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“*Vietrola™ identify all our products. Look
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People with BUYING POWER choose Sonora

—money well spent is economy

T “class” buying power has been but little affected
by present economic conditions and there is a big field
for Sonora sales ready for you to cultivate.

The people who buy
the Twin Sixes, the
Dual Valve motors,
the famous English,
French and Italian
automobiles, the magnificent sables
and sealskins and the many-carat
jewels, have still ample means to
purchase the finest - of all phonographs.

Sonora is a quality instrument. It is bought by
men and women for whom the best is none
too good, who are willing to pay a fair price
for demonstrated value and who will go even
to distant cities to get the Sonora if they can’t
get it in their home town. To sell the Sonora
18 not, and never has been, difficult.

THE INSTRUMENT OF QUALITY

onor

CLEAR AS A BELL

Sonora is not a
““cheap’ phonograph.
It doesn’t make its
strongest appeal to
people with “cheap”
tastes. There are many well-to-do
people who are splendid prospects

“for you to sell Sonoras to right now.

Sonora has never been sold with “‘easy’’ pay-
ments as the leading attraction and it brings
in CASH. Sonora, besides being protected by
many important patents of its own, is LI-
CENSED AND OPERATES UNDER BASIC
PATENTS of the phonograph industry, and
with perhaps one exception is the only phono-
graph licensed under the basic patents. The
future of Sonora and Sonora’s representatives
1S secure.

Write regarding an agency.
24 periods, 7 upright styles and 1 portable, $50 to $1800.

SONORA PHONOGRAPH COMPANY INC.

George E. Brightson,” President
NEW YORK : 279 BROADWAY

Canadian Distributors: I. Montagnes & Co., Toronto

Th

Highest Class Talking Machine in the World
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TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Twelve Months
Ending December, 1920, Total $7,876,699

WasningroN, D. C, March 5—In the summary
of exports and imports of the United States
for the month of December, 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 December, 1920, amounted in value
to $60,361 as compared with $67,843 worth which
were imported during the same month of 1919,
The twelve months’ total ending December, 1920,
showed importations valued at $875,830 as com-
pared with $558,253 worth of talking machines
and parts during the same period of 1919.

Talking machines to the number of 8,041
valued at $435,581 were exported in December,
1920, as compared with 7,286 talking machines
valued at $329,424 sent abroad in the same
period of 1919. The twelve months’ total showed
that we exported 87,571 talking machines valued
at $4,130,312 as against 66,157 talking machincs
valued at $2,490,719 in 1919, and 64,439 talking
machines valued at $1,906,052 in 1918.

The total exports of records and supplies for
December, 1920, were valued at $287,631 as com-
pared with $391,570 in December, 1919. For
the twelve months ending Decenber, 1920,
records and accessories were exported valued at
$3,746,387; in 1919, $3,702,668, and in 1918,
$2,276,357.

WANAMAKER NOW HAS FOUR LINES

Talking Machine Department of Large New

York Store Finds Business Steady

The Wanamaker talking machine departmecnt,
New York, is now handling four lines of talking
machines and records instead of six and the
energies of the department are devoted to sell-
ing the Victor, Brunswick, Sonora and Cheney.
Manager Bertine declares that he is confident
business will continue strong throughout the
year. In spite of the fact that last year was a
banner year, the department is equaling, and
in some cases passing, the sales totals of 1920.

NEW CONCERN TO MAKE RECORDS

Olympic Disc Corp. Organized With $260,000
Capital to Make Records—Remington Phono-
graph Corp. Has Acquired a Controlling
Interest—First Releases on April 15

The Olympic Disc Record Corp., with $260,000
capital, was recently incorporated under the
laws of Maryland. This new corporation an-
nounces that it “will manufacture the highest
possible quality phonograph records, and plans
to engage the best artists available.” The New
York office of the corporation is at 1666 Broad-
way, New York City. The laboratories and
manufactory are located in Brooklyn, N. Y., and
are already in operation.

Thg officers and directors are Philo E. Rem-
ington, president; James S. Holmes, vice-presi-
dent; Everett H. Holmes, treasurer; John
Fletcher, secretary; Walter W. Bock, assistant
treasurer.

The Remington Phonograph Corp. has ac-
quired a controlling interest in the capital stock
of the Olympic Disc Record Corp. and will
handle the distribution of the Olympic records
throughout the United States. The initial cata-
iog and first relcases will "appear April 15.

MAGNAVOX FOR WM. DE MILLE

Used to Direct the Making of Moving Pictures
the Magnavox Proves Its Value

Another new use for the Magnavox has de-
veloped. Recently William de Mille, director
of one of the largest moving-picture corpora-
tions, purchased a Magnavox which he now
uses to direct the pictures as they are produced.
While sitting leisurely in a chair with the trans-
mitter of the Magnavox before him, he talks in
a natural tone of voice and succeeds in directing
his productions. The result is that the film is
not only properly directed, but Mr. de Mille’s
vocal chords are saved considerable strain.

TAKE OVER PATHE AGENCY

Cure & Son, Martinsville, Ind., have taken
over the Pathé agency formerly held by Frank
and Fred Finney, of that city.

THE “WILL TO SELL” ESSENCE OF BUSINESS SUCCESS

This Policy Must Be Unfalteringly Sustained Until' Every Prospect Has Been Solicited and the
Last Lead Is Investigated—A Time for Real Strenuous Action

The importance of “getting busy”—of laying
stress on the importance of selling—constitutes
the subject of a very interesting talk by A. W.
Shaw in “System” for March. Under the cap-
tion, “The Will to Sell,” he points out:

“Most accomplishments in life, and most ac-
complishments in business, depend on the will

to win, that intangible quality of determination

which in all contcsts sustains the winners
through those final deciding moments when
losers weaken. It is renamed the more closely
to fit ‘each specific application, but fundamentally
it remains the will to win—in warfare it becomes
the will to kill, in business ‘the will to sell.” This
last particularly apt phrase I have borrowed
from T. C. Powell, vice-president of the Erie
Railroad Co.

“Just now the very essence of business man-
agement is ‘the will to sell,’ unfalteringly sus-
tained until the last prospect has been solicited
and the last lead investigated. Many a sales
manager has sworn to meet the required quotas,
many a sales force has to 2 man vowed to ‘make
the grade,’” only to weaken and report that the
business was not to be had.

“Yet here and there working under exactly the
same conditions, 2 sales manager and his men
have sustained their efforts a little longer, long
enough to find the orders coming a bit easier as

the dead Jine approached, until finally the month
closed with a satisfactory volume. An indom-
itable ‘will to sell,” maintained to the last, won
for them, as it always will.

“For, as a matter of fact, even in times of
readjustment, there is, in a great country like
ours, enough business always going on to satisfy
sales forces made aggressive by a real ‘will to
sell’ and marketing lines not abnormally affected
during ‘hard times.” Statistics prove this.

“While at Washington during the war my work
brought me into contact with those who are con-
stantly studying business statistics, and I had
cccasion to ask one of these experts to re-
figure his ‘curve’ to allow for the fluctuations of
prices. When he had done so, it was at once
apparent that on the new basis of units involved,
business usually did not vary much more than
10 per cent from normal during periods of
inarked depression, and had never fallen off
more than 20 per cent.

“So, backed by both sound figures and good
psychology, the prime requisite to-day is ‘the
will to sell.” With it the smallest business can
grow; the largest business without it may stag-
ger. For where there is ‘the will to sell, inde-
fatigably sustained. there will come sales de-
spite obstacles, and production, and busy ma-
chines or counters, and profits—and progress.”

VOCALION DISTRIBUTORS IN TEXAS

J. W. Crowdus Drug Co., Dallas, to Act as
Wholesaler of the Vocalion Products

It was announced by the Aeolian Co. this
month that the J. W. Crowdus Drug Co., at Dal-
las, Texas, has been appointed wholesale dis-
tributor for Vocalion instruments and the new
Red Vocalion records. This company is the

-

C. J. De Woody

oldest incorporated drug house in Texas, han-
dling everything used or sold in a drug store.
The president of this concern is C. J. DeWoody.

F. Z. Williams is sales manager of the com-
pany and R. M. Rankin is to act as manager
of the wholesale Vocalion department and is
well acquainted with business conditions in that
section, having been with the company for
fifteen years. At the present time there are
twenty-one traveling salesmen in the organiza-

F. Z. Williams
tion and three additional travelers will be added
to take care of the Vocalion interests.

The J. W. Crowdus Drug Co. has adopted for
its slogan, “The Sign of Quality,” and has
specialized consistently in quality products. The
selection of the Vocalion line, therefore, is ac-
cepted as being in keeping with the company's
policy and arrangements have been made to
feature the line over a wide territory.

NEW STORE IN OMAHA FOR PATTON

Ed. Patton Cpens Exclusive Victor Store in One
of Omaha’s Busiest Trade Centers

OMmana, NeB, March 8—Ed Patton, who has
owned and operated his Victrola department in
the J. L. Brandeis stores in this city for many
years, is moving into a fine new location on
the main corner of Omaha’s busiest downtown
thoroughfare, where he will have an exclusive
Victor shop. He is closing out everything in
the old location in the Brandeis stores. There
1s perhaps no one in the Middle West who is
better known than Ed Patton, and there is no
question but what this new Victor location is
going to be the busiest place in the city.

See closing pages for Index of Articles of Interest in this issue of The World

-
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%Advantage of Record Purchase Cards in
- Keeping Record Stocks Up to Date r. Newbecker -
Eﬂﬂmmmﬂﬂ[ﬂﬂllll[lﬂ]l["ﬂllﬂl]lﬂ|]Il|[|[|[|]|‘||[[||[|]|[|]|]|]|Il]|]||[|]l]|]|]|]]]||Il||]|]III||l|[[l[II]]|l|l|[][|]l]|]|]||l1|]|]]]Illl]|]|]|[IlIlIlllIﬂll]|]]l]|]|]|]|]ll]|Il]ﬂlll]l]l]l]lll]m]lllllll|]IIIIl][I]|||]|llﬂl]l]l]l]l]l]lll]ll[l]l[l[I]I]llll[l]l[lll]|]|]|][|[|]|ll]|[|]|]||]|[|]|]|]|][]I|[I[|l|]|]|][l|]]|[|]|]|]|]ll[|]|[IllIl[ll]lll[lll]|1l1|l]l]|]l[l|]|l|]|]l]|]]l]|]|]||]|]|]|]|.||]|]|]|[|]|]|]ll]l]ﬂl"l]lll]l]l]l]lllll|]|]Il]ﬂllllllﬂﬂllllllllllllllll||]|]|]|IU|IIII§

While practically every talking machine dealer
of necessity has adopted some method for keep-
ing track of records in stock, it is surprising to
find that a great number of them are following
methods that not only prove ineffective in keep-
ing an accurate track of records, but consume
about as much time in operating as would a per-
fected system showing details regarding record
purchases, the number of records of wvarious
sorts on hand at any one time, and other infor-
mation of a similar nature.

In a great many cases an endeavor is made
to keep record stocks up to date by inventories
taken weekly or at other stated periods, but
this method of checking often proves inadequate
and quite as often makes it possible for stocks
of certain records to become depleted before
replacement orders can be arranged.

The system that is used in many stores with
considerable success is the system calling for a
continuous checking up, through stock record
sheets and sales slips. This means in prac-
tically every instance that the checking up must
be looked into after each sale, and this involves
a considerable expenditure of time in the aggre-
gate.

As a substitute for a continuous inventory,
which frequently proves costly both in time and
money, there is offered the record purchasing card
which is being used by a number of enterprising
dealers, and which enables them to tell how
their stocks of various records stand at a glance.
A reproduction of the card is shown herewith,
it being about four by six inches in size, and
designed so that each different make of record
carried by the dealer can be listed. At the top
there is entered the date of the first actual in-
ventory, together with the total quantity of
records on hand at that time. In order to facili-
tate comparison the quantity on hand at the
last inventory is also entered.

On the body of the card in the first column
the date is entered when each order is placed.
In the next column the date is entered when
the shipment is received; the third column is for
the title, while the next four columns are for
the size of the records and the amount of each
ordered. The next column represents the title
on the reverse side of the record, followed by
the order number column and the retail price
column. At the bottom of the card an entry is

made of the total quantity of each size of rec-
ord purchased during the period covered by the
card. If one card were used for one month’s
purchases the total at the bottom would show
the total quantity purchased during this time

taken him to dispose of a certain number
bought on the last order. From this he can
then judge whether or not the amount of his
order should be cut down.

By comparing his purchase cards with the

MAKE OF RECORD INVENTORY DATE /2. / AM'T SALES 3 5~
W DATE QUANTITY ON HAND
Y
DATE | DATE Sl [P 5 REVERSE SIDE
oR0'D | RECD TITLE AMT|SZE| AMTISIE| "L & NUMBER |PRICE
/21072, QF ek ¢ Tirme lRslr0°l 2 |72 %M 5424
12051 1.2 | 2 he Won b By |15\ /0" Mere e B |>F ¢ | #5
12.20| /-4 @ZWM& &a/g s |/0" Jewver ﬁ;ja,om /243 |/foo
s2.20\7.02| Tl Aleal 12|12 | Teotoear (2467 100
TOTAL NUMBER PURCHASED Y0|/0" /2"
TOTAL ON HAND

Monthly Inventory Record Sheet of Records

and the total amount of records left on hand
at the time of the inventory.

\When a card of this kind is used in record
checking it is comparatively easy for the dealer
to guard against overbuying. This card will
show when the records were purchased and the
ouantity of the different titles. When it is
necessary to reorder a certain number he can
determine at a glance the length of time it has

stock of records on hand at as frequent intervals
as possible the dealer can readily detect slow
movers before the °tinte comes for reordering.
This helps him to keep his stock of records
always up to date and avoid the loss and ex-
pense that come through the accumulation of
a large amount of slow-selling records. Record
cards of this kind are being used with success
annd with comparatively little extra labor.

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.

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.

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.

-

Chicago Factory
415-17 S. Jefferson St
Chicago, Ill.
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Victrola VI, $35

Supremacy B

—all the time
and everywhere

e

s . . Victrola IX, $75
Viewed from the standpoint of musical Mabogany or oak

art, judged by the character and prestige of
the stores that handle it, measured in dollars
for its ability as a proflt producer, the
Victrola is supreme.

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

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

Victor Wholesalers

Albany, N, Y.......Gately-Haire Co., Inc. Milwaukee, Wis, ..Badger Talking Machine Co.

Atlanta, Ga. .Elyea Talking Machine Co. | Minneapolis, Minn..Beckwith, O’Neill Co. Victrola No. 80, $100
Phillips & Crew Piano Co. | ppobile, Ala......... Wm H. Reynalds. M'h N . $al .

Baltimore, Md. . Cohen & Hughes. Newark, N. J.......Collings & Co. ahogany, oak or walnu

H' ﬁ g@‘;‘:}},,i‘nff’éﬁnglm New Haven, Conn..The Horton-Gallo-Creamer

Co.
Birmingham, Ala...Talking Machine Co. o s .
Boston, Mass. Oliver Ditson Co. New Orleans, La...Philip Werlein, Ltd

The Eastern Talking Machine | New York, N. Y....Blackman Talking Mach. Co.
Co. Emanuel Blout.
The M, Steinert & Sons Co. C. Bruno & Son, Inc.

h 0 i 0
Brooklyn, N, Y... eme{‘lcan Talking Mach. Co. Ic(n?zlk?rb?ckg?lts’gglk%gcohia-

Williams Co., Inc. chine Co., Inc.

Buffalo, N, Y.......Curtis N, Andrews Musical Instrument Sales Co.
Buffalo Talking Machine Co., New York Talking Mach. Co.
Inc. Ormes, Inc.
Burlington, Vt.....American Phonograph Co. A Silas E. Pearsall Co.
Butte, Mont. ......Orton Bros. Omaha, Nehr, .....Ross P. Curtice Co.

Mickel Bros. Co.
Chicago, Ill. ......Lyon & Healy. .
The Rudolph \Vurhtzer Co. Peoria, I1l, ..... «..Putnam-Page Co., Inc.

Chicago Talking Machine Co. { Philadelphia, Pa...Louis Buehn Co., Inc.

Cincinnatl, O, .....Ohio Talking Machine Co. C. J. Heppe & Son.
The Rudolph Waurlitzer Co. The George D. Ommstein Co.
s Penn Phonograph Co., Inc
Cleveland, O. The Cleveland Talking Ma- The Talking Machine Co.
chine Co.. H. A. Weymann & Son, Inc.

The Eclipse Musical Co. . . .
Pittsburgh, Pa. ...W. F. 5
Columbus, O. ......The Perry B. Whitsit Co. ttishure # C. C. M{{fgf"ég, lixtaé:o 9

Dallas, TexX, ......Sanger Bros. Standard Talking Mach. Co.
Denver, Colos .....The ngm Camphell Music Portland, Me, .....Cressey & Allen, Inc.
Portland, Ore. ....Sherman, Clay & Co.

Des Moines, Ia.. MICke1 Bros. Co. Richmond, Va. ....The Corley Co., Inc.
Detroit, Mich, ....Grmnell Bros. Rochester, N. Y....E. J. Chapman.

Elmira, N. Y.......Elmira Arms Co. Salt Lake City, U..The John Elliott Clark

El Paso, Tex.......W. G. Walz Co. San TFrancisco, Cal.Sherman, Clay & Co.
Honolnlu, T. H.....Bergstrom Music Co., Ltd. Seattle, Wash. ....Sherman, Clay & Co.
Houston, Tex, .....The ’I’}‘alking Machine Co. of | spokane, Wash. ...Sherman, Clay & Co.

exas. ) - -
. . St. Louis, Mo. ....Koerher-Brenner Music Co. 9
Indianapolis, Ind...Stewart Talking Machine Co. | o ‘oo’ afinn....W. J. Dyer & Bro. Victrola XVI, $275

Jacksonville, Fia...Florida Talk.ing Machine Ct.J. Syracuse, N. Y.....W. D. Andrews Co. Victrola X VI, electric, $337.50
Kansas City, Me...J. W. Jenkins Sons Music Toledo, O. .........The Toledo Talking Machine Mahogany or oak

. Co.
The Schmelzer Co.
..Coh & Hugh
Los Angeles, Cel...Sherman, Clay & Co. Washington, D. € C? f‘n Droopu ESSOHS Co.

Memphis, Tenm. ...0. K. Houck Piano Co. Rogers & Fischer.

Victor Talking Machine Co.

Camden, N. J., U. S. A.
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IMPORTANT TO THE TALKING MACHINE TRADE

SELECTING THEIR FAVORITES

NATIONAL PUBLISHING

Lower Prices for

Record Albums

spondence.

w

AND ALL OTHER DISC RECORDS

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

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

REFUSES TO HAVE VOICE RECORDED

Georges Clemenceau Says His Voice Sufficed
for Present Generation and Future Will Not
Want to Hear It—Institute to Try Again

The actual sound of the voice of the great
Georges Clemenceau may never be heard by
future ages if the great French statesman keeps
to his recently formed decision. Just before he
sailed for India recently he was asked by the
Institute of the Sorbonne to allow a record to
be made of his voice so that it could bhe pre-
served for future generations. He refused to
allow this to be done, saying that the present
generation has heard enough of his voice and
people in the future would probably have no
desire to hear it.

When he returns he will be asked to recon-
sider his decision, for a new scheme is on foot
to complete as far as possible the collection of
phonographic records of the voices of the
famous men now in the Institute and at the
same time to make a permanent collection of
cinematograph films taken on famous occasions.
In these joint libraries of discs and films, will be
preserved for all time the voices and appear-
ance of the famous men of this generation.

INCORPORATED FOR $150,000

The Master Phone Corp. of America, New
York, has been incorporated at Albany with a
capital of $150,000. The incorporators are H.
Rein, F. C. White and A. M. Hahn, 431 East
136th street.

ATTRACTIVE MARSHALLTOWN STORE

Mickel Music Co.s Establishment on Main
Street Is Admirably Equipped

MarsuaLLTowN, IA, March 8—One of the most
attractive business establishments in this city
is that of the Mickel Music Co., which is
handling Victrolas and Victor records exclu-

Interior of Mickel Music Co.’s Store

sively. It is located in the center of the busi-
ness district on Main street and has six 7x9 foot
booths. The decorative scheme in blue and
gray is in entire harmony with the light blue
Wilton carpet on the floor. This attractive store,
which was opened late last year, reports a
steadily increasing patronage.

REGISTER TRADE-MARK “MASTER”

Argentine Firm Makes Application for This
Mark Covering Pianos, Talking Machines, Ac-
cessories and Many Kinds of Merchandise

American manufacturers of the trade-mark
“Master” should be interested in protecting their
rights in South America. Word has been re-
ceived by the Bureau of Foreign and Domestic
Commerce in Waslington that the firm of Halle
& Co. has applied to the Argentine Government
for the registration of the word “Master” for
goods of several classes, among them being
pianos, talking nitachines and all accessories com-
ing under Class 10.

In view of the fact that in Argentina owner-
ship of a trade-mark is based on the priority of
registration, and not of use, as in the United
States, it would be well for American manufac-
turers who have not authorized the Argentine
registration of this mark to begin action for
annulment. Under the Argentine law annul-
ment proceedings may be brought within oune
year from the time when the facts came to the
knowledge of the owner of the trade-mark, or
within three years from date of regisiration
with the authorities.

THE FACTS IN THE CASE

“Yes,” admitted Nero, “I did burn Rome, and
T fiddled while it was burning. The musical
critic of the Morning Vox Populi had said that
my fiddling would never set the Tiber afire, and
I wanted to show him a thing or two.”

An indestructible record fil-
ing cabinet that fits snugly
into the machine and im-

proves its appearance 100%.

PHIL. RAVIS, Pres.

HEE-O D () - - -

PEERLESS ALBUM CO.

Announcing PEERLESS RECORD FILES Nos. 80 AND 90

The logical and most complete filing system for the new models Victrola No. 80 and No. 90

ABISNDS

REGORDS

This outfit will make a won-
derful

with the new Victrola models.

We are ready to supply the
trade at very attractive prices.

selling combination

636-638 Broadway, New York City

WRITE FOR PARTICULARS

) @ (3 G () D () D |

——
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Victor
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Victrola VI, $35
Mahogany or oak
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Victrola VI, $50 Victor supremacy 1s a real asset for
every music retatler.
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Just how much of an asset depends
upon the retailer himself—with no
limit to the measure of his success.

Victrola IX, $75
Mahogany or oak
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““Victrola is the Registered Tradc-mark of the Victor Talking Machine Company
designating the products of this Company only.
Warning: The use of the word Victrola upon or in the promotion or sale of any
other Talking Machine or Phonograph products is misleading and illegal.

AR L s

N A S S AL s

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

Camden, N. J., U. S. A,
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¥Yictrola X $125

Mahogany, oak or walnut
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Victrola XI, $150 Victrola XIV, $225 Victrola XVI, $275 Victrola XVII, $350
Mahogany, oak or walnut Mahogany, oak or walnut Victrola X VI, electric, $337.50 Victrola XVII, electric, $415
| > Mahogany or oak Mahogany or oak
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CONCENTRATE ON A SELLING CAMPAIGN

HE slogan for the dealer who desires to be a winner during

1921 should be “Sales Promotion.” This is the big thought
that should be uppermost these Spring days. To this end every
dealer should study his territory, formulate plans and prosecute
them vigorously. to the common end of making several sales occur
where only one occurred before.

The other day the publicity man of a large business institu-
tion, one that advertises widely and sells extensively, in the course
of an address asked this significant and pointed question of the
executives of the concern for whose products he prepares adver-
tising: “What does it avail you to solve all of the other problems
of vour business if you do not sell your product?”’ Now this sounds
rather a commonplace question, but doesn’t it somehow give an un-
usually impressive and comprehensive idea of the importance which
should be attached to the selling end of the business?

When we get it down to a final analysis, selling is one of the
prime essentials and not merely an incidental factor in business.
Too many business men seem to regard the selling of their product
as a mere incident that can easily be attended to without great ex-
pense or much thought in preparation. The real fact of the matter
is that the selling end of any business constitutes one of the basic,
essential factors toward the achievement of success.

A great many business men—and the talking machine field is
not exempt by any means—have not concentrated as they should on
the proper method of selling their product—at least when present
conditions are considered. There is room to put aside more in
the cost division of the selling end of the business, and there is
room for a number of activities to promote selling which hereto-
fore have too often been neglected or only half-heartedly done.
Boiled down to absolute fundamentals there is no commercial profit
to be derived from a business unless the product is sold. And
the selling, like manufacturing, when properly done- costs money
and requires persistent and intelligent effort.

There is no excuse for the dealer who is indifferent to these
facts, because the manufacturer or jobber from whom he buys, or
even the trade publication of his industry, is willing to give him
suggestions and “leads” that will put him on the right road. Every-
body is desirous of helping the dealer who gives evidence of a
“will for knowledge” bearing upon sales promotion. The fact is,
however, that a very large number are indifferent, and fail to make

any unusual efforts in the sales field, yet they complain when a
competitor, or mail-order house, captures their trade. The man
who is going to make the best record in sales during 1921 is the
man who maps out a definite plan of campaign—the man who
knows his territory and who gets after the people in that territory
intelligently and persistently.

SOME CONSTRUCTIVE SUGGESTIONS ON TAXES

HE members of the talking machine trade who are, in some

measure at least, affiliated with the Music Industries Chamber
of Commerce should be much interested in the program put forth
by the Chamber on the recommendation of its legal committee for
providing the revenue required by the Government, while at the
same time making possible the abolition of the excise and excess
profits taxes. The Chamber, in short, goes on record as favoring
some sort of limited sales or commodity tax, and an income tax
levy on every wage-earner over twenty-one years old as means for
providing the several billions of dollars required by the Government
without necessitating further reliance upon excise and excess profits
taxes.

For the first time the music industry, as represented by the
Chamber of Commerce, has come forward with a constructive sug-
gestion calculated to relieve the industry from obnoxious tax
burdens, while at the same time providing means for raising the
necessary revenues through other channels. In the several tax
fights that have taken place during the past few years the trade
has simply filed protests against the burdensome excise taxes and
has left to Congress the problem of raising revenue by other means
should those taxes be abolished. Congress, on the other hand, has
been flooded with similar protests from members of many other
industries who have likewise neglected to point a way out, with the
result that the protestants have received very little consideration.

The suggestion made by the Chamber of Commerce that a
general commodity sales tax be put into effect to replace other
forms of taxation, and to simplify the tax problem generally, is in
line with recommendations made by many other trade bodies in
that it 1s designed to abolish obnoxious excise taxes and should
receive the consideration and support of talking machine interests,
either directly or through the Chamber. On the latter point it is
to be noted that a solidly organized industry is likely to receive
more consideration from the law-makers than an industry repre-
sented by several distinct units.

A TIME TO KEEP WATCH ON SALES METHODS

N the world of merchandising it is easier to tear down than to
1 build up; easier to upset values than to re-establish them. This
fact in itself is axiomatic, and yet numerous dealers in the talking
machine industry have apparently given scant heed to this fact in
the carrying out of plans to stimulate business, or rather to give
business a false stimulus. While general price-cutting may stimu-
late sales to a certain degree. it does so at the expense of profit
and of confidence unless the price reduction is warranted by the
lowering of production costs and there is a real reason for the
product again approaching the normial in the matter of first cost.

In the talking machine field this condition does not prevail, for
increased costs have been absorbed by manufacturers-to such a
degree that there is now no margin of inflated prices to give some
leeway to price reductions to meet a real or fancied demand. Had
prices been jumped two or three hundred per cent, as in some
lines, instead of only from twenty to fifty or sixty per cent, as in
the talking machine trade, they might have been reduced to the
public without worrying about the results. It so happens that in
this trade inflated margins do not exist.

The tendency toward price slaughtering in the talking machine
trade is particularly unfortunate, inasmuch as the retail industry
has always owed its real strength to a policy of price maintenance
that was so generally observed as to be characteristic. Even after
price fixing by manufacturers was frowned on by the courts, talk-
ing machine prices remained stable because business conditions were
good—the public had been educated to standard prices and the
retailers appreciated the fact that such prices kept their businesses
sound and healthy. :

Even the offering of talking machines on unusually long terms
is generally to be condemmned, for the average investment is not so
heavy but that the buyer, if he is in any sense a good risk, should

—
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be able to clear up his obligation in a very few months. But even
long terms where the list price is observed are preferable to the
general cutting of that list price, for they do not upset what may
be termed an established precedent.

The trade as a whole is already feeling the effects of the wave
of price-cutting by dealers that has swept through various sections
of the country, and there are those who maintain that the practice
has already reached the point where in some instances it will be
extremely difficult to again re-establish the standard price.as a
trade characteristic. The unfortunate part of it is that those who
adhere to, and have adhered to, established prices in the main, with
possible exceptions to meet special conditions and occasions, are
suffering, and will suffer, from the practices of those who evidently
have little confidence in the recuperative powers of the industry and
are taking the easiest way to build up current sales totals.

In the handling of products that cannot be considered season-
able, as, for example, talking machines, and which can be sold in
the Fall as well as in the Spring and in the Summer as well as
in the Winter, it seems unfortunate that the practice of demoraliz-
ing prices, so little warranted by manufacturing and selling costs,
should have appealed to so many of those in the distributing field.

' GREAT SINGERS HAVE NOW BECOME IMMORTAL

HE recent serious illness of Caruso emphasizes afresh that the

grand opera tenor of international fame is a veritable mon-
arch, not only in the realm of song, but in the hearts of his fellows
the world over. No king, no matter how powerful the country he
rules over, could have been accorded greater consideration by the
newspapers, his thousands of friends and the general public than
was Caruso during his illness. It will not be deemed amiss to
assert that the great popularity of the great tenor can be attributed
in a very large degree to his talking machine records, for they have
brought Caruso’s voice, personality and art into the homes of the
humblest of people—into the backwoods as well as the Fifth avenue
mansion. In this way there has been established an unusual intimacy
—the closest possible relationship to the singer. Hence it was that
the entire country was so keenly interested in the illness of this
popular singer, who, we are glad to say, is now convalescing.

The important part the talking machine record plays in the
perpetuation of the voices and fame of our famous singers was

thus elaborated in a recent editorial in the New York Times:

“Public interest in the illness of Mr. Caruso has been of an
unusually personal sort; it has considered not only the accomplished
artist, but the well-loved personality. The possibility of his loss
brought forth, as might have been expected, attempts at consolation
by the reminder that his voice has been preserved on the talking
machine, and that a hundred years from now he can still be heard
in his great parts.

“In the course of a hundred years or so, however, the talking
machine will have had a profound effect, not only on music, but on
musical criticism. The first axiom 'of a certain school of critics is
that all the great singers are dead. Too often this is carried on
to the corollary that all the dead singers were great. For the last
few decades young enthusiasts who ventured to express their ad-
miration of the cherished tenor of the time have always had to risk
the scorn of some veteran who would retort: ‘Ah, but those of us
who have heard the great Rutabago!” or ‘When the divine Mine-
strone sang at the Academy of MusicV

“Such facile disparagement of those who have the misfortune
to be alive and audible will be out of favor in another generation
or so. The music lover of 2021 will be able to turn to his talking
machine and hear, in a reproduction which one may suppose will
be progressively more adequate, the voices of Caruso and his great
successors. Their relative merits he can estimate for himself. But
the critic, when a new vocal star appears, will have to make a seri-
ous effort to estimate his value for a public which has its own
method of checking his observations.”

It is rather interesting to note that talking machine dealers
throughout the country reported a tremendous increase in the sales
of Caruso records during his illness. It seemed as if people wanted
to express their sympathy by hearing his records—a sort of psycho-
logical manifestation of their good will and friendship.

’ TRADE TREND IS DEFINITELY OPTIMISTIC

USINESS continues to show every evidence of improvement,

although progress is slow. The characteristic steps in the liquida-
tion process have occurred in established progression. One thing
clearly ahead is a broad cycle of expansion. Hence the trend is now
definitely optimistic, despite the numerous cross currents that may be
encountered.
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CERTIFIED PHONOGRAPH

A\ NQ?dlC (" /// The Base of a Gilt Edge Phono-

graph Needle is manufactured by

EINU. 1
\\@ MB?/ | the firm that made the first talking

machine needle—the oldest and
largest manufacturers of phonograph
and talking machine needles in the world

Try This Test With «Triple Plated”

'REFLEXO «Gilt Edge” Needles

Play any record ten times with a “Triple Plated” Gilt Edge Phonograph Needle. After
3000 revolutions of the record, you’ll hear as pure and mellow a tone as at the very first
revolution. Here’s the explanation of the amazing qualities possessed by “Triple Plated”
REFLEXO Gilt Edge Needles:

The point of a Gilt Edge Needle is treated by an exclusive REFLEXO process which adds
to the needle point a layer of soft material, that will not wear off until at least 3000 revo-
lutions of a phonograph record have been made The grain of the steel does not come in
contact with the record grooves. By minimizing the friction and by eliminating the
scratching, scraping sound, the chemical layer on the needle not only produces a more
beautiful tone, but actually prolongs the life of the record.

REFLEXO Gilt Edge Needles are triple plated and lacquered to
insure them against tarnishing. From base to finished product, they
are American made. May be had in Extra Loud, Loud and Medium

tones.

REFLEXO Gilt Edge Needles are manufactured of
the finest grade steel, and are guaranteed to be
absolutely uniform in temper, length and taper.
Line up any number of any of the three tones of

Wl Vg S

and

Write

for Samples “‘“\\\n.....w

Gilt Edge Needles, and see for yourself.

REF LEXO PRODUCTS CO.,

- 347 FIFTH AVENUE
‘At _3.4«th~Street New York City, Suite 1003

Canadian Distributors: The Musical Mdse Sales Co., Toronto
Foreign Export: Chipman, Lid., 8-10 Bndge St., New York City

Open for
Live
" Distributors
_-lllllll"' 1

Territories

Inc.
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The Spring of 1921 will be a Spring when re-
sults are going to be measured in terms of the
preparations made. No campaign ever succeed-
ed without ammunition—effective aimmmunition—
as the world has learned full well. Conditions
adverse to ready sales must be met by ammu-
nition designed specially for this purpose. No
general would attempt to batter down a wall
with smoke bombs. And no talking machine
dealer can expect to win for himself a trade
victory without the real ammunition of war-
fare.

Every sales problem has its own kind of am-
munition which, if properly used, will do its
work in the proper way. Once the changed at-
titude of the public toward buying is recognized
and means taken to combat it, the campaign
must be drawn up and followed through to iEs
conclusion. In some cases talking machine
dealers this past Winter have allowed their
stocks to sink perilously low. Some of them
have held off buying new stock and have held off
so long that unless they order at once they will
not be in a position to supply a normal demand
should this demand arise.

The mind of the average buyer, and this in-
cludes the buyer of talking machines and rec-
ords, has become more critical. The customer,
even though he comes into the store, does not
evidence the old desire to buy. Once upon a
time if he could not be supplied with a particu-
iar instrument or record he was satisfied with
something else. But now this attitude has dis-
appeared and the half-hcarted desire to pur-
chase may be killed by the failure of the dealer
to have what is called for.

Particularly is this true in the matter of rec-
ords. Failure to get a record at a certain store
usually sends the trade of this particular dis-
appointed customer to a competitor who is
doubtless wise enough to see that it is kept
there. This Spring there should be no excuse
for shortage of records. Every record library
should be carefully analyzed and the demands
of the trade estimated to a nicety. Store equip-
ment must be put in good shape, modernized if
necessary, but in any case made to render the
niost efficient service possible.

The sales force, above all, should be intelli-
gently trained. Too often a dealer will spend
large sums of money on his store—remodeling
and redecorating and installing new booths, rec-

S 0 0 o

ord racks, counters, etc.—and yet fail to accom-
plish anything in the way of increased trade. He
has failed to realize that the personal contact
with the customer is his best means of getting
and holding trade. He cannot take care of
everyone himself and so must depend upon his
sales force to do this work for him. To-day
thhie work of a talking machine salesman has so
far advanced froin what was required ten years
ago that there is little in common between the
two. Now a salesman must not only know all

“%m||||||||||||||||||||||||||||||||||||l|||||||||||||||H||||l||||||||||||||||||||||||U|||||||||||ﬂ||||||||H|m|||||H||||||||||||||||||||||||||||““"=E
What the Dealer Needs

Is Sales Ammunition
That Will Meet and

Qvercome the Present

Alttitude of the Public
S e

about his product, but he must know furniture
styles, finishes, interior decorating effects, and
the like. He must be able to talk music, opera
as well as popular. He must know about the
artists, their personal traits and other inter-
esting information. If he can do all these
things he is the salesman who will make and
lkeep patrons for any dealer.

I

Making the Proper Preparations for a Large
Crop of Business This Sprmg

:: By Fred D. Parsons

|l

The saying that “a salesman must be more
than a salesman’” is certainly true in the music
industry, where a dealer is selling really a means
to an end. He is selling the enjoyment which
his product will bring to the home and family
of the buyer. Consequently he must know the
needs of the buyer, and in studying them he will
know what particular design of machine or what
type of records will appeal. This is why the
dealer should take pains to train his salesmen
before he can expect them to render real service.

