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designating the products of the Victor Talking Machine Co.

;u_——wwmummmﬂmmmnmulmmmnnnmlmmmmuuuu|||mm|mnnnuumnumnmmmummmmlmmun'mummmmmmnumummmmunummnLnummnunmmumumumu|unmmmnmmuumnmmnm IIlHIIIﬂlhIIIIJIIUllllllﬂll[ﬂllll’lﬂlldudllrmﬂlmdm

Entered as second-class matter May 2, 1905, at the post office at New York, N. Y., under the act of Congress of March 3, 1879

‘
E!

TERAL

»
ot

&L LA

{11

mwwurw

Allllm...... [

G

?

A



THE TALKING MACHINE WORLD

supreme in Tone and Design

L)EALERS who handle the Sonora today know why it has

such a hold on the public. Sonorais extensively and forcefully .
advertised, but this isn’t the real secret of its success. What
then is? Clear, obvious, undeniable superiority! Sonora has
always been first to introduce important improvements.

The Sonora is unique in — Sonora was the first phono-
having won the highest —— = graph to have an all wood
score for tone at a great in- sound amplifier.

ternational exposition Magnificent design and cabi-
against all competitors., It netry.

;)‘i:; t&i Eﬁg}%’ﬁ%gﬁp}éig Etﬁective, simple automatic
stop. ~

records without extra at- , ,
tachments and doesn’t limit Convenient envelope filing
system.

the owner to the products of
Motor meter which tells how

one maker. ;
many more records can be
played without rewinding.

ALL BRASS tone arm te
secure the finest tone, in-
stead of a cheap zinc-lead-
tin casting.

i Cabinet panels of wood 3"
Tone control at the sound Minuet thick instead of 38" like many
source, the correct place. other makes.

Sonora has more impor-
tant features than any other
phonograph. Some of these
are:

Extra-long-running, power-
ful, silent motor.

Remember — Sonora is licensed and operates under BASIC PATENTS of the
phonograph industry and Sonora dealers are not troubled by patent litigation.

- For particulars regarding an agency write today.

SONORA PHONOGRAPH COMPANY, INC.

George E. Brightson, President ¥
NEW YORK : 279 BRCADWAY

Canadian Distributors: I. Montagnes & Co., Toronto

Highest Class Talking Machine in the World
Ay

THE INSTRUMENT OF QUALITY o N
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C. N. ANDREWS NOW SOLE (OWNER OF BUFFALO BUSINESS TALKING MACHINE EXPORTS GROW

Buys Interest of His Brother in This Well-known Victor Distributing Institution—Plans Better
Service for Talking Machine Trade of Northern New York Where Possible

Burraro, N. Y, February 4—On February 1
Curtis N. Andrews, of W. D. & C. N. Andrews,
announced to the trade that he had bought over
the business from the senior partner, W. D.
Andrews, and also an-
nounced that the firm

™ would be knowmr in fu-

- 3 ture as Curtis N. An-

. h\ ,\ 3 drews. Although a
;'g"" change in the name has

taken place, Curtis N.
Andrews assures the
trade generally that the
same co-operation and
service will be extended
as formerly, only in a
greatly increased way.

The firm of Curtis N.
Andrews had its birth
under the name of W. D. Andrews, in-1906,
when it was located at Seneca and Wells streets.
\V. D. Andrews, who before that time had estab-
lished the corporation of \W. D. Andrews Co.
in Syracuse: saw the great possibility of a Vie-
tor wholesale enterprise in Buffalo. C. N. An-
drews became connected with the firm at the
time of its inception in Buffalo.

In 1909 the firm moved to 632 Main street,

-

4

C. N. Andrews

where it occupicd much larger space and was
doing both a retail and wholesale business. A
few years after moving to this location the firm
was changed to W. D. & C. N. Andrews, C. N
Andrews beconiing a partner.

The continued growth of the jobbing busincss
necessitated the enlargement and rearrangement
of its quarters, and in March, 1919, it was neces-
sary to-discontinuc the retail business in order
to devote every effort to wholesaling so as to
give dealers the best type of scrvice.

On July 1, 1919, the organization again moved,
this time locating at Pearl and Court streets,
which is in the very heart of the city. In this
new building, which the firm owns, they at
present occupy three entire floors, devoted ex-
clusively to Victor wholesaling.

\Vith the firm coming under the ownership
of Curtis N. Andrews, there is no question but
that better service than ever will be rendered to
the Victor dealer, where this is possible. Hav-
ing been born in upper New York State, and
having lived there all his life, Mr. Andrews thor-
oughly understands the buying psychology oi
the people of the upper New York region. He
has devotcd practically his entire business
career to Victor merchandising and there is no
question but that Mr. Andrews is extremely
well fitted to meet conditions.

MUSIC WHILE YOU WAIT

Early Morning Travelers To and From the
Railroads Hear Caruso for a Nickel

Early morning workers who cross the Bay to
the Jersey side have music while they wait in
the terminals for trains to take them to the out-
lying factory towns and cities. Many of them
have some time to spare and the result is music.

At the Central Railroad of New Jersey ter-
minal there are two big automatic phonographs.
Their records consist of everything from jazz
to opera by musical comedy singers and famous
artists. For a nickel the early workers listen
to Caruso while waiting for the 7:15. A railroad
attache says that every niorning there is a con-
cert, and sometimes opposition ones, for the
workers always come with enough nickels to keep
the machines working until the trains depart.

The Tiphany Phonetic Corp., New York, has
been incorporated with capital stock of $4,000,-
000, to engage in the manufacture of phono-
graphs. The incorporators are J. R. Jentes, W.
W. Staub and C. B. Bash.

TO OPEN NEW STORE IN BROGKLYN

Schwartz, Kramer & Jelling, Inc., to Open “The
Brunswick Temple of Music” at Kings High-
way on or About March First

Schwartz, Kramer & Jelling, Inc., represent
the latest addition to the piano and talking ma-
chine houses of Brooklyn, N. Y. having just
leased a large store at Kings Highway and
Coney Island avcnue, that city. The new con-
cern has adopted for its store title “The Bruns-
wick Temple of Music,” but although the
Brunswick phonographs will be featured very
strongly, pianos and musical merchandise gen-
erally will also be handled.

The new store, which will be opened on
March 1, is now being equipped and decorated.
A number of soundproof booths are being in-
stalled and the general decorative design is in
the Greek-Gothic style.

Milton Kramcr, vice-prcsident and general
manager of the company, is wcll known in the
local trade, having Dbeen connected with the
wholesale and retail talking machine business
for a number of years.

The Industry_ Is Facing a Period-_of C?en_uin—e D_ez;lopment

MERICAN industries as a whole have just been going through

Exports, Including Records, for Eleven Months
Ending November, 1920, Total $7,153,487

Wasuingrox, D. C., February 6.—In the sum-
mary of exports and imports of the United
States for the month of November, 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 November, 1920, amounted in value
to $63,882, as compared with $44,488 worth which
were imported during the same month of 1919,
The eleven months’ total ending November,
1920, showed importations valued at $815,469,
as compared with $490,410 worth of talking ma-
chines and parts during the same period of 1919,

Talking machines to the number of 9,796,
vatued at $397,426, were exported in November,
1920, as compared with 6,535 talking machines,
valued at $343,896, sent abroad in the same period
of 1919. The eleven months’ total showed that
we exported 79,530 talking machines, valued at
$3,694,731, as against 58,871 talking machines,
vatued at $2,161,295, in 1919, and 59,604 talking
machines, valued at $1,772,716, in 1918.

The total exports of records and supplies for
November, 1920, were valued at $378,087, as
compared with $488,445 in November, 1919. For
the eleven months ending November, 1920, rec-
ords and accessories were exported valued at
$3,458,756; in 1919, $3,311,098, and in 1918,
$2,104,778.

ASK RECElVET( FOR ATLANTA HOUSE

Petition Filed Against Southern States Phono-
graph Co. by Several Creditors

ATLaNTA, Ga,, February 4—An involuntary bank-
ruptcy suit, accompanied by a petition for the
appointment of a receiver, was last month filed
in the bankruptcy division of the United States
Court, in this city, against the. Southern States
Phonograph Co., lnc, a company organized in
\tlanta several months ago for the purpose of
manufacturing and distributing phonographs
and records.

The suit was filed through Attorney William
A. Fuller, counsel for the petitioning creditors,
the principal one being Rhett, O’'Beirne & Lock-
ridge, an insurance partnership, with claims of
$1,165.91 against the corporation, which has of-
fices in the Arcade Building and a large factory
and warehouse on Marietta street. Judge Samuel
H. Sibley set the hearing for a receiver.

Few of the golden opportunities we hear about
would stand the acid test.

a most strenuous period, and although at no time has the situ-
ation suggested a panic, there developed conditions nevertheless that
shook the stability of more than one line of business. Apparently
the talking machine trade has been one of those to come through
the period of uncertainty with comparatively few scars, despite the
talk of pending catastrophes which only a short time ago was heard
frequently.

Considering the point to which the iudustry has developed dur-
ing the past few years, and the conditions under which it deveioped,
there has been shown a stability that is indeed gratifying. Not
that there have been no failures, but these failures have been
comparatively few and, with one or two exceptions, of a character to
arouse little apprehension. In some quarters there has been a tend-
ency among some of the weaker members of the trade to fold their
business tents, as it were, and silently steal away, but this thinning
out and a clearing up of unsound institutions will unquestionably

work to the betterment of the trade when things finally adjust them-
selves. , :

That the talking machine trade, both in the manufacturing
and retail ends, has not lost its allurement for those seeking busi-
ness opportunities is indicated by the number of new concerns
which have announced their intention of invading one or another
branch of the field. In the most places the announced capital is of
sufficient size to indicate that the “shoe string” era has passed, and
that these coming trade factors are working on the idea of perma-
mence.

Having proven its stability, it would seem that the talking
machine trade has before it a period of genuine development along
lines that will insure the maintenance of that stability. The oft-
repeated claims that the industry is still in its infancy may be con-
sidered by now somewhat exaggerated, but the man who cannot
see before the trade most attractive opportunities for development

is=certainly- lacking in vision.

See second last page for Index of Articles of Interest in this issue of The World



4 THE TALKING MACHINE WORLD

Ferruary 15, 1921

Everyone who owns a talking machine is, or
should be, interested in hearing the new records
as they come to the dealer’s store and in learn-
ing what are the favorite records of other own-
ers of talking machines.

But the fact remains that only a compara-
tively small percentage of people owning talk-
ing machines make a practice of going to the
dealer’s store regularly every month and listen-
ing to a demonstration of the new records, It
is also true that there isn’t the interest there
should be in knowing what are the biggest sell-
ers among the new and old records and just
what records make the biggest hit with local
folks.

It would seem as though in these facts there
lay a splendid opportunity for the furniture
store which deals in “talkers” and records or
the straight talking machine dealer to stir up a
lot of interest in records which will focus a
lot of attention on the store and boost the store's
record sales appreciably.

Aside from personal invitations and record
recitals there are a number of inexpensive and
easy ways in which a store might stir up such
interest and increase its sales. For instance,
the store might inaugurate a school stunt along
these lines:

The dealer might take an instrument around
to one or two schools which didn't own talk-
ing machines and might play some of the best-
known old-time songs for these schools at the
regular daily assembly. This in itself would be
a good stunt, as it would make the children talk
about the entertainment and thereby implant in
their homes the germ of a desire to own ma-
chines. The dealer would be also demonstrat-
ing to the schools the immense advantages of
owning machines.

1f all the schools in the city already own ma-
chines then the dealer might simply take the
records to some one or two of the most promi-
nent schools and play them on the school ma-
chines at the assembly periods. Then, while
the selections were being rendered, the demon-
strator would gauge the amount of applause
each selection received. In this way it would
be found which of the selections were most popu-
lar with the schools. After finding out which
of the records were the most popular the store
might make a window display of all the records

used in the demonstration and then give point
to the display by the use of a placard reading
like this:

“What Is YOUR Favorite Old-time Song?

“Look at the records in this window. We
played them at the Jefferson and Blooming-
dale schools this week. And the records which
got the greatest applause from the children were:

“‘Home, Sweet Home,’ and ‘My OIld Ken-
tucky Home.

“Rather a surprising selection, isn't it? Are
these two YOUR favorite selections? \Which
two of the records shown in this window are
YOUR favorites?

“Come in and let us play these records for

i

The Dealer Who Will
Win in Record Sales
Is He Who Employs
Distinctly Original
Exploitative Methods

st

vou and also any other records you'd like to
hear. Tell us what records you like, so that we
can tell the rest of the local public what this
city’s favorite old-time songs are.”

Such a stunt would be sure to attract a lot
of attention and would also make a lot of
people want to register their selections with
the store. And if the store offered to give free
five records to the persons naming the record
which received the greatest number of votes
then the interest in the affair would be quite
largely increased.

Suppose, again, that the dealer interviewed
some of the leading citizens of the town and
secured from them expressions as to what old-
time and modern songs and musical selections
they prefer. And suppose that he placed in the
show windows of his store the various records
named by these citizens and attached to each

2
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Ideas for Increasing Interest in the Sales of

Talking Machine Records

:: By Frank H. Williams

B

record a card bearing the name, address and
business octupation of the man or woman nam-
ing that particular record as his or her favor-
ite. And suppose that point is given to this
exhibit by a placard placed in the middle of the
window reading about like this:

“What are YOUR favorite talking machine
records?

“Here are some of the records favored by
leading local citizens.

“Are these records also YOUR favorites? Or
do you prefer some entirely different songs and
musical selections?

“Come in and tell us what records you lxke
and then let us play for you the selections
shown in this window. You'll be very much
interested in hearing the music that especially
appeals to the leading bankers, leading club
women of the city and others.”

Wouldn't a stunt of this kind stir up a lot
of interest and make the store very extensively
talked about. And wouldn’t such word-of-
mouth advertising be a mighty good thing for
the store and tend to boost its business? And
wouldn’t the bringing of many new people into
the store also tend to popularize the establish-
ment and to increase its new business?

People are always interested in stunts of this
kind. They are so intimate and personal and
so strictly home-town stuff that it is only nat-
ural for folks to have their attention attracted
to them and to then talk about them extensively.

Furthermore, a stunt of this character is the
very sort of thing that would make a splendid
“feature” story for a newspaper and it is quite
likely that some one of the local newspapers
would be glad to seize on the idea and play it
up in a special feature article.

Here’s still another way in which the alert
dealer might stir up additional interest in new
and old-time records:

Suppose that the store from month to month
told about the records of which it had sold the
greatest quantity during the previous month.
Such information might be given in two sec-
tions—one section telling about the best-selling
old-time records and the other telling about the
best-selling new records. Six best sellers in
each section might be given and some of the
reasons why folks purchased these records

(Continued on page 6)

Sacrificing entire stock at less than
to- day’s market prices.
F. O. B. New York or Chicago.

Executive Office
23-25 Lispenard St.
New York, N. Y.

NYACCO Albums At Pre-War Prices

FEATURES why NYACCO ALBUMS are the BEST
as already proven by their great demand
Solid wood back re-inforced with cloth hinges which holds back firmly. to

the cover.

Pockets can easily be removed by lifting staples from their places, new leaves
can be inserted and the staples placed into position again by pressure of the

thumb.

Specialize in making a ten-inch pocket into a twelve-inch cover, giving cabi-
net uniform appearance .when equipped with ten and twelve-inch albums.

The pockets lie perfectly flat when the book is opened.

New York Album & Card Co.

Ask Your Jobber for Genuine NYACCO Albums----Accept no substitute.
Distributors throughout U, S.----Write Us for Name & Address of Jobber nearest you.

Two-in-one pockets secure each envelope from coming apart.

Each side edge metal piece reinforced by steel nails into the solid wood back
together with staples that secure the pockets are made all-in-one.

Chicago Factory
415-17 S. Jefferson St.
Chicago, Ill.
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; Victor
supremacy
' 1s self-evident

Victrola VI, $35
Mahogany or oak

It 1s the supremacy of achievement--- Victrola IX, $75

Mahogany or oak.

of great things actually accomplished.

And 1t brings success to Victor
retailers everywhere.

|
|
|
|
2 “Victrola” is the Registered Trade-mark of the Victor Talking Machine Company l
designating the products of this Company only. 5
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 I
and synchronized in the processes of manufacture, and should he |
used together to secure a perfect reproduction. '
L] )
i 12 Victor Wholesalers ‘
|
; Albany, N. Y.......Gately-lHaire Co., Inc. Milwaukee, Wls, ..Badger Talking Machine Co. B l
’," Atlanta, Ga. ...... .Elyea Talking Machine Co. | Minneapolis, Minn..Beckwith, O'Neill Co. |
) Phillips & Crew Piano Co. Mobile, Ala..,..... .Wm. H. Reynalds. Wictrola XI, $150 ‘
‘ Baltimore, Md. .. %f’h%" grgg:ggesSons Co. Newark, N. J...... .Collings & Co. Mahogany, oak or walnut
H. R. Eisenhrandt Sons, Inc. | New Haven, Conn.,The CIIorton-Gallo-Creamer |
. . ey, M h s 0% .
Il;:::::;:gl:;z‘s 21 g?ilxlr::gDitsz: 1(:;; o New Orleans, La...Philip Werlein, Ltd.
g * *""""The Eastern Talking Machine | New York, N. X....Blackman Talking Mach. Co.
Co. Emanuel Blout.
The M. Steinert & Sons Co. ChaB{e‘;miI& DSctm, In&c a )
Brooklyn, N, Y,....American Talking Mach. Co. ] 1Es0n %, u 1
' G. T. Williams Co., Ine. kmcg(hi;b:dé%r ’}‘S‘l:kmg Lo 134
Buffalo, N. Y.......W. D. & C. N. Andrews. Musical Instrument Sales Co.
Buffalo Talking Machine Co., New York Talking Mach. Co.
- Inc. Ormes, Inc.
Burlington, Vt.....American Phonograph Co. Silas E. Pearsall Co.
Butte, Mont. ......Orton Bros. Omaha, Nebr. .....Ross P. Curtice Co.
Chicago, Ill, .. Lyon & Healy. . Mickel Bros. Co.
B i Rudolph Wurlxtzer Co. | Peoria, Ill. ........ Putnam-Page Co., Inec.
Chicago Talking Machine Co. | Philadelphia, Pa...Louis Buehn Co., Inc.
Cincinnatl, 0. .....Qhio Talking Machine Co. C- J. Heppe & Son.
| The Rudolph Wurlitzer Co. gzrfncg’l:g:ol)rap?mé?m ICO
h 14 ., Anc.
| = Cleveland, O, ......The }(Elevelénd Talking Ma- The Talking Machine Co.
CHITERNO H. A. Weymann & Son, Inc.
Ot Eoiipse. MG G5, Pittsburgh, Pa. ...W. F. Frederick Piano C
Columbus, O. ......The Perry B. Whitsit Co. [2ONCE e . Me“eoreréco oo tLo- 5
Dallas, Tex. ......Sanger Bros. Standard Talkmg Mach Co.
Denver, Colo. .....The Knight-Camphell Music | Portland, Me. .....Cressey & Allen, Inc.
. Co. Portland, Ore. ....Sherman, Clay & Co.
! Des Moines, Ia.....Mickel Bros. Co. Richmond, Va, ....The Corley:Co., Inc. T
f Detr.oit, Mich. ....Grin.nell Bros. Rochester, N. Y....E. J. Chapman.
[ Elmira, N. Y.......Elmira Arms Co. Salt Lake City, U..The John Elliott Clark Co.
El Paso, Tex.......W. G. Walz Co.. ) San Francisce, Cal.Sherman, Clay & Co.
Homnolulu, T. H.....Bergstrom Music Co., Ltd. | ‘geattle, Wash. .+..Sherman, Clay & Co. :
Houston, Tex, .....The Talking Machine Co. of Spokane, Wash. ..,Sherman, Clay & Co. 2
Texas. . . o ] ¥
. a Talki Macki St. Louis, Mo, ....Koerher-Brenner Music Co. . i
o Indmnap?:'s’ Ind...IS?;ewrzrt Talkmg Mach.me go' St. Paul, Minn....W, J. Dyer & Bro. Victrola XVI, $275 Ll
UEglusonyl ‘le, i o S =8 MRciine (5 Syracuse, N. Y.....W. D. Andrews Co. Victrola XVI, electric, $337.50
3 Kansas City, Mo...J. \V Jenkins Sons Musie Toledo, O. .....,...The (’:I‘olcdo Talking Machine Mahogany or oak
! The Schmelzer Co. 0.
Los Angeles, Cal...Sherman, Clay & Co. WWashingtom, M C..C?hen D&roolgu hessons Co.
e Memphis, Tenn, ...0. K. Houck Piano Co. Rogers & Fischer.
i Vi lalking Machine C
! ictor lalking Machine Co.
{ 4
q . i
i Camden, No Jo, U» So A: <
i .
4 . .
2 3 - = L —
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SELECTING THEIR FAVORITES

IMPORTANT TO THE TALKING MACHINE TRADE

Record Albums

spondence.

