
was listening in amusement, “Say, lady, will
you come?”

“Sorry,” she returned, “but T have an engage-
ment.”

“Well, T can get a buddy to go,” said he, and
strode off.

Whereupon the Woman hurried on her way,
wondering what was taking place betwecn Betty
and her escort in the taxi.

Ordinary ability, backed by the driving power
of concentration, will accomplish far more than
extraordinary ability that is flung broadcast.
Will somme trade members take notice?

JOINS IROQUOIS SALES STAFF

Harry H. Dahl Has Been Closing Number of
Important Accounts in Eastern New York
and Eastern Pennsylvania—OQutlook Pleasing

Burraro, N. Y., April 5.—Harry H. Dahl, who
was recently appointed a member of the trav-
: eling staff of the Tro-

quois Sales Co., of this
city, is achieving pleas-
ing success, and has
been closing important
deals 1n his territory.
Mr. Dahl covers ecast-
ern New York and east-
ern Pennsylvania, and

during the past few
wecks has signed up
contracts with repre-

sentative dealers who
will handle the Master-
Tone phonograph and

Harry H. Dahl
Oleh records in their respective territories.

L. M. Cole, general sales manager of this
company, reports a constantly increasing de-

mand for the Master-Tone phonograph, and
according to present plans an intensive mer-
chandising campaign will he inaugurated where-
by maximum co-operation will be offercd Mas-
ter-Tone dealers. Mr. Cole states that the de-
mand for Okeh records is far beyond expecta-
tions, and that it is solely a question of re-
ceiving sufficicnt merchandisc to supply the
requirements of the company’s dealers.

VICTOR CO. VS. JOHN WANAMAKER

The Victor Talking Machine Co. has been
awarded a preliminary injunction against John
Wanamaker, New York, from infringing the
Johnson Talking Machine Patent. No. 814.786.
This patent had been previously sustaincd in
the same court against othcr defendants after
final hearings.

The present dccision was handed down on
March 13 by Judge Learned Hand. of the
United States District Court, New York, after
a spirited contest. This is the suit which was
filed in January, 1920.

Jansen & Joosten, prominent talking machine
dealers of Bloomington, I1l., have purchased the
O'Reilley building in that city and will open a
greatly improved store in that location in a
few months.

retail knowled ge.

(ASTER'S VoIcE" T -
: , \
e Company
VicTor DisTRIBUTORS
PEORIA, ILL.

 Roy Page, secretary of this company, has returned from a month's stay
at the Victor factories in Camden, where he went to augment his already
wide knowledge of Victor retail sales methods.
a thorough study of the course in Red Seal record selling—a comprehensive
survey of modern Victor educational methods and a general survey of dealer
helps as advocated by the Victor Sales experts.
serving as a lieutenant in the navy, Mr. Page has been building on his former
Our established service department will have the full
supervision of Mr. Page, and dealers and dealers’ employees will find us well
qualified to give them constructive help in promoting their Victor knowledge
—as well qualified as the best effort on our part can make us.
expect to hear more of our service work later.

Inc

(] His factory work included

(] Since his return from
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Moneymakers!

HAT'S what these needles
are—moneymakers for
In distributing these
needles you have the benefit
of adding to your list of pa-
trons and satisfied customers.
These needles are for use on

ALL MAKES of steel needle

lateral cut records.

you.

Honor;

Semi-Permanent

NEEDLES

give wonderful satisfaction.
They are preferred by the pub-
licc:' They are well known
through extensive, continuous
advertising.

They are put up attractively
and sell easily and quickly. No
matter what makes of phono-
graphs you handle you need
these famous Sonora needles.

They play many times,
sweeten the tone and increase

the records” life.

Your customers are asking
for these. Place your order at
once to secure prompt delivery.

Loud — Medium — Soft

25c. per card of 5
(40c. in Canada)

Sonora Phoungraph

GCompany, Inc.
GEORGE E. BRIGHTSON, President

279 Broadway, NEW YORK

Canadian Distributors:
I. Montagnes & Co.
Toronto

Beware of similarly
constructed needles
of inferior quality.

Caution!
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HELPFUL SUGGESTIONS ON GETTING FARMER BUSINESS

Prosperity of Farming Community Illustrated in Striking Figures Demonstrates That There Is a
Big Field for Sales of Talking Machines and Records if Developed

The Dealer Service department of the Colum-
bia Graphophone Co. recently prepared an in-
teresting sales argument for Columbia dealers,
entitled “Getting Farmer Business,” reading as
follows:

“The farmer as a class has the financial power
to procure the finer things of life and to pur-
chase expensive commodities and luxuries that,
a few years ago, were far beyond his reach.

At the present time in the United States
there are more than 6,000,000 farms. There are
more than 15,000 farms of 1,000 acres and over
800,000 farms of 20 acres or over, the farms of
50 acres or over reach a total of more than 1.-
400.000. This is a small indication of the vast
field for farm business that is open to phono-
graph dealers.

“The more efficient conduct of farm work has
produced an average per capita income of the
farmer of $1,600 per annum in the agricultural

sections and not far below this average taking
the country as a whole. The actual purchasing
power of this sum equals the four or five thou-
sand dollar city worker’s income. Living under
moderate conditions, he is receiving a salary
equivalent to that of the city business clerk,
whose living expenses are much heavier. The
farmer, therefore, is really financially better off
to-day than the city man.

“The farmer has in recent years been edu-
cated to an appreciation of the highest type of
merchandise. He is just as discriminating in
his choice as those in other walks of life, is
the reader of all high class magazines and the
advertisements that they carry. He is character-
istically a careful buyer, showing great deliber-
ation in his final choices, which incidentally must
be the choices of his family. A special appeal
to the farmer’s family is therefore necessary and
nothing is better than to get a Grafonola and
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HIGHEST QUALITY—LATEST HITS
r A LIVE ORGANIZATION

Write At Once for

Dealer’s Terms, Etc.

Immediate Deliveries

117 Mechanic Street

Lyraphone Co. of America

Newark, N. J.

some Columbia records right into the farmer’s
home on a week’s or ten days’ trial.

“The education of the farmer’s family is a
greater factor to-day than ever before, which
fact has considerable bearing on the question
of merchandise. The educational value of the
Grafonola and Columbia records is a strong
point to play up in going after farmer business.

“While it is true that the farmer is necessarily
a large mail order purchaser, he does, neverthe-
less, considerable shopping. The sale of
really expensive necessities or luxuries is
usually made personally, either in the farmer’s
home or when he visits the city shop. At any
rate, the rural, like the city trade, demands
strictly personal selling. Quite naturally the
greater bulk of farmer business is done by the
nearest general stores, but the city dealer has
an advantage over the country dealer on ac-
count of the prestige that the city location has
established.

“The Columbia Graphophone Co. is giving its
dealers advertising representation in farm
papers, which places Columbia product, the
Grafonola and Columbia records as the third
largest advertised product in the country.

“For Columbia dealers who wish to capitalize
on our large advertising investmment among the
farmers we are suggesting the following selling
plans:

“No. 1.—Circularization is perhaps the great-
est medium aside from farm papers that is
offered dealers for getting in touch with the
farmer. In order to build up a farm mailing
list local county voting poll lists may be con-
sulted and other sources for securing names of
prosperous nearby farmers are available from
church registers, municipal directory books and
real estate records.

“No. 2—The rolling store offers excellent
possibilities for ‘buy-in-the-home’ service. It is
quite a simple matter for any dealer to take his
large delivery truck, fit it out with several cabi-
net type Grafonolas and a substantial selection
of records, principally those listed in the book-
let. ‘Musical Menus,’ published by the Columbia
advertising department, and go out into the rural
districts installing complete outfits on trial in
the homes.

‘*No. 3.—In that the farmer gets around more
in the Summer than during the hard Winter
months, the bid for a large volume of farmer
business can be made by direct invitation to the
store. The arrangement of suitable concerts
and recitals given on certain days, advertised
through the farm mailing list by means of a
neatly printed invitation card, will attract many
from the outlying districts.”

DOING WELL WITH THE PATHE

Economy Variety Store, Centralia, Ill., Selling
Large Numbers of Pathé Machines

CextraLia, Jie., April 6.—~The Economy Va-
riety Store, of this city, is doing big things with
the Pathé line which it carries. The latest cen-
sus reports give the population of Centralia as
12,000, and there are seven other lines of phono-
graphs sold in this town. E. S. Holland, man-
ager of the phonograph and record department.
is successfully meeting this competition and has
laid plans for 1920 that will enable his firm to
eclipse all former records.

TALKING-MACHINE

CABINETS

FORTHE TRADE

GLENWOOD CABINET MFG. CO.

S. E. Cor. 22nd and Glenwood Ave.
PHILADELPHIA, PA.
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THE AEOLIAN-VOCALION

The Phonograph Created and Manufactured
by Master Musical Instrument Makers

DISTRIBUTORS The AEOLIAN

v

ART STYLE 1497
William and Mary-—1689-1702

LATERAL CUT

for COMPANY
SOUTHWESTERN OHIO
SOUTHEASTERN INDIANA 25 WEST FOURTH ST.
KENTUCKY and TENNESSEE CINCINNATI

v

VOCALION RECORDS

PLAY ON ANY STANDARD PHONOGRAPH
Made by Tone Production Experts

AN=




42 THE

PRESENT FEDERAL TA)\ A BURDEN

President of Columbia Graphophone Co. Points
Out Need for Legislative Action

The report of the Columbia Graphophone
ior the year ended Dec. 31, 1919, shows a
1et profit after the deduction of all charges
and Federal taxes amounting to $3,624,202,
which, after the deduction of preferred divi-
dends, was equivalent to $3.32 a share earned
on the 858,471 shares of common stock of no
par value outstanding.

The company’s earnings from all sources dur-
ig the year, before the deduction of any
charges, were $7,793,044. A reserve of $3,624,-
202 was set aside to meet Federal taxes and
the report shows a profit and loss surplus of
$2,864,544.

Francis S. Whitten, president of the com-
pany. in his remarks to stockholders said:

“The year just closed has been in many re-
spects a most unusual one, and your company
would have shown much larger net earnings
were it not for the unfavorable Federal tax law
no\v in operatlon, which resulted in over 45
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“A Million A Year”

MIC

WHAT'S YOUR SHARE OF

DIAPHRAGMS OF BEAUTY

—Phonographically Speaking—They Talk for Themselves—

Manufactured for over ten years for the larger consumers by the

INTERNATIONAL MICA COMPANY

Factory and { 37th & Brandywine Sts.
Sales Dept. { W. Philadelphia, Pa.

Amelia Co., Va. Dept.

Mines, Executive { 1228 Filbert St.,
Philadelphia, Pa.

Send for samples and quotations now and eliminate your diaphragm difficulties

Immediate delivery of small quantities can be made in the following districts.
SAN FRANCISCO, CALIF.—WALTER S. GRAY

CHICAGO. ILL.—LAKESIDE SUPPLY COMPANY

per cent of the company's net profits in 1919
being paid the Federal Government as taxes.

“It is to be lroped that Congress will takc
action in 1920 which will change this unwise
law and permit your company to show earnings
which will reflect the unceasing effort of the
management during the last three years to
make your company the leader in the talking
machine industry.”
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44 North Market Avenue
Grand Rapids, Mich.
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Left: Logs in Africa ready for delivery to coast.
Right: Raft of logs being towed out to steamer in Mexico

Serving You at the Source of Supply

N dark Africa and turbulent Mexico our

trained experts are constantly exploring the
important mahogany producing timber lands,
selecting logs for direct shipment to us—fre-
quently in our own bottoms.

This is another element in the service which,
after nearly half a century, has made us the lar-
gest complete organization in the United States.

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

Successors to
Iuddleston-Marsh Mahogany Co.
Astoria Veneer Mills and Dock Co.
Rirch, Inc.

Mills and Yards, lLong Island Citx, New York
BRANCHES:
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2256 Lumber Street
Chicago, Ill.
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MONTREAL, CAN.—ARTHUR K. KEMPTON

THAT DIFFICULT NAME WINS AGAIN

Reinald Werrenrath Finds Hostile Cop Turns
Friendly as He Recognizes the Owner of the
Famous Voice—License Plates Forgotten

In the past belligerent years Reinald Wer-
renrath found his voice valuable for entertain-
ing soldiers in hospitals and camps and other
purposes, but never until recently did he realize
that it was potent to prevent his arrest.

The baritone had just returned from a con-
cert tour of the Middle West and during his
absence the 1919 license of his motor car had
expired. Not having been in the city to get
new plates, NMr. Werrenrath ventured down
town in his car with his old plates. Within a
few blocks of the license bureau a policeman
stopped him and ordered him up to the near-
est curb.

“But just a minute,” protested Mr. Werren-
rath, trying to interrupt the policeman’s note-
taking. “I am on my way now to get ncw
plates. I was out of town when my licensc
expired, and my official notice failed to reach
me because my name was incorrectly spelled.
It isn't an easy name " (*“Old stuff,”
said the policeman) “and to prove it,
I'll let you be the judge,” and Werrenrath
held out his card.

The policeman looked him in the face for
the first time since taking out his little black
pad. ;

“Say.” he burst out, “your records are gct-
ting too expensive, and I wish you'd do some-
thing about it. because I like ’em. Oh, well,
I can’t give a pal a summons. I couldn’t give
any one with a voice like yours an ‘order’
I used to be your cop up at New York Uni-
versity Heights, and I always came over to
the university for all your concerts. Sure, I
know 'Big John, the night watchman, and you
and the whole crowd. Oh, it's all right. Go
over and get vour license, and if any of the
other fellers stop you, just tell them old D—
said it was a go.”

OPEN NEW BRUNSWICK DEPARTMENT

Papucan, Ky, April 3.—The E. Guthrie Co.,
Inc.. is making preparations to opcn a largc
talking machin¢ department under the direction
of J. H. Switzcr, where the Brunswick linc of
machincs and records will be carried. The
opcning of this ncw department of the E.
Guthriec Co. marks a considerable cxpausion in
thc business policy of the company, and Man-
ager Switzer is layving plans which call for in-
tensive cultivation of his territory, which is an
extensive one.

PRECISION CASTINGS COMPANY. IncC.
SYRACUSE, €fE5  NEW YORK.

Manufacturers of Dic Castings in
Aluminum, Zinec, Tin, Lead Alloys,
Babblitt Bearlings |
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Gioconda.

Ponselile’s greatest record yet is that
tragic aria “Suicidio” from Ponchielli’s La
Columbia Record 49735.

Columbia Graphophone Co.
NEW YORK

=

THE TRADE SITUATION ANALYZED

W. P. White, Sales Manager of Paramount
Talking Machine Co., Discourses on Condi-
tions Observed on Recent Visit to Important
Trade Centers Throughout the Country

Poxr Wasuingron Wis, April 5—W. P.
White, sales manager of the Paramount Talk-
ing Machine Co., of this city, manufacturers of
Paramount talking machines and rccords, re-
turned recently from an extensive trip, which
included a visit to Kansas City, Oklahoma City,
Dallas, Houston, New Orleans, Birmingham,
New York, Philadelphia, Pittsburgh and other
important trade centers. On this trip Mr.
\White made a careful investigation of gen-
eral tradc conditions and his reports of the in-
dustrial outlook in different parts of the coun-
try are very optimistic.

Rcferring particularly to the talking machine
industry, Mr. \White made the following perti-
nent comments, based on his observations on
this trip.

“We are going to remain in business just as
long as we continue to make money; enough
money to justify the overhead expense, carry
the interest on the investment and show a sat-
isfactory margin of profit. sufficient to enable us
to branch out and grow.

“Progress? For the past few years there has
been a continual storm of ‘monkey wrenches’
directed toward the talking machine industry.
We have been at war: we have had law suits;
we have had to contend with compeltition of an
extremely disagreeable nature; we have been
troubled with industrial unrcst:; transportation

difficulties and what not. It became neccssary
for large manufacturers to curtail their output
of machines and records to assist the Govern-
ment, much to the detriment of jobbers and
dealers, who lost heavily, :

“Manufacturers, wholesalers and dealers, the
trinity were dashed into a period ncver to be
forgotten in our history. Analyding causes
removes all doubts of the source from which the
situation developed. It remains for us to
analyze the existing situation, endeavor to
cradicate that which causes the difficulties and
make a strenuous effort again to place the in-
dustry on the dignified basis which it assumed
in 1915.

“Dealers in every -city have been menaced.
They have been unable to securc enough goods
of a thoroughly reliable nature to operate intel
ligently. Because of this condition their future
reputations have been placed in jeopardy, but
it was essential for them to remain in busi-
ness regardless of this, in order to pay expenses.

“Next question. Are the dealers in favor of
permitting this same condition to continue? Is
it possible they are blind to its pitfalls? No sane
business man will jeopardize his reputation or
the firm's good will. America is not a nation
that, willingly or knowingly, steps backward.
The disposition is to develop and improve. What
are talking machine dealers doing to improve
their own comdition and that of the industry?

“A concerted movemeht must be instituted to
stop this backward movement and State organi-
zations should become active immediately unless
thiey countenance the existing degrading influ-
ences. There are many thousands engaged in
this business who are well-educated men, men

who conduct their business on a dignified basis
and continue to develop the dignity of the in-
dustry. These are the men who should take ac-
tion. They are making money now, but what
of the future? At the present rate of speed,
which "has been checked, fortunately, the in-
dustry would have sunk to a level beneath the
dignity of the higher type of orgzanizations.

“The talking machine business is intensely
interesting. Those engaged in it love it. It is
music; Tt is art; it is pleasure; it is business, and
a mighty good-paying business. Why, then,
permit it to lose that quality when it is pos-
sible to maintain it?

“Supposc the large manufacturers of talking
machines and records were to close down their
plants because no one would buy. Jobbers and
dealers would have to do likewise. It's a poor
rule that does not work both ways.

“Immediate large returns are forerunners of
commercial black eyes. What about the future?
Better take this into consideration when you
place your orders for stock: Is the manufac-
turer thoroughly reliable? Can he guarantee the
product? Is his guarantece substantial?. How
substantial is it? What future service will be
secured? What service can be rendered to cus-
tomers in the future? How rapidly will the
manufacturer expand? Can he expand to meet
the growth of the dealer? What is the manu-
facturer doing to develop the dignity of the
industry? This is just as important as any of
the above.

“Let every dealer ask himself the same ques-
tion—What can be done to dignify the industry
and develop it? '

“Tt is a most pertinent topic.”

" The Needle Once Used—Always Enjoyed

BEST SEMI-PERMANENT STYLUS

Plays 300 Records No Scratch, No Hiss

You owe it to yourself and to your customers to sell “THE MOST SATISFACTORY NEEDLE ON
THE MARKET.”

After once using the “BEST semi-permanent STYLUS" your customers will never use any other.

The attractive discounts, coupled with the superiority of our Needles, make the handling of the “BEST
STYLUS"” an asset in your business.

ANSONIA, CT.

Samples and full particulars upon request

THE ANSONIA NEEDLE CO.
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ANTICIPATION

is justified by realization when the record is a
Gennett.

If you have never heard a Genuett treat your-
self to No. 9021. When you hear “Echoes From
the Alps” and “Weymouth Chimes,” played with
chime effects by His Majesty's Scots Guards
Band, you will have the Gennett habit.

They do better all phonographs—Hearing is Believ-
ing. Any STARR dealer will gladly play for you.

Write for Gennett Catalog
THE STARR PIANO CO., Richmond, Indiana

Los Angeles New York

London, Canada

Birmingham, Ala.
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ATLANTA TRADE IS OPTIMISTIC

Business Is Running at High Water Mark With
All the Leading Establishments

ATLANTA, Ga., April 7—Reports from the trade
in this city indicate that business is running at
high water mark and that the outlook for some
time to come is good.

The Cable Piano Co., Victor dealer, is en-
joying excellent business. Its big store has
been the center of activity for some weeks on
account of the sale of grand opera tickets con-
ducted there as well as the natural activity in
the talking machine business znd the heavy de-
mand for Victor product. This firm lLas re-
ceived in the past few weeks shipments of some
of the most salable models of Victrolas and has
disposed of them as rapidly as they came into
the Victrola department. The store has been
recently entirely remodeled and the company is
in position to care for a greatly increased busi-
ness.

The Haverty Furniture Co.. Columbia and
Pathé dealers, sold during March a substantial
quantity of phonographs and records and the
outlook for spring business is very fine. The
demand for popular records is exceedingly good
and the sale of high-class records has been
stimulated by the approach of the grand opera
season, which begins here April 26.

The Delpheon Shop, Columbia dealers, is en-
joying as fine a business as it has ever had, the
holiday season not excepted, and the sale of
Columbia records is steadily increasing. Miss
Bannie Hood, in charge of this department, is
an expert and her knowledge of records and
her high-grade sales ability are putting her firm
in the front rank as record seller. The sale of
instruments with this firm is also continuing in
nice volume.

The Phillips & Crcw Piano Co., the oldest
Victor dealers in Georgia, opened in Savaunah,
Ga., during March a branch store, fully stocked
and equipped with musical merchandise, the
leading lines being the Victrola as well as
pianos. They anticipate doing a good business in
their new store. Business in the Atlanta store
is running into new figures and with some re-
lief in sight as to available stock they hope to
maintain a new and constantly increasing stand-
ard for new business.

Atlanta and the whole South Atlantic States
are eagerly awaiting the annual visit of the
Metropolitan Opera Company, which organiza-
tion will be here the last week in April. Stars
such as Caruso, Ponselle, Barrientos, Farrar,
Mardones and others will arrive on April 26 and
will sing for one week here, Atlanta being the
only city outside of New York which has its
season of Metropolitan Grand Opera.

HOMEWARD BOUND

B. R. Forster, president of the Brilliantone
Steel Needle Co. was recently in San Francisco.
From that city he visited Los Angeles and then
returned East.

ST. JOSEPH DEALERS HOLD MEETING

Advocate Charging of Interest on Instalment
Sales of Talking Machines—Called Together
by Earl Elsham of Leader Department Store

S1. JosepH, Mo, April 6.—The talking machine
dealers of this city met in a convention called
by Earl Elsham, manager of the talking machine
and piano department of the Leader Department
Store during the last week in March, and dis-
cussed many mmatters of interest to the trade.
The matter of charging interest on talking ma-
chine accounts was discussed and the giving
away of free merchandise with sales was con-
demned. It was also suggested that the Cham-
ber of Commerce secure Frank E. Morton,
acoustical engineer of the American Steel &
Wire Co., to address local business men. Mr.
Elsham urged very strongly that a music week
be instituted in this city and all dealers ex-
pressed themselves as heartily in favor of the
plan. During their stay in St. Joseph the visit-
ing dealers were entertained at luncheon by Mr.
Elsham in the tea room of the Leader Depart-
ment Store. Other meetings will be held at in
tervals in the future. :

Among the men attending the meceting were:
Fred Schncider, of Townsend, Wyatt & Wall;
Manager Helsell, of the J. W. Jenkins’ Sons
Music Co.; Manager Conner, of the Olney Music
Co., and Earl Elsham, manager of the talking
machine department of the Leader store.