Preparing for Spring business scems to con-
sist in doing only a few things: seeing that the
stock of machines and records is adequate to
take care of the demands the dealer expects to
create; making the store iacilities equal to the
work they are intended for, and, last of all, hav-
ing the sales force trained in their task. Sim-
ple enough to say and some will no doubt say
that it is likewise simple to do. That may be,
but sometimes it is the simple thing that is left
undone simnply because the feeling that it can be
done any time prevents prompt action. To get
a store or a business in good running shape re-
quires intelligent thought coupled with intelli-
gent action.  FEach is powerless without the
other,

The dealer may see that certain things are
needed in his store if he is to cope with in-
creased trade. He should see that a new record
rack or a new booth is installed at once. He
should order now if his stock is not up to stand-
ard. In other words, he must lay in his am-
munition for his campaign. By doing so he
prepares for success and if he carries his plans

through he will achieve it.

A NEW MICHIGAN CORPORATION

Lind & Marks Music Co., Detroit, Chartered
for Purpose of Distributing Vocalions

Detrorr, MicH., March 8—The Lind & Marks
Music Co. has been incorporated here for the
purpose of jobbing and distributing the Vocal-
ion instruments and Vocalion Red records in
Michigan, Northern Ohio and Northern Indiana.

The incorporators are Louis M. Marks, M.
Marks and S. E. Lind. Mr. Lind will act as
president of the corporation. Mr. Lind is an
outstanding figure in the phonograph field in
Michigan as he has been for nineteen consecu-

tive years associated with the Columbia com-
pany, for the past several years as branch
manager.

The Messrs. Marks, father and son, have been
traveling the State of Michigan for a number
of years selling phonographs and records. There
is not a phonograph dealer in the State of Michi-
gan who does not know all three of these people.

INCORPORATED IN BOSTON

The Hager-Mann Mf{g. Co., Boston, has been
granted a Massachusetts charter to manufacture
talking machines. The capital' of the company
is stated to be $500,000.

WHOLESALE
THAT'S ALL

In order that we may more properly
serve the Victor trade we have decided
to discontinue, permanently and entirely,
our retail activities, and have therefore
sold that branch of our business.

The undivided efforts of this entire
organization are now at your command,
Mr. Victor Dealer, not only to supply you
with Victor merchandise, but to provide
you, as well, with sales helps and service
that will assure you a bigger and better
Victor business.

1

THE ECLIPSE MUSICAL CO.
| Wholesale Only

Clcveland, Ohio
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qell a ModernPhoograph

HICH is the easier to sell

—a phonograph with all
the up-to-date refinements and
improvements that make a mod-
ern phonograph, or an old-style
instrument without them?

Before you ask the public to pay
good money for a phonograph,
N1 R be sure that the instrument you
N\ <~‘.~,;’- Vi f; W offer has all the modern features.
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There Is Only One—Columbia |

HE Columbia Grafonola not

only has all the big and little
refinements and improvements that
make a modern phonograph, but
there is no other modern phono-
graph, because most of these
modern features are exclusive

Columbia advantages.

The Columbia Grafonola has
the exclusive Columbia Non Set
Automatic Stop, which noiselessly
switches off the motor at exactly
the right moment when the end of
each record is reached. Operates
on any record, long or short.

All other stops have to be set
by hand for every record, but no
such preparation is necessary with
this exclusive Columbia device.
There’s nothing to move or set or
measure. Just start the Grafonola,

and it plays and stops itself.

COLUMBIA* GRAPHOPHONE COMPANY

The Columbia Grafonola has the
exclusive Columbia Adjustable
Tone Leaves, by means of which
its music can be made either loud
or soft, as the selection requires,

without sacrificing tone quality or
any of the beauty of the record.

An additional exclusive feature
of the Columbia Grafonola is its
Straight Tone Arm, which allows
the sound waves to develop fully
and naturally. This, with its Scien-
tifically Correct Acoustic Design,
insures a tone of exquisite clear-
ness and purity.

Finally, the Streamline Cabinets
of all Columbia Grafonolas are ex-
clusive models, each one made in

strict accord with modern artistic

furniture design. Every Columbia

Grafonola is an instrument beauti-
ful to see, easy to operate, and
exquisite to hear.

Sales Department

NEW YORK




14

THE TALKING MACHINE WORLD

Marcu 15, 1921

H. A. BRENNAN WITH WURLITZER CO.

Appointed Manager of Victor Department of
the New Wurlitzer Headquarters on Forty-
second Street, in New York City

Herbert A. Brennan, member of the traveling
department of the Victor Talking Machine Co.
for the past three years, has resigned that posi-
tion to manage the Victor department of the

Herbert A. Brennan

Rudolph Wourlitzer Co. in its new quarters on
Forty-second street, New York. He will take
up his new duties commencing March 1 and
will begin immediately to gather an organiza-
tion and to handle the many details which will
go to make this ome of the largest retail estab-
lishments in the United States.

Mr. Brennan’s experience in the Victor busi-
ness has covered a period of seven years, dur-

ing which time he has become recognized as
one of the foremost of the younger generation
possessing exccutive ability. The Wurlitzer Co.
is to be congratulated on securing the services
of a man so well fitted for this position.

Victor dealers in Brooklyn and Long Island
cxpress great regret in seeing him depart
from this field which has shown such a vast
improvement during his régime. His service to
the dealer has brought about a betterment in
Victor representation and has established for
him the confidence and recognition of his
superiors at Camden.

The Wourlitzer Co. will be in its new sky-

scraper, which it has just completed, about
April 1. It is said to be the last word in
musical merchandising, surpassing anything

which has ever yet been attempted. The Victor
department, which will be located on the first
floor, is complete in every detail, having more
than forty booths. Several floors above this
will be given to pianos and musical merchan-
dise. One of the features of the establishment
will be the beautiful auditorium, which will be
given to daily concerts.

TRAVELING FOR VICSONIA CO.

Frank Rudolph Now Handling Vicsonia Repro-
ducer on the Road—Demand Growing

Frank Rudolph, who is quite familiar with
the talking machine trade, is now traveling for
the Vicsonia Mfg. Co., Inc, New York, makers
of the Vicsonia reproducer for playing Edison
records on Victor and Columbia machines. Mr.
Rudolph is now in the South and is making very
satisfactory reports from that region. The de-
mand for the Vicsonia, it is stated, is continuing
to increase despite general trade conditions. An
interesting feature of the business is the num-
ber of orders received from foreign countries.

The joy of a kind act is from the same source
as that of anything well done—it is all in the
doing and not in the gratitude of those for
whom it is done.

FEATURE COLUMBIA ARTIST

Harry Fox Featured in Window Display Made
by Hartman Furniture Co. Store

The Dealer Service department of the Colum-
bia Graphophone Co. received recently an in-
teresting photograph from the Hartman Furni-

Display of Harry Fox Columbia Records

ture Store, one of the largest stores in Omaha,
Neb., portraying a recent window display used
by this concern.

Harry Fox, exclusive Columbia artist, was
featured in this display, which won the en-
thusiastic approval of passersby. On the floor
of the display the word “Columbia’” was formed
through the use of Columbia publicity matter,
making an artistic centerpiece for a very effec-
tive display. Mr. Sternburg, manager of the
Hartman Furniture Store’s talking machine de-
partment, reports a healthy Columbia trade that
is steadily growing.

LOUISVILLE STORE REMODELED

The I’Harmonie Co., Victor dealer of Louis-
ville, Ky., recently remodeled its store and in-
creased its roster of booths from five to nine.
A very handsome reception room has also been
arranged in front of the store. Manager
Calveard is quite pleased with the change which
he believes will add considerably to the attrac-
tiveness of the store as a rendezvous for buyers.

Products are not things of steel and wood—
they are the expression of dreams, experiments,
skill, brains, organization and toil.

STATEMENT O]<££\, Records have proven

themselves!

QUESTION-Has your service been as good as the record?
SUGGESTION - Try KENNEDY-GREEN service in connection with

@(ﬁk Records

DEAN NEEDLES, etc.

ANOTHER SUGGESTION - Write
KENNEDY-GREEN COMPANY

1865 Prospect Avenue
AND SEE WHAT HAPPENS

‘Cleveland, Ohio
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Mrs. Henry Jones has selected a cabinet talk-
ing machine which she wishes to purchase from
the Modern Phonograph Shop, paying there-
for $37.50 down and the remainder of the pur-
chase price in weekly sums of $5 each.

The salesman who has waited on Mrs. Jones
prepares an application for credit, asking the
usual questions about her address, husband’s
employment, property, references, and whether
slie has ever carried an account at another store
in the city. Mrs. Jones answers the latter ques-
tion in the negative. She has never liked to run
an account, she says, but happens to be a lit-
tle short of money just at present and has de-
cided to take advantage of the shop’s dignified
credit plan and have music in her home at
once instead of waiting a few weeks until she
has all the money on hand at one time.

The application blank is filled out and she
affixes her signature, thereby giving her written
word that the above information is true. She
niakes her deposit of $37.50.

Then the salesman asks Mrs. Jones to excuse
him for a moment while he has her bill pre-
pared and attends to some other little formali-
ties. He is gone two or three minutes. He re-
turns and enters into casual conversation with
his customer for a few minutes more.

“How long did you say you have lived at your
present address?” he asks presently. Mrs. Jones
replies that she has resided at her present ad-
dress for some six years.

“H'm! Let’s see,” pursues the salesman. “How
long did you live at 234 Poplar street?"”

“1?” exclaims Mrs. Jones in a surprised tone.
“Why, I have never lived on Poplar street?”

“] sece. Must have been some other Jones.
There used to be some Joneses living at 234
TPoplar street. They moved from there last
January.

“Did you ever buy anything from the Melo-
dious Shop, Mrs. Jones?”

“No, I don’t believe I know anything about
the Melodious Shop. Is it located in the city?”

“Oh ves. Right over on Main street. Seems

" rather odd, but a Mrs. Henry Jones bought a

period Melodious from them last Christmas.
This Mrs. Henry Jones lived at-234 Poplar
street at the time, but removed from that ad-
dress on January 1 without leaving a forward-
ing address.”

The salesman steps to the door and admits
another gentleman, whom he introduces as “Mr.
Brown, of the Melodious Shop.” Mr. Brown
produces a paper which he and the salesman
compare with Mrs. Jones’ application for credit
from the Modern Shop. The signatures are the
same. But Mr. Brown’s paper is the contract
of the Mrs. Henry Jones who formerly resided at
234 Poplar strect and who removed from that
address several months before while owing the
Melodious Shop nearly $300 on a phonograph.

Mrs. Jones may doggedly deny that she is the
cne who skipped out iromn 234 Poplar street
owing the Melodious Shop a sum of money, but
the evidence is all against her. She is told that

S

By a Systematic Inter-
change of Information

the Pathway of the

Swindler Can Be Made
Rough and Dangerous

M

there is but one thing for her to do—pay the
Melodious Shop in full and let her deposit ap-
ply on a cash purchase from the Modern Shop.

‘here is no need for her to persist longer.
The Modern Shop has her $37.50, together with
her new address, references and husband’s
place of employment. She is caught with the
goods on and that is all there is to it. She will
pay the Melodious Shop and if she ever buys
anytling in another talking machine shop in
that city she will pay cash for it.

How It Was Done

What happened was this:

When the salesman asked Mrs. Jones to ex-
cuse him for a moment he stepped into an-
other room and consulted a card file. In thirty
seconds from the time he left Mrs. Jones he
was reading a card that gave this information:
Name, Mrs. Henry Jones; address, 234 Poplar

0000 0 S

How a Local Trade Organization Can Work
to Discourage the “Dead Beat” -

By D. G. Baird

e

street; occupnation, husband, mechanic, Dodge’s.
This was the only information given on the
card, and the pasleboard itself was white,

Another thirty seconds and the salesman had
telephoned to Mr. Brown, credit manager of the
Melodious Shop, to bring over the contract of
Mrs. Henry Jones of 234 Poplar street. He then
returned and engaged Mrs. Jones in conversa-
tion for the few minutes it took Brown to hurry
over with the convicting contract.

No, this didn’t actually happen. It isn’t be-
ing done among talking machine dealers. What
actually did happen was that the salesman bade
Mrs. Jones a cordial good-day and delivered
the talking machine on the following morning.
Two weeks later Mrs. Jones, having ignored
the statenients that had been sent to her, a col-
lector called at her home and learned that she
had moved and had left no forwarding address.
The Modern Shop doesn’t know yet that the
same person also skipped out on the Melodious
Shop, nor do the other talking machine dealers
of the city know that such a party has beaten
scveral other dealers and will very likely do the
same for them in the near future.

Making Hard Times for the Crooks

The above incident is, however, illustrative of
a system that is catching skips almost daily.
The dealers in another line in a large city have
organized a credit association that is protecting
them from untold losses, while collecting thou-
sands of dollars for them.

The systeni adopted by this association might
very well be used by talking machine dealers
to splendid advantage.

The system is this: The association employs
a salaried secretary who devotes all her time
to the work of preparing records of skips, re-
jections and undesirables. Each day the mem-
hers prepare lists of their skips or.of those
who are so slow in paying as to be wholly
undesirable and of those to whom they have re-
fused credit. The secretary calls and collects
tliese lists, returns to her office and prepares
cards for each member of the association. These
cards are then delivered on the following morn-
ing, when she collects the reports for the pre-
vious day.

Cards are the usual card-index kind and are
oi three colors: whiie, representing a skip or

‘ (Contintted on page 16)

We believe the logical way to handle it well is to handle

it Exclusively.

ORMES, Inc.

103 E. 125th St.

REG. V.S PATOFF

Anything Worth Doing Is Worth
Doing Well

You are handling Victor merchandise.

Wholesale Exclusively

NEW YORK
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“0-H-1-0 (0-My!-0!),” sung by Al Jolson, and “I Want
to Go to the Land Where the Sweet Daddies Grow,”
by Van and Schenck, will make people want to go

_to the only store that sells their records—yours.
A-3361.

——

Columbia Graphophone Co.

NEW. YORK

W

DISCOURAGING THE “DEAD BEAT”
(Continued from page 15)

one who is wholly undesirable; green, represent-
ing one who has been denied credit by a mem-
ber of the association, and blue, representing
women who are implicated in divorce proceed-
ings or whose husbands have disclaimed respon-
sibility for their debls.

The only information given on the cards,
apart from that cf color, is the name, address
and occupation of the applicant, and the name,
address and telephone number of the member
who made the report.

Fach member of the association has a set of
the cards in his own shop.” The number of
cards is increased from day to day, as the sec-
retary brings around from half a dozen to fifteen
o1 twenty each morning.

Besides these cards, the secretary has another
file, called the removal file, in her office, which
is not kept by the individual members. In this
file the secretary keeps a record of all removals
i1'to, out of, or within the city. The file is ar-
ranged alphabetically by streets and the names
filed alphabetically under the street divisions of
the file. The inforination for this file is gathered
fiom a daily paper published by the city. A
city ordinance requires all van and moving com-
panies to report all removals to the Police De-
partment and the information is published,
along with other matters, of course, in this paper.

Cards are kept for one year in the removal
file, the cards for the same months one year
before being withdrawn each month. Cards in
the files of the members are kept perpetually.

The information concerning women whose
husbands have disclaimed responsibility for their
debts is obtained from the personal columns of
the daily newspapers.

How It Works

When this association was first formed the
dealers found that there was a systematic busi-
ncss of robbery being carried on in the city.
The same ones who were beating one dealer
were also beating other dealers in the same
way. Then they brought out their old books and
prepared cards for the past five or six years, and
they have been collecting these old debts ever
since.

When Mrs. Jones applied for credit from the
Modern Shop all the salesman had to do was to
step into the next room and consult his file to

find that she had beaten the Melodious Shop
some months before. A telephone was in the
room and he immediately called up Mr. Brown
and told him to hurry over with the contract of
Mrs. Henry Jones, of 234 Poplar street, with
what results we have seen.

If Mrs. Jones' card had been a green one the
salesman would have called up the shop the
name of which was given on the card and have
inquired why they had rejected her account. He
would then have used his own judgment as to
whether his company should accept the ac-
count.

1f, again, her card had been a blue one, he
would have returned and said casually, “Now,
of course, we'll have to have your husband’s
signature on the contract, Mrs. Jones.” If Mrs.
Jones knew this to be impossible that would
have settled the matter and the company would
have been saved a bad account. If, on the
other hand, there had been a reconciliation of
some kind and she could get her husband to
sign the contract, well and good. Hers might
be a very desirable account.

The old trick of opening an account and then
moving to another address is defeated by the
remmoval file, for the simple reason that the
secretary of the association knows the cus-
tomer’'s new address on the following day. When
the customer fails to meet her payments as
agreed and the collector finds that she has
imoved, all he has to do is to call up the secre-
tary’s office and get her new address.

Many impersonators are being caught by this
association also. Each member of the body has
his investigator, of course, and he readily learns
whether or 1ot the person of the name given
has made the purchase. In the case of imper-
sonators, two cards are made out, one of the
impersonator and one of the person imperson-
ated. The former is, of course; turned over to
the police.

‘This association has succeeded in utterly wip-
ing out the bands of crooks that formerly grew
rich preying upon them. The dishonest ones
can’'t understand how it is done, but they know
such an organization exists and that they can’t
beat it.

So successful has the work of this association
been that otlier dealers in the same and other
cities are copying it with splendid results.
Every large city has its credit men’s associa-
tion, but these organizations are of very little

EXECUTIVE OFFICES
FINISHING and
RECORDING
LABORATORY JEWELS

Plant No. 1
833 Broad Street
Tel, 2806 Market
NEWARK, N. J.

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
recording grooves. Recording problems satisfactorily worked out.

SAWING

GRINDING Plant No. 2
ROUGHING

ROLLING and L 541% Franklin St.
EXPERIMENTA B
LABORATORY NEWARK, N. J.

value to their members. They are too large,
for one thing. For another, the members do
uot have their files of undesirables. The cen-
tral office of the association has huge files con-
taining the names of all customers who carry
accounts with inemnbers of the association, but if
cne wishes inforination about a certain per-
son one must call up the central office and wait
for it. Dealers very naturally do not care to
use the telephone to make inquiries about every
person who applies to them for credit, thereby
exposing their business secrets.

How Talking Machine Dealers May Use System

Talking machine dealers in large cities could
use the same plan that has been outlined above.
Those in smaller cities would probably not need
tc employ a salaried secretary, but could en-
trust to a stenographer in one of the shops the
task of getting out the cards. Such expense
as is incurred would be borne by all the
members.

It is not necessary or desirable that the mem-
bers expose all their accounts. Only the cards
of the bad ones should be prepared and filed.
The idea is simply that of organization for mu-
tval protection and assistance.

The success of the plan depends wholly upon
co-operation of the members of the association
and in getting out the cards promptly. There
is little use to organize and adopt the system
if the dealers are going to be backward about
Ictting others know how many have beaten them
or are beating them, or if the secretary is going
to dally along and not get out the cards
promptly.

The -latter fault has alimost dissipated the
benefits of the association in one organization
that has copied after the one described in this
article. There are twenty large firms in this
association and when they organized they pre-
sented lists of thousands of old accounts for
which cards were to be prepared. Theredfter
they sent in long lists daily, with the result that
the secretary has been utterly swamped and has
Leen unable to keep up with the current lists,
much less make out cards for the old accounts

Hardly any organization of talking machine
dealers would be so iarge as to cause this diff-
culty, however.

Dealers in any town or city who organize such
an association and co-operate heartily will be
protected from mnntold losses and will collect
thousands of dollars from old,_ accounts which
they had almost despaired of ever realiz-
ing on.

SOME LATE HOUSEHOLD HINTS

We live to learn. Here is a person who is sold
on the idea of having music in the home. In
order to make housework easier it is suggested
that by sprinkling the silver polish on the turn-
table of the family talking machine the family
silverware may be cleaned with neatness and
dispatch. This ought to be good for the turn-
table! The idea might be carried out in other
household ways, such as sharpening razor
blades, manicuring, shining shoes and then. if
there were any time to spare—playing records!

\



MarcH 15, 1921 THE TALKING MACHINE WORLD

Reduced Prices

CONVERTO

PATENTED DEC.11.1917

| Talking Machine Cabinets
VICTOR DEALERS handling Lundstrom Converto Cabinets

will be interested in knowing that in keeping with the times
we have recently reduced our prices on all Standard Design Con-
verto Cabinets; at the same time improving the construction by
adding casters and ferrules to all of these models heretofore
without same.
We are also offering wholesalers direct shipment from factory to
their customers, which considerably reduces the cost of handling.
These important changes will enable Converto Dealers to continue
to meet competition of the low price cabinet machines by offering
a GENUINE VICTROLA with cabmet type advantages at a
lower price than usually
charged for machines with
reputation yet tobeestablished.

THE C. J. LUNDSTROM MFG. CO.
LITTLE FALLS, N. Y.

Lundstrom ‘“Converto’ Cabinets are broad-
ly covered by patents. Infringements
will be promptly prosecuted.

CONVERTO WHOLESALE DISTRIBUTORS
Albany, N Yeaerererorretorersioeteereroieiereisiele » Gately-Haire Co., Inc.
Atlanta, Ga. ......c.c0ieeecnnenas Elyea Talking Machine Co.

Phillips & Crew Piano Co.
BRiItimotes Md: i mes T FErErrE: ek Cohen & Hughes, Inc.

E. F. Droop & Sons Co.
Birmingham, Ala. .i.cceeveeinennnnns Talking Machine Co.
Boston, Mass. ..................... Eastern Talking Machine Co.
Bufialo, N. Y. .... ...W. D. & C. N. Andrews
Burllnnton L) American_Phonograph Co.
Chicago, Ill. ...... Lyon & Healy.
Cincinnati, Ohio .. Rudolph Wurlitzer Co.

Cleveland, Ohio ...
Columbus, Ohio ...
Dallas, Texas ....

...Cleveland Talking Machine Co.
...The Perry B. Whitsit Co.
..-Sanger Bros

Denver, COIO. ..........c.c0nccuann The Knight-Campbell Music Co.
Des Moines, 1a. .........ooiviennnns Mickel Bros. Co.
Elmira. N. Y. ....... Elmira Arms Co.
El Paso, Tex. ....... ... W. G. Walz Co.

Houston, Texas
Indianapolis, Ind. ...
Jacksonville, Fla.
Kansas City, Mo. ...

The Talk. Mach. Co. of Texas
Stewart Talking Machine Co.
Florida_Talking Machine Co.
«...J. W. Jenking' Sons Music Co.
Schmelzer Co.

Memphis, Tenn. ...........cveeeenne 0. K. Houck Piano Co.
Milwaukee, Wis. .....cceeenarecaaes Badger Talking Machine Co.
Mobile, Ala. ........cocieeieeennnnn Wm. H. Reynalds

Newark (96%. "Moo ooog00koo0000000000 Collings & Co.

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

New York City ......ccocvvniveinnns Emapuel Blout

Cahinet & Accessories Co.. Inc.
KEnickerbocker Talking Machine Co.

Omaha, Nebr. ..................... Mirckel Bros. Co.
Ross P. Curtice Co.

Peoria. Il ......c.ccoieeiinnicnnes Putnam-Page Co.

Philadelphia, Pa. ............. ... C. J. Heppe & Son

Penn Phonograph Co.
H. A Weymann & Son, Inc.

Pittsburgh, Pa. ...........c..c.ae Standard Talking Machine Co.
W. F. Fredevick Piano Co.
Portland, Me. ..............ccoc... Cressey & Allen. Inc.
Richmond, Va. ................... The Corley Co., Inc.
St.. "Paul, IMinn. 55 ... e oo W. J. Dyer & Bro.
San Francisco, Cal. ................ Walter S. Gray Co.
Svracuge, Ny Ve oo S LTt oo o 1o W. D. Andrews Co.
Toledos 010! o .k meroslacioloma o=- ss o - Toledo Talking Machine Co.
Washington, D. C. ........c.ocu.ne Cohen & Hughes, Ine.
E. F. Droop & Sons Co.
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FINK HEADS KRANZ-SMITH CO.

Purchases Interests of Well-known Baltimore
Music House Formeriy Controlled by F. G.
Smith, Inc—C. B. Noon Is Manager

Bartinorg, Mp.,, March 4.—After eleven years
Joe Fink, at twenty-eight years of age, has
realized the dream of his youth, for he is now
president of the Kranz-Smith Co., in addition to
beirig president of the Kranz-Fink Talking Ma-

Joseph Fink
of this city.
dream has just come with the announcement of

the purchase of the piano company, which was
controlled by F. G. Smith, Inc., New York, with

chine Co., The realization of this

C. B. Noon as vice-president and manager of
the Baltimore store. The firm, which was a
$30,000 corporation, is now a $200,000 corpora-
tion.

The Kranz-Smith Piano Co. is one of the best-
established music houses in the city and was

fcunded by the late G. Fred Kranz, who passed
away in 1916. The firm handles the Mason &
Hamlin, the Artrio-Angelus and the Bradbury
and Webster lines. It is quartered in a very im-
posing home at Fayette and Charles street in
a five-story building.

Joe Fink started, when a lad of twelve,
working in a small talking machine store in
East Baltimore. After he had been in the busi-
ness about five years he came uptown and the
late Mr. Kranz took him into his employ as a
clerk in the Victrola department. That was in
i910. Three years later he acquired half interest

in the talking machine business of the firm and
the Kranz-Fink Talking Machine Co. was or-
ganized. The business went ahead with a rush
and this continued and the place expanded to
meet the ever-growing demand of the trade.
When Mr. Kranz died in 1916 Joe acquired from
the widow the interest in the business and be-
came the sole owner,

The firin will retain its name. There will be
no changes in the policy. Mr. Noon, who has
been managing the piano end of the business for
some years, will continue as general manager
of the business.

NICHOLS & FROST TO OPEN SOON

Fitchburg Brunswick Dealers Buy Victor De-
rartment of Hardware Concern and Consoli-
date the Two—Improvements Planned

FITCI{BURG, Mass., March 5—A modern music -

store is bemq opened by Nichols ‘& Frost in
the store formerly occupied by B. L. Rich &
Co., at 365 Main street. The store will be con-
nected with the present Nichols & Frost stores
by the installation of a connecting passage in
the rear and will be fully equipped with every-
thing necessary to make it a high-class store
for the sale and demonstration of Brunswick
and Victor machines and records, music rolls
and sheet music.

Nichols & Frost have had a very successful
season with the Brunswick line and have out-
grown the present space on the third floor.
More room was needed. The Victor depart-
ment carried by the Fitchburg Hardware Co.
was bought by Nichols & Frost, now Fitchburg
agents for that popular machine.

The Victor machines have been added to the
Brunswick department and the firm will carry
both makes in their new store. Plans have been
inade by which the new quarters will contain
sound-proof record booths and demonstrating
rooms equipped with all modern devices to ac-
commodate customers.

NOTED ARTISTS HELP RECORD SALES

Artists’ Department of Werlein’s Brings Famous
Artists to New Orleans—Business Is Very Ac-
tive With This Institution

New Orreans, La., March 5—Business with the
talking machine department of Philip Werlein,
Ltd, is proving to be very active, and the sup-
ply of Victrolas and Victor records now being
received and being sold is a strong indication
not only of present conditions, but of future
prospects. Harry B. Loeb, manager of the ar-
tists’ department of the Werlein house, is bring-
ing a number of famous artists to the city. We
recently heard Bongci, Schumann-Heink,
Tetrazzini, and Godowsky and Max Rosen are
scheduled for March 16, Titta Ruffo April 4, and
Jan Kubelik April 13. The appearance of these
artists in the city has greatly stimulated the
demand for their records.

TO OPEN EXCLUSIVE VICTOR STORE

(CoLumBus, Nes, March 4—The C. D. French
Furniture Co., Victor dealer in this city, is
closing out its furniture store and is going into
the exclusive Victor business and will open up
an attractively arranged Victor store just as
quickly as the furniture stock can be closed out
to advantage.
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The
Brunswick Method

The Brunswick Ullona playing of
a Brunswick Record R d .
eproduction

ATHOROUGH understanding of the Brunswick Method
of Reproduction arms the dealer with one of the
strongest selling arguments in the phonograph field. Itis
much more than a phrase. Itisa principle, so tangible, so
definite, so easily demonstrated to the prospect, that it is
practically irresistible.

The Brunswick Ultona; an all-record reproducer, and
the Brunswick Oval Tone Amplifier, an all-wood tone
chamber, are the two outstanding features of this method,
which are in every way exclusive with the Brunswick
Phonograph.

From the moment a salesman lifts the top and begins
his story, he has at his command an all-enveloping, com-
prehensive, and most powerful selling appeal.

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

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

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

Canadian Distributors:
Musical Merchandise Sales Co., 79 Wellington St., West
Toronto

]

The Brunswick-Balke-Collender Company,
Ia La Calle De Capuchinas No. 25,
Mexico City, Mexico

The Brunswick Oval Tone Amplifier,
with grill removed

PHONOGRAPHS AND RECORDS o
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The Gotham

Snle 122
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The Georgian

Appropriate
Atmosphere

UST as Brunswick factory standards are most exacting, so too
it is desired that Brunswick dealers handle The Brunswick in a be-
fitting manner.

Those who wonld become Brunswick dealers must show by their high stand-
ing in their own communities, by their business methods and by their appre-
ciation of and sympathy with Brunswick policies, that they are ready, able and
willing to carry out Brunswick ideals.

The Brunswick is a musical instrument in every sense of the term, and it
has always been the aim of its makers to have it displayed and sold as such

Brunswick would rather have The Brunswick in the hands of a few selected
dealers i each community than entrust it indiscriminately to all who may
desire to carry it.

THE BRUNSWICK-BALKE-COLLENDER COMPANY, CHICAGO

T TP T Pl e D T T e e

e . e

The Beaux Arts

PHONOCGCRAPHS AND RECORDS
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The
Brunswick Method

of
Interpretation

Indwviduality graven
" iinlo them

HIE sensational success of Brunswick Records is one
of the topics of the hour in the phonograph world.

Buyers and dealers often ask why Brunswick Records
are so superior, and what 1s done in Brunswick Studios
that 1s not done in other studios to make them so.

\While recording itself requires both the skill of the artist
and the knowledge of the scientist, there i1s no magic for-
mula which malkes superior records: in the last analysis it
is the combination of the best men, methods, materials
and machines—and the taking of infinite pains in every
detail.

srunswick Records are often made and remade many
times before Brunswick standards are entirely satisfied.

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

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

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

Canadian Distributors:
Musical Merchandise Sales Co., 79 Wellington St., West,
Toronto

The Brunswick-Balke-Collender Company,
Ta La Calle De Capuchinas No. 25,
Mexico City, Mexico

PHONOCRAPHS AND RECORDS
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TRADE CONDITIONS IN MALTA

Practically No Demand for Cabinet Machines—
Cheaper Grades Most Popular

WasHINGTON, D. C,, March 7 —Practically all the
talking machines sold in Malta, we are informed
by Consul Carl R. Loop of Valetta, are known
as American machines, but they are imported
from England. One make retails for £4 10s.
(821.90); one for £7 ($34.06), and another ifor
£7 to £24 (834.06 to $116.80). A great many
more of the cheaper grades are sold than of the
more expensive. So far there is no appreciable
demand for machines in cabinets. The total
sale per annum runs from 100 to 130 machines.

Records retail from 3s. ($0.73) to 8s. ($1.93),
the most demanded selling for 7s. 6d. ($1.83). It
is estimated that about 2,000 records are sold
per annum. About 90 per cent of these are
records of Italian opera, the remaining 10 per
cent being of dance and lighter music. The
Maltese people are partial to Italian operas, and
the other records are purchased almost exclu-
sively by the English residents.

The Maltese importer is averse to opening
foreign credits for the purchase of goods. Or-
dinarily he has not a large capital, and does not
care to tie it up by opening foreign credits. He
prefers to pay cash against documents, if credit
1s not allowed.

A list of dealers, all of Valetta, Malta, who
may be interested in handling machines and
records, may be obtained from the Bureau ot
Foreign and Domestic Commerce or its district
or co-operative offices by referring to file No.
NE-16002.

EMERSON JOBBER ATTAINS SUCCESS

Emerson Ohio Co. Making Rapid Progress—
S. W. Goldsmith Is General Manager

Corunaus, O., March 7—The Emerson Ohio Co.,
of this city, which was appointed distributor
of Emerson phonographs and records on the
first of the year, has signed up a number of
important accounts in this territory. The com-
pany occupies the first floor and basement of
the building at 36 \West State street, which it
uses as an office, display room and shipping
room. A stock of phonographs is kept at the
W. Lee Cotter warehouses.

S. W. Goldsmith, vice-president and secretary
of the~Goldsmith Music Store Co. for the pas
eight years, is general manager of the Emerson
Ohio Co. and associated with him is S. M.
Hyneman. James W. Pommer, of Albany, Ind,
and Charles Usher, of Brooklyn, N. Y., experi-
enced wholesale talking machine salesmen, are
representing the new company in this territory.

FINDING ITS POLICY SUCCESSFUL

Believing that a hit sells other records, the
Standard Talking Machine Co., Pittsburgh, has
prepared for its dealers mailing cards and stuff-
ers of the current hits. The company is hav-
ing much success with this plan. The hit
selected last month was ‘“Rosie.”

Your Opportunity to
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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To
Dealers

who apply, I am
ready to make the
most interesting and
profitable talking
machine proposition
that could be ex-
tended.

The bigger your
field and facilities
the greater the
proposition I can
make, so write me J
fully in your in- [
quiry. ,g

EDMUND BRANDTS, &

President

The Harponola Co.

.101 MERCELINA PARK

CELINA, OHIO
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A |
Master Phonograph

| Reliabilit_y

Fvery Rishell Phonograph 1s typical of the house back of
it—and the 55 years of that house’s consistent record for
reliability. Every Rishell Phonograph 1s always m order;
always ready for producing that marvelous tone that 1s the
wonder of the trade and the despairr of other phonograph
makers. Every Rishell Phonograph 1s cased in the perfection
of cabinet work, exquisitely finished by master craftsmen.

Fvery Rishell Phonograph prepares the way for another
Rishell sale.

White 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, N. Y.
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The Talking Machine Is Now Entering the

Realm of Literature in the Home : By Lee Howara

e

SRR SR

Just as the talking machine has been the most
effective means of increasing the musical knowl-
edge of the great mass of the people of the
world, so is it now entering the realin of lit-
erature and is making it possible to bring the
world’s best prose, poetry, drama or fiction
within reach of the average man and woman.
Good music in the home-—good literature in
the home. Each seems to be the logical sup-
plement of the other. Now that the place of
music has become established the talking ma-
chine will establish literature in the home. It
will add to the effectiveness of the best library
and will take the place of a library among those
who have not sufficient means to purchase ex-
pensive books.

The recent recording of standard passages
from Shakespeare’s plays is the first step to-
ward the higher goal of progress. To every-
one has come the pleasure of hearing some
talented actor or some trained reader render
some pleasing bit of prose or poetry.

Theatre lovers go often to hear their favorite
stage characters because there is something
about their particular style of speaking that ap-
peals. To be able to bring the very voice of
this favorite into the home, to be heard when-
ever desired, is truly an accomplishment which
would appeal to everyone. The recording of
Shakespeare is, as we have said, the first step.
From this basis the work of recording good
literature can and should be extended until it
embraces a record library as varied and as ex-
cellent as the present-day musical library.

Realizing that education must begin with the
child, the talking machine industry has already

prepared records for children. These little
records of nursery rhymes or the songs of thild-
hood have become very popular with the youth
of the nation. But as yet their field has been
but slightly developed. The larger records
should contain standard literature for the chil-
dren, too. Imagine, for a moment, the value
of these records in the modern educational sys-
tem, elementary or secondary. After studying

O

Now That the Place of
Music Has Become
Established the Talker
Will Bring Good Lit-

erature to the Home

SR

some piece of literature the child could hear
this spoken and spoken correctly, every syllable
clear and distinct. In this way the child would
quickly learn to speak correctly and also ap-
preciate what is best in the literature of the
world. The appeal to the eye and ear is the
ideal combination.

The appeal to the eye alone is not sufficient,
as educators have learned. It is useless to try
to learn to speak a foreign language merely by

unsightly horn models.

THE
VICTOR
RECORD

A series of

ACHIEVEMENTS

of the.

VICTOR TALKING MACHINE CO.

| The Victrola No. IV was really the first type of hornless
machine to appear on the market and tended to eliminate the

I The immediate popularity of this type, and the enormous sale
of same, led to the development of the large type Victrolas.

Wholesaler.

A SUGGESTION

 The Knickerbocker “Ready-to-Play” Carrying Case, made to
fit the Victrola IV, and having compartments for a record
album, the needles and winding crank, now listed at $20.00,
together with the Victrola IV listed at $25.00, makes a $45.00
portable outfit—the ideal equipment for campers, travelers, etc.

I Write us for prices or communicate with your nearest Victor

KNICKERBOCKER TALKING MACHINE CO.