AND ALL OTHER DISC RECORDS

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

CHICAGO OFFICE:

508 South Dearborn Street

Lower Prices for

Yes, due to lower costs, we are mak-
ing substantial reductions in prices.

We solicit your orders and corre-

OUR ALBUMS ARE MADE TO CONTAIN VICTOR,
COLUMBIA, EDISON, PATHE, VOCALION

THE PERFECT PLAN

INCREASING INTEREST IN RECORDS

(Continued from paye 4)

might be added. For instance, in the new rec-
ords section it might be stated that some of
the reasons given by purchasers for securing
these particular records were as follows:

“I’'m buying this record because it is a peach
ci a one-step.” '

“1t seems to me that everybody's buying this
record nowdays and 1 want to be on the band
wagon.”

“I'm simply crazy about this record.”

“I think this is the catchiest tune I’'ve ever
heard.”

And some of the reasons assigned for pur-
chasing the old-time records might bc summar-
ized as follows:

“This always was one of my favorite selec-
tions and now that we have a talking machine |
want to play it often.”

*I heard this meclody when I was a boy and
i ve alwavs desired to be situated so that I
can hear it frequently.”

INCORPORATED

The Sterling Art Co., of Brooklyn, was incor-
porated at Albany recently with a capital of
$25,000 for the purpose of dealing in phono-
graphs. Those interested are Archiland M.
L.lano and Wm, A. and Ruth Price, 189 East
Eighteenth street, Brooklyn, N. Y.

A man's wealth depends not so much on what
he has as on what he could do without.

INCREASE CAPITAL TO $10,000,000

Heywood Bros. & Wakefield Co. Expand Capi-
tal to Conformity With Increasing Business

Heywood Bros. & \Vakefield Co., manufac-
turers of talking machines and furniture, have
certified with the authorities of the State of New
Jersey to an increase in capital stock from
$7,000,000 to $10.000.000, divided into 100,000
shares at $100 each, 60,000 commmon and 40.000
prefcrred stock.

GETTING EYES ON THE BULLETINS

Interesting Suggestion to Attract Attention of
People Who Pay Instalments on Purchases

A large majority of the talking machines
bought by women are sold on instalments, says
Buy at Home News, and it is usually a woman
who brings down her account book and pays
the monthly instalments. For that reason at
either side of the cashier’s window there is a
bulletin of the new records for the month. The
customers' eyves fall on these whilc their re-
ceipts are being made out, with the result that
additional sales are made.

The Kingsbury Music Co., of Denver, Col..
has been appointed Victor dealer. ‘This busi-
ness is owned by Miss Marion Kingsbury, who
at one time was a member of the Metropolitan
Opera Co.. and who intends to conduct a very
artistjc establishment devoted to music and its
exploitation.

NEW VICTOR STORE IN CLEVELAND

Nela Park Music Shoppe Opens Attractive
Establishment in East End of City Which Is
Controlled by A. Finesilver

CLeveranp, O., February 5.—A very important
addition to the retail Victor stores in this city is
that just opened by the Nela Park Music Shoppe.
which is controlled by A. Finesilver, who was
fecrmerly with the Hippodrome orchestra. The
new establishment is located in the East End and
is adjacent to some of the largest manufactur-
ing establishments in the city, notably the Na-
tional Lamp \Works of the General Electric Co.,
as well as several high-class resident suburban
communities. Edward B. Lyon, sales manage:
of the Eclipse Musical Co.. Victor wholesaler.
co-operated with Mr. Finesilver in the arrange-
ments for the opening as well as the general de-
tails of the interior construction.

IN THE MARKET FOR MACHINES

Augusto Marin, manufacturers’ agent and
merchandise broker, located and operating in
Aguadilla, Porto Rico, W. 1., writes The Talk-
mg Machine World as follows: “I am in the
market for some talking machines. Please ask
American manufacturers to send catalog, prices
and discount to me direct.” Mr. Marin’s ad-
dress is P. O. Box 125.

Jammes Pawley, talking machine dealer of
Pleasantville, N. J., has secured larger quar-
ters in the Red Men's Hall Building in that town

Peerless Metal
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In town.

Write for particulars
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indestructible album.

The Key to Increased Record
Sales Lies in Peerless Albums

Let us show you how to increase your record
business through the application of Peerless Albums
and our sales suggestions.

Now that we are thoroughly established 1n our
new home, right on Broadway, we wish to extend a
standing invitation to the trade to call upon us when

Our new plant and equipment marks a develop-
ment which furthers our slogan of “‘Peerlesss quality
and service.”

PHIL RAVIS, President

PEERLESS ALBUM COMPANY
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Chicago Office:
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once the carrying out of a program that should bring definite results
in a comparatively short time. After all, the dealers in everything
musical, whether pianos, talking machines or ukuleles, are working
in a sense to a common end, and are joined together by a certain
bond of sympathy, and when there comes time for action the work
of a united industry is naturally more effective than the independent
efforts of several disjointed sections. This is a point worth think-
ing about.

As a matter of fact, the name “National Association of Music
Merchants” was adopted to supersede the previous title of “The
National Association of Piano Merchants” with a definite idea in
mind of bringing into the association talking machine inen, inasmuch
as the majority of the piano retailers handle talking machines, and
a discussion of talking machine problems would therefore find a
fitting place in the association councils.

Just at the present time the National Association of Music
Merchants is officially recognized as the retail division of the
Music Industriess Chamber of Commerce, with which a number
of the leading talking machine manufacturers, as well as the lead-
ing talking machine jobbers, are officially affiliated. It might be
that to make unnecessary the formation of a new talking machine
dealers’ organization certain changes in the existing association might
be desirable in order to meet certain specific requirements of talk-
ing machine men. That is a matter that could easily be decided.

Meanwhile, the question is for the retailers to get together in
some way or another for the purpose of protecting their interests
in various directions, in the matter of Federal tax legislation, for
instance, and for improving general trade conditions when such
improvement seems possible. If only the spirit of camaraderie is
developed among the members of the trade any association fulfils
a definite and useful purpose.

‘ CURBING ACTIVITIES OF “GYP” DEALERS

HE retail talking machine trade, in the larger cities particularly,

has suffered more or less from the operations of “gyp” dealers
for several years past, and despite the efforts that have been made
to curb the activities of these “‘private house” or “storage” special-
ists they have continued to flourish to an annoying degree in one
form or another. The enforcement of local ordinances and State
laws has served to discourage the practice of using the names of
standard machines to market inferior products, but false statements
regarding values have still persisted.

The recent decision of the Federal Trade Commission against
a group of Chicago operators working under the names of various
storage companies, in which the defendants were found guilty of
unfair methods of competition in interstate commerce and were
ordered to discontinue their methods, should serve to discourage
“gyp” dealers in other sections to a large extent. The defendants
claimed that they were selling “$250-size” phonographs which were

in storage, and of which there were only a limited number, at the
“special price” of $69.50. The Commission found that the special
price quoted was the usual resale price of the instruments and that
they were not in storage but were manufactured by the defendants,
and that the quantity was not limited. The other advertised state-
ments were, so far as is known, correct.

The prosecution of the Chicago people resulted from a com-
plaint filed by the Better Business Bureau of the Music Industries
Chamber of Commerce, which has on several occasions put a stop
to questionable methods of talking machine advertising and selling,
either through moral suasion or by the bringing of legal action. Its
work in this connection is worthy of the highest praise.

SOME DEVELOPMENTS OF INTEREST

CCORDING to authoritative reports from the great furniture

market in Grand Rapids the competition in the matter of talking
machine production offered by furniture manufacturers seems to
have reached its peak. During the past few years furniture fac-
tories have been handling an increased volume of talking machine
business, either as marketers of complete machines or as suppliers
of cabinets for those who themselves market machines.

In some cases the manufacture of furniture was discontinued
entirely in order that entire plants might be given over to talking
machine cabinet production, and even with these great facilities
cabinets for a time were difficult to obtain. It now seems that a
number of furniture manufacturers have sensed a change in condi-
tions and decided to go in again for furniture, with cabinet produc-
tion largely eliminated, and the manufacture of completed instru-
ments continued as a subsidiary enterprise.

This change in front has not come suddenly, but was heralded
close to a year ago and efforts of certain manufacturers to tie up
furniture plants on big cabinet contracts met with little or no suc-
cess. The reason assigned for the change by some furniture men is
that the newer talking machine companies who felt that their success
would be permanent have either increased their own cabinet-pro-
ducing facilities or have equipped their own cabinet-making plants,
which meant that the furniture man was left high and dry when
existing contracts ran out. To have held on to the cabinet business
indefinitely would have meant that the furniture men must go back
into furniture production suddenly and be called upon to re-establish
their furniture markets under strong competition.

There are, of course, a number of furniture manufacturers
who will continue marketing complete machines of their own pro-
duction that have been manufactured along correct lines and have
won a substantial reputation and a market for themselves. These
are the men who had vision and faith in the talking machine industry,
and who, moreover, possessed the good judgment to use their own
names on the products turned out by their factories. The develop-
ment is an interesting one and provides food for thought.

generation.

“HITCH YOUR WAGON TO A STAR”

is a maxim that has been handed down from generation to
The _exclusive Victor retailer well appreciates
the value of this saying.

As the year progresses we believe that the exclusive Victor
retailer will reap what he has sown in energetically featuring
Victor merchandise exclusively.

Ormes service will assist their dealers in every
way possible consistent with good merchandising

ORMES, Inc.

103 E. 125th St.

REG.V.S PATIOFF

Wholesale Exclusively NEW YORK
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The people of this country are addicted to
the mail order habit. If any ane doubts this
statement let him consider the fact that one
mail order house alone sold more than a quar-
ter of a billion dollars’ worth of goods last year.
In other words, this one company did a busi-
ness equal to a $2.50 sale to every man, woman
and child in the United States last year.

And this is just one mail order house—the
largest one in the country, it is true, but there
are many mail order houses in America. And
thev are all doing business. Yes, they are do-
ing business and they are doing it in my town
and in your town, Mr. Dealer.

The merchants in a small town in Kansas
got together some time ago and determined to
find out just how much money was leaving their
town that ought to be kept there. They went to
the post office, the express office and to the
banks and made inquiries. And they got some
astounding figures! They couldn’t get the names
of those individuals who were patronizing the
out-of-town stores, of course, but they could
get facts on the volume of business being done
in their town by their absentee competitor.

One of the leading bankers of the town stated
his position on the subject when he said to the
committee that had called to interview him:
“Gentlemen, I had rather have the amount of
money sent through this one bank for goods
bought out of town than to have the receipts of
any one of your stores.”

Why Do They Do It?

These are not pleasant facts to the honest
dealer who is trying to give honest service and
to earn an honest living. But, as the old saying
has it, “Facts are facts and figures are figures,”

and there is 1o reason to deny either. Neither
does it do any good to bewail the facts or to
get mad and “cuss” the mail order- houses or
the ones who patronize them. It behoowves us,
rather, to study the situation and try to learn
whether or not there is any cure for the afflic-
tion. 1.€

Why do our fellow citizens buy by mail in-
stead of buying from us?

A little thought will furnish several reasons.

L

A Mail Order House
Has No Method That
Cannot Be Duplicated

and Improved Upon by
the Lo'cal Dealer

SO

In the first place, these houses sell through their
catalogs in which they have pictured and de-
scribed their goods. These catalogs are seut out
through the mails into the homes of the peo-
ple and the people study them. Every member
of the family turns through the catalog time and
again, looking and looking, with an especially
long look each time at some coveted article. The
result is a very natural one—the looker becomes
a buyer.

l:ouse.
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i Why PeOple Buy by Mail, With Suggestlons
for Meeting Mail Order Competltlon D. G. Baird §

The ones who prepare the mail order catalogs
are specialists in their fields and they turn out a
product that fully meets the four fundamentals
of advertising. The big book of itself catches
the attention, aided, perhaps, by some curiosity
to know just what it has to offer. Desire is
aroused by looking at the displays and convic-
tion is borne in upon the looker by the splendid
descriptions and expositions given of the goods.
The prospect is moved to action by the fact
that he desires the goods and believes that he
can get them cheaper from the mail order house.

A dealer in washing machines, writing in a
trade periodical, tells of his experience in deai-
ing with a citizen of his town who was known
to be a confirmed patron of the mail order
The dealer, on hearing that this gentle-
man was ih the market for a washing machine,
decided to go after the business.

He invited the customer to come to his store
and look owver his stock. The latter came and
was shown the local merchant’s washing ma-
chine and was told of its many excellent fea-
tures. “At least,” says the dealer, “I told him
all I knew about it” (The italics are his, too.)

“Then,” continues the dealer, “he started in
by asking a few questions about the washer
and in half an hour he had told me more about
washing machines than 1 had ever heard or
dreamed of. Finally T asked him where he had
learned the washing machine business. He
hadn’t learned it, he said, but he knew all about
‘'em—from their most inward and basic prin-
ciple to the outside finish—from reading mail
order catalogs.”

Yes, the mail order house advertises. And it
doesn’t stop with advertising through the me-

ANOTHER SUGGESTION -
KENNEDY-GREEN COMPANY

1865 Prospect Avenue
AND SEE WHAT HAPPENS
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dium of its catalog. In every Sunday paper in
my town appears a full-page advertisement of
talking machines and another of an eucyclo-
paedia. We are not concerned about the latter,
but we are about talking machines.

The fact that the mail order house advertises
is not, of course, anything new or startling, but
the point is this: The mail order house lets the
people know that it has the goods. And how
often it happens that the local dealer doés mot
let the people: know that hc has the goods!

The representative of 'a publishing house that
cdoes some busineéss by mail tells this story.
His house had advertised a book on business
management and in reply several department
store executives throughout the country ordered
the book by mail. In each case the store was
a customer of the publisher’s and carried in
stock the book which the executives ordered.

From the same towns where department
store ofticials had ordered this hook canre other
orders in sufficient numbers to have amply justi-
fied the expense of advertising the book in the
local papers. So this publicity got the business
not only of the people in the communities who
should have bought from their dealers, but of
the dealers themselves!

Now if the head: of a department store will
not take the trouble to learn whether or not
his own store carries in stock a book he wants,
but goes ahead and ordérs it direct, how rcan we
expect the customers to come looking through
our dusty rows of records to learn whether we
have what they want when it is so easy to order
it by mail?

Still another reason why so many people buy
by mail is the fact that all goods are marked
in plain figures. They don't have to ask the
price on one or several articles. They don't have
to ask why one article is higher than another—
they are told in the text. They are not hur-
ried in making their choice. They can take
their time and think things over—talk the mat-
ter over with other members of the family
maybe—~then make up their minds as to whether
they shall buy.

And when they do huy they feel sure that they
are getting the goods much cheaper than they
could buy them from tlieir dealers. This, after
all, is the greatest reason why people buy by
mail. Oh, yes, no doubt they are mistaken—
but do they know that they are mistaken?

And, finally, when they send their orders off
they know that if they are not satisfied they
can get their money back without question.
True, they may experience some annoyance and
inconvenience in obtaining refunds, but they
feel sure that it will be all right.

Wherein They Are Mistaken

The people who buy by mail are, of course, mis-
taken in many of their beliefs concerning mail
order goods and service. They frequently do not
consider the fact that prices are f. 0. b. the factory
and that freight and drayage are pretty high
these days. Nor do they seem to understand
that the mail order houses are enabled to make
the prices they offer only because they buy in
large quantities and employ cheap labor in their
factories. In other words, the mail order house
i> able to sell cheaper because it buyvs in a big
way, crowds the manufacturer on prices and
tuen does business with a minimum overhead.

Again, the pcople feel sure that if they are
dissatisfied with the goods they may return them
and their money will be cheerfully refunded.
This may be true, but as a matter of fact re-
funds are invariably made in the form of an
order for merchandise of equal value. Then if
the customer sends this back and asks for a
postal money order they will probably send him
an express moncy order or a cashier’s check; or
if he asks for one of these they will very likely
send him a postal mouney order. Considerable
annoyance is frequently experienced in this way.

Then, too, many a customer has ordered goods
from a mail order house -and has had to wait so
leng for them that he didn't need them when at
last they did arrive.

Meeting Competition

These are true facts. But do the people know
that they are true facts? And if they don't know
this why don't they know it?

We don't like to **knock” any one's business,
but here is a situation that demands action of
some kind. The local dealer is certainly en-
titled to the business and has right on his side
from every standpoint. Couldn’t we then com-
pare prices a little and point out a few cases in
which we excel the mail order house?

One dealer who handles electric lamps and
fixtures in a Western city was selling a certain
lamp that cost him $2.75 for $5 and putting it up
in the customer’s home when he was surprised
to learn that a mail order house was selling
the same lamp for $6.95 and the customer paid
the express and had to install it himself.

This is a daily occurrence in every town in
the country. The mail order house handles
some standard goods, as a rule, and it usually
charges as much or more for such goods as the
dealer charges. Why not get a catalog and
nake some comparisons?

The methods adopted by the mail order houses
get the business, but they have no methods that
dealers cannot duplicate and improve upon.

Take the matter of creating desire, for ex-
ample. The mail order house depends upon its
attractive pictures and descriptions to arouse
desire.  But the dealer has the privilege of dis-
playing the actual goods in his show windows
and of picturing them in his advertisements.

The catalogs give good descriptions and con-
struction talks on goods, but how much better
the dealer can do this in personal conversation
with the prospect! The dealer nust, to be sure,
know his goods. [f he does not know his goods
he will find himself in the predicament of the
dealer who tried to sell a washer to one who
kitew more about the machine than he. This is
the dealer’s business; he should know his goods.

The local dealer can guarantee satisfaction or
money back and can live up to his guarantec
without inconveniencing his patrons in the way
the mail order houses do.

The dealer has the advantage in every re-
spect. Lect him make the most of this advan-
tage and the receipts of his out-of-town com-
petitor will not be so large this year.

Cawma
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Beauty, remarkable working qualities and its hold
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Here s Your Chance
Big March 59c Sale

To keep the Columbia Record Catalog within
a reasonable size, we must retire certain records.
Many of these are still popular enough to sell
quickly at a popular price. Here’s your chance.
Never in the history of the music business have
Columbia dealers been able to sell such good
records at so low a price with a big advertising
campaign to help them.

Limited Supply

Within a few days you will receive our Retired Record
List, which will give you the full list of records to be
sold at 59 cents. If you need more of these 130 numbers,
you can get them from our Branches at 59 cents, less your
regular discount. We have discontinued the manufacture of-
these records, so the supply is limited.

Recent Releases

The majority of these records have been released within
the last eighteen months. You’ll find on the list selections by
such artists as Al Jolson, Art Hickman’s Orchestra, Van and
Schenck, Harry Fox, Guido Deiro, the Paul Biese Trio, Ted
Lewis’ Jazz Band, Henry Burr, Campbell and Burr, the
Peerless Quartette, Sterling Trio, etc.

COLUMBIA GRAPHOPHONE COMPANY
NEW YORK 2




FeBrUARY 15, 1921

THE TALKING MACHINE WORLD

AT i M1l i

During the readjustment now taking place in
almost all lines of business, progressive dealers
in the music trade have no doubt given much
thought to the task of improving and stimula-
ting their business.