FAMOUS ARTISTS ARE HEARD

Singers Well Known Through the Talking Ma-
chine Appear in Concert to Aid Italian Loan,
at Which $3,415,450 Was Realized

A great number of well-known artists who are
popular favorites with talking machine record
users helped to realize $3,415450 in the great
drive for subscriptions to the Italian $25.000,-
000 loan at a concert at the Lexington Theatre,
New York, the closing Sunday of last month.
Enrico Caruso sang an Italian love song which
brought in $50,000 from one of his countrymen;
a lump sum from various subscribers amounting
to $50,150 was realized by Stracciari for his
singing of an aria from the second act of “The
Barber of Seville,” and it aroused such acclaim
that an encore realized $45,000. Justice Freschi,
who presided, had little difficulty in selling a
song by Mme. Tetrazzini for $30,000 to Felice
Bava and in getting a $20.000 subscription from
Caruso. He also disposed of a song by Galeffi
to a group of individual subscribers for about
$50.000. The Metropolitan opera chorus and
others assisted. It was a wonderful evening of
emotion and music, and evidenced not only the
patriotisin of the Italian people in America, but
also their keen appreciation of the very best
in music.

John Shepard, of the G. T. Williams Co..
Brooklyn, N. Y., Victor distributors, was among
the trade visitors in Providence last month.

3’.7. " §
PIll Tell The World

You don’t nced our wrapping envelopes—if you take e
pridle in your store or in the appearance of your
parkage.

You dou’t. ueed onr envelopes—if you are econtent to
sell only the record your customer asks for.

You don’t need our envelopes—if you don’t believe in ad-
vertising.

And don’t clip this coupon—unless you are willing to rise
above the level of the ordinary Victor dealer.

BIYRINAME  IBelhucddecios - vorerormmesmmmohefWatpbeod Fotobomiins & Hi ¥ oxifa-o=

The Firm name fs.
Our Address is...

LU-FRANC SALES SERVICE
1231 Dime Bank Bldg, Detrolit, Mich.

DAVEGA TO HANDLE PATHE LINE

Machines and Records Will Be Retailed—Will
Feature the Pathé in Its Four Stores

The S. B. Davega Co. of New York City has
arranged to carry a full line of Pathé phono-
graphs and records which will prove an impor-
tant acquisition to its already extensive busi-
ness. The Davega Co. conducts a chain of suc-
cessful storc: in New York at 111 East Forty-
second street, in the Hotel Commodore, 83!
Broadway, 15 Cortlandt street and 125 \Vest
125th street

TWO CA-NINES BATTLE ON DIAMOND

Two Teams of Victor Dogs in Window of
Wiley B. Allen Store Make Clever Display

SaN Dieco, Car, April 6.—“Vic”’ must have
“scored a single,” said an elderly gentleman in
the crowd that assembled in frout of the Wiley
B. Allen Co. music store windows Saturday
aftcrnoon admiring the clever display showing a
baseball game in progress between two teams
of Victor dogs representing the Victrola and
Brunswick teams. A background executed by
Clyde Hill added to the setting and the little
Victor trade mark dogs seemed to be enjoying
themselves immensely.

The batteries for the Victrolas, Kindler and
Guy, for the Brunswicks, Porter and Duryee.
These are the names of talking machine sales-
men and salesgirls working for the local Wiley
B. Allen store. Mr. Young, manager, says the
game was called on account of darkness in the
fourth inning and the score ended a tie with the
Brunswicks having two dogs on bases.

Miss Marie Michaud, who left the sales force
of the Shepard Co., Providence, R. 1., in order
to-attend the courses in salesmanship held at
the Victor school in Camden, has completed her
work and has returned to Providence and re-
sumed her work there.
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GRAY & DUDLEY CO.

for The South

Distributors

TENNESSEE
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Made right, sold ﬁglzt/

“FAME is the perfume of heroic deeds,”

said Socrates. ‘“‘“Wonderful sales are the
reward of extraordinary merit,” say those for-
tunate dealers who handle the famous instru-
ment which won highest score for tone at the
Panama Pacific Exposition.

FF—~ THE INSTRUMENT OF QUALITY
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‘_:_:ﬁ/ CLEAR AS A BELL
_ ) is designed—not adapted—to
. N play ALL MAKES of disc rec-
— — ords perfectly without extra
,(v(v)’('“v)'(.‘r( i attachments.
fh"c\‘.".\‘!")( It is supreme in tone, unequaled
‘\j\"l in beauty of design, and un-
\ b ; | rivaled in its important features
| | of construction.
| | " :
\ |- The Sonora is sold easily, and
/\L Y because of its matchless value
I R there is no difficulty in getting
\ cash for it.
NOCTURNE

Prices $60 to $2500

Sonora is the phonograp}z that keeps
your bank balances high.
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HIS instrument is the only one sold without offering ‘‘easy pay-
ments’’ as the leading attraction. It is made for those who want
the best—for those to whom quality and not terms is the importani
consideration. If you# wish to handle the Sonora, write to the dis-

tributor for your territory.

~

Gibson-Snow Co,
Syracuse, N. Y.

State of New York with the
exception of towns on Hud-
son River below Poughkeep-
sie and excepting Greater
New York.

W. B.CGiynn Distributing Co.

Saxtons River, Vt.

States of Maine, New Hamp-
shire, Vermont and part of
Massachusetts.

Griffith Piano Co.

605 Broad St.,
Newark, N. J.

Northern New Jersey.

Hessig-Ellis Drug Co.
Memphis, Tenn.
Arkansas, Louisiana, Tennes-

see, Mississippi.

Hiliman Phonograph Co.
Wheeling, W. Va.

Virginia and West Virginia.

Kiefer- Stewart Co.
Indianapolis, Ind.
Entire State of Indiana.
Lee-Coit-Andreesen Hard-
ware Co.
Omaha, Neb.
State of Nebraska.

The Magnavox Co.
616 Mission St.,

San Francisco, Cal.
Washington, California, Ore-
gon, Arizona, Nevada, Ha-
waiian  Islands, Northern
Idaho.

C. L. Marshall & Co.

82-84 Griswold St., Detroit
409 Superior St.,, Cleveland

Michigan and Ohio.

Minneapolis Drug Co.
Minneapolis, Minn.
States of Montana, North
Dakota, South Dakota,

Minnesota.
i. Montagnes & Co.

Ryrie Building,
Toronto, Can.
Canada. 1
MS &E

221 Columbus Ave.,

Boston, Mass.
Counecticut, Rhode Island
and eastern Massachusetts.

Robinson-Pettet Co., Inc.

Louisville, Ky.

State of Kentucky.
American Hardware &
Equipment Co.

Charlotte, N. C.
North Carolina and South
Carolina.

C. D. Smith Drug Co.

St. Joseph, Mo.
Missouri, northern and east-
ern part of Kansas and five

counties of northeastern
Oklahoma.

Smith, Kiine & French Co.
Philadelphia, Pa.
States of Pennsylvan’a, Mary-
land, Delaware, District of
Columbhia and New Jersey.
south of and iucluding ‘I'ren-

ton.

Sonora Phonograph
Company, Inc.

279 Broadway,
New York.

Distributors for Greater New
York.

Southern Drug Co.
Houston, Tex.
Southeastern part of Texas.

Southern Sonora Co.
Atlanta, Ga.

Alabama, Georgia and Flor-
ida.

Southwestern Drug Co.
Wichita, Kans.
Soutliern part of Kansas,
Oklahoma (except five north-
eastern counties), and Texas

T’anhandle.

Strevell - Paterson Hard-
ware Co.

Salt Lake City, Utah.
Entire States of Utah, Colo-
rado, \Wyoming, New Mexico
and southern Idaho.

C. J. Van Houten & Zoon
Marquette Bldg.,
Chicago, Il

[llinois and Towa.

Sonora Distributing Co.
of Texas
Dallas, Tex.

Western part of Texas.

Yaht & Lange Drug Co.
Milwaukee, Wis.
Wisconsin, Upper Mlichigan

The Highest Class Talking Machine
in the World

Sonora is licensed and operates under BASIC PATENTS of the phonograph industry

NI




48

THE TALKING MACHINE WORLD ArriL 15, 1920

...................

ARTIST IN RE.AL.ITY

Announcement

C. C. MOIR

181 Tremont Street

Boston, Mass.

Has been appointed

Exclusive New England Distributor
of the

] Artiste Phonograph

Made in Grand Rapids, Mich.

Dealers in the New England territory are 1n-
vited to communicate with Mr. Moir regarding

an Agency for the r'Artiste. Mr. Moir is well

equipped to give the maximum of service and

personal attention to dealers in his territory.

‘THE PHILADELPHIA SHOW CASE CO.

Distribulors

Main Office:
127 NORTH 13th STREET
PHILADELPHIA, PA.

New_.York Office Pittsburgh Office

THE BUSH TERMINAL BUILDING JENKINS ARCADE BUILDING
Room 845 Pittsburgh, Pa.
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JAMES MONTGOMERY FLAGG SKETCHES MISS ANNA CASE

Following the remarkable Edison tone test
held at Carnegie Hall on March 10, the story of
which appeared in full in The World last
month, Anna Case, the faimnous American soprano

pressed by the tone reproduction of the New
Edison. In the photograph he is seen drawing
Miss Case as she stands beside the instrument.
The inserts show, left to right: Arthur Walsh,

(s

.l 0

DRUFvERQ

Miss Anna Case, Posing for James Montgomery Flagg

and popular Edison artist, posed for James
Montgomery Flagg, who is one of the most
widely known modern illustrators. Mr. Flagg,
who was present at the recital, was greatly im-

director of the recital department of Thomas A.
Edison, Inc., who was in charge of the Carnegie
Hall recital; Victor Young, pianist, and William
Reed, flutist.

PATHE IN MONTANA SCHOOLS

W. H. Wallace, Progressive Miles City Dealer,
Enters a New Field of Music Advancement

Dealers in Pathé phonographs and records
will be interested to hear of the success of
W. H. Wallace, the progressive music merchant
and distributor of Miles City, Mont., who has
installed Pathé instruments in the schools of
fcur counties adjacent to his city. The depar-
ture has bcen hailed with joy by the pupils, as

the charming selections lighteu their studies and
add zest to the routine of the schoolroom, and
it has, of course, met with the approval of their
parents and teachers. Mr. Wallace has found
the work so pleasant and profitable that he will
follow up the plan by placing phonographs in
the schools over a wide range of territory.

Under Opportunity No. 32363, the Bureau of
Foreign and Domestic Commerce reports that
a firm in India desires to secure the sales agency
for phonographs and accessories.
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FREAR BILL W_OULD FIX PRICES

Proposes to Give Federal Trade Commission
Power to Arbitrarily Fix Maximum Sale Price
on Any Commodities—Drastic Penalty Would
Take Away Firm’s License to do Business

WasHincToN, D. C., April 3.—A bill has been
introduced in the House of Representatives by
Representative Frear which would give the
Federal Trade Commission the same rights to
fix the maximum price on commodities said
to be unduly high priced as the Interstate
Commerce Commission now has in fixing rail-
way freight rates. Complaints would have to
be made to the Federal Trade Commission that
the production or price is controlled so that
free competition ceases to exist before it could
take steps to declare the schedule of rates un-
der which such commodities could be sold.

The bill would provide that within 30 days
after public notice of the commission’s find-
ings the prices so fixed will become effective
and the monopoly or group of interests com-
bining to keep prices up would have to cease
charging the higher prices. Provision is also
made for a review of the commission’s find-
ings by the circuit court, but if the decision is
in favor of the Government, the manufacturer
or merchandiser would have to pay the excess
amount collected during the interim into the
Federal Treasury.

LIVE CONCERN IN HARRISBURG

C. M. Sigler, Inc., Occupies Five-Story Building
With Excellent Line of Instruments

H arrisBure, Pa., April 3.—One of the active
music houses in this city is C. M. Sigler, Inc.,
which was established about twenty-five years
ago by C. M. Sigler and operated by him until
1914, at which time it was incorporated. C. M.
Sigler, founder of the business and president
of the corporation, is also head of the Sigler
Player Action Co.,, Grand Rapids, Mich. The
other members of the local company are N. B.
Kurzenknabe, M. A. Sigler, W. T. Rodgers and
G. P. Schaecffer.

The Sigler house occupies an entire five-story
building, the basement being devoted to the
music roll department, first floor to Victrolas,
the second and third floors to pianos, and the
fifth floor to the repair department. The lines
handled include the Steinway, Steinert, Christ-
man and Apollo pianos 'and the Victrola.

At the present time arrangements are under
way for the installation of three new booths in
the talking machine department, as well as
three new booths in the music roll department.

THE WALTERS & BARRY CORPORATION

256 MAIN STREET

OF RECORD
ANY DESIRLO
NUMBER, OF

| TIMES Ty
vvevy THEM
sToPS

M AUTOMATICALLY
WITH
TOME-ADM
JUSPENDED

I AR,

TLe First Rea“q Compleie Phonoqmpl\

BUFFALO, N. Y.

Largest Distributors of Brooks Automatic Repeating Phonographs in the United States
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| The “Buddha-Dardanella” fox-trot by the
| Columbia Saxophone Sextette is a musical
\ combination that means big sales.

A-2876.

Columbia Graphophone Co.
NEW YORK

s

w_

DEALERS MEET AT WILKES-BARRE

Columbia Retailers Hold Interesting Session
Under Auspices of Philadelphia Branch of Co-
lumbia Graphophone Co.—Listen to Some Ex-
cellent Talks on Business Plans

\WILKEsS-BARrRE, PA., April I.—A most interest-
ing meeting of Columbia dealers of this city
and vicinity was held recently at the Hotel
Redington under the chairmanship of C. E.
Sheppard, Columbia salesman covering that ter-
ritory, and was attended by several executives
of the Columbia Co. branch in Philadelphia.

E. A. Manning, credit manager, gave a very
good detailed address on the method of plac-
ing orders and the channels through which dii-
ferent items should be presented to receive rec-
ognition.

W. A. Schreiner. manager Dealer Service de-
partment, gave a most instructive talk on the
work and purpose of the department, explain-
ing the origin and going into detail as to what

trouble and expense a dealer had in \riting
advertising copy, procuring the different fixtures,
window dressing, etc., before the company es-
tablished the Dealer Service department.

N. J. Wilcox, manager of the Philadelphia
branch, was the next speaker to be introduced
by Mr. Sheppard, and his address was based
on. Columbia representation. “The time has
come when we can safely tell you that during
the. year of 1920 we will be in a position to
supply you with all the products you can use.
We set our quota for the year.” Mr. Wilcox
said, *‘at 100 per cent increase over I919 and
it is imperative for you to increase your sales
100 per cent for us to do this.”

The meeting was a huge success and every
dealer present voiced his opinion that the idea
of these meetings was indeed a welcome one.
Those present included- Ford Price, of Fowler.
Dick & \Walker Co.. and Joseph Corner, C. & S.
Furniture Co. \Vilkes-Barre: Mr. Lewis, Lewis
& Kuschel Co.. of Pittston: P. C. Peuser. the
P. C. Peuser Store. of Scranton; William Chal-

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 CO.
Salt Lake City, Utah

OHIO SALES CO.
Beckman Bldg., Cleveland, Ohio

THE REED CO.
237 Fifth Avenue, Pittsburgh, Pa.

SONORA DISTRIBUTING CO. OF TEXAS
Dallas, Texas.

CHAS. H. YATES
311 Laughlin Bldg., Los Angeles, Cal.

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

SACHS & CO.
425 So. Wabash Ave., Chicago.

THE C. E. WARD Co.

(Well-Known Lodge Regalin 11ouse)
101 William St., New London, Ohio

Also Manufacturers of Rubberized Covers
and Dust Covers for the Wareroom

lenger and Robert Oxwen, the Challenger Store,
of Nanticoke; R. \WW. Yohn, Oliver Yohn & Co.,
Danville; L. P. Maynard. D. S. Andrus & Co.,
Willlamsport; Harry Seebold. Seebold Music
House. Sunbury; M. Meiser and J. \W. Lewis.
Meiser's Music House, Northumberland; J. V.
Maus, the J. W. Maus Store, Shamokin; W. E.
Watkins, the W. E. \Vatkins Store, Mahanoy
City; John M. Hough, the John M. Hough Store,
Shenandoah; George \W. Kellmer, the Kellmer
Piano Co., Hazleton; James H. Powers, the
Prince Furniture & Carpet Co., Hazleton. to-
gether with Miss Alta Robbins, Miss Clara G.
Maguire, Miss Matilda Wardell, representing the
same company; Nathan Gottlieb, the Nathan
Gottlieb store. of Glen Lyon: Neal Connaghan
and James Connaghan, Neal Connaghan store,
of Mt. Carmel, and S. S. Lowry, prospective
dealer from Berwick, Pa.

After the meeting the speakers iere in ses-
sion to answer any questions the dealers asked
and they took advantage of the opportunity and
gained some very useful knowledge. This meet-
ing was preliminary to a larger meeting to be
held in Philadelphia for all dealers of the Phila-
delphia branch in the near future.

DEATH OF MRS. GEO. A. KELLEY

George A. Kelley, manager of the record or-
dering department of the New York Talking
Machine Co., Victor wholesaler, is receiving the
sympathy of his many friends in the trade upon
the death of his wife, Mrs. Elizabeth Kelley,
who died suddenly March 18 at her home
in Rockville Centre, L. I. Mrs. Kelley. who
was thirty-cight years of age at the time of
Irer death, had a host of personal friends, among
whom were the employves of the New York
Talking Machine Co. She i3 survived by two
children.

YVONNE GALL HURT IN TAXI CRASH

Yvonne Gall, French prima douna and Pathe
star, had a narrow escape from a serious acci-
dent in New York recently when a taxicab
carrving her crashed head-on in Central Park
with a machine driven by Otto Beeler.

The singer was taken in an ambulance to
Flower IHespital, but left after an N-ray exami-
nation showed no bones broken. Both taxicabs
were smashed. Becler was arrested.

SEND FOR ILLUSTRATED PRICE 1.15T
AND FRFF SAMPLF

“GLOBE” TRANSFER NAME PLATES

DFALERS EVERY\WHERE APPLY THEM
ON PHONOGRAPHS, PIANOS. ETC.

GLOBE DECALCOMANIE CO.
JERSEY CITY. N. J.

COTTON FLOCKS

Record Manu.laclurlng
THE PECKHAM MFG. C0., ¥EwWark. N3
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The Standard by Which All
Phonograph Motors are Judged and Valued

2
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SPHINX GRAMOPHONE MOTORS Inc.
NEW YORK, N.Y.

REG. U. S. PAT. OFF.
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Strong Selling Features of
The Sphinx Gramophone Motor

Without its motor a phonograph s merely a piece of furniture. Therefore its strong-
est selling features should he in the motor, for it is the motor that makes the phonograph
a musical mstrument.
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\What is the strongest possible ““talking pomnt™ in a motor? Obviously, the absolute
prowvable elimination of those motor faults which make people hesitate about buying phono-
graphs. \What are those faults? Mechanical noises: the lack of uniformity in speed; tl
need of frequent adjustment, “‘tuning up” and repairs.
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The Sphinx Motor absolutely does eliminate these motor faults, fully and finally, and
has proved that fact by the most drastic tests to which a motor could possibly be put. The
manufacturer who fails to see it, investigate 1t and adopt it, loses the opportunity to avail
himself of the only real “talking points” a motor can offer him.

(e

&N

The Sphinx Motor is now in process of commercial manufacture and will shortly he
ready for quantity delivery. \Vrite for catalog describing and illustrating this motor in
all 1ts details.

SPHINX GRAMOPHONE MOTORS, Inc.
512 Fifth Avenue -:- -:- -:- .- New York
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NEW HOMES FOR COLUMBIA IN CINCINNATI AND DALLAS

Cincinnati Branch Will Be Located in a Six-story Building at 317-321 East Eighth Street, and
the Dallas Branch Will Occupy a Three-story Structure at 316-320 North Preston Street

The general sales department of the Columbia
Graphophone Co., New York, announced this
week that arrangements have been completed
whereby the company’s Cincinnati and Dallas
branches will occupy new homes. These ar-
rangements were pending for several months
and were closed after Robert E. Rae, of the gen-
eral sales department, made a careful investiga-
tion of the facilities afforded the branches in
their new quarters.

The new home of the Cincinnati branch will
be located at 317-321 East Eighth street, in the
heart of the wholesale jobbing district of that
city. The company will occupy a six story and
basement building, having a total area of 35,000
square feet. This is three times the space now
at the disposal of the branch in its present home,
and E. F. Dawson, manager of the Cincinnat:
headquarters, is delighted with the accommo-
dations which will be afforded his organization.

The new Cincinnati branch faces a proposed
boulevard, and is ideally situated from an ad-
vertising viewpoint. Included in the equipment
of the building will be the Columbia model
shop, special Columbia steel racks for records
and distinctive furnishings and fittings. In fact

every detail will be representative of the most
modern ideas in wholesale talking machine
equipment,

The Dallas branch will occupy a four-story
building at 316-320 North Preston street, having
a floor space of 23,200 square feet. This is three
times the space afforded the company in its
present home, and it is interesting to note that
the new building is provided with ideal trackage
facilities. Fred R. Erisman, manager of this
branch, and his sales staff are enthusiastic re-
garding the many desirable features of the new
building.

These important moves were made in order
to afford the Cincinnati and Dallas branches of
the Columbia Graphophone Co. an opportunity
to develop the fast growing trade in their re-
spective territories. The demand for Columbia
products in all parts of the country has been far
beyond expectations, and during the past year
the great majority of Columbia branches in the
leading trade centers have been obliged to seek
new quarters in order to accommodate this
trade. According to present plans the Cin-
cinnati and Dallas branches will occupy their
new homes during the month of May.