Victor Wholesalers

138-140 West 124th Street

New York

gazing at the printed page. The moving pic-
ture theatre offers a good example of the ap-
peal to ear and eye. To have films alone with-
out music does not satisfy. Consequently or-
chestras and organs have come to be necessary
adjuncts to the modern motion picture house.
The appeal to the ear.

Much as these educational records are needed
at the present time, their development waits
upon the development of the record-making in-
dustry. Larger records are needed or else rec-
ords upon which a great deal more can be re-
corded. Records larger than the present twelve-
inch size have been regarded as impracticable
by record manufacturers as a whole. But the
twelve-inch record is hardly large enough to be
used in the field of literature. In the necessity
of changing records so frequently lies the great-
est handicap. Surely here is a field for de-
velopment. Either in the modification of the
talking machine or the record must the answer
lie. Once this problem is successfully solved
the industry will have made another step for-
ward.

KEWANEE BRUNSWICK SHOP MOVES

Business Formerly Associated With Furniture
House Now Becomes Independent

Kewaneg, 1L, March 3.—The Brunswick Shop,
which is managed by Miss Grayce C. Van Cou-
tren and has been located in the building with
the Ogle Furniture Co., 219 West Second street,
is now in its new location in the Sugar Bowl
Building, at 118 North Tremont street, and be-
comes a separate enterprise, to be known as the
Brunswick Shop Co.

The new location will display the Brunswick
products to a much better advantage. With
a few changes the south side of the building will
be fitted up appropriately with demonstration
booths, new record cases and decorated in a
blue and white color scheme as a splendid set-
ting for this music shop.

Brunswick phonographs and records will be
featured and a full line of Emerson and Gennett
records also will be carried.

D. M. SMITH ON LENGTHY TRIP

Sales Manager of Rishell Phonograph Co. Visit-
ing Trade in West—Important Dealer Ac-
counts Established Recently

WiLriamsport, Pa,, March 5.—Douglas M. Smith,
sales manager of the Rishell Phonograph Co.,
of this city, manufacturer of the Rishell phono-
graph, left recently on an extended Western
trip, which will include a visit to the leading
trade centers as far West as Kansas City, Mo.
It is possible that Mr. Smith will proceed to
the Pacific Coast, as inquiries for Rishell repre-
sentation have been received from a number of
prominent concerns in that part of the country.

During the past few weeks good-sized orders
have been received by the Rishell Phonograph
Co., and accounts have been opened in immportant
territories, including the establishment of sev-
eral dealers in active Ohio industrial centers.
The Rishell phonograph is steadily increasing
in popularity, and the company has received
numerous letters of commendation from its
dealers as to the quality of the product it is now
turning out.

INCORPORATED IN CINCINNATI

The Market Music Co., Cincinnati, O., has
been incorporated with a capital of $20,000. The
incorporators are:” M. B. Fishel, D. B. Stone,
S. H. Miller, R. E. Stein and B. R. Kohn.
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1Y Y rYEYY 8960 pponsnetans
As the face in the crystal mirror is true to the gazer, so are Geuurtt
RKerurds faithful to the original voice or instrument.
To know the utmost in music’'s reproduction hear Geinett No. 4661.
In the "Home Again Blues Medley Fox-trot Joe Coleman’s President

Orchestra makes your toes fairly tingle and on the reverse Green
Brothers Xylophone Band brings out with great vivacity the snappiness

of ""Toodles,”” a One-step.

Gennett Records

Manufactured by

ITHE STARR PIANO COMPANY
RICHMOND, INDIANA

New York——Chicago—Los Angeles—Birmingham
Detroit—Cincinnati—Cleveland—Indianapolis
Boston—Jacksonville—London, Canada
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Marion Harris’ new ‘“blues” are “Look for the Silver
Lining,” from Sally, and “Im Gonna Do It If I Like
It.” This exclusive Columbia song bird’s latest will
line your pockets with silver—if you like it. A-3367.

Columbia Graphophone Co.
NEW YORK

e

TIME TO HUSTLE, SAYS HOWARD

Large Part of Dullness in Talking Machine In-
dustry Is Psychological Rather Than Real, Is
Belief of Granby General Sales Manager

After five years or more of watchful waiting
a photographer was at last able to induce E. C.
Howard, general sales manager of the Granby
Phonograph Corp.. Norfolk, Va., to enter his

E. C. Howard
studios. It took a New York photographer
to accomplish this task.

Mr. Howard spent about three weeks recently
in the metropolis in the interest of the Granby
Phonograph Corp., and in that period found time
to get in touch with his many friends in the
industry. He is known as a human dynamo and
accomplished much in the furtherance of Granby
interests in the short time he was in the city.

Mr. Howard believes that a good deal of the
inaction in the talking machine business is
psychological rather than a fact, and believes
that “any merchant who will get up and hustle
instead of sitting around cussing the country”
will find good business during the year. He is

practicing what he preaches, and as a result the
" distribution of the Granby phonographs is grow-
ing steadily. -

The Granby factory at Newport News, accord-
ing to Mr. Howard, is exceedingly busy and the
outlook for the balance of the year is very bright.

MONTALVO IN NEW LOCATION

M. Montalvo, Jr., talking machine dealer of
Plainfield, N. J., has moved to a new location in
the Strand Theatre Building, East Front street,
that city.

SCHMELZER CO. ACTIVITIES

Great Gathering of Victor Dealers—New
Monthly Records Demonstrated-—-Addresses
by Prominent Individuals—Third Salesman-
ship Class Just Opened—Many Practical Talks

Kaxsas City, Mo.,, March 4—A very inter-
esting gathering of Victor dealers and their
salespeople within a radius of seventy-five miles
of this city was held under the auspices of the
Schmelzer Co., Victor distributor, at its whole-
sale building, 2015 Grand avenue, on the evening
of February 8. This meeting was primarily for
the purpose of hearing the new monthly rec-
ords presented to the listeners by David R.
Walsh, manager of the service educational de-
partment. This program was interspersed with
addresses pertaining to dealers’ service and helps
by Arthur A. Trostler, secretary of the Schmel-
zer Co.,, and T. La Rue Husselton, field repre-
sentative of the Victor Co.

This was the first meeting of this kind called
by the Schmelzer Co., and all present were quite
delighted with its success and unanimous in the
wish that this plan of hearing the records
demonstrated be carried out each month here-
after. Those present were:

Miss Wooley and H. McArthur, AWunderlich
PPiano Co., Kansas City, Mo.; S. F. Butler, But-
ier & Sons, Kansas City, Kan.; Mae Mc]Jilton
and Sadie Spanger, Smith, Barnes & Strohber
Co., Kansas City, Mo.; Mr. Boice, Miss Lyon,
Miss Miller and H. \V. Harper, Boice Voice
Shop. Kansas Citv. Mo.; E. P. O’Connell. Miss

Tower, Miss Hanes and Mrs. Godfrey, Jones
Store Co., Kansas City, Mo.; Miss Emerson and
R. G. Haynes, Von Hershner & Trudell Music
Co., Kansas City, Mo.; W. H. Hader, A. H.
Hader, Higginsville, Mo.: Miss Clara Kaiser, G.
F. Kaiser, Ottawa, Kan.; Mrs. L. H. Houston,
J. H. Bell Music Co. Lawrence, Kan.; Mr.
Stephens, Stephens Furniture Co., Liberty, Mo.;
Everett Gibson and G. F. Wise, Carl Hoffman
Music Co., Leavenworth, Kan.

The Schmelzer Co., by the way, just closed
its second salesmanship class, which was well
attended, the dealers in this territory being most
appreciative of this very important means of in-
creasing their knowledge of how best to serve
the public. Moreover, each dealer returned to
his field of Victor endeavor full of inspiration,
with a knowledge of the product and ideas of
better service to his customers, all leading to
increased sales. TDuring the course of the ses-
sions addresses were made by Dr. Edward
Geraughty, one of the leading physicians in
Kansas City, wlio has made a considerable
study of music as related to economics; C. J.
Schmelzer. treasurer; Arthur A. Trostler, sec-
retary of thie Schinelzer Co.; the managers of the
record, advertising and repair departments, and
by W. A. Fritschy, impresario. These classes
have been under the direction of David R.
Walsh, who has found the dealers most keenly
interested. The third salesmanship class was
opened late last month.

AWhy worry about the past? The best way to
redeem it is to farget all about it.

The KENT MASTER ADAPTER

plays ALL. RECORDS at their best

EDISON

Wrife for particulars concerning this, the best
known and largest seller of its kind in the market.
Attractive prices and terms will be quoted you.

E specialize in
Edison and Victor machines; also
soundboxes, diamond, sapphire -and steel
needles.
to order.
kinds successfully executed.

F. C. KENT CO. ::
IRVINGTON, N. J.

whose phonograph accessories ‘“win their way by their play’”’

on the

DISC PHONOGRAPH

attachments for

Drawn brass tone arms made

Tube and pipe bends of all

Specialty Manufacturers
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HARRY A. BEACH C. F. REDMOND

PREG AND MGHE, vicL-Pres

TELEPHONE 366

The Magnavox Co,,
Oakland, Calif,

PIANOS
PLAYER PIANOS

GRANDS Dear Sirs:
BAUER
KIMBALL

HINZE

LYON & HEALY
SCHAAF

value, the actusl sales made
the instrument in this chort
RECORD CABINETS, You are Overlooking
Row [CasinEg sell every live wire talking
Music CABig country, and here hoping you

PLAYER RO,

REPEATOGRAPHS
ALL SMALL
MusICaL
MERCHANDISE
INSTRUMENT CASES
AND SUPPLIES

THE MUSIC SHOP, INC.

KALAMAZQOO. MICH.
SuCCrssors Yo THE FisCHER MusiC SHow
BECDND FLOOR FIRST NATIONAL BANK BLDG

KALAMAZOO HEADQUARTERS FOR VICTROLAS aND VICTOR RECORDS

December 31 1920

whiTNEY As a8 real sales promoter your Magnavox is
sthe best ever; aside from the wonderful advertising

With the seasons best greetings we beg to remain

CHAS. F. WALL
SKc ano ToLas

have more than paid for
time that we have owned it,
a good bet if you 4o not
machine shop in the

do.

Yours very truly,

The Music Shop .Inc.,

Write Your Nearest Distributor for Further

Information and Detalils of

Dealers’ Proposition

J. O. MORRIS CO., INC.,
1270 Broadway, New York City.
New England, New York and Pennsylvania.

J. W. SANDS COMPANY,
123 East 5th St., Dayton, Ohio.
Entire State of Ohio.

MINNEAPOLIS DRUG COMPANY,

Minneapolis, Minn.

C. L. MARSHALL COMPANY,
82-84 Griswold St., Detroit, Mich.
Lower Peninsula of Michigan.

States of Minnesota, Montana, North and South Dakota.

KIEFER STEWART COMPANY,
Indianapolis, Ind.
Entire State of Indiana.

SONORA DISTRIBUTING COMPANY,
1707 Elm St., Dallas, Texas.
Entire State of Texas, except northern Panhandle.

SOUTHWESTERN DRUG COMPANY,
217 So. Market St., Wichita, Kan.
States of Kansas and Oklahoma.

CANADIAN DISTRIBUTORS

1. MONTAGNES & COMPANY,

Ryrie Bldg., Toronto, Canada.

Manufactured By

THE MAGNAVOX CO.

Oakland, Calif.

Pacific Coast Distributors of Sonora Phonographs
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retail problems.

We Back the Dealer Who

Victor Dealers of the Rocky Mountain Region

Put Your Selling Problem Up To Us

Our expert staff of Victor merchan-
dising specialists are at your command
at all times—each offering you a real
service 1n helping you to solve your

ERS VOIGE
L

"Cu

Knight-Campbell Music Co., 1608 Wynkoop Street, Denver, Colo.

Our five floors devoted exclusively to
Victor goods,
Victor dealers, are admirably equipped
to offer a genuine service.

Backs the Victor

and to the needs of

WIRELESS MEGAPHONE CONCERT

Music on Steamship on High Seas Heard by
Audience in College Laboratory

Tossing on the waves somewhere off Sandy
Hook the steamship “Gloucester” was proceed-
ing on its way, while below decks the crew
were entertaining themselves by playing the
latest records on the ship’s talking machine.
But only half of the audience was present. The
other hearers were waiting in the laboratory of
Professor A. N. Goldsmith at the College of
the City of New York. Professor Goldsmith
adjusted three needles on a dial, threw a switch
and a motor began to hum beneath a large mega-
phone of wood. Immediately the voice of the
radio operator on board the *“Gloucester” was
Leard telling the concert was about to begin.

The next moment the sound of the music on
board the ship was heard as plainly in the lab-
oratory as though the instrument were actually
in the rdom. Each note was loud and clear. By
means of a localizer and an amplifier all other
air noises except the music were excluded. A
slight movement of the needles on the dial and
the music faded and the crackle of the high-
powered wireless stations on all sides took its
place.

NEW MUSIC SHOP IN MEMPHIS

Mempn1s, TENN., March 3.—Arrangements have
been completed for the opening of a new shop
at 108 Madison avenue, to be occupied by a
branch of Fortune’s Music Shop, operated by
the Fortune-Ward Drug Co., just opposite the
present location.

The interior will be thoroughly overhauled
and remodeled to accommodate the new shop, it
was announced. Saul Bluestein is manager of
the department. Mr. Bluestein is to leave to-
morrow for a buying trip in the East. It is
planned to open the shop within two weeks, with
a complete line of talking machines, records and
player rolls.

RECORDS TO TEACH HEALTH RULES

Chicago House Prepares New Series of Records
for Course in Body Building

A Chicago health iustitute has adopted the
talking machine record and put out a series of
records on health. These records contain short
talks on how to build up the body and maintain
physical fitness. Music is combined with the
talks in an effort to make the course as inter-
esting as possible so that the patient wili con-
tinue with the work once it is started. This sys-
tem would seem to be a new application of the
record and yet an entirely logical one, extend-
ing the field already covered by the language
courses and other educational methods.

EXPANSION OF GRANBY BUSINESS

Plant at Newport News Very Busy—Distribut-
ing Center for New York District on Canal
Street—Levy & Co., of Norfolk, Active

NorroLK, Va., March 4.—The Granby Phonograph

Corp. reports that the Granby factory at New-
port News is working at full speed and that
night shifts were put on several weeks ago to
take care of the increased product requirements.
Commodious warehouses have recently been
secured at 365 to 367 Canal street, New York,
which the Granby Phonograph Corp. will use
as distributing center for the metropolitan dis-
trict. E. C. Howard, director of sales, is highly
pleased at the manner in which the Granby has
taken hold, and reports that fourteen new retail
accounts have been established from the new
New York distributing center. Philip Levy &
Co., Granby retailers of this city, have advised
the Granby organization that they did a special
holiday business of 500 Granby phonographs
from their Norfolk store, and 250 from their
Newport News establishment. This company
is also featuring the Granby line in its new
Washington, D. C., store on Seventh street.
In the opening week 125 instruments were sold.

ol

1S58 West 21st Street

We are introducing a reproducer which is different
from anything on the market. In principle it is non-
metallic, at the same time practically indestructible and
not affected by moisture or temperature changes.

We guarantee it as a quality product.
All principles of construction covered by basic patents.

Samples to the trade $7.00 each.

Requests for Tests and Demonstrations Are Solicited
from Manufacturers, Jobbers and Dealers.

Steurer Reproducer Company, Inc.

New York City i

22 PURE VOICES OUT OF 3.800

Striking Advertisement by Thomas A. Edison,
Inc, Uses Interview With Inventor- as Basis
of Interesting Discussion on Tone Quality
In a striking advertisement which will appear

in national and farm magazines in all parts of

the country the Thos. A. Edison, Inc., is using
an intcresting interview with Thomas A. Edi-
son on the imperfection of the human voice.

Mr. Edison makes the statement that out of

the 3,800 singers who have made voice trials for

him he has found but twenty-two who could
sinng pure notes. In explanation of this he
says:

“I have collected, through my agents in Europe
and America, phonographic voice trials by ap-
proximately 3,800 singers, Of these there are
but twenty-two who sing pure notes, without
extraneous sounds and the almost universal
tremolo effect. A singer’s trill is quite a differ-
ent thing from a tremolo.

“A trill can be and is controlled by the brain,
but a tremolo is not within brain control and,
so far, there has been no means found for cor-
recting it. Most singers cannot sustain a note
without breaking it up into a series of chat-
terings, or tremolos. The number of waves
varies from two per second to as high as twelve.
When at the latter rate the chatter can just be
heard and is not particularly objectionable.
When at a slower rate it is very objectionable.

“If this defect could be eliminated nothing
would exceed the beauty of the human voice,
but until this is done there will be only a few
singers in a century who can emit pure notes
in all registers. Patti, for example, was con-
spicuous for emitting pure notes, except in the
lower part of her scale, and she was always
reluctant to sing a song requiring the use of
her lower register.”

The interview goes on to tell Mr. Edison’s
reason for the “Realism Test,” which demands
that the hearer close his eyes in order to give
kis ears fuil play in comparing the living voice
with the re-creation of it.

The whole advertisement is unusual in form
and content and is one that will without doubt
be read by niusic lovers and others in all parts
of the world. A portrait of the famous inventor
occupies a prominent place at the beginning of
the interview.

CUBAN IMPORTERS ENLARGE CAPITAL

The well-known importing house of Quevedo
& Cabarga, of Havana, Cuba, has admitted José
Garcia Conde as partner and the concern will
hereafter be known as Quevedo, Cabarga & Co.
The capital of the company has been consider-
ably increased.

The 1921 man is going to be one who tackles
the most difficult problems confronting his de-
partment or his business or his industry, or his
community, for that matter, and licks them.
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CONSTRUCTIVE FEDERAL 'TAX PROGRAM SUGGESTED
BY MUSIC INDUSTRIES CHAMBER OF COMMERCE

Adoption of Some Form of Commodity Sales Tax Urged as Plan for Raising Necessa'ry Revenue
While Permitting of Abolishment of Excise and Excess Profits Taxes

At a meeting of the board of directors of the
Music Industries Chamber ‘of Commerce, held
at the general offices in New York last month,
at which Ralph L. Freeman, director of dis-
tribution of the Victor Talking Machine Co.,
was present, chief attention was given to the
plans of the Chamber in connection with the
Federal tax revision program and the tariff. The
legal committee on Federal tax revision pre-
sented a comprehensive report embodying a
number of recommendations favoring in a gen-
eral way some form of sales tax and it was
voted that the Chamber continue its present
campaign. The program as outlined provides
that:

The Chamber will urge Congress to abolish
the excess profits and the so-called “war-time”
excise taxes; to impose a minimum tax of $5

upon all persons twenty-one years of age or
older who receive an independent income; to
raise the additional required estimated mini-
mum revenue of $2,000,000,000 for the most part
by a uniform tax on all sales of commodities,
wares and merchandise, not including capital
assets, to be paid monthly by each seller.

The Chamber will recommend to the Ways
and Means Committee of the House of Repre-
sentatives that the present customs duty of 35
per cent ad valorem on musical instruments and
parts be increased to 45 per cent ad valorem;
that player-plano actions be added to the list
of parts specifically mentioned in the Tariff
Act; that music wire be added at the rate of 35
per cent ad valorem, and that the present duties
on raw ivory be eliminated.

The Chamber will advocate the more adequate

to its wonderfully perfect service.

Its constant speed is guaranteed.

73 State Street

GhHe

PHONOMOTOR

Trade Mark Registered U, S, Pat. Office

THE STANDARD ELECTRIC PHONOGRAPH
DRIVE OF THE WORLD

Patented in U. S. and Canada

Mr. Manufacturer,
DO YOU KNOW?

That the PHONOMOTOR was and is, the first in the field, that many owners testify

It is progressive, in pace with the electric age.
It is a UNIVERSAL Motor, and perfectly silent.
There are NO REPAIRS needed for years.

There are thousands in use today, many of them for nine years.

IT IS FOOL PROOF

We guarantee this motor to be as represented in every respect.
And DO YOU KNOW that the PHONOMOTOR will add to your profits?

A word to phonograph repair men: You will find a profitable business in replacing. spring
motors with the electric, the PHONOMOTOR is adapted to any PHONOGRAPH, a great
number of repair concerns from coast to coast have added this motor to their line of accessories,
send for a sample. On application prices will be quoted on quantity orders.

GEORGE CLAY COX

Rochester, N. Y.

financial support of the Bureau of Foreign and
Domestic Commerce and the Consular Service.

The report of the legal committee, the gist of
wlich is given above, upon being accepted was
ordered printed so that copies may be sent to
members of Congress, to the principal news-
papers, business magazines and trade papers of
the country and to local commercial and na-
tional trade associations. It was also decided
to obtain the approval of as many national as-
sociations as possible for the commodity sales
tax and have them give it active support.

Calculating that the requirements of the
Government would amount to four billion dol-
lars in revenue, it was recommended that Con-
gress be urged to revise the present Federal tax
system as follows:

1. That the excess profits tax and so-called
“war-time” excise taxes be abolished, and that
the individual income surtax rates be materially
reduced. B

2. That all persons residing in the United
States and having reached the age of twenty-
one years be compelled to report income, and
that a minimum tax of $5.00 be imposed upon
all persons who receive an independent income.

3. That the additional revenue required (esti-
mated maximum, $2,000,000,000) be raised, for
the most part, by a uniform tax on all sales of
commodities, wares and merchandise, not in-
cluding capital assets, to be paid monthly by
each seller.

In the preparation of the report the com-
mittee went with great detail into governmental
finances to provide a basis for -argument, and
its recommendations included those to the effect
that the excess profits tax should be repealed,
surtaxes should be revised, and that wartime
excise taxes should be eliminated, as they vio-
late the principles of justice and fairness in
taxation, and will not yield the expected revenue
because such taxes will serve to restrict sales
in the industries upon which they are levied.

Evidences of Discrimination

The report says specifically:

“As illustrative of how some of the commodi-
ties now subject to excise taxes conform to
these tests, the products of ¢he music industry
may be cited. Musical instruments, particularly
pianos and phonographs, which are the most
important, are purchased usually with the ex-
pectation of lasting a lifetime. They are in the
nature of investments, befng an essential part
of the home, and usually require a relatively
large investment for the purchaser. The re-
tailer almost never makes a cash sale and in
the great majority of cases the initial payment
scarcely offsets the tax which has been ad-
vanced to the Government months previously
by the manufacturer. In normal times the
transaction is not completed by the final pay-
ment for two, three and often four years after
the initial sale is made by the retailer. The
instrument is not infrequently returned and has
to be sold again. No industry operating under
such conditions can flourish with the extra bur-
den of an excise tax draining a large part of
its cash resources in a constant stream. The
sales and credit methods of such an industry
cannot be changed without entailing a serious
decrease in volume of sales and consequent loss
of revenue to the Government and profit to the
industry. It is absurd and indefensible to retain
a special excise tax on such an industry.

“Excise taxes have been defended at times
on the grounds that they are usually imposed
on luxuries which can stand them without cur-
tailment, or whose curtailment does not deprive
the public of anything which is essential to its
welfare or which is even desirable. From a tax
standpoint, such a theory is indefensible, for a
tax which curtails the taxable source, irrespec-
tive of the desirability of curtailment, defeats
its only real purpose, namely, that of obtaining
revenue. As a method of curtailing alleged lux-
uries, it is sufficient to point out that Govern-
ment curtailment of industries which are harm-
ful to neither public health nor morals, and indi-
rect Government regulation of the buying habits
of the people, is contrary to the true Ameri-
can conception of the rights of the individual
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‘ FOR YOUR

PHONOGRAPH

Made in Our
Watch Oil

DEPARTMENT

which for half a century
has made 80% of all the
watch, clock and chronom-
eter otl 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 impun-
ties are removed, leaving it

Colorless, Odorless and Stainless.

Housekeepers say they would not be without
Nyoil because it i3 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'i-0z. and 8-0z. Bottles
and in Quart and Gallon Cans.
For Sale by all Talking Machine Supplies Dealers

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

and the function of government. Furthermore,
if such were not the case excise taxes could be
defended as luxury regulations only if applied
to all luxuries, and to luxuries only. Such is
decidedly not the case with the present excise
taxes.

“The existing excises tax the motor truck,
but not the horse-drawn vehicle doing the same
work; they tax the fur coat of the farmer and
lumberman which he could scarcely do without,
but not a cloth coat which for many uses is less
desirable; and they tax the piano necessary for
the child to obtain its proper musical education,
or the band instrument with which he may later
earn his living, but not the toy with which he
amuses himself.

Non-Luxuries Subject to High Excises

“Even though it were either just or possible
to tax luxuries in a proper manner, musical ii-
struments and many other commodities now
subject to high excise taxes should not be so
taxed, as they are not luxuries. Musical instru-
ments are essential to the education of the
child, constitute the means whereby thousands
of persons earn their living, are essential to re-
ligious worship, and indispensable to many forms
of public life. Music is the most potent, univer-
sal and cheapest factor in making life worth
living as distinct from making mere existence
possible; and in these days of advanced civiliza-
tion to exist merely is not really to live. The
typical piano or phonograph is not the expensive
concert grand nor the phonograph de luxe. On
the contrary, the great bulk of these products
go into humble homes, where they become the
most potent factor in keeping the home to-
gether, especially when the children grow old
enough to be allured by outside attractions,
unless there is a pleasant home life. A discrim-
inatory tax on music is a blow at the home and
at education.

“Under no circumstances should the discrim-
inatory wartime excise taxes be continued
longer.”

After urging that some system be adopted
whereby everyone should be required to pay an
income tax, the report went on to say that the
taxes already discussed will provide a revenue
amounting to about $2,000,000,000, and that the
problem is to raise a similar amount by new
taxes. This problem can best be met by a sales
tax, either a general sales or turnover tax,
applying to the sale of all goods and services
in lieu of all other business taxes, the rate

COTTON FLOCKS

«+ FOR ..
Record Manufacturing

THE PECKHAM MFG. CO., 3wWase. >N 5"

usually favored being one per cent, or the com-
modity sales tax applying to the sale of all
goods and merchandise, but not to capital assets
or services. The committee favors the com-
modity sales tax for the following definitc
reasons:

1. It is simple to administer by the Gov-
ernment, and easy to compute and pay by the
business concern.

2. It is definitc, and the cxact amount which
the tax adds to the cost of doing business is
known at the time of the transaction, which is
not true of profits taxes.

3. It avoids the necessity of making a huge
increase in the corporation income tax rate.
Such increases would add materially to the evil
of price “loading” as a means of insuring against
a profits tax which cannot be anticipated. An
increase in a profits tax causes much more than
an equivalent increase in price “loading” An
increase in profits taxes would also add to the
cnormous difficulties which business faces under
the necessity of providing largc sums of money
as tax payments, which, even though they have
been collected from customers, are often tied
up in the form of accounts receivable, raw mate-
rials and merchandise.

4. It avoids the necessity of expanding the
present discriminatory excise taxes, and in effect
substitutes a low rate and just sales tax on
all business for a special high rate and dis-
criminatory sales tax which is levied on a few
businesses.

The various arguments presented against the
proposed commodity sales tax are also care-
fully analyzed in the report.

The legal committec consists of J. Harry
Shale, treasurer of the A. B. Chase Piano Co,,
chairman; E. B. Bartlett, W. W. Kimball Co.,
Chicago; J. Newcomb Blackman, Blackman
Talking Machine Co., New York; George L.
Cheney, Pratt, Read & Co., Deep River, Conn.;
Walter Fischer, Carl Fischer Co., New York;
Kirkland H. Gibson, Ivers & Pond, Boston;
R. W. Lawrence, New York; Frederick Sunder-

man, Bennett & White, Inc, Newark, N. J.;
E. L. Willson, Columbia Graphophone Co., New
York; Howard E. Wurlitzer, Rudolph Wurlitzer
Co., Cincinnati, and Alfred Smith, gencral
manager of thc Music Industries Chamber of
Commerce.
Program Is Getting Support
With the purpose of formulating a co-ordi-

" natcd movement for tax revision which will be

fair to all trades without being a burden to the
consumcr, the Music Industries Chamber of
Commerce has sent individual lctters to morc
than 150 trade organizations which, like thc
music industry, are affected by the discrimina-
tory wartime excise taxes still in force, stating
the industry’s position as adopted by the
board of directors of the Chamber, and arrang-
ing for the presentation of arguments at
Washington in such a form as not to result in
couflict and confusion in thc minds of the
legislators. With each letter was enclosed a
copy in pamphlet form of the tax report madc
by the legal committee of the Chamber to
the board of directors, adopted by thc board
at its meeting on February 4.

Letters have also been sent by the Chamber
to hundreds of commercial organizations urging
that, as Congress is looking to the business
men of the country to make constructive sug-
gestions for tax revision, they build their
recommendations to Congress along the lines
of those formulated by the Chamber’s legal com-
mittce.

Besides taking the tax matter up with thce
commercial and trade organizations, the Cham-
ber laid its recommendations, with a personal
letter, before every member of the Ways and
Means and Finance committees and sent them

“to all the other members of Congress, old and

new. Responses to the Chamber’s appeal to trade
and commercial organizations already are be-
ginning to reach the gencral offices in New
York in gratifying numbers. Almost without
exception they are in accord with the position
talkken by the music industry.

The Mutual No. 6 Reproducer

No screws nor adjustments on the stylus
suspension. A GREAT ACHIEVEMENT
finally mastered.

A patented device of springs now holds
the stylus on a knife-edged suspension
which entirely eliminates the annoyances
and blasts caused by the loosening of
screws and various adjustments on the
reproducer and stylus.

If you are looking for a sound box that
will stand the test of time, our No. 6 is
exactly what you want.
reproducer on the market containing this new invention which
is the fruit of many years of hard, experimental labor devoted
to the improvements in the phonograph industry.

Quotations sent upon request.

It is the only

149—1 51 Lafayette St.

TONE ARMS & SOUND BOXES
PHONO PARTS MFG. CORP.

HERMAN SEGAL, Pres.

New York City
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Greeting Tags Good Publicity

The \W. G. Groffman Co., Berlin, Wis., adopted
a clever advertising scheme on New Year’s Day
which could be practiced to equal advantage at
Easter, these being the special days on which
greetings are sent.. Early on New Year’s morn-
ing the firm sent a number of young men
throughout the residence district of the city to
tag every home with bright red cards, on which
were printed in green letters the words “Wish-
ing you a Happy New Year! \W. G. Groffman
Co.. 1921.” There was no advertising on the
cards and the hundreds of bright tags looked
very gay and cheerful fluttering in the wind.
The simple and appropriate greeting was gen-
erally appreciated rather than otherwise by the
householder—while the bright colors and uni-
formity of card made them easily recognizable,
once one had been observed at close range, as
rcpresenting the Grofiman Co.

What’s Your Number?

A clever plan to arouse interest of the citi-
zens in talking machines was adopted by W.
Howard Sallee, Litchfield, YlI. The plan is one
which would, of course, work to the best ad-
vantage in small cities, where there is consider-
able rivalry among several towns of about the
same size. This enterprising dealer, using Litch-
field as a hub, sold machines in all the adjoining
towns. After conducting an energetic campaign
therein he reverted to Litchfield business, and in
order to attract attention advertised:

LITCHFIELD! WHAT WILL YOUR
NUMBER BE?
Hillsboro will have a number. Gillespie has
already gotten one. Litchfield will have one. \What

number will you have? Gillespie’s number is 31.
Now, Litchfield, listen. Will your number be larger
tban Gillespie’s? Why not? Aren’t you as musical
as Gillespie? I bave just installed 31 talking ma-
chines there. How many are there in Litcbfield
who want one? Come down and look over my large
stock. Ask to hear them demonstrated—and to hear
the latest records. And then resolve to have one
for your own—and to swell Litchfield’s number to a
point exceeding Hillsboro and Gillespie.

W. HOWARD SALLEE

The clever way in which he appealed to the
pride of local patrons induced many to go to
sece his machines—and resulted in a number of
additional sales.

Making the Window Pay at Night

A progressive talking machine merchant of
Ctica, N. Y., lras solved the problem of how to
make his windows pay for themselves in the
evening hours. Realizing that a good display in
a well-lighted window will attract attention he
aims to have novelties and standard goods
always on exhibition. Many ecvening prom-
enaders see merchandise in the window that ap-
peals to them and which they would purchase
if the store were open, but by morning they
have forgotten all about it or it is not con-
venient for them to come down. In order to
catch these orders this firm has a pad of printed
forms affixed to a shelf outside the door, near
which is a pencil, attached by a little chain. If
a person sees anything he fancies in the window
all he has to do is to fill out a blank forin and
drop it threugh a slit in the door into a letter
box on the inside. The merchandise is delivered
C. O. D. the following morning. The order
blank reads:

PLEASE SEND ME:
Quantity i
Name ...t
Concerts to Increase Trade

The Broadway, Los Angeles, Cal., has recent-
ly increased its music department space to a
considerable extent. Formerly located on the

' Various Methods of Increasing Talking Ma-
chine Sales Interestingly Described w. siiss Stoddara

e

fourth floor, it is now on the eighth Aoor in a
specially designed auditorium, where an exten-
sive line of musical mstruments, including a
large stock of talking machines, is carried. There
arc a number of demonstration booths, and a
handsomely arranged recital hall where records
will be played for the general public two hours
daily. An interesting series of concerts is being
arranged, under the directionr of one of the well-
known artists of the city, and here vocal and
instrumental selections will be given by conser-
vatory students, in addition to numbers on the
plionograph. These concerts will be well ad-
vertised in the papers and by personal invita-
tiom. A. H. Snyder, head of the music depart-
nient, savs that the talkihg machine concerts
have already proven very successful in stimu-
lating the sales of both machines and records.
Sidewaik Display Sells Machines

A spectacular niethod of introducing a new
talking machine department to the ‘public was
adopted by Arthur J. Smith, Hazleton, Pa., not
long ago. Mr. Smith believes in adopting ag-
cressive methods and when he decided to add
talking machines to his stock he ordered one
hundred as a starter. For several days he took
full-page space in the papers, announcing the
coming of the machines, and when they finally
airived he had the entire lot dumped down in
front of his store—strewn out along the walk
for a quarter of a block. He reckoned on the
crowds going to the post office and to the State
Hospital on visiting day to make a big audience,
and the plan workcd well. Demonstrations were
given on each of the machines as soon as it was
unpacked and this unconventional method of
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doing business drew crowds all day long. An-
other method he took of introducing the ma-
chines was to give a number with every machinc
sold, with the announcement that two of the
first one hundred machines sold would have the
money refunded. The numbers were in a sealed
eunvelope and were unknown to the firm
itself. At the end of the month the lucky
numbers were announced and the parties who
produced the tickets received back the entire
price of the machine.
Novel Plan of Payments

In order to start the 1921 partial-payment
season with a rush the C. T. Sherer Co.
Worcester, Mass., offered to the first fifty people
who joined the Grafonola Club an instrument
for an initial payment of 5 cents, and deliv-
cry of the inachines at their homes. The pay-
nient the second week is to be 10 cents, the
third week 15 cents, rising 5 cents a week until
a weekly payment of $2.50 is reached, after which
the payments decline in the same ratio.
Worcester is the hub of some thirty large and
small suburban towns and the firm does a large
business with the farmers and suburbanites.
IEach Spring the Sherer Co. presents all its cus-
tomers with the Farmers’ Almanac, as a token
of appreciation of their patronage.

Guarantee Phonograph Prices

Goodwins, Ltd., Montreal, Can. anticipates
customers’ fears of reduced prices by assuring
them that “We protect our customers with the
promise to refund any difference if prices are
lowered prior to May 1, 1921."" They also ad-
vise “money cheerfully refunded” if the instru-
ment sold fails 1o fully satisfy the customer.

Simply Wonderful!

Marvelous!

Beautiful!

(Watch this

Jacksonville, Fla.
Company, Newark, N. J.

Curtice Co., Omaha. Nebr.

Talking Machine Co., Birmingham, Ala.

Wm. H. Reynalds, Mobile, Ala.

Horton-Gallo-Creamer Co,. New Haven, Conn.
Emanuel Blout, 108th St. and Broadway, New York City.

I*lorida Talking Machine Co.,
Collings &
Ross P

lose customers.

33 PERKINS AVENUE

THAT’S WHAT U-SAV-YOUR USERS SAY

WHOLESALE DISTRIBUTORS

Standard Talking Machine Co.,
Our business is, making just one thing, and making that the best.
No paraffin, no wax, no ammonia,—to cause you to worry—to kill the cabinet—to

OUR GUARANTEE—If U-Sav-Your Cleanser and Dressing is not the

finest you ever used, the purchase price will gladly be refunded.

Send for large sample—50c delivered

U-SAV-YOUR MFG. COMPANY

list grow)

Silas E. Pearsall Co., 10 East 39th St., New York City.
Mickel Brothers, Des Moines, Ia.

Schmelzer Co., Kansas City, Mo.

Phillp Werlein, Ltd., 521 Blenville St., New Orleans, La.
John Eiliott Clark. Co., Salt Lake City, Utah.