The splendid article by Bruce Barton in
Printers’ Ink (reprinted in The World this
month) showing how salesmen can make pros-
perity, brought to my mind another kind of
salesman that is just as important a factor for
good or bad for the retail store as the travel-
ing salesman described by Mr. Barton is to

the jobber. This is the silent salesman—your
show window.
While some of the leading music stores

Black and white dance record display designed by Ellis
Hansen. Silhouettes cut out of black velvet, mounted on
white silk panels. Background: ‘pearl gray plush curtains.

recognize the window as the most important
part of the establishment and pay proper at-
tention to their displays, there are still entirely
too many dealers who only make a half-hearted

=

two lines of instruments.
window 16x20 feet. Special stress is laid upon
the “gift idea,” eleven instruments being shown.
lamps.

effort, if any at all, and look upon the show
window as a mere concession to business—
a disagreeable necessary evil that not only adds
to the light bill, but makes the merchandise
used for display shabby and dusty.

Christmas display designed by Ellis Hansen. Corner window treatment showing
Floor and all ornamentations are snow covered.
instruments
Notice the effective use of floor

15

I f
The makers of talking machines, records and
player rolls are domng much to dispel such
antiquated views and awaken the dealers’ in-
terest in making timely and interesting dis-
plays. To this end many have various kinds of
window services, consisting of monthly litho-
graphed show cards, hangers and display units
that are sold to dealers at cost or sometimes

Display Hansen for Adam
period instruments. Color scheme: ivory, nile green and
black. XNotice characteristic Adam ornaments,

screen designed by Ellis

given away. These could be of great service
and very helpful to the dealer who would fol-
low the directions given, using common sense
and taste in the arrangement.
Manufacturers’ Window Helps

Unfortunately the size and shape of win-
dows differ so much
that almost every deal-
er has a problem of his

Eallet.

Size of

to make capital on

siderable attention.
own. Professional jealousy makes it difficult
for Brown to use the same display as Blank,
his competitor, is using in the next block down
the same street—and some dealers misuse these
displays in a way that is positively depressing.

MADE BY

PHONOGRAPH CASES

Reinforced 3-ply Veneer
The Standard Case for Talk-

ing Machines and Records

Let us figure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills in Va., N. C. and S. C.

lop Prosperity

Fall opening display designcd by Ellis Hansen, featuring records from Morris
Gest's production of **Aphrodite’”—the greatest feature of this extravaganza was the
Russian Ballet arranged by Michel Fokine, said to be" the creator of the Russian
For this reason a number of famous ballet records were shown in connection
with DBakst costume color plates from Ballet Russe. i
lamps are color reproductions from the Aphrodite Ballet.
Faun and Nymph were imitation tapestries.
of a conventionalized peach tree on marble background.
and grape leaves on the white trellis added to the Fall atmosphere.

How the Show Window, “Y our Silent Sales-
man,” Can Help Deve

By
Ellis Hansen

A sloppy, disorderly display, placed there
perhaps by an indifferent office boy without
the least regard for order, symmetry or artistic

A bhit of old Yapan, designed i)y Ellis Hansen. Color

scheme: canary vellow with ligcht green trellis.
fretwork japanned black. Artificial wistaria branches over
trellis with long sprays of delicate tinted pink Rowers.
Packground: dark green plush,

Japanese

conception, is a poor greeting and does not
spell welcome for the music lover with money
to spend for your merchandise. All these
rather pertinent remarks lead up to the plan
I like to suggest to dealers who believe in
their “silent salesman” and would like to have
really fine and attractive window displays.

Almost every drygoods or hardware store

that can boast of as few as half dozen people
have their regular display man who strives to

The dance pictures on the foor
The Fall panels showing
The center decoration was a ‘“cut-out”
Bunches of artificial grapes
It created con-
present hardware and drygoods in most pleas-
ing and artistic displays.

Get a Display Man From Your Own Force

With new records and player rolls every
month the modern music store is fully as much
in need of a window trimmer to spend at least
part of his time to make the windows at-
tractive. Dealers who read these lines will
perhaps ‘say: ‘“Granting that all this is true,
how are we going to get a trimmer even if
we felt like spending a little money on dis-
play material? How could we afford to pav
a salary for changing our windows a few times
each month?” My answer would be—Don’t
get a professional trimmer that perhaps would
not know the first thing about music or the
line of instruments you have for sale. Select
of your own people to spend part of his

(Continued on page 16)

one
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“Look! What You’ve Done With Your Dog-
Gone Dangerous Eyes,” sings Benny Davis.
And the logical coupling also sung by this
newexclusiveColumbiaartistis“Love,Honor
and O-Baby.” Willthey sell? Oh!Baby!A-3348.

Columbia Graphophone Co.

i

NEW YORK

SHOW WINDOWS MAKE PROSPERITY

(Continued from page 15)

time on display work and get someone who
has an inclination for this very interesting and
fascinating work—one who is observing, en-
thusiastic and painstaking. Allow him a rea-
sonable expense account as you do for any
other department and encourage him as you
would any other employe starting out on a
new venture and the expenditure will soon jus-
tify itself.
The Mission of the Show Window

The display should create a musical atmos-
phere and appeal to the love of music that
exists in nearly every one. It should be based
on a certain idea and tell a single story easily
recognized. There must be something in the
window to attract attention and arouse curi-
osity. Finally the display must deliver a mes-
sage that induces the prospective customer to
enter the store. That, after all, is the true
mission of the show window, and when that
1s accomplished the rest is up to the sales peo-
ple. This may sound rather difficult until you
begin to study the great library of music in
all its varieties contained in the general record
and player roll catalogs. Among the more
than two hundred different music displays de-
signed and made by me in the last twenty
years, of which I have photographs, every one
has been built around a certain idea that has
dominated the display and “put over” the story
strong enough to be recognized almost at a
glance,
The Months of the Year in Window Displays

The different seasons should be strongly re-
flected. In the last months of the year special

stress should be laid upon instruments to make .

capital of the “gift idea.” At that time window
shoppers are on the lookout for suitable
Christmas gifts and few other articles meet
these requirements better than musical instru-
ments. January should be devoted to record
and roll displays to supply the thousands of new
instrument owners. February for a Valentine
display. March .is the month for the great
variety of Irish selections dear to the hearts
of the many sons and daughters that hail from
the Green Isle and make these United States
their home. The latter part of March and the
beginning of April is Easter week. (This year
March 27). May for Spring display. June

with its roses is the month of the bride. July
for its glorious Fourth. August for vacation
window. The golden fruits and beautiful flowers
of September should be reflected in a glorious
Fall display. Hallowe’en for October. Thanks-
giving for November, and the great climax
should be reached not later than December
10 in a wonderful Christmas window. Other
ideas that lend themselves for display pur-
poses, and which can be used almost any time
during the year, are children’s music, grand
opera, dance music and the hundred and one
ideas the observing display man can gather
from the record catalog.

The period models now on the market open
up new vistas and opportunities for the re-
sourceful trimmer. Adam and Gothic interiors,
and a bit of old Japan help wonderfully well
to set off the high-class instruments made in
these styles and when properly carried out add
“class” and distinction to the stores that in-
stall them. .

The “Why” of. Backgrounds

There should be a radical change in your
windows every five or six weeks. It is not
enough to change the show cards—the entire
background and color scheme must be changed,
as only a decided change will attract attention.
This can only be accomplished with special
backgrounds and is one reason for their popu-
larity. Many music houses have no back-
ground at all in their windows, with the result
that if the awning is pulled down during the
summertime to protect the instruments, the
pianos and phonographs almost merge into the
dark depths of the store as seen from the out-
side. If the dark-colored instruments were
set off with a light contrasting background this
complete waste of window space during the
greater part of the day would be avoided.

How to Get Ideas for Backgrounds

The display man should send in his subsecrip-
tions for the Merchant Record and Show Win-
dow, 5707 West Lake street, Chicago, Ill., the
best publication on window displays. Through
the advertising pages in this journal he can
get in touch with the leading manufacturers
and dealers of display material who will be
glad to mail their catalogs chockful of sugges-
tions that may prove of great value. This
journal contains every month some of the best
examples of the window trimmers’ art and a
front page in colors. With the many ex-

EXECUTIVE OFFICES,
FINISHING and
RECORDING
LABORATORY JEWELS

Plant No. 1
833 DBroad Street
Tel. 2886 Market
NEWARK, N. J.

recording grooves.

H. J. SMITH LABORATORIES

Jewel Manufacturer

MANUFACTURER OF

Phonograph Diamond and Sapphire Reproducing Points—Recording Laboratory Jewels
—~Rough Diamond-—~Diamond Powder—Experimental Work. Jewels manufactured for
all talking machine records. Consulting Specialist on all experiments relating to any new
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amples and helpful hints it should not be hard
for the display man to select such ideas for
backgrounds and settings to suit his particular
store.

Nothing New Under the Sun

It is not necessary to make strictly original
backgrounds. Few experienced trimmers can
hope to emerge with absolutely new ideas, far
less the beginner. A thoughtful adoption pre-
sented in a new and interesting form is far
better than a poor original. Lowell says:
“Though old the thought and oft expressed,
‘tis his at last who says it best.”

Put Play Into Your Display Work

In conclusion I should like to make a few
remarks to the coming display man. Watch
every fine window in your city and try to learn
something from it. Give deep thought to all
details, don’t leave anything to chance. If you
have any special show cards made, use as few
words as possible that they may be read
hastily. Never “knock” or even mention any
competing line of instruments. Try to inject
your individuality, which is a charm in itself.
Balance your displays. This does not mean
that the various instruments should be handled
with geometrical precision, but if one‘large in-
strument is placed at one side of the window
there should be some decorative feature on the
other side to balance it, for instance, a vase of
flowers on a pedestal.

Don’t be afraid to handle a saw, a hammer
or a paint brush even if it is a new experience
to you. Any fool can have things made for
him if he has the money to pay for it. To
do something useful all by yourself, something
you were not trained to do, is to give yourself
a new sense of mastership, which more than
anything will help you over new obstacles and
make you believe in yourself. I often think
that the Yankee characteristic “Jack of all
trades” accounts to a great degree for the mas-
tership of the American window-trimmer who
counts more than 15000 in his profession and
is acclaimed and recognized to be the most
skillful in the world. A good piece of window
work represents to me real happiness and pride

¢ of creation which is often far more precious

than pride of possession. And when the job is
finished and the display is a success, where is
there any sweeter music than a few words of
praise from the “boss” and the official stamp
of approval from the office boy that it is
“swell”? All the hard work in forgotten in the
joyful determination to make a still greater
effort to make the next one a ‘“whale” of a
window that will make people sit up and take
notice. And you can do it. GO TO IT.

VALUE OF CO-OPERATIVE EFFORT

Men who strive to build themselves up by
tearing down the work of their fellows gen-
erally succeed in undermining their own founda-
tions and falling into the common ruin. The
secret of success is co-operative effort and giv-
ing to every one credit for that which is his
due.
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The Aristocrat of Phonographs

DEALERS tell us that the Widdicomb appeals to all and
everyone alike. Primarily, this is due to two main facts:

’ First: In the Widdicomb Phonograph the Amplifying Tone
Chamber does full justice to the lower as well as to the higher
musical tones. When playing an orchestral record on the Widdi-
comb, the deeper, richer tones are given equal prominence. And
because the Amplifying Tone Chamber is vibrationless there is
no suggestion of metallic harshness.

Second: The simple grace of all Widdicomb cabinet work de-
picts the fine art of true period interpretation. In this character
of workmanship, where genuine knowledge of art and decoration
is essential, the fame of Widdicomb cabinetmakers is known
broadcast. Yet so subtle is the adaptation that the Widdicomb
is at home in any furniture setting.

- Write for latest catalog showing the many styles of Widdicomb
Art Phonographs.

The Widdicomb Furniture Co.
Grand Rapids Michigan
Fine Furniture Designers Since 1865
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FAMOUS ARTISTS RECORD SHAKESPEARE FOR POSTERITY

First of a Series of Recordings of Julia Marlowe and E. H. Sothern, Two of the World’s Fore-
most Interpreters of Shakespeare, Announced by Victor Educational Department

Great interest has been aroused in both talk-
ing machine and educational circles by the an-
nouncement in this month’s Victor record
supplement of the first of a series of records by
Julia Marlowe and E. H. Sothern, the world's
greatest Shakesperean actors. Lovers of Shake-
speare, students of the drama seeking unques-
tionable standards of interpretation, and teach-
ers and students in the public
America have long hoped that the talking ma-
chine might extend its already great service to
mankind by offering selections from the spoken
drama recorded by masters of the art.

President Johnson, of the Victor Co.. in an
interview granted the magazine System. which
was reprinted in the December World, ex-
pressed his views on the importance of the
talking machine in education. saying that he
believed that when it is fully developed the
talking machine will play as important a part
in education as did the printing press. He
expressed his confidence that the talking ma-
chine record would greatly enlarge its bounds
into reproducing plays, short stories and even
novels, and that the masterpieces of Shake-
speare would soon be recited on records by
expert elocutionists. This latter prophecy has
now come true, and the educational department
of the Victor Co. is taking honest pride in the
truly excellent results that have been obtained.

True to its traditions of securing the best
artists in the field of music, the Victor Co. has
not fallen short of its high standard in secur-
ing interpreters of the spoken drama. Julia
Marlowe and E. H. Sothern stand with-
out peers on the English-speaking stage as ex-
ponents of the works of Shakespeare.. These
two eminent artists need no introduction to the
American public. Both Miss Marlowe and Mr.
Sothern, singly and as co-stars, have behind

them long and splendid records of brilliant
stage successes. Their last joint tour during
the season 1919-1920 was a triumph from

coast to coast.

It will be of interest to readers of The World
to note the ever-growing interest that so many
of the world’s really great people are taking in
the service of the talking machine to mankind.
Miss Marlowe and Mr. Sothern, not playing
this season, have journeyed all the way from
England solely to make these Victor records.

schools of

They realize that it is only through Victor
recording (and the elaborate equipment that
the Victor Co. has already firmly established
for serving the schools) that they may fittingly
bequeath their matchless art to the youth of
America and all coming generations. They have
spent many years of arduous study in the field

- é ¥ N ’ 3 T

Julia Marlowe and E. H. Sothern
As Viola and Malvolio in ‘““Twelfth Night”
of the classic drama, and it is- with a feeling
of real joy that they now know that the artistic
fruits of their labor are not to be lost, but
preserved as a lasting heritage to posterity.
The first records chosen to announce the
series of recordings comprise the immortal
balcony scene from “Romeo and Juliet.” Other
well-known scenes, both duos and monologues
from various Shakesperean dramas, are to
make their appearance in due course.

INCORPORATED

The Venetian Phonograph Co., Scranton, Pa.,
has been chartered with capital stock of $25.000
to engage in the retailing of phonographs. The
incorporators are Dominico Ciccotti, Ernesto
Alfano and Frank Skettino.

1604 Broadway

'|ALBERT CAMPRELL

MFERSRARRTEREIRITAONINIENNCNN

ERANK CROXTON

In Concert and Entertainment
Personal Appearance of

Eight Popular Victor

Favorites on One Program

A live attraction for live dealers and jobbers

Bookings now for season 1921-1922
A few available dates for Spring, 1921
Sample program and pamiculars upon request

P. W. SIMON, Manager

New York City

FRED VAN EPS

[ISVERSRARERANTIRRICNLIEEIINI

- —

MONROE S1LVER.

JOHN PEYERS

Famous Ensembles including

Campbell & Burr - Sterling Trio - Peerless Quartet

FRANK. BANTA.

A LIVE COLUMBIA DISTRIBUTOR

Tampa Hardware Co. Celebrates Twenty-first
Anniversary With Twenty-page Supplement
to the Tampa Daily Times of Recent Date

The Tampa Hardware Co., of Tampa, Fla,,
has won national celebrity for its progressive-
ness, and a further proof of its just claim to this
title is to be found in the issuance of a twenty-
page supplement to the Tampa Daily Times of
January 8, devoted entirely to the twenty-first
anniversary of the founding of this institution.

Twenty pages devoted to one single subject
as a section of a daily paper is something unique.
It was inspired by \W. C. Thomas, the guiding
genius of the Tampa Hardware Co., and one
of the big farseeing business men of Florida.

The real purpose back of the stunt was not
so much to tell of the rapid growth and won-
derful success of the Tampa Hardware Co,, but
to recall to the business men of Florida the
economic soundness of the State at a time when
optimism can be capitalized. Incidentally the
retailer was offered helpful suggestions intended
to aid him in making legitimate profits at a time
when the market is no longer soaring.

Mr. Thomas remarked: “\When the section
was first proposed to some of the biggest manu-
facturers in America they came back with letters
praising the idea enthusiastically—many of them
thinking so well of it that they authorized ad-
vertisements of their own to appear in the spe-
cial section. In fact, the demand for space
caused an early readjustment of the original
plan to publish a six or eight page section, the
final capitulations demanding a twenty-page sec-
tion.”

The Tampa Hardware Co. has long been a
Columb# distributor, and has a strong organiza-
tion for the exploitation of the Grafonola and
Columbia records, under the able direction of
J. A. Bryan, Jr, throughout a large territory.
This company handles everything in the line
of hardware and agricultural implements in ad-
dition to the. Columbia line.

TO CONCENTRATE ON WHOLESALE

Frank E. Bolway & Son to Retire From Retail
Business in Syracuse and Rochester

Syracuse, N. Y., February 2—Frank E. Bolway
& Son, Inc., wholesale phonograph piano and
sporting goods dealers, who have operated a
retail store here and one in Rochester and have
been connected with other retail enterprises,
have announced that the firm will retire at once
from the retail business. The increase in their
wholesale business and the desire to avoid fric-
tion with retailers buying from their jobbing
departments were given as the principal reasons
for the change. The Bolway sales organization
extends into more than one-third of the United
States.

A new site on South Clinton street has been
obtained and will be opened about February 1.
The present site in South Salina street, which is
under lease, will be rented.

In the new building a”salesmen’s conference
room will be arranged on the first floor, and the
second given over to general offices of the com-
pany. The remainder of the building will be
used as a warehouse.

USE OF “TALKER” IN THE SCHOOL

TrenTON, N. J., February 4.—At the recent meet-
ing of the Mercer County Teachers’ Club, held
at the Court House, this city, Prof. J. M. Dorey
gave a talk and demonstration on “The Use of
the Talking Machine in the School” It was
listened to with the greatest interest, and was
followed by a discussion which demonstrated
that the talking machine is proving to be a
factor of importance in the development of mu-
sical taste and appreciation.

Some men are like small ants—always in a
hurry, and about what the Lord only knows.
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Dealer Representation

48% increase since June 1, 1920 I

11.

These figures represent the new dealers Brunswick offers the phonograph dealer "l'
gained by DBrunswick in unrepresented dis- not a plan or prospectus, but actual facts ‘hl
tricts in a seven months’ period. and figures and the experiences of dealers .
The same phenomenal growth and expan- who have made money selling Brunswicks. ‘|
sion 1s shown in all divisions of the business. Seven great factories and two record press- J
The increase in total sales on phonographs  ing plants are working to supply the demand '
and records, for instance, was more than for 1921. Forty branch houses, located in L
58% over 1920. principal cities, give the DBrunswick dealer A

The increase in Brunswick record produc- prompt and efficient service, no matter where

tion was 144% in a six months’ period. he may be. ‘)
Brunswick dealers everywhere are enthu- Brunswick national advertising, constant "4’;
siastic about The Brunswick and Brunswick  and dominating, creates customers for the |
Records. Brunswick dealer, supplemented by the in- .’

tensive local work of a Dealers’ Service De-

So, too, are the people who bought them.
partment.

In hundreds of thousands of American

homes are Brunswicks which could not pos- All combining to make the DBrunswick Gll
sibly be replaced. franchise the most valuable today. tJ
o

THE BRUNSWICK-BALKE-COLLENDER COMPANY .f'l
General Offices: 623-633 South Wabash Avenue, Chicago

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

New England Distributors: Canadian Distributors:
Kraft, Bates & Spencer, Inc, Musical Merchandise Sales Co,,
1265 Boylston St., Boston, Mass. 79 Wellington St., West, Toronto.