A. J. CRAFTS CO. ACTIVITIES

Recent Official Changes—Plant Very Busy—
A. J. Crafts Returns From Southern Trip
—Other News of General Trade Interest

Ricamonn, VA, April 1.—The regular monthly
meeting of the board of directors of the A. J.
Crafts Piano Co., manufacturers of the Crafts
and Ludlow lines of talking machines was held
on March 24. A quarterly dividend of 2 per
cent. was declared payable on this date. The
following officers were elected to fill vacancies:
R. A. Garber, treasurer, to succeed A. E.
Roeber, resigned; F. M. Wilson, secretary, to
succeed Richard Riley, resigned. The Crafts

factories are reported very busy and rapid prog-

ress is being made in the construction of the
new plant. The general offices of the A. ]J.
Crafts Co. -have been moved to advantageous
quarters on the second floor of the Commer-
cial Building, in this city. These offices are
nicely appointed and are laid out with efficiency
in view.

A. J. Crafts, president of the company, has

returned from a Southern trip. He brought
back with him a very satisfactory amount of
orders and reports that he found trade condi-
tions very good wherever he visited. He ex-
pressed much gratification at the steadily in-
creasing demand for Crafts phonographs.
Theodore H. Bower, vice-president and dis-
trict manager for North Carolina with head-
quarters at Raleigh, has taken up once more his
accustomed duties and is recovering nicely from
his serious illness of several weeks’' duration.

TO OPEN BRANCH IN WASHINGTON

Wasnington, D. C., April 5—A large and fully
equipped branch store will be opened sooun in
this city by the Sport Mart, large Columbia
dealers. The new branch will be located at
Tourteenth street and New York avenue in the
jond Building.

One of the callers on the talking machine
trade in Providence, R. 1., recently was Eastern
Representative Frye, of the Victor Talking Ma-
chine Co.

IOWA DEALERS

LOOK US OVER

| We are the Iowa Distributors of

Vitanola Phonographs

““ THE PHONOGRAPH OF MARVELOUS TONE”
AND

Story & Clark Pianos

‘““MANUFACTURED SINCE 1857 "

We Are Equipped To Give You Service

DES MOINES

E. H. JONES PIANO CO. |

Shops Building

IOWA

—

More t_l'lan a fair pro-
portion of the new
Records are ﬁncling

their way 1nto

Udell

Cabinets

l)ecause our Cabinets

f111 Every Need of the
Record Owner.

MANY SIZES and DESIGNS
PLUS

PERFECT
WORKMANSHIP

0 A
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No. 1415
[Horizonial Shelves]
For Victrola IX-A
Height, 31 in. Width, 19 in, Depth, 22 in.
Mabogany. Quartered Oak., Holds 5 Victor
albums. Average weight, erated, G0 pouiuls,
fIf vertieal interior is desired, order No.
1

[\\'hen felt interior is wanted, order No.

415F.]

The Udell Works

1205 W. Twenty-eighth St.
2 Ind.
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IPPEN’S

TH]S double page advertisement shows for

the first time my complete line of Crippen
“Interpretone’” Talking Machines.

| did not expect to be able to show these entire
siX sty]es before Ju]y first. But here they are,
three months ahead of schedule, owing to the
efficiency of our factory organization.

Style RR is the machine | began business with
on January first.

This is the style with which 1 placed represen-
tations in every state in the union since the
first of the year and with which | established
over 70 representatives in Greater New York
in two weeks’ time.

To the best of my knowledge and belief,
Style RR is the best individual machine in the
talking machine world.

] claim that in size, character and finish of
cabinet work, quality of tone and general
all-round salability, it is not equaled in the
market at within twenty-five ($25) dollars

of its value.

And | can prove this, to your absolute satis-
faction, in the following way:

STYLE No. 3—Mahogany, Height, 45”; ADAM—Mahogany. Height, 45”; width, STYLE RR (revolving door)—Mahogany.
width, 19”; depth, 20", 2014”; depth, 2134", Height, 45”; width, 20”; depth, 22”.
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SEXTETTE

I will ship any reputable talking machine

fz‘lealer in the ,l,Jmted States a Style RR .Crlppen CJZLE‘ R]P])EM\
“Interpretone” (or any other of these six styles UInierpretonc -

he prefers). Its the best q;//(im;{ Machine a/t;r all”

I will ship it by express at my expense fora
ten-day comparative test. If after comparing
it with any other talking machine he wishes, (epsrar Pronogresh)

if after testing it with any and all makes of , x

records he wishes, he does not readily see that MLWWMW
mine is a better machine by twenty-five ($25) . (crippen Interpretone)

dollars than any other talking machine he has "MM_M#M
ever seen, he may ship it back, also, at my o J“mremce R
expense. " poninterference on lower line.

[f, on the other hand, he likes it and sees that
it is the money maker that | claim it is, [ will

then lay our Se“ing planS and Other details Diagram sh‘ows the diﬂerenci: between‘ the sound
b f h- waves ‘comlng from the tall‘ung machine as you
erore 1m. know it and from the Crippen * Interpretone.
. . : In the latter the tail end of one tone does not collide
wrlte or wire, at once. The longer you with the front end of the sacceeding tone. This
delay the longer you put Off the Opportunlty results in clearer and more distinct reproduction.

for big and active money making.

Metal work of all models heavily gold
plated. Machines guaranteed for one
year, which includes spring breakage.

“  President

THE CRIPPEN COMPANY, INC., 437 Fifth Avenue, Nerz?‘&oﬂg,

LOUIS XVI—Mahogany-Walnut. Height, WILLIAM & MARY—Mahogany. Height, QUEEN ANNE-— Mahogany-Walnut:
47"; width, 2334"; depth, 245" 49”; width, 2334"; depth, 2435". Height, 49"; width, 2534"; depth, 2634".
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“Serenade” and “The 0Old Refrain,” two
violin solos by Eddy Brown, are good for
steady sales for years.

A-2882.

Columbia Grapl{ophone Co.

NEW YORK

——an———

TO BUILD PLANT IN NEW HAVEN, IND.

Machines to Be Manufactured by Waggoner
Talking Machine Co.—Work to Begin at Once

ForT WaAvxE, Inp. April 6—The William A.
Waggoner Talking Machine Co. has contracted
for the building of a factory building at New
Haven, Ind., which will begin at once. The
factory building will be built of tile and will be
but one story high, measuring 100x300 feet. The
company will also build two standard dry kilns
measuring 17x23 feet and a heating plant. The
company will buy its lumber direct from the
mills and it will be taken to New Haven where
it will be dried in the dry kilns.

The ground on which the buildings will be
built is just west of the Ohio Electric railway
station at New Haven. The company has ap-
proximately six acres of ground. The location
is ideal, the factory being situated on the
\Wabash, Nickel Plate and Ohio Electric rail-
ways and the Lincoln highway. The credit for
locating the factory at New Haven is given
to William Schnélker, of that place.

The directors of the company are Fort Wayne
and New Haven men and are as follows:
William A. Waggoner, John C. \Waggoner,
George Buechel, \W. L. Henry, John R. Pulver,
L. H. Zwick, of Fort Wayne and Herman Good-
yvear, of New Haven.

INCREASES OUTPUT OF CABINETS

McHexry, Trr, April 6.—The Everett Hunter
Mifg. Co., of this city, has completed the remodel-
ing of that part of its plant given over to the
manufacture of talking machine cabinets and is
now in a position greatly to increase its output.

This company has been for years manufactur-
ing power boats and launches, and is known all
over the world for its high-class products. The
part of its plant wherein it carries on the busi-
ness of making talking machines has been
equipped with the most modern wood-working

STRIKING SERIES OF SONORA WINDOW AND CAR CARDS

The advertising department of the Sonor
Phonograph Co. has just prepared a set o?!
window display cards about the same size as

Highest Class Feth

" in the Worls

and car cards interchangeably—an excellent idea.
The new series consists of six attractive cards,
featuring Sonora product in a dignified, effec-

?

72

“The Highest Qass Tafking Mnchine i the World'

Selection of Cards Which Are Favored by Sonora Dealers
tive manner. The cards are multi-colored, and
can be used to advantage in the windows of the
dcalers, and also as car cards.

the standard cards. These cards were prepared
in accordance with the suggestion of Somnora
dealers, who desire to use their window display

machinery and the finishing rooms have more
than trebled their capacity. This company has
been manufacturing cabinets for some time now,
and has now decided to go after this business
on a larger scale. It furnishes cabinets in all
woods and finishes, or in the white, and recently
closed contracts to furnish cabinets for several
well-known western companies.

WILL HANDLE VOCALION LINE

The Cunningham Piano Co.. Scranton, Pa.,
has recently placed the Aeolian-Vocalion in
its talking machine department. This is one
of the thriving talking machine centers of the
State of Pennsylvania, hence there is a large
market for the Vocalion.

FOUNDED 1835

the South.

the right start.

A good start is half the game.

Our Superior Service, co-operation and jobbing experience enable us to give all dealers W
Write today for full information.

ARMSTRONG FURNITURE CO.

59 and 61 North Main Street

Distributors

There are certain desirable localities still open for wide-awake Pathe dealers in

ARMSTRONG'S

Memphis, Tenn.

]
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CYO is exquisite beauty of tone and distinct excellence of finish,
The Cheney has added the third requisite to widespread appreciation.
It is being presented to persons of musical discrimination by an
extensive campaign of national advertising.

Paintings in oil are used to portray The Cheney in the appropriate
environment of well appointed homes. Word pictures convey the
fidelity of tonal reproduction achieved with The Cheney.

The violin-shaped reso-
nator of The Cheney
creates true tonal

In consequence, dealers who stock The Cheney are enjoying an even

beauty and adds rare more insistent demand for these wonderful instruments.
quality to vocal or in-

strumental records. CHENEY TALKING MACHINE COMPANY . CHICAGO

‘ The
w CHENEY
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Demand for Better Furniture Stimulated by
the Artistic Talking Machine Cabinets§

i

0 00

The talking machine, which has long been
rccognized as a inissionary for good music, is
now beginning to shine in a new role as a
missionary for good furniture. Almost from
the start considerable attention has been given
to the casing of the talking machine. Then,
before the coming of the period models, the
manufacturers clung to certain prescribed rules
of artistic furniture design in the production of
their cabinets. There was little or no attempt
to produce simply the ornate, but rather an
earnest endeavor to offer something considered
elegant from its very simplicity. We may say
that up to a couple of years ago there was
little attempt at variety in talking machine
cabinets, with several manufacturers clinging
closely to standardized forms, but these forms
so far as the cabinet maker is concerned, were
correct.

Now there are furniture manufacturers and
dealers who are frequently inclined to admit
that the placing in homes of the better classes
of talking machines, with their richly finished
and carefully designed cabinets, has stimulated
a demand for better things in the general line
of furniture, and it is natural that such should
be the case. There are few talking machine
dealers who have not had the experience of plac-
ing a machine valued at $150, $200 or $250 in
a room that even the most kindly critic would
admit was poorly furnished. When installed in
such a room the machine naturally looked out
of place—painfully so—and it is now realized
that many machine purchasers have through
that fact been moved to refurbish their apart-
ment to an extent at least that would prevent

the talking machine from appearing to be so
glaringly out of place.

Then there is the influence of the talking
machine design upon the taste of the home
owner. There is, has been, and always will
be a certain inartistic element who believe that
richness means gaudiness—that much carving
and gilt are necessary if art is to be repre-

O

Richness of Design
and Finish of Talk-
ing Machines Arouses

New Desires For
Home Furnishings

sl A

sented. [Except in rare instances they have
been unable to get this over-abundance of
cheap carving, or gold leaf, in talking machine
cabinets, and have thus been forced to accept
models simple but really artistic in their de-
sign. The association with cabinet work of
this type has naturally had its effect in many
cases, a fact reflected in the demand for other
furniture in keeping. Whether or not the
placing of the richly finished talking machine
in the home has resulted in the purchase of

new furniture, the fact remains that it has in
many cases stimulated the desire for furniture
of the better class—a desire that will be ful-
filled at the first opportunity.

There is still a question as to just how far
the newer period styles will serve to influence
the selection of furniture of the period type,
for it is to be assumed that in a great many
cases period models are purchased to harmo-
nize with established room furnishings. It is
extremely unlikely that a customer would in-
sist upon a machine of the William and Mary
design, for instance, unless the machine was
to be placed in an apartment where the fur-
nishings of that period, or of a harmonizing
period, were already in place. There are un-
doubtedly, however, numerous cases where a
period model has been bought for its own at-
tractiveness, and where it will inculcate in the
new owner a desire for period furniture of a
general nature to bring about at least .a
semblance of harmony.

Just as the talking machine brought into the
mind of many average citizens a desire for
the best in music, where before only popular
airs were wanted, so may the same talking
machine be credited with bringing into the
hiome a desire for simple, artistic and har-
monious furnishings where previously buying
had been haphazard through lack of a guiding
influence.

The Nostrand Phonograph Co. Brooklyn,
N. Y., begins business with a capital of $25,000
and the incorporators are: L. Wharton, M.
Schenckman and S. M. Krasner.
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Record
Department
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A record department, constructed
in accordance with the most mod-
ern ideas; so as to keep the rec-
ords in excellent condition, yet
make them accessible so as to fill
orders itmmediately.
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The Manor Model—An excellent .
biece of cabinet work and an
instrument of perfect reproduction
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The Cardinal

RE you interested in doing a

bigger, better-paying busi-
ness? The Cardinal Phonograph
offers you an exceptional sales
possibility—one that you should
investigate today. With this un-
usual 1nstrument, prompt deliv-
eries, a liberal sales policy and a
complete dealers’ service, there 1s
a live opportunity for someone 1n
your territory.

Real value is so obvious in Cardinal Phono-
graphs that they always find ready sale
wherever they are displayed. To a cus-
tomer they immediately look like more for
his money—they sound like better instru-
ments than he thought such a price would
buy. He sees the quality—hears it—and
buys the Cardinal on the strength of it.

If you are looking for a strong, co-opera-
tive connection, take up the Cardinal
agency. A card from you will bring de-
tailed information of our proposition.

The Cardinal
Phonograph Company

NEWARK, OHIO

Factories at Zanesville, Ohir
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GALLI-CURCI REPLACES THE “BLUES”

Colored Woman Displays Quick Appreciation
of Better Class of Music and Proves It by
Buying Second Record When First Breaks

\irs. Rose. wife of a Victor dealer at Jackson.
Tenn., tells the following interesting story. One
an old colored woman came in whom Mrs.
Rose Lknew quite well, and asked for some
“Blues.” Mrs. Rose happened to be out of tiie
“Blues” asked for. and quite as a venture said:
“Mary. why do you colored people get nothing

but ‘Blues’> Why don’t you buy some goud
music>’ The old woman looked at her and
then said suddenly, I hate ‘Blues’.”” At the time

a customer was playing Galli-Curci’s “La Par-
tida.” The old woman pointed at the machine
and asked “\What’s that piece?’ Mrs. Rose told
her. “I want that,” said the woman. “But”
said Mrs. Rose. “the piece is in Spanish. Are
you sure you want it> I'm afraid you won't
understand it.”” But the old woman insisted
she wanted it and carried it off, the first Red
Seal record she had ever bought.

Mrs. Rose thought she had bought the record
merely from some sudden whim and dismissed
the incident from her mind. But in a few days
she was surprised to see the old Negress come
in again. “Mrs. Rose,” she said. “‘you know
that piece I got Friday; well, my old man went
and set on it and broke it, and I wants another
just like it right now.” And she bought her
second copy of that Galli-Curci record and went
off happy.

TO MAKE KANAWHA PHONOGRAPHS

CrarLestox, W. Va, April 6—The T. & H.
Specialty Mfg. Co., of this city, has taken over
a building containing 30,720 square feet of
floor space and will manufacture the “Kanawha”
phonograph. The company expects to start
the actual production of machines about Tune I,
and is now placing orders for a large supply
of raw materials.

$13.000 PER BOOTH PER YEAR

This Gives a Partial Idea of the Great Talking
Machine Business Done by Stix, Baer & Fuller
—To Have Thirty-five Booths by July 1

A recent visitor to the executive offices of the
Sonora Phonograph Co. was J. \W. Medairy, of
the talking machine department of Stix.
Faer & Fuller, of St. Louis, who was most en-
thusiastic regarding the prospects for 1920, stat-

Stix, Baer & Fuller Sonora Display
ing that the business closed by Stix, Baer
& Fuller during 1919 was limited only by the
capacity of the building.

In the phonograph department they did a
business of $13,000 per booth per year and could
have sold many more instruments had they been
able to accommodate customers. It was no in-
frequent thing for the phonograph department
to be jammed so full of people that the health
department complained to the management and
insisted that more room would have to be pro-
vided or the crowds thinned out. Customers
waited patiently for several hours to hear favor-

T
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ite records played and to have Sonoras demon-
strated.

Mr. Medairy sprang a novelty on the people
of St. Louis last year by securing two baby
grands and one grand in what might be called
a raw state—that is, in the white wood without
varnish or polishing. These unfinished instru-
ments were artistically arranged in a window
with a Sonora motor and a Sonora semi-per-
manent needle display, the whole window being
artistically draped with dark purple velvets. and
there was a continual crowd before this display.

The large business done by the phonograph
department has caused the management to de-
cide to have thirty-five booths in place by July 1.
This new department is expected to be the
handsomest \West of Chicago and will use
bronze as the color motive. Solid mahogany
booths will be erected with double panels, hav-
ing air space between, making the booths not
only convenient. but sound-proof, handsome
and efficient.

PROBLEM OF SECURING A JOB

“Selling Your Service” is the title of a new
book which has recently made its appearance
on the market, and several paragraphs of which
have been written by a well-known talking ma-
chine man. The book, published by Jordan-
Goodwin Co, New York, covers a series
of lectures and constitutes a comprehensive
treatment in all its phases of ‘the problem of
securing a job.

Progressive and successful sales methods in
merchandising are clearly shown to be imme-
diately and effectively applicable in selling one’s
services and in the simple and logical develop-
ment of a sales campaign for that purpose a
great variety of new ideas and angles in the
job seeker’s problem are presented. Many
model and successful letters of application, ad-
vertisements, follow-ups, etc.. are reproduced,
and the book as a whole well merits the praise
which it has received from students of eco-
nomics.
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its product.
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HE unquestioned acceptance accorded the MARVELON PHON-
OGRAPH in the past three years is indicated by the fact that in the

face of ever increasing production we have, until recently, been unable
to keep pace with the demand to establish new agencies for the Marvelon.

Grateful as we are for this recognition, we hold more precious the ne-
cessity of preserving the standard that has made our success possible.

Having again increased our production, we are in a position to care for
the requirements of a limited number of new dealers — dealers who are
able to sell a quality Phonograph.

Such dealers will find it to their interest to correspond with an organi-
zation that is inspired by an ideal in the producing and marketing of

Marvelon Phonograph Co.

508-510 Arcade Bldg.
St. Louis
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Another Message

At Last the Secret is Out! People Now Know That
the Weak Spot in Every Phonograph is the Needle!

Tonofone is positively the best
needle made. We don’t think it—
we know it. We're not arguing

. : | & U
—we’re telling You. But it 1sn’t

by Ay
€ PLAICLWTIALDIBTR.CT SUNNOUNDED BY PAANS

e " (12
OAKLAND,CALIFORNIA

T — what we think or You think — it’s
what others think that counts,
. and counts big. It’s their trade
Chiosgo, Ilinoisy . .
. and their money that keeps busi-
Eindly wail me five packages of *Tonofond® ness gOIHg i lf We don,t Satley
. et SEa 5 T g e et them— Good Night!

permanant nesdles, inoluding the muoh advertisod GENER
"SEImL lleedlss”, but have found nothing that in any way
oan oompare with the "Tonofone” samples received from you a — .
ghort time ago through your advertigement in the Talking FETER W RIPKE CHIEF'S OFPICE
Yaochine World, You eimply cannot boost the "Tonofone” needls et
enough,

It takes only & trial to oonwinoo one of this,
Eindly advise me ty whom the Tonofone is oarried in stook
in either San Franoisoo or Oakland, 0alif, If you are not
represented by & jobber in this looality, may I taxe the ‘

OAK PARK, ILLINOIS
Pouce

DEPARTMENT OF POLICE |

1iberty to suggest your taking up the matter with Mr, Walter
S, Gray, Jobber of Talking Lachine Acoessories, Chroniole
Bldg,,5an Franolsoo]? I do not wish to appear presumptuous, but Juuuary ]:7'1920,
would like to see your produot on sale in every phono-
graph etoro in the ocountry,that is how muoh I think of it,

Yours truly,

%WAQM) The R.C.Wade Co.,
- [

110 S.7¥abaeh ave.,

Cchicags,Il1l.

gentlemen:~

Please accept my eiucere appreciastion for

. . the wouderful Phonograph needle yosu have produced, gnd
TonOfone satlsfles Where Other which is now selling on the market under neme of
*TONOFOUE" o
. . o
Needles dlsappOlnt—-makCS MUSlc 1 am the oswner of a cabinet size Victrola
2 end have cloee to 500 recorde in my collectiou. I have
Where Others ]ust n]ake a ScratChy tried every needle ou the merket, and have had more or
}1 . 1 . lese eatisfaction, according to length of time & cer;ein
neddle was ueed., I receutly noticed your Ad in one o
Somew at mus}ca nOlse' Chiocago'e local news papere, end jmmediately purchased

had new born musio, yes music I never imew existed in

a package of your needles, and to my great delight, I
l any phonograph record, aud without the ueuel scratching.

Stock up on Tonofone — use its
Superior qualities for demonstrat-
ing. It sells records and machines.

Therefore, Gentlemen, allow me to cougre-
tulate you, upon your wonderful achievement, in producing
‘ this NEY BORN MASTER OF PHONOGRAPH NEEDLES, for the
mueio loving public.

Very truly yours,

Our Advertising is distinctive and T e et g
different—itis honest—it commands Thure nandhe Sergt., of Balice,

Quk Perk,I1l.

attention—it gets business for you.

Our Wholesale Distributors Cover the Earth
They Reach Every City, Town and Hamlet All Over the World

EASTERN AND EXPORT REPRESENTATIVES INVENTORS AND SOLE MANUFACTURERS
EMERSON INTERNATIONAL, INC. R. C. WADE CO.
1780 BROADWAY, at 57th STREET DON’T LOSE TIME 110 SOUTH WABASH AVENUE
NEW YORK CITY WRITE FOR FULL PARTICULARS CHICAGO
PHONE, CIRCLE 3822 Ay ';‘:;“;&':,:::REST PHONE RANDOLPH 2045

TODAY
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60 Grand Street

Manufacturer of

Exclusive -Cabinet Hardware and Accessories

New York City

COST OF SHELLAC RISES 1,212%

Imports Into Great Britain in January 1920 Only
One-half Those of Same Month in 1913 but
Value Increases Over Twelve Times

Some idea of the soaring cost of shellac in
the last few years may be obtained from a study
of the import statistics of Great Britain for the
years from 1913 to 1920. In January, 1913, 1,-
280,000 pounds of shellac were imported into the
United Kingdom. This shellac was valued at
$42.007, or about three and one-third cents a
pound. In January, 1920, only 670,000 pounds
were imported, practically one-half of the
amount imported in the same month in 1913.
This 670,000 pounds, however, was valued at
$254,010, making the price of each pound about
forty cents. From these figures it may be seen
that shellac rose approximately 1,212 per cent
in that time.