C. Bruno & Son, Inc.. 331 Fourth Ave., New York City.
Tiergstrom  Music  Co., Honolulu, Ilawaii.

Pittsburgh, TPa.

WARREN, MASS.
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A query. <O\
* * * (e ““\\“\\n "\ “‘\‘
OF THE dealer. \ s
* * x
WHO wants.
X k%
SERVICE.
* % %
BUT DOESN'T get it.
%%k
BEEN WATCHING.
* k%
EMERSON-OUT-FIRST
* k%
FOR MONTHS back.
x* k%
THE EMERSON dealer.
* k%
HAS had.
* #*
THE LATEST hits.
% ¥
FIRST!
¥ % %
AND AHEAD of.
* % ok
HIS competitor.
* k%
AS A consequence. A Call to Red Corpuscles
* % ¥
HIS SMILE is broad. Goodbye, Care—farewell, Worry! Doing 1t? Yes, right along—
% ¥ Here’s your Stetson—what’s your hurry? Consequence—We’re going STRONG!
FOR. = o W No time, this, for Grouch and Gloom. Join our happy family,
HIS CASH register. For such as these we have no room. We’re not long on DIGNITY,
* k% Only thing we’re thinking ’bout, But Oh Boy! You’ll wear a grin,
TINKLES :"d chinkles. Is beating competition out. As you rake the shekels in!
* *
WITH a music.
Ay All Emerson Records Now 85c.
AS cheering. [
LA 10334 BRIGHT EYES—Fo0x Trot....ouoveuiunnineianeennennnn. Plantation Dance Ovrchestra
AND pleasant. Deenalim Ko i Tinol weu it et 5T or b S e B b e Plantation Dance Orchestra
s e " 10341 MAKE BELIEVE —Fox Trot.......vvvueiniininennnnn, Selvin’s Novelty Orchestra
AND joyous. Love in Lilac Time—Waltz........ A o PN P ...Selvin’s Novelty Orchestra
I 10342 WOULD YOU? TILL SAY YOU WOULD—
TO him. Fox Trot .......coviiivi.... Joseph Knecht's ii’aldorf-Astoria Dance Orchestra
p ai o Congo Nights—Fox Trot.......... Joseph Knecht’s IWaldorf-Astoria Dance Orchestra
AS his. 10343 TWO SWEET LIPS—Fox Trot..........c.oovveennn.. Lanin’s Roseland Orchestra
My Mammy—Fox Trot........ccovuiiuiiiineianieen.. Lanin’s Roseland Orchestra
RDS.
SRR 10327—YOU OUGHTA SEE MY BABY-—Comedy SONE. ... ........... EDDIE CANTOR
SOUND Give Me a Million Beautiful Girls—Character Song................. Irving Kaufman
N 10330 HONOLULU EYES—Waltz ............c.coiiieien... Orlando’s Society Orchestra
I Never Knew—Fox Trot..........cooiiiiviieinena... Orlando’s Society Orchestra
PRI :us:on;ers. 10336 LOVE BIRD—Fox Trot.............. e o Green Brothers’ Novelty Band
! Mazie—Fox TIot ....iviieiinine e eiiiinninneennnns Green Brothers’ Novelty Band
WE THANK YOU. 10332 “SALLY”—Medley—F0X TIO. .. rvvnennnsenssnsseenanneeenns. Merry Melody Men
Lady Georgia—Fox Trot.........cooiviiiineeeennnnnnn. Plantation Dance Orchestra
EMERSON— 10335 1 NEVER REALIZED-—Fox Trot........c......... Joseph Samuels Music Masters
OUT—FIRST! Spread Yo' Stuff—Fox Trot........covevrieueenen.. Joseph Sanuels’ Music Masters
10338 WHAT ARE WE GOIN’ TO DO?—Comedy Song. . ........ovvivuenn Arthur Fields
(With apologies to K. C. B.) Rosie—Baritone Solo . ...oviiiiiiiie i e e Arthur Fields
10333 IT’S ALL OVER NOW-—Baritone Solo.......coiviiiiiiiiiiieiinnn. Arthur Fields
Roaming—Baritone Solo .....ciiiiiiiiii i i e Arthur Fields
10329 BRIGHT EYES—Tenor Solo. .. .cooviueininiiiiie et TIrving Kaufman
My Home Town—Comedy Duet...............cooouoan.. Irving and Jack Kaufman
10337 SPOOKY-OOKY BLUES—Fox Trot................ Green Brothers’ Novelty Band
Just Another Kiss—Medley—Waltz................... Green Brothers’ Novelty Band
10328 HOME AGAIN BLUES—Fox Trot—Toddle............ Plantation Dance Orchestra
T&?{Z;’fgm Palesteena—Fox Trot ..........cciiiiiiiiiiiiinnennnnn. Plantation Dance Orchestra
Phonogriphs 16339 OUT WHERE THE WEST BEGINS—Baritone Solo............... Royal Dadmusn
: o= Bedouin Love Song—Bass Solo........ NN 1§ S - =0~ Charles Laird
Emerson records play Emerson Records in German,
wonderfully on all phono- Polish, Italian and Jewish
graphs. But of course are a big asset to the dealer

they are at their very best
on the Emerson—the
phonograph with the con-
cealed Emerson Music
Master Horn, made of
rounded solid spruce, of
all woods the most reso-
nant and sound amplify-
ing. Ten Emerson mod-
els in all, priced from $80
to $1,000.

Play Emerson Records
with Emerson Needles, a
QUALITY product.

NEW YORK: 206 Fifth Avenue .

catering to these nationalities.

EMERSON PHONOGRAPH CO., Inc.

CHICAGO: 315 South Wabash Avenue
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Me” by

Columbia Graphophone Co.
NEW YORK

Folks will fox-trot happily to “Remember
the Paul Biese Trio, and “Happy
Hottentot,” with Frank Crumit’s rapid rhyth-
mic patter. Profits you’ll remember in this
double. A-3359.

NEW MANOPHONE TRAVELER

H. D. Frost Now Represents Manophone Corp.
in Michigan and Indiana—Well Equipped to
Give Dealers Service and Co-operation

The Manophone Corp., Adrian, Mich., manu-
facturer of the Manophone phonograph, recently
appointed H. D. Frost a member of the whole-
sale traveling staff, with Michigan and Indiana
as his territory. Mr. Frost has been associated

H. D. Frost

with the wholesale and retail divisions of the
music industry for more than fifteen years and
is, therefore, well equipped to give maximum
service and co-operation to Manophone dealers
in his territory. ’

During the past few months the Manophone
Corp. has received quite a pumber of applica-
tions from dealers throughout the middle West
for Manophone agencies. These dealers state
that business conditions are improving steadily,
and, without exception, they emphasize the fact
that the industrial outlook in their localities
gives substantial reason for optimism.

AN ACCOMPLISHED MUSICIAN

ELLExsBurg, WasH., March 4.—Ned Douglas,
head of the sales promotion department of the
Secattle branch of the Columbia Graphophone
Co., was a recent visitor to this city, calling
at the establishment of E. W. Moore, local Co-
lumbia dealer. While in Ellensburg, Mr. Doug-
las consented to play the expensive Wurlitzer
organ which was installed in Ellensburg The-
atre, and the patrons of this theatre were given
a delightful entertainment.

Mr. Douglas is a musician and a composer
of considerable ability, and prior to joining the
Columbia sales staff played the mammoth organ
in the Liberty Theatre of Seattle.

PLANNING EXPERT SALES PROMOTION WORK FOR DEALERS

Buffalo Talking Machine Co. Engages Ed. J. Curren to Be Head of Advanced Type of Service De-
partment—A Move That Is Calculated to Meet New Business Conditions

Burraro, N. Y., March 5.—The Buffalo Talking
Machine Co., exclusive Victor wholesaler in
this city, has recently inaugurated a sales plan
which might properly be adopted by other
Victor wholesalers and a great many other
merchants, too. Alert to the necessity of adapt-
ing its policies to existing conditions, this com-
pany has employed an expert for special “sales
promotion” work for its dealers.

Ed. J. Curren, who is the man chosen for
the job, is a graduate of the William N. Albee
school, and his work heretofore has been selling
for his customers, rather than to them. Sell-
ing for the dealer—or at least helping him sell
—is just what the country needs at this time.

It is the plan of the Buffalo Talking Machine
Co. to visit its dealers, show them how to work
up a prospect list, supply them with real sales
literature, including special letters, convincingly
written, for prospects to fit the dealer’s in-
dividual requirements and aid the dealer to find
the most logical channels for the distribution
of the sales literature available from the manu-
facturers.

This work is particularly opportune because
so many merchants who have been able to sell
all the merchandise they could get without
making any sales effort have gotten out of the

habit of really selling goods and now are at
a loss to know where to turn for machine pros-
pects and sales.

Because of the industrial depression, whole-
salers were able to divert stock from the affected
centers so as to supply other dealers more
bountifully, and this, coupled with the fact that
the gigantic Victor plant is now producing ma-
chines and records greatly in excess of its past
performance, insures dealers actually having
enough merchandise to justify a sales effort.

Good service on the part of the wholesaler
will always be a vital essential to the industry,
but very likely the termr “sales promotion” will
be heard throughout the trade even more often
than “service” has been heretofore.

Intensive selling efforts are now required be-
cause of the demoralization ensuing from post-
war counditions.

“We earnestly solicit competition in this
field,” said V. W. Moody, manager of the Buf-
falo Talking Machine Co., in discussing the iu-
telligent plan of sales promotion work for
which this company is sponsor.

No matter what your troubles are, come up
smiling. 1f you do this the biggest prize in the
world is ready for you—success.

1604 Broadway

[AUBERT cAPIPBELL

[E50URaTERaRATUSRIRINENCLN

ERANK CROXTON

ART

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 particulars upon request

P. W. SIMON, Manager

_
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The Jewel Tone Arm and Reproducer 814 inch length

EDISON

We have changed the name and improved the product.

Universal Attachments

Every owner of an Edison
phonograph is a prospect for
this attachment. Plays Victor
records with that superior,
mellow quality of tone so
characteristic of the “Jewel.”

Victor Position
Fig. A shows Jewel Reproducer
in position for playing Victor
and other lateral cut records.

Hill and dale records are re-
produced correctly by the
“Jewel” method. A demon-
stration will convince you of

its superior playing qualities.

Edison Position
I'ig. B shows Jewel Reproducer
i position for playing Pathé
and other hill and dale records.
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Victrola owners can now en-
joy the wonderful creations
of SERGEI RACHMANI-
NOFF, the celebrated Rus-
sian pianist, so artistically
reproduced in Edison records.

Edison Position

Fig. C shows Jewel Reproducer
in position for playing Edison
and Pathé and other hill aud
dale records.

Equipped with the “Jewel”
mute and Nomika diaphragm,
every note and every word is
reproduced in all its original
clearness and beauty.

Victor Position
Fig. D shows Jewel Reproducer
in position for playing Victor
and other lateral cut records.

VICTOR

Every piece of apparatus that leaves our factory is covered by the “JEWEL"” guarantee:—
SATISFACTION OR MONEY REFUNDED. Let's get acquainted now.

Jewel Phonoparts Company
Chicago

670 W. Washington Blvd.

The New

JEWEL
AUTOMATIC STOP

1S now ready

P AN

Immediate Deliveries on

‘Tone Arms, Uni-
versal Attachments,
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U. S. DISTRICT COURT DISMISSES RECORD SUIT ,
BROUGHT BY VICTOR CO. AGAINST STARR PIANO CO.

Action Instituted by Victor Talking Machine Co. for Alleged Infringement of Johnson Patents
Covering the Manufacture of Lateral-cut Records Dismissed—Full Text of Decision

Judge Hand, in the United States District
Court for the Southern District of New York, on
Friday, February 11, dismissed the action
brought by the Victor Talking Machine Co,,
Camden, N. J., against the Starr Piano Co,
Richmond, Ind., charging infringement of cer-
tain Johnson patents held to cover the manu-
facture of lateral-cut records. In his decision
Judge Hand says the bill was dismissed for
“lack of invention and for abandonment.”

The decision in full reads as follows:
UNITED STATES DISTRICT COURT
SoutHerN District oF NEw York
Victer Tarxing MacuHine Co.
against
THE Starr Piraxo Co.
WirLian HoustoN Kenvyon and Joun D. Myers
for the Plaintiff.
Drury W. Coorer and P. W,
Defendant.

Learnep Hawxp, D. J.: Tbe result in tbis case seems to
me to depend altogether upon how the patent in suit is
regarded, and once that is settled the whole situation is
not unmanageably confused. If the patent is interpreted
(as the plaintiff wisbes) to include any sort of direct
lateral cut with an elliptical section, then for the reasons I
shall give below it appears to me void, both because it
was anticipated and because it was abandoned long before
1907. If it includes only tbe cut made by the tool dis-
closed in the original application, while it may be of small
consequence, I think that it may be valid notwithstanding
the interval after wbich it was granted, and that it may not
b: a departure from the original application. If so in-
terpreted, as it is entirely valueless to the plaintiff, it
would be useless to spend any further time upon it.

The general understanding of tbe art in tbe years 1897
and 1898 seems to me proved as adequately as con-
temporanous documents are apt to prove it, except in tbose
rare cases in whicb tbey attempt to explain or to teach a
part of the common stock of information. That under-
standing appears from the three applications about whose
resulting patents much of the discussion turned, Clark &
Johnson, 624,625; Jones, 688,739, and Johnson, 778,975,
They show that tbe method of “cutting” or ‘engraving”
(I do not distinguisb them) a lateral groove direct on the
wax was treated as a commonplace in the art, in which
there remained no room for invention, except in the
nteans used, or the character of the result. Figures three
and four of Clark & Johnson’s patent for a sound box
filed in tbe very beginning of 1897 (January ninth), to-
gether with tbe text (page 1, lines 24.28, lines 96-100,
page 2, lines 26-36), imply that the machine was addressed
to an art at the time supposed by the patentees to be
familiar with the *‘cutting” of a lateral groove. The
patent was only for an “improvement’” to produce ‘‘clearer
records’’ than tbose tben in use, by a machine which could
only operate to make a lateral groove and that, too, by
cutting out a “shaving.” If the direct lateral cut was
not known to tbe art, the disclosure was inadequate, for

" there is no description of how the cutting tool is to work.

That could be inferred only from the figures themselves
and the statement (page 1, lines 32-33) that the cutting
tool is to be *“of the ordinary construction.”

The same considerations apply with even greater force
to Johnson’s two patents applied for on July 1, 1897
(No. 655,556, No. 655,557), because, although the claims
are for both a reproducing and a recording sound box,
there is no recording tool sbown, unless it be the “needle
k,’ and there is no description whatever of how the groove
is to be cut. Certainly the patent was intended to be
complete, and that was impossible unless everyone in the
art would see at a glance that only a cutting tool ‘‘of the
usual construction’’ need be applied. See especially in No.
655,556 the following language: “It will to a much
greater extent overcome the resistance to the stylus caused
by friction or resistance in cutting or making the record of
the sound-waves.”

Jomes’ original application (Nov. 18, 1897) described kis
object as “being to produce a more accurate copy of
original record and to dispense with the old method or
process of etcbing.” Berliner had made durable records,
but tbey were imperfect; Jones would make them durable
and perfect. His process included everything from the
wax blank to the final commercial article and was in six
parts: (1), the beeswax plate; (2), ‘‘an instrument com-
monly employed for the purpose of recording sound vibra-
tions” which ‘“‘engraved” ‘a helical groove of even depth”;
(3), a coat of grapbite or tbe like upon the engraved
record; (4), electroplating the coated record; (5), remov-
ing and reinforcing- the matrix so as to make a die;
_(6), striking out the commercial records. Now, the only
relevant element here is number two, and that is not de-
scribed at all except by reference to machines in common
use. Nothing is said as to how that machine shall be
made to cut a groove of even depth, no intimation that
he claimed to bave discovered it, or that everyone would
not know how to do it. This application was patently
inadequate unless the art already knew that by turning the
sound box and repositioning ‘the tool one could engrave a
lateral cut. A little more than two years later (March,

1900) be spoke of this portion of his invention as ‘‘the use
a

Page for the

v

of a sound-recording machine in a well-known manner” to
produce ‘“‘a spiral groove of practically uniform depth.”
Here it is the method itself which is spoken of as *‘well
known.’”” Of course, it may be argued that in those two
years he had learned of Johnson’s work, but the closeness
in meaning of the earlier and the later languvage leaves
this most improbable. They were rather a mere rephrasing
of the same idea. Jones thought that this invention rested
not in making lateral cuts, but in using them as the basis
of his electroplated matrix, rather than vertical cuts as in
the graphophone (page 2, lines 36-82). Thus he preserved
the original record from filling up during electroplating
and the die from filling during stamping. The fineness of
the record would so be better preserved. The existence of
a lateral cut was a presupposition to his whole discovery,

In Johnsow’s sound box patent, filed February 3, 1898
(No. 651,076), there is another instance of an implied appeal
to the common knowledge of the art. It was obviously for
a lateral groove and is described as a recording as well as
a reproducing machine, We know that Johnson at that
time never meant te claim his supposed invention for
direct lateral cut. If so, how was the art to employ this
sound box as a recorder if it did not already know the
process of direct 'lateral cutting? The same observations
apply to Johnson’s patent, filed December 22 (No. 781,424),
another recorder as well as reproducer. The following
language may be noted (page 1, lines 48-51): “The sound-
record or undulations are in the sides of the groove and
the stylus is positively vibrated thereby.”” Now, it may
be asked, was the disclosure to record the undulations in
the side of the groove? No method is described; certainly
the patent must have been intended to be adequate. Clearly
it was presupposed that given the mechanisms everyone
would know how to produce them. They could be “cut”
as the Clark & Johnson patent had already implied.

In the tool patent the same thing appears, though it
must be owned not so clearly, In the original application—
and the same language remained to tbe end (page 1, lines
15-21)—he contrasts the lateral cut machines to whicb his
inventions especially, but not exclusively, applied with the
vertical cut. The reference is as to a process already well
known, and his primary purpose was merely to better tbe
walls of a lateral cut (page 1, lines 22-30). Later, how-
ever, he did in some detail disclose the whole process of
making a lateral cut, including the manufacture of the
wax plate and its engraving by the tool. This was the
“gramophone” to which he had already referred. He re-
fers to it “briefly,”” ‘“so that the cutting operation may be

understood, but as the cutting tool alone is the subjcct of
my present invention, I have not deemicd it necessary o
hercin illustrate, or further dcscribe, the construction of
thc machinc to which it may bc applied.”
standing of thc existing art, as shown in this "bricf refer.
ence,” dcpends upon whcther hc inserted it only fur iden-
tification of thc process, or as a disclosure necessary to the
operation of the tool claimed. It is truc that it would
have been more consistent with his other spccifications be-
fore and after to omit any description whatever and that
perhaps the description was in itself enough for a disclosure.
Yet I must judge his undcrstanding at the time by what
he said, and it appears that he did not think it a dis
closure, If so, I can only conclude that he put it in for
identification only, and was addressing an art which he
assumed to be fully advised. Thc passage, which was
eventually canceled (June 29, 1904), is the single sugges
tion anywhere in his applications of 1897 and 1898, that he
did not assume that the process of direct lateral cut was
a commonplace in the art.

From all the evidence, at the very best—in fact at much
better than the best—Johnson is in this dilemma: either
he knew the direct lateral cut to be old, or, supposing him-
self to be the first inventor, he thought it was not a
patentable step in advance. The second hypothesis is a
remote possibility. Pettit and he patented everything con-
ceivably new which he discovered down to the very labels
upon the record. To suppose that they could have refused
to apply for a patent upon so obviously important a thing
as the direct cutting of a lateral groove on the wax, be-
cause they feared the invalidity of the patent when issued,
is to my mind inconceivable, though honestly enough now
so remembered at so long a period of time. Moreover,
I think it strange that Johnson should not have suggested
it in the Universal case, where it would at least have sup-
plied one link in the chain.

But whether or not Jones and Johnson knew it, or acted
on such an assumption, the fact unquestionably was that
the art did contain entirely adequate disclosures of the
idea, and—what is perhaps more significant—had treated
the lateral cut as an alternative open to anyone who
might prefer it. Bell & Tainter, 341,214, make it entirely
clear that their tool “cut’’ or ‘‘cut out” the groove (page
1, lines 59-69, page 3, lines 72-76, page 4, line 25, page 6,
lines 70-79), and that its walls should be sloping (page 1,
lines 76-83, page 7, lines 56-61) (claim 23). The shape
of their tool, figures five and six, though of metal, necessi-
tated a true cut and not a ‘‘snow-plow’” action, and its
“clearance” was sufficient, even for a lateral cut, had they
wished to use it for that purpose. They had used it in fact
for lateral cuts in tbeir experiments in 1881, and have so
sworn in 1896 in a sujt in New Jersey, and though they
discarded it, probably because their cuts were too wide,
it is not improbable that the art had generally come to

(Continued on page 34)
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know that it could be, and had been, so used. Moreover,
as we now know, their tool and practice were fitted to pro-
duce as good records as Johnson’s 1898 tool.

In 1887 Berliner disclosed his etched lateral groove
record, and in 1888 Adams Randall, in perhaps a some-
what impractical way, suggested, if he did not disclose, a
direct lateral cut record. The disclosure has been held
insufficient of itself to constitute an anticipation of Jones,
American Graphophone Co. vs. Leeds & Catlin, 170 Fed.
R. 327, and will not anticipate here either, but it is none
the less a relevant step of the art.

In 1888 Edison, in his first DBritish patent (Gouraud,
12,503, 1888), disclosed in figures eleven and twelve a
mechanism necessarily operating laterally and these he ade-
quately described. The plaintiff argues that it is not shown
to be a ‘‘cutting” machine, and it is true that that does
not expressly appear. Yet it does appear that the record
was to be made directly on the blank, and if it was not
a cut it was at least a “displacement.” Nothing remained
in any event but to do the same thing with a genuine
cutting tool. Moreover, in the later part of this very
patent a genuine cutting tool is disclosed applied to a
vertical cut and the later part is spoken of (page 9, lines
7-9) as “‘the second part of this invention.” I must own
that it seems to me a hair’s-breadth distinction to suppose
that the alternative shown in figures eleven and twelve

was not supposed to have the same kind of equipment as
was shown in the rest of the patent.

However that may be, in 1891 he filed a second British
patent (Gouraud, 15,201, 1891), which lays at rest any
possible doubt. In this he shows, figure twenty, a
mecchanism which is adequately described (page 11, lines
22.40), to give a better record than ‘“in the usual way,”
i. e., hill and dale. There can be no doubt that this was a
groove directly *cut out” upon a wax blank not only be-
cause that appears throughout, but also and specifically
because “‘a jewel cutting tool” is recommended (page 10,
lines 31-55), which is spoken of as having a *‘cutting point
or edge,” made with ‘‘a curved sharp edge for cutting the
surface of the blank.” Whether ever used commercially or
not, the whole invention was here described beyond any
question, and if all else is disregarded it leaves nothing,
so far as I can see, for the basic claims.

At about the same time Bruening, 462,687, threw out as
a mere optional embodiment (page 2, lines 105-133) the
translation of the sound box through an angle of ninety
degrees to effect a lateral cut, and this in what was cer-
tainly a cut record. As in itself a disclosure, I agree
that this is not enough, but its force does not end there.
It shows that Bruening at least supposed that the direct
lateral cut was known and could be practiced by anyonc,
and it is strong evidence of the understanding of the art
at the time. Perhaps Bruening had heard of Bell's and
Tainter’s work, or seen Edison’s disclosure, but in some
way he clearly assumed that both kinds of cut were
already in the public domain.

A Permanent Fixture That
Soon Pays for Itself—

Z

"

Q

ﬂ;} loses many a sale.
“Credit the Sién for that

o

Last Sale, Joe"

12 Months to Pay!

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

timely
sale.

Every one who passes within
blocks of your store is a pro-
spective customer.
store that is lost in darkness

A Federal Electric sign gives a
timely suggestion to the prospective
customer that here is a store ready
to take care of his needs.
suggestion brings many a

But it pays to invest in a sign
that will be a permanent fixture.

This glittering Federal Electric

Sign is made of porcelain enameled
steel, will not rust, decay or fade—
never needs refinishing. An occa-
sional washing keeps it sparkling
like new.

But the

Costs but a few cents a day for
electricity—no other expense. It is
strongly legible both day and night
from a distance in either direction
—attracts business like a magnet—
pays for itself many times over. It
produces results.

And a

“Mail coupon today for free sketch

showing how your sign will look,
also full information and price—no
obligation.

Tear Off and Mail Coﬁ;)on Now

FEDERAL ELECTRIC COMPANY
Representing Federal Sign System (Electric), 8700 South State Street, Chicago, Il

Please send me
12-months-te-pay Plan.

full information, price and frce

Name

Street and No...........

Store Frontage

sketch of a Porcclain-enameled Steel Sign for my business.

Expialn your

CitVu qroes maniid o e 1 & e Statesems s «nre
BUSTIESS! outhl a5l 1 o bl 5 s Nl S cE i &
No. of Floors....... :

Thus we know that Jones and Johnson were correct in-
their tacit assumptions in 1897 and 1898, that the question
was not of making a direct lateral cut which would repro-
duce, but of improving it so that it might displace the
imperfect embodiments up to that time. ‘That it had not
been satisfactory Berliner’s etched method does indeed
show well enough, but the experiments made in this case
also show that the earlier disclosures were tolerable as
they stood, and as good as what Johnson had contributed
up to 1898. Such inventions as are to be attributed to
him must lie in the work which he did thereafter. Indeed,
from Royal’s testimony I conclude that the whole disclosure
in 1899 proved of little value. It was only when Turner
arrived later with changes that the market began to yield
to Johnson’s devices. Concededly shop practice counts
largely in the result, and it would ignore all the evidence
to attribute the plaintifi’'s eventual success to what was
shown in the application of August 16, 1898. My own
belief is that it was substantially valueless, but whether or
not that be correct, certainly it was at some time later
that Johnson finally got a machine which could occupy
the field. It would be an entire perversion of the past to
attribute to anything he did in 1897 or 1898 the sources of
his later success. To succeed he must show that he was
the first to embody any form of direct lateral cut, and to
that it may be answered without doubt that not only was
he not, but that for nine years thereafter neither he nor
anyone else supposed that he was.

Against this is urged the decision of the Circuit Court
of Appeals in American Graphophone Co. v. Universal Co.,
151 Fed. R. 595. That arose over Jones’ patent, and the
argument is that the only invention as there found lay in
the substitution of a lateral, for a vertical, cut. The sig-
nificance of the decision is lost, however, if it be forgotten
that the lateral cut was but a step in Jones’ process, which
consisted of making the eventual discs or tablets (Claims
1 and 2). it was this which had never been done before,
and there is, as I have said, no reason to suppose that
Jones had any idea that besides the combination as a
whole any single element was patentable. Nor is there suf-
ficient evidence that the Circuit Court of Appeals thought
so, either. Thus, in the reference to the Edison patents
(p. 597), they were thinking of “the electrotype deposit”
referred to in Edison’s Dritish patent (1644,1878) (page
7, lincs 34-39), as appears by their quotation from Judge
Hazel's opinion (145 Fed. R. 636, 640). Furthermore, in
considering Young’s patent, the best reference, they ad-
verted to the fact, as in the case of Edison, that matter
of course that you could electroplate dises, as you could
cylinders. Finally, they noticed that Jones had observed
the advantages of discs struck from a lateral cut matrix
over vertical cuts, an advantage which, so far as appears, he
was the first to seize and make use of. There is, therefore,
no ground for saying that they held the lateral cut,
simpliciter, as invention, or that they sustained Jones’
‘patent except by virtue of the combination which he
claimed.

Concededly nobody had ever thought of such a possi-
bility at any time, but Pettit, after the decision on Jones’
patent, at once jumped to the conclusion that its effect
was as broad as the plaintiff now insists,~and that view
he succeeded in getting two examiners-in-chief to accept,
over the dissent of the other and the ruling of the. pri--
mary examiner, Mr. Newton, himself later a Patent Com-
missioner. Ignoring for the moment the interval of time,
and any departure or abandonment, it appears to me that
Johnson and Pettit were right in 1897 and 1898 in sup-
posing that Johnson was not the first to make a direct
lateral cut, and that the only inventions open lay in its
perfection, either by the tool which cut it or by the di-
mensions of the grooves, or by other details of the process
through which the early and rude embodiments of the
basic idea might be refined. For this reason I think the
claims invalid for lack of invention.

If this be true, it is strictly speaking unnecessary to
consider the other defenses, but that of abandonment is so
interwoven with invalidity that I think it ought to be
decided. The facts are simple and need only be recapitu-
lated. On January 9, 1897, Johnson with Clark filed the
sound box application which issued in 1899. On August 16,
1898, Johnson filed the tool application out of which the
application in suit was later divided. During 1897 and
1898 he filed four other applications ancillary to lateral
cut machines. In 1896 he spoke to Pettit about patenting
the direct lateral cut and was told that it would not sup-
port a patent. He does not remember Pettit’s reasons
except that they covered the broad features now in ques-
tion. This advice he accepted and filed both the sound box
and tool applications and the four others above mentioned.
Moreover, he and Pettit both remained of this opinion until
1907 after the decision in American Gramophone Co. V.
Universal Co., supra, which Pettit construed as showing
that he had been mistaken,

Taking these facts and no more, was there an aban-
donment? For argument’s sake, I shall assume that the
only reason for failing to include the broad features was
the mistakeft advice of counsel and further I assume that
they would have constituted a valid invention. I agree,
moreover, that when an inventor files a specification, and
neither claims nor disclaims any part of the disclosure, he
does not dedicate or abandon what he fails at first to
claim, Battin v. Taggert, 17 How. 74, 83. Yet the act of
filing the specifications may be an overt act of abandonment
of what is not claimed, if other evidence shows it to have
been so intended., Abandonment is quite another thing
from forfeiture because of prior use, Consolidated Co. v.
Wright, 94 U. S. 92. It arises whenever an inventor
by some overt act or inaction shows an intention to aban-
don his invention, Kendall v. Winsor, 21 How. 322;
Planing Co. v. Keith, 101 U. S. 479; Rifle, etc., Co. v.
Whitney Arms Co., 118 U, S. 22; Comptograph Co. v.
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Universal Co., 146 Fed. R. 981. The latest instance of
sufficient evidence is Macbeth-Evans Co. v. General Elec-
tric Co., 246 Fed. R. 695. No doubt a specific intent to
abandon must be shown, a purpose not to seek a patent
upon the invention, but once that exists, and be takes
some overt step in execution of that purpose, then the
invention is abandoned. Kendall v. Winsor, supra, did not,
I tbink, turn on estoppel or an implied license; the judge's
cbarge is possibly susceptible of that interpretation, but
was not properly so intended, nor has the case been so
treated. It was a case of straight abandonment and turned
upon tbe plaintiff’s intent, which would not have been so
had it been an estoppel.

So viewed I can see no escape bere from bolding tbat
Jobnson abandoned the invention—if there was one, which
I deny. With its character fully in mind be filed both
applications, and four more, intending at tbe time not to
include it in any, Indeed, in the passage already quoted
from tbe tool patent he expressly announced that the tool
as distinct from tbe procéss was ‘alone * * * the subject
of my present invention,” and this is an application wbich
fully identified all its steps. Sucb language is quite dif-
ferent from filing a disclosure without disclaimer; it ap-
pears to me the equivalent of a disclaimer. Whether it be
or not, it was intended to be an abandonment and that
intention continued for nine years. If the plaintiff is rigbt
as to tbe existence of any invention at all, it bas nothing to
stand on but that Johnson was misled by Pettit’s advice.

Now, mistake is a good excuse for reissue by statute
(R. S. Scc. 4916), and indeed earlier by decision, Grant v.
Raymond, 6 Pet. 243, but the statute (R. A. Secs. 4886,
4920, sub. 5) makes no such exception in cases of aban-
donment, nor have the courts. Moreover, the dedication
involved in the issue of a patent is imputed, and need
not be conscious; there is perhaps more ground for relief
in sucb cases. But abandonment must be deliberate and
unequivocal to be such at all, and may justly be treated as
irrevocable. And if it were not, what equity is there in the
case at bar to unravel the past? The mistake was of
what the courts would hold, and therefore only a wrong
guess on precisely that question as to which they knew
they were guessing. They cast and their cast betrayed
them, but it was a deliberate acceptance of the hazard.
Such a mischance gives no ground for equitable interven-
tion, if equity had anything to do with tbe situation at all.

Finally, in 1899 Jobnson meant to imclude within the
secrecy which the English contract enjoined this feature
of the process, if be thought it an invention at all, which
I do not believe, At best his escape can be only through
the clause excepting from secrecy those inveniions which
migbt eventually be patented. But the difficulty is that at
that time, and for eight years more, it is conceded that

he thougbt it could not be patented, and never meant to
try to cover it. As he did not, I fail to see what possible
loophole there is from the conclusion that, as to it, he meant
to rely upon his power of secrecy. And if he meant forever
to keep it secret, it was because he had abandoned it,
under Macbeth-Evans Co. v. General Electric Co., supra,
and under Pennock v. Dialogue, 2 Pet. 1. Indeed, the
case is much stronger than Macbeth-Evans Co. v. General
Electric Co., supra, because there the patentee always meant
to patent, if he had to, supposing the invention patentable,
while in the case at bar he never meant to patent at all,
supposing he could not. His conduct was therefore without
any ambiguity and indicated his purpose permznently to
substitute secrecy for legal monopoly. The suggestion that
the discs themselves disclosed the invention seems hardly
to require an answer.

Bill dismissed for lack of invention and for abandonment
with costs.

Attorneys for the Victor Talking Machine Co.,
when seen after the decision had been handed
down, stated that in all probability the case
would be appealed, although no definite an-
nouncement to that effect could be made just
now.

PLAZA CO. FILES SCHEDULES

The Plaza Music Co., at 18 West Twentieth
street, New York, and 718 Atlantic avenue,
Brooklyn, has filed schedules in bankruptcy,
'with liabilities of $492,233, of which $344,710 are
unsecured claims, and assets of $507,288, the
main items of which are: Bills, ete, $13,949; stock,
$97,038; machinery, equipment, fixtures, etc.,
$32,458; accounts, $361,032, and deposit in bank,
$1,351. Among the creditors are Herman Ger-
main, $20,869; Warmser & Co., $12,714, and Sol
Kronberg, $3,543.

VICTOR REPAIR PARTS CATALOG

In the March advertising material which the
Victor Co. has sent to its dealers are copies of
the new catalog of repair parts for Victrolas
XIV and XVI. These catalogs give the name
of every repair part carried for these instru-
ments, together with an illustrated plate show-
ing each part in detail. Dealers will find this a
useful aid in ordering.

INTERESTING REMINGTON SOUVENIR

Group of Photographs Tells History of Rem-
ington Family Since 1816 and Shows Three
Living Generations—Prepared in Poster Form

One of the most interesting and attractive
dealer-helps, which has been issued by the Rem-
ington Phonograph Corp., New York City, is
a panel or poster; entitled “Remington Genius—
1816-1921.”

The poster consists of an artistic layout of
sepia half-tone reproductions of photographs
of the noted Remington family, together with
the four models comprising the Remington line.
The center picture depicts the Remingtons,
father and son, listening to their phonograph.
Model No. 2, shown therein, is the favorite in-
strument of Philo E. Remington, president of
the Remington Phonograph Corp. Another
view shows them at work in the Remington
phonograph laboratory, also Philo E. Reming-
ton at work on the latest Remington invention—
the Remington reproducer. The old forge,
where the first Remington gun was produced
in 1816 by Eliphalet Remington, is shown. This
date marks the introduction of the Remington
name in the world of commerce.

Hale and hearty at ninety-three years of age,
Eliphalet Remington, son of the famous in-
ventor of the gun, retains all of his faculties,
and is an exponent of the outdoor life. He is
a director of the phonograph corporation which
bears his name, and of which his son, Philo E.
Remington, is president. Eliphalet Remington
is also photographed with an early model of
the typewriter that bears his name.

The Remington homestead is shown, as well
as a group picture of the three living genera-
tions of the Remington family—Eliphalet, Philo
E. and Miss Jessie Remington, daughter of
Philo E. and granddaughter of Eliphalet.

Remember that selling things is not a low
affair, but a great, bully game.
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IF YOU WANT THE BEST

Insist on Getting

DE LUXE NEEDLES

The Best Semi-Permanent Needle Made

Let the De Luxe Speak for Itself and Send for Samples, Discounts and Full Particulars

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

Don’t Forget These Facts

Comprany, INCORPORATED

Perfect Reproduction of Tone

Plays 100-200 Records

No Scratchy Surface Noise

Full Tone

i L R LR Lk L ek e ik ok ek L L L L L L L L L L L e Ll il i ke Lk L L L L R R O e L LR R L R 220 P2 27222077

y:

Three for 30 cents
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Edison Message No. 91

We shall be compel.hed to

advance Edison phono-

graph prices, 1f the Excise

Tax on phonographs 1s

increased.