PHONOGCRAPHS AND. RECORDS
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:‘; Leopold Godowsky, Master Pianist

Al Exclusive Brunswick Artist
F il
The splendid records which this great Mr. Godowsky's early appearances, as
genius has made for Drunswick are a revela- scheduled to date, are as follows:
" tion of what DBrunswick has accomplished  Feb. 1. San Francisco, Cal.
in reproducing the piano, the most difficult e EEE e sailegom Gall
. - ) R ——— —_— Denver, Colo.
of all instruments to record. The brilliance .
15 N —— Longmont, Colo.
! and power of this wizard of the keys are so . ND— . Detroit, Mich.
| faithfully interpreted, with such a vivid em- 4, - o New York N. Y.
I bodiment of his art, that his warmest ad- S ....New York, N. Y.
mirers are astonished at the fidelity of the L (With Max Rasen).. . L b e
1 . 6 - Cleveland, O.
] reproduction. Mo , e lopiiine B
| His Record “Rustle of Spring™ is a marked 16.....(\WVith Max Rosen)........New Orleans, La.
{ example of what Brunswick Studios have  April 1. B eeveeeeereeeecener.. Eureka, Cal.
i done in piano recording. Joly B Ithaca, N. Y.
|
ll THE BRUNSWICK-BALKE-COLLENDER COMPANY

| General Offices: 623-633 South Wabash Avenue, Chicago

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

o] If
;‘ R b P New England Distributors: Canadian Distributors:
[ ) ¢ B 4 Kraft. Bates & Spencer. Inec.. Musical Merchandise Sales Co..
1 1265 Boylston St., Boston, Mass. 79 Wellington St., West, Toronto.
I |
The Gotham
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A well-balanced selection from the popular and The next best thing for your customers—if they {.
romantic fields, some of them hits of the hour, some haven’t a Brunswick—is Brunswick Records on the
of them staples for which there is always a demand. phonograph they have. c\

25002
12-inch

2067
10-inch

The Oxford

March Release of Brunswick Records
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Any phonograph can play Brunswick Records

e
Thank God for a Garden (Del Riego) (Tenor) . g ; ) R Mario Chamlee 1
L
Ave Maria (Schubert-Wilhelmj) (Violin Solo— Pianoforte by Frederic Persson) . Max Rosen ;‘
Smilin’ Through (Penn) (Baritone) . . . . . . . Richard Bonelli L
Mother o’ Mine (Kipling-Tours) (Barifone) : ’ . > . . Richard Bonelli |
Christ Arose (Lowry) Easter Hymn . . J v . . Collegiate Choir e
Come, Thou Almighty King (Wesley- Glardxm) . : § . . Collegiate Choir |
Marche Militaire (Schubert-Tausig) (Pianoforte Solo—Concert Paraplirase) Leopold Godowsky {.
I Want To Be The Leader of The Band (Yellen Gumble) ¢ . Amphion Male Quartet 3
My Mammy (Lewis-Young-Donaldson) . . 3 Amphion Male Quartet .“
Beale Street Blues (Handy) & a . . Al Bernard and Carl Fenton’s Orchestra /
St. Louis Blues (Handy) . . ¢ ¢ . Al Bernard and Carl Fenton’s Orchestra i,
Rigoletto (Verdi) Quartet 8 = 5 - - s . s Vessella’s Italian Band r.
Carmen (Bizet) Selection . . ‘ ’ . . % . . Vessella’'s Italian Band .I
Kiss-A-Miss (Baron) Waltz . . » . . . Carl Fenton’s Orchestra g
Singin’ The Blues (Robinson-Conrad) Fox Trol 5 . . Bennie Krueger’s Orchestra '.h
| |
Hula Blues (Noble) Fox Trot 4 . . 5 3 Green Bros.” Novelty Band 1&,-
Hop, Skip and Jump (Dyson) [ox Trot . ; a . Rudy Wiedoeft’s Californians -.,'1
Rosie (Merkur) Fox Trot . . . e . : : . Carl Fenton’s Orchestra l
Caresses (Monaco) Fox Trot . 6 . g 3 3 . Green Bros.’ Novelty Band | ‘.l
THE BRUNSWICK-BALKE-COLLENDER COMPANY ﬁ.i
General Offices: 623-633 South Wabash Avenue, Chicago
Branch Houses in Principal Cities of Upited States, Mexico and Canada

New England Distributors: Canadian Distributors:
Kraft, Bates & Spencer, Inc., Musical Merchandise Sales Co., !
1265 Boylston St., Boston, Mass. 79 Wellington St,, West, Toronto. 1

PHONOGRAPHS AND - RECORDS
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The Brunswick Motor

(4-Spring)

Noiseless

Vibrationless

Unvarying

Accurate as a Watch

To insure a perfect reproduction a phono-
graph must rotate the record at an abso-
lutely uniform rate of speed, for the slightest
variation in speed will change the pitch and
spoil the music.

Such a motor is a part of the exclusive
Brunswick Method of Reproduction — the
most exactly built and carefully fitted spring
motor possible to make. It is worm-wound
and winds easily while playving. It is worm-
driven, to promiote accuracy. Built on the
vertical spring principle to eliminate vibra-
tion.

One of the other good features is the fact
that the automatic stop works directly on
the governor, instead of clutching the turn-
table, greatly reducing strain on the mechan-
ism and making for longer life.

This motor can be obtained only on The
Jrunswick. It is made complete by Bruns-
wick, in Drunswick factories, just as every
separate part of the Brunswick Phonograph
is made. The DBrunswick-Balke-Collender
Comipany 1s one of the few, if not the only,
phonograph manufacturer in the whole world
making a phonograph in its entirety.

Drunswick places no reliance upon out-
siders at any stage of phonograph or record
making. Drunswick operates its own timber
lands in northern Michigan, is cutting its
own veneer logs, slicing its own veneer, and
manufacturing its own panels.

A plant is even being completed for manu-
facturing veneered shooks for shipping pho-
nographs.

Every department of Brunswick business
1s 100% DBrunswick.

THE BRUNSWICK-BALKE-COLLENDER COMPANY

New England Distributors:
Kraft. Bates & Spencer, Inc.,
1265 Boylston St., Boston, Mass.

"1 il PHONOGRAPHS

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

AND -

General Offices: 623-633 South Wabash Avenue, Chicago

Canadian Distributors:
Musical Merchandise Sales Co.,
79 Wellington St., West, Toronto.
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MAKER OF RECORDS IMMORTALIZED

The Art of Caruso and the Importance of His
Talking Machine Records Emphasized in In-
teresting Editorial in the Brooklyn Eagle

The following tribute to the value and im-
portance of the talking wmachine in the sphere
of music to-day s taken from the Brooklyn
Eagle of recent date. It emphasizes afresh that
the talking machine has won a unique place in
tlre domain of art—a position which has been
recognized by the editors of our leading publi-
cations:

“A while ago Caruso was stricken with pleurisy
and people began to wonder whether or not the
tamous voice had sounded its last beautiful note |
of song. Accident or death befalling great
artists always arouses a sense of loss, for after
ail there are few artists in the world at any one
time, and we do not feel that we can spare any
oi the art and beauty with which they sur-
round us.

“\When a painter dies his haud is forever
- stilled, but his pictures live, and with care, gen-
eration upon future generation can enjoy them
and learn from them. It is so also with a great
architect and his work, and a poet or an in-
ventor. But until receutly when a master of
song died his song d.ed with him, his voice was
forever stilled and the people that came after
had only the tradition that remained to help
them feel the greatness of the voice that was
gone. Jenny Lind, who was called the Swedish
Nightingale, had a marvelous voice, but it is
gone mnow, and lives only in the memory of
thhose who heard her sing. So it was until recent
vears with all great singers and musicians—
their work, their art was only for their own
generation and it faded out with their lives.

“But the invention of the phonograph has
changed this. Now the finest achievements of
the singer, the most delicate interpretations of
the pianist, the violinist and every other musical
artist, are indelibly engraved on the talking ma-
chine record and can be renewed again and
again.

“Caruso’s voice will never die, for we have it
with us for all time and the people of many years
heunce will enjoy it, too. The talking machine,
you see, is more than a thing of pleasure—that
1t an end in itself—but its greatest value lies in
the fact that it has enabled us to catch and hold
forever the beauty of a song before it dies away
ou the air.”

TAKES ON THE VOCALION LINE

The W. T. Crane Piano Co., Syracuse, N. Y.,
which recently became representative for the
Aeolian Co. line of pianos and Pianolas in that
térritory, has just added the Vocalion and
Vocalion records to its line.
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Harponola
Dealers

STICK

Harponola Dealers have
first of all a splendid
| nstrument that can be
| handled at a good profit.

But, fine as that 1s, the

. vital reason that Harpo-
nola Dealers stick with
us 1s this:

WE ARE SQUARE
- | WITH OUR DEAL-
| ERS. We back them

\

If an employer asks a salesman to make a
special effort on a certain line of goods, the
salesman should never come back to the house
explaining his inability to succeed. He should
have sold the goods.

S up andl make dgood on
. | every claim and promise
Your Opportunity to | we make.

A limited omount of jobbing territory row
open. Gel our combinotion proposition on

Harponolos ond OkeH Records

THE HARPONOLA CO.

101 MERCELINA PARK
CELINA, OHIO

EDMUND BRANDTS, President

Buy at the Right Price

We manufacture 3 and 5-ply
panel stock in all thicknesses
and woods. Also 3-ply shelf
stock for Talking Muchine
Cuses.

Ask for quotations on our Talk-
ing Machine Crating Boxes.
They are built of solid woods.

THE BRANDTS FURN. CO.

CELINA, OHIO

-
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‘Master Phonograph

Consistency

1921 1s proving to be the greatest Rishell year, especially
because of the unfaltering pace, during the past 55 years, of
the great company producing it. The momentum of
uninterrupted success is back of Rishell. It
is going forward at a pace that only great capital, great
equipment, great prestige, can give to a great product.
Rishell Phonographs make therr market and keep 1t

growing. Wrre today for particulars of our liberal jobber
contract.

RISHELL PHONOGRAPH CO.

WILLIAMSPORT, PA.

New York Distributor: GRAND TALKING MACHINE CO.
268-270 Flatbush Avenue Extension, BROOKLYN
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Members of the talking machine industry,
either individually, through local organizations,
or through the Music Industries Chamber of
Commerce, would do well, in considering the
present attitude of the public toward buying and
ways and means for changing that attitude, to
take heed of the movement that has developed
among manufacturers and merchants and even
bankers in various sections of the country to
promote the “‘Buy Now” idea.

High prices alone are not responsible for the
slackening off in buying, for there has been
too much talk of thrift, of buying only neces-
sities, of hoarding money, and of preparing to
meet the days of famine, as it were. Bankers
particularly seem to have taken a special de-
light in preaching to the worker of the coming
of hard times, and the necessity of rigid
economy on the one hand, while preaching
optimism to certain other elements of our
citizenry on the other.

There has been too much talk of thrift—so
much so that the term thrift has apparently been
accepted as meaning miserliness. The public
has been told to buy only the necessities of
life, and with every manufacturer and mer-
chant apparently endeavoring by propaganda to
bring his own particular product into that cate-
gory there has resulted a confusion that has
moved the average man to cease practically all
his buying and not waste time endeavoring to
differentiate between necessities and luxuries.

The business men of the country have come
to the conclusion that the time for watchful
waiting is past and that a strong nation-
wide propaganda to ‘Buy Now” is necessary
to overcome the effects of the constant preach-
ing of economy and thrift. In several of the
cities of the country the “Buy Now” move-
ment has miade strong headway, and has re-
ceived the support of Chambers of Commerce
and business men’s organizations.

In New York recently there was formed a

National Prosperity Bureau by a number of.

prominent manufacturers, merchants and bank-
ers representing commercial interests from all
over the country. The Bureau is to carry on a

campaign along the lines used for promoting

Liberty loans, using newspaper and billboard
advertising and working directly on the public
through local organizations.

The arguments put forth by the Bureau and
by the “Buy Now” organizations that have been
formed in various cities are that prices have
reached rock bottom, that the public can buy
most articles right now cheaper than ever be-
fore, or cheaper than they will ever be able to
buy them in the future, and that unless there
is a general wave of buying, sensible, perhaps
conservative, but nevertheless steady, there will
be a severe permanent blow struck to the pros-
perity of the Nation. Attention is called to
the fact that many factories have shut down,
throwing thousands of men out of employ-
ment, and that by not buying, and, therefore,
failing to create a demand for the products of
these factories, the individual is simply aiding
in bringing about a condition of depression that
niust ultimately affect him-and his interests
directly.

It may be a while before the public can be
induced to buy on a normal basis, but there is
no question but that they have the ability to
buy. Savings bank deposits have never in-
creased so tremendously as during the past
couple of years, and with the average of wages
very little below wartime standards the ques-
tion of the financial status of the ordinary in-
dividual does not enter. i

Any general movement to encourage buying,
and to bring the Nation back to sensible spend-
ing, must, of necessity, have some effect in

stimulating the sale of musical instruments of
various sorts. It is, therefore, the wise thing
for the music industry to be represented in the
campaign so that the effects will be as direct as
possible. It is much easier to persuade a man
to resume buying as a practice than it is to
preach thrift and then endeavor to persuade him

O 0000 S

Why Talking Machine Trade Should Sup- |
port Movement to Encourage “Buying Now”

0 0

to put part of his money, saved by denying
liimself, into one or two particular products.
It is, of course, too soon to determine just
what effect the *Buy Now” campaign will have
in stimulating retail sales and consequently
wholesale manufacturing, but it is a move in the
right direction—one that should be encouraged.

COMPLETES A MODEL DEPARTMENT

Moser Furniture Co. Prepares for a Large Co-

lumbia Business in 1921

Kx~oxviLLE, TENN,, February 2—The Moser Fur-
niture Co., Columbia dealer of this city, has
recently completed a model talking machine
department. There are two beautiful hearing
rooms, divided by record rack and counter, all
of which are finished in ivory. The fittings are
luxuriant and the seating arrangements un-
usually comfortable. The Moser Furniture Co.
1s a comparatively new Columbia representa-
tive, and is starting off with a campaign of ex-
tensive proportions. This includes newspaper
advertising, unique window displays, special
truck service and a host of merchandising ideas,
many of which were secured through the Dealer
Service department of the Columbia Co. "The
manager of this department reports a gratify-
ing business and expressed enthusiasm over the
house-to-house canvass campaign which is now
in process.

The Harris-Douglas Furniture Co., of Boul-
der, Col., has opened a talking machine de-
partment in which it is featuring the Victrola
with great success.

MUSIC AFFORDS RECREATION

Secretary of R. C. Wade Co. Says Music Is
Needed to Relieve Strain of Modern Life

Dorchester Mapes, secretary and treasurer of
the R. C. Wade Co., Chicago, which concern
manufactures the well-known “Tonofone”
needles, makes some interesting comments on
the talking machine business in general, and
the needle business in particular, in a recent
letter to The World. It reads in part:

“We want to go on record -on a question
that is vital to you and the rest of us—the
phonograph industry is not a non-essential. We
have been harping on this particular subject for
some time. Always, and especially in times like
thiese, we Americans are working under high
pressure and must have relief and diversion or
we go to pieces. Some of us go to pieces any-
way. I want to ask you how better and at
such very small cost can people get needed rest
and recreation than through music, and espe-
cially the phonograph in particular?

“We, in the needle business, are in an en-
viable position, because, even if no more records
or machines were sold for months to come
people would still use the ones they have, and
they must have needles.”

mistake about this.”

very satisfactory.’’

business.”’

If you want satisfled customers,

Write for liberal terms.

33 PERKINS AVENUE

FAITH and PROFITS

OU must make a profit to live. You must have faith in the goods you sell. You must
L have the best‘ fgr your customers or-—no sales—and likewise no profits.
gives you all, as it is the highest class cleanser and dressing on the market.

Schmelzer Company, Kansas City, Mo., say: “We are more than pleased with U:sav-you-."’
The Horton-Gallo-Creamer Co., New Haven, Conn., say: ‘“‘We have tested it ourselves aid flnd it

Collings & Company, Newark, N. J., say: “‘U-sav-your brings us new customers acd lots of repeat
If we paid a thousand dollars for more space we could flll it with ‘‘words of praise.”

A great inventor was not satisfled with the candle light, so he produced the electric light.
your is to the “polish” trade what the electric light is to the candle.

If you want to keep faith,
THEN_SELL U-SAV-YOUR.

Sun and air dry the wood, don't they? A “polish” will not feed the wood and “put in”
what the elements take out—but—U-SAV-YOUR will. .

Repeat sales guaranteed. -

U-SAV-YOUR MFG. COMPANY

o

U-sav-your
“Make no

U-sav-

If you want a profit,

WARREN, MASS.
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ELUSIVE CHARM b

—the magnetic personality of
the artists’ original rendition
of music, is the distinctive al-
luring appeal in Gennett
Rprords.

Hear new Gennett No. 4656 re-ani-
mate the rich colorful baritone of
Ernest Hare singing the song-hit
“Margie,” and on the other side the
same artist delights with “All She’d
Say was Umh-Hum.”

Your dealer will gladly give you o hearing

Gennett Records

Manufactured by

The Starr Piano Company

Richmond, Indiana
New York—Chicago—Los Angeles—Birmingham—
Detroit—Cincinnati—Cleveland-—Indianapolis—
Boston—Jacksonville—London, Canada
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of Exclusive Columbia Favorites,

mat beneath each picture? &
customers’ favorites still more familiar and
you to tie up to their local appearances.

Have you ordered a set of actuai Studio Photographs
framed, with ar-
tist’s name and a short selling talk printed on the
They make all your

Columbia Graphophone Co.
NEW YORK

enable

AUSTRALIAN EXCHANGE RULING HURTS EXPORT TRADE

Under Recent Court Ruling All Duties Are Assessed on the Commercial Value of Exchange Rather
Than Upon the Mintage Value—Decision Works Hardships on Importers of American Goods

In a letter just received by The World from
F. Owen French, Sydney, Australia, repre-
sentative for the Jesse French & Sons Piano
Co. and other lines in Australia and New Zea-
land, Mr. French states that the position of
exchange is steadily becoming more serious, and
has been a great obstacle in the handling of
import trade. The latest blow has been an order
of the court obligating customs authorities to
assess duty on the commercial value of ex-
change and not, as previously, on the mintage
value. This means that instead of duty being
assessed on the invoice value at $4.86 to the
pound sterling it will be assessed on the ruling

rate of exchange at the date of the invoice,
which rate may be $3.40. As the duty is ap-
proximately forty per cent, the ruling works
a great hardship on the importer of American
goods.

On the other hand, when goods are imported
from countries where the exchange rate is in
favor of Australia, the Australian importer bene-
fits to that extent. The basing of the duty upon
the exchange rate is proving a strong factor
toward discouraging American export business,
and an effort is being made to have the court’s
decision in the test case either changed entirely
or at least adjusted, to provide relief.

—RHODES BROS.” NEW SALESROOM

Prominent Department Store in Tacoma Adds
New Salesroom for Victor Display

Tacoma, WasH., February 2—Rhodes Brothers,
of this city, have reccntly added a very attrac-
tive new salesroom to their talking machine

Rhodes Bros.” New Showroom
department, which is located on the sixth floor
of this large department store. The Victor line
is handled and a goodly display of the various
styles is shown in this room, which is a combi-
nation rest, sales and display room. The talk-
ing machine department has a very competent
sales staff and does an excellent volume of busi-
ness. Although there has been some slowing up
in business since the holidays there is now a
steady improvement in sales which is bound to
continue,as the year gets older. All connected
with the Rhodes Bros. establishment expect to
close a large volume of business in 1921.

NEW TRUCK FOR LANDAY BROS.

Landay Bros., the prominent talking machine
and piano dealers, New York, have just added a
new truck to their large fleet of motor vehicles.
The new truck is equipped with a van body, and
designed for use in delivering both Victrolas and
pianos.

Entertaining a customer by a Dbusiness talk
apparently foreign to your own line, yet edging
up close to your proposition and creating in-
terest and desire, is an art in which few men
excel. It pays to give it cultivation.