VICTROLA AIDS IN—ORGAN RECITAL

A Victor XVI Electric has recently been used
with very satisfactory results in conjunction
with a series of organ recitals held in the
Evansville, Ind., Coliseum, the Victrola being
furnished by C. A. Phelan, of the R. & G. Furni-
ture Co., Evansville. The organ recitals are
held weekly and invariably attract large audi-
ences.

R. and E. Michnoff and H. S. Dreyer, 9400 La-
fayette avenue, Brooklyn, N. Y., have incor-
porated the Michnoff Talking Machine Co,
which has a capital stock of $25,000.

INTRODUCE NEW NEEDLE REST

Product of Acme Engineering & Mfg. Co.
Contains Several Important Improvements

The Acme Engineering & Mfg. Co., Chicago,
111., has just placed on the market a new needle
rest which is being adopted by many of the
leading talking machine manu-
facturers. This needle rest is
more attractive than the old
type, as it eliminates the old
model cup and felt pad.

In addition to its attractive-
ness this needle rest has won
favor because it has the fasten-
ing stud incorporated and saves the nail—a blow
with a hammer secures it in place on the motor
board. It is furnished with felt to match the
trim of the cabinet or the regulation green.

MAKES A HIT WITH SCOTCHMEN

Abe H. Williams, of Williams’ Music House
Birmingham, Ala., recently assisted in making
the program of the local Civitan Club a very
enjoyable one. The occasion was termed
“Scotcliman’s Day,” and Mr. Williams imme-
diately got busy and sent a Victrola XVII and
five of the best of Harry Lauder’s records to
the clubroom. While the members were busily
engaged in eating he slipped on a Harry Lauder
record. Naturally, everybody was surprised
and left the meeting with a better idea of just
what the Victrola was capable of doing. Very
naturally, Mr. Williams was able to cash in on
Harry Lauder’s records later.

Needle R'e3t

FLEET OF SONORA MOTOR TRUCKS

The transportation department of the Sonora
Phonograph Co. recently made arrangements
whereby it will secure a new fleet of motor

First of Sonora Co.'s New Fleet
trucks. The first one of these trucks is shown
herewith, and additional trucks are now on
order. The truck shown in the illustration is a
three-ton Mack and will carry at least forty
Sonora phonographs.

Ill See You in C-u-b-a
4079 (Tenor) with Rega Orchestra -

[ Dardanella

(Tenor) with Rega Orchestra -

l OKJ\ Records

We have the latest new records
all readyfor your approval. Come
in and hear them and let us dem-
onstrate their superior quality.

Send Your Orders Now for TWO OKEH SPECIALS

Get them while they have the Best Selling Value

My Isle of Golden Dreams

- BILLY MURRAY (Waltz) -

4080

In and Out

- BILLY MURRAY (One-Step) -

The Steinola Company, Inc.

1113 WALNUT STREET

- JOE THOMAS SAX-O-TETTE

- JOE THOMAS SAX-O-TETTE

KANSAS CITY, MO.
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\ NO PHONOGRAPH /
. COMPLETE .
\\WITHOUT IT -

gnue/ztea’ by SoserMENCHEN 11ventor
Zpatentee of 1 the Lbrst [iguid frre
zya/a nees used by the /{[[/ed armios

VACUUM RECORD LIFTER

THE FIRST RECORD LI IL IF'ITER @[N] THE MARKET

IT RAISES THE RECORD WITHOUT TOUCHING
THE TONE ARM - IT PREVENTS SCRAICHING
THE RECORD +AVOIDS SOILING YOUR FINGER
NAILS - NOTHING TO GET OUT OF ORDER,
NEVER WEARS OUT CAN BE ATTACHED TO
ANY MACHINE, WITHOUT THE USE OF TOOLS.

Gt a 1919 Master Patent!

Pr fingey downward on the fifter until the

ess your fingey downward on the unt cup
qgrips the rejggrd place other hand beneath th record
tomove finger slowly from the vent and record is feleased.

Price: Nickel plated $2.50 complete. Gold plated §3.50

e Y X

~OCTDSF
e

. T 2

To obtain more detailed infor-
mation concerning the Record
Lifter write your jobber—or
better still, write directly to us.

VACUUM RECORD LIFTER I
01 SevE T AVENTE, MW Hork Ty IS4,
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Investigate this:

Y the use of the reed cabinet, the Heywood-
Wakefield Phonograph is made iree of
those discordant vibrations of sound which take
place in the closed-in, sealed-up air spaces of a
wood cabinet. The music flows through the
open spaces of the reed without any vibratory
interference, thus retaining its purity and ful-
ness of tone.

The Heywood-\Wakefield “cushioned” re-
producer has been built with scientific exactness
to parallel the human organs of sound. Tt is
absolutely non-resonant. No detail of a record,
no matter how delicate, escapes the reproducer
—and there 1s no “screech” to mar it.

There is moreover an added appeal in the
Hevwood-\Vakefield. The cabinet can be had
in three hundred different shades of color, and
possesses the distinct selling-feature of harmo-
nizing with every stvle of wood furniture, as

it 1s worth while

well as fitting 1 happily with the growing de-
mand for reed and wood combinations, or reed
alone.

It 1s equipped with electric or spring motor.
For those who prefer an electrically driven in-
strument, the dealer will find the Hevwood-
Wakefield motor alone making many a sale.
It 1s a universal motor, never heats, is silent in
operation and uniform in speed.

The purity of tone obtained through the reed
cabinet and the non-resonant reproducer—the
decorative value of reed work—and the per-
fected electric motor, make this instrument,
from a practical sales angle, a valuable addition
to every dealer’s line. ,

The Hevwood-Wikefréld is made under the
Perfel’tone patents.

\Write todayv for details of models, prices and
specifications.  Address the nearest office of

HEYWOOD BROTHERS & WAKEFIELD COMPANY

New York Philadelphia  Boston Baltimore Buffalo

Chicago Portland, Ore. San Francisco Los Angeles

I'actorics: Gardner, Mass.; Chicago; Wakeficld, Masxs.

When you visit Atlantic City sce all models of the Ileywood-Wakeficld at the Perfek'tone Store. 317 Boardwalk

Jhe Yeywood-QfGheficld
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OPTIMISM REIGNS SUPREME IN SAN l<RANCISCO TRADE

Welcome Rains Help Agricultural Prospects—Stock Conditions Steadily Improving—Demand
Continues for High-grade Machines and Records—Phonograph Studio Holds Formal Opening

San Francisco, Can, April 4—A decided
toning up of business in all branches of the
music trade is mnoticeable this month. The
rains, coming after an unusual Winter drought,
have restored confidence in the never-failing
California climate and those who recently
essayed the role of pessimist have retired to
the rear. The stock situation has greatly im-
proved in San Francisco, yet standard goods
are still short in many lines. High-class records
sold exceptionally well during the month by
reason of the many concerts given in the city
by noted record artists. Vielin records, espe-
cially, scored heavily. The demand for Heifetz
records is greatest in the instrumental line,
“Dardanella” shows no signs of waning popu-
larity and the new jazzy stuff is certainly *“‘get-
ting by.”

Dealers of Bay Cities Hold Dinner

The talking machine dealers of the San Fran-
cisco Bay district assembled at a rousing din-
ner at the “States” café on the evening of
March 30 and discussed many problems of the
trade. Billy Morton, chairman of the enter-
tainment committee, was pleased that so many
representatives of the talking machine estab-
lishment in the Bay cities attended the dinner.
Covers were laid for fifty-two guests.

Conducts Successful Victor Shop

A. G. Prouty, the well-known dealer of Napa,
frequently visits the trade in San Francisco.
On a recent visit here he commented on the
success he is enjoving in conduciing an exclu-
sive Victor shop. Even in the smaller com-
munities, he believes, it is profitable to have at
least one exclusive establishment.

Kane Causes a Sensation

Fame and success are often purely acci-
dental, but in the case of Robert E. Kane of
the traveling force of the wholesale Victor de-
partment of Sherman, Clay & Co., hoth these
coveted prizes are the direct result of genius.
Mr. Kane is known from one end of his terri-
tory to the other as the Beau Brummel of the
trade and the dealers bow to his dictum in all
matters sartorial. His latest sensation is a
pint-and-a-half derby.

Blue Bird Ambassador in City

Fred L. Christianer, sales manager for the
Blue Bird Talking Machine Co. of Los Angeles,
is in San Francisco for a week or two, and he
announces that the new machines which will
shortly be ready for distribution will embody
several important improvements that will great-
lv interest the trade. A new traveler for this
company is Marshall Breeden, who will cover
the Southwest territory.

A Policy That Is Winning Out

James I.. Loder, manager of the Somnora
Phonograph Shop, says the policy of not ex-
changing or sending records on approval is
a real business getter. Since this idea was in-
troduced at the Sonora shop three months ago

he has had a number of customers express de-
light that now they are absolutely assured of
obtaining unused records when they make pur-
chases. The shop, of course, guarantees the
perfection of each record sent out.

The sales force of the Sonora Phonograph
were entertained at a theatre party and sup-
per on March 22 by Mr. Schumway, manager of
the Western Jobbing & Trading Co., distribu-
ters of Emerson records.

Manager Gruen Convalescent

L. Gruen, manager of the Pacific Coast office
of the General Phonograph Corp. has been on
the sick list lately, but is now pulling himself
into shape again. He reports a most encour-
aging opening demand for the new motor which
has just arrived at the San Francisco office.

Joseph M. Abrams, manager of the talking
machine department and wholesale record de-
partment of Kohler & Chase, is supplied with
the full Okeh catalog and in a position to make
prompt deliveries on all orders. He says the
new record, “Fast Asleep in Poppyland,” prom-
ises to make a big success on the Coast.

Celebrate Seventieth Anniversary

Kohler & Chase are celebrating the seventieth
anniversary of the firim, which was estab-
lished in 1850, by an introductory offer on
Amphona talking machines. With the purchase
of every machine the customer is given free
twelve dollars’ worth of records and a thousand
needles.

Talking Machine Business Grows

Since moving to the new store on O’'Farrell
street, the Hauschildt Music Co. has had a
50 per cent. increase in its talking machine busi-
ness, notwithstanding the chaotic condition of
the store. The alterations are about finished
now and business can be transacted with more
convenience and comfort. Mr. La Roche, the
new manager, is developing policies of har-
mony and co-operation in the sales and me-
chanical departments and the results already
show a big improvement over former conditions.

Formal Opening of Phonograph Studio

The Phonograpli Studio on Powell and
O'Farrell streets held its formal opening on
March 12 and business ever since has been very
good. This shop is located on what is termed
“sevelnteen-

by the imanager, William Quarg,

hour-a-day corner’” and accordingly the concern
operates two shifts in the sales force. The shop
keeps open until 11 o’clock at night. A booth

for the sale of theatre tickets is located just in-
side the O'Farrell street entrance.

Talking Machine Department Redecorated

The San Francisco talking machine depart-
ment of the Wiley B. Allen Co. has been partly
redecorated this month and the department in
the Los Angeles store is about to be greatly
enlarged by the addition of eight more record
demonstration rooms. To provide for the
needed extra space the company has had to
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Well Rated Dealers
Can Discount Their

PHONOGRAPH INSTALLMENT
CONTRACTS

WITH US
Thereby Turning Their Accounts
INTO WORKING CAPITAL
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DAVID REWES BLDG.
SAN PRANCISCO

take over floor area which has been occupied

by the Lindsay Music Co. for ten years, This

concern handles sheet music and small goods.
To Increase Capital Stock

The Mercantile Finance Co. of San Francisco,
of which Frederick Stern is president, held a
stockholders’ meeting on March 9 and at that
meeting it was voted to increase the company’s
capitalization from one million to ten million
dollars and to issue nine million additional
shares of stock.

Walter S. Gray Co. Increases Capital

The Walter S. Gray Co. has been authorized
to issue $200,000 worth of stock, preferred and
common.

Columbia Brieflets

Miss Estelle L. Windhorst, who is an educa-
tional specialist with the Columbia Graphophone
Co., is visiting the San Francisco office. She
is active in promoting the use of Columbia
gzoods in the schools.

W. C. Heury, who has long been a member
of the Coast staff of the Columbia Co., has re-
tired to “private” life and will devote his great
store of energy to developing his ranch in south-
ern California.

B. R. Forster Visits Walter S. Grayv

B. R. Forster, president of the Brilliantone
Steel Needle Co., was a visitor to the Walter
S. Gray Co., his local agency, during the month,
and from here he went to Los Augeles.

VICTROLA BACK FROM THE WAR

The Victrola which wiled away many a long
hour for the members of Base Hospital 57 dur-
ing their stay in Paris is back where it started
from-—the store of George J. Veach, Qil City,
Pa. The instrument, which was presented to
the men who made up that unit when they left
Oil City on May 29, 1918, by George Veach,
was placed on display in one of the Veach show
windows on Seneca street. It will be returned
to the men as soon as it is taken out of the
window.

M.

VICTOR WHOLESALE

Victor Dealer:—

Have your apparent profits on the sale of other
lines been misleading ?

If so, prepare for the future and future profits by tying up
“Victor Exclusively”

THE TOLEDO TALKING MACHINE CO.

s Mastcrs\oice |

TOLEDO, OHIO
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MODEL 7-2L MODEL 7-2 L

Compact—Silent—Self-Lubricating—Enclosed

The design of this new UNITED product makes a big step toward
perfection in Phonograph manufacture. In this motor we have eliminated
noise and have insured against trouble not only in the design but by the
self-lubricating feature which all Engineers admit is essential.

Our production on this motor will be very large this year and we
can assure phonograph manufacturers of a dependable source of supply—
a silent, high quality, guaranteed motor which will do away with most of
the present motor troubles. We have been big manufacturers of standard
open type motors and the quality of our product is an indication of what
may be expected in the way of mechanical perfection in this new motar.

Correspondence from interested manufacturers is invited.

SALES DEPARTMENT

Unirep Manuracturing &DistriBuTinG Co

LAKE SHORE DRIVEano OHIO ST. CHICAGO, ILL.
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COLUMBIA TO OPEN IN OMAHA

Columbia Graphophone Co. to Open Wholesale
Distributing Branch in Omaha—Schmoller &
Mueller, Former Wholesale Distributors, to
Concentrate Activities Along Retail Lines

The general sales department of the Colum-
bia Graphophone Co. announced last week that
arrangements have been consummated whereby
the company will open a wholesale distributing
branch in Omaha, Neb. The location of the
new branch has practically been decided upon
and full details regarding the executive person-
nel, etc., will be announced in the very near
future.

The Schmoller & Mueller Piano Co. of
Omaha, Neb., was formerly the wholesale dis-
tributor for Columbia products in Omaha ter-
ritory, but subsequent to this company’s fire a
few weeks ago the officers decided to concen-
trate their activities upon their retail business,
paying particular attention to the development
of their extensive piano interests. The company
will handle the Columbia line at retail in a very
large way.

According to present plans, the Omaha branch
of the Columbia Graphophone Co. will be housed
in one of the most modern and up-to-date whole-
sale establishments in the country. One of the
features of the Omaha branch will be the in-
stallation of a model shop. Robert Rae, of the
general sales department, who spent three weeks
in Omaha investigating every angle of the situa-
tion carefully, visited the Columbia dealers in
the Omaha district and assured them that noth-
ing would be left undone to co-oOperate with
them in every possible way.

For the present all Columbia dealers in the
Omaha district are being served from the Kan-
sas City branch. Several travelers have already
left Kansas City to concentrate their activities in
the Omaha territory and a foundation is now
being laid for an efficient sales organization at
the Omaha branch. In addition to Columbia
Grafonolas and Columbia records the Dicta-
phone will also have its home in the new Omaha
branch.

“THE PHONOGRAPH WITH A SECRET”

This Slogan Is Being Featured by The Music
Table Co. to Advantage—Business Active

GreeNFIELD, O., April 2.—A steadily growing
business and big demand for the Waddell phono-
graph are reported by The Music Table Co,,
manufacturers of this line. The ingenious
slogan adopted by this company, “The Phono-
graph With a Secret,” is becoming quite popular
and is proving a real asset to the business. The
company reports that increased capacity of
inanufacturing is being given more attention
than the sale of their product, which seems to
be taking care of itself.

A NEW USE FOR BROKEN RECORDS

In Augusta, Ga., a use has been found for
broken phonograph records. At least it would
seem so, or perhaps it was merely an advertis-
ing venture, when the Criterion Theatre of At-
lanta, one of the finest motion picture play-
houses in the South, advertised that every
broken phonograph record would be accepted
at the box office one day recently for admis-
sion to the theatre. “Don’t throw away your
broken melodies,” the theatre’s advertising
stated. “Don’t pitch them out the window into
the garbage can. If baby breaks your favorite
Caruso, save it because it is valuable.”

TAKES STARR AGENCY IN ST. LOUIS

St. Louls, Mo., April 7.—The Connorized Music
Co. has secured the local jobbing agency for
the Starr talking machines, manufactured by the
Starr Piano Co., of Richmond, Ind. These in-
struments were formerly handled by the
Thiebes Piano Co., but for some time past have
not been represented to any large extent in
this city.

Harponola’s Golden Horn
Holds a Golden Opportunity
.For You

ARPONOLA dealers
have come to realize
that the right to sell

the “Phonograph with the
Golden Voice'' is a valuable
franchise.

They have found that cus-
tomers thrill with approval
when Harponola's grille is
removed and its beautiful
horn of golden spruce is
brought to view.

This golden horn is the
heart of Harponola's sweet-
ness. For the rich, well-
seasoned spruce of which
the horn is built is the one
wood that responds most
perfectly to tone vibrations.

Quite naturally, the machine
that possesses a feature of
such unquestioned superi-
ority is likewise mechanic-
ally perfect. It plays all rec-
ords. Has automatic stop
and plush turn-table. Cab-
inets are built by the Mers-
man Brandts Brothers in a
separate factory.

Write for further information. Also
for details of our jobbing arrangements
on the well-known OKeh records.

THE HARPONOLA CO.

EDMUND BRANDTS, President

CELINA, OHIO
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NEW ENGLISH CORPORATION

General Phonograph Corp.,, Ltd, Organized
With Headquarters in London—A. J. Bal-
combe Appointed General Manager

Coincident with the recent visit of A. J. Bal-

combe, general manager of the Great Britain *

interests of the General Phonograph Corp., Otto

Heineman, president of the corporation, an--

nounced the formation of a new company, which
will be known as the General Phonograph
Corp., Limited, with headquarters in London.
The new corporation will be in charge of the
Great Britain interests of the General Phono-
graph Corp. and A. J. Balcombe will be general
manager.

Mr. Balcombe is one of the veterans of the
talking machine industry, having been associated
with the trade for over twenty-five years. He is
thoroughly conversant with every phase of the
field and has a host of friends abroad who will
undoubtedly co-operate with him to excellent
advantage in decveloping a demand for the Gen-
eral Phonograph Corp.’s products. Mr. Bal-
combe, who returned to England recently on

A. J. Balcombe

the “Baltic,” commented upon the enthusiastic
reception being accorded the motors, tone arms
and sound boxes manufactured by the General
Phonograph Corp. He stated that the outlook
for the talking machine industry in Great
Britain gives every reason for optimism, as the
talking machine manufacturers throughout Eng-
land arce planning for a healthy future business.

The Mica Import & Export Corp. has been
formed in New York by C. Kenney, S. Collora
and M. C. Faraci. 475 Waest street.

ArriL 15, 1920

A TONE ARM OF QUALITY FEATURES

The Universal Tone Arm we offer manufacturers provides a distinctive sales advan-
tage for their campaign because our tone arm is distinctive and possesses, aside from
an attractive appearance, numerous unique and genuine sales-promoting features.

Patent Applled For

Presto Universat All-érass

Ballbearing Base Tone Arm No. 11

The all-brass_ construction insures supreme tone qualities; a patented ball-bearing base
provides the ideal record trackage; the non-blasting, superbly constructed reproducer
has a perfected universal adjustment for playing all makes of disc records.

The result is a tone reproduction of quality and volume which cannot be surpassed.
Why not investigate these distinctive features and have an arm that is different
and better?

Presto Phono Parts Corporation

124-132 Pearl Street

BROOKLYN, N. Y.

TELLS OF BUSINESS PROGRESS

Harvey L. Morse Reports Great Activity in
Newburgh, N. Y., and Gives Reasons

Harvey L. Morse., of the Columbia Music
Store, Newburgh, N. Y., was a recent visitor to
New York, calling at the executive offices of the
Sonora Phonograph Co., where he gave an in-
teresting account of the progress achieved by
the Sonora phonograph in this territory.

“It's an actual fact,” said Mr. Morse, “that
every Sonora we sell means a sale of at least
two or three more. This instrument in itself is
the best possible salesman anybody can want.
Qur store is only one story high, and as we
liked the Sonora twenty-four sheet poster we
put a signboard right over our store and had a
billposter put up this attractive advertiscment.

“One of our townspeople saw the sign going
up and came in to see us. He said that he was
thinking of buying a Sonora but didn’t know
that we handled this instrument. He looked
over our stock, bought a fine model and had it
sent up to his home. This happened the first
day the sign was up. We have since that time
sold four other Sonoras to members of his
family who admired the instrument which he
had secured from us.

“We notice that there is an increasing demand
for period models and have already sold several.
Although our store is a little one, it is in a good
location and it is not unusual for us to make as

many as 350 sales on a Saturday in our various
music departments.”
As may be scen from the accompanying photo-

P 7 5

Che Tlighest Class
%i_-‘ Talking Machine in the World
WINNER OF H.I-G.NElST. SCORE

FOR TONE QUALITY AT THE
PANAMA PACIFIC EXPOSITION

How Columbia Music Store Features Sonora
graph. this large sign affords an excellent op-
portunity to convey to the public the message
of Music and is a distinct asset to the dealer.