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY
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CONDITIONS STEADILY IMPROVING

Wm. Maxwell, in Interview With The World,
Says Retail Dealers Are Experiencing an In-
creasing Demand—Good Outlook Ahead

Oraxce, N. J., March 2—In an interview
with The World, William Maxwell, vice-presi-
dent of Thomas A. Edison, Inc., stated that con-
ditions in the retail end of the Edison industry
are satisfactory and that the outlook is very
good. The Edison organization has received
reports fron: a representative list of its deal-
ers located in every section of the country and
in Canada, covering the retail sales for each
store during the month of January, 1921. These
reports show that the retail merchants are mov-
ing goods on a healthy basis. In the Middle
West, where the crop situation has been most
severe, a shrinkage in sales has occurred, al-
though a good volume of business is still being
done. 1In practically every other section the
sales are within 10 per cent of, equal to, or in
excess of the instrument sales for January, 1920.
The sale of Edison re-creations is in every case
considerably in excess of that for January, 1920,
sc¢ that nationally speaking the sales turnover
in total for the retail merchants runs ahead of
the same month last year. The telegraphic and
other reports covering February already re-
ceived show that sales that month ran ahead of
the previous month.

In view of these facts, Mr. Maxwell feels most
optimistic because, after all, the success of the
business depends primarily on the retailer mov-
ing his stock. He looks for a steady growth in
sales from now on, and believes that the indus-
try as a whole is now operating under normal
conditions, which means products must be sold
upon their own merit.

Mr. Maxwell, vice-president of Thomas A.
Edison, Inc., plans to leave for an extended
Western trip this month, during which he
will call on the Edison jobbers located in vari-
ous sections of the country.

USES THE MAGNAVOX IN PUBLICITY

Ohio Dealer Uses Magnavox to Advantage in
Publicity Work—Produces Tangible Results
and Enhances Prestige of His House

The Magnavox Co., Oakland, Cal, received
recently an interesting letter from the Drake &
Moninger Co., Alliance, O., successful talking
rrachine dealer, stating how this .company is
using the Magnavox in its publicity work. This
letter, which is representative of many communi-
cations received by this company in the past
few months, reads as follows:

“We have had our Magnavox about three
weeks now and each day new uses for it as a
publicity agent are suggested. Possibly the best
we have so far tried was its use last week in
conjunction with the orchestra at one of the
local theatres.

“We used the record ‘Whispering,’ allowing
it to play until just after the whistling part in
the dark—then the spot light was thrown on
the Magnavox, underneath which was a card
announcing the name of the record and where it
could be obtained. At this time the orchestra
started playing with the record. We are still
having calls for ‘that record you played at the
Columbia.’

“We are sending you this because we feel that
if passed on it may help some one to an idea
on which they, too, may ‘cash in.’ There are,
however, so many uses for the Magnavox that
its value as an advertising medium is limit-

less. We have the Magnavox attached to our
truck—this attracts attention wherever the
truck goes. We are very enthusiastic about the

Magnavox.”

Kapps Music Store, 2847 West Madison street,
Chicago, is now attracting attention of the pub-
lic, thanks to a huge electric Columbia Grafo-
nola sign which has recently been erected in
front of that building. The sign can be seen for
blocks away.

ARTISTS VISIT SCHMELZER CO.

Efrem Zimbalist, Madame Homer and Her
Daughter Speak to Dealers in Educational
Classes Conducted by Kansas City Jobbers

Kaxsas Ciry, Mo, March 4—The Schmelzer
Co., wholesale Victor distributor of this city,
recently received a visit from the famous vio-
-linist and Victor artist, Efrem Zimbalist, who
was appearing here in concert. At the time
of Zimbalist’s visit to the store one of the edu-
cational classes was in progress in the Model
Shop and the dealers present were delighted
at the opportunity to meet the artist, who told
them of his experiences in making Victor
records. Madame Homer and her daughter also
paid the Schmelzer store a visit and furnished
the dealers with autographed photographs. The
visit of these three Victor artists aroused great
enthusiasm among the dealers.

VICTROLA NO. 90 NOW ARRIVES

Second New Model Announced by the Victor
Talking Machine Co. Listed at $125

Closely following the announcement last
month of the new Victrola No. 80, which was
received with enthusiasm by all Victor dealers,
the Victor Talking Machine Co. has put forth
another new style, known as Victrola No. 90,
listed at $125. This latest model is made in the
usual variety of finishes, but for the time being
will be available only in mahogany, English
brown and American walnut. The Style X Vic-
trola will be discontinued. Victrola No. 90 has
concealed door hinges and the back of the cabi-
net is completely finished. It is equipped with
all patented Victrola features.

HANDLES KENT LINE IN NEW YORK

Louis A. Schwarz, 1265 Broadway. New York
City, the well-known manufacturers’ representa-
tive, has been appointed an Eastern agent for
Kent attachments, tone arms and small parts
by the F. C. Kent Co. Irvington, N. J. This
company specializes in attachments for the Edi-
son, Victor and Columbia machines and manu-
factures tone arms and sound boxes, as well as
steel, sapphire and diamond-point needles.

Nothing can be put across in this world with-
out enthusiasm. It is enthusiasm that makes
long hours pass quickly, and hard work a
pleasure—John J. Commons.

ARTIST’S TRIBUTE TO THE “TALKER”

Famous Singer Philosophizes on Advantages
Artists Now Possess Through the Preserva-
tion of Their Voices on the Record

The wonderful perfection of the modern talk-
ing machine record has excited more interest
among operatic singers than perhaps any other
section of our community. The other day a
great singer whose position many years ago in
the operatic and concert field was the equal of
many of our present-day artists was chatting in
the lobby of the Manhattan Opera House be-
tween the acts of one of the performances of
the Chicago Opera Co. '“What a blessing,” he
remarked, “that these great voices that I have
heard to-night will be preserved in all their
giory and perfection for posterity. In my time,”
he continued, “the talking machine was in its
infancy. It was merely a toy which nobody ever
really conceived would be a factor of impor-
tance in the musical world. We singers of that
day, of course, heard of what was being done,
but we paid little attention to it. Moreover, the
records of those days are not the records of
to-day, owing to the amazing development of the
art. To-day the singer whose tones are pouring
forth so gloriously from those round, black dics
can listen to himself almost as he actually is—
in fact, the artist of the record is the artist
whom I have been hearing to-night. The dif-
ference is so slight that even my trained ear can
scarcely detect it.”

The remarks of this artist superinduced some
comments on his own career, and he was taken
back again to the past with its triumphs and an
obvious desire was evident that he wished there
existed some such perfected mechanism when
he was in his prime so that his voice could have
been so photographed and preserved for future
generations. He really lived over again the
scenes of many an operatic climax, amid the
euthusiasm of the public, regretting that his
voice now is something beyond recall.

But when you stop to consider it, what a
tribute there is in the remarks of this artist to
the power and potency of the talking machine
record as a great factor for musical advance-
ment in our community! Those who use the
talking machine are not prone to look upon it in
its true light as a missionary for musical ad-
vancement, more particularly of America, where
recal music, outside of the big cities, was prac-
tically unknown up to the production of the
modern talking machine. No longer does a
great singer’s voice die with him.

Exclusively Victor

_“HIS MASTERS VOICE
SR B

Business 1s being done.

But not by the man who 1s still
looking for the “soft things” of 1920.

Elyea Talking Machine Co.

Atlanta, Georgia

Strictly Wholesale
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Gothic—Norniandy

Heptplewwhite—T raymore

Lowis XVI—Richelieu

W
Louis XV —Lorraine

Grand

Minuet

32 Wonderful Models—

Supreme in tone, design and important
features of construction

You can satisfy every
visitor who enters your
doors if you handle the
People who
should be your custom-
ers are buying Sonoras.
Do you wish to sell them
Sonoras or are you willing
to let this valuable busi-
ness go to your competi-
tors? Sonora offers a
remarkable line of both
upright and period
styles.

Sonora.

Remember, Sonora’s
24 period styles are all
standard (in stock and
not made-to-order spe-
cials) and you can se-
cure any design which
you may not have on

your floor in reasonable

time from the Sonora
factories.

Sonora maintains its
leadership in giving the
public what it wants.

On these pages are
shown but a few of the
many models which are
ready. Sonora has con-
sistently advertised all its
styles and they are fa-
miliar to thousands of in-
terested prospective buy-
ers. Prices $50 to
$1,800.

For the building of a
substantial business you
need the Sonora.

It is easy to sell the famous instrument which, at the Panama Pacific
Exposition, won highest score for TONE against all competition

Your customers will enjoy
the pride of possessing a

THE INSTRUMENT OF QUALITY

0oy

CLEAR AS

Jacobean, Jr—Lancaster

Hepplewhite—Pembrook
!
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Nocturne

Elite

Write regarding an agency to.the jobber covering your territory.
Sonora is LICENSED AND OPERATES UNDER BASIC PATENTS

of the phonograph industry and you are safe from troublesome patent

litigation.

Gibson-Snow Co.,

Syracnse, N. Y.
State of New York with the ex-
ception of towns on Hudsen
River below Poughkeepsie and
excepting Greater New York.

W. B. Glynn Distributing
Co.,

Saxtons River, Vt.

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

Grifith Piano Co.,
605 Broad St., Newark, N. J.

State of New Jersey.
Hessig-Ellis Drug Co.,

Memphis, Tenn.

Arkansas, Louisiana, Tennessee,
Mississippi.

Kiefer-Stewart Co.,
Indlanapolis, Ind.

Entire State of Indiana.

Lee-Coit-Andreesen Hard-

ware Co.,
Omaha, Nebr,

State of Nebraska.
The Magnavox Co,,

616 Mlssion St., San Francisco,

Cal.
Washington, California, Oregon,
Arizona, Nevada, Hawaiian

Islands, Northern Idaho.

C. L. Marshall Co., Inc.,
514 Griswold St., Detrolt, Mich.
409 Superior St., Cleveland, O.

Michigan and Ohio.

Minneapolis Drug Co,,
Minneapolis, Minn.

States of Montana, North Da-

kota, South Dakota, Minnesota.

Moore-Bird & Co.,
1751 California St.,
Colo.

States of Colorado, New Mexico
and Wyoming east of Rock
Springs.

MS & E,
221 Columbus Ave., Boston,
Mass,
Connecticut, Rhode Island and
Eastern Massachusetts.

Denver,

Robinson-Pettet Co., Inc,
522 West Main St., Louisville,
Ky.
State of Kentucky.

Sonora Phonograph Co. of
Pittsburgh,
820 Liberty Ave., Pittsburgh,
Pa.
Western Pennsylvania and West
Virginia.

C. D. Smith Drug Co,,

St. Joseph, Mo.
Missouri, Northern and Eastern
part of Kansas and five counties
of N. F. Oklahoma.

Sonora Co. of Phila., Inc,
1214 Arch St., Philadelphia,
Pa.
Eastern Pennsylvania, Mary-
land, Delaware, District of Co-
lumbia and Virginia.

Sonora Distributing Co. of

Texas,
Dallas, Texas.

‘Western part of Texas.

Sonora
Inc,,
279 Broadway, New York
Distributers for Greater New
York and towns on Hudsun
River below Poughkeepsie.

Phonograph Co.,

Southern Drug Co.,

Houston, Texas.
Southeastern part of Texas.

Southern Sonora Co.,
310-314 Marietta St,, Atlanta,
Ga.
Alabama, Georgia, Florida and
North and South Carelina.

Southwestern Drug Co.,
Wichita, Kanbs.

Southern part of Kansas, Okla-
homa (except 5 N. E. counties),
and 'Texas Panhandle.

Strevell-Paterson Hardware

Co,,
Salt Lake City, Utah.

Utah, Western Wyoming and
Southern Idaho.

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

Illinois and lowa.

Yahr & Lange Drug Co.,
Milwaukee, Wis.

Wisconsin, Upper Michigan,

The Highest Class Talking Machine

Italion Renaissance, Jr.
—Luzerne

in the World
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Hepplewhite—Islington

Lowis XV—Du Barry

Adam—1Vestminster

Colonial—Mt. Vernon

Italian Renaissance—Verona
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sings

“ASouthern Lullaby” with its sleepy clarinet
and humming bees, “Mammy Dear” with its
unusual climax will soon be well-loved
songs of the Southland. Barbara Maurel

them. A-3355.

Columbia Graphophone Co.
NEW YORK
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WHY THE POPULAR RECORDS SELL SO WELL

]

John Barber smiled as he placed another
record of late popular music to one side. I
looked up just in time to catch the twinkle in
his eye. I wondered at it for a second, but
finally I forgot to be puzzled in the ecstasy
of a new dance record. In the short second
that 1 raked my brain for an explanation of
that amused grin, the proprietor of the Barber
Phonograph Shop had slipped another late hit
into place.

It little mattered that this should be a vocal
variation of the same popular music. I listened
eagerly to catch each new melodic variation
that I had come to expect in the popular songs.
Something about it enthused me greatly and 1
waved the piece into the pile to one side.

Again 1 looked up just in time to glimpse
the vanishing curves of a smile on my friend’s
lips. I call John Barber my friend, as he lives
next door to me when we are at home."® 1 had
just stepped in on my way home, for I knew
John would be going soon. It was almost mid-
night.

You would hardly expect to find the proprie-
tor in shirt sleeves at that time of night, but
it was no new thing for John Barber. 1 had
found him in that state many times before.
And I always knew that he had received a
shipment of late records when I saw him thus.
Strange, too, but 1 always was eager to stop
on those evenings.

“What's the joke?” 1 asked, rather abruptly.

John flashed another generous smile.

“T was just thinking how you would enjoy
this next one-step,” he replied. “A new or-
chestra, and they certainly know how to put
jazz into their playing. Muted trombone and
a regular cascade of tumbling notes on the
saxophone—falling downstairs, I believe you

By R. D. GALT

0000 0

call it. Everything that can be done, and more.
You'll like it.” .

I took John’s explanation badly. 1 had gotten
the idea that he was laughing at me. I watched
him sharply all through the playing of the new
record and quite forgot to applaud in my usual
fashion. When John glanced up to see what
was wrong, he noticed my vigilant gaze.

“Well,” he said, “don’t you want this one?”
He eyed the stack of records as he spoke and
1 imagined the same twinkle tried to break out.

“No,” I said vehemently. “And I won't listen
to another record unless you tell me what yon
think is so funny. You're laughing at me. I
feel it. What’s the joke?”

He paused in the act of picking out another
popular hit. Replacing the record he sat down
and began unrolling his shirt sleeves.

“It’s not really a joke, old man,” he said
good-naturedly. “I was just ruminating on peo-
ple as I have found them in a music shop. A
few things struck me as being amusing.”

“Yes?” I said coldly.

“Oh, not you in particular. You're one of
many. They are all alike. Almost all of them.
And the strange thing about it is that they
know what I smile at and do not care.”

“Here's one that i

“Doesn’t,” interrupted John. “See here. I
I were to tell you that I wouldn't let you have
that pile of records you've picked out, you'd
kick like a ———  Well, maybe you wouldn’t
either. You'd march out like a proud peacock
and buy the same records at my competitor’s

shop.”
1 stared at him. “What if I would?”
“That’s what I was smiling about. Every

month when I get in the new records vou stop
in and buy a stack like the one you have bought

to-night. It's the same every month. There
must be a reason. \What is it?"

1 shook my head. Come to think of it, I did
not really know.

“I know, or at least I have figured it out as
nearly as possible,” continued my friend, letting
his face wrinkle itself into a fresh burst of
merriment. “I live next door to you and i
that way the mystery has been solved. For
months I wondered why my customers bought
more popular music records than others. I
always ran short on the one and had plenty of
the others. I didn’t uncover the real reason
until a few weeks ago.

“The majority of my customers buy both the
high-priced and the so-called popular records.
But not in the same proportion by any means.
Living next door to you I have fathomed the
reason.

“Every month you buy a dozen or two popu-
lar records. \Vhen another month ushers in a
new list, you promptly shove those you have
into a corner of your record cabinet and buy
the late ones. I never hear a three-month-old
popular piece on your machine. Very seldom
I hear one that is over a month old. They
ldse their novelty hold and go into discard.

“It’s different with the high-priced records.
Only yesterday I heard a vocal selection by
Jolin McCormack that I sold you two years
ago. Of course, that doesn’t make business for
the Barber Phonograph Shop, but it explains
the twinkle in my eye. 1 make my money on
the popular pieces because people soon tire of
them and come for a new supply. The others
are slower to go into the discard and some-
times never go. That’s why 1 sell fewer. They
entertain as much now as they did when they
were first purchased. And that’s why I smiled.”

“Meaning me?” 1 said, showing my teeth.

John nodded.

“Well—wrap those few up anyway, John. You
don’t need to cut down your order on popular
stuff on account of what you have told me.
I'll be back again next month.”
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SOUTHERN DISTRIBUTORS

PHONOGRAPHS =

GRAY & DUDLEY CO.

Write Today for Agency Proposition

NASHVILLE : .

- TENNESSEE
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NEW CLUETT PHONOGRAPH MANAGER

Raymond H. Clarke Takes Important Post
With Cluett & Sons in Troy, N. Y.

Troy, N. Y., March 7—Cluett & Sons have
just appointed Raymond H. Clarke as manager
of their phonograph department and he has
already taken up his new work. Mr. Clarke is
well qualified for this position, inasmuch as he

Raymond H. Clarke
has had considerable experience in phonograph
merchandising, having been associated with the

Aeolian Co. both in New York and Boston.
is a native of New Haven, Conn,,
well known through that section as a tenor
soloist. He also played a prominent part in
“Goodbye Bill,” one of the soldier shows that
was presented in New York during the war.

HOPKINS BACK FROM THE WEST

General Sales Manager of the Columbia Co.
Reports Improving- Conditions in That Terri-
tory—O. F. Benz;Visits Boston

He
and is quite

Geo. \W. Hopkins, general sales manager of
the Columbia Graphophone Co., returned a few
days ago from a \Western trip, which included
a visit to the Columbja branches in St. Louis,
Cincinnati and Indianapolis. Mr. Hopkins states
that business conditions in this territory are
steadily improving and that the dealers are op-
timistic to a marked degree in their predictions
for Spring business.

O. F. Benz, record sales manager of the Co-
lumbia Graphophone Co., spent a few days in
Boston last week in conference with Fred E.
Mann, manager of the Boston branch. On
Saturday Mr. Benz addressed a meeting of the
sales staff of this branch, giving them interest-
ing data regarding record sales plans for the
coming year.

W. H. Lawton, manager of the Buffalo
branch of the Columbia Graphophone Co., was
a visitor to the Columbia executive offices in
New York this week..

"~ ARTHUR D. GEISSLER RETURNS

Arthur D. Geissler, president of the New
York Talking Machine Co., New York, and the
Chicago Talking Machine Co. Chicago, Victor
wholesalers, returned to New York a few days
ago after spending a month in Chicago. Ac-
cording to his present plans Mr. Geissler will
spend quite some time at the executive offices
of the New York Talking Machine Co., keep-
ing in touch with Chicago activities.

P. J. Mann, Victor dealer at Worcester, Mass.,,
was a caller recently at the offices of the New
York Talking Machine Co.

The Brunswick phonograph is now handled
by the Anderson Piano Co., 291 Livingston
street, Brooklyn, N. Y. The arrangement was
consummated by Edward N. Strauss, manager
of the phonograph division of the New York
hiouse of Brunswick.

JAZZ INVADES SOUTH SEA ISLANDS

Silent Bliss of Mystic Tropics Broken by the
Music of Broadway on the Talking Machine

The South Sea Islands are no longer the
liome of quiet and blissful solitude. Talking
machines equipped witli jazz records have in-
vaded the silences of the cocoanut groves and
vie with the ukulele in the mystic moonlight on
the beach at Waikiki and parts west and south.

American sailors are said to have introduced
the *“talker” in Tahiti, the island of Yap and
other places where Uncle Sam’s fleet touches.
They made a big hit with the natives and talk-
ing machine house drummers who followed
found a ready market for their wares.

Every native that could scrape together the
wherewithal invested in one of the musical in-
struments. Bananas and yams and other tropi-
cal fruits flooded the markets in the search of
the elusive peso to buy the machines. Planters
found the brown-skinned natives willing to work
at least three days a week in order to lay up
enough to make a first payment on a ‘“talker.”

So now the peaceful silences, broken hereto-
fore only by the wash of thc sea on the beach
or the boom of the breakers over the coral reef,
are disturbed by a version of the “Memphis
Elues” as interpreted by a Broadway caharet’s
orchestra or by the siren voice of the current
vaudeville favorite.

NEW CORPORAT[ON IN OLEAN N. Y.

The Houghton & Rungle Music Co., Olean,
N. Y., has been incorporated under the laws
of New York State to do business in talking
machines and other musical instruments. The
capital is $10,000 and the incorporators are J. V.
and L. A. Houghton and H. P. Rungle.

NEW RECORD ALBUM COMPANY

The Two-Size Record Album Corp., New
York. has been incorporated to manufacture
record envelopes. The capital is $100,000 and
the incorporators are J. W. Johnson, H. S.
Wisner and G. C. Luebbers, 574 West End ave-

nue.

MAIN SPRINGS

advance in price.

AT LAST

Packed in RUST-PROOF, DUST-PROOF INDIVIDUALLY
NUMBERED CONTAINERS

indicating their use, at no

We want a portion of your business.

(No Shipment Made Less Than Six Springs)

—— L ots of.
6 12 25 50 100
each each each each each

38 North Eighth Street

discount, cash with order.

of needed repair parts.

Please enclose Parcel- -post charges, if wanted that way.

Largest Distributors of Main Springs in America

Exclusive Distributors for the General Phonograph Corporation

»

No. 24 14”"x.018x8 feet, for small toy motors, pear shape

holel raesasman Yo I 30 % 1 o o ot 0 62 2 % (2 e & Pou: $.208%.188% .17 % .16 $ .15
No. 25 54”x.020x8 feet, for Sonora, Swiss, Pathé, pear shape

ROLEY o eommier sy 518 s o1 ek e oarit mt WO ) Fion o 0] s e A 22 20 .19 .18 .17
No. 26 54"x.020x11 feet, for Edison Gem, loop end........ 30 .28 .27 .26 .25
No. 28 34"x.022x9 feet, for Carola, Triton, Melophone, etc.,

pear shape hole ............ccoiiiiiiiiinennnnn, 38 .37 35 .33 .31
No. 29 34"x.022x10 feet, for small Columbia, Universal,

Heineman, Harmony, Vanophone, Pathé, pear shape .43 42 40 .38 .35
No. 30 74"x.022x10 feet, for Blick, Wonder, Premier, Meis-

selbach, Nos. 9 and 10, square hole................ 47 46 44 42 40
No. 31 1”x.025x9 feet, for Swiss motors, small Columbia, 5

Stewart, pear shape hole.........coiiiiiiiiinnn., .54 .52 50 .48 45
No. 32 17x.020x13 feet, for small Victor, pear shape hole.. .54 .52 .50 .48 .45
No. 33 17x.025x12 feet, for Pathé, Heineman, Mandel,

Aeolian, Meisselbach, Vitanola, pear shape hole.... .70 .67 .60 .55 .50
No. 34 17x.025x14 feet, for Sonora, Saal, Thomas, Silver-

tone, oblong hole ............................... 75 .70 65 .60 .55
No. 35 1”x. 028x10 feet, for all styles Columbia machines,

pear [SHAPE 'aemomrm: SEGE: GEEes ¢ - Sahn = el i & ro sy 54 52 50 .48 45
No. 36 1”x.025x9 feet, for Meisselbach, No. 12, Thomas,

Oblone? NElel it mer M m E e i re 8 b BB - ] - X Xy .54 .52 50 .48 .45
No. 37 1”x.025x16 feet, for Meisselbach, Saal, Thomas, Sil-

vertone, Modernola, Rishell, Widdicomb, Sonora,

Stephenson, oblong hole ......................... 85 .83 .80 .75 .70
No. 38 17x.025x16 feet, for Vitanola, pear shape........... .85 .83 .80 75 .70
No. 39 1”x.028x11 feet, for Edison Standard, pear shape.. .59 .57 .53 .50 .47
No. 40 1 3/16”"x.028x16 feet, for Heineman, Pathé, Rex,

pear shape ....... . ittt i 90 .88 .85 .80 .75
No. 41 114”x.027x25 feet, for Edison Diamond Disc, pear

shApel holel segefire - ~Sued - - e it . Mo o rihl. e 1.80 1.70 1.65 155 1.50

(If the above are desired in assorted sizes, the quantity price will be allowed.)

TERMS: 2% 10 days or 30 days net, to houses with satisfactory commercial rating. To others, 3%

Write for our latest catalogue, now on the press, containing hundreds
Ask for catalogue W.

EVERYBODY’S TALKING MACHINE CO.

PHILADELPHIA, PA.
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A part of our gear-
cutting department,

Splitting Hars
Over 1-1000 of an Inch

You should see the care we take in our
factory to make each part of The Cheney
perfect—to make the finished Cheney
the finest of reproducing instruments.

>
=

L INIEY

The public is critical, searching for
quality. Such conditions give us utmost
confidence in the future—for coupled
with our high manufacturing standards
are basic and exclusive principles of
Cheney construction found in no other
phonograph. Its rich tone quality, beau-
tiful cabinets and perfect service bring
Cheney dealers repeat business which
is very significant. !

CueNEYy TaLkING MacHINE COMPANY
New York Chicago

This delicate gauge easily detects
cariations of less than 1-1000 of
an inch in Cheney mechanism.

Yet, Cheney Regular Models sel
for ordinary prices, $125 to $38s.
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CRYSTAL EDGE

MICA

DIAPHRAGMS

The Standard of Quality

PHONOGRAPH APPLIANCE C0.

174 Wooster St., New York

PENNSYLVANIA WANTS A ‘MUSIC BOX’

Talking Machine or Similar Instrument Would
Be Welcomed for Entertaining the Inmates
of the State Sanitarium at Mont Alto

Mont Acrto, Pa., March 7.—The State of
Pennsylvania is hunting a music box. It wants
the box for the State sanitarium here, where
the box which has made melody flow for several
years is showing signs of age, as it has heen in
use almost as much as the thermometers. Under
the State laws the Commonwealth cannot buy
a music box for such an institution, although
it owns and conducts the establishment, and
Director George O. Keck has asked anyone
having a phonograph or similar instrument not
needed to give it to the sanitarium. There is
really need for two, as the children have been
clamoring for one for their part of the institu-
tion.

OPENS NEW MUSIC STORE

A. J. Hobbie has opened a music store in
Willmar, Minn., and will carry a line of high-
grade pianos, players, talking machines and
niusical merchandise. >

When we catch hell it's usually because we've
been pursuing it. :

MUSIC WEEK COMMITTEE COMPLETE

Bishop-elect Wm. T. Manning and Miss Isabel
Lowden, Sister of Illinois Governor, to Take
Part in the Music Week Work in This City

The personnel of Music Week Committee,
under whose direction New York’s second
Music Week, April 17-24, will be conducted,
was completed last month by the acceptance of
membership in it by the Rev. Dr. William T.
Manning, bishop-elect of the Episcopal diocese
of New York.

At the same time Miss Isabel Lowden, sister
of Governor Frank O. Lowden, of Illinois, ac-
cepted the post of assistant secretary of the
committee in charge of details.
comes to the committee from the People’s Lib-
erty Chorus, of which she was secretary.

Work of enrolling the various organizations,
churches, clubs, etc., which participated in last
year’s Music Week and urging others to take
part already is well under way.

PLAN “CONSTRUCTIVE” CAMPAIGN

Peoria, I, March 5.—B. J. Oltmann, manager
of the repair department of the Putnam-Page
Co., Victor wholesalers of this city, has just re-
turned from Camden. He spent two weeks
there in the Victor factory, and is now planning
to conduct a constructive and vigorous effort
for the development of the repair service offered
by the Victor dealers to whom the Putnam-
Page Co. sells merchandise. Within a short
time he will start out on a trip among the
dealers with this end in view.

INCORPORATED

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.

clerks are most accurate.
They enable you to fix wages on actual selling ability.

They give you the figures needed for a bonus or

profit-sharing system.
éﬂm —x .M These clerks’ records, together with the many other
= printed and added records made by an up-to-date
National Cash Register, enable you to control your
business.
This adding counter, at the These adding counters, at

left side of the register,
shows that Clerk A took
in $39.84 during the day.
Similar counters show what
the other clerks took in.

how many customers
clerk waited on,
total number

the front of the register just
above the cash drawers, show

each
the

of customers.

and

Miss Lowden.

THE VOCALION LINE IN MILWAUKEE

J. B. Bradford Piano Co. to Handle All Aeolian
Co. Products After April 15

Miwaukeg, Wis.,, March 7.—-On April 15
the J. B. Bradford Piano Co. the oldest and
one of the largest music houses in Wisconsin,
kaving been established in 1872, will become
representatives in this city for the complet
Aeolian line of instruments, including not onl;
pianos and Pianola pianos, but Vocalions and
Vocalion records.

SUFFERS HEAVY LOSS FROM FIRE

Stock and Fixtures of E. C. Malarkey in Shamo-
kin, Pa., Damaged to Extent of $15,000

SHAMOKIN, Pa.,, March 7.~Fire, which occurred
on February 17 in the basement of the E. C.
Malarkey piano and music store here, swept
through the first and second floors of the build-
ing, effecting damage to the extent of $25,000,
Mr. Malarkey lost $15,000 in stock and fixtures.

The blaze was located in the Windsor block,
half of which was laid in ruins by a disastrous
$250,000 fire last November, Firemen were
handicapped by dense smoke and the flames
raged for two hours before they were brought
under control. -

AN OLD ADAGE, BUT A TRUE ONE

“He who serves best serves most” is an old
adage, but a true one, because no better defini-
tion of retail merchandising success has ever
been written. Under the broad classification of
service come such things as advertising, the ar-
rangement of store interiors, technical knowl-
edge of the sales force and the intelligent com-
bination of these. To help you serve your cus-
tomers better and with a minimum of effort is
our reason for supplying new sales helps, says
the Victor Talking Machine Co. in sending out
1ts March letter to dealers.

Therecord of each clerk

An up-to-date National Cash Register shows you
exactly what each one of your clerks does every

day. Adding counters on the register tell:

@ How many customers each clerk waited on.

@ The total amount of each clerk’s sales.

These daily records show you which clerks are most

industrious, which clerks sell the most goods, which

We make cash registers for every Iine of business.Priced $75and up.

NATIONAL

CASH REGISTER CO.

DAYTON,

OHIO.
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You Can Now Buy
Mﬁm &

Brilliantone Needles s
in These Attractive Counter Display Cartons 5/ i

THESE handsome counter display

cartons will prove efficient sales-
stimulators. Each carton contains a
supply of BRILLIANTONE NEEDLES
in the following tones: Extra Loud, Full
Tone, Half Tone, Medium Tone, Light
Tone, Combination Tone. Each tone is
put up in a different
colored envelope.
This makes it easy to
select quickly the -
envelope containing
the desired tone.

LELL 77 TTAL4 5
s &' A

BN 500 DANCE TONE NEEDLES

in This Screw Top Metal Container

Also in Containers ' Write now for
of 200 Needles samples and prices

BRILLIANTONE

STEELN EEDLE CO.pidmerica,
| : Selling Agents for
W. H. BAGSHAW & CO. Factory, Lowell,Mass.
. 347 FIFTH AVENUE,
- NEwW YORK

Canadian Distribixtérft_"l'he Musical Mdse. Sales Co., 79 Wellington St. W., Toronto
Foreign Export: Chipman Ltd., 8-10 Bridge St., New York City

AT 34th STREET SUITE 1003




Marcr 15, 1921 THE TALKING MACH]NE WORLD

W.H BAGSHAW CO.

Oldest and Largest Manufacturers
of Talklng Machine Needles
in the World

FlftyYears of
Needle Making

ESTABLISHED 1870 INCORPORATED 1917

FACTORIES: LOWELL, MASS.

SELLING AGENTS

INCORPORATED

BRILLIANTONE STEEL N EEDLE (CO. &-aurxics

347 FIFTH AVENUE _,
AT 34th STREET NEW YORK ~ SUITE 1003

Canadian Distributors: The Musical Mdse. Sales Co., 79 Wellington St. W., Toronto
Foreign Export: Chipman, Ltd., 8-10 Bridge St., New York City
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NEW REMINGTON APPOINTMENTS

O. W. Newiger Now Assistant Sales Manager
—Austin L. Fordham® Is Wholesale Sales
Representative—Both Experienced Men

O. W. Newiger has been appointed assistant
sales manager of the Remington Phonograph
Corp. by Everett H. Holmes, sales manager.

O. W. Newiger
Mr. Newiger has been connected with the Rem-
ington Corp. since its inception in the capacity
of auditor, and is thoroughly familiar with all
the' details incident to the sales department.
He will relieve Mr. Holmes of numerous duties
in connection with the marketing of the Rem-

&

g

Austin L. Fordham
ington product. His headquarters will be at
1664 Broadway, New York.

Austin L. Fordham recently returned from
an entirely successful trip through his territory
in the capacity of wholesale sales representative
of the Remington Phonograph Corp.

Mr, Fordham was for some years connected
with the Columbia Co. in various capacities and
more recently was New England sales repre-
sentative for the Brunswick phonograph.

Some time ago Mr. Fordham conducted the

phonograph department for Landsberg Bros.
in Washington, D. C.,, and as a result of his
experience, both in the retail and wholesale ends

of the industry, he is in a position to render -

efficient service and co-operation to Remington
dealers throughout his territory.

DENVER TO HAVE MUSIC WEEK

May 15 Set as Probable Date for Big Musical
Event—Dealers and Civic Authorities Co-
operate to Make Day a Success

DenvER, Coro., March 4.—Denver is to have a
Music Week, the opening date of which has
been tentatively set as May 15. Free concerts
appealing to every taste will be held in different
parts of the city at various hours during the
seven days.

The first step in the novel plan, which will
mean something entirely new in musical enter-
tainment for the citizens of Denver, was taken
at a meeting of twenty prominent business men,
public officials and musicians at the Metropole
Hotel.

F. H. Talbot, secretary of the local branch
of the community service, was named chairman
of the committee to perfect arrangements for the
week. Mrs. Blanche Dingley Mathews, chair-
man of the municipal music commission, was
named on the committee, as was Charles Mac-
Allister Willcox.

Public schools and churches will have special
musical programs during the week and pastors
will include the subject of music in their ser-
mons. Dealers in musical instruments in the
city are back of the movement, in addition to
the various business men’s clubs, choral clubs,
the municipal music commission and other or-
ganizations. A pageant to be held in the mu-
nicipal auditorium is being planned by the musi-
cal instrument dealers of the Rocky Mountain
region. Free hourly concerts will be held in
churches, schools, parks, downtown streets, or
wherever a crowd can be assembled. The pub-
lic schools have offered to bear the expense of
publishing programs.

A musical festival was held in Denver last
vear, but only for a few days and not all of
the concerts were free. This year’s festival is
expected to be a big success.

New Pathé dealers recently established by the
Buffalo Wholesale Hardware Co., Pathé distrib-

utors, are: Robt. E. Schwalk, 285 Genesee
street, Buffalo, and Gerald Arndt, Townline,
N. Y.

ILSLEY’S Spiine LunRiCanT

Ilsley’s Lubricant makes the Motor make good

18 prepared In the proper consistency, wlll ot run eut, dry up, o¢
become sticky or rancid. Remains in Ity original orem | b

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

This lubricant Is aiso put up In 4.ounce cams to retail st 25 cenw
each under the trade name of

NOISELESS TALKING
M MACHINE LUBRICANT
Write for special proposition te jobber.

ILSLEY-DOUBLEDAY & CO., 229-231 Freat St., NewYerk

SWEDEN HAS TALKING PICTURE

After ten years of experimenting the Swedish
engineer, Sven Bergieuse, is reported to have
produced a speaking moving picture, which re-
cently was exhibited before scientists and other
distinguished persons in Stockholm.

Professor Svente Arrhenius, director of the
physico-chemical department of the Nobel In-
stitute, says the invention solves a long-at-
tempted problem.

News of the above invention sent newspaper
reporters to interview Thomas A. Edison at the
Edison factories in Orange. Here they were
enlightened in the matter and reminded that Mr.
Edison produced talking motion pictures nine
years ago and these pictures were shown both
in this country and in Europe.

L. P. GERBER WITH BOOTH FELT CO.

The Booth Felt Co., Inc., 473 Nineteenth
street, Brooklyn, N. Y. manufacturer of me-
chanical felt goods, including washers and
packing, as well as special material for talking
machines, has appointed Leo P. Gerber man-
ager of its city sales department, to succeed F.
S. Warten, who recently severed his connections
with the organization. This company has one of
the largest as well as best-equipped factories for
production of mechanical felt goods, including
much special equipment of dies and cutting ma-
chines, which insures quantity output.