SUCCESSFUL SELLING ESSENTIALS

There is nothing mysterious about salesman-
ship. Thousands of successful salesmen have
never studied psychology or the kindred sciences.
To be -able to sell is to be human. Successful
selling is made up of a number of little things—
a smile, a word of cheer, a tone of voice, a right
word at the right time.

The Brush Furniture Co., of Brush, Col., which
has recently been appointed Victor dealer,
reports an excellent business in the territory
in which it operates

KLEIN-HEFFELMAN C0.”S NEW HOME

New Seven-story Building Being Erected by
Music Concern in Canton, O., Will Be Ready
for Occupancy on or About March 1

CantoN, O., February 2—Towering seven stories
over Canton’s downtown business district, the
new Klein-Heffelman building, at Fifth street
and Market avenuc N, will be ready for occu-
pancy March 1, according to store officials.
When completed the building will house thc
company’s three big stores, one of which is
its music store, long established just across
the street from the new building site. Approxi-
mately $450,000 has been expended on the build-
ing, which is to be one of the finest and most
complete department stores in eastern Ohio. In
the new building this company will enlarge in
all its music departments and will have one
whole floor devoted to the display and sales
rooms for its piano, phonograph and musical
merchandise trade.

COLUMBIA BRANCH IN TORONTO

The Columbia Graphophone Co. has recently
opened up its first branch house in Canada
serving the retail trade direct. This establish-
ment is located at 204 St. Catherine street,
Montreal, with Hector Garand as manager.

Don’t look for trouble unless you can handle
it when you find it.

We Figure

1 152 Penn Avenue,

The more we assist our dealers in
promoting the sales of Victrolas and Victor
records, the faster their business will grow.
And, naturally, good business for our
dealers results in good business for us.

Wouldn’t you value an affiliation with
a wholesaler who realizes that his success
depends on your success?

C. C. Mellor Company

This Way:

Pittsburgh, Pa.
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PRESIDENT-ELECT W. G. HARDING
Used Magnavox Equipment During His Campaign
Both the new President and his political opponents
recognized the enormous advantages of Magnavox
apparatus and by means of it talked to many crowds
of from 40,000 to 100,000 people.
TELEMEGAFONES
[Bfhere b e X MUSIC AND VOICE
T B e e TELEMEGAFONES TYPE MV.-1
write for our new
Bulletin MV-14 increase the volume of the voice or any phonograph
many times. ¥ * ¥ ¥ ¥ Magnavox Special Tele-
. megafone equipment will still further increase the
It gives complete volume of the voice to enormous strength for public
information of the speaking to vast assemblages of people. ¥ ¥ ¥ ¥ ¥
many uses of
Magnavox Music
and Voice .
Telemegafones THE MAGNAVOX CO. Oakland Callf.
’
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TRADING “TALKERS” FOR FURS

Captain Krupp Tells Interesting Story of His
Visit to Northern Lands and of the Popular-
ity of the Talking Machine Among Natives

To those people residing in Siberia, particu-
larly those centers visited occasionally by ship-
masters who take seasonable loads of merchan-
dise from the United States, the talking ma-
chine is one of the most effective instruments
for closing profitable ‘“trades” of rare furs.
Captain Krupp in a recent article in one of the
Sunday papers tells of his visit to Cape Nome,
Unalakleet and Yukon River to exchange mer-
chandise for furs with the Eskimos. From
there he pushed into Siberia and Kamchatka
and to Hokkaido, the island home of the hairy
Ainus, the aboriginal Japanese, where he made
new friends beyond the outposts of civilization
in the neighboring Asia.

Telling of his visit to one of these fur cen-
ters Captain Krupp remarked after his luggage
carrier had untied several bundles:

“l passed to the wife and daughter of the
house a bundle of flashy bead necklaces and
started the talking machine. WWhile the head of
the house was looking inside the talking ma-
chine for the singer, who happened this time to
be Billy Golden, singing ‘Turkey in the Straw,’
the Indian asked how much money I wanted for
the music box. I replied that I did not sell talk-
ing machines or beads for money, but I would
trade them for furs.

“‘How many furs you catch him in trade?’
the Indian asked.

“‘I don’t know,” I replied.
and I will look them over.’

“Whereupon the entire family began to lug
in marten, sable, ermine and squirrel furs. T
inade several lots and traded a talking machine
for one lot, a mackinaw coat for another lot, a
10-pound bucket of candy for another and three
strings of beads and a calico dress for another.
Refore leaving I presented to the man some
cheap baubles which took their fancy and our
negotiations were at an end, every one being
fully satisfied that a satisfactory and profitable
deal had been closed.”

ROEHR CO. DEPARTMENT REMODELED

Topeka Concern Makes Improvements in Order
to Handle Growing Business

‘Bring them out

Topeka, Kawn., February 1.—The W. F. Roehr
Music Co., of this city, has just completed re-
modeling its talking machine department, which
comprises a series of eight rooms on the first
floor divided by one large record stockroom,
with necessary equipment. This store, the
oldest Victor representative in the State, has
enjoyed many years of successful talking ma-
chine merchandising throughout the State of
Kansas. Aside from its Victor activities it
kas also introduced Brunswick phonographs
and records in a large way in Kansas.

The Nostrand Phonograph Co., of Brooklyn,
N. Y., has announced its dissolution.

Your Problem Is Ours

Good Profits (to you)
-} Good Service (to your customers)

PARKS & PARKS, Inc.

Answer: TONAR RECORD BRUSHES

(Trade Mark)

Have we solved the above problem correctly ?

Write to-day for prices and sample and see for yourself

New York Office, C. E. Peabody & Co., 186 Greenwich St.
Southern Representatives: 1. W, Becker & Co., 226 Peachtree St., Atlanta, Ga.

TROY, N. Y.

SECURED VICTROLA ON BAD CHECK

Long Island News Co. Loses Victrola XVII to
Swindler—Trade Asked to Be on Lookout

The Long Island News Co. reports that a
man representing himself as Edward Nostrand,
a resident of Flushing, L. I., called at the store
of the News Co. last month and purchased
a Victrola XVII, Serial No. 8437, in English
brown finish, for which he gave a check. The
check was later returned marked “N. G.,” and in-
vestigation proved that in the house where the
machine had been delivered the man had held
a room only two days. The machine was traced
to a tea and coffee store in New York, and
there all trace was lost.

The man is described as being about five feet
five inches tall, smooth shaven, florid com-
plexion, and representing himself as a civil
engineer. Dealers and repairmen are asked to
be on the lookout for the machine, Serial No.
8437, and to notify the manager of the Flushing
store of the Long Island News Co. at 45 Main
street.

DEVELOPING IDEAS

The right kind of man material will grab an
idea and make it bigger. The wrong kind will
use that one idea and then sit down and wait
for you to hand them another. The right kind
of man will learn something new from every
experience. And he will develop incidents into
laws of action.

| AUTOMATIC STOPS

\F.‘ 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 Broop:e St., New York™

|

FAMOUS FRENCH CABINET

Original From Which Edison Machine Was
Copied Shown on Postcard Photograph

Below is a postcard photograph just received
of the celebrated cabinet dating from the reign
of Louis XII, belonging to the French Govern-

41, Musee de CLUNY — Dressoir, art francais,
crmmencement du Xvie siért R

Historic Edison Cabinet

ment, and now to be seen in the Hotel De
Cluny, Paris. The Edison French Gothic phono-
graph, shown in the Edison catalog at $5,500
and one time featured in the Edison national
advertising, is an exact replica of this cabinet,
said to be the finest piece of Gothic furniture
in the world. One of these is now in the home
of Thomas A. Edison.

SOJOURNS IN SOUTHERN CALIFORNIA

H. L. Hale, of the Hale Music Co., Marsh-
field, Ore.,, was a visitor at the offices of the
Walter S. Gray Co. in San Francisco January 14
on his way to southern California and Arizona,
where he will spend the Winter. Mr. Hale is a
veteran of the big war, was wounded in ‘the
Argonne and put in the rest of his time as a
soldier in the hospital. He spent several hours
in San Francisco fighting the battle over again
with some members of the Walter S. Gray Co.
forces who were also there.

A salesman who decides at first sight that
certain goods will not sell is assuming that
his judgment is better than the judgment of
all his customers.
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As a writer on business subjects Bruce Barton
has set forth a number of business truths through
the medium of type, but never was truth pre-
sented more forcefully or at a more appropriate
time than in his booklet issued recently, “As
Prophets, Are Your Salesmen a Loss?” The
booklet represents a reprint of an article under
that title by Mr. Barton which appeared recently
in Printers’ Ink.

It will be well for every manufacturer, whole-
saler and retailer in the music industry, and for
that matter in every other industry, to read and
pender over the following paragraphs. Seldom
has a situation and a way to meet it been pre-
sented so clearly and forcefully.

The Apostle of Gloom

Into a country store a salesman enters, drops
his bags on the floor and leaning confidentially
across the counter asks:

“Well, how’s business with you?” The tone
of his voice indicates little expectation of an en-
couraging reply.

“Rotten,” responds the merchant, fitting his
answer perfectly to the other’s mood.

“Same story everywhere,” exclaims the sales-
man. “I just blew in from Lebanon on number
forty-six. You know Ed Kidder over there;
he says the last two weeks are the worst he's
ever known in twenty years of business.”

“Ain’t been quite as bad as that here,” says
the merchant, struggling to retain a shred of
lope.

“Well, things get worse before they get bet-
ter, you can take my word for that. T'll tell
you the labor situation in this country is all
wrong. Those fellows have just simply forgot-
ten how to work, if they ever knew how in

N
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COMMON SENSE

In Facing the Problems and Formulating Your Plans for the Year’s Business,

Common Sense Should Dictate That the Product Which Stands Foremost of lts
Kind Obviously Stands Foremost as

Duo.IoNE

The Important Part Salesmen Can Play in
Bl‘inging AbOUt Better Conditions By Bruce Barton

the first place. They've got to be taught a
good, stiff lesson. Am [ right?”

The merchant nods, turning toward a cus-
tomer who had entered with the intention of
spending some money. The customer restrains
his impulse, however, and joins the audience
instead.

“Another thing, it’s going to take ten years
te get the railroads into shape if it takes a day,”
the visitor continues authoritatively. *“Why,

= R
Salesmen Should All

Preach Constructive
Optimism Instead of
Scattering Tales of
Hard Luck and Gloom

S R

before the war we used to ship from our fac-
tory to Kansas City in nine days; lately we've
had stuff on the road for five and six weeks.
Five and six weeks, can you beat that?”

By this time the audience has grown to quite
a group, more intending customers having been
veered from their course.

“Of course I'm an optimist, y' understand.
My wife says that if I fell out of a ten-story
window Id bounce right up again; that’s the

the Best

DE LUXE NEEDLES

. Have Stood the Gaff and Are as Always
the Same Old Dependable Standby

Samples, Discounts and Full Particulars Upon Request

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

Don’t Forget These Facts

CompaNy, INCORPORATED

S 00 O i

kind of a fellow I am. But when I left New
York things were pretty gloomy. We'll see
breadlines before this Winter is over, I'm tell-
ing you; and soup kitchens and everything. . . .
Well, I suppose there's no use showing you
anything to-day?”

“Not to-day,”
cisively.

“Well, so long.”

The customers drift out, clutching their money
a little tighter; the merchant in his solitude sits
and broods upon his troubles. The salesman
hurries on from store to store, and by evening
time ten merchants and fifty citizens are filled
with a deeper foreboding. They have met a
man from New York who has told them direful
things. It is time to be careful. Let every man
keep a firm hold upon his purse and warn his
wife to buy nothing.

In twenty days that salesman may visit twenty
little towns, and who shall measure the power
for good or ill that lies in his well-meaning
but often thoughtless talk?

To give the impression that this man is in
any way typical of the great army of American
salesmen would be to do an immense injustice
to as fine a hody of men as were ever gathered
together in business. There are unworthy mem-
bers of that army, to be sure, as there are un-
worthy representatives of every profession;
but the vast majority of salesmen are loyal,
capable and intelligent in an unusual degree.
The point I want to emphasize is merely this:
that no other body of men have it so largely
i1 their power to promote sound or unsound
economic thinking in the United States as
American salesmen, and I wonder whether this

responds the merchant de-
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Business Proposition.

Full Tone

1. Perfect Reproduction of Tone

3. Plays 100-200 Records

2. NoScratchy Surface Noise : |

Medium Tone
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‘ FOR YOURI

‘ > PHONOGRAPH
Made in Our
y Watch Oil

DEPARTMENT

which for half a century
has made 80% of all the
watch, clock and chronom-
s eter oil used in America.

The Best 0il For Any Talking Machine

In refining, Nyoil is given the same care as our
famous watch oil receives. All gums and impurn-
ties are removed, leaving it

Colorless, Odorless and Stainless.

Housekeepers say they would not be without
Nyoil because it is best for phonographs and sew-
ing machines—for polishing furniture and wood-
work and is odorless and will not stain. It is free
from acid and will not gum, chill or become
rancid. Sportsmen find it best for guns because it
prevents rust.

NYOIL is put up in 1-0z., 3%-0z. and 8-0z. Bottles
and in Quart and Gallon Cans.
For Sale by all Talking Macbine Supplies Dealers

WILLIAM F. NYE, New Bedford, Mass., U.S.A.

fact has been sufficiently recognized by the
salesmen themselves and the sales managers
who direct them.

How many manufacturers recognize it, and
take pains to provide their representatives with
current economic information of interest to
stimulate wholesome thinking on the part of
the men they meet? How many have ever stopped
to ask themselves these questions: “Haven't
I a responsibility to the communities that sup-
port me beyond merely filling their stores with
my product? When my men travel in and out
ot those towns what do they carry with them
and leave behind them in addition to my
goods?”’ . ..

What are salesmen of America carrying these
days in addition to their sample cases? And
what should they be carrying and leaving behind
them at every call?

Tell Everybody They Must Work

Three things at least, it seems to me.

First of all, every man who travels ought to
be doing his share to spread abroad the gospel
of hard work as our only sure path to salvation.
In every town to-day are men who are waiting
in idleness for business to “pick up again,” and
indulging meantime in conversation that adds to
their own depression and that of other men. It
would put us a long way forward if every such
man would to-morrow morning find some way
to go to work. The kind of work makes little
difference; the important thing is that he should
be busy instead of idle, should have his mind
turned away from his troubles and, by his ex-
ample, stimulate other men to activity. If cus-
tomers refuse to be lured to his counter let him
wash the front windows or paint the front door.
Let him put his boy Joe, or his daughter Nellie,
in charge for a while and go dig in his garden
or patch up the back steps, as his wife has been

ROTTEN STONE

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

KEYSTONE MINERALS CO.

41 Union Square, New York City

urging him to do for the past four or five years.
ILet him somewhere, somehow, do something;
for gloom and foreboding are frightfully con-
tagious, and idleness is the parent germ of
both. . ..

With that needed gospel, every salesman
ought to carry also a generous measure of tol-
erance in days of stress and change likc thesc.
We're all born intolcrant; we arc naturally sus-
picious of anyone who thinks differently from
ourselves. Some of us overcome that inherited
tendency as we grow older; some of us are
n.erely hardened and confirmed in its bad effects.
The pages of history are stained with the rec-
ord of men’s cruelty to one another because of
an unwillingness to entertain the new idea, and
the heresy of one generation becomes the com-
nionplace orthodoxy of the next.

Intolerance is dangerous enough in any age,
but peculiarly so in a period when everything is
changing so rapidly as now. The man in busi-
ncss who says, “We have always done things
tl.is way, and so we always will,” is likely to
wake up and find that the course of the river
of Business has shifted overnight and left him
high and dry. And the man who says ‘It was
good enough for my father and it is good enough
for me” ought to have a commission appointed
to look into his miental condition.

Most of us would be a lot more comfortable
if the world would quietly go back to the settled
conditions of 1913, but it never will. And while
we do not want to lose anything that was good
in the older order we ought to be very careful
that the chariot of progress does not come along
and run us down, because we are standing in
thc middle of the road and facing the wrong
way. New truth comes into the world wearing
such strange clothes and covered with so many
false whiskers that one has to be constantly on
the lookout. 1 never see a crowd of queer-look-
ing folks professing some crazy idea without
remcmbering how queer-looking the crowd must
have been that followed Jesus of Nazareth. I
never see all the respectable people of a city on
cne side of a question without remembering
that all the respectable people of Athens were
o1: the same side of the question when Socrates
was put to death. But the crowd was wrong,
and the one was right.

Backing a Sure Bet

Qur nerves are ragged from, the war. We
spend an awful lot of time in picking on each
other, and denouncing each other, and calling
for a return to the good old days which are
gone—and weren’t so awfully good at that. And
what we need most of all is a willingness to be-
lieve in the general goodness of our fellow-
men, coupled with a reasonable readiness to try
the new thing before we condemn it because it
is new. . . .

You meet men to-day who talk as if the race
were going barefoot from this time forward, and
there would never be any more market for
slioes; they talk as if we were all going to walk
forever, and there would never be any more call
for automobiles. And by that foolish, useless
conversation they impede the coming of the day
whose coming they most earnestly desire. But
men of the Morgan and Rothschild type waste
no time in any such futile conversation. They
go steadily forward betting on the future, know-
ing that there is only one way that the curve of
business can point in the long run, and that is
up, because the United States is marching on....

Hundreds of thousands of men travel in and
out of the towns of America; some of them,
Mr. Manufacturer, travel for you. They ought
to be apostles of sound thinking and vigorous
courage. The towns ought to be better towns,
and the business men in them better business
nien, because your representatives have called.
You have it in your power to make every man,
in a sense, a prophet of the gospel of hard work,
of broader tolerance, and of unflinching faith.

Many salesmen already are improving their
opportunity in a inagnificent degree. I could
name certain organizations whose men are fur-
nished with a daily supply of wholesome, in-
teresting information, out of which to make con-
versation with their customers, and so to pro-

BLANDIN

IT 1s indeed gratifying
that music lovers
should so promptly as-
sign the Blandin- Phono-
graph the leadership in
musical re-production.
You are cordially in-
vited to come 1n and
hear a piano, violin or
voice record re-produced

on the Blandin.

Racine Phonograph Co., Inc.

RACINE, WISCONSIN.

niote the wider diffusion of sound economic
thought. Such men render a service that is far
beyond the mere distribution of goods and, com-
ing to the end of their path, have the satisfac-
tion of knowing that many communities are
better because they have passed that way.

And I have known other salesmcn who left
behind them nothing better than a fund of dis-
colored stories and an occasional new word of
slang. Men of that sort are unworthy of the
high calling of salesmen. They are mere
recorders of orders when they might be apostles
of sound thinking. As prophets they are just
a dead loss.