WONDER No. 15

THE GREATEST

WONDER No. 15—All metal ma-
chine, splendid tone quality, cast
iron cabinet and cast iron frame
motor. Universal tone-arm playing
all records.

WONDER No. 23—Highly polished
mahogany finished cabinet, all cast
iron frame, worm gear motor. High-
grade Universal tone-arm.

Priced from $4.20 up

Write for catalog and dealer’s
proposition

WONDER TALKING MACHINE CO., Inc., 109 East 12th St., New York

Deliveries from Stock of High-Grade Low-Priced Table Machines

VALUES ON THE MARKET

WONDER No. 23
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NEW

Records

V¥ LatestinDance
_q”'NeyveslinSong

Window Display Service for
Eighth Bulletin

% Records

TWO DOLLARS MONTHLY

The new Okeh Window Display Service is meeting with great success.
Okeh dealers tell us it is the brightest and livest bit of service they
have ever used. A group of the best artists in New York is always
at work devising new ideas and new art treatment.

The subject of window decoration and display same lime solving your problem of window

1s not new. Every dealer knows that a clean, decorating. Each display will be in several

| attractive window draws business. This new colors and so designed as 1o fit into any size
n service will sell more Okeh records, at the window. Easy to set up—easy to ‘‘read.”

YOUR WINDOW IS 80% OF YOUR RENT. IT IS
EASILY WORTH $2.00 MONTHLY TO MAKE IT
THE LIVEST WINDOW IN YOUR NEIGHBORHOOD.
i TELL YOUR DISTRIBUTOR SO — TO-DAY.

GENERAL PHONOGRAPH CORPORATION

25 West 45th Street OTTO HEINEMAN, President New York City, N. Y.
FACTORIES: Newark, N.J. Elyria, Ohio Putnam, Conn. Springfield, Mass. Kitchener, Ont.

BRANCHES: Chicago, Il San Francisco, Cal. Toronto, Can.

I
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MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly.

We supply the largest Phonograph Manu-
fact irers.

Ask for our quotations and samples before
placing your order.

American Mica Works

47 West St New York

MOTOR WOULD RUN FOR 2500 YEARS

Machine Started in November, 1916, Runs for
Eighteen Months Continuously

The Electrical Experimenter tells of the in-
vention of a new type of talking machine motor
by a New England man. This invention is the
outcome of many years of experimentation.
Gears have been eliminated entirely, the drive
being transmitted from the electric motor at the
left of an endless belt to the governor and
friction rolls. Provision is made for adjusting
the belt, for keeping the friction wheels in con-
tact automatically, and for supplying the bear-
ings with oil from saturated cushions.

One of these machines was started on a con-
tinuous-running test November 16, 1916, and ran
continuously for eighteen months. At the end
of this time it was operating quietly and per-
fectly in every way.

During this time the turn-table made over
64,000,000 revolutions, or enough to roll more
than around the earth. The electric motor made
over 1,475,000,000 revolutions. Allowing that the
average phonograph is run one hour per week,
this machine, at that rate, would (bar accident)
have lasted its owner and his descendants over
2,500 yearsl!

INSTALLS ADDITIONAL BOOTHS

The United Talking Machine Co., 19 Main
street, Brockton, Mass., has again been forced
to increase its facilities through the installation
of five additional demonstrating booths, making
fourteen booths in all now in operation. The
company deals in talking machines and records
exclusively and handles .the Victor, Columbia,
Fdison and Sonora lines.

Why Break Records?
Just File Them!

That is if you have the wonderful Record filing sys-
tem which 18 a feature of

The Marvelous MAGNOLA

\ Moynola
Tulking

Tuchme

This is only one feature of many that will command
your interest and attention. Let us send you hand-
some sllustrated catalog and information as to our
plans for helping you to make money with MAGNOLA.

MAGNOLA TALKING MACHINE COMPANY

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

TEXAS DISTRIBUTORS FOR VOCALION

Deal Whittle Music Co. to Carry on Strong
Campaign of Exploitation Throughout Their
Territory—To Open Elaborate Department

The Deal Whittle Music Co., Dalias, Tex.,
have been appointed Texas distributors for the
Vocalion phonograph, and have arranged to
open an elaborate department for the exploita-
tion of that instrument, under the management
of H. D. Gupton, an experienced Vocalion man,
formerly connected with the Titche-Goetting
Co., of Dallas.

The Deal Whittle Co.,, who also sell the
Aeolian Co.’s piano and Pianola lines, have ar-
ranged to cover the territory theroughly with
a large corps of salesmen, and are developing
plans for a thorough exploitation of the Vo-
calion throughout Texas.

The original arrangement was made recently
by Charles H. Tracy, of the wholesale Vocalion
department of the Aeolian Co., in the course of
an extended trip through the Southwest and
South. On the trip Mr. Tracy took advantage
of the opportunity to visit a number of the
company’s distributors and dealers, and found
them all enjoying a volume of business that
taxed their abilities to secure sufficient stocks
of machines and records.

Make a Record Salesman

out of every repairman.
Equip him with an AU-
TOMATIC CASE,
carrying records to dem-
onstrate on yourcustom-
ers’ talking - machines.
Leatherette and Full
Leather finish.

Dealers, jobbers write for prices

AUTOMATIC CONTAINER CO.
29 So. La Salle St. CHICAGO

REVISED LIST OF SONORA PRICES

Sonora dealers received recently a communi-
cation from Frank J. Coupe, manager of the
Sonora Phonograph Co.'s sales department,
which gave a revised list of prices for Sonora
phonographs, these prices taking effect April 1.
These prices are the same as heretofore, with
slight changes in the Trovatore, Minuet, Baby
Grand and Elite models. The Minuet (new
model) replaces the old type by the same name
and folders are being sent to dealers. Judg-
ing from the enthusiastic comments of the
Sonora representatives, this instrument will be
one of the popular sellers in the Sonora line.
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\ ' SHEER beauty of tone has given the Bush & Lane Phonograph

its high rank in the world of music. There may be phonographs
which are higher in price, but none which excel the Bush & Lane b
in faithful reproduction of music. Made in the same factory that
produces Bush & Lane Pianos and Cecilian Player-Pianos, this
phonograph is a worthy member of a “‘family" of perfect musical
BUSH & LANE PI'ANO COMPANY, HOLLAND, MICH.
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The Outstanding
Values in the Realm
of Phonographs

L’Artiste phonographs are the one
big outstanding value in the phono-
graph market. Like cabinet beauty
in woods, workmanship and design
are not offered at their prices.

As musical instruments they are su-
perior to any but the best. L’'Artiste
reproduction is incomparably satis-
fying to the most critical. It has

mechanical improvements, conven- -

iences and refinements that bring it
up to the minute. To show and play
the L’Artiste is to make a sale. lIts
superiorities are irresistible. .

GRAND RAPIDS PHONOGRAPH COMPANY

GRAND RAPIDS, MICHIGAN

THE PHILADELPHIA SHOW CASE COMPANY

DISTRIBUTORS

New York office, Philadelphia office,
841-845 Bush Terminal Sales Bldg. 127 North 13th Street

Nine superb models
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Five uprights

Io\lizay

izarlrastis

Four consoles

VNI
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All popular woods.

Every model a correct re-
production of popular period
designs.

A Beautiful Illlustrated Cata-
logue with Dealer Proposi-
tion Sent on Request.

-,
¥
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Piusburgh office, New England distributors,
2002 Jenkins Arcade C. C. Moir, Cambridge, Mass.
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THE SHELLAC MARKET—CONDITIONS AFFECTING SUPPLY

Present Scarcity and General Prospects in the Shellac Field Discussed for The World in an Au-
thoritative Way by D. W. Mulford, of Henry W. Peabody & Co., New York

One of the problems of vital interest to
manufacturers of talking machines and records
to-day is the question of the shellac market and
the conditions affecting the supply. Shellac is
an essential in the making of all records and
although laboratories have been hard at work
day and night seeking a substitute, none has as
yet been found. Al this is no new story to
members of the trade, but the causes for this
condition and the contributing factors in the
present shortage are not so widely known. In
a special interview with The World, D. W.
Mulford, of the shellac, alcohol and oil import
department of Henry W. Peabody & Co., New
York, outlined the conditions of the present
market and its application to the record indus-
try. Few men are better qualified by knowl-
edge and experience to speak on the subject of
shellac than Mr. Mulford. Henry W. Peabody
& Co. supply the leading manufacturers and rec-
ord makers with shellac and need no introduc-
tion to the talking machine trade.

In beginning his analysis of the shellac
market, Mr. Mulford considered first the matter
of supply. He said: “The country to-day is
facing a general shortage of shellac because the
Kushmi crop last Fall” was only one-quarter of
normal. No large shipments can be looked for
from Calcutta, India, until June. This means

that the market here can not be replenished

until August. It is evident, therefore, that the
small Kushmi crop must suffice to meet the de-
mands of the trade until late this Summer. Vn-
fortunatcly the demands last year were so great
that there was no balance carried over into this
year and this imposes an even greater stsrain on
the small Fall crop.

“In May the Bysacki crop is gathered in
India and will arrive on the market here sowse
time late in July. This Bysacki crop will be
40 per cent of the total production, supposing,

of course, that shipments are normal and thcre
is no undue loss from transpartation dificulties.
This crop must suffice until January, 1921. With
the demands growing steadily, especially in the
record field, it can be seen that there is grave
danger of a general shortage. This shortage
will not be felt in a marked degree till about
November of this year, supposing again, that
the supply comes through normally.
predictions must rest upon this basis.

“Now consider for a moment the question of
demand. During the war the demand for shellac
m the making of munitions and other materials
of war diverted a great amount of shellac into
military channels. Then in April, 1918, the de-
mand began to be felt everywhere and by June
the demand was enormous. Naturally the price
rose, for there was only a certain amount of
shellac to be had, no matter what the demands
upon the supply were. To industries such as
the record industry, the electrical insulating in-
dustry, emery wheel making, hat making and the
like, shellac is absolutely essential. Seventy to
seventy-five pcr cent of the total demand
comes from these industries, If the record in-
dustry increases with such continued rapidity
as it has during the last twelve months, we
will face another shortage which will be serious,
so serious that it will probably continue to call
for more shellac than can possibly be supplied.
These industries must have shellac, for they
cannot use substitutes as can the paint and
varnish industries.

“India is the chief source of supply and here
we run up against the difficulties of production.
The human factor in the equation here causes
all the trouble. The native of India has no am-
bition to make money. He goes out and makes
a few baskets of shellac and sells these for
enough money to satisfy his simple wants. To
go out and gather twice the number of baskets

All our -

and carn twice as much money nevcr even oc-
curs to him. Therc are hcre and therc a few
cntcrprising natives with some business scnse,
but the great majority are supremely indifferent.

“As to prices, I would say that the market
will be cheapest when the June or Bysacki crop
is on sale. After that a general rise may be
looked for. Exact figures cannot be given or
foretold on account of the varying exchange
factors. Three elements enter here, the Indian
rupee, governing the price in India; the ex-
change of the rupee into pounds sterling, and
the exchange of sterling into American dollars.
As all these factors are so unstable no definite
predictions can be made. Transportation from
distant India is another factor which nmst be
considered. As I have said, our plans must be
based upon normal conditions, both of supply
and transportation. Damage in transit may
materially affect our supply, or shipments may
be delayed by shortage of ships. But with the
best of luck we will not find the market seriously
short until November. After that—but perhaps
these record makers will have discovered their
substitutes by that time.”

NEW SONORA DISTRIBUTORS

The Sonora Phonograph Co. announced re-
cently the appointment of the American Hard-
ware & Equipment Co., Charlotte, N. C,, as dis-
tributors for Sonora products in North and
South Carolina. This company has an cificient
sales organization that has laid out extensive
plans for developing Sonora business in its ter-
ritory.

TO HANDLE VOCALION LINE

The Stern Furniture Co., of Jackson, Mich.,
lhas recently Dbeen appointcd representative
for the Aeolian-Vocalion. The company has ar-
ranged to open an attractive department for the
exploitation of those instruments. With the ad-
dition of the Aeolian-Vocalion the department
is preparing for increased business.

‘““I may not know much about music,

but I know what I like.”’

Mr. Average Man knows what he
likes, and so do we.

It’s what we to listen to.

specialize in— Emerson Standard

10-inch Gold Seal Records.
In other words—HITS. Song hits

—dance hits.

and sense.

There’s money as well as music in

music 8 out of every 10 people like

If you are not handling Emerson
Records, you ought to be.
tell you why? It’s a matter of dollars

May we

You know, as well as we do, how
fast the ‘‘hit”’ records waltz off your
shelves. They’re always waving good-
bye to the more dignified records.

In fact, if it were not for the HITS,
you probably would not be selling
phonograph records at all. For the
record business is built on HITS—the

the two Emersons below:

(10145)
You’re a Million Miles from Nowhere
Tenor Solo_ ... _____.__ Walter Scanlan
Somebody Tenor Solo ________ Walter Scanlan
(10146)
Venetian Moon
oA TR0t Plantation Jazz Orchestra
Rose of the Orient
Fox Trot .______________ Plantation Jazz Orchestra

Emerson Record Sales Company, Inc.
EXCLUSIVE METROPOLITAN DISTRIBUTORS

6 West 48th Street, New York City
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Ylone Arms that will add Sell-
ing Value to yourla

C

/TONE ARMS & SOUND BOXES ./

NOTE THESE IMPROVED
FEATURES—

1. New, improved Swivel Joint.

2. Insulated Ball Joint.

3. Patented Spring Lock, holding
the sound box to the tone-
arm.

These patented devices help to elimi-
nate blasts and vibrations. The. Mu-
tual Tone Arm is as good as it looks!

J 1AﬁﬁATI&N{
*\V@mir@Twa r-m

SURE-FIRE TALKING
POINT!

That’s what you get when you put this
beautiful wooden tone arm on your
machine. The eye is pleased with the
fine appearance of the Manhattan
Tone Arm—the ear is enchanted with
the rich, mellow tone.

SURREME,

| TONE ARMS & SOUND BOXES|

Rugged and simple in design, power-
ful and appealing in tone—the Supreme
Tone Arm is all that its name implies.

A Tone Arm Service — Not a Trust!

We admit the claim that one or another of our tone arms is a standard part of many talking machines.
Does that prove anything more than that QUALITY TELLS?

TONE ARMS OF EXQUISITE SYMMETRY—
TONE REPRODUCTION OF REMARKABLE ACCURACY—
TONE ARMS THAT ADD SELLING'VALUE TO YOUR TALKING MACHINES—

PRICED IN Wyite at once for further information relative to sizes and prices. Let us
QUANTITIES

$2.50 up know your requirements—we’re equipped to solve your tone arm problems

As manufacturers of the Mutual, Supreme, and Manhattan Tone Arms, we sell direct to talking machine
manufacturers. Wm. Phillips, President and Gen’l Mgr. of the Mutual Talking Machine Co. and Supreme

\Phono. Parts Co., Ireasurer of Manhattan Phono. Parts Co. /

WJ[]UL][AM PHILLIDS SERVICE

Consultants.-

145 West 451" Street
New York City

Chicago Representative : H.Engel. Republic Building.
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HOSPITAL PATIENTS ENJOY MUSIC  entertainment. Now it is possible for every NEW BU[LDING IN DALLAS, TEXAS

New Invention Installed in Walter Reed Hos-
pital in Washington Enables Patients to Hear
and Enjoy Concerts and News of the Day

Wasuingron, D. C, April 6—The Walter Reed
General Hospital has recently installed an elec-
tro-static talking machine which makes it possi-
ble for every patient in the institution to enjoy
musical concerts daily and also hear the news

A’ (G
Aeolian-Vocalion Electrically Equipped
of thc day as read in the hospital library. An
Aeolian-Vocalion has been placed in the library
and has bcen equipped with a special electrical
device. At each bed there is a bedside receiv-
ing set which is connected with the master in-
strument. When the machine is playing a
rccord the music may be heard at any bedside
in the hospital by merely raising the small re-
ceiver to the ear. The invention was designed
particularly to entertain the outdoor patients
who were deprived of the pleasure of the in-
door concerts which were a feature of the daily

patient to enjoy the music.
Another use to which the invention has becn

Enjoying Vocalion Through Bedside Set

put is a most interesting and valuable one. A
recording attachment has been devised and each
morning the news of the day is read aloud into
the receiver in the library and is transmitted
to every bed in the hospital. It has been found
very successful and the patients are now able
to keep up with what is going on in the outside
world, not only in the way of news, but also
with the latest music. The photographs show
the Aeolian-Vocalion with its electric attach-
ment and also a patient listening to one of the
latest songs through the bedside receiving sct.

OPEN NEW PLANT IN CANADA

Lyraphone Co. of America, Establish Well
Equipped Plant in Toronto to Take Care of
Growing Trade Over the Border

The Lyraphone Co. of America, Newark, N. J.,
manufacturers of the well-known Lyric lateral
record, early this month opened a new factory
in Toronto, Canada. While the factory is al-
ready in operation, much equipment is being
added, and when the capacity of the plant is
reached there will be over seventy record presses
in service.

The Lyraphone Co. tell of a constant in-
crease in the demands for their products during
the past few months, and for some time they
have felt the necessity for opening a Canadian
plant, in order to better care for dealers there.

In addition to the above, the Newark plant
of the concern is being equipped with many
new presses and some of these are of an im-
proved type which will almost double the pres-
ent daily output of records.

Texas-Oklahoma Phonograph Co. to Erect
New Home for Its Growing Business

Darras, Tex., April 3.—The Texas-Oklahoma
Fhonograph Co., jobbers for the Edison line in
Oklahoma and Texas, with headquarters in this
city, has completed plans for thc erection of
a commodious new building to house the com-
pany’s business. The new building, which is to
cost $200,000, will be erected in the financial
district of the city, where switching facilitics
are available to simplify the shipping question.

The Texas-Oklahoma Phonograph Co. was
organized in 1915, and has grown and made
steady progress since that time. The officers
of the company are: A. H. Curry, president
and general managcr; F. C. Beattie, assistant
general manager; O. C. Feltner, chief of ac-
counting department; John R. Spann, sales man-
ager; W. F. Taylor, advertising and promotion
manager; C. L. Rankin, traffic manager; A. C.

Officers and Representatives of the Company
Dennis, Oklahoma representative; J. K. Pat-
terson, south Texas representative; O. P. Curry,
east Texas representative, and B. A. Ward, west
Texas and New Mexico representative. The
board meets four times a year to discuss mat-
ters of interest to the company and to the Ldi-
son trade.

SPECIAL ROOMS FOR DEALERS

B.aLtiaore, Mp., April 1.—Cohen & Hughes, Vic-
tor wholesalers, have opened a private room in
their headquarters, in this city, which will be
entircly at the service of the Victor dealer. This
room is to be known as Victor Dealers’ Balti-
more Headquarters, and is richly furnished and
decorated. Cohen & Hughes reccatly enter-
tained their dealers for the second time at a
record rccital at their headquarters, at which
a luncheon was also served. The success of
both these affairs was so pronounced that I.
Son Cohen, president of the company, has de-
cided to make these meetings regular. They
will be presided over by Manager Elmer Walz.
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'VICTOR JOBBERS’ ASS'N HOLDS IMPORTANT MEETINGS

Executive Committee of National Association Meets With General Membership in Both Chi-
cago and New York—Enthusiastic Over Plans for the Future

What arc declared by the members of the Na-
tional Association of Talking Machine Jobbers
to have been the most successful and resultful
meetings ever held in the history of that or-

Geo. E. Mickel, President
ganization were the sessions held in Chicago
on Monday and Tuesday, March 22-23, and in
New York on March 24, attended by the Ex-
ecutive Conmmittee of the Association and by
the membership in the East and West respec-
tively.

The Chicago meeting was held at the Sher-
man House, the arrangements for the session
being made by Leslie C. \Viswell of Lyon &
Healy. The meeting, attended by thirty-eight
members, was announced as an educational ses-
sion and the results measured up to promises.
Instead of devoting themselves to a discussion
of factory conditions and the question of stock
shortage, the jobbers proceeded to forget those
matters and devote themselves entirely to a
discussion of their own situation as distribut-
ing factors.

At both the Chicago and New York meet-
ings, the latter being held at the Hotel Knicker-
bocker, the jobbers were very frank in their
talks on business conditions as affecting their
interests, and particularly frank in placing their
cards on the table and telling what must and
what must not be done to enable them to make
definite progress along lines that can be recog-
nized as constructive. It was realized that the
question of distribution will have added impor-
tance as the output of the factory is increased
and begins to catch up with thc demand, and
that this is thc timc for the jobbers to put their

businesses on a most efficient basis, in order to
take full advantage of the opportunities for
business development that will assuredly come
to them.

There was notable at both meetings a dis-
tinctly better feeling among the jobbers regard-

ing the general supply situation as well as the.

outlook for the future. There was likewise in
evidence a spirit of co-operation and a willing-
ness to exchange business ideas of value that
bode well for the future of the organization
and for the trade as a whole. The discussion
was general and practically everyone took part.

Gilbert H. Montague, general counsel for the

Wm. H. Reynalds, Treasurer
Association, was present at both the Chicago
and New York meetings, and analyvzed the gen-
eral legislative and legal situation and offered
some valuable suggestions and advice for the
guidance of the jobbers in their affairs.

The New York meeting was the largest ever
held outside of the regular annual conventions
of the general body, sixty-eight jobbers being
present.

The Executive Committee, consisting of
George E. Mickel, Omaha, president, who pre-
sided; Thomas H. Green, New York, vice-presi-
dent; A. A. Trostler, Kansas City, secretary;
W. H. Reynalds. Mobile, Ala., treasurer, and
P. B. Whitsit, J. N. Blackman, Louis Buehn,
Daniel Crced. A. A. Grinnell, Burton J. Pierce

» GRAPHITE PHONO
l L S L E Y S SPRING LUBRICANT
Ilsiey’s Lubricant makes the Motor make good

Is prepare.d in the proper consistency, will not run out, dry up, or
become sticky or rancid. Remains in its original form indefinitely.

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

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

EUREKA NOISELESS TALKING

MACHINE LUBRICANT
Write for special proposition to jobbers.

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

and H. A. Winkelman, attended both the Chi-
cago and New York sessions, leaving the former
city via the Broadway Limited over the Penn-
sylvania road on March 23 and going imme-
diately into session on their arrival in New
York. The only absentees®from the committee
were James F. Bowers, J. C. Roush and An-
drew J. McCarthy.