PARCEL POST PACKAGES TO SPAIN

According to a recent cablegram from Com-
mercial Attaché C. H. Cunningham, Madrid,
orders have been issued authorizing the admis-
sion of parcel-post packages to Spain up to
ten kilos (twenty-two pounds) each, provided
that total shipments from one consignor to
one consignee by the same boat do not amount
to more than twenty-five kilos (fifty-five
pounds). The weight limit had been five kilos
(eleven pounds) until this order was issued.

1152 Penn Avenue,

The Mellor Idea of Service

ERVICE for Victor Dealers that is

really worth while must be broad
enough to cover a great many forms of real
and measurable assistance. It must pene-
trate beneath the surface far enough to
make itself felt. That’s the way we inter-
pret 1t, at any rate.

C. C. Mellor Company

-

Pittsburgh, Pa.
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Here Are 1hree Selling Points

You Get Only With
THE VOCALION

Aeolian Quality and Reputation—The Vocalion is the

only phonograph made by a great music house.
That is—by a house that had achieved a world-
wide reputation for making musical instruments
of the highest grade, before the phonograph be-
came a factor in the music business. Aeolian
quality and reputation not only make selling the
Vocalion easy, but help build up the prestige of
every store that sells it.

The Graduola—the only satisfactory tone control. Here 1s the

strongest exclusive selling feature in the whole phonograph in-
dustry. The Graduola enables anyone to play the record himself
—to control its tone, as easily and instinctively as he controls his
own voice. No other phonograph in the world has the Graduola
or anything that can take its place. And no customer who sees

the Graduola and tries it, is ever satisfied with a phonograph

that doesn’t have it.

Real Reproducing—The phonograph today is so much better than it

used to be, that everyone connected with its development must
be given credit. It is a fact nevertheless that until The Aeolian
Company took up its manufacture, phonograph “tone’ left much
to be desired. It remained for this house to handle the problem
scientifically. 'That is, to use the same scientific apparatus and
methods in developing the phonograph that it had used so suc-
cessfully in developing its other famous instruments. There is
no guess work about the Vocalion’s tone. It reproduces voices
and instruments more naturally than any other phonograph.
And customers are quick to recognize the difference when the
Vocalion is played for them.

The Vocalion and the distinctive Vocalion RED records
give the dealer a competitive lead that cannot be overcome

The AEOLIAN COMPANY

Makers of the ‘Duo-Art Pianola Piano
Foremost Manufacturers of Musical Instruments in the World

LONDON PARIS MADRID MELBOURNE
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THE IMPORTANCE OF TALKING MACHINE MERCHANDISING

The Fundamental Principles of Success in Selling Talking Machines Interestingly Explained—

The Right Way to Get

Salesmen Enthused

The business principles applying to the suc-
cessful management of a phonograph store have
no essential points of difference from those fol-
lewed in a multitude of other lines, says a writer
in a late issue of The Puritan.

1f the phonograph were an inert article such
as a sideboard, it would be sold on its appear-
ance and construction. Everybody knows what
it is for. But the talking machine is in a sense
a living thing, like a piano or violin. It must
be made to perform before the customer decides
whether he wants to buy it. It would seem,
therefore, that the salesman or store manager
should specialize on the job of putting the
phonograph “through its paces,” and do it so
cleverly that the prospect will be properly im-
pressed. A piano is never sold until the purchaser
has heard its tone. It is useless to say that

pianos sell outright on their reputation. Reputa-
tion has much to do with the sale, of course,
but the tone of all pianos of the same make, size
and design is by no means alike. The variation
is very great in the majority of the best instru-
ments,

So it is with phonographs. The reason for
these variations is not easy to understand, but
they are sufficient to make it advisable to demon-
strate every phonograph sold before the pur-
chaser receives it in his home.

The other points in successful phonograph
nmerchandising are of a general character. When
an instrument is sold to a family there is small
chance of selling another in the same house;
but if the dealer can get the owner to purchase
records frequently, so that the instrument will
not grow stale through over-use, it will be an

ever-present advertisement for the phonograph
and the store that sold it. It is well to bear
this fact in mind. Supposing a lady visits a
friend who has just bought a few new records.
The hostess will be more likely to suggest play-
ing the phonograph at this time than she would
if she herself were tired of the old ones in the
cabinet. The conversation would doubtless turn
to phonographs, and the visitor, pleased with the
model, the tone and the records, naturally gets a
favorable impression of that particular instru-
ment. That is a form of advertising that is far
stronger than the merchant’s printed appeal.

Coming back to the fundamental principles of
success in selling phonographs, the elements may
be listed roughly in four groups:

(1) The business ability of the manager.

(2) The quality of service given the public;
whether it is in small things or big.

(3) The extent of good-will that the store
management and sales force can build up.

(4) The advertising and teamwork that are
built up within the organization itself.

A TRADE-MARK
and What It Means

Below is shown a cross section of the Tone
Chamher in the Manophone, which partially ex-
plains the wonderful tonal qualities of this heautiful
instrument,
| Just at the point where the “horn’ hegins, you

will notice the ‘‘voice-box” or ‘‘throat” of the
Manophone, which is carved from solid wood and
so fashioned that it gives the fullest tones possible.

For
Exquisite
Tone

With the Human '-r»h"oat )
The Music Master

of Phonographs

—Unequaled in Beauty
and Tonal Qualities

The exquisite piano finish that is given the Manophone is merely one indication
of the care exercised in the manufacture of this wonderful instrument.
who fashion and finish the various parts of the Manophone cabinets take personal
pride in the production of only worth-while results.

And the wonderful Tonal Qualities of the Manophone are another indication of
an intimate knowledge of the principles of acousfics and of their relation to music.
Only Nature herself could rival the remarkable resonance and fidelity of tone produc-
tion which so clearly distinguishes the Manophone.

In every city there is a particularly live Dealer who realizes the
advantages of these Qualities in a phonograph.
fundamental they are in the building of a permanent and satis-
ﬁgd trade. And our Business Building Plan is sure to interest

him.

If you are that Dealer, write us, TODAY'!

The Manophone Corporation

The men

He knows how

Adrian, Mich.
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REPRODUCERS

and Brass for

EASTERN REPRESENTATIVE

CHERINGTON MFG. CO,
IRONCLAD MOTORS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS ( TURNTABLES Stylus Bars
TONE ARMS Grey Iron %‘S,ES‘X{:&’;MES Screw Machine Parts

HORNS and THROATS

Direct Quantity Importations On 5{

D. R. DOCTOROW

Talking Machine Hardware

JEWEL and STEEL (Bulk or Packed)
PHONOGRAPIH NEEDLFS
GENUINE RUBY BENGAL MICA

Vanderbils Awve. Bldg.
51 East y2nd St., New York
Tel. Vanderbilt 5462

The most successful stores are those that have
a fixed plan, understood by the entire staff, and
then steadily worked out. Stuch an establish-
mnent is not given to ‘‘stunts” in selling, but
rather undertakes a cool, deliberate progression
along safe lines. Jumping from one plan to an-
other without giving any one of them time for
development is never successful. There must be
some sound reason for making changes in sell-
ing plans before they are undertaken. Guessing
is only gambling. You are likely to make a
wrong guess,

Better take time to think out the right way,
get your assisiants into sympathy with your
plan, and then work steadily ahead, without be-
ing forced from your path by listening to the
advice of some expert who doesn’t understand
your local trade or your special problems.

TO MAKE RECORD EXCHANGES

Victor Retailers of New Jersey Discuss Trade
Questions at Monthly Gathering

The Victor Retailers of New Jersey, an as-
sociation formed several months ago, held its
regular monthly meeting at the Robert Treat
Hotel, Newark, N. J., on February 15. An un-
usually large attendance was on hand, and mat-
ters of great interest to Victor retailers came
up for general discussion.

A plan of making record exchanges between
the various members was inaugurated and other
co-operative measures were considered. Many
new applications for membership were sub-
mitted. The next meeting of the association

is scheduled to be held on March 15 at thef

Robert Treat Hotel, at 12 o'clock noon.

Definition of a pessimist: a man who wears
both suspenders and belt.

Why Break Records?
Just File Them!

That is_if you have the wonderful Record filing sys-
tem which 18 a feature of

The Marvelous MAGNOLA

2. 4
= Watching the Music Come Out
This is only one feature of many that will command
your interest and attention. Let us send you hond-

some sllusiroted catalop and information as to our
plans for helping you to make money with MAGNOLA.

MAGNOLA TALKING MACHINE COMPANY

OTTO SCHRULZ, Prasidant
General Offices Seuthera Whelesale Braned
71t MILWAUKEE AVENUE 1330 CANDLER BLDG.
CHICAGO ATLANTA, QA.

MANY ORDERS FOR VICTROLA NO. 90

The Putnam-Page Co. Victor distributor of
Peoria, Ill., was among the first to announce
to dealers the arrival of the new Victrola No.
90. The opportunity to order these instru-
ments was seized at once by the dealers in the
territory covered by the Putnam-Page Co. and
this house reports receipt of large orders for
the new No. 90.
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AN AID TO GOOD PENMANSHIP

Talking Machine Helps Pupils to Learn Difficult
Art in a Considerably Shorter Time

CoNNELLSVILLE, PA., March 3.—The talking ma-
chine as an aid to penmanship is an innovation in the
school curriculum at Dawson, and so well does
music function with writing that the pupils are
earning the highest marks in the county in that
study.

A. J. Emos, principal of the Dawson schools,
said that he would use a talking machine in
every room if the Board of Education would
furnish the instruments.

Several educators who visited the schools on
a tour of inspection were amazed at the pen-
manship specimens shown by Miss Alpha
French, who teaches the primary grades. She
said she always gave the children “something
snappy” on the talking machine during the writ-
ing lessons and the music appeared to inspire
the children. This plan of stimulating penman-
skip has been tried by teachers in other States
with considerable success.

INDIVIDUALITY IN YOUR PRODUCT
WILL MEAN MORE SALES FOR YQU!

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. Our prices
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 Phonographs

THE EMPIRE PHONO PARTS CO.

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

Write or wire us for samples

No. 2
Plays all
records.
Retails
at $7.50

CLEVELAND, OHIO
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60 Grand Street

Manufacturer ot

Exclusive Cabinet Hardware and Accessories

New York City

MUSIC MEMORY CONTEST ON COAST

School Children Taking Active Interest in Mu-
sical Appreciation Competition Begun by
Sherman, Clay & Co. Educational Department

PortranD, OrE., March 4.—The school children of
Portland are to compete in a music memory con-
test which began Monday, February 14, and will
continue to April 1. This contest is being pro-
moted largely by Mrs. Evelyn McFarland-Mc-
Clusky, director of the educational department
of Sherman, Clay & Co., whose idea in pro-
moting the contest is to increase the musical
appreciation in the city. In these efforts she is
assisted by the Women’s Club, Collegiate Alum-
ni Association, MacDowell Club, Opera Asso-
ciation, Parent Teachers’ Association and all of
the various music shops in Portland. Forty-
eight compositions of well-known composers
have been chosen by the committee and plans
have been completed for the children to hear
them repeatedly at certain of the moving picture
houses, music stores and at concerts to be given
at Lincoln High and Couch Schools, on the West
Side, and at Washington, James John and Jef-
ferson High Schools on the East Side, every
Saturday afternoon at 2 o’clock. The concerts
will be under the direction of the various clubs
and associations, who are assisting in the
contest.

Mrs. McClusky and her assistant, Mary Eliza-
beth Goodwin, also of Sherman, Clay & Co.,,

McClusky gives lectures in the schools on the
music to be. played, visiting several schools
every day, giving music appreciation lectures,
and the past week talked to the Collegiate
Alumni Association, the Federation of Women’s
Clubs and the History Club. On Saturday
morning she has a children’s music hour at
Sherman, Clay & Co., and in the afterncon in
the music hall of the store, her assistant, Miss
Goodwin, plays records for the memory contest.

The final contest will be held at the Munici-
pal Auditorium, April 1, at which time a large
concert will be given by the various artists and
organizations of the city. Certain sections of
the building will be reserved for the contestants,
who will be seated every third seat and will
write down the names of the compositions and
their composers as they are played.

GEORGE W. POUND BACK AT DESK

George W. Pound, general counsel of the
Music Industries Chamber of Commerce, who
has been ill at his old home in Buffalo, N. Y.,
since before the holidays, returned to his desk
at the general offices of the Chamber last week.
Mr. Pound is now fully restored to health, and
will again assume his legal duties in connection
with the Chamber work.

SYMPHONIA MUSIC SHOP

The Symphonia Music Shop, New York City,

ADD NEW FINISHES TO LINE

Parks & Parks Increase “Tonar” Brush Line—
Repeat Orders Being Received From Dealers

Troy, N. Y., March 7.—Parks & Parks, of this
city, manufacturers of the “Tonar’ record
brush, have recently advised the trade that these
brushes can be secured in mahogany and light
oak finishes, in addition to the standard black
finish. The company has for some time past
been desirous of adding these two finishes to
its line, in order to accommodate the require-
ments of the talking machine dealer. “Tonar”
brushes are now packed in the assorted finishes,
or in any one finish that the dealer may desire.
These brushes have met with a very cordial re-
ception from the trade, and Parks & Parks are
particularly pleased with the large percentage
of repeat orders they are receiving from dealers
in all parts of the country.

AL JOCKERS’ VOCALION RECORDS

Al Jockers’ Dance Orchestra has recently re-
corded a number of some excellent Vocalion
records for the Aeolian Co. Among the first
of these records to be released are to be found
in the March supplement, and include “Broad-
way Rose,” introducing “Dolly I Love You,”
and “Rosie,” introducing “Why Don’t You?”
from ‘“Afgar.”

are meeting with great success in this contest. hLas been incorporated by H. Shapiro, W. Robin- Don’t look for a safe place to linger in. Get
Prior to the Portland_Symphony concerts, Mrs. son_a_n_d R. Hammer. C_apital is $10,000. ) out into the thick of the action.
e e o e J
GARFORD “BABY” PHONOGRAPHS -]

0000000000000000

A Popular Line of
Toy Phonographs

Nothing More-Nothing Less

The “BABY” Model
RETAILS AT $6

A Splendid Dealer Proposition Is Available

MODEL X RETAILS AT $12

CLOSED

GENERAL PHONOGRAPH MFG. CO., Elyria, Ohio
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“Atlas” Packing Cases, made from “Atlas’

2

Plywood Box

Shooks, are the acknowledged standard of the Talking Machine
Industry.

This is an exact reproduction of an “Atlas”
Packing Case manufactured, printed and
shipped to the Victor Talking Machine Co.,
Camden, N. J.

The use of ““Atlas’ Packing
Cases indicates the high quality
of the contents.

Theyv have been trade-marked
as a protection to the particular
manufacturers who long ago
realized that their use would
result 1in efficiencyv and economy.

“Atlas” Packing Cases make a
better appearance, give greater
protection and save freight.

The thoroughly coordinated
quantity production of our four
mills msures the Talking Ma-
chine Industry unusually prompt
and sure service.

For vears we have made 1t our
business to know the needs of
this industry, so that we are
authorities on packing cases.

ATLAS PLYWOOD CORPORATION

10 HIGH STREET

BOSTON, MASS.

Exclusive Selling Agents for

Nelson & Hall Company, Montgomery Center, Vt.
Veneer Products Company, Greenville, Maine

Richford Manufacturing Company, Richford, Vt.
Blair Veneer Company, North Troy, Vt.

LARGEST MANUFACTURERS OF TALKING MACHINE PACKING CASES
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Toscha Seidel’s sympathetic violin brings
out the full beauty of Schubert’s “Serenade.”
Here’s Schubert’s best-known work by one
of the best-known violinists.
bia 49453 for big sales.

Stock Colum-

Columbia Graphophone Co.
NEW YORK

= e _—— e

EXPORT MANAGER VISITS AMERICA

A. F. Bramley, General Manager for J. & C.
Fischer, Arrives Here for Short Visit—Has
Established Many Sonora Agencies Abroad

A. F. Bramley, general manager for J. & C.
Fischer, New York, foreign distributors for the
Sonora, visited this country recently, spending
sone time in conference with the Sonora execu-
tives regarding business conditions abroad. Mr.
Bramley had becn in Europe for two years,

A. F. Bramley
establishing Sonora agencies throughout Eng-
land and in most of the continental countries,
including Switzerland, Holland, Norway, Swe-
den, Denmark, Belgium, Spain and Italy. In
the course of his travels Mr. Bramley went
thirough Servia and covered practically the whole
of Europe.

After conferring with the New York officials
and laying out plans for the new year Mr.
Bramley sailed for England on the “Aquitania,”
to remain there for the rest of the year. In 1922
he will return to the United States and again
become active manager for J. & C. Fischer.

INSTALLS UNICO EQUIPMENT

DarBy, Pa.; March 3—C. G. Martin has just
opened a new exclusively Victor store, which is
said to be among the most attractive in this
city. The interior is handsomely decorated in
ivory finish and a large number of Unico rooms,
racks and counters has been installed.

MULTUM IN PARVO

No matter how many college degrees a man
has, if he can not earn an honest living he is
an educated ignoramus, and is one with the
yesterdays, doing pedagogic goose-step adown
the ways to dusty death.

NEW STEWART EDUCATIONAL CLASS

Fifth Class of Series, Held Under Auspices of
Stewart Talking Machine Co., Indianapolis,
Proves a Great Success—Largely Attended

InpranaroLis, Inp., March 1.—Filling the note
books of the representatives of ten different
Victor dealers in this {erritory, the {ifth educa-
tional class, under the auspices of the Stewart
Talking Machine Co. closed this week the
niost interesting three-day session ever held in
the offices of the Indianapolis jobber. These
classes, instituted a year ago under the dircc-
tion of Miss Caroline Hobson, head of the
Stewart [ducational Department, had for their
purpose mainly the furtherance of activity in
the local Victor educational departmeats, in-
structing dealers in how to co-operate with pub-
iic schouls in developing the use of Victrolas.
The sessicns just closed mark a distinct growth
in the original purpose of the class. Although
the buiiding of the educational departments in
the Victor stores formed the fundamental part
of instruction, the class was given illuminating
lectures on other branches of the Victor busi-
ness.

Boyd Kasey, experienced in the building of
talking maclkine motors, took apart a Victrola
mwotot before the class and lectured on the con-
striction of each part. A star salesman from
one of Indiana’s largest Victor stores presented
points ou salesmanship in the merchandising
of both records and instruments. Answers to
questions on the conduct of retail sales and the

development of different departments were given
by George E. Stewart, who also delivered an
illustrated lecture on record making. A repre-
scntative of the Stewart road sign factory made
an interesting talk on the effectiveness of the
product, and other advertising topics were rep-
rcsented by experienced speakers. But not the
least interesting part of the class program were
the round table discussions and an old-fash-
ioned spelling match on the names of artists
and composers and the titles of Red Seal
records.

The Stewart classes will be conducted periodi-
cally throughout the year. Those who attended
the last class are: Ferne Whisman, Mrs. June
Stafford, Esther Smith, Ellen Enswiler, Miss
Kemp, Miss Carr, Miss Wilhoit, F. J. Dun-
levy, E. F. Routh and Mr. Laidle.

DEATH OF MRS. W. P. CAMPBELL

It is with great regret that The World an-
nounces the death of Mrs. W. P. Campbell, who
for several years had represented this paper as
its Portland, Ore., correspondent. Mrs. Camp-
bell had been ill for several months, her work
having been taken care of by her daughter, Miss
Trene Campbell, who will continue to represent
The World in the trade centers of the Pacific
Northwest.

U. S. PHONOGRAPH CO.— DISSOLVED

Notice has been published of the dissolution
of the U. S. Phonograph Co., of Brooklyn, N. Y.

[s a most pleasant,
occupation. As

TO SELL

EDISON PHONOGRAPHS

we are

Exclusive Edison Jobbers
We Know e

happy and lucrative

SYRACUSE

Frank E. Bolway & Son

INCORPORATED

Exclusive Edison Distributors

2-2 NEW YORK
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A few valuable Pathé franchises are available to live
wide-awake merchants.

Pathé dealers are m a non-competitive class.

Only Pathé dealers can sell

the Pathé Actuelle and the
Pathé Electric—the best
sellers iIn the world today.

Pathé dealers make a larger margmn of profit.
Pathé dealers are always busy.

Better telegraph now.

O O A

Address Sales Department H

M

Pathé Freres Phonograph Co.

Brooklyn, New York
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HlT FIRST AND BEST ON
PATHE sapphire) | |
ACTUELLE (&) RECORDS

Order These from Your Distributor by Wire
PPATHE POPULAR VOCAL “HITS”

P. 20490--(Valvate) MAKE B E— : ;
A. 020490—(Valvular) ELIEV Tenor Duet..Stanton Rhodes and Vincent Francis

20— Price 85¢. {AUNT JEMIMA'’S JUBILEE - The Harmonizers (Male Quartet)
P. 20491--(Valvulitis) {ANGELS - James Douglas, Baritone
r

NN

AN A

A. 020491—(Vamplate) s SWEET BELLS OF SAN JOSE—Tenor and Baritone Duet
Size 10--Price 85c. Robert Bruce and James Douglas
P. 22505—(Legicide)
A. 022505—(Legitim)
Size 10—Price $1.00

P. 20492—(Vanadate)
A. 020492—-(Vandalism)
Size 10--Price 85c.

P. 22506—(Legless) {1 M MISSIN’ MAMMY’S KISSIN’

LOVE IN LILAC TIME - - .
WHIP-POOR-WILL, from *“Sally”

William Lowe, Baritone

Gladys Rice, Soprano

SUNNY SUE - - - - - - Ernest Hare, Baritone
A DREAM OF YOUR SMILE - -

Carlton Williams, Tenor

Orpheus Trio (Male Trio)

A. 022506—(Leguan) OVER THE HILL - - - - - Lewis James, Tenor

Size 10—Price $1.00

i 2g4233—(v§ngtllftrd) (LOVELESS LOVE - Noble Sissle and His Sizzling Syncopaters
b eolo__rﬁnfemgsite) | ROYAL GARDEN BLUES.Noble Sissle and His Sizzling Syncopaters

i M@ llll|lllllllllllllllllll\lllllllllllll

P. 20494—(Vanishing) [ NA-JO—Fox-trot - - - Lanin’s Roseland Orchestra
A.020494-(Vanquisher) (Sax03hone Passage by Rudy Wiedoeft)

Slze 10—Price 85c. HAPPINESS—Fox-trot - - - Lanin’s Roseland Orchestra
P. 20495—(\<]antbrace) ALL FOR YOU—Fox-trot - - - - Casino Dance Orchestra
AS()i§24?g:%rieérétr§}511Cre OH! BOY—One-step - - - - - Casino Dance Orchestra
P. 20496—(Vanward) [ ON A FAR ALONE ISLE—Fox-trot
A. 020496—(Vapidly) Vernon Country Club Orchestra

Size 10—Price 85c. SWEET LOVE—Fox-trot - - Vernon Country Club Orchestra
P. 20497—(Vaporize) | CALLING--Fox-trot - - - Vernon Country Club Orchestra
A&gsOi’rglP(rXilreglgie) HONEY—Fox-trot - - - Vernon Country Club Orchestra
P. 20498—(Variable) [ MAZIE--Fox-trot - - Green Brothers’ Novelty Band
A. 020498—(Variation) 1 DO YOU EVER THINK OF ME?—Fox-trot

Size 10—Price 85c. Green Brothers’ Novelty Band
P. 20499—(Variator) [ RAILROAD BLUES—Fox-trot - - - -  Synco Jazz Band
Aslgzeo‘}gg__r,(r‘fcaerlggga SWEET MAVMA—Fox-trot - - - -  Synco Jazz Band

{ RAGAMUFFIN—Fox-trot - - - - Hub Dance Orchestra
(Werner Janssen At Piano)

- Hub Dance Orchestra
(Werner Janssen At Piano)

P. 40217—(Eudermol)
A, 040217—(EX°WS“S)‘{ MA JAVA BELLE—Fox-trot
L

Size 12—Price $1.25

Pathé Freres Phonograph Co.

Grand Avenue, Brooklyn, New York

D B
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CONFERENCE OF EDISON DEALERS OF PITTSBURGH ZONE

Interesting Addresses Made at Great Gathering of Edison Dealers at Fort Pitt Hotel—Sponta-
neous Tribute of Esteem Paid Vice-president Maxwell at Notable Banquet

PitrssurcH, Pa, March 1.—The culmination
of the annual conference of the new Edison
dealers of the Pittsburgh zone, which was held
at the Fort Pitt Hotel, Pittsburgh, Wednesday
and Thursday last, was marked by an enthu-
siastic demonstration at the dinner held Thurs-
day evening in the Norse Room of the hotel,
when close to 200 persons arose and paid a lofty
tribute to William Maxwell, vice-president of
Thomas A. Edison, Inc. The dinner was
just about over and Mr. Maxwell quietly arose
from his seat at the table and started to leave
the dining hall to begin his journey back to
New York. He was seen by some of the Edison
dealers who had heard his powerful talk earlier
in the day, and Mr. Maxwell was halted on the
stairway by the spontaneous display of affection
and esteem manifested in cheers and applause.
Mr. Maxwell halted, and then, in response to
cries of “speech,” made a farewell talk, ending
by wishing that the entire company would come
to the New York convention in June.

The dinner was an elaborate one. Music was
furnished by the Nirella Orchestra and the sing-
ing was in charge of James W. McKelvie, the
well-known Pittsburgh baritone. There were
good cheer and good fellowship galore and the
evening wound up with a dance which lasted
until after midnight. The meeting was the
most successful ever held by the new Edison
dealers under the auspices of the Buehn Phono-
graph Co., the Edison distributors. A. A.
Buehn, the well-known and popular treasurer of
the company, was given a rising vote of thanks
by the guests on motion of N. W. Russler, of
Cumberland, Md. Mr. Buehn responded briefly.

One of the amusing events of the evening
was the mock dance staged by Messrs. J. C.
Dilts. Sr., of \WWheeling, and N. \\". Russler. They
brought down the house in a very literal sense
by their antics and romping.

The conference was opened on Wednesday
afternoon in the assembly _room of the hotel,
with Mr. Buehn presiding and H. M. Swartz,
the assistant maliager, acting as
Thomas G. Shearman, of Salemn, Ohio, and S.
A. Phillips, of Morgantown, W. Va.,, spoke on
“Tone Tests”; “The Value of Window Dress-
ing” was pointed out by Leo Half, of Home-
stead, while H. O. Keefer, of McKeesport,
spoke on ‘“Sales Aid Service.” J. K. Nichol,
one of the live wire staff of the Buehn organi-
zation, talked very entertainingly on ‘“Pushing
the Laboratory Model.”

Thursday morning the opening talk was made

by J. C. Dilts, Sr.,, of Wheeling, who spoke on .

“Circularizing.” It remained for E. J. Condon,
another of the Buehn roadmen, to explain
“Edison Men and Concerts.” This he did in a
very pleasing and instructive manner. H. H.
Findt, of Steubenville, and C. C. Keys, of Salem,
W. Va,, spoke on “Trucks and Canvassing” and
explained the methods they used to promote
sales of Edison phonographs in that way. They
insisted that, as they always got results, all
live Edison dealers would be able to do the
same if they went out after business in a sys-
tematic way. Nelson W. Russler, of Cumber-
land, Md., gave some timely pointers to the
dealers on ‘‘Advertising.” Adjournment was
then taken for luncheon.

The feature of the afternoon session was an
intensely interesting and instructive “Turntable
Demonstration,” staged by Mark M. Mitchell,
the efficient manager of the retail department of
the Buehn company. He was assisted by Mrs.
C. Barnes, one of his sales staff, the latter as-
suming the role of a prospective patron. She
acted the part well and her conwersation with
Mr. Mitchell relative to the merits of the Edison
phonograph and comparisons with other makes
of talking machines was most interesting and

secretary.

gave the Edison dealers new light on the advan-
tages to be derived from the use of the “Turn-
table.”

Harvey C. Trader, another of the Buehn
roadmen, gave some new ideas on “Developing
Re-creation Sales”; E. J. Hayes, of Clarksburg,
V. Va,, spoke on “Making Every Edison Owner
2 Salesman.”

The big event of the final session was the
“Message From the Laboratories,” which was
delivered in a talk by Mr. Maxwell. In brief,
Mr. Maxwell was most optimistic concerning
the future of the Edison phonograph trade and
his remarks and enthusiastic spirit were con-
tagious, so much so that when he ceased speak-
ing his message had ‘‘gone home,” as was evi-
denced by the appreciation and interest mani-
fested by the Edison dealers in his timely and
well-chosen remarks.

One of the Edison dealers, E. F. Hodgin, of
Chesterhill, Ohio, was applauded when he told
that in order to reach the conference on time
he was compelled to use ‘“‘three automobiles
and a hack” to make the trip, due to bad roads.

Those present at the convention were:
William Maxwell and Charles S. Gardner.
Crange, N. J.; Mr. and Mrs. John Ament,

Apollo, Pa.; Mr. and Mrs. T. Anderson, Blairs-

viile, Pa.; Mr. and Mrs. George K. Barkell,
Scottdale, Pa.; Miss McGeary, Monaca. Pa.;
Mr. and Mrs. Elmer Law and William Sea-

man, Cambridge, O.; Paul P. Brooks and Miss
. McConville, Altoona, Pa.; Mr. and Mrs. Ross
burns, Waynesburg, Pa.; J. O. Clawson and
M. S. Hommel, Belle Vernon, Pa.; Mr. and Mrs.
J. M. Stewart, Mr. and Mrs. W. D. Bowser and
Mr. and Mrs. L. P. Marlin, Clymer, Pa.; R. G.
Commons and C. W. Peterson, Patton, Pa.;
J. W. Cunningham, Reynoldsville, Pa.; Mrs.
C. H. and Miss Pearl Dufford, New Castle, Pa.;
Miss Laura Fawcett, B. R. Fawcett and Mr. and
Mrs. T. G. Shearman, Salem, O.; Miss Helen
Duke and Mrs. G. M. Fincik, Latrobe, Pa.; Mr. -
and Mrs. H. H. Findt, Miss Marie Huber and
IN. L. Welsh, Steubenville, O.; S. B. Foust and
Miss H. Bardsley, Juniata, Pa.; J. B. Kenner-

A WALNUT TALKING MACHINE CABINET

The finest phonograph is
appropriately encased in

P A 2MERITCAN

“The Cabinet-wood Superlative.”

example of a

swell.

—a clincher.*

dealers.

N “added attraction” to the rich beauty
of AMERICAN WALNUT as an

appropriate encasement for such a fine

Phonograph Cabinet

as 1s illustrated here, is that of permanence
—or, “fidelity to fashioned form.” AMER-

ICAN WALNUT does not warp, shrink or

The doors or drawers in an AMERICAN
WALNUT Cabinet will never stick or refuse
to slide. It’s an impressive selling argument

* Manufacturers of high-grade cabinets and phonographs appreciate this fact.

Send for wvaluable data for manufacturers—or data for
Also the WALNUT BOOK de luxe, an_in-
structive treatise on Walnut and Walnut Furniture, Free.

Write to the producers of American Walnut Lumber, the

AMERICAN WALNUT MANUFACTURERS’
Room 1022, 616 So. Michigan Boulevard

ASSOCIATION
Chicago.




MarcH 15, 1921

THE TALKING MACHINE WORLD

dell, Kittanning, Pa.; Mr. and Mrs. R. Gerecter,
Eimer Heneke, Miss E. Mullin and Mrs. S.
Seidle, Mt. Pleasant, Pa.; Leo L. Half, Miss
Scphie Easer and Miss Marion Steinberger,
Homestead, Pa.; Mrs. O. Powell and Miss Mar-
garet Hempstead, Masontown, Pa.; C. R. Henry,
New Lexington, Pa.; Mr. and Mrs. Oscar
Ohringer, Mr. and Mrs. Abe Ohringer, Mr. and
Mrs. A. Goldsmith, Mr. and Mrs. Zeider, Mrs.
Feebles and Mrs. Fetterhoff.. Braddock, Pa.;
Harley Howard, Cameron, \V. Va.; C. H. Hut-
chison and A. H. Hutchison, New Bethlehem,
Fa.; E. G. Bierer, California, Pa.; Mr. and Mrs.
Koy Keefer, Irwin, Pa.; H. O. Keefer, W. O. Alt-
n:an, Ethel \Vegley and Ethel Stuchul, Mc-
Keesport, Pa.; C. Keys, Salem, W. Va,;
j. R. Klingensmith, Mr. and Mrs. \W. R. Klingen-
smith and Mrs. Bessie Kline, Greensburg, Pa.;
Mr. and Mrs. E. E. Koontz, Moundsville, W.
Va.; R. A. Lambert, Roaring Springs, Pa.; Fred
D. and Evan A. Lodge, Columbiana, O.; Louis
Luxenberg, Barnesboro, Pa.; Samuel Moore.
Monessen, Pa.; Mr. and Mrs. G. A. Mytinger,
Miss Ruth Mytinger, Mr. and Mrs. N. G. Dun-
baugh and Miss Althea Fisher, Ambridge, Pa.;
Mr. and Mrs. H. Levine, McDonald, Pa.; Mr.
and Mrs. I.. F. Barker, Johnstown, Pa.; Mrs.
Victor Nelly, Miss Anabel Nelly and Victor
Nelly, Jr., Carnegie, Pa.; Mr. and Mrs. C. A.
Nessler, Monongahela, Pa.; J. C. Dilts, Sr,
\Vheeling, W. Va.; J. Boehn, F. Whitman, E. J.
Hayes and E. G. Long, Shinnston, W. Va.; Mr.
and Mrs. S. G. Patterson, Beaver Falls, Pa.;
Mr. and Mrs. W. B. Pfleghardt, W. J. Pfleghardt
and Miss M. Ellison, Charleroi, Pa.; Mr. and
Mrs. S. A. and Alan Phillips, Morgantown,
W. Va.; C. A. Puffinburg, P. W. Puffinburg,
Miss K. Strickler and Miss T. W. Strickler,
Wilkinsburg, Pa.; Mr. and Mrs. S. Layton and
E. Ellovich, Coraopolis, Pa.; Chester Reed,
Kingwood, W. Va.; Mr. and Mrs. Joe F. Reich
and M. M. Smith and Miss Sarah Smith, Meyers-
dale, Pa.; Mr. and Mrs. H. L. Rosenberg, Joe
I.ando, South Fork, Pa.; C. S. Holland, Fair-
mont., W. Va.; Mr. and Mrs. N. W. Russler,
Cumberland, Md.; R. A. Kirkman, Windber, Pa.;
C. B. Smith, Philippi, W. Va.; Mr. and Mrs.
R. D. Stephens, Barnesville, O.;: Mr. and Mrs.
Harvey U. Tobias, Grafton, W. Va.; E. S. Tyler,
T’cint Marion, Pa.; Miss Anna Miller, Ruth
McAllister, Clark Wright, Arthur Jones, East
Pittsburgh, Pa.; A. R. Webber, Lisbon, O.;
W. P. Costo, Buckhannon, W. Va; C. T.
Williams and A. J. Wilker, Hollidaysburg, Pa.;
Mr. and Mrs. H. W. Sutch, Tarentum, Pa.;
*R. D. Rewbridge, Woodlawn, Pa.; George
Koyle, East Palestine, O.; \W. Brown, Miss

Addis Dunn, Connellsville, Pa.; G. E. Sharps
and R. Thomas, Uniontown, Pa.; E. F. Hodgin
and Miss E. Stevenson, Chesterhill, O.; W. H,
Young, New Galilee, Pa.; G. W. P. Jones,
Washington, Pa., and Dr. W. V. Bingham, Dr.
E. L. Gatewood, Miss G. G. Brainard, O. R.
Johnson, C. C. Latus, George Schroeder, Jr.,
Miss A. Hildebrand, Miss G. St. Clair, H.
Lechner, John Haggerty, Miss Lillian M,
Scholl, Miss Marie Kinney, Miss Madeline
Lergenmiller, Miss Ethel Chilley, Miss Marie
Toole, Mrs. C. Barnes, Mrs. R. Owens, Mr. and
Mrs. James W. McKelvie, Mr. and Mrs. C. W
English, Mr. and Mrs. A. H. Hunt, Mr. and
Mrs. A. J. Boehm, Mr. and Mrs. H. C. Trader,
Mr. and Mrs. L. A. O'Neill, Mr. and Mrs. E. J.
Condon, J. R. Madden, A. W. Chilcott, John K.
Nichol, .R. P. Chilcott, David Boustead, M. M.
Mitchell, Mr. and Mrs. Albert A. Buehn, Mr.
and Mrs. H. M. Swartz, all of Pittsburgh.

A CLEVER WINDOW ARRANGEMENT

Comparison of Talking Machine With Small

Musical Instruments Makes Strong Point

Here is an idea which one dealer used in de-
signing a window display on the value of the
talking machine. And it's a good one, too. In
the center of the window he placed a talking
niachine. Around it he grouped a large number
of musical instruments, banjos, ukuleles, guitars,
violins, harps, band instruments, etc. The price
of -each instrument was shown on a small card.
A large card at one side had the prices of each
instrument arranged in a column and added up.
Tlie card read something like this: “To have all
these instruments in your home would cost you
$1,500 and even then you could not play all of
them yourself. But by owning this talking ma-
chine you can have every instrument and play
them whenever you wish—and the cost is only
$180.” This card proved a very effective argu-
ment.