The Mignon DelLuxe Records and Phono-
graph Co., New York, has been incorporated
with capital stock of $150,000 by J. A. Vos-

kamp, I. A. Lyons and L. B, Burgas.
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HITS—FIRST anp BEST on

Actuelle RECORDS

(Needle Cut Records by Favorite Pathé Artists. All Size 10)

[ VELMA-—Saxophone Solo................ Rudy Wiedoeft

rt0" | MARRIAGE BELLS—Van Eps-Banta Trio

Banjo, Saxophone and Piano
WITH THE COMING OF TO-MORROW
022493 | Robert Bruce, Tenor

$1.00 | DEAREST ONE
Lewis James and Elliott Shaw, Tenor and Baritone

022494 f BONNIE LASSIE. . ................ Charles Hart, - Tenor
$1.00 | MELLO CELLO—Dance Rhythm. . . .Elliott Shaw, Baritone
022495 | THE ARABIAN YOGI MAN............ Crescent Tno
$1.00 « MY MAMMY .................. Carlton Williams, Tenor
020484 | CRAZY BLUES—Dance Rhythm......Noble Sissle, Tenor
85c. | GREAT CAMP MEETIN' DAY... Noble Sissle, Tenor
STRUT, MISS LIZZIE......... ... Ernest Hare, Baritone
0212‘(*)%7 HOME AGAIN BLUES—Dance Rhythm
$1. Ernest Hare, Baritone
LATEST DANCE HITS
( HUMMING—Fox-trot. .. ... .. Joe Gibson and His Orchestra
022‘(*)‘(9)8< I NEVER KNEW (I Could Love Anybody Like I'm
31. Loving You)—Fox-trot. . . . Joe Gibson and His Orchestra
r O-HI-O (O- My-O)—One-step
022499 Bennie Krueger and His Orchestra
$1.00 L LEARNING—Fox-trot. . . . Bennie Krueger and His Orchestra
( LOVE BIRD—Fox-trot............ Casino Dance Orchestra
020485 | THE LEGEND—From “Lady Billy"—Waltz
85c. ! _ Casino Dance Orchestra
BRIGHT EYES—Fox-trot........ Casino Dance Orchestra
020486 | | OOK FOR THE SILVER LINING—From “Sally”
85c. (Fox-trot) .. ....oovvvinnnn... Casino Dance Orchestra

I NEVER REALIZED—Fox-trot. Piedmont Dance Orchestra
022502 | 1| OST MY HEART TO YOU—Fox-trot

$1.00 Piedmont Dance Orchestra
022501 [ MAKE BELIEVE—Fox-trot. . Nicholas Orlando’s Orchestra
$1.00 TWO SWEET LIPS........ Nicholas Orlando’s Orchestra

Pathé Freres Phonograph Co. = Brooklyn, N. Y.
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HITS—FIRST AnD BEST oN

RECORD

LATEST DANCE HITS

'HUMMING—Fox-trot

22498 | Joe Gibson and His Orchestra
Size 10:1 NEVER KNEW (I Could Love

$1.00 |

22499

Size 107

$1.00

20485

Size 107

85c.

20486
Size 10
85c.

20487

Size 10

85c¢.

22501
Size 107
$1 .00

22502

Anybody Like I'm Loving You)
. Fox-trot. Joe Gibson and His Orchestra

(O-HI-O (O-My!-O!)—One-step
Bennie Krueger and His Orchestra

LEARNING—F ox-trot
Bennie Krueger and His Orchestra

LOVE BIRD—Fox-trot

Casino Dance Orchestra

THE LEGEND, from “Lady Billy”
—Waltz ...Casino Dance Orchestra

‘BRIGHT EYES—Fox-trot
Casino Dance Orchestra

1LOOK FOR THE SILVER

LINING, from “Sally”—Fox-trot
Casino Dance Orchestra

(PERSIA—Fox-trot
Eddie Kuhn and His Orchestra

NOW AND THEN-—Fox-trot
(Duane Sawyer and His Novelty Orchestra

MAKE BELIEVE—Fox-trot :
Nicholas Orlando’s Orchestra

TWO SWEET LIPS—Fox-trot
Nicholas Orlando’s Orchestra

1 NEVER REALIZED—Fox-trot
Piedmont Dance Orchestra

Size 1041 LOST MY HEART TO YOU

$1.00

—Fox-trot
Piedmont Dance Orchestra

POPULAR VOCAL HITS

(WITH THE COMING OF TO-
22493 MORROW . . .Robert Bruce, Tenor

Size 10\DEAREST ONE

$1.00 Lewis James and Elliott Shaw
L Tenor and Baritone Duet

BONNIE LASSIE
Charles Hart, Tenor

IMELLO CELLO
. Dance Rhythm, Elliott Shaw, Baritone

22494

22495
Size 10
$1.00

Crescent Tro

MY MAMMY
Carlton Williams, Tenor

52496 [TIMBUCTOO. . .

Slze 10{SOMETHING
The Harmonizers (Male Quartet)

{THE ARABIAN YOGI MAN
{ .Billy Jones, Tenor

l’ CRAZY BLUES
20484 Dance Rhythm, Noble Sissle, Tenor

Sggc?o'[GREAT CAMP MEETIN' DAY
NOble SiSSle, Tenor

STRUT MISS LIZZIE
Ernest Hare, Baritone

HOME AGAIN BLUES
Dance Rhythm . Ernest Hare, Baritone

22497
Size 10

$1.00

Pathé Freres Phonbgraph Co.

Brooklyn, N. Y.
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Tie Up Your Sales of Bubble Books with a
Bubble Book' Party

HIS veryinteresting Mother

Goose novelty can be given
by schools, clubs, societies, etc,,
as a social entertainment very
easily. It makes a big hit with
the children because they can
all take part in it as Mother
Goose characters.

There’s nothing like a Bubble
Book Party to stir up the sales
of Bubble Books.

When you are in New York,
during February or early in
March, come to the Bubble
Theatre in the Bush Terminal
Sales Building, 130 West 42nd
Street, and see for yourself just

how attractive such a party is.
Matinee at 4.15 P. M. daily.

Bubble Book Sales Service
130 West 42nd Street
NEW YORK CITY

Twenty-five child actors under

~expert direction take part in it.
You are cordially invited any

day that suits your pleasure.

The Bubble Books are year-
round sellers because their ap-
peal is universal. Big national
advertising and genuine selling
helps, intelligently and heartily
gone into, create business for
you.

FeBrUARY 15, 1921

BusBLEBOOKS
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records

Nora Bayes Week—ftrom February 26th to March
5th—will make this wonderiul popular star known
to the comparatively few people in this country
who don’t know her already. You have a dozen
by her, twenty-four selections, all hits.
Her latest is A-3347.

Columbia Graphophone Co.
NEW YORK .

17
—= ==

WHERE GREAT ARTISTS WILL MEET

Columbia Graphophone Co. to Establish “Green
Room” in One of the Three Top Floors Set
Aside for Their Recording Laboratories in
the Gotham Building, Columbus Circle

In olden days, when theatres were few and
far between, all the eminent artists of the
theatrical stage used to gather in the famous
"Green Rooms” of the old-time English the-
atres. Now that New York has more than half
a hundred theatres, many concert halls and
vaudeville houses and two great opera houses
open every season, such a concentration of
talent would seem impossible.

But it can and will be brought about, to a
great extent, because of the fact that so many
of stageland’s present-day favorites and of the
great musicians of the past three years are
making records for the Columbia Graphophone
Co. This company recently signed a million-
dollar lease for the eight top stories of the new
twenty-four-story Gotham National Bank Build-
ing at Broadway and Fifty-ninth street, and
1s making elaborate preparations for the re-
ception of these artists.

The three top floors have been set aside for
the Columbia recording laboratories and in ad-
dition to these recording rooms with especially
prepared acoustic properties, where music in
all languages will be recorded by specialists,
there will be a department given over to the
reception of musicians in an atmosphere that
tends to develop their art.

Here such great opera stars as Rosa Ponselle,
Charles Hackett, Riccardo Stracciari, Jeanne
Gordon, Hipolito Lazaro, Jose Mardones, Mar-
garet Romaine, Leon Rothier, Mary Garden,
Maria Barrientos, Florence Macbeth and
Cyrena Van Gordon will meet and mingle with
such leading instrumental artists as Eddy
Brown, Pablo Casals, Percy Grainger, Josef
Hofmann, Sascha Jacobsen, Toscha Seidel,
Eugen Ysaye and Duci di Kerekjarto.

Such lively popular artists as Al Jolson, Nora
Bayes, Frank Crumit, Marion Harris, Guido
Deiro, Van and Schenck, Bert Williams and
Harry C. Browne will foregather with such
dance orchestras and organizations as Art
Hickman's Orchestra, The Happy Six, Sherbo’s
Orchestra, Sweatman’s Jazz Band, Ted Lewis'
Jazz Band and the Paul Biese Trio.

Some of the concert and symphony orchestra
artists who will be admitted to this musical
center are Lucy Gates, Louis Graveure, Hulda
Lashanska, Barbara Maurel, George Meader,
Alice Nielsen, Oscar Seagle Grace Wagner,
Carmela Ponselle and the members of the Chi-
cago, Cincinnati, Columbia and French Svm-
phony Orchestras, the Philharmonic Orchestra
of New York and the Gino Marinuzzi Sym
phony Orchestra.

The statement of a Columbia official that
atmosphere to artists is almost like the air thev
breathe and the right atmosphere brings out
musicians’ God-given talent conveys a hint of
the splendors to be expected in this modern

“Green Room.”
mediate neighborhood of the Metropolitan
Opera House, Carnegie Hall, the theatres and
vaudeville houses, brings it into a musical and
artistic atmosphere.

GETTING CLOSE TO THE DEALER

Do you realize that—The jobber’s salesman is
largely responsible for the success of his cus-
toimers? Ile can help his customers by sugges-
tions and advice. If he is informed on condi-
tions his customers soon find it out and turn
to him for counsel. He should be in position to
counsel with them wisely. It means much for
the progress of a business.

A salesman should. first and foremost, be
loyal to the liouse that employs him, and so
long as he continues to accept its money in
payment for services he is in duty bound to
refrain from any action or word that will prove
detrimental to his emplover.

Its very location in the im- -

NEW POST FOR H. D. BERKLEY

H. D. Berkley, who for many years has been
connected with several Victor organizations,
both wholesale and retail, and who more recently
was assistant general manager of the Enterprise
Music Supply Co., has been appointed man
ager of the Victrola department of Elooming-
dale Bros., Inc, New York City.

INCORPORATED TO MAKE RECORDS

New Comfort Records has been incorporated
with capital stock of $75,000 under the laws of
Delaware to engage in the manufacture of
phonograph records. The incorporators are
C. T. Cohee, C. B. Outten and R. E. McCloskey,
of Wilmington.

The Home Recorder, Inc.,, 222 Market street,
Newark, N. J., has been incorporated with
capital stock of $400,000, to mannfacture musical
mstruments.

«

work ?”

genuine,

our Service.

Exclusively Victor

Business men today are pragmatic.
Their test for every idea is, “Will it

That 1s the test we relish.

For that test brings out fully the
“workable”
man-to-man co-operative effort behind

Elyea Talking Machine Co.

Atlanta, Georgia

the

value Of

Strictly Wholesale
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An Interesting Fact—With a Moral ||

XX
r

> = W ROM December 1st to December A
Ii =l \ 24th there were sold from the TS
| | %Sj store of Phillip Levy & Com- 'S
pany, Norfolk, Va., a c1ty of 135,000 5

| population--- S

421 Granby Phonographs | 185
Totalling Over $67,000.00 e

The Granby was sold 1n actual competition with a i3
N dozen dealers handling all makes, which speaks =
pretty well for Granby. 9

> =
DA
)

Local newspaper advertisements—not big space, =
| but advertisements featured regularly and per-
H sistently—were valuable aids in making these sales. @

| The Moral e

There 1s plenty of business in your territory if you |
handle the right phonograph line, and will only ‘e
go after it intelligently. =

=

Conditions in Norfolk, at present, are no better (3
! | nor worse than in any other city. ‘e

7

If you want to know the details of the selling e
! campaign that produced these results, get in touch ‘e
with us immediately. =

1

l
e

GRANBY PHONOGRAPH CORPORATION | | :

N O R F O L K-~V 1 {1‘=,-
! - - Jactory - Newport News.» > g

OO
Y

f
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Various Methods of Increasing Talklng Ma-
chme Sales Interestmgly Described W. Biiss Stoddard

St. Patrick’s Day, which will soon be with us,
is one that naturally lends itself to mirth and
music, as the Irish are a light-hearted musical
race, and it is natural that a music dealer should
seize upon it as a means of pushing his talking
machines and records, especially the Ilatter.
Preparations should now be made for window
or other displays of records of Irish music,
instrumental and vocal, and in this connection
it is interesting to set forth the very excellent
display made last year by the Thearle Music
Co. of San Diego, Cal., who played up “St.
Patrick’s Day” in a very attractive manner.
Its window heralding the date caused every-
body to smile and stare. The large window
was floored with fluted grass green crepe paper.
and the tall floor lamp had a wide spreading
shade of the same color and material. Basking
in the green glow of this lamp—the effect was
enhanced by having green bulbs instead of
the customary translucent ones—was a four-
foot Victor dog, wearing a huge bow of green
ribbon, and a green stovepipe hat a yard high.
At either end of the room were late model
Victrola cabinets, and down in front, set in
wire racks, were a half dozen records, to each
of which was pasted a big green shamrock on
which was printed in Dblack the name of the
selections—"“Where the River Shannon Flows,”
“The Wearing o’ the Green,” “That Tumble-
down Shack in Athlone,” and many standard
Irish melodies.

A week before the seventeenth of March
they sent out broadcast green cards on which
were gold harps, while printed on the cards
were: “Celebrate St. Patrick’s Dayv with mirth

and music.” “Get your old Irish melodies or
new popular ballads from the Thearle Music Co.”
About the same time, too, they sent out spe-
cial invitations to their regular customers, and
inserted a general invitation in the papers to
an hour of music. This was given in their
music hall on the Saturday afternoon before
St. Patrick’s Day, thus giving the audience a
chance to hear many of the new and old

Thearle Co.’s St. Patrick’s Day Window
favorites, and lay in some special records for

entertainment on the seventeenth. All of the
selections were Irish, and different groups were
given on the leading phonographs, with a final
group of songs rendered by a local tenor. The
manager of the music department was in charge
of the concert, and prefaced each selection with
a short talk on the composer, the history of
the song and any little stories of human in-
terest connected with the music.

While arranged to push the sale of Irish

records there were many others sold that after-
noon, as the guests, both before and after the
concert, were invited into the demonstration
rooms, and heard a number of the new records
ranging from comic to classic.
A Lure in Securing Prospects

It will soon be marble time and the fondness
of the youngsters for the little spheres is well
known. Accordingly, any merchant who wishes
to secure a good list of talking machine pros-
pects could do no better than follow the plan
used very effectively last season by Kremer
Bros.,, Fond du Lac, Wis. They laid in great
quantities of marbles and then inserted a num-
ber of small ads in the local papers. Three
of these were used, each on a different page,
the sporting page, the comic section and the
front pages being selected—as the ones which
would attract most attention from the boys.
The first of these ads was adorned with a
picture of a freckle-faced lad shouting:

HEY, SI\I\NAY' C’MON OVER!
0,000 Marbles FREE!

Let's go to I\REMER BROS,, 36 N. Main St.,
next Saturday; between the hours of 8:00 A.M. and
5:00 P.M., where we can get a bag of 25 marbles
absolutely free if we bring along the coupon below
properly filled out.

KREMER BROS.

The second ad showed a group of boys play-
ing marbles, and was captioned:

Knuckles Down! No Hunching!
50,000 MARBLES ABSOLUTELY FREE!

_Every boy and girl in Fond du Lac can get a
big bag of 25 marbles, all colors, absolutely free by
bringing the coupon of this ad properly filled out
to our store on Saturday, Apnl 10, between the
hours of 8:00 A.M. and 5:00 P.M.

KRE\IER BROS

(Continued on page 34)

Note:

beautiful original factory finish on your cabinets.
1

Reaching Discriminating Buyers

In a bulletin announcing the new Victrola No. 80, the
Victor Co. describes this model as one that will appeal
strongly to the most discriminating buyers.
with the Victor Co. in this belief,
and know that the price of an
even $100 1s
right.

Clinton and Beaver Sts.

Use U-Sav-Your dressing and preserve

We agree

psychologically

We have arranged a special
plan to help Victor dealers intro-
duce the Victrola No. 80 in a
manner calculated to produce big
sales results.
with you?

May we co-operate

Collings & Company

Victor Distributors threughout Northern
New Jersey and Northeastern Pennsylvania

PLUM BUILDING
Newark, N.J.

the

Has Mastor s\

-
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i’ARIED WAYS OF INCREASlNG SALES
(Continited from page 33)

The third ad showed no cut, but played up
the “marble” idea:

MARDBLES! 50.000!

REE!
For the boys and girls of Fond du Lac
The balance of the ad was similar to the

others. At the bottom of each ad was a
coupon, which was to be cut out, filled out,
and brought to the store. This coupon stated
the name and address of the parents of the
lad, and whether or not they owned a talking
machine. In addition to the addresses of those
who already possessed talking machines the
firm secured a list of 500 prospects who did not
own one. The names of all who owned ma-
chines were turned over to the record depart-
ment for circularization on the monthly new
records, while the other list was sent to the
factory who manufactured the machine they
handled, and the factory sent each of them
literature on the subject. A factory represen-
tative also gave daily demonstrations of the
machine, and during this one month the talking

MARBLES!!
REE!

machine department showed the lhealthiest
growth in its history.
Music for the Winter Evenings

“As the days begin to lengthen, the cold
begins to strengthen,” and there are long Win-
ter evenings when few care to stir from the
house. This is the time when the phonograph
is especially appreciated for its varied enter-
tainment qualities. In order to bring this
effectively to mind the Maison & Blanche, New
Orleans. La., arranged a striking window dis-
play. Their window, which was a very large
one, had glass extending entirely to the floor,
and this was covered with cotton wadding to
represent snow. The entire window pane Wwas
covered with little patches of cotton—each at-
tached by a drop of glue—so that the effect to
the passerby was that of a raging snowstorm.
On an artificial snow mound was placed a
Grafonola, while a mound at the other side held
a Victrola. In the rear was a cardboard house,
with doors and windows of waxed paper, with
a strong light behind them. A card down front
suggested: “Music in the home will help to
make merry the long Winter evenings.”

Make Your Store Front Produce

More Business

When you have an energetic salesman in the form of a
glittering electric sign in front of your store, you sell not just

“1e
ikt

Ry

118
|
| B
@
|

9 Months to Pay!

The first payment brings
you your sign—you have
nine months to make
the final payments.

the person who happens to look in your windows—but the hun-
dreds of people who pass within a block or two in each direction.

That is where a Federal Electric Sign proves such a big
business getter—its cheerful invitation is irresistible.
Electric Sign pays for itself many times over for many years
to come—made of porcelain enameled steel, cannot rust, rot or de-
cay—will last indefinitely. As a progressive merchant, you should
not overlook this opportunity to gain a step on competition.
Send coupon today for full information and sketch showing how
your sign will look. No obligation.

Tear Off and Mail Coupon Now

A Federal

FEDERAL ELECTRIC COMPANY

Representing Federal Sign System (Electric)

8700 South State St., Chicago, Ill.

Please send me full information, price and free sketch of a Porcelain-enameled Steel

Sign for my business.

Explain your 9-months-to-pay Plan

INETTTE o S el o e w m e 1657 State....oovvunnn..
Streetand No.....oovviiieninn. .. BUsiness .. vviut i e e et
Store Frontage.......oovvvoeo.. No. of Floors.....covvviiini i

T™MW-2

TO MAKE EXTENDED CONCERT TOUR

Mamie Smith and Her Jazz Hounds, Widely
Known Through Her Okeh Records, Has Ar-
ranged to Make a Coast-to-Coast Tour—It
Promises to Be a Big Success

Mamie Smith and her Jazz Hounds are an-
swering the unanimous demand for personal ap-
pearances by going on concert tour. Under the
management of the Standard Amusement Co.,
with offices at Suite 502, Vanderbilt Avenue
Building, New York, a coast-to-coast tour is
being scheduled.

The company is to be known as “Mamie Smith
and Her Jazz Hounds Revue.” There will be
added features to the original Jazz Hounds,
as Mamie Smith will carry a varied company
of well-known entertainers. They will give a
full evening’s performance. The popularity
Mamie and her Jazz Hounds have won 'on Okeh
records has assured her managers of record-
breaking audiences. The engagements she has
already filled in a number of Eastern and
Southern cities were played to capacity-filled
houses.

The program which will be offered on tour:
will consist of recent selections released on
Okeh records made by this organization as well
as other late Broadway jazz and Blues hits. The
attraction will be booked only in large audi-
toriums where there is sufficient seating capacity
to accommodate the crowds.

IN FINANCIAL TROUBLE

The Stratford Phonograph Co., of Ashland,
0., was adjudicated a bankrupt on January 12,
and the first meeting of the creditors was held
in Ashland on January 27. At this meeting
the creditors proved their claims, appointed a
trustee, examined the bankrupt, and transacted
sirch other business as came before the meeting.