Those who attended the Chicago meeting in
addition to the Executive Committee included:
C. W. Miller, Penn Phono. Co., Philadelphia,
Pa.; W. Zitzman, A. Hospe Co., Omaha, Neb.;
J. P. Keper, A. Hospe Co., Omaha, Neb.; C. K.
Eennett, Eclipse Musical Co., Cleveland. Ohio;
John Elliott Clark, John Elliott Clark Co., Salt
Lake City, Utah; H. B. Sixsmith, Mickel Bros.,
Omaha, Neb.; Lester Burchfield, Sanger Bros,,
Dallas, Texas; Ross P. Curtice, R. P. Curtice Co,,
Lincoln, Neb.; George A. Mairs, W. J. Dyer &
Bro., St. Paul, Minn.; J. F. Houck, Houck Piano
Co., Memphis, Tenn.; Jack Fisher, C. C. Mellor
Co., Pittsburgh, Pa; G. H. Rewbridge, Frederick

A, A. Trostler, Secretary
Piano Co., Pittsburgh, Pa.; Chas. \Vomeldorff,
Toledo Talking Machine  Co., Toledo, Ohio;
G. F. Ruez, Badger Talking Machine Co., Mil-
waukee, Wis.; R. A. Bryant, Knight-Campbell
Music Co., Denver, Colo.; E. H. Uh], Rudolph
(Continucd on page 74)

FULL TONE

Plays 100-200 Records

LET THE

If you want the Best, insist on getting

The De Luxe Stylus

THE BEST SEMI-PERMANENT NEEDLE MADE

Produces Rich, Clear Tone
MEDIUM TONE

3 for 30 cents H

“DE LUXE” SPEAK FOR ITSELF AND
SEND FOR FREE SAMPLES, DISCOUNTS, ETC.

DUO TONE COMPANY, Inc.

Sole Manufacturers of the De Luxe Needles

ANSONIA, CONN.
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VITANOLA
FOURTEEN

>

u.

Cashyiin On

Vitanola
Advertising

A six-figure fortune is being spent this year
in the largest magazines and best metropoli-
tan newspapers of this country to make Vi-
tanola quality known to the buying public
everywhere.

If you are already handling the Vitanola
line, connect up your store with this powerful
publicity campaign—get Vitanolas in the win-
dow—on the floor—so people who have read
about Vitanola in the publications will come in
your store to see them. Ask us for our dealer
helps—they're trade builders.

If you're not selling Vitanolas and the
agency in your vicinity is open, you're missing
opportunity if you don’t investigate and act.

Write for the new book, “How to
Make a Phonograph Department Pay
Big.” It's yours for the asking.

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

Metropolitan Sales Representatives: M. M. ROEMER SALES CORP., 332 8th Ave., New York, N, Y,
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Bert Williams can’t borrow any money in
his song “I'm Sorry I Ain’t Got It, You Could
Have It If I Had It” Blues, but you’ll be wise
to borrow a lot to invest in this unique

record. A-2877.

Columbia Graphophone Co.

NEW YORK

B —— =————

MEETINGS OF VICTOR JOBBERS

(Continued from page 72)

Waurlitzer Co., Chicago; J. F. Bowers, Lyon &
Healy, Chicago; W. C. Griffiths, Chicago Talk-
ing Machine Co., Chicago; L. C. Wiswell, Lyon &
Healy, Chicago; A. R. Boone, Talking Machine
Co., Birmingham, Ala.; H. J. Shartle, Cleveland
Talking Machine Co., Cleveland; F. H. Putnam,
Putnam & Page, Peoria, Ill.,, and W. Geissler
and M. Denham, Chicago Talking Machine Co.

Among those who were present at the New
York session were E. H. Droop, of E. F. Droop
& Sons Co., of Washington; Ernest Urchs, of
Phillips & Crew, Atlanta, Ga.; L. G. Collings,
Collings & Co., Newark, N. J.; Elmer Walgz,

Cohen & Hughes, Baltimore; C. B. Snow,
Cressey & Allen, Portland, Me.; Frank
Corley, the Corley Co.,, Richmond, Va,;

F. P. Oliver, Blackman Talking Machine Co.,
New York; Florence Heppe, C. J. Heppe & Son,
Philadelphia; Emanuel Blout, New York; C. L.
Price, Ormes, Inc.,, New York; W. D. and C. N.

Andrews, of Buffalo; E. J. Chapman, Rochester,
N. Y.; George Stewart, Stewart Talking Ma-
chine Co., Indianapolis, with his bride; E. C.
Rauth, Koerber-Brenner Co., and many others.

After the meeting in New York the Execu-
tive Committee left for Philadelphia, where an
extended conference was held with Charles K.
Haddon, Ralph L. Freeman, B. G. Royal and
C. G. Child of the Victor Co.

After the session held in Chicago a dinner
party was given at Terrace Gardens, and after
dinner all present attended a performance at
Cohan’s Grand Opera House. In the afternoon
the ladies were entertained by Miss Elizabeth
Wiswell, daughter of L. C. Wiswell, who took
them for an auto ride throughout the boulevard
system of Chicago. She was assisted by Miss
Ada Mack, Mr. Wiswell’s secretary.

TALKING MACHINE MEN, INC., MEET

Nominations of Officers Made—Annual Banquet
Planned for April 14—Considerable Interest
Shown in Matter of Charging Interest

At the regular monthly meeting on Wednes-
day, March 17, at the Hotel Pennsylvania of the
Talking Machine Men, Inc., composed of deal-
ers from New York, New Jersey and Connec-
ticut, the nominations of officers for the coming
year were made as follows: President, Sol
Lazarus; vice-president for New York, M. W.

THE

VENUS
BELLE

( SHAPED LIKE A BELL)

is aremarkable instrument in

Tone and Volume
Design and Finish

Because of its bell -shaped
construction it is acoustically
correct. Its long and taper-
ing horn of TEMPERED
wood affords a clarity and
resonance that are so marked
that one demonstration re-
sults in
Instant Sales

Three models in mahogany,
walnut, oak and ebony.

Dealers who desire exclusive
territory should make appli-
cation at once.

NN

The VENUS CO.

Also Makers of
The VENUS Phonograph Needle

Factory and General Offices:

MODEL-B, VENUS BELLE

Equipped with Modulator.
Height 35 inches. Width 2 feet 7 inches.

Showing Record Compartm:nt holding 70 records.

Length 3 feet

Liberty & Western Aves.
Cincinnati, Ohio, U.S.A.

Chicag¢o Sales Office:
Room 435, Fine Arts Bldg.

Gibbons; vice-president for New Jersey, Emil
Perkin; vice-president for Connecticut, James
Donnelly; secretary, E. H. Brown; treasurer,
A. Galuchie. Nominees for the executive com-
mittee were: Irwin Kurtz, J. Schick, E. Leins,
Paul Helfer, William Berdy, Harold Bersin and
S. Goldfinger. In a petition presented by M.
Max, another ticket was offered, being substan-
tially the same as that offered by the regular
nominating committee, with the following
changes: A. P. McCoy, vice-president for Con-
necticut; Irwin Kurtz, secretary; Messrs. Hunt,
Arison, Perkin, Clinton and Mielke were added
to the executive committee. These nominations
will be voted on at the next meeting on April 21.

The matter of charging interest on talking
machine sales took up a great part of the after-
noon, the general opinion being that dealers
should charge this interest and that mention of
the interest charge should be incorporated in
all advertisements in order that the general pub-
lic should be informed and that all dealers might
be on the same footing. It was decided to find
out the opinion of the trade and call a special
meeting to settle the matter once for all.

Plans were announced for the annual banquet
scheduled to be held at the Hotel Pennsylvania
on April 14. J. J. Davin, for the entertainment
committee, outlined the program, which was de-
signed to entertain, business being barred. The
program was brightened by such stars as
the All Star Trio; the Landauettes, a novelty
orchestra composed of members of the Landau
stores in Wilkes-Barre and Hazleton, Pa.; Al
Bernard; Ted Moses, with some of Leo Feist’s
songsters; the Sullivan Orchestra from the
Moulin Rouge; Edna Darch, of the Chicago
Opera Co.; Elsie Baker and others.

All members of the industry were invited and
a special invitation was sent to the heads of
the large manufacturing companies.

MAKE COLUMBIA RECORDINGS

The Original Six, a jazz orchestra from Wil-
mington, Del,, were recently in New York City
to make recordings for the Columbia Co.

Joseph C. Smith has just opened a new talk-
ing machine store in La Porte, Ind., at 1013

+ Lincoln Way.

“WHAT ARE YOU SHORT?"

Get in touch with us. We have everything in
the phonograph line—Needles, Tone Arms, Motors,
Cabinets, all kinds of accessories and repair parts.
We specialize on Main Springs, Bettertone Phono-
graphs. Let us do your repairs.

PLEASING SOUND PHONOGRAPH CO.,

204-206 East 113th St., New York.

S —
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No. 150—$85

Model 105—Price $105

THE MOST WONDERFUL TALKING MACHINE OF THE PRESENT AGE
AT THE PRICE. AN INSTRUMENT OF SUPREME
VALUE, TONE AND QUALITY

The CLEARTONE has become very popular because of its quality, splendid value
Model 175—Price $175 and the advertising sales campaign that now stands in back of it. DEALERS!
Watch us grow—write for our agency and grow with us.

LATEST 84-PAGE CATALOG NOW READY !

LUCKY 13 PHONOGRAPH (0., 46 East 12th Street, New York
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PHONOGRAPH

SPEAKS FOR ITSELF
NEEDLES SAPPHIRES DIAMONDS

SPECIAL OPPORTUNITY

Sell Highest Grade Needles Packed in Envelopes.
We Are Getting 100 Million Per Month —All Live

Dealers Are with Us—Send for Samples and Particulars

Opera Needles We are the largest JOb'

are made to our own specifications. bers Of Steel Needles :

They are highly-polished, nickel-plated in the world
needles.

A glance at a sample will convince yomi that they : ;
are the finest finished needles on the market. Must sell one billion needles in 1920 _

You can be assured of the quality by sending 2 customers 100 million each; "
for free samples. who'’s next?

Prices as follows:
10,000 lots, 45¢c. per M 100,000 lots, 40c. per M

1,000,000 lots, 35¢c. per M 5,000,000 lots, 32c. per M

We are the largest jobbers of Sapphires and
- Diamonds in the world

We are the original headquarters for genuine
Cleartone Sapphires and Diamonds

All our genuine Diamond and Sapphire Points are absolutely uniform,
silver-plated and the highest quality jewels on the market

Prices subject to revision without notice I

Sapphire Balls . Sapphire Points Genuine Diamonds

- Each
Each Each

L 16 D L 8 Sample.................... $1.75
Dozen lots................ c ozen Lots................ c Dozen Lots. ... .. .. ... 150
Hundred Lots.............. 13¢ Hundred Lots.............. 15¢ Hundred Lots. . .5 sessss s 1.40
Thousand Lots............. e Thousand Lots........... 13Y4¢ Thousand Lots............ 1.25
5-Thousand Lots........... llc 5-Thousand Lots........... 12¢ 5-Thousand Lots.......... 1.15

SPECIAL PRICES ON LARGER QUANTITIES
1920 Catalog Listing Everything ‘a Phonograph Man Needs

LUCKY 13 PHONOGRAPH C0., 46 East 12th Street, New York
| 1
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PHONOGFAPH

SPEAKS FOR ITSELF
Motors, Sundries and Supplies

STOP! LOOK! READ!

Something new for Lucky 13! Half Dozen, $9.75 Each.
~We are now manufacturing our Dozen, $9.00 Each.
own motor, and can offer imlpe- 100 Lots, $8.50 Each.
diate deliveries in any quantity. 1000 Lots, $8.00 Each.

Send for samples—you can’t

Bevel-gear wind; plays seven
go wrong.

10-inch records without re-wir-
. This is the best buy on the ing. Complete with all parts in-

motor market to-day. cluding 12-inch turn table.‘ CLEARTONE MOTOR NO. 11

SPECIALS FOR MOTOR, TONEARM, REPRODUCER AND CABINET MANUFACTURERS

Cast-iron Turn Tables in any quantity at the right Main springs and governor springs to fit any motor
price. Felts in Discs or Squares, 10 and 12-inch, all- Tone modifier rods.
wool.

Continuous hinges. _ |
Mica, first and second quality, clear, in any size.

Cover Supports.

Your inquiries will have our best attention.

SUNDRY DEPARTMENT

MOTORS 2o £} 15 0000000820220000000 000godrg Per set 4.00 ”\Ve als? carry other size maln springs to fit

No. 1, double-spring, 10-inch turntable @ @ cocsoaconsnasnacossaacaoeanon Per set 3.75 Victor, Columbin and all other motors,
PlAYS 2 10-inCh FECOrdS ............... $3.15 T Per set 3.15 oo 1 NCRELE SR X W——

No. 2, double-spring, 10-inch turntable, N® B 0 5ca00000008068500009 00000000 Pcr set 2.95
i)zlays 3t 10-tinl§:lh records, $4.00, with i Sonora toune arm with a reproducer to fit

-inch turntable ........... 0000000000 25

No. 9, double-spring, 12-inch turntable, RECORDS—COLUMBIA

Npl%:; sd3 t(:-mch.recor:l;.. ca:tu;on imbTe 8 MAIN SPRINGs 19-inch double disc records, 42¢ cach; 12-in,
0. 3, double-spring, -inc urntable, . . .
plays 4 10-lnch records, castiron frame 9.86 No. 00, % in., WA - 0000000000000886000004 29¢ 60c each.

No. 11, double-spring, 12-inch turntable, No. 01, % in, 9 ft. ...oooiiiiiiiiiiinnnne, 25¢ We also manufacture special machine parts,
plays 7 10-inch. records, castiron frame, — I RNIPESCT e (B8 S 5586600000000 500008 26¢ such as worm gears, stampings, or any screw
bevel gear wind.................ooveen .95 No. 1, 3% iy 10 fE «everrnvnennereernnesnns 390 machine parts for motor; reproducer and part

No. 014, 3 In, 10 ft. ........cc0vvuiinneanns 49¢ manufacturers.
TONE ARMS AND No. 2, 13-16 n., 10 ft. .......coovvveiennnns 39¢ Speclal quotatlons glven to quantlty buyers
Wios el 74 My 1085 d Mo 00000000690000009000060 49¢ In Canada and other export polnts.
REPRODUCERS ] .
No. 4, 1 {n., 30 {[dE815 6600 0000000000000000000 4.91. Write for our 84-page catalog, the only one
(Play All Records ) No. 5, 1 in,, 11 ft, heavy ......cc.ceooennne 69c of its kind in America, illustrating 33 different
NO. 2 tiiiieiiiinnnnnnnnnias «....Per set $1.76 No. 6 1% in, 11 ft. .oovvnieiinnneneinene. 99¢ styles of talklng machlnes and over 500 differ-
No % 1.95 No. 7, 1 in., 25 gauge, 15 ft. .............. 89¢ ent phonographic parts.
S Per set 1.

LUCKY 13 PHONOGRAPH CO.

46 East Twelfth Street New York
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The Best Talking Machine Needle on the Ma;rket
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PACKED IN COUNTER SALESMEN

50 Needles to a box and they retail at 10 cents per box.

( . This package costs you $3.90 net.
Your profit is $2.10 and your customer gets a needle that will give satisfaction.

THE FRED. GRETSCH MANUFACTURING COMPANY

60 Broadway

60 boxes to a package, $6.00.

Manufacturers of Musical Instruments

Canadian Wholesale Agent. H A. BEMISTER, 10 Victoria Street, Montreal, Can.
Western Distributor: WALTER S. GRAY, 530 Chronicle Building, San Francisco, Cal.

BROOKLYN, N. Y.

GOING STRONG IN WASHINGTON

O. J. DeMoll & Co. Doing Big Business as Dis-
tributors for Aeolian-Vocalions, Melodee Rolls
and Other Aeolian Co. Products

WasHiNgToN, D. C,, April 3—0. J. DeMoll &
Co., distributors of Aeolian-Vocalions and Melo-
dee music rolls, as well as retailers of Pianolas
and other Aeolian Co. products, have assumed

Home of O. J. DeMoll. & Co.
a very strong position in the local trade through
such connections and have built up a volume

of business that is taxing the capacity of the.

large six-story building occupied by the com-
pany.

The company maintains an elaborate Vocalion
department on the fourth floor of its building
with a wholesale record department on the sixth
floor, and the wholesale Melodee roll depart-
ment on the second floor of the building. In
addition a large warehouse is maintained in an-

other section of the city for the storing of re-
serve stock, but the demands of the business
have increased so largely that plans for a larger
warehouse are under way. This has been found
absolutely necessary.

K. C. Markward is in charge of the Aeolian
wholesale departments, which cover the terri-
tory embracing Virginia, North and South
Carolina, Georgia, as well as \Washington, D. C.,
proper. Howard R. Green looks after the de-
tails of the shipping, and O. J. DeMoll, head of
the company, maintains an active supervision
over the business as a whole.

Mr. DeMoll reports that the new lateral cut
Vocalion records have made a particular appeal
to the dealers and the public, and that heavy
orders have been and are being received for the
selections offered in the latest lists, which have

“been found most interesting.

DeMoll & Co. have long been prominent in
the local field as retailers of the Aeolian Co.
Pianolas and pianos. §

NEW PLANT FOR F. C. KENT CO.

Modern Factory Being Erected on Large Site
Recently Purchased in Irvington, N. J.

Following the recent purchase of a plot of
ground containing 17,500 square feet in Irving-
ton, N. T, the F. C. Kent Co.,, Newark, N. J,
well-known manufacturers of phonograph acces-
sories, is now erecting a modern factory on
the site. According to the statement of W, S.
File, secretary of the above company, this step
has been made necessary on account of the in-
creased business and because of the fact that
its present plant, although quite large, will
not permit of further expansion.

The new factory will be ready for occupancy
in May of this year, and is being equipped with
the most modern machinery, much of it spe-
cially designed. The plant will be what is
known as a daylight factory. All the equipment
as well as the arrangements are being made
with an eye to giving the greatest efficiency.
The production of this concern will be greatly
increased, and it is thought that with added
facilities it will be able to take good care of
its constantly increasing business.

MAKE A PERMANENT DISPLAY

Walters & Barry Corp. Featuring Brooks
Phonograph Line at Headquarters in Buffalo

Burraro, N. Y, April 5—A permanent display
of Brooks automatic repeating phonographs has
been installed by the \Walters & Barry Corp.
in the Associated Service Building, where this |
company makes its headquarters. This display
is attracting considerable attention, and many

Display of Walters & Barry Corp.
out of town visitors have commented upon the
distinctive features of the Brooks phonograph.
The \WValters & Barry Corp., which is the local

distributor for the Brooks repeating phono-
graph has closed several important deals as a
direct result of this exhibit, and invitations have
been extended the dealers throughout the State
to examine the display at their convenience.
The company expects to change the display
from time to time in order to give the public
and the trade a fair idea of the diversity of the
Brooks product.

WILL HANDLE EMERSON RECORDS

The Emerson Record Sales Co.. New York,
local Emerson distributors, announced this
week that the Central Music Shop., which is the
retail establishment of the well-known house of
G. Schirmer, Inc., 3 East Forty-third street,
New York, will handle the complete line of
Emerson records. This deal was closed after
investigating the many makes of records.

Phone Barclay 2493

Announcing the

Eighth Release of

L.one Star
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When you need
Die Castings—

you need Doehler

OEHLER is more than a plant
which produces Die Castings in
quantity —it is the largest Die Casting

concern in the world.

Its trained and efficient personnel is
prepared todesign, produce and deliver
your die castings in whatever quantity
you need—in a practically finished state.

Are you aware of the possibilities of Doehler
Die Castings? Write us for information today

“rHE WO‘RLUS LARGEST MANUFACTURERS OF DIE CASTINGS

A'E‘ﬁooxx.v»?: N Y

EHLER Dig-

TOLEDO OHIO,
¥ OFFICES IN ALL PRINCIPAL CITIES

CASTING @@,

CHICAGO. ILL.

DDC-17

QUITE AN INFLUX OF VISITORS

Prominent Sonora Jobbers at New York Head-
quarters of Sonora Co. Tell of Prosperity

During the past few weeks, quite a number
of Sonora jobbers have visited the executive
oftices of the company at 279 Broadway, and
discussed plans and policies for the coming
ycar with the executive officers. Frank J.
Coupe, manager of the sales department, con-
ferred at length with these jobbers, and was
gratified to lcarn that in every instance the out-
lcok for 1920 is excellent. The demand for
Sonora product is far beyond all expectations,
and onc of the prime objects of the jobbers’
visits to New York was to impress upon the

Announcing—

to dealers that we are
the Sales Managers in
the New Jersey Dis-

trict for
The éggpmzv‘

Tts the best q;”qné Machine j?ér all”

NEWTON - ELTING

DISTRIBUTING CORPORATION

114 N. Broad St. Trenton, N. J.

Sonora executives the necessity of securing im-
niediate shipments of merchandise.

Among the callers were Fred E. Yahr, Yahr
& Lange Drug Co., Milwaukee, Wis.; Frank
Steers, Magnavox Co., San Francisco, Cal J. O.
Morris, M. S. & E. Boston, Mass.; .N Up-
shaw, Southern Sonora Phono Co., Atlanta, Ga.;
R. R. Ellis, Hessig-Ellis Drug Co., Memphis,
Tenn.; Graham French, Smith, Kline & Frencl,
Philadelphia, Pa.; C. I.. Marshall, C. L. Mar-
shall & Co.,, Detroit, Mich., and I. Montagnes,
I. Montagnes & Co., Toronto.

NEW PATHE DEALERS’ ASSOCIATION

Retailers in Southern Territory Meet in Nash-
ville, Tenn., and Organize

NasnviiLe, TENN,, April 3.—At the headquarters
of Gray & Dudley, Pathé distributors, a Dealers’
Association was recently formed. The following
officers will direct the destinies of the new asso-
ciation: W. A. Broyles, of the Broyles Furniture
Co., of Birmingham, Ala,, president; J. W. Cook,
ot the Cook Furniture Co., of Mt. Pleasant, first
vice-president; M. B. Botts, of the Buler Drug
Co., of Sheffield, Ala., second vice-president; Jeff
Martin, of the Martin Drug Co., of Pulaski,
sccretary-treasurer. Meetings of the Associa-
tion will be held once or twice each year. At
the first meeting of the Association \Walter L.
Eckhardt of the Interstate Phonograph Co.,
Pathé distributors for Philadelphia, and W. V.
Plyant of Petersburg, gave a very interesting
demonstration of the proper selling of Pathé
machines. Addresses were also made by James
Watters, secretary of the Pathé Fréres Phono-
graph Co.; O. N. Kiess, field supervisor of the
Pathé Fréres Phonograph Co.; M. L. Willis,
of the Unit Construction Co., and B. E. Hill, of
Gray & Dudley.