TAKES CHARGE IN ROCHESTER

Palace Music Shop Now in Charge of E. E.
Little, of That City

E. E. Little, formerly manager of the Colum-
bia distributing agency in Rochester, N. Y., has
taken over the management of the Palace Music
Shop in that city. E. E. Wallace, formerly of
the Columbia distributing agency in Buffalo, is
now in charge of the Rochester Columbia
agency.

ture Lines.

For Immediate Delivery

Distinctively Designed

Phonograph Accessories and Furniture Hardware

Needle Cups, Lid Supports, Automatic Stops,
Tone Rods, Knobs, Escutcheons, Sockets

FURNITURE TRIMMINGS
A complete offering in all the Period and Commercial Furni-

REFRIGERATOR HARDWARE
All sized Locks and Hinges

Samples and complete informaiion on request

‘GRAND RAPIDS BRASS COMPANY

Grand Rapids, Michigan

New York: 7 E. 42nd Street

>
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" For profitable

repeat orders
“FOR every three

sample needles I
give out I am sure to
get at least oneregular
customer,” said a deal-
er, speaking of the

THE INSTRUMENT OF QuauTy /A =
onNnore
CLEAR AS A BELL

Semi-Permanent

NEEDLES

“And I notice,” he con-
tinued, “‘that most of our
customers buy three pack-
ages at a time.’’

Sonora Semi-Permanent
Needles are called for not
only by purchasers of
Sonora phonographs, but
by owners of all other in-
struments as well.

These needles play ALL
MAKES of steel needle rec-
ords, are vigorously adver-
tised, are popular and are
in demand, being most eco-
nomical, giving a mellow,
rich tone, and preserving
the records. If you haven't
these needles, order now.

Three grades—Loud, Medium, Soft
25c¢ per card of 5
40c in Canada

Sonora Phonograph

@Company, Inr.
GEORGE E. BRIGHTSON, President
New York, 279 Broadway

Canadian Distributors: 1. Montagnes & Co.
Toronto

CAUTION! e o it

needles of inferior quality.
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TALKER HELPS SOVIET PROPAGANDA

Official Machine Used to Reproduce Speeches
of the Leading Soviet Officials

In writing of her experiences in Soviet Rus-
sia, where she went as correspondent for the
New York World, and spent six months in
prison, Mrs. Stan Harding, the well-known
British woman journalist, in her story now run-
ning in The World, throws some interesting
light on the Bolshevik methods, and particu-
larly upon the system of propaganda.

In the course of her story Mrs. Harding
tells of the use of the talking machine for
reproducing the speeches of Soviet officials, and
says in part;:

“Rosinsky and Mogilewsky took me to what
they called ‘The agitation point’—really a lit-
erary propaganda bureau, an institution com-
mon to every railway station in Russian to-day.

“There was a magnificent gramophone with
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We Can Manufaclure Your Phonograph Records
UNITED STATES RECORD MANUFACTURING CORP.

206 FIFTH AVENUE, NEW YORK

is equipped for pressing 10-inch phonograph records. Machinery of latest construction
and designed for a quantity and quality product.

Can- Also Furnish High-Grade Record Stock for Other Pressing Plants.

INQUIRIES INVITED
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a repertoire of speeches by famous Commis-
saries.
olutionary poets and ‘The International,’ as
sung by famous choirs on state occasions.

“There was a record by the Commissary of
Eygiene on how to combat lice, and another by
Trotzky recommending a ‘fight to the finish’
against the counter-revolutionaries.

“Mogilewsky asked me if I would like to
hear Trotzky’s speech, and a chubby little girl
took up the disc reverently and placed it in
position. Trotzky's voice, even on the gramo-
phone, was too big for the little room and
awakened some soldiers sleeping on the floor
in the adjoining waiting-room. Through the
open door I saw them rouse up to listen, clad
in their long Summer military overcoats.

“Though ! could not understand a word of
Trotzky Russian I guessed at the furious en-
ergy of the man and gathered that the uni-
versal war slogan of the ‘knockout blow’ came
in pretty frequently.”

To
Retail

)
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Y

b
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at

$150.00

)

LIBROLA PERIOD MODELS
Louis XVI Model—also Queen Anne Period

A High Grade Phonograph and Library Table Combined
Now Ready for Delivery

Write
for
Dealers’

Discounts

No. 175.

This

high class instrument

Pat. applied for. 42" long, 26" wide, 31" high.
Finished on all sides—golden cak, mahogany or walnut

Complete Your Line with These High Class Library Table Models

will enable you to meet any competition,
because of its beauty, clarity of tone and utility.

You are missing Dollar profits if you do not write for information—Today.

SEABURG MANUFACTURING COMPANY

JAMESTOWN, NEW YORK

One could also hear recitations by rev-
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ATTRACTIVE STORE IN ALLENTOWN

Block’s Music House Featuring the Vocalion
Line Exclusively With Much Success

Among the enthusiastic dealers in Pennsyl-
vania handling the Vocalion line exclusively is
Block’s Music House, at 25 North Sixth street,
Allentown, Pa. The company’s quarters in the
Lyric Theatre Building are distinctly attractive
and homelike, the bareness of the usual ware-

View of Interior of Block’s Store
room being relieved with potted palms and
other plants and numerous floor lamps of
elaborate design. Large portraits of Vocalion
artists also add to the decorative effect: The
accompanying picture gives some idea of the
general appearance of the store, although the
camera fails to give a proper idea of its real
size.

Plan wisely and work hard, expecting nothing
from luck, and all the merry villagers will say,
“Oh, he is a lucky dog.”

Men who succeed have faith in themselves,
and faith in their fellows.

&:’ S Y

Stewart |
Talking Machine Gompany :
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New “I12 for 25¢”
Package Sent

FREL

to Prove a
“Point” to

3,000 More Dealers ‘

VER 3,000 dealers already know and
0 attest the remarkable degree of perfection

attained by TONOFONE needles. They
sell and use them in demonstrating because the
soft, flexible point produces pure, unmixed and
undistorted tones, in the volume recorded in the
record. They are not made “loud” to intensify
tones. Loud needles ruin records. TONO-
FONZE improves records. Each needle plays 20
to 50 records—any disc record on any phono-
graph. '

T'o prove it and that the soft, flexible point of
TONOFONE gives more accurate reproduc-

tion of original tone and expression and less .

surface noise—that TONOFONE prolongs the
life of records and is more convenient and
economical to the user and more profitable to the
dealer—we will gladly send a full package
FREE to any dealer. Just mail coupon below.

Or, better still, send an order now for full
carton of the new bigger-value, bigger-profit “12
for 25¢” package. Remember, you take abso-
lutely no risk because every TONOFONE is
positively guaranteed. Use coupon order at
right, giving the big value-big profit price.
Don’t wait. Begin now.

Send one of the coupons at once.

R. C. WADE CO.

110 South Wabash Avenue Chicago, 111.

The +Phonograph Needle With the Flexible Point

e e T |

R. C. WADE CO., 110 So. Wabash Ave., Chicago, Ill.

Gentlemen :—Please send FREE, one “12 for 25¢” pack-
age of TONOFONE Needles, for us to test.

Firm Name

—Or Order a Carton
at Special Price

To introduce our new, bigger-value, bigger-
profit package, which gives your customers I2
TONOFONE Needles for 25¢, we offer a price of
$14.00 a carton of 100 packages.

This $14.00 carton retails for $25.00, giving you
a profit of $11.00 a carton, or llc a package.
This is 44% on your selling price and 79% on
your investment—a very exceptional profit.

Please order direct from this advertisement,
using coupon below. The needles will be shipped
on our positive guarantee. Terms: Cash with
order, less 29, or 30 days net on approved ref-
erence or established credit rating.

i__-—-_--m___—--___-]

ORDER BLANK

R. C. WADE CO.
110 S. Wabash Ave., Chicago, Il

Gentlemen:—’lease enter our order for TONO-
FONE Needles as follows, which may be shipped
through one of your wholesale distributors:

Abave is purchased subject to your positive guarantee.
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OPENS NEW SONORA DEPARTMENT

Fraser Paterson Co., Seattle, Opens Handsome
Sonora Department—Store and Window Dis-
plays Exceptionally Artistic

The Fraser Paterson Co., Seattle, Wash., one
of the leading mercantile establishments in that
city, opened recently a Sonora department,
which to date has proven a signal success. The
company adopted unique methods for introduc-
ing the Sonora to its clientele, using full-page
advertisements in the newspaper and mailing
engraved announcements to 15000 of the city's
residents.

The entire center aisle of this store was de-
voted to a Sonora display, the counters and
showcases being moved back so that a width
of sixty-five feet was available, with a depth of
180 feet. In the rear of the store and at the
end of the center aisle there was erected a very

Leautiful piece of colored art glass which reached
from the floor to the ceiling. Around this was
draped black velour and just below the center
of this art glass was hung the well-known
Sonora gold-lettered sign. From the ceiling to
the floor were draped handsome Oriental rugs,
valued at $200,000.

Added to the attractiveness of the center
aisle were displays in all five of the windows
ou Second avenue devoted entirely to Sonora
period models. Window number one, which was
a corner window, prominently displayed the
Louis XV De Luxe model in American walnut
finish. Window number two displaved the popu-
lar Duncan Phyfe model, with a handsome back-
ground, including artistic gold curtains. Win-
dow number three displayed the Jacobean model
in antique walnut, with a background of black
velour. Window number four used a similar
background prominently displaying the Sonora
Ciothic, Jr. Window number five displayed the

lettering.

show windows.
literature.

717 Lakeside Ave. N. W.

KICHLER

VALANCES

especially designed for the windows of the
Talking Machine Dealer.
and embroider any trade-mark and any type of

KICHLER VALANCES will improve the

appearance and increase the sales value of your
Wirite us for our descriptive

THE L. A. KICHLER CO.

(Dept. W)
Eastern Representative—Louis A, Schwarz, 1265 Broadway, New York City

e W
IR i

We can reproduce

CLEVELAND

Chippendale model in mahogany, and the back-
ground and floor coverings consisted of hand-
some Criental rngs in orange and blue.

The center aisle display was thrown open to
the view of the public at seven o'clock on a
Saturday evening and remamned open until six
o’clock Monday morning. During this time it
was estimated that over 50,000 people actually
visited this' display.

BATES MUSIC STORE DESTROYED

Colorado Dealer, However, Secured More Stock
and Opened for Business the Next Day

GRreeLEy, CorL., March 4.—George Bates, head
of the Bates Music Co. of this city, doesn’t let
even a disastrous fire discourage him a bit.
Last month his entire store was destroyed in a
fire which broke out early in the morning.
Hardly had the burning timbers been quenched
when he had secured a temporary location, pre-
pared to resume business. The next morning
papers carried large advertisements telling the
public that they could still get the pianos, talk-
ing machines and other musical goods from the
Bates Music Co. in the temporary headquar-
ters at 812 Eighth avenue.

The Bates Music Co. handles the Victor,
Brunswick, Columbia and Edison machines and
immediately following the fire a supply of these
instruments was drawn from the Bates store-
house and a special shipment of records rushed
by express.

HAD NARROW ESCAPE IN ACCIDENT

A. L. Jewett, general sales representative of
the phonograph department of the Starr Piano
Co., Richmond, Ind., has been receiving the
congratulations of his friends on his narrow
e<cape from death in a train smash-up which
occurred the last week of Januwary. The train
in which Mr. Jewett was traveling left the
tracks due to a split rail at Greenville, O., and
the Pullman crashed into a freight car on a
siding. Mr. Jewett was badly shaken up, but is
now ‘‘on the job" again.

No. 35216 Basket
filled with flowers,
as hyacinths, tulips,
maybells, etc., each
$1.50, per dozen
$15.00.

My ILLUSTRATED
CATALOGUE No. 35,
containing Everlastmg
Decorative Flowers,
Plants, Vines, Garlands,
Hanging Baskets, Etc.,
FREE FOR THE
ASKING.

FRANK NETSCHERT

61 BARCLAY ST. NEW YORK, N. Y.

E———
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GREAT GATHERING OF VICTOR DEALERS IN PEORIA, ILL.

Over 75 Dealers From Various Parts of Illinois Entertained by Putnam-Page Co., Victor Whole-

saler—Notable Addresses Made by Prominent

Specakers—Attend Banquet at Créve Coeur Club

Peoria, Iri., March 4—The Putuam-Page Co.,
Victor wholesaler of this city, held a very suc-
cessful Victor meeting on Washington’s birth-
day, which was attended by about seventy-five
of the retail dealers to whom this concern
caters. During the morning everybody gath-
ered at the offices of the Putnam-Page Co. and
mingled together on an informal basis. At
noon the entire party adjourned to the Palm
Room of the Jefferson Hotel, which had been
reserved for the exclusive use of the Putnam-
Fage guests. Here, amid attractive patriotic
and floral decorations, everybody enjoyed a
most palatable repast to the accompaniment of
music by the Inglaterra Trio.

P. A. Ware, general manager of the Putimam-
Page Co., acted as master of ceremonies. Fol-
lowing a few typically Ware humorous stories
he introduced Jerry McQuade, whose subject
was “A Little Scotch.” He told a number of
very entertaining Scotch stories.

Miss Mabel H. Rich, of the Victor educa-
tional department, next spoke on *“How the
Dealer May Profit Through Educational Work."

Putnam- Pa"e Officials—Lett to Right (bmmg), Roy Page,

Miss Cloud, H. Putnam.
Severe, P. A ‘Ware.

In the course of her talk she mentioned many
new avenues through which the retail Victor
dealer can develop machine and record sales
and offered some very practical ideas for se-
curing this business. She also touched on the
great vision with which the educational depart-
ment of the Victor organization is inspired.
The next speaker was L. C. Mountcastle, as-
sistant manager of the Eight Famous Victor

(Standing) L. S. Putnam, A. E.

Artists. He explained the results which have
been attained for Victor dealers, under whose
auspices the Eight Famous Artists have given
concerts, and announced that this group of
Victor record makers will appear in a number

"

yz

Nass e foea 1ol
LRI LA

1) 2 - a - .

g

to all preseunt, he explained fully the responsi
bility which the Board of Directors of the

tor Co. feel towards every retail Victor decaler
and how they are striving in every wuy passible
to use the resources of this company to the cud
that each dealer may be assured of cry
successful business, and to the end that his
individual investment in the Victor bhusi
niay be assured as a permanent source
income. Jn this conncction Mr. lain

of

) K {
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The Banquet Held in the Palm

of concerts in Illinois cities this Spring. He
asked any merchants interested in making book-
ings for their cities to make their requirements
known right away, so that due provision could
be made to take care of the needs of as many
of the. Illinois Victor dealers as possible during
the coming tour.

Raymond Bill, associate editor of The Talking
Machine World, followed with an informal dis-
cussion on “What the future liolds in a business
way for the retail merchants who apply vigor-
ous and intelligent sales efforts.”

Joseph J. Rockwell, counselor of the Reincke-
Ellis Co., Chicago, next spoke on “Advertising,”
and gave a very interesting discourse on the
history of advertising and the vital part it plays
ir modern business as an accelerator of sales.

Duane Wanamaker, Western manager of the
Talking Machine Journal, offered some interest-
ing comment and observations on current con-
ditions in the industry.

The next speaker was John Gregg Paine, of
the legal department of the Victor Talking Ma-
chine Co. His speech was the principal feature
of the convention, and his subject was ‘“Mar-
keting Victor Goods Is More Than Merchan-
dising.” During the course of his address,
which proved most interesting and illuminating

 Our Dealers’
profited our dealers.

Pwtnam«?&@pﬁampa

VicTaR D!JSTR@ UTORS

Service Department really serves and has

| The head of our Repair Department has just returned from
the Victor Factory, and to dealers who maintain their own repair
department we extend instruction and co-operation without cost.

| There are other features of Putnam-Page service which are
profitable to dealers—ask those who know.

PUTNAM-PAGE COMPANY

Exclusive Victor Wholesalers
3 PEORIA, ILLINOIS

Ly

—_——

Inc

Room of the Jetferson Hotel
of the utilization of the most efficient and high
quality methods in the factory. He traced in
detail the sources from which various raw mate-
rials are secured and the conditions under which
they are obtained. After offering many very
interesting details on this side of the Victor
business, all of which demonstrated the respon-
sibility which the Victor Co. feels towards Vic-
tor dealers, he then explained how the com-
pany looks upon each retail merchant handling
the Victor product as the custodian of its good-
will. He explained the responsibility which this
guardianship involves, and how the Victor Co
looks to each retailer to uphold in the finest

AMabel [‘uh L. C. Mountcastle

G. Paine

Visiting

Spealkers—- Miss
and (Standing) J.

manner possible the great prestige, good-will
and reputation which have been built around
the Victor trade-mark, Victrolas and Victor
records. In closing, Mr. Paine touched most
inspiringly on the idea that in selling music to
the American people the retailer is in fact per-
forming a truly God-like mission. , This part
of Mr. Paine’s address made a very deep im-
pression on all- his hearers and left everyone
inspired with a deeper understanding of the
business in which he is engaged.

The program closed with some interesting
remarks by F. H. Putnam, president of the
Putnam-Page Co., during which he emphasized
the value of dealers and their sales representa-
tives attending the school of salesmanship at
Camden, and also of attending the Victor edu-
cational convention, which is to be held in
Chicago the latter part of March under the
auspices of ten of the Victor wholesalers lo-
cated in the Middle West.

In response to a motion by unanimous con-
sent a telegram was sent to Enrico Caruso at
the Hotel Vanderbilt, New York City, which
read as follows: ‘“Seventy-five Illinois Victor
dealers meeting in Peoria to-day joining with
the Putnam-Page Co., Victor djstributor, ex
tend to you their best wishes and express their
.sincere hope for a speedy and complete recov-
ery of yourself and your glorious vice.”

(Continued on page 61)
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A New Source of Profit
for the Phonograph Dealers

Some uses for
the Magnavox

Churches

Schools

Concerts
Entertainments
Playgrounds
Dances

Fairs and
Exhibitions

Open Air

Y. M.C. A. Work
Lodges

Directing
Construction IVork
You'll think of

many others.

ANY dealers have doubled

YA their sales of phonograph
records by using the Magnavox
attachment. Large crowds gather
in front of their stores whenever
they play the new records, which
are heard by everyone within a
block. It is an entirely new way
ot advertising phonographs and

records.

Now dealers are selling this
attachment to schools, churches,
movie houses, dance-halls and
wherever the phonograph 1s used.
Considerable protit 1s realized on
each sale of a Magnavox.

The Magnavox so magnifies the
sound of a record (or the voice) that
it will fill a big auditorium. A record
can be heard a mile in the open. Yet
it can be modulated at will to become
a mere whisper. Write us for full
particulars.

J. O. Morris Co., Inc.

Eastern Distributors

1270 Broadway, New York

Ma gnavox
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VICTOR DEALERS MEET IN PEORIA
(Continued from page 59)

During the evening of Washington’s birth-
day all of the conventionites were entertained
by the Putnam-Page Co. at the Créve Coeur
Club. This local non-sectarian and non-parti-
san club held its twenty-third annual banquet
at the Shrine Temple, in celebration of tlLe
birth of George Washington, and it is needless
to say the decorations, the spirit and the meal
proved most effective.

The invocation to the banquet was given by
Rev. Joseph C. Hazen, and the speakers after
dinner included the Houn. J. F. T. O’Connor, of
Grand Forks, N. D., who spoké on “The Citizen
of To-morrow”; Admiral Samuel McGowan,
Washington, D. C.. who discussed “Some Side-
lights on the Navy’; Rev. Nathan Krass, D. D,,
of New York, who spoke on *“Washington’s
Strength and Democracy's Weakness’; and the
Most Rev. Austin J. Dowling, D. D., St. Paul,
Minn.,, whose subject was “The Melting Pot
and the Mould.”

The whole affair from start to finish was very
enjoyable and provided the retail Victor dealers
with many new ideas about the industry cof
which they are a part and of practical ways
to meet current business conditions. Every-
one felt most grateful to the hosts.

The day following the meeting proper a num-
ber of guests stayed over, and informal discus-
sions were held in the offices of the Putnam-
Page Co. during the morning. An informal
luncheon at the Créve Coeur Club was given
at noon. The last of the invading contingent
left by Wednesday evening.

Among those present were: Alex Meyer,
Meyer’'s Music House, Carlinville; J. W. Ham-
mer, Hammer & Webb, Farmer City; C. D. V.
McKinley, C. D. V. McKinley, Mason City;
J. Anthony Hoppe, Western Record, Chicago;
J. J. Rockwell, Reincke-Ellis Co., Chicago; Thor
Norberg, of Norberg Music House, Rock
Island and Moline; O. D. Ehrlicher, Ehrlicher
Bros. Co., Pekin; W. F. Haley, J. Haley & Son,
Arcola; Geo. H. Thompson, Thompson Drug
Co., Spring Valley; E. F. Bohn, P. F. Cutner
Music House, Lincoln; P. F. Cutner, P. F.
Cutner Music House, Lincoln; I. J. Whitten,
Sundquist & Whitten, \Wyoming; F. J. Ever-
son;T. S. Gravenhorst, Effingham; E. T. Froyd,
Froyd’s Music Shop, Paxton; H. C. Duncan and
Harry A. Duncan, Duncan-Schell Furn. Co,
Keokuk, Ia.; F. A. Doyle, Doyle Furniture Co,,
Galesburg; A. E. Sundquist, A. Sundquist &
Son, Toulon; H. J. Waldschmidt, H. J. Wald-
schmidt, Metamora; J. G. Paine and Miss Ma-
bel Rich, Victor Talking Machine Co., Cam-
den, N. J.; Raymond Bill, Talking Machine
World, New York City; Mrs. Donald Gordon,
J. A. Gordon, Hamilton; Mrs. Thor Norberg,
Norberg Music House, Rock Island; Mrs. Ray
E. Bannon, Bannon’s Music Shop, Ottawa; D.
A. Craine and H. O. Hartley, Hartley’s Phar-
macy, Galva; Donald Gordon, J. A. Gordon,
Hamilton; George Cheatle, The Music Shop,
Springfield; F. L. Fell, R. L. Berry’s House of
Music, Springfield; G. E. Lester, G. E. Lester,
Hoopeston; T. J. Griggs, Griggs Music House,
Kewanee; Ray E. Bannon, Bannon’s Music
Shop, Ottawa; Harry K. Onken, John Onken
& Brother, Chapin; Ed. F. Ritter, Ed. F. Ritter,
Mattoon; J. L. Murray, The Murray Co,
Davenport, la.; S. B. Bolton, Bolton Electric

NEEDLES

WE MANUFACTURE
Diamond needles for Edison
Sapphire needles for Edison

Sapphire needles for Pathe
in stock ready for delivery
MERMOD & CO., 874 Broadway, N. Y.

Co., Aledo; C. N. Lenhart, C. N. Lenhart, Mat-
toon; A. R. Meyer, A. R. Meyer, Havana.

R. E. Gardner, R. E. Gardner, Washington;
E. E. Hanger, Hanger Brothers, Lincoln; R. L.
Stutzman, P. A. Bergner & Co., Peoria; F. R.
Bailey, King & Bailey, Virginia; H. C. Kupfer,
Mandel & Schwarzman, Bloomington; Russell
N. Smith, Russell N. Smith, Carthage; Lyle
Straight, A. Livingston & Sons, Bloomington;
Rufus L. Berry, R. L. Berry’s House of Music,
Springfield; L. C. Mountcastle, P. W. Simon
Concert Co., New York City; C. H. Hammond,
C. H. Hammond, Rushville; F. M. Leslie, F.
M. Leslie, Urbana; W. E. Rouch, Linn &
Scruggs, Decatur; W. L. Barnett, Barnett Drug
Co.. Watseka; J. W. Pauly, The Music Shop,
Burlington, Ia.; Louis Heckman, Louis Heck-
man, Manito; Duane Wanamaker, Talking Ma-
chine Journal, Chicago; Ralph W. Wheelock,
C. E. Wheelock & Co., Peoria; Ben. H. Bruns-
wick, Brunswick’s Music Shop, Pittsfield, Ill.;
J. D. O'Malley, Block & Kuhl Co., Peoria; C.
W. Fitzgerald, C. W. Fitzgerald, Morrison.

The Putnam-Page Co. was represented by
Carl Carey, Miss M. A. Cloud, Ben Oltmanns,
W. P. Mosher, P. A. Ware, Miss Rose Hern-
don, F. H. Putnam, L. S. Putnam and Roy
Page.

ARTISTIC STORE IN CHESTER, PA.

CHESTER, Pa,, March 5—Miss E. V. Martin has
just completed negotiations for opening an ex-
clusive Victrola shop in the Edgemont Theatre
Building. This location is considered one of the
most desirable in the city. She has placed an
order for eight Unico demonstrating rooms and
will have an attractive decorative treatment
across the entire width of the store. An effi-
cicnt record department, equipped with eight
Unico racks and four efficiency counters, has
becen provided.

Do not surrender your individuality, your
icentity. Stand for something. The carbon
copy is seldom sent out of the office.

NJOY THE

COOPERATION
AND SERVICE

of the

coville Mercantile Company

Distributors of

The Record of Quality

%K Records

Our service is dependable
and merits your partici-
pation as our dealer.

Scoville Mercantile Company
ATLANTA, GA.
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Pablo Casals, the famous ’cellist, lends new
popular interest to Handel’s “Largo” on this
Easter-tide record that will sell the year
round. Keep this in mind when you order.
Columbia 49802.

Columbia Graphophone Co.
NEW YORK

Y
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PITTSBURGH CONTINUES TO BE A BUSY TRADE CENTER

Group Meeting of Victor Jobbers, Held Under Auspices of C. C. Mellor Co., Great Success—New
Quarters for National Phonograph Co.—Opera Window Wins Praise—Talkers Exhibited at Show

PirrssurcH, Pa., March 1—A group meeting
Victor jobbers was held recently in the
Crystal Room of the William Penn Hotel. The
hosts were the C. C. Mellor Co., the Standard
Talking Machine Co. and the W. F. Frederick
Piano Co., Victor distributors. Out-of-town
Victor jobbers present were: H. J. Shartle and
C. H. Deacon. of the Cleveland Talking Ma-
chine Co., Cleveland, O.; Charles Bennett and
Larl Poling, of the Eclipse Musical Co., Cleve-
land; Curtis Andrews, of Buffalo, N. Y ;
Perry DB. Whitsit, of Columbus, O.; V. W.
Moody, Buffalo Talking Machine Co., Buffalo,
N. Y.: C. . Grinnell, of Grinnell Bros., Detroit,
Mich., and Arthur Bates, of the Ohio Talking
Machine Co., Cincinnati, O. The Pittsburghers
vvho participated in the meeting included:
French Nestor and ‘Wallace Russell, of the
Standard Talking Machine Co.; Thomas T.
I'vans and R. R. Myers, of the C. C. Mellor
Co., and George H. Rowbridge and Robert Boy-
cott, of the \W, F. Frederigck Piano Co. Follow-
ing the business session dinner was served and
later all occupicd a box i the Alvin Theatre,
where “Linger Longer, Letty,” was played.
An enterprising show window display was
cngineered by Fred J. Drake, manager of the
C. C. Mellor Co.’s retail Victrola department,
and O. B. Dean, the versatile and resourceful
window designer of the department, the past
wcek. Practically the cntire window was
given over to a small-sized replica of a stage
scene depicting the production of an act in
‘Rigoletto,”” the celebrated opera by Verdi. At
the side an automatic electric sign displayed
moving placards telling, in part, the story of the
opera. Just at the dramatic point instead of the
story continuing a card is shown asking the
ader to call inside the store and secure a ljttle
amphlet giving in full the story of “Rigoletto.”

The show window display proved a means of
attracting large crowds the entire day, as high
as three hundred persons viewing the scene in
less than forty-five minutes. The display was
made in connection with the coming of the Chi-
cago Grand Opera Co. to Pittsburgh this month.

Mr. Drake stated that there was considerable
activity in high-priced Victrolas and that either
cash sales or sales in which first payments were
substantial sums were a feature of business in
kis department the past few weeks.

The National Phonograph Co. wil move from
its present location in the Jenkins' Arcade to
633 Penn avenue, a six-story building, which
will be entirely occupied by the company in
connection with the sale and distribution of the
Ultraphone phonographs. The first floor will be
claborately fitted up for a retail department.

Jean J. Marceis, formerly in charge of the
talking machine department of Spear & Co.,
has resigned and returned to New York City.
1. Weinberg, who for many years has been con-
nected with the firm, has succeeded to the man-
agership. Mr. Weinberg reports satisfactory
sales of talking machines and records. The de-
partment sells the Victrola, Vocalion, Sonora
and Vitanola.

The Pittsburgh Food Show and Household
Exposition held the past ten days in Motor
Square Garden was noted for the fact that two
lines of talking machines were on exhibition.
The W. F. Frederick Piano Co. had on display
a line of Victrolas, while the Vocalion-Melodee
Shop had a number of the Vocalions on show.
At frequent intervals during the afternoon and
evening concerts were given at each of the
booths, which attracted large crowds.

The partnership lately existing between Jacob
Birsh and David Busis, trading as the Oakland.
Music Shop, 3531 Forbes street, was dissolved

by Mr. Hirsh withdrawing from business. Mr.
Iusis will continue the Qakland Music Shop.

S. H. Nichols, manager of the Pittsburgh
branch of the Columbia Graphophone Co., stated -
that sales for February showed a decided im-
provement over business handled in January.
He anticipates a brisk trade in the Columbia
Grafonola line as soon as business and indus-
trial conditions here are on a more settled basis.

H. Milton Miller, sales manager of the Sonora
Co., distributor of the Sonora phonographs, re-
ports a very satisfactory number of sales during
the past month. His roadmen, he said, have had
exceptional success in making sales and some
big orders for the Sonora have been put through.

SONORA PORTABLE NOW $50

‘The Sonora Phonograph Co. announced re-
cently that the price of the Sonora portable ma-
chine had been placed at $50. The company
stated that one of th: main items in the course
of producing this model is leather, and the
leather market has dropped so materially that
tl:is revision in oprice was made possible. In
its letter to the trade the company also stated:
“It should be particularly noted that the
cliange in the price of the Sonora Portable is
duc to unusual conditions in the leather mar-
ket and does not in any wayv affect the remainder
cf the Souora line. There is no change in prices
of the upright and period models in contem-
plation at the present time.”

L. H. Murray, the exclusive Victor dealer of
Davenport, tells a good one. We can’t vouch
for its truthfulness, but it gave us a laugh, so
we'll pass it on to you. A customer asked him
for the new record. “Bubbles,” from “Lux.”

To get a raise where you now are means that
you are making good; to be hired away from
one firm on promise by another of a higher
wage is in the expectation that you will make
good. And it's ten to one you won't.
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EALERS tell us that the Widdicomb appeals to all and
cveryone ahke. Primarily, this is due to two main facts:

First: In the Widdicomb Phonograph the Amplifyiné 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.
Grund Rapids - Michigan
Fine Furniture Designers Since 1865

PHONOGRAPH

Jhe Aristoorat of Phonographs
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DEALERS SEEKING TRADE DO BUSINESS IN TWIN CITIES

Trade Not as Active as Many Would Like to Have It, but Distributors and Dealers Are Making
Every Possible Effort to Revivify and Develop Trade—News of the Month

MixNearouts and St. Pavr, MiNN.,, March 5—
i common with the other business men of the
Northwest the talking machine dealers are ac-
ccpting what the fates hand out to themn grace-
tully and even cheerfully. Trade is hardly as
profitable as they would like to have it, but
while the process of adjustment is going on they
are resigned that the pain is no greater than it
has proven thus far.

There_ is nothing to be gained by comparing
the results obtained by the talking machine mer-
chiants a year ago with the present, as the figures
will not look good in print. At the same time
there is somcthing doing for everyone who will
hustle. The downward trend of wages undoubt-
cdly has had a deterring effect upon buying, but
it is well that the fight for new wage scales
should come at the present time when building
and other industries are slack rather than later
on when the customary Spring actlvmes arc
under way.

“All wholesale trade is slow and logy due to
conditions that are familiar to everyone,” said
Sewell D. Andrews, head of the Sonora depart-
ment of the Minneapolis Drug Co. “We find that
many of the country dealers are pretty well
stocked with machines. Some think that they
are overloaded, but wc are glad to say that they
are not exclusive Sonora dealers. We are very
hopeful as to the future, but concede that the
Spring and Summer may not be quite as active
as usual. The Okeh records are going nicely,
T might say ‘big, and the various McCormack
releases prove very popular with the retailers.
We are pushing the Magnavox and are meeting
with excellent success in this line.”

The Columbia Graphophone Co. is having
fair success in this territory, according to W. L.
Sprague, Northwestern manager. The record
trade is good and there is a continual demand
for such favorites as “Bright Eyes,” “Honolulu
Fyes” and the like. Mr. Sprague says that the

future continues to brighten, but like other
Northwestern managers will not be surprised
if the recovery should prove somewhat slow.

Plans for the manufacture and distribution of
a phonograph servicc counter and for a pub-
licity campaign to accompany the enterprise
have been completed by the Beckwith-O’Neill
Co., of Minneapolis. L. M. Willis, formerly con-
nccted with the Unico and the Victor com-
panies, will be in gencral charge, with M. J.
Jenson as mechanical superintendent. Coutracts
for the manufactured parts have been let and
the new selling device will soon be on the
market. )

It is claimed for the service counter that it
will serve the dual purpose of a demonstration
booth and a service counter. It is adaptable
to any modern talking machine. The new de-
vice has becn improved in various ways as the
result of experience and use of two models tried
out by thc Foster & Waldo Co. and the Cable
Piano Co.

The new home of the New England Furni-
turc Co., Fiith street and First avenue north,
Minneapolis, will have a commodious, well-
equipped and well-arranged talking machine de-
partment. Charles S. Harris, of the company,
has been visiting around to obtain ideas and has
planned to embody all the latest innovations in
the new quarters., The company handles the
Victor, Columbia, FEdison and other lines of
machines.

The Beckwith-O'Neill Co. is now able to ac-
cumulate a stock of machines and records.
While the latter have been coming along in
goodly quantities they also are going out rapidly
aud the reserve supply is still far short of what
the company wants.

More Edison machines were sold by the Min-
rniesota Phonograph Co. in January and Febru-
ary of the present year than during the cor-
responding months of 1920, says Milton Lowy,

1ts manager. The increase will figure about 30
per ceat. This experience, it may be stated, is
soinewhat unique in Twin City business annals.
laurence H. Lucker, Northwestern distributor,
iudicates that he is satisfied with the jobbing
end of the Edison business. He was fortunate
in not having any large accounts in the sec-
tions of the Northwest that have been hit the
hardest by the wavc of readjustment.

January reports on the Brunswick sales in
this territory show an increase in dollars of 32
per cent, says E. L. Kern, director of the Bruns-
wick-Balke-Collender Co. February also shows
considerably better than the corresponding
month of last year and the Brunswick folk are
completely satisfied with their exceptional suc-
cess in view of the general dislocation of busi-
ness. George M. Nye, manager of the phono-
graph branch, states that the record demand is
growing rapidly.

Samuel ILevinson has succeeded Jay H.
Wheeler as manager of the Pathé department
ot G. Sommers & Co. The Pathé business is
holding its own, according to the reports.

AN OBSERVANT BUYER!

Taiking Machine Dealers in Harlem Are Anx-
ious to Meet Gentleman of Color Who Has
Santa Claus Pockets and Artistic Tastes

A character of former days is reported to
liave returned to and again departed from the
dealers in the Harlem section of the metropolis.
Several dealers on 125th street have received a
call from a gentleman of color, clothed in a long

overcoat, who is said to be a devotee of grand
opera records of the higher price. The more
they cost the better he likes them. In calling

for the record it is said he notices where the
clerk selects the record from. - He is described
as particular and consumes much time in the
selection of his records. Dealers report that
after purchasing one record he departs—with
other records as well which he has dexterously
slipped inio concealed pockets on the inside of
kis long coat. .

OPLEX SIGNS BRING SALES\'

O PLEX Electric Signs have a happy cheerful-
ness which encourages the buying of musical
instruments.

36 KAIL ST.

They are day signs as well as night signs—raised
snow-white glass letters on a dark background.
They have greatest reading distance, lowest up-
keep cost, most artistic designs.

Let us send you a sketch showing
an Oplex Sign for YOUR store.

FLEXLUME SIGN COMPANY

BUFFALO, N. Y.
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NOTABLE CONTRIBUTOR TO THE POPULARIZATION OF ART

Interesting Tribute Paid to the Paramount Influence of the Talking Machine as a Developer

While it is true that the talking machine in-
dustry has made wonderful progress spreading
immeasurable good on every side, yet its posi-
tion as a paramount influence in the develop-
ment of musical knowledge and appreciation
has not been given the recognition that it de-
serves. Consequently it is pleasing to note the
following tribute to the industry which recently
appeared in the Charleston, S. C., News:

“Recent publication of figures on the talking
machine trade serves as a reminder of the won-
derful part which this new factor for human
education is playing in the daily life of the
world. From the tinny, cacophonous talking-
box of comparatively few years ago to the truly
amazing reproducer of human and mechanical
sound is far more than a story merely of the
perfection of a musical instrument. A much
more wonderful phase of it has been the de-
velopment of the use of the instrument, includ-

—
Quality

The
“VICSONIA”

Reproducer

Recognized for its Perfect
interpretation of Edison Disc
Records on Victrolas and
Grafonolas.