VALUE OF ENTHUSIASM

Enthusiasm is not excitement; it is earnest-
ness. Not frenzy, but fervor. Not arrogant
braggadocio of your goods. but ardent belief in
your goods. Enthusiasm is lasting. not tem-
porary. It carries the dealer with you, not
away fromi you. {t makes him sell your goods
as well as buy vour goods.

The biggest interest man has to pay on a.
lcan is on borrowed trouble.

Why Break Records?
Just File Them!

That is if you have the wonderful Record filing sys-
tem which is a feature of

The Marvelous MAGNOLA

adchmg the Music Come Out

This is only one feature of many that will command
your interest and attention. Lel us send you hand-
some tllustrated catalog and information as to owur
plans for helping you to make money with MAGNOLA.

MAGNOLA TALKING MACHINE COMPANY

OTTO SCHULZ, President
General Offices Southern Wholesale Branoh
711 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA, GA.
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Announcing
THE

DANCE NEEDLE

TO THE TRADE:

A new needle known as the DANCE NEEDLE has
been invented for the purpose of doing full justice to the tonal
volume of dance music.

The DANCE NEEDLE is the only one of its kind in the
market, and this name alone will make it an ideal selling
proposition.

The DANCE NEEDLE is a decided novelty that can be
featured as a direct attraction to the consumer. Every buyer
of dance music 1s a prospect for substantial sales of the
DANCE NEEDLE. Approximately 75% of all records sold
are dance records, and this means that 75% of all needles
sold will eventually be the DANCE NEEDLE.

There is no other needle manufactured that has such a
unique and direct appeal to the consumer.

Manufactured by

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

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

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

Branch Offices: Chicago, Ill. Toronto, Can. London, Eng.
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GIVE THE PUBLIC GOOD MUSIC

Says Albert Spalding, Who Berates Musicians
for Carelessly Selected Music Programs—
Says a Day of Reckoning Is Coming

American audiences are making artists lazy.
That is the opinion expressed by Albert Spald-
ing. famous violinist and Edison artist, who
declares that a day of reckoning is coming in
the music world when artists will regret the
careless habits into which commercialism has
led them.

“In the fulfilment of the great trust which
rests in great musicians, tliere are certain essen-
tials,” said Mr. Spalding in a recent interview.
The most important, it appears to me, is the
presentation of great works finely performed.”

Mr. Spalding claims that in their desire to
please easily satisfied audiences even the muost
noted musicians are getting the habit of singing
indifferent works that are familiar, in order to
gain the ready applause that brings recalls,
consequent success and, also, consequent box
office receipts.

“Public taste in art, like water, runs down
hill,” said the violinist. “If unchecked it will
end its course in a muddy and chaotic stream
1 know of no cure for it unless artists and
managers co-operate and by mental stimulation
of each other’s efforts in the right direction in-
stitute a system of good plumbing for the art
of music. If you want water pure and uncon-
taminated, you don’t pump for it at its lowest
levels. It is best when obtained as near as
possible to its source. It is the same with
music. And its effect on the public is the same.
Drinking contaminated water is known to be
poisonous to the body. Listening to bad music
is no less poisonous to the mind. I have no
intention or desire to preach a pessimistic ser-
mon. 1 refuse to admit, or believe, that the
public is more than a passive contributor to it.
Public opinion is not an affirmative quality.
It concurs or acquiesces in leadership.”

REMINGTON ELECTRIC SIGN

THAT ATTRACTS ATTENTION

The Remington
Phonograpli Corp. is
featuring the Reming-
ton name and product

AS GOOD AS THE NAME
g - 307

The Tone is Best by Every Test

Wholesale & Retail
- Sales Rooms

in a striking manner
on the Great White
Way through a large
electric sign erected
upon the roof of the
Remington Building,
at 1662 to 1666 Broad-
way, New York City,
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- The Remington exec-

i utive and wholesale
A offices occupy the sec-
REM!NGTON:#:::”:‘J #| ond floor of this
building. This sign

has already taken its
place as a part of the
lighting of the Great
White Way and is be-
coming a familiar

sight to the thousands
> METEOR of theatregoers as
they promenade on
this famous thorough-
fare. The accompany-
ing illustration gives
a good idea of the size
of this new sign.

SHOWS USES OF RECORD FLASHER

Standard Accessory Corp. Prepares New Book-
let on Advantages of Its Product

MiLwAUKEE, Wis., February 4-—The Standard
Accessory Corp, 355-357 East Water street, this
city, is sending to the trade a very attractive
folder showing very clearly how the record
flasher which 1t manufactures is used on talk-
ing machines; also inside the player-piano to

light up the music roll. It brings out very
clearly the merit of the flasher, describing the
different ways in which it can be used. The
folder also shows a half-size tungsten battery
which can be used in connection with the flasher
when electricity is not available. Special note is
made in this attractive folder of the fact that
the record flasher finds a very ready market
among the farmers, over 51 per cent of whom,
statistics show, own a talking machine or a
player-piano.
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“BABY”

A Popular Line of
Toy Phonographs

Nothing More-Nothing Less

The “BABY” Model
RETAILS AT $6

A Splendid DealerProposition Is Availabl.

GENERAL PHONOGRAPH MFG. CO., Elyria, Ohio

PHONOGRAPHS

MODEL X RETAILS AT $12
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Edison Message No. 90

It will be many yéars before the

general level of commodity prices 1s

as low as the present prices of E.dison
Phonographs.

F.dison Phonographs increased m

price less than 15%, including War
Tax, since 1914.

“Edison Stood the Gaff”

THOMAS A. EDISON, Inc.

ORANGE, N. J.
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MEADER SCORES IN McKEESPORT

Columbia Artist Arouses Great Enthusiasm in
Recent Concerts in McKeesport

McKeEesporT, Pa., February 1.—George Meader,
the celebrated American tenor and exclusive Co-
lumbia artist, made a sensational showing during

George Meader

his appearance in this city recently. Mr.
Meader is known throughout the United States
as the boy soprano, with phenomenal gifts, and
has endeared himself to the hearts of New York
niusic lovers by singing in St. George’s and
cther metropolitan churches. He has sung in
Europe with the leading orchestras, and is one
of the few boy sopranos who has realized the
promise of his early youth and retained the
sweetness and purity of voice which so charmed
his early hearers. In the McKeesport concert
there was a quality in Mr. Meader’s voice that
seemed to strike a responsive chord in the hearts
of his audience.

In order to give the high-school students an
opportunity to hear this opera star, F. C. Wamp-
ler, of F. C. Wampler & Sons, Inc., local man-
ager, made a special price to them, with the
result that a record-breaking audience thronged
the hall. Mr. Wampler states that the concert
was a tremendous success in every way.

SELLS FACTORY TO WATERMAN CO.

General Phonograph Corp. to Concentrate Motor
and Tone Arm Business in Elyria, O.—To
Continue Record Making in Newark

The factory on Thomas street, Newark, which
the General Phonograph Corp., New York, has
owned for some time past, has recently been
sold to the L. E. Waterman Co., makers of
fountain pens.

In referring to this transaction, Otto Heine-
man, president of the General Phono. Corp,,
informed The World that the sale was made
because in the future all of the motor and tone
arm business of the company will be concen-
trated in the factories at Elyria, Ohio. The
plan of concentrating all of this end of the busi-
ness in one city will make for greater efficiency
in manufacturing.

Okeh records will continue to be manufactured
the same as heretofore, in the Newark plant,
and for this purpose a large portion of the
factory to which the Waterman Co. now holds
title has been leased. The Okeh record busi-
ness continues to grow in a substantial manner.

THE VALUE OF REPUTATION

Everybody likes to do business with a gen-
tleman—a man who is clean, both outside and
inside; who neither looks up to the rich nor
down on the poor; who can lose without squeal-
ing and win without bragging; who is consider-
ate of women and old people; who is too brave
to lie, too generous to cheat and who takes his
chare of the world and lets others have theirs.

INSTITUTES “NO PURCHASE HOUR”

Fordham Store Sets Aside Special Time to
Serve Needs of Patrons—No Goods Sold Dur-
ing This Time—Pres. Mangam Outlines Plan

A rather unusual and highly commendable idea
has been developed by R. W. Mangam, presi-
dent and general manager of the Excel-O-Phone
Talking Machine Co., 12 East Fordham road,
New York. In order to ‘give his patrons the
advantages of real store service he conceived
the idea of having once a week a “No Purchase
Hour” which should be given over entirely to
the wishes of customers of the store. In dis-
cussing the workings of this plan, Mr. Mangam
said:

“Positively no merchandise will be sold at our
Fordham road store between the hours of 8

"and 9 o’clock on Friday evening of each week,

unless by special need-or request. This hour
shall be devoted to ‘Service.’

“We want every person in this section at that
time to step in and get acquainted. We believe

that the talking machine is a mighty important

bit of furniture in the home, entitled to proper
attention by both the owner and by us. Possibly
there is some question regarding your instru-
ment that puzzles you; you note with alarm a
tone variation, a grind, a lack of clarity, or
some other discrepancy regarding which you
may desire to be enlightened.

“QOr, possibly, there has come to your atten-
tion some device or attachment for your instru-
ment that offers an improvement—a labor-saving
dcvice, such as an automatic stop, wind, repeater,
etc. We will be glad to demonstratc and ex-
plain these articles. Then, again, maybe you
are contemplating the purchase of a talking ma-
chine, but have hesitated to inquire of us, due
to a belief that there might appear to be an obli-
gation to purchase. We don’t want you to feel
that way. We will cheerfully demonstrate our
instruments, explain their many points of
superiority, and justify to you our belief in
their quality, without obligation.

“Drop in. Tell us what we can do for you.
We are at your service. It is the keynote of
this enterprise, and our motto is: The customer
is always right.”

THE COLOR VALUE OF MUSIC

Cyril Scott, the English Composer, Speaks In-
terestingly of the Occult in Music

Cyril Scott, the English composer, who is in
the United States lecturing on “The Occult in
Music,” says that “brilliant, flashing colors in
startling and attractive forms are seen by the
trained clairvoyant when beautiful music is
played. ’

“l know at least one initiate in England,” said
Mr. Scott, “who knows nothing whatever about
music, yet he enjoys music immensely because
of the flashing, living colors and the wonderful
beauty of forms that he sees with his clairvoy-
ant vision.

“The theosophists say that musical forms and
colors are sensed by the pineal gland. The colors
are produced simultaneously and yet they do

1ot interfere one with another, but are vividly
distinct and gorgeous. The modern French
music of Ravel and Debussy is particularly rich
in nature-spirit effects.

“The spiritual value of the music can be de-
termined by the purity and beauty of the colors.
Scriabine, in the latter part of his life, made
music a definite vehicle for spiritnal expression
and his compositions glow so richly with color
and form that clairvoyant adepts take the most
exquisite delight in his music.

“The masters, .or initiates, use music for their
purposes, inspiring musicians and thus bringing
spiritual influences directly to bear on the
world.

A salesman may not know it all, but neither
does the customer. The more a salesman
knows about his goods the better he can sell
them.

piece of furniture;

138 West 124th Street

THE
VICTOR
RECORD

A series of

ACHIEVEMENTS

Series 2

( Producing the Victrola type of instrument was a forward
step in the industry taken by the Victor Company, the
importance of which can hardly be overestimated. In this
form the talking machine immediately stepped forward as a
beautiful element in the furnishing of a home—a charming
and all unpractical and unsightly
features connected with sound reproducing were eliminated.

¢ With the development of this style went forward also
the development in richness of tone, giving an instrument
covering all music unapproachable for quality and service.

g Scarcely anything in the pioneering work of the Victor
.Talking Machine Company has had more w1de-reach1ng
influence than the creating of this Victrola Style,

KNICKERBOCKER TALKING MACHINE C0.

ABRAM DAVEGA, Vice-Pres.

Metropolitan Victor Wholesalers

“HIS MASTERS VOICE

=3 B o s wwar

New York
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The public’s pride of possession makes
Sonora the most popular phonograph
ON’T think that because ONORA business 1s keeping

you may have difficulty in up to a high mark because
selling some make of phonograph  the magnificent Sonora tone
that phonographs as a class are makes sales. And the superb
being neglected by the public. Sonora cabmets (a joy to the
People buy more connoisséur of fme fur-
carefully now. They niture) make sales.
compare. lhey 4 And the many exclu-
examme. |hey judge. § sive and vital features
Then they buy and for which Sonora 1
they buy quality. famous make sales.

It 1s nsky to handle
a phonograph the
‘ manufacture of which
the more brilliantly may be discontmued at
does Sonora distinguish e puss any time.
itself. | It's another thing to

Sonora means a wonderfully sell Sonoras, world famous for
complete line for one thing. A ther superonty, and licensed
customer can choose from 24 and operating under BASIC
period styles, 7 uprights and | PATENTS of the phonograph
Portable model---and all these industry which guarantee that
are standard stock models and Sonora’s. future 1s secure.
not made-to-order specials. It's easy to sell when you

Prices are from $75 to $1800. offer

The Highest Class Talking
Machine in the World

g

This 1s a real Sonora
market, because the
more severe the tests,
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CLEAR AS A BELL

5THE INSTRUMENT OF QUALITY

!

White today regarding a Sonora agency to the
distributor covering your terntory

GIBSON-SNOW CO.,

Syracuse, N. Y.

State of New York with the excep-
tion of towns on Hudson River

below Poughkeepsie and excepting
Greater New York.

W. B. GLYNN DISTRIBUTING
CcoO.,
Saxtons River, Vt.

States of Maine, New Hampshire,
Vermont and part of Massachusetts.

GRIFFITH PIANO. CO.,
605 Broad St., Newark, N. J.
State of New Jersey.

HESSIG-ELLIS DRUG CO.,
Mempbhis, Tenn.

Arkansas, Louisiana, Tennessee,

Mississippi.
KIEFER-STEWART CO,,

Indianapolis, Ind.

Entire State of Indiana.

LEE-COIT-ANDREESEN HARD-
WARE CO.,
Omaha, Nebraska

State of Nebraska.

THE MAGNAVOX CO.,
616 Mission St., San Francisco,

Cal.

Washington, California, Oregon,
Arizona, Nevada, Hawaiian Islands,

Nozthern ldaho.

C. L. MARSHALL CO., INC,,
82 Griswold St., Detroit, Mich.
409 Superior St., Cleveland, O.

Michigan and Ohio.

MINNEAPOLIS DRUG CO.,
Minneapolis, Minn.

States of Montana, North Dakota,

South Dakota, Minnesota.

I. MONTAGNES & CO.,

Ryrie Bldg., Toronto, Can.
Canada.

MOORE-BIRD & CO.,

1751 California St., Denver, Colo.
States of Colorado, New Mexico and
Wyoming east of Rock Springs.
MS &E,

221 Columbus
) Mass.

Connecticut, Rhode Island and East-
ern Massachusetts.

Boston,

Ave.,

ROBINSON-PETTET CO., INC,,
522 West Main St., Louisville, Ky.

State of Kentucky.

C. D. SMITH DRUG CO.
St. Joseph, Mo.

Missouri, Northern and Eastern part

of Kansas and five counties of
Northeastern Oklahoma.

SONORA PHONOGRAPH CO. OF
PITTSBURGH,
820 Liberty Ave., Pittsburgh, Pa.

Western Pennsylvania and West Vir-
ginia.

SONORA CO. OF PHILA,, INC,,
1214 Arch St., Philadelphia, Pa.
Eastern Pennsylvania, Maryland,

Delaware, District of Columbia and
Virginia.

SONORA DISTRIBUTING CO. OF
TEXAS,

Dallas, Texas.

Western part of Texas.

SONORA PHONOGRAPH CO,,
INC,,

279 Broadway, New York.

Distributors for Greater New York
and towns on Hudson River below
Poughkeepsie.

SCUTHERN DRUG CO.,
Houston, Texas.

Southeastern part of Texas.

SOUTHERN SONORA CO.,

310-314 Marietta St., Atlanta,
Ga.

Alabama, Georgia, Florida and
North and South Carolina.

SOUTHWESTERN DRUG CO.,
Wichita, Kansas.

Southern part of Kansas, Oklahoma

(except five N. E. counties), and
Texas Panhandle.

STREVELL-PATERSON HARD-
WARE CO,,

Salt Lake City, Utah.

Utah, Western Wyoming and South-
ern Idaho.

C. J. VAN HOUTEN & ZOON,
Marquette Bldg., Chicago, Ill.

Illinois and lowa.

YAHR & LANGE DRUG CO.,
Milwaukee, Wis.

Wisconsin, Upper Michigan.

Each Sonora at its price
represents the maximum of value
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IMPORTANT CHANGES IN REGULATIONS REGARDING
PAYMENT OF WAR EXCISE TAXES JUST ANNOUNCED

Treasury Department Announces Several Important Changes in Manner of Reckoning Excise
Taxes Which Are of General Interest—Rulings on Certain Types of Musical Instruments

WasnaingToN, D. C., February 5.—Extensive
changes in regulations 47 of the Internal Rev-
enue Bureau covering payment of excise taxes
on automebiles, musical instruments and other
articles by manufacturers were announced by
the Treasury Department recently.

Article. 3 has been clartfied to make it plain
that when a manufacturer of a taxable article
quotes a unit price which includes selling price
and a direct statement of the portion of the
total that applies as tax the tax can be reck-
oned on the selling price as stated and not on
the total price given. Other changes follow:

Article 4—Discounts and expenses, The rul-
ing in regulations 47 permitting an adjustment
of the tax in the case of an adjustment in price
on goods sold over a period of time on a quan-
tity rebate has been extended to permit an ad-
justment in the tax in the case of an adjustment
in price under an agreement made at the time
of the sale to make such adjustment in case
of a decline in the market.

Article 7—Who is a manufacturer? This
article has been modified to provide that while
a manufacturer is generally a person who (1),
actually makes a taxable article, or (2) by
changes in the form of an article produces a
taxable article, or (3) by the combination of
two or more articles produces a taxable article,
under certain circumstances such a person is not
a manufacturer for the purpose of the tax; but
that if a dealer or jobber owns a patent, trade-
mark, formula or recipe for a taxable article
and contracts with another person or firm for
the manufacture thereof, the contract specifying
that the article can be manufactured only for
such dealer or jobber and that it will be sold by
such dealer or jobber as the manufacturer, the
dealer or jobber is held to be the manufacturer
for the purpose of the tax.

Article 15 has been made to read:

“A concern which does not manufacture for
sale separately any part or accessory, but is
engaged in doing strictly a repair business and
makes only occasionally a part which may be
needed for an immediate repair job performed
by it, is not considered a manufacturer and is
not required to pay any tax in respect to parts
so manufactured and used.

“A person, partnership or corporation en-
gaged in the business of building over automo-
bile tops or bodies for installation on new or
old chassis is not considered to be doing strictly
a repair business, even though all such tops or
bodies are manufactured as needed for an im-
mediate job, but is held to be a manufacturer
of automobile parts or accessories and subject
to tax as such.”

Article 17—Musical instruments. This article
has been amplified to provide that so-called “toy
talking machines, pianos, music boxes, etc., are
taxable only if capable of use as practical musi-
cal instruments, and also to provide that or-
chestrions, mechanical violin players, etc., with
a standard or modified piano player action in-
corporated therein, are subject to tax only on
that portion of the price charged which repre-
sents the selling price of such action.”

Article 34, on manufacturers who are also re-
tailers, and Articles 42 and 43, covering export
sales, have also been amended.

Article 41, credits and refunds, has been am-
plified to define in detail the difference between
an ‘“‘overpayment or overcollection,” as dis-
tinguished from an “illegal or erroneous” pay-
ment or collection. The law permits a taxpayer
to take credit for an overpayment or overcol-
lection, whereas an illegal or erroneous payment
or collcction must be recovered through a claim
for refund.

GRAFONOLA IN PROMINENT THEATRE

Los ANcEeLEs, CaL., January 25—]. Van Grove,
Columbia dealer of this city, recently made a
sale of a K-2 walnut Columbia Grafonola to Sid
Grauman, who is using it on the stage of his
million-dollar theatre. This is one of the
largest moving picture establishments in this
section of the country and is one of a chain
of which Mr. Grauman is proprietor.