SECURE AGENCY FOR VOCALION

Adams & Allcorn, prominent music dealers
of Waco, Tex., have recently secured the agency

for the Aeolian-Vocalion and intend to devote
an attractive department to that instrument.

That's What They All Say!

THANKS! “for such prompt shipment.”
Ordered March 3rd, shipped
March 20th.

THANKS! “for such good envelopes.”
Heavy grey, brown and
manila paper.

THANKS! “for the attractive design;
our envelopes are now an
asset to our business.”

THANKS! “for that list of Easter rec-
ords: it helped us to sell
MORE Easter records. Will
you feature Bridal music on
your June envelopes?”

It’s thanks for this and thanks for that.

Our many satisfied customers sec a real
lasting sales-aid in the original serv-
ice we are rendering Victor dealers
thru the medium of specially pre-
pared \vrappmg envelopcs with ad-
vertising “punch” printed all over
them.

You will thank us, too, after you have
learned from experience how much
real good this service renders to your
record department.

For envelopes quite a bit different

Clip coupon on Page 45, or pin this
ad to your letter-head and mail to

LU-FRANC SALES SERVICE
1231 Dime Bank Building Detroit, Mich.
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Sales and
Satisfaction—

The phonograph prospect becomes en-
thusiastic about the Modernola at first
sight. That enthusiasm carries with it
desire for ownership. Sales are quickly
made.

And the Modernola stays sold.

Placed in the home its wonderful beauty
and the cheerful atmosphere created by
the silk lamp shade at once make it a
fixture—one of the prized possessions of
the home.

There are many, many instances where
Modernolas are replacing instruments
nationally popularized through publicity.
Unique design and the lamp feature, as
well as perfection of tone and fineness of
finish, give The Modernola an irresistible
appeal.

Sales rights are constantly becoming more
valuable.

ARHTTTNIR GG Gt
U

MODERNOLA COMPANY

JOHNSTOWN, PA.

Eastern Representative, Geo. Seiffert
Greeley 2978 45 West 34th St., New York
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“Christ in Flanders” and “In Flanders
Fields” are two Charles Harrison tenor
solos that will sell and keep on selling.
Order big. A-2892.

Columbia Graphophone Co.
NEW YORK

g

SALESMANSHIP CLASSES A SUCCESS

The Classes Organized by the Koerber-Brenner
Co. Listen to Addresses by T. Maetten and
Joseph F. Kieselhorst—Plan and Scope of
This Progressive Sales Organization

St. Louis, Mo., April 6.—The class in Victor
salesmanship recently organized by the Koer-
ber-Brenner Co., of this city, is proving to be
quite a success. It is a continuation of the work
done by the service department. The classes,

Salesmanship Class in Session

which are limited to eight people, are held in
the service shop on the main floor of the Koer-
ber-Brenner Building, which has been furnished
with all the necessary equipment for an inten-
sive study of the business. The course is
planned to reach the sales people wh» find it im-
possible to attend the classes at the Victor
factory just at present, and to the end that the
benefit to the dealer of such sales help may not
be delayed until they can go to Camden.

The curriculum is based as far as possible on
that of the Red Seal School of the Victor fac-
tory and has as its prime object the adding of
knowledge of more records, especially red seal
records, to the salesman’s working capital. Many
records are heard carefully, discussed, descrip-
tions searched for and all information finally
written out and filed so as to be of easy access
when the salesperson goes back to work. Such
other subjects as Victor artists, Victor policies,
the differences in Victor salesmanship, pro-
nunciation of titles and names of foreign artists,
how to approach customers and how to analyze
their attitude and influence them, how to intro-
duce a customer to better music, balancing the
customer’s record collection, the order in which
records should be played, and other vital topics.

T. Maetten, secretary of the Tri-State Dealers,
Association, addressed the first class on “Ap-
plication of Knowledge,” and J: F. Kieselhorst
of the Kieselliorst Piano Co. of Alton the sec-
ond class on the “Value of Study.”

The people shown in the illustrations here-
with are Miss Eleanor S. Caldwell, with Stix,
Baer & Fuller; Miss Marian Cartwright, of the
Kiesellorst Piano Co.; Harry S. Hunter, of
the Tower Talking Machine Co.; Miss Aurelia
Lippscomb, Miss Jane Thomas. of Scruggs-
Vandervoort & Barney; Miss Laura Hagge, of
Stix, Baer & Fuller; Miss Helen Heet, of the
DeMerville Piano Co., all of St. Louis, and
Stephen Paridy, of I.ehman’s Music House, East
St. Louis, IlL.

In addition to these the following have taken
the course: Miss Emma Hemmer and Miss
Ethel Repple, of the Kieselhorst Piano Co., St.
Louis; Miss Tda Kayser, Miss Ella Marklin,
Miss Marie Aubermann and Miss Raeburn Car-

son, of Scruggs-Vandervoort & Barney; Miss
Jone Maupin, of Park’s Music House, Hanni-
bal, Mo.; Mrs. Margaret Paridy, of Lehman's
Music House, East St. Louis, Ill.; Miss Frances
Schaeffer, of Wathen Drug Co. Morganfield,
Ky.; Miss Mary Henry, of Smith-Reis Piano
Co.; Heunry Beardslee, of Koerber-Brenner Co.;
Miss Virginia Adams and Miss Anna Schiwab,
of the Kieselhorst Piano Co., Alton, Ill.; Miss
Orpha Hopkins, of Haussler Bros., Centralia,
I11.; and Miss Olivia Wagner, of W. L. Rhein
Piano Co., Belleville, T1L

The classes will continue until a better way
to meet the needs of sales people is found.

EMERSON RECORDS WITH DAVEGA

Prominent Talking Machine Retailers of New
York to Handle Line in Their Four Stores

The Emerson Record Sales Co. of New York,
local distributors of Imerson records have
through their special representative, Frank
Elliott, placed Emersorr records in the four
stores of S. B. Davega Co., located in West
125th street; Commodore Hotel; 15 Cortlandt
street; 831 Broadway, New York City. This
means that the live Davega organization will
push the sale of Emerson records with char-
acteristic energy and their customers can rely
upon getting the latest song and dance hits in
good quantities at the earliest possible moment.

NEW VOCALION DEALERS

Among the recent additions to the list of
Aeolian-Vocalion dealers in the Ohio territory
is the Windsor Jewelry Co. of Lima, O., who
have arranged to feature the line in a big way.

Z OV = =

Humanly Efficient

Best Describes the

DITSON VICTOR SERVICE

DITSON SERVICE does not confine itself to the work

of forwarding goods from the factory to the dealer, but
goes beyond and offers to the dealer that personal inter-
est that helps him meet problems and make profits.

Ideal for New England Victor Dealers

Victor Exclusively

OLIVER DITSON COMPANY, Boston

CHAS. H. DITSON & CO., New York

=< Ew
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REPAIRS

TALKING MACHINE TROUBLES AND
HOW TO REMEDY THEM

Conducted by Andrew H. Dodin

{This department of The Talking Machine World is
designed for the service of all classes of our readers,
including those who make, and those who sell, talking
machines.

Andrew H. Dodin, who conducts this department, has
a wide and enviable reputation as a repairer of talking
machines at 176 Sixth avenue, New York. Tell him your
troubles through The World and he will help you if
possthle. The service is free.—Editor.]

QUESTIONS AND ANSWERS

Regarding Reproducers
TrAER, Ia., March 16, 1920.
Editor, Talking Machine \World:—

I have been making numerous experiments
with phonograph reproducers and am puzzled
regarding the means for controlling the volume
of tone. Can you give me an idea how I can
regulate the tone? By that I mean I want a
reproducer as loud as the Columbia, while the
one I am experimenting with is softer than the
Brunswick, although very distinct. Does the
size of the needle arm, the thickness of the mica,
or the distance of the mica from the back of the
reproducer make any particular difference?

Lecaxp Q. SELzZER.

Answer:—You will find by experimenting that
the size of the mica diaphragm and of the needle
arm makes a great difference in the results ob-
tained with the reproducer. The thickness of
the diaphragm must be accurate to scale and
conform to its diameter. The space left be-
tween the diaphragm and the back of the sound-
hox is also very important and is determined by
the diameter of the diaphragm, as is also the
hole, or sound outlet, into the tone arm. The
weight of the needle bar, the distance between
the fulcrum point and the needle point and fromn
the fulcrum to the point attached to the
diaphragm are all important and require very
accurate figuring to produce the best results.
Another point of great importance is the ma-
terial of which the needle arm is constructed.
A point often neglected is the amount of pres-
sure placed on the diaphragm of the gaskets:

The Booth Felt Company, Inc.

Mechanical Felt Products

Turntable Felts

Needle Rest Felts

BROOKLYN, N. Y.
463-473 Nineteenth Street

Motor Brake Felts

We carry a large stock of well assorted merchandise
which insures prompt deliveries.

If interested in Velour or Velveteen Discs
we can supply them.

FACTORIES

Motor Felt Washers

Cabinet Strip Felt

CHICAGO, ILL.
732 Sherman Street

‘ -

it is often made so tight that diaphragm cannot
vibrate freely—just enough pressure is required
to hold diaphragm firm.

It is only by experimenting that you can find
the various sizes and materials to give best
results and it is a good plan to use some of
the well-known sound boxes as a guide.

Regarding a Book on Repairing

SouTHBRIDGE, Mass., March 21, 1920.

A. H. Dodin, care Talking Machine World:—
Are there not some books published on the re-
pair of talking machines, as in other lines of
repair work? T think it would be of great ad-
vantage to repairmen to have a book of that
kind. We get some good points through The

HERE IT IS!!
The “Hustylus”

HE little wonder-device that
makes Pathé records playable
on practically every instrument.

The greatest thing that has yet
happened for the Pathé dealer.

Sweeps all clumsy “adapters”
into the discard. As simple to use
as any steel nucedle. It adds many
million instrument owmners to the
Pathé dealer’s market.

Ask your jobber

Herbert & Huesgen Co.
Sole Sales Agents
18 East 42nd Street
New York

Talking Machine World, but would like to have
the information together and easily available.
I do all the repairing in my town and would
like to get a book on talking machine repairing
similar to the books on piano repairing and
would pay any price for a volume of that kind.
Answer:—I do not know of any book pub-
lished on the repair of talking machines. Nearly
all the large talking machine companies pub-
lish booklets on the repair and care of their own
particular make of motor or sound box and I
am sure that if you were to communicate with
some of the larger companies they would be
pleased to furnish you with this information.

COMPLIMENTS FOR DETERLING

Zig-Zag Record File of This Concern Contains
Many Distinctive Features

Tirtox, Ixp, April 5—During the past few
months, the Deterling Mfg. Co. of this city,
manufacturer of the Deterling talking machine,

zm. 5 e

Deterling Zig-Zag Record File

has received many letters from its dealers com-
plimenting the company upon the zig-zag record
file while is one of the distinctive features of
this machine. The company’'s representatives
state that this record file is proving an effective
sales argument, and has contributed materially
to the success of the instrument.

The purpose of this unique filing system is
to provide a place for every record, with an ar-
rangement whereby the owner of the machine
can obtain any record without disturbing the
other records. The file is attractive in appear-
ance. and is being featured to advantage by
Deterling dealers.

Are you laving plans for your Summer cam-
paign? The soouer the better.
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Stradivara Phonographs

Built in a factory devoted for several decades to
the production of art piano-fortes of superlative merit

Above we present the haundsome Model 200 Stradi- et g |
vara. You will fAnd combined in it for your selling A s \T—
advantage such quality features as: 7g-inch case stuck 4 ]
hve ply: genuine veneers; flawless finish; genuine gold-
plated trunmings; extra large -spring inotor; veivet-
covered turn-table; hling device; and other splendid
featnres too numerous to mention here.

If you wish to represent a quality phonograph for
1920, and to reap the prohts therefrom, a post-card
will bring vou full details. \\rite to-day—it will pay
vou!

Complete line Adwvertising service

The Compton-Price Company
COSHOCTON, OHIO
Built for the Pacific Coast
trade by
1 ‘ The Pacific Phonograph Mfg. Co.
Portland, Ore.

XA DIVAR#

“KNOWN FOR TONE”
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JOHN H.\WILSON ,Manager

324 \WWASHINGTON ST.,BOSTON,MASS.
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Boston, Mass., April 10.—March has a better
story to tell than had February so far as detri-
ments to business are concerned. There have
been mild- days aplenty and with the let-up of
frigid weather and the melting of the snows so
as to let the cargoes of freight proceed to their
destination things are beginning to get back
to normal. In the early part of the month, with
the freight embargo carried over from the latter
part of the previous month, there was quite a
period when some of the local distributors did
not receive a single talking machine from their
respective factories. But all that is a thing of
the past. In the meantime there has been no
complaint about business; there has been plenty
of it, but facing such conditions there was
not the goods to supply the demand. All the
distributing centers report that the factories are
adding considerably to their output, which
means that there will not be any long delays in
getting orders filled.

H. W. Lunn to Visit London

H. W. Lunn, one of the valued members of
the Vocalion staff at the Boylston street head-
quarters, is looking forward eagerly to a trip
to his home in England this summer. Mr.
Lunn, who has been in this country six years,
plans to sail on the Cunarder “Kais. Aug. Vic-
toria” from New York June 12 and to be away
three months. He will pay a visit to Aeolian
Hall in London and make a careful study of the
talking machine conditions in Great Dritain,

Reports Better Tone to Business

Manager Fred E. Mann, of the Columbia Co,
is back from a tour among some of the western
Massachusetts centres and he reports a better
tone in business than he has found in some
time; everybody is happy because machines can
be shipped more expeditiously than in a long

teinert Service Serves

35 ARCH ST.

M. STEINERT & SONS CO.

WHOLESALE HEADQUARTERS

BOSTON

With our newly completed service depart-
ment, a reality and a model for the good
of the retailer, wWe are prepared to offer
valuable ideas to our retailers to help resell
such goods as are now obtainable.

time and dealers can therefore satisfy their cus-
tomers. The new headquarters at 1000 \Wash-
ington street are gradually getting into shape
and it is hoped that in the May issue of The
World there will be some pictures giving the

“New England Service for
New England Dealers”

85 Essex Street

E limit our territory only, but are
unlimited in our desire to help you.
It is a good habit to use Eastern Service.

The Eastern Talking Machine Co.

VICTOR WHOLESALERS

SLOGAN

Ad. Ever
noticed our
slogan P—New
England Serv-
ice for New
England Deali-

ers!

BOSTON

Columbia enthusiasts some adequate idea of the
fine quarters the company now has in its new
location. It is a satisfying thought that with
all the disadvantages of moving so large a
plant the dealers were inconvenienced only to
the smallest degree.
Alexander Steinert Returns

Alexander Steinert, head of M. Steinert &
Sons Co., returned home yesterday from Pine-
hurst, S. C., where he has been for six weeks.
During his absence his place at the Boylston
street establishment was assumed by his son,
Robert Steinert, who to-day, unow that his
father is back, has returned to work in his accus-
tomed place in the Arch street quarters, where
Kenneth Reed, as head of the Victor wholesale
department, has been finding business unusually
good.

Business Makes Encouraging Progress

Under Manager Wheatley’s supervision the
wholesale and retail business of the Vocalion is
wmaking encouraging advances. Especially is
the wholesale end big, this being largely ac-
counted for by the fact of the popularity of
the lateral cut records, which are selling fast,
Manager Wheatley has lately arranged for a
wholesale departinent in West Brookline street
at the South End of the city, where a large
consignment of goods cau be kept for imme-
diate needs.

Roxbury Store Falls Into Line

The Prest Music Shop, at 187A Dudley
street, Roxbury, is one of the latest talking
machine headquarters to be opened in that part
of the city. The store carries the Steger and
Columbia lines, Emerson records and Q R S
rolls and is building up a large business.

March Made Great Showing

Manager Joseph Burke, of the Musical Supply
& Equipment Co., says that business has shown
a big improvement lately, not only because
orders have increased, for they have been do-
ing that for some time, but because these same
orders can be filled better since shipments are
being received with more regularity due to the
improvement in the weather conditions. March,
for instance, was quite the biggest month his
department has yet experienced and this was

(Continued on page 86)
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MeasURING

A E BAGSHAW.
Laboratory Expert & Ffy. Superintenclent

E. BAGSHAW, laboratory expert and superintendent of
A manufacturing of the W. H. Bagshaw Co., Lowell, Mass., is

here seen measuring the fineness of the point of a talking
machine needle. Needles cannot be larger in diameter at a given dis-
tance from the pomt than the groove itself. So, all needles are in- a\y
spected to see that only perfect needles leave the Bagshaw plant.
The temper and finish of Bagshaw needles are also passed upon by
him. The close-up view of the needle measuring machines shows a
needle in the process of being measured. Bagshaw needles are the
best and are made in the greatest quantities, this honor being due to
our policy of shipping only super-tested needles. A. E. Bagshaw is a
stockholder in the company ; has been with this organization over 32
years, and is one of the sons of the late Walter H. Bagshaw. -
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JOHN BAaGgSHAW
Mechanical Experé

HEN Walter H. Bagshaw, founder of the W. TI. Bagshaw

Co., started in business in 1870, he had ome employe at

that time. This man is John Bagshaw, mechanical expert,
and after 50 years of continuous service, he is still in the employ of
this organization. He is of the old school type, with an up-to-date
polish, and it 1s safe to say that billions of talking machine needles
have passed through his hands. Hale and hearty, he is ever on the
job, and always insisting that only the best needles pass through his
hands. Mr. Bagshaw to-day works, and works hard, because he
likes work. He also enjoys his reputation of being able to wear
out a pair of overalls faster than any one in the plant.
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THE TRADE IN BOSTON AND NEW ENGLAND—(Contmued from page 83)

T Artiste

NEW ENGLAND DEALERS!

We beg to announce that we
have secured the distribution of

THE ARTIST

181 Tremont Street
Write for

IN REALITY

For the New England Territory

“A Quality Line for High Class Dealers’’

9 Period Models—5 Uprights, 4 Consoles
Cabinet Work, Equipment and Tone Unsurpassed

Liberal Discounts — Exclusive Territory — Boston Shipments

C. C. MOIR

Catalog and Discounts or call and see the Line

. Boston, Mass.

~t

especially true in the Sonora machines and Em-
erson records and Q R S rolls. J. O. Morris,
president of the company, was in town recently
for a few days.

Manager Burke says that the appearance of
Eddie Cantor with the “Follies,” which comes
here in a few weeks, has stimulated a great de-
mand for this artist’'s numbers as recorded on
the Emerson records.

Joins the Beacon Organization

George W. Orcutt, formerly connected with
the Sherman Service, Inc., production efficiency
engineers, has recently been taken into the
Beacon organization.

Victor Shipments Speeding Up

Wholesale Manager Herbert Shoemaker, of
the Iastern Co., on his last return from the
Victor factory, stated that while there had been
a slight lull in business for a brief period goods
were coming along very well and this was

especially true of the records; and that arrange-
ments had been made whereby the Eastern Co.
was to get its April first allotment through in
a single shipment instead of being split up,
which Mr. Shoemaker thought was a good evi-
dence that the factory was speeding up.
Enjoy Visit to Victor Plant
J. E. Dunhan, the hustling traveling repre-
sentative of the Eastern Co., personally con-
ducted a group of Victor dealers over to the
factory the latter half of the mounth. In the
party were Mr. Titus, head of the talking ma-

. chine department of the Jordan Marsh Co., of

P. J. Maun, of Worcester; Raymond
Heidner, of Holyoke, and Mr. Emery, of
Orange. As this was the first visit of these
four gentlemen everything they saw was of
special interest and their visit was made the
more valuable because of several talks which
some of the Victor officials found time to give

this city;

them. All the departments were carefully in-
spected and the representatives returned better
able than ever because of a new fund of infor-
mation to exploit the virtues of Victor goods.
Have Greatly Increased Business

The Phonograph Supply Co. of New England,
so ably conducted by Ralph Silverman and
George Rosen, has recently put out a price list
to the trade which is proving a great aid to
dealers in checking up their stock of repair
parts, accessories and supplies. These young
meil, who are known as “Two Live Wires,” have

increased their business tremendously in the
last six months.
Distinguished Visitor from Chicago
R. J. Waters, of the Moeller-\Waters, Inc,

which house has lately been appointed repre-

sentatives in the Western territory for the

Beacon Phonograph Co., was in Boston for
(Continued on page 89)
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“Clke Phonographo/Marvelous Tone

Records
Mysto Needles

Vitanola
Phonographs

S. W. SHARMAT & SON

Wholesale Distributors

5 Bromfield Street, Boston, Mass.

From Sharmat’s Golden Treasury.

Soliloquy from “Hamlet”

(with apologies to Shakespeare)

To be or not to be! That is the question,
Were it not belter to raise loud the cry

Of value, tone, construction, before all

Than to degrade in low and nimble traffic?
Cheating the public of their honest shares

Because of an extra discount, laid outl in

repairs,
Thus cupidity doth make sluggards of us all
While VITANOLA dealers watch

others fall.

the

A machine that playé all
makes of records and gives
their full tone-value—in short,

absolute satisfaction.

Dealers! Get in touch with
this HOUSE
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S-O-N-A-T-A

THE PHONOGRAPH OF PERFECTION

Deliveries when you need them
Product of highest quality
Price under standard machines

YOU NEED THIS

FULL LINE

After looking over the entire field, we have selected
the SONATA line for New England distribution be-
cause we believe that it offers to the dealer the best
opportunity available for quick sales; because the tone
producing quality is unsurpassed by any machine; be-
cause we can deliver to the dealer when he needs de-
liveries; because he can sell 1t at prices below the prices

of other standard makes.

SPECIFICATIONS

Motor. Best type, with every known im-
provement—double springs, bevel
gears, heavy cast steel frame—plays
five 10-inch records with one wind-
ing; fully guaranteed for one year.

Tone Arm. Patented reproducer—only one
known that will reproduce exact
quality of the human voice and 1n-
struments, and give big volume;
plays all records.

Horn.

Constructed of chemically treated
wood, scientifically designed on
model of the human throat.

Cabinets. Made of best kiln dried woods,
heavy and durable—put together
by skilled artisans.

Designs. Six machines in the line, grace-
ful and attractive—harmonious with
any period of furniture; special pe-
riod designs now under way.

Record Shelves. Large record chamber
with heavy shelves for record
albums.

Price. Less than any standard phonograph
of the best quality.

THE LINE YOU HAVE BEEN HOPING FOR

Write or wire us today—our salesman will see you

E X CLUS STIVE N EW

ENGLAND

MUSICAL PRODUCTS COMPANY

134 SUMMER STREET (Temporary address)

BOSTON, MASS.

DI STRTIDBUTOR S
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NEW ENGLAND DISTRIBUTORS

PHONOGRAPHS AND RECORDS

Dealer Confidence !and Comparisons Sell

[ 4

~PHONOGRAPHS AND 'RECORDS

The chance sale, the substitute, the pre-
mium phonograph is not The Brunswick.

Dealer confidence and comparisons com-
pel its purchase.

Straight merit—very little selling talk—
and performance, close Brunswick sales.

The Method of Reproduction

It is the Brunswick Method of Repro-
duction that has captivated phonograph
marts. T he method is exclusive, scientific,
simple, practical.

It interprets music in a language any-
body can understand. It doesn’t require
an expert to appreciate how it gives color,
charm and exquisiteness to tone.

Furthermore, The Brunswick opens up
an entire world of phonograph music.

Heretofore the instrument determined
one’s range of selection. On The
Brunswick any make record can be played.

graph.

TONOPHONE,
Steel Needles
Record Brushes

Brunswick Dealers

Brunswick Dealers take pride in selling
and demonstrating

They capitalize its reputation, its per-
formance, its all-round superiority.

KRAFT-BATES & SPENCER

INCORPORATED
156 Boylston Street, BOSTON, MASS.
NEW ENGLAND DISTRIBUTORS
VICTROLENE,

Jewel Poins

These accomplishments are made pos-

sible by the two features comprising the
Method of Reproduction. They are the
Ultona and the Tone Amplifier.

The Ultona

The Ultona is an all-in-one patented re-
producer which plays all records with
faithful regard for the requirements of
each make.

A simple turn of the hand gives the
proper needle, diaphragm and weight.

The Tone Amplifier

This is an oval, all-wood, vibrant throat
moulded to meet musical and acoustical
laws. Being entirely free from metal,
harsh rasping noises are avoided.

Phonographic tones, hitherto lost, are
restored by the Tone Amplifier.

Y I e.et.ewoewqeoenemc.emom.o

KRAFT-BATES~*SPENCER
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MOTROLAS

Albums

Khali Covers
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THE TRADE IN BOSTON AND NEW ENGLAND—(Continued from page 86)

Disc Record, Player Rol! and Sheet Music
Cabinets. The Best in the Market

See Display Ad in This Issue

Peerless Record Album

Standard of Quality to preserve the Records
" See Display Ad in This Issue
Send your orders for both these lines to
L.W.HOUGH, 20SudburySt., Boston, Mass.

New England Representative

several days the latter part of March arranging
for the supply of talking machines for his terri-
tory. Mr. Waters formerly was connected with
the Brunswick-Balke-Collender Co.. and his
partner, Mr. Moeller, was for a number of years
director of sales for the Carson Pirie Co. of
Chicago. Moeller-Waters, Inc., plan to do a
large amount of circularizing and advertising
throughont the Middle West states.
New Pathé Dealers in New England

Here is a list of the Pathé dealers that have
been established by Manager Ainslie in New
England during the last month: Bowdoin
Music Supply Co., 148 Court street, Boston, of
which Mr. Mondello is the owner; W. S. Under-
wood Co., 18 Holden street, North Adams,
Mass.; New England Phonograph Shop, 85B
Green street, Boston; Charles H. Prew, Fox-
boro, Mass.; W. A. Burbank, 627 Main street,
Worcester: E. L.edaux, Nashua, N. H.

Manager Ainslie reports that March was the
biggest Pathé month in the history of the busi-
ness of the Hallet & Davis Co. and the sale
of records and machines has been highly
satisfactory, the latter having been limited only
by the lack of consignments, which was due in
large degree to the freight embargo. For more
than a month there wasn’t a machine reaching
the local headquarters, but within the space of
a week lately there were five carloads arriving,

and all these machines are being shipped out
as fast as the cars can be unloaded.

Manager Ainslie has lately moved into larger
offices and Miss Taylor, his secretary, has se-
cured an assistant because of the rapid growth
of the work. A new man on the selling force
is J. A. Towle. He will spend his time in New
England and will call regularly on the trade.
Mr. Towle has been with the Hallet & Davis
Co. since his return from France, where he was
gassed while in service.

L’Artiste in New England Territory

C. C. Moir, who has a large Cambridge estab-
lishment and who was mentioned last month
as having just taken over L’Artiste for the New
England territory, has arranged to come into
the retail section of Boston and has opened
quarters at 181 Tremont street, which is near
the corner of Boylston street and in the very
heart of the retail music section of the city.
Attractive quarters have been opened on the
second floor and will be in charge of R. H.
Monroe. who will be very active in placing
I’Artiste before the New England public. Mr.
Moir will make a special bid for the best dis-
tributors throughout the New England territory
and attractive literature exploiting the merits
of this talking machine is being distributed.

Open Important Distributing Branch

The New England Piano & Phonograph Co.,
of Boylston street, has opened a branch head-
quarters near the Italian end of the city, which
will cater almost entirely to the musical needs of
the sons of Sunny Italy. This branch is located
at 205 Hanover street and is in charge of
Adolph Sansinnatti, who has lately been with
the Hallet & Davis Co., where he built up the
Italian trade considerably. In his new post he
will push the Empire and the New England
talking machines. Two other distributing
places which the company has just opened up
are at Hyde Park, conducted by George Fisher,
and in Medford, where Clare & Peters are the

MICA
DIAPHRAGMS

Watson Brothers, Inc.
170 PURCHASE ST.
MASS.

BOSTON . . . .

managers. R. C. Rose, traveling representative
for the New England, spent a part of March in
Maine, and before returning he arranged for
opening an office at Portland for the benefit of
Maine dealers.

Now the Lansing Co.

The talking machine trade that has used the
khaki coverings handled by E. H. Lansing, who
¢ied in New York, following the piano men’s
convention, will be intercsted in learning that
the business heretofore conducted at 611 Wash-
ington street has bLeen taken over by the Con-
way Co. and hercafter will be known as the
Iansing Co. The Conway Co. has leased quar-
ters at the corner of Eliot and Warrenton street
and the Lansing Co.'s business will hereafter be
conducted from this address. A. J. Cullen, who
came East from Chicago a couple of months
ago to associate himself with the Pathé depart-
ment of the Hallet & Davis Co., is the presi-
dent of the Lansing Co. and Miss Paresky, long
with Mr. Lansing, will be the vice-president and
manager.

Big Orders for Beacon Co.

Richard Nelson, head of the Beacon Phono-
graph Co., states that up to the present time
orders have becen received from distributors for

(Continued on page 90)

asset to your business.

lead over local competition.
and Pathé Service offer a distinct selling advantage,

The dealer who has the Pathé agency is assured of a profitable increase in sales and a distinct
The completeness of the Pathé line of phonographs and records

Add the Pathé to your other line of Phonographs and Records—You’ll find that it will not
only prove a Best Seller but will put you in touch with a clientele that will prove a decided

Write us for particulars. Qur dealers’ proposition will be of interest to you.

Hallet & Davis Piano Co.

146 BOYLSTON STREET, BOSTON, MASS.

Exclusive Distributors for New England States
for Pathe Phonographs and Pathe Records.

The Phonograph
of Quality

Discriminating, wide-awake dealers will welcome the opportunity of selling the Pathé
Talking Machine—a phonograph that has won the endorsement of the world’s most prominent
musicians and music lovers everywhere,

Hallet & Davis Bldg., 18 East 42d Street

New York Office;

17
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nearly $2,000,000 worth of business for the cur-
rent year and besides it has had many appli-
cations for agencies which have not been ac-
cepted because of the large volume of business
already booked. Some of the dealers recently
given franchises for the Beacon are . H.
Tucker & Son, Haverhill; Knuepfer & Dim-
mock, Lawrence; C. A. Peabody Co., Brockton;
C. H. Norris, Boston, and John J. Kelly, Lynn.
Attended the Jobbers’ Convention

Ceorce A. Dodge, of the Eastern Talking
Machine Co.; Henry A. Winkelman, of the
Oliver Ditson Co., and Kenneth Reed, of the
Steinert house, all Victor representatives, were
over in New York for the meeting of the
National Association of Talking Machine Job-
bers. Mr. Winkehnan, who is a member of the
executive board, also was over in Chicago be-
fore stopping in New York. Charles Snow, of
Cressey & Allen, of Portland, Me,, also was one
of those from New England who got over to
the New York meeting.

Attended Supervisors’ Convention

Miss Grace Barr, of the educational depart-
ment of the Steinert Co., attended the Music
Supervisors’ Convention in Philadelphia the
middle of March.

Joins Horning Forces

L. M. Evans has joined Frank Horning’s new
Victor shop in Boylston street. Evans is a
member of the Harvard Quartet, one of the
most popular singing organizations in the city.

Returns From Business Trip

John W. Canivan returned yesterday from a
business trip to Providence, Fall River and New
Bedford, where he found Victor dealers quite
encouraged over the way goods are coming
along.

Chamberlain Visits Steger Factory

A. W. ' Chamberlain, manager of the Iver
Johnson Sporting Goods Co., recently returned
from a trip to the Steger factory.

Brunswick Records Gain in Favor

‘Phere has been a big run on the Brunswick
records and the new list containing fourteen
numbers is being eagerly scanned by those who
have become convinced of the high merit of
tliese records. “Swanee” is proving one of the

PERFECTION gearine

PERFECTION FLEXI-TONE REPRODUCERS

TONE ARMS

Manufacturers—
Jobbers—
Dealers—

16-18 BEACH STREET

The Perfection Flexitone reproducer No. 7 attached
to the Perfection ball-bearing tone arm No. 4 plays
all lateral cut records on all types of Edison Disc

Machines.
ish, extra fine quality disc.

These reproducers and tone arms are the very finest made, mechanically—reproducing as
the records were recorded in the recording room—Clarity of sound with great volume.
WRITE FOR QUANTITY PRICES

Manufactured by

New England Talking Machine Co.

Largest Manufacturers of Phonograph Accessories

Pacific Coast Distributor: WALTER S. GRAY
942 Market St., San Francisco, Cal.

Phoenix Trading Co., 1265 Broadway, New York
Eastern and Export Office

Made in nickel and 24 carat gold fin-

BOSTON, MASS.

most popular hits in the Brunswick list and it is
difficult to keep enough of these records in
stock. A forthcoming artist to be heard in

CRESSEY

Victor Distributors

PORTLAND

The SPIRIT of SERVICE

prevails throughout our.

ORGANIZATION

& ALLEN
MAINE

the May list of the Brunswick catalog is Theo.
Karle, tenor, and anticipating his records there
was a recital by him in Jordan Hall on the
evening of April 7, for which a fine program
covering a wide variety of songs was arranged.
Returns From Western Trip

H. Leon Sharmat, of S. W. Sharmat & Son,
who handle the Vitanola for this territory, has
just returned from a trip taken as far West as
Chicago, where he went to secure larger con-
signments of Vitanola machines. On his way
home he stopped off at Buffalo and New York
for a day or two to meet some of his Harvard
classmates.

REMEMBER

IF IT’S A
Phonograph, Accessory or
Repair Kit, WEHAVEIT

Full line of

Needles, Motors, Tone Arwus,
Attachments, Main Springs,
Repair Parts and other Accessories
always in stock

We are in a position to serve you
\Write for our latest Monthly Bulletin

Phonograph Supply Co.

of New England
Court Square Boston, Mass.

8ond for Oescriptive Clroular

Deronstramion Bootns
anDp Recorp CASES

IN 8STOCK OR TO ORDER_

FRANK B. CURRY
72-74 Oedham St. Boston, Mass.

"SOUND
PROOF
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New England Phonographs

405 Boylston St.

New England Dealers!

We have a most unusual plan of
financing your phonograph department

Write fer Particulars

New England Piano and Phonograph Co.

Largest Distributors of Phonographs in New England

Empire Phonographs

Boston, Mass.

THE VICTROLA IN AMERICANIZATION

An Elaborate Booklet on This Particularly
Timely Subject Just Issued by the Victor
Talking Machine Co.—Of Great Value

There has just been issued by the Vietor
Talking Maehine Co. a earefully compiled and
n:ost valuable booklet covering the question of
“The Vietrola in Americanization,” a subject
that is of such vital and widespread interest
just now. The booklet, with a foreword by
Mrs. Franees E. Clark, director of the Educa-
tional Department of the Vietor Co., was de-
signed espeeially for the guidance of those en-
gaged in Americanization work in community
eenters, night schools, continuation schools,
Y. M. C. A’s, Y. W. C. A’s, social serviee, etc.,
and wherever the attempt is being made to
mold the foreign born into good eitizens.

The booklet is divided into various sections,
the first being “The Victrola and Amerieaniza-
tion,” wherein the subject is discussed at eon-
siderable length, and the national and folk songs
of a score or more of the foreign nations listed.
Next comes “Community Singing in American-
ization,” with special reference paid to what
may be described as the folk songs of America,
including “My OIld Kentueky Home,” “Old
Plack Joe,” “Battle Hymn of the Republic,” etc.,
and then “Folk Daneing in Americanization.”

A partieularly interesting seetion is that de-
voted to “The Victrola in the Study of Amer-
ican History,” with speeial reference to music
representative of the various stages of the coun-

try's development, from the landing of the
Norse about 900 years ago to the period of the
great World \War, whieli.is represented by the
two wonderfully popular numbers, “Kcep the
Home Fires Burning” and “There’s a Long,
Long Trail.”

This interesting booklet is copiously illus-
trated and should be in tremendous demand
with edueators generally as soon as brought to
their attention by the Victor dealers.

OPENS NEW STORE IN FALL RIVER

FaLL River, Mass., April 5—Kaplan DBrothers
Lave just opened a new store in this city and
the interior is of so highly artistic a character
as to make the shop one of the handsomest in
this eity. There are twelve demonstration
booths, all finished in a way to make them com-
fortably inviting. On the opening day the firm
distributed little Victor dogs to its custom-
ers, which made quite a hit. The establishment
features Vietor and Columbia talking machines
and “reeords and muste rolls.

NEW DEALERS IN MASSACHUSETTS

The list of Aeolian-Vocalion dealers in
Massachusetts is growing steadily to a point
where that territory is well eovered. Among
the dealers reeently appointed by the Aeolian
Co. to handle the Voealion are the Bahr Piano
& Music Co., Quiney, Mass.; Timothy J. Buek-
ley, Lawrence, Mass,, and E. W. Ladd, Marl-
boro, Mass.

The Quality of the

No. 3 Carrying
Strap Shown in
Cut

Lansing Khaki Moving Covers

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

QUALITY

LANSING cover has given it leadership in the field

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

LANSING COMPANY
611 Washington St., BOSTON

San Francisco Representative: WALTER S. GRAY

Write for prices and
descriptive catalogue

942 Market Street
PHOENIX TRADING COMPANY
1265.69 Broadway, New York

YOU Specify
The Equipment

We will install the

kind of motor,
tone-arm, repro-
ducer or acces-
sory you want;
and deliver you
this splendid ma-
chine fully equip-
ped, in the finish
and with the trim-
mings you like
best.

We Can Make Prompt Deliveries

W altch The Talking Ma-
chine World for our big

offer each month. Some-
thing you have been
looking for.

SINGER
Talking Machine Co.

579 Market Street
MILWAUKEE, - - WIS,




92 THE TALKING MACHINE WORLD AviL 15, 1920

PATENTED DEC.I1I.1917

Jalking Machine CABINET

One of the advantages of the Converto
is that the Portable Victor that fits into
it remains portable. People who want a
machine which they can easily move to
other parts of the house, out on the porch,
into the garden or summer house, and
about vacation camps and bungalows, may
still have a neat cabinet and record file
for it in its more usual place.

The C. J. Lundstrom Mfg. Co.

LITTLE FALLS, N. Y.

Lundstrom  “Conwverto” Cabincts arc  broadly
cocered by patents. Infringements will be promptly

prosecuted.

ROV RRLARRRRAL

TIHEEEECIITIN

Converto
Wholesale Distributors

== Allamy, N. Y..... Gately-Haire Co., Inc, Des Moines, L. . Mickel Bros, Co. Yearin, H. ....... Putnam-age Co.
1= Atlauta, Ca....... Elyea Talking Machine Co.| Elmira, N. Y.....Blmira Arns Co. I'hiladelphia, Pa..C. J. FHeppe & Son
= hilli 5 . e "y - . .
B Ibillips & Crew Lo Co. | g pyiy rexas...W. G. Walz Co. ;-Egucf:{o&-f?nl:f:“é:: o
Ladti ©, Md....Colen & Hughes, loc. o 5 P 2 e p
4 :é:: vitimors ¢ ](:lo ]l'g.ll;l’mﬁ) "'\ ?\‘«'msuCo. Monston, Texas. .. The Talk, Mach, Co. of Texas 1IT. A, Weymann & Sou, lne.
:‘:':; TR ST g Talkine Machi Jachsonville, Fla. . Florida ‘Falking Machine Co. Pittshurgh, Pa...W. I'. Frederick Piapo Co.
] irmingham, .Ala,Talking Machiue Co. o rrdl oo [ G B Co
A Josion, Muse.....Bastern Talking Machine Co. | Kamwsas City, Mool W. deuking' Sous Muxie Ce. IR IENIITES DLECII0E
= gererere . Sehmelzer Arms Co, Purtland, Me..... Cressey & Allen, Inc,
MER  Bumde. N. Y...., W. b, & C. N, Andrews . ) .
: . Memphis, Tenn...0, K. Honek PMiane Co. Providence, R. I..l. Samuels & Bro., Ine,
== Burlington, Vt..... Ameriean Phoenograph Co, [ .. " - .
! Milwaukee, Wis L lbudzer ‘Falking Machlne Coo| Richwond. Va....'The Corley Co., Ine,
B Chicago, Hl....... Lyon & Ilealy : ‘ .
=8 . . ) . Mobile. Ala....... Wan, I, Reynalds St. Panl, Miw...\W. J. Dyer & Dro.
== Cinecinnati, Ohio. . lindolph Wurlitzer Co. )
e , Newark, N. J.....Collings & Company san Francisco, Cal.\Walter 8. Gray Co.
4 Cleyeland, Ohio. ., Cleveland Talking Mael, Co. . .. ) .
Bl== The Belipse Mnsleal Co, New Orleans, La.I'hilip Werleln, Ltd. sioux Falls, 8. D/ Talking Machine lExchange
o . oA, s N . d |
MEL  Colmahna, Oldo..The 'erry B. Whitsit Co, New York City...lnannel lloat Syrinense, N. V...W. D indrews Co.
Cabinet & Aecessories Co., Ine,
= DPallis, Texns. .., Sanzer Dros. IKniekerboeker Talking  Ma-| Toeledo, Ohio...... T'oledo Talking Maehine Co.
‘l Denver, Colo...,.T'he  Knight-Campbell  Musie chine Co. Washiwgtan, D, l‘_i:nhq-n & lI||:!|os. ]nc.‘
E-E":' Co. Ommha, Nela.. .., Mickel liros. Co. I, 1% Droop & Sons Co.
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NEW FOREIGN RECORD CATALOGS

Up-to-the-Minute Listings of Victor Records in
Twelve Foreign Languages Now Available—
The Value of Foreign Record Business

New foreign catalogs listing Victor records
inn the following twelve languages have been
issued by the Victor Talking Machine Co.. and
arc being distributed to the trade through the
wholesalers: \rmenian, DBolhemian, Cuban,
Danish, Iiunisli, French, Ilebrew, ltalian,
Mexican, Norwegian, Polish and Swedish.
Others are available in Arabian, Croatian,
Dutch, Greek, Lithuanian,  Portuguese, Porto
Rican, Roumanian, Russian, Ukrainian, Serbian,
Slovak.

In connection with the featuring of forcign
records, the Victor Co. makes some timely comn-
ments as follows:

“There is no reason in the world why every
Victor dealer should not handle a foreign record
business. There is plenty of money in it. All
that’s necessary is to make known the fact that
you carry foreign records in stock. And one
of the best ways to bring about this object is
to get these forcign catalogs into circulation.

“The first thing, of course, is to find out what
nationalities are included among the foreign
population of your city, and then order catalogs
i those languages. Get one into the home of
cvery forcigner in town, for they all love music
and the catalog listing the music of their native
land will be as welcome as it would be to you
in a far country. Aund printed matter is not a
drug on the market with the foreigner; it's
something of a novelty.

“Foreign catalogs serve a double purpose—
not only do they list all the foreign records in
the particular language, but they contain il-
lustrations of some of the most popular type
Victrolas and prices of the entire line.

“Possibly you have not gone after this busi-
ness because of your inability to speak any
foreign language. This difficulty is not insur-
mountable. Suppose, for instance, the foreign
clement of your town is composed largely of
Swedes, with quite a sprinkling of Norwegian,
Canish and Finnish people. These four lan-
guages are all very similar in character and
they constitutc what may be called a national
group of tongues. There are other groups,
especially the Bohemian and Hungarian group,
the Ttalian group of dialects, the Russian,
Polish., Ukrainian group, etc. Generally speak-
ing, a resident familiar with one language of a
group will know the others.”

The Period Tone Arm Corp. has incorporated
with a capital of $10,000 and the incorporators
are: M. Borris, A. Rabinowitz and D. Golden-
berg., 148 Ambherst street, Brooklyn, N. Y.

CONDON & CO. REPRESENT SHERMAN-CLAY IN NEW YORK

Sherman, Clay & Co., the Great Pacific Coast Music House, Appoint Condon & Co. as Their
Representatives in the Metropolis—An Important Arrangement of Mutual Advantage

It was announced recently that Sherman,
Clay & Co., San Francisco, Cal, had appointed
Condon & Co., Inc., 200 Fifth avenue, New
York, their Eastern representatives. This im-
portant deal was closed a few wveeks ago when
Wm. A. Condon, head of the company beariug
his name, visited the Pacific Coast.

Sherman, Clay & Co. have manifold interests
in the East, all of which will be in the hands
of Condon & Co. One of the most important
Lastern activities will be the sale of the mechan-
ical reproduction rights for the compositions
published by Sherman, Clay & Co. to the manu-
facturcrs of talking machine records and player
rolls. During the past few years this famous
hou<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>