F. E. WATKINS IN THE SOUTH

F. E. Watkins, of Watkins Bros., Inc., Hart-
ford, Conn., is now on an extended visit to Pine-
hurst, N. C., where he will take part in the an-
nual trap-shooting meet. Directly after the
tournament Mr. Watkins will leave for Arcadia,
Fla,, where he w111 spend the rest of the Winter
hunting.

GOOD YEAR FOR LYRIC RECORDS

The American Talking Machine Co., Blooms-
burg, Pa., is showing a very optimistic spirit
anent business conditions generally. B. W. Jury,
general manager, reports a very fine business on
Lyraphone and Lyric records and prophesies
that 1921 will prove a banner year for every-
body in the talking machine industry who works
hard to make it so.

INCORPORATED IN MASSACHUSETTS

The Music Box -Co., Inc., Beverly, Mass., has
been incorporated, with $10,000 capital, to deal
in phonographs, pianos and musical instruments

generally. The incorporators and officers are
Frank A. Hayes, C. H. Phillips and W. D.
Phillips.

If a salesman is capable of determining be-
forehand the question whether goods will sell
or not he is wasting his time on the road.
He is worth $10,000 a year to any house in
business, and they will not ask him to work
more than half an hour a day, either.
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You Can Sell Musical In-
struments With Oplex Signs

FLEXLUME Oplex Electric Signs
are the kind with the raised snow-
white glass letters on a dark back-
ground. This makes them excellent day
signs as well as night signs. The night
effect 1s solid letters of light standing
out of the darkness.

Oplex Signs are selling musical 1nstru-

= ments. Let us send you a sketch show-
| [  ing an Oplex Sign for your store.

, FLEXLUME SIGN COMPANY
36 Kail Street

Buffalo, N. Y.
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WASHINGTON
February 22

LINCOLN
February 12

THE BIRTHDAYS
OF
TWO ILLUSTRIOUS AMERICANS

The country which can produce such stalwart and inspiring characters
as Abraham Lincoln and George Washington, whose birthdays we
honor this month, is the country to not only place your entire faith in,
but vour capital, meaning brains, ability and money, as well.

The business trials of to-day are nothing The faith in America was what prompted us

compared to the national trials the father
and savior of America went through. And
America to-day is greater and more power-
ful because these men have lived.

to enter the phonograph field when there
already were “too many manufacturers”.

Also our faith in America told us to go
ahead because in the

avaiigsen Plonograp/z

We knew we had a sound reproducing ma-
chine that represented the greatest advance
ever made in instruments of this character.

Our faith in America instilled the belief that
there is always room at the top and that is
the place we are headed for.

The impetus behind us is the Remington
Phonograph with the Remington Repro-
ducer, built on entirely new principles, our
policy to give a dollar’s worth in exchange
for the other man’s dollar, and the knowl-
edge that we are here to serve and not to
be served.

1662-64-66 BROADWAY
New York, U. S. A.

PHILO E. REMINGTON, President
JAMES S, HOLMES, Vice-President <
EVERETT H. HOLMES, Salss Manager

AINGT:
Q:j: Z (oqp%Z/l/

The dealers who are not as yet familiar with
the Remington Phonograph and our selling
and agency proposition are invited to make
inquiries.
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best seller.
you won’t care.

Marion Harris sings “Yankee” and “Griev-
ing for You.,” Y
deciding which side of this record is the
But you’ll sell so many that

You’ll have

A-3353.

lots of difficully

Columbia Graphophone Co.
NEW YORK

g—————————
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Most business men are agreed that the low
ebb of the nation’s buying has been passed, and
that from now on we will witness a constant,
steady increase in business. The United States
Department of Labor officials report that na-
tional unemployment is decreasing. Many fac-

tories which were closed have resumed their

activity. Advertising agencies find many calls
for their assistance from business men who
believe that the year 1921 will reward those
who fight for business.

It was universally agreed some time ago that
the *“order-taking” days were over, and that
to obtain business now it is necessary to go
back to the old methods of real selling. as in
the days before the war.

The war demonstrated the value of advertis-
ing. One of the very effective means used in
all countries in fighting the war was publicity.
Heads of many old conservative concerns who
formerly scorned advertising are now knocking
at the doors of advertising agencies. They
appreciate that if they are to get their share of
this year’s business they must fight for it.

The retailer must do his share. The average
retailer, because of the nature of his business,
cannot use the advertising means of whole-
salers, but he has a very effective means of
publicity at his disposal, namely, the electric
sign. Regardless of where he is located—on a
dark side street or a brilliantly lighted business
avenue—the electric sign has a value to him
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ELECTRIC SIGNS AS AN AID TO BUSINESS

Written for The World by EINAR GRAFF
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warth many times its cost. It is no exaggera-
tion to say that the retailer who does not take
advantage of the advertising power of the elec-

A Sign That Attracts the Public
tric sign is annually permitting many dollars
in potential profits to go to waste.

By means of an electric sign, a retailer may
advertise at less cost to a larger number of
potential customers than by any other medium.
The sign is located outside of his place of
business, and is seen by all who pass directly

by it or within a distance of two or three
blocks-—persons who frequent the neighborhood
of his store, and therefore logical customers.
The electric sign is valuable to the retailer
other ways. It identifies the location of
his store in the minds of the public. It gives
his store an attractive, bright, prosperous and
stable air, which increases its drawing power
and instills confidence in the potential cus-
tomers.

An electric sign not only advertises the store
after nightfall. It has an equal advertising
value during the day. As an example, consider
the porcelain enameled steel blue and white
signs which are familiar on the streets of most
of our cities. probably because retailers have
found them to be the most practical. They
withstand weather. They do not fade and need
never be painted. When they become soiled
they may be washed with soap and water, and
look like new. They last indefinitely.

This year will reward business men who
fight for business. The intelligently aggressive
merchant will prosper—he will take advantage
of every opportunity before him, such as plac-
ing in front of his store an electric sign, and
the utilization of other modern equipment that
will advertise his progressiveness, as well as
interest the buying public.

IN PROCESS OF REORGANIZATION

The Superior Court of Hartford County last

in

month appointed a receiver for the Bristol
Furniture Co., Bristol, Conn., which also
handles talking machines. This action was

taken for the purpose of reorganization and
not hecause of insolvency.

THE ECLIPSE MUSICAL CO.

Victor Wholesaler

“HIS MASTER'S VOICE™

REG.U.S.PAT.OFF. ¥
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Cleveland, Ohio
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REPRODUCERS

and Brass for

EASTERN REPRESENTATIVE

IRONCLAD MOTORS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS ( TURNTABLES Stylus Bars
TONE ARMS Grey Iron ¥'§§S§§§‘§MES Screw Machine Parts

HORNS and THROATS

Direct Quantity Importations On {

CHERINGTON MFG. CO. D R DOCTOROW

Talking Machine Hardware

JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East y42nd S1.,, New York
Tel. Vanderbilt 5462

TALKING MACHINE MEN MEET

Monthly Gathering of Local Talking Machine
Dealers’ Association Held at Hotel Pennsyl-
vania—Plans for Annual Banquet Now Being
Made—Alfred L. Smith Makes Address

At the monthly meeting of the Talking Ma-
chine Men, Inc., held at the Hotel Pennsyl-
vania on Wednesday afternoon, January 19, it
was decided, following the presentation of the
report by the entertainment committee, of which
J. 1. Davin is chairman, to hold the annual ban-
quet and election of the Association at the Hotel
Pennsylvania on the evening of March 29.

The committee, of which E. G. Brown, secre-
tary of the Association, was a member, which
visited and conferred with the Philadelphia
Talking Machine Dealers’ Association for the
purpose of obtaining information as to ways and
means for exchanging surplus record stock be-
tween dealers then reported. It was decided
to acquaint ¢very member of the organization
with the plané proposed and a decision for the

adoption of this system will be voted upon at

the February meeting of the body.

The Victor Luncheon Club, composed of a
number of Victor dealers who are also mem-
bers of Talking Machine Men, Inc., reported
that their organization had sent a bouquet of
flowers to Enrico Caruso, who has been ill, with
a letter expressing hopes for his speedy recov-
ery. They received a telegram of thanks in
response. The Talking Machine Men, Inc.,

then voted unanimously to appropriate a sum £

for a like purpose.

J. J. Davin, Chester Abelowitz and Cass Riddle
were appointed a committee to confer with the\g

producers of the show “Erminie,” now playing
at a local theatre, for the purpose of obtaining a
block of seats for a theatre party to be given in
the near future.

A letter was read from the Los Angeles Music
Trades’ Association, in which it was proposed
to form a national association of local talking
machine bodies for the advancement, betterment
and protection of the industry.

Alfred L. Smith, general manager of the Music
Industries Chamber of Commerce, then ad-
dressed the gathering on the proposed increase
of taxes on musical instruments. He suggested
a limited sales tax on all sales of goods, wares
and merchandise from the raw material to the
finished article as the principal method of rais-
ing the revenue necessary to make possible the
elimination of the excess profits tax, the higher
surtaxes and the manufacturers’ excise taxes
which, it is generally conceded, are seriously
retarding business.

Mr. Smith spoke to the members on invitation
of E. G. Brown, secretary, who is also State
commissioner for New Jersey of the National
Association of Music Merchants. He called at-
tention to the weakness of the tax programs of
the Treasury Department and of the National
Industrial Conference Board, which includes an’
increase in excise taxes, and declared that musi-
cal instruments are not subject to an excise tax.
1his fact, he said, will be proved by informa-

COTTON FLOCKS

Record l\/ianu.tacturlng
THE PECKHAM MFG. C0., Z55a5h Stres?

tion which the Chamber is now gathering for
presentation at Washington at the proper time.

A nominating committee was then appointed,
composed of the following: William Berdy, J
Schick, Arthur Herrman, A. B. Schouler and M.
Goransky.

C. H. Kolling. of the Phonograph Specialties
Co., of Jersey City, N. J, addressed the gath-
ering on the merits of his personal invention, a
non-overwinding motor spring safety device.

STRANGE “DOINGS™ WITH CRYSTALS

Interesting experiments with Rochelle salts
at the International Communications Confer-
ence are reported in Science and Invention.

The frst surprise was a demonstration with
Rochelle salt crystals. “When it comes to gym-
nastics,” explained the engineer in charge; “no
one has anything on the Rochelle salt crystals.”
And every one agreed.

It was shown that when these crystals arc
twisterd or pressed an electric current flows from
them—is squeezed from them, as the engineer
puts it. And conversely, when a current flows
into them they wiggle and wabble in a most
capricious fashion. There was a phonograph
with the ordinary reproducer replaced by a salt
crystal. From this crystal wires were led to
another crystal placed in a phonographic horn,
and when the phonograph was turned on the
first crystal wiggled, producing currents which
made the second crystal wiggle so violently that
rich music poured from the horn.

l[{ow to open a safe without knowingz the com-
bination or wrecking it was also demonstrated.

INDIVIDUALITY IN YOUR PRODUCT
WILL MEAN MORE SALES FOR YOU!

Competition in talking machines is growing more strenuous each day.
question of price any longer but of quality—higher quality and better tone.
the claims of quality and tone reproduction in your product—make it be individual.

Equip Your Phonographs With the New
EMPIRE UNIVERSAL TONE ARM and REPRODUCER

It is not a
Maintain

No. 1
Plays
only lateral
cut records.
Retails
at $5.00

1362 EAST 3rd STREET

We are prepared to submit to reliable manufacturers samples of our tone arms and

reproducers in order to enable them to determine the merit of our product.
are low and the quality of our product is second to none.
and quotations and give us an outline of your 1921 requirements.

We Also Manufacture Attachments for Edison Phonograp hs

THE EMPIRE PHONO PARTS CO.

Branch Office: 33 Auditorium Bldg., Chicago, Ill.

Our prices
Write or wire us for samples

No. 2
Plays all
records.
Retails
at $7.50

CLEVELAND, OHIO
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THE NEW COLUMBIA CO. PRESIDENT

Van Horn Ely a Man of Wide Experience in
Business Management of Large Institutions

Van Horn Ely, who was recently elected
president of the Columbia Graphophone Co,
New York, is a man of wide experience in the
business management of large institutions. In

Van Horn Ely

addition to being president of the Columbia Co.-
he is president of the American Railways Co. of
Philadelphia, which concern operates twenty
electric light, power and trolley companies
throughout the country.

He has maintained a close contact with the
talking machine industry through his close af-
filiation with Francis S. Whitten, the former
president of the Columbia Co., who is now chair-
man of the board of directors.

L. K. LINCOLN VISITS PITTSBURGH

Advertising Manager of Sonora Phonograph Co.
Found Trade in That Section in a Generally
Satisfactory Condition During Visit There

L. K. Lincoln, advertising manager of Sonora
Phonograph Co., Inc.,, New York, recently re-
turned from a trip during which he visited prac-
tically all the retailers in Pittsburgh and en-
virons.

In chatting with The World, Mr. Lincoln
stated that he found the retail merchants, in
every case, imbued with a thoroughly optimistic
spirit regarding the opportunity for increased
business in the very near future. He called on
dealers representing practically every make of
instrument and found that the machine business
has been holding up quite well since the holiday
season, though it does not run as well propor-
tionately as the record business.

Mr. Lincoln spent a considerable portion of
his time with the new Sonora distributors, the
Schroeder Piano Co. of Pittsburgh, which con-
cern is promoting the Sonora line in a most
vigorous manner throughout that section of the
country.

JERSEY COMPANY GETS CHARTER

The Ware Campbell Co., Hammonton, N. J,,
has received a charter to manufacture talking
machines. The capital of the new corporation
is $50,000 and the incorporators are Charles M.
Ware, Albert Campbell and Ernest D. Ware,
Millville, N. J.

APPOINTED SONNENBERG MANAGER

W. H. Tyler has been appointed manager of
the Victrola department of the Sonnenberg
" Piano Co., in New Haven, Conn. He was for-
merly connected with the L.anday Bros.’ stores
in New York

Intelligent conversation on general topics
sometimes accomplishes greater results than
more direct efforts to secure business.

PATHE ARTISTS IN CONCERT FIELD

Popular Record Stars Appear in Many Recitals
—Extensive Tours Planned Which Cover All
Parts of the United States

Pathé artists are exceedingly active in the
concert field and are swinging across the entire
continent on their concert tours. Thus, dealers
in every section of the country are able to stimu-
late sales of their Pathé records through the
local appearance of these popular artists. The
enterprising dealer with a sense of news can
always build up much publicity from the appear-
ance of a popular artist in his city. The theatre
and concert managers are usually always glad to
give posters to dealers for their windows, and
newspaper publicity co-ordinated with a window
display and the records of the artists usually
results in noticeably increased record sales.

Madame Matzenauer, contralto and celebrated
opera star, -has been booked for recitals in the
most important musical centers in the country,
from the first of the year straight through till
Spring.

Paul Althouse, celebrated tenor singer and
Pathé artist, is now engaged in an extensive
\Western tour covering the most prominent cities
on the Pacific Coast.

Patricola, the versatile Pathé star, and Jacques
Thibaud, eminent violinist and Pathé artist, are
covering the various sections of the country,
and the Tollefsen trio of violin, piano and ’cello,
whose recordings on Pathé records are familiar,
have completed an extensive Southern tour. The
Sunday evening concerts at the Waldorf-Astoria
Hotel, New York City, have proved very popular
in musical circles of the metropolis and many
noted Pathé stars have charmed the gatherings
at this noted hostelry on Sunday evenings.

The February Pathé record supplement in-
cludes the release of numbers by Joseph Lhe-
vinne, master pianist, who is now an exclusive
Pathé artist.

An entire page in the January 5 issue of Pathé
News is devoted to Pathé and Actuelle records.

MARKMAN TO COVER THE SOUTH

Well-known Traveling Man to Represent Rem-
ington Phonograph Corp. in Southern Terri-
tory—Has Large Acquaintanceship in Trade

The Reniington Phonograph Corp., New York
City, has announced the appointment of M. D.
Markinan as the Southern wholesale representa-

M. B. Markman

tive for the Remington line. Mr. Markman was
for some years connected with the sales depart-
ment of Becker Bros., piano manufacturers, and
more recently represented a prominent line of
phonographs in the Southern territory. Mr.
Markman’s large acquaintanceship in the South-
ern territory, combined with his enthusiasm re-
garding the Remington products, will be a com-
bination that is destined to result in greatly in-
creased sales for the Remington line in this ter-
ritory.

signed for this work.
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We Are Prepared

to consider
Additional Contracts for 1921

Fifteen years’ experience 1n the
manufacture of highest grade

Talking Machine Cabinets

Large modern factory,
with latest up-to-date machinery especially de-

Highest Financial and Business
Standing

We have a most wonderful proposition for export business

Write today for particulars

Pabagh Cabinet Company

Wabash, Ind., U. S. A.

thoroughly equipped
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REAL READJUSTMENT MUST BEGIN WITH THE FARMER @ view to climinating the pyramiding of taxes

No Sound Price Reduction or Adjustment Is Possible so Long as the Farming Element Continues
Its Present Boycott of the Public and Industry, Says J. Harry Shale

J. Harry Shdle, vice-president of the Bankers’
Commercial Security Co.,, New York, whose
wide business and financial interests make his
opinions on business conditions of genuine
value, holds to the viewpoint that there cannot
be any downward adjustment of prices, or any
marked decrease in the high cost of living,
until the farming element in many sections of
the country comes to a realization that the war
is over and that wartime prices for farm prod-
ucts cannot continue. In a recent interview
Mr. Shale said: .

“No sound price reduction or adjustment is
possible in this country so long as the farming
element continues its present boycott of the
public and of industries in an effort to realize
exorbitant prices for farm products. So long
as the farmers are able to hold such products
as cotton and wheat for higher prices on a
speculative basis there can be no general ad-
justment of living or production costs in any
part of the country. The attitude of the farmer
1s a fundamental problem to be considered in
any such adjustment. Agriculturists fail to

realize that, with other countries getting their

affairs into better shape, they are facing com-
petition in the marketing of wheat, cotton,
grain and other products, and are taking a
chance on a sudden deflation that will un-
doubtedly cause more loss to them than they
would suffer by taking a fair profit now on
their present crops.

“In this scheme of readjusting the country’s
living and production status, certain losses must
be taken right along the line, and if the various
factors face the situation honestly the indi-
vidual losses will prove more or less imma-
terial. If the farmer will start the ball rolling
the industries will certainly follow. At the
present time, with the South and West crying
about the low prices being offered for grain
and cotton, the fact is generally known that
the people of those sections have more real
money right now than éver before in their his-
tory. On top of this we find agriculturists with
money in the bank asking credit from banks
in order to carry their crops over to a time
when they can force a better market. The
solution of this problem is for the banks to
insist upon the farmers financing their own

speculative operations, and refusing to extend
loans for such purposes. This attitude on the
part of many of the country’s bauks has al-
ready been made evident, and we may rightly
expect to see some beneficial results very
shortly.

“So-called price reductions at the present time
are almost without exception fictitious and
based on unsound principles. The remedy lies
not in going from the top down, but in starting
at the bottom and reconstructing and readjust-
ing from the fundamentals. An honest shaving

of prices cannot take place until there is a

J. Harry Shale

lessening of production costs, and these costs
will be cut only when they are granted relief
from underneath. In other words, it centers
upon the agriculturist to realize the situation
and take appropriate, and what may become
necessary, action towards bearing his burden
in the carrying out of the readjustment pro-
gram.

“The only likelihood of a chance of price re-
duction fromr any other cause lies in the ad-
justment of the tax situation, and the cutting
down or elimination of excess profit taxes, with
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Your Ears
Will Buy It!

Price Now, $35.00
Special Introductory Dis-
count to Dealers

Write or Phone
for Representative to call
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145 E’.}A}:.ST%T --- NEW YORK

GET ALL
YOUR ACCESSORIES
FROM ONE SOURCE

Lundstrom Corverto Cab-
inets

Record Albums

Record Delivery Envelopes
Motrolas

Record-Lites

Fibre Needle Cutters
Tonofone Needles
Phonograph Cabinets
Table Cabinets, All Kinds
Talking Machine Toys
Brilliantone Needles
Fletcher Needles

Red, White & Blue Needles
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