Distinction

Fitted with permanent jewel
point.
No loose parts.

Note: The Vicsonia is made |
of Bronze, sand casted and
machined to measurement.
Finished in heavy Nickel or
Gold Plate. Flexible stylus.

Meet the Demand

Serve Your Customers

Sample Model “A” or “B”
Vicsonia will be sent on

receipt of $4.50. Retail price
$7.50.

Note: Model “B” Vicsonia

plays both Edison and Pathe
records.

Vicsonia Mfg. Co., Inc.
313 EAST 134th STREET
NEW YORK, N. Y.

ing the perfection of record-making, the enrol-
ment of the finest vocalists and instrumentalists
in its service, and, last but not least, the world-
wide distribution of machines and records and
the accompanying education of people to en-
joyment of good music.

“The talking machine’s work is not spectacu
lar and does not have a fraction of the attention
that the public bestows on the progress of some
other forms of entertainment or instruction.
That is human nature, too, because the talking
machine being at home, convenient, easy to play,
and inexpensive, is not likely to be so much
appreciated by the average person as, say, the
movies, to see which he has to go to a good deal
more trouble and expense. Yet it is not so
certain that for all that has been written about
the wonders of the motion picture—and it is
wonderful—the educational value of the talking
machine may not prove fully as great in the
long run as that of the cinematograph—perhaps
greater. To begin with, the talking machine
has a far larger proportion of ‘good and a far
smaller proportion of evil than the movie;
again, a far greater .percentage of the total
offered the public by the record manufacturers
consists of genuine art.

“Perhaps the great triumph of the talking ma-
chine is due in largest measure to the excellent
policies adopted and adhered to by all the large
record manufacturers. Although the commer-
cial talking machine is not so many years older
than the commercial cinema, nevertheless the
owners of talking machines were feasting on
the finest in opera when patrons of the movies
still saw horseplay and slapstick as the highest
efforts of the screen artists. Through the talk-
ing machine hundreds of thousands of homes
that formerly knew and cared little about music
have become well acquainted with the composi-
tions of Wagner, Mozart, Beethoven, Grieg,
Tschaikowsky, Chopin, Gounod, Verdi, and
other noted composers of every nation; with
the voices of Caruso and Scotti, Farrar and
Galli-Curci, Alda, Homer and Gluck; with the
violins of Elman and Heifetz, Kreisler and
Powell; with the work of the greatest ’'cellists,
the greatest pianists; with the directing genius
of such leaders as Sousa; with the best comedy
singers. While the motion picture producers
still announce with great emphasis the entry of
a great dramatic star into the movies or the
production of a scenario by a great living
author, it has become the accepted thing that
the best talent in the musical world shall, as
soon as discovered, be recorded for the talking
machine. The talking machine industry has
wrought worthily by lofty standards and has
made notable contributions to the populariza-
tion of art. Its leaders deserve praise and con-
gratulation and their methods and ideals may
-be copied with great benefit by leaders in
cognate fields.”

USING AGGRESSIVE METHODS

Lyall Music Co., Shreveport, La., Closing Splen-
did Sonora Business—Timely Advertising
a Valuable Help in Developing Trade

Sureveport, La., March 5.—The Lyall Music
Co, of this city, Sonora representative, is clos-
ing an excellent business and Mrs. C. L. Lyall,
owner of the establishment, is enthusiastic re-
garding the progress that the store has made
with the Sonora line, which it handles exclu-
sively. From a very small beginning the Lyall
Music Co. has grown to be one of the most
important music establishments in this city, and
whereas in the beginning an order for a few
Sonoras was quite an event, it is not unusual
at this time for the firm to take a solid carload
on one order.

Recently the Lyall Music Co. carried large ad-
vertisements in the local newspapers, reading as
follows: “Eight Sonoras in 1918—now by solid
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BLANDIN

IT is indeed gratifying
that music lovers
should so promptly as-
‘sign the Blandin Phono-
graph the leadership in
musical re-production.

A comparative demon-
stration In your store
will reveal Blandin
qualities heretofore un-
known to you.

Racine Phonograph Co., Inc.

RACINE, WISCONSIN.

carload. Qur first shipment from the Hessig-
Ellis Drug Co., Memphis, Tenn., on February 23,
1018, consisted of eight phonographs. To-day
we order these machines by the carload.”

The success of the Lyall Music Co. may be at-
tributed to the able salesmanship of the organi-
zation, headed by Mrs, Lyall, and the fact that
the company has left nothing undone that might
add to the public’s appreciation of the Sonora.

VISITORS AT NEW YORK OFFICE

Among recent visitors to Aeolian Hall were
H. D. Felix, of Schuylkill Haven, Pa., who was
recently appointed a Vocalion dealer; A, E.
Stone, of the Parker-Gardner Co., Charlotte, N.
C, and A. T. Sayward, of the M. Steinert &
Sons Co., Boston.
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ARTIST WRITES HIS OWN REVIEW

Reinald Werrenrath Proves Himself a Writer
as Well as a Singer—Famous Victor Artist
Tries to See Himself as Others See Him

After a most successful concert in Louis-
ville, Ky., Reinald Werrenrath, popular baritone
and a celebrated Victor artist, was invited by a
newspaper of that city to write his own review.
Taking his pen in a firm grip he wrote:

“You see, I never would have gone to hear
this bird Werrenberg, or whatever his name is.
hes a wop or something, if Loo hadent got stuck
on a record she hird last Summer when she was
to her folkes in Guthrie, only God knows where
they get the coin to buy such tripe. They always
sponge on me every time they get a chanct.
Well, I coffs up four good iron men plus a
war tax, although there aint no more war, and
we goes to the consert as it is called, L.oo look-
ing like $1000000 and e all dressed up like a
plush hors. e set around awhile with a lot
of fokes that seemed to know why they was
there. Tlke men had mostly forgot there vests
and the women had mostly forgot a lot of front
and back. Well, this guy comes out at last tall
and skinny with his shirt stikking out in front
like he was proud or something, followed buy a
little red-headed-what-there-was-of-it feller, and
the crowd begins to clap and stomp before he
opens his face. Whats the big idear, I says to
Loo. Shut up you poor sap, she says clapping
ker hands so hard she bust a new pr. gloves |
bot her only last Oct. when she was to Nash-
ville. Thats to let him know were all with him,
she says. Is that so, I says, if thats the case Im
dum as a oister becaus Im off him, the big stiff.
After the crowd stops there noyse Red begins to
tease the ivorys, and, the big bum starts in.

‘“Was he good? Well, yes and no. The 1st
song wasent so rotten. It was about a guy who
wants his dame to get up and rush the growler
for him. He says hell take creem and if thers
no creem hell take beer. Hes foolish just like a
fox, only a swell chanct hes got to get beer

A

Do You Throw Money Away?

RENE MFG. CO.

It is not a popular pastime—but still it is
unconsciously done by many who just don't
know that Repair Parts can be bought for less

RENE MADE SPRINGS AND PARTS LAST LONGER
COST LESS

Montvale, N. J.

these days after what themn prohibition guys did
to us. I know where he could get a good shot
o1 hootch right in Louisville too, but beer, nix.
Anyway this Werrenstein sings some more and
[ don’t make it. Whats he doing, I says. Thats
Italian says Loo and shut up, so 1 get sore and
shuts up. Well to make a long story short he
sings or thinks he does, the big stuffd shirt;
and Red plays and the crowd claps there hands
and I says to Loo, 1 gotta smoke and she says
ite all right with nie and stay as long as you
want.

“So I beats it out in .the street and finds I
lcft my strikes to home, so I asks a guy would
he lend me one and he does. He says what
do you think of the consert and I says rotten.
Szme here, he says who told that big rummy
he could sing anyway. I never did and I never
will, | says and then the guy, not Werrenrash—
the guy in the street, says your all right and
gives me a hole pack of strikes. He says my
name is Coals and I the Louisville Conserva-
tory of Music and if you want singing lessons
Ill give them to you free. Not for mine, I says.
If I cant sing right now a lot better than that
big stew inside 1 hope I never drive another
taxi. A little chicken trys to hold me up for
a tikket when I come in, but nothing doeing.

“The big slob on the stage is singing right

along as il he dident care where I was, and
say I gotta hand it to hilm on one song he sung
as I blue in the dore something about donna and
the stars and hills and streemms and everything.
It sure was a bird of a song and when I slides
in with Loo again she dident see I set on her
new lid becaus her eyes were full of teers.
“Whats the idear I says. She says you would-
ent understand, and I lets it go at that. Well
to make a long story short he keeps on singing.
and the guys in the seats keeps on claping and
1 says come on Loo well have a Coco Coler and
go home. Wasent it beautiful Loo says and 1
says 1t may of bin but it was over my head.
What does that bird get for his troble? More
than you make in a month you poor cluck, Loo
says. Pretty soft I says, but if I gotto were
trick close and no vest and come my hare back
with a fork like that wop Ill stick to the taxi.”

USE ORNAMENTAL LOBBY EFFECT

ELyria, O., March 8 —Herbert Day & Sons are
completing extensive alterations to their talk-
ing machine warerooms in this city, which will
add materially to their attractiveness and ef-
ficiency. An entirely attractive and ornamental
lobby effect has been made and seven Unico
demonstration rooms have been installed.

183 CHURCH STREET

BELL HOOD
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ctories: Newark, N. J. Elyria, Ohio Putnam, Conn. Springfield, Mass. Kitchener, Ont.
Branch Offices: Chicago, lll. Toronto, Can. London, Eng.
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Get the swing of this native Orquesia Argentina—
piano, two violins, two flutes and a bandoleon—on
this month’s Columbia Novelty Record.
Sadness” is a native tango, “Delfos” a waltz. They’ll

Columbia Graphophone Co.
NEW YORK

“Song of

WILL MAKE RECORDS ON COAST

Art Hickman to Make Series of Records for
Columbia Graphophone Co.—E. N. Burns in
Charge of Recording in San Francisco

San Frawncrsco, CaL., March 2—Art Hickman,
the famous musical director of the Art Hickman
Orchestra, exclusive Columbia artist, is making
arrangements for an exhibition of record mak-
ing that will undoubtedly attract considerable
attention. Mr. Hickman is also assistant man-
ager of the Hotel St. Francis, and after exten-
sive tests and investigation he selected the Borgia
Room at the Hotel St. Francis as being acous-
tically perfect for recording purposes. The re-
cording will be under the direction of E. N.
Burns, vice-president of the Columbia Grapho-
phone Co., who is at present in San Francisco,
accompanied by A. L. Hausmann, recording ex-
pert.

The necessity for absolute silence in the re-
cording laboratory has made it necessary for
Mr. Hickman to exclude large audiences, with
the exception of one test to which invitations
have been extended to Mayor James Rolph, Jr.,
Chief of Police Daniel O’Brien and a limited
number of prominent officials.

Thomas J. Coleman, manager of the Hotel
St. Francis, has granted the Columbia Grapho-
phone Co. the use of the Borgia Room during
the test period and thirty or forty numbers will
be recorded during the month. Mr. Hickman,
who has a two-year contract with the Colum-
bia Co., is famous the country over as one of the
greatest orchestra directors of the present day
and his Columbia records have met with a
phenomenal sale.

CO-OPERATES WITH MANUFACTURER

Newark, N. J., March 5—The U-Sav-Your
cleanser and dressing, manufactured by the
U-Sav-Your Mfg. Co., of Warren, Mass., was
featured on the inside of a cover which L. Bam-
berger & Co., the big Newark department store,
attached to the recent list of Victor records
which they distribute. Under the heading of
“How to Care for Your Phonograph” they
state the many merits of the U-Sav-Your dress-
ing and announce it for sale in the talking ma-
chine department on the sixth floor. It is re-
ported that this publicity had a decidedly favor-
able effect upon the sale of U-Sav-Your in this
department store. '

PORTABLE PHONOGRAPHS IN FAVOR

PumapeLpHIA, PA.,, March 6—The Cirola Dis-
tributing Co., of this city, has added many new
dealers to the list of retailers of the portable
pbhonograph of the same name. An energetic
sales campaign is under way, and under the
direction of G. D. Giacomo, president of the
company, the sales staff of the company will
be increased and an intensive cultivation of the
territory will follow so as to capture a big Sum-
nier business.

REORGANIZING THE WONDER CO.

H. Radt Retires as New York Representative
and Is Succeeded by G. L. Jones

H. Radt, former stockholder and New York
representative of the Wonder Talking Machine
Co., 105 East Twelfth street, New York, with a
factory in South Norwalk, Conn., recently sev-
ered his connections with that concern.

The Wonder Co. is undergoing reorganization
aud plans are being prepared to greatly increase
the production of the talking machines manu-
factured by this organization.

H. B. McNulty, the president of the com-
pany, will continue to make his headquarters in
South Norwalk, Conn. G. L. Jones has been
appointed manager of the New York offices,
which will be continued at the same location.
All the stockholders of the organization are now
residents of South Norwalk, Conn,

EDISON ARTISTS IN OHIO

Youngstown, O.; March 1—Under the auspices
of the Homer S. Williams Co., Glen Elli-
soi, the famous Scotch baritone, assisted by
Alta Hill, both Edison artists, gave a most
pleasing concert Thursday night, February 24,
in Masonic Hall.

The following Sunday night the artists ap-
peared in person at a concert at the Union
Opera House, New Philadelphia, O., under aus-
pices of George E. Buss, Edison dealer there.

BECOMES EMERSON REPRESENTATIVE

S. W. Goldsmith to Look After Emerson Inter-
ests in State of Ohio

Corumsus, O., March 3—S. W. Goldsmith, vice-
president and secretary of the Goldsmith Music
Store Co. for the past eighteen years, has been
appointed wholesale distributor for the State of
Ohio for the' Emerson Phonograph Co., Inc.
Associated with Mr. Goldsmith in business is
S. M. Hyneman.

The new company occupies the first floor and
basement at 36 West State street, which they
use as office, display room and record stock
and shipping room. A stock of Emerson phono-
graphs is kept ready for quick shipment at the
W. Lee Cotter Warehouse Co.

James W. Pommer, of Albany, N. Y. and
Charles Usher, of Brooklyn, N. Y., experienced
phonograph salesnien, are representing the new
company in this territory and report that con-
ditions are satisfactory.

IN FINANCIAL DIFFICULTIES

A petition in bankruptcy has been filed against
the Binger Co., 43 West Thirteenth street, New
York, by these creditors: William Berg, An-
drew C. Frommelt, Paterson Typewriter Ex-
change. Judge Manton appointed Jeremiah F.
Connor receiver under $10,000 bond. Liabilities
are said to be $300,000 and assets estimated at
$200,000.

OKte» Records

Artists of distinctive qualities are heard

on OKJ\, Records.

We are prepared to sign up and
take care of new dealers.

We offer a proposition that is of
advantage and interest to you.

Whrite today for particulars.

1103 Olive Street

ARTOPHONE COMPANY

St. Louis, Mo.
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New Unico Establishment—E. Paul Hamilton, Inic., Baltinore, Md.
Talking Machines and Records are sold at prices standard throughout your community—therefore, your salvation
lies in Superior Service. : =
When the Talking Machine Merchant reaches a determination to give lus patrons the Maximum in Efficient
Service, he has won half his battle to make his store the leading establishment in his Community. When he
decides to install the Unico System—7The Standard Musical Merchandising System of the World—he wins the
other half. .
" This has been proven by 1750 dealers who have installed Unico Equipment, a quality product, fairly priced.
Unico Service functions with surprising rapidity. Unico Demonstrating Rooms, Counters, Record Racks and
Decorations are available in twelve designs and standard finish for /inmediate Shipment. E—
Unico Traffic Service expedites transportation to your establishment in minimum time.
Unico Installation Service provides speedy and satisfactory erection in your store, cémplete and ready for use.
Wire, write or phone today to our nearest office. Your problem will receive immediate expert attention.
Unico Construction ’ BN Unico Designs
is patented. 2NI009)s are patented.
& ‘
NEW YORK Rayburn Clark Smith, President CHICAGO
299 Madison Ave. 58th Street and Grays Avenue Willoughby
Corner 41Ist St. PHILADELPHIA Building —
ey .
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possmumes o/ TALKING MACHINE

[Editor’s Note:—This is the fifth of 2 new series of
articles by William Braid White, devoted to the various
interesting opportunities which prevail in the domain of
education for the retailer of talking machines. The subject
is one of great interest and we commend these articles to the
consideration of all who are devoting attention to the featur-
ing and developing of the musical possibilities of the talking
machine.]

OLD STUFF THAT IS NEW

Now that things are gradually clearing up and
the business atmosphere throughout the coun-
try is becoming less and less murky, business

ien are recovering their health and spirits, as it
were, and are beginning to sit up and take notice.
The talking machine trade is able again to take
a little nourishment. But if the period of con-
valescence is to be not only interesting to the
spectators, but easy to the patient, it is obvious
that some sort of regimen must be prescribed
and that the imimediate future activities must
be conducted according to some sort of a rule.

The Raison d’Etre

It is absurd to suppose that the talking ma-
cliine appeals to its purchasers as a piece of
furniture or as something to put in the home to
be looked at. It is part of the idea of the talk-
ing machine that it should be used more or less
constantly. The music it gives, which means in
another sense the records to be bought for it,
constitutes the raison d’etre of the machine, and
it is wholly absurd to suppose that anything but
the enjoyment of wanted music can form the
basis of the idea in the prospective purchaser’s
niind.

That being so, one is tempted to ask why
dcalers in talking machines throughout the coun-
try do not show more interest in the musical
side of the machine. Of course, large merchants
throughout the country, as may be seen by con-
sulting the reading columns of this magazine,
are doing admirable work in pushing the music
side of the business before the people, but the
larger merchants do not comprise the greater
part of the trade. It is the small dealer, the
man in the small town or city, who has a small
store and a few machines, who, collectively, con-
stitutes the big end of the business. It is this
man who holds in his hand the destiny of the
talking machine business. It is he who can make
or mar the annual output of talking machines
and records. Individually, perhaps, he cannot
do a great deal, measuring effort in figures, but
i the aggregate he swings the balance up or
down and controls the situation.

A Word to the Smaller Merchant

This is why I must to this man definitely ap-
peal. It is to him that I must now speak. The
talking machine business at this moment needs
only one prescription to restore it to immediate
health. The prescription it needs is one which

SISLIS SIS S Yt

PR P72l 7 277 227 ik SRk 4.

Z

WHOLESALE

anybody can casily apply and which is bound to
be immediately cffective. That prescription is
“Music.” Lect “Music” become thc slogan of
every talking imachine merchant in thc land and
busincss will at once begin to pick up.

Is this practical stuff or is it mere theory?
us consider for just a momnent.

The Life of the Business

In the first place, music is the whole mean-
ing, the whole significance of the talking ma-
chine. Take away music from the idea of the
talking machine and you take away its life. The
person who buys a talking machine does not buy
a machine. He or she buys the means for get-
tiug music in the home; that is to say, music.
That is the object of the purchase and the sub-
ject of the sale—music.

Now, if the people stop buying talking ma-
chincs that can only be because they have tem-
porarily lost the realization that the talking
machine is the popular means to music par
excellence. It cannot possibly be that the peo-
ple don’t want music any more. That is ab-
surd. The people do want music and in every
line of musical endeavor therc is throughout
the country a greater stirring of activity than
ever before.

1f, then, the people stay away from the talk-
ing machine store this can only be because they
do not see quite clearly enough what the talk-
ing machine will do for them. Secondarily,
it 1s becausc many of thcm have bcen infected
by the gencral feeling of pessimism and have
been holding off.

The second of thess conditions disappears as
soon as the first has been visualized and un-
derstood by the merchant. The people require
ouly some honest stimulation. That stimulation
is to be had only from the plain recognition, as
a basis, that it is not talking machines which
arc sold, but that the sale of a talking machine
is only the form in which is wrapped up the first

Let

of a long series of sales of '‘music.”

That is what the merchant who is going to
make a success this year ought to realize quite
ciearly. He ought to recognize distinctly that it
is music which his customers want to buy. When
he thinks of that, and of that only, he will wake
up, reform his advertising and selling plans and
get out after business in a different spirit.

Renewing the Spirit

Now is the time when the whole spirit of ad-
vertising and selling should be renewed. Every
merchant whose busiqcss means anything to
him ought to survey his store and figure out
how he can use it to better advantage in bring-
ing to the pcople of his community the beauty
and desirability of talking machine music.
There are numcrous methods, and many of

‘\V///////////////I///////////I/////////////I////I/I////I//////I//I/////I///////////////////////////////////////I///////////////////////I//////////////I////////////////////////////I//////I/////////////////////I////I//I///I///////////I///"///////\‘

VICTOR DEALERS of OHIO, INDIANA, MICHIGAN

Toledo is the third-largest railroad center in the United States.
We can reach you with direct freight and express service.

THE TOLEDO TALKING MACHINE CO.

TOLEDO, OHIO

His Masteps Yo
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them havc already been worked out cffectively
by the great manufacturers. I need not go into
details in striving to tcll the dealer in Victors,
Ldisons, Columbias, Brunswicks and other well-
known machimes that the promotion depart-
ments of these great companies are only too
eager to assist the retail men in promoting the
music side of his business. Let us consider one
or two “‘stunts’” that the merchant can “pull off”
which will increase his profits and double his
prestige in short order,
Some “Stunts”

In a small community nothing is more popu-
lar than niusic in the schools. A clever dealer
in a commuuity where school music is not yet
well developcd can study with profit the won-
derful educational work of the Victor Co. and
can himself, as a volunteer, undertake to intro-
duce it along the simplest lines into the schools.
A series of concerts, using educational records,
given in the schoolhonuses in turn, utilizing some
period of recrcation or recess, will serve, if prop-
erly advertised, to bring pleasure to hundreds
of children and to engrave the dealcr’s name so
dceply on their hearts that every parent will
hcar and remember it.

That is only one thing. In just the same way
it would be quite easy to give a weekly con-
cert in the Y. M. C. A. Building, properly ad-
vertised. And there are many other ways in
which the name of the dealer, the job he is pur-
suing can be brought home forcibly to the hearts
oi every man and woman in his community.

Every church, every lodge almost, every so-
cicty of any kind in a small city is always glad
of opportunities for good musical entertain-
nient. Let it be known that the opportunity is
there and it will not he neglected.

Not “Old Stuff”

All this sounds like “old stuff,” but it is not
old stuff. It is in reality very new stuff. It is
this because dealers do not practice it. Dealers
cannot say that they have pushed music in the
talking machine busincss. They have sold their
rniachines as furniture and they have let the
records take care of themselves. There is one
way to cure that. That way is to saturate every
man, woman and child in the community with
the knowledge that Mr. Dcaler has music to sell
and is willing to let any respectable person sam-
plc his wares free.

Our slogan must be, “Every family a talk-
mg machine owner; every talking machine
owner a record buyer.” But to make this prac-
tically possible we must hook up the magic of
music to the consciousness of the prospective
buyer. Let the talking machine store cease to
be called that, and instead be called a “music”
store, and then we shall see something.
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FACTORY WILL PRESS RECORDS

U. S. Record Mfg. Corp. Equipped to Press
Records in Quantities—Contracts Now Being
Closed Will Keep Factory Very Busy

The United States Record Mfg. Corp., whose
plant is located in Long Island City, has advised
the trade that it is prepared to press ten-inch
talking machine records in substantial quantities
and is also equipped to furnish high-grade rec-
ord stock to those concerns whose facilities do
rnot permit of their mixing their own stock. The
plant is equipped with the most up-to-date ma-
chinery for the manufacture of high-grade rec-
ords in quantities and good-sized orders have
aiready been received from record companies
who are desirous of taking advantage of the
company's extensive facilities.

The manufacturing staff of the United States
Record Mfg. Corp. includes a number of men
who are thoroughly experienced in every phase
of the record industry and who have made a
special study of record pressing. The splendid
machinery equipment installed in the plant will
enable the company to give maximum service
and co-operation to its clientele and the orders
received to date indicate that the plant will be
ke pt busy during the year.

NOTED VISITORS AT UNIT PLANT

Members of Salesmanship Course at Victor Fac-
tory Much Interested in Production at the
Spacious Plant of the Unit Construction Co.

PHI1LADELPHIA, Pa., March 9.—On two different
occasions the members of the salesmanship
course of the Victor factory in Camden visited
the large plant of the Unit Construction Co. in
this city. One delegation consisted of the male
miembers of the class, the other of the ladies.
Both groups were much interested in the entirely
modern manufacturing methods employed in the
production of Unico equipment. Rayburn Clark
Smith, president of the company, welcomed the
guests and under the guidance of the execu-
tives of the company they were taken through
the factory from top to bottom and each in-
teresting process was carefully described. The
aimost human machinery and the efficient man-
ner in which each process is related to the
other earned enthusiastic commendation. Much
interest was also evidenced in the extensive
welfare work conducted by the Unit Con-
struction Co. in the interest of its many em-
ployes. The men were entertained at luncheon
in the model restaurant at the Unico plant and
afternoon tea was served to the ladies.

Intensive selling develops the most sterling
qualities of Americanism if carried on under the
American rule for all sport—fairness.

There is much incitement in real salesman-
ship—for yourself. your honesty, perseverance,
optimism, courage, loyalty and religion.

Window Displays

that make the dealer glad to put
them up—and, when set up, sell
goods from the window, are being
created and lithographed for the
great national advertisers as well as
those whose approprlatlon 1S more
modest, by

EIN/ON LITHO
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Executive Offices and Art Studios
71 West 23rd Street, New York, N. Y

Factory and Plant
327 East 29th Street, New York, N. Y.

VICTROLA AT STATE CONFERENCE  senting schools in all parts of the State, attended
in large numbers. Before this large audience
Music Supervisors of California Meet in Sacra- the school Victrola had a prominent place and
mento and Hear Addresses by Mrs. Agnes M. received some very waluable publicity. The
Fryberger in Conjunction With Victrola Victrola used was furnished by the local branch
of Sherman, Clay & Co., Victor dealers.

COLUMBIA ARTISTS IN AKRON, O.

Marion Harris, Saxophone Sextette and Yerkes’
Orchestra Give Concerts in That City

SacramENTO, CaL., March 3—Mrs. Agnes M.
Fryberger, one of the prominent speakers be-

ArroN, O., March 1—Under auspices of the
Standard Music Co. here Marion Harris, the
well-known Columbia artiste, with the Columbia
Saxophone Sextette and the Yerkes’ Novelty
Orchestra, gave a concert which proved one ot
the most enjoyable musical events of the season
for Akron music lovers and the attendance was
evidence that Columbia artists have many loyal
supporters in Akron. In the afternoon the Sex-
tette gave a concert in the parlors of the Stand-
ard Music Co., on South Howard street. The
artists are now concluding a most successful

School Victrola in Senate Chamber, Sacramento

fore the State conference on music, held in the
Senate chambers here for two days recently,
used the school Victrola to good advantage in
explaining its part in the school educational
system. Supervisors of music from all parts
of California were present. Women prominent
in the Parent-Teacher Association work, repre-

tour of the mid-\Vest, and after playing at
Erie, Pa, and several other cities in western
Pennsylvania they will return to New York.
Record sales were stimulated by their presence
here, according to the retail Columbia dealers.

Two sales every day beat ten sales every once
in a while and beat them by a big margin.

HINGES
LID SUPPORTS
NEEDLE CUPS

WEBER-KNAPP CO.

WE DO NOT MAKE MOTORS

But we can supply you any other Phonograph Hardware or Fittings

Let Us Make Your
KNOBS
TONE RODS
DOMES OF SILENCE

Jamestown, N. Y.

AUTOMATIC STOPS
DOOR CATCHES
NEEDLE RESTS
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INTRODUCES $5,000 MODEL

Sonora Phonograph Co. Adds Magnificent In-
strument to Period Line—Superb Cabinet
Work a Feature of This Artistic Design

The Sonora Phonograph Co. made an impor-
tant announcement recently to the effect that it
had added to its line of period models a new

= e e

The Sonora $5,000 Model
instrument which will retail at $5,000. It is
named the “Bardini” and 1s one of the finest
instruments that has ever been offered to the
talking machine trade.

An illustration of the Bardini is shown here-
with, but the black and white reproduction hardly
does justice to its remarkable beauty. The mag-
nificent cabinet is hand-carved and the designs
are replicas of famous originals.

The technical description of the new Bardini
model is as follows: Wood, polychrome; cabi-

net, width 44 inches, height 72 inches, depth 24
inches, antique gold trimmings, second half XV1I
Century, after the manner of cabinct in Bardini
collection at Florence; motor, extra heavy,
triple-spring motor, gold-plates, plays ncarly
forty-five minutes, or fiftcen ten-inch records,
with one winding; motor meter, automatically
indicates at all times number of records that can
be played before rewinding is necessary; tone
passage, continuous all-wooden tone passage
from sound box to end of tone chamber; tone
arm, with appropriate carving, made under
scientific principles of wood throughout, play
ing all makes of disc records; tone modifier
pcrmits regulation of tone from full to subducd
without interfering with quality; automatic stop
thoroughly reliable, operating with one simple
setting; needles, Sonora semi-permanent, dia-
mond and sapphire; certificate of guarantee,
broad in scope, emphasizing manufacturer’s con-
fdence in product.

OPERAPHONE CO. TO WITHDRAW

Now Winding Up Affairs and Will Cease the
Manufacture of Records

The Operaphone Co., Inc, which has for a
number of years manufactured the Operaphone
records and whose factory and executive of-
fices are at Creek and Meadow streets, Long
Island City, N. Y., is winding up its affairs and
will shortly withdraw from the record field. It
1s understood that a large talking machine com-
pany is now negotiating for the matrices and
other manufacturing equipment and will doubtless
take over the activities of the Operaphone Co.

GOOD REPORT FROM PENNSYLVANIA

J. C. Biekarck, a Vocalion dealer of Warren,
Pa., visited Aeolian Hall ;ecently just before
sailing for Europe, where he is going to visit
his mother, whom he has not seen in thirty-one
years. He expects to return to the United

What More Can You Ask

All the features that go to make a talking
machine Profitably Salable you will find as
regular equipment of Magnola: “ Built by
Tone Specialists.”

'm«f/wla
Tutking
Thwchine

Viatching the Music Come Out

Complete description of all these features is
to be found in our handsome illustrated
catalog, which we should like to send you.
May we? Ask us to tell you our plans
for your benefit!

MAGNOLA TALKING MACHINE COMPANY
OTTO S8CHULZ, President

General Offloes Bouthern Wholesale Bransh
711 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA, QA

States in May. Mr. Biekarck reported that
conditions in his section were improving stead-
ily, and was enthusiastic regarding the Vocalion.

SERVICE BEGINS AFTER THE SALE

When a man pays you for your time it is no
sign that he pays for nothing else. Service be-
gins after the sale.

CLEAAIIS 4 200m so00

MIRROR-LIKE FinNrsH
FURNITURE
pPlanos
WOOOWORK
FLooms
AUTOMOMNILES &
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MIRROLIKE Q&G (O

Satisfactionand Performance Above All

A wonderful performance, successful to the
last degree, has created for Mirrolike Products
a country-wide demand.

Extensive advertising—plus merit—makes it
easily the foremost polish in the field.

Dealers who consider the customer’s interest
and satisfaction will establish a very profitable
business by carrying Mirrolike Polish.

Superior merit has attained the huge success of
Mirrolike.

Special Dealer Display Stands—Elaborate
Dealer advertising matter—furnished free.

Your business card or letterhead will bring
full size sample and full particulars to your
store.

Put up in attractive cartons. All sizes, 4 oz.

to 1 gallon.

For shine—our only rival is the sun.

Mirrolike Mfg. Co., Long Island City

8th Street, Near Jackson Ave.
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| USINESS CONDITIONS SHOWING SIGNS OF IMPROVEMENT-

Review of General Conditions Issued by Chamber of Commerce of the U. S. Points Out Evidences
of Returning Activity in All Lines of Trade—Hard Work Will Assure Prosperity

WasHingroN, D. C, Mareh 5—Business condi-
tions will improve from now on, says Archer
Wall Douglas, chairman of the Committee of
Statistics and Standards of the Chamber of Com-
merce of the United States, in his monthly re-
view of business recently issued.

“The most convincing evidence that we are
on the high road to reeovery,” Mr. Douglas says,
“is found in the universal report brought by
traveling salesmen from every section of the
eountry of steadily growing sentiment that ‘busi-
riess will be better in the Spring’—not a sudden
return to prosperity, which is neither likely nor
desirable, but a slow and natural working out of
those processes of liquidation which are now in
full operation.

“There are few who are more responsible than
these same traveling salesmen for the growth of
this healthy sentiment, whieh, in effeet, is the
recognition of the inherent soundness of the sit-
uation, and that the remedies for it lie largely
i eonstructive action. Not only is sentiment
improved, but there is definite inerease in the
volume of business done.- It is not a very great
increase, but, as Mercutio says, ‘'Twill do,” for
it foreeasts the beginning of better days.
Farmers are gradually bringing their produce
to market. Bankers are slowly ‘loosening up’
and extending to farmers and dealers money
aund credit, the two vital factors needed to re-
store the situation. In the tobaeco districts of
Kentucky, where the deadloek between sellers
and buyers seemed unbreakable, there are in-
creasing reports of agreements made and sales
consummated.

“Despite the general story of farmers with-
holding their products there is daily a steady
stream of grain and live stock coming to inar-
ket, not in full volume, but enough to assist in
alleviating the situation. Shipments of early

fruits and vegetables from California and the
South are running heavily, some 10,000 cars per
week, thus distributing much-needed cash among
the growers. Caution and conservatism are still
universal among merchants in buying and most
orders are restrieted to immediate wants for
keeping up assortments.

“Out in the world of eold, hard facts few take
nwch stock in the current prophecies of the com-
ing of a new prosperity at.any specific date, nor
yet in those mystic charts which foretell when
declines will cease and business resume its up-
ward march. For it is perfectly obvious that
prices have not reached bottom in all lines, and
even a Wall Street lamb does not buy heavily
on a falling market. The general thought in-
clines to early Spring, March or April, as the
dzte when distinctly definite improvement will
set in, though in many parts of the Cotton Belt
the belief is that June is early enough to expect
a decided change. Yet scarce any believe that
present conditions will prevail throughout the
year.

“All are agreed that the only way to hasten
matters is by the general exercise of the homely
virtues of hard work and economy.

“The South intends to illustrate this theory
in a very practical fashion this year by raising
the eheapest cotton erop in years; a crop grown
cn a ‘cornmeal and syrup’ diet system of ex-
pense. Also farm labor everywhere will be
cheaper this year and improved farm machinery
is decreasing the cost of production and increas-
ing efficiency per man.

“Production is now, and will eontinue to be, the
dominant factor in the business situation. Yet
it must be accompanied by intelligent fore-
tl.ought as to adequate distribution of the thing
produeed. Last Summer a large proportion of
ihe garden truck erop in a section of the Rio

Grande Valley was a dead loss to growers be-
cause of lack of cars. Somewhere there has
been lack of co-ordination between production
and transportation.

“"A recent expression of opinion by a num-
ber of’representative business men throughout
tlie country brought out the significant fact that
tliey were not so much concerned about the
problems of labor, material, prices, transporta-
tion and collection on the whole as they were
with the question of sales. In other words,
when demand starts up the whole tangled
economic skein will begin to unwind like the
nursery rhyme when the butcher began to kill
the ox, and the ox began to drink the water,
then the pig at the other end of the rhyme began
to get over the fence and the woman got home
that night.

“While unemployment is still large, there is
niore work and less idleness on the whole in
industrial sections. The lessened produetion in
manufacturing has naturally resulted in de-
creased output of coal. Also in the oil fields
there are falling prites accompanied by eutting
down the output.”

TWO MODELS ADDED TO LINE

Sacinaw, MicH., March 5.—The Brooks Mfg.
Co., manufacturer of the well-known Brooks
automatie repeating phonograph, has added two
new models to its line, and Brooks dealers are
evincing keen interest in these additions. The
company states that its sales the past month
have attained a marked improvement and that,
jrndging from all indications, business condi-
tions are growing better day by day. New
agencies arc being established in the leading
trade centers and the exeeutives of the company
are making every effort to co-operate with their
cdecalers in developing Brooks sales in their own
territories.

Lots of men expect opportunity to carry a
letter of introduction.

\\ * Plays All Makes of Records

THE NEW MODEL E

/ GARFORD PHONOGRAPH

The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTITY

New Model ““E’’ Garford Phonograph

' . Write for Proposition

\ The General Phonograph Mfg. Co.
ELYRIA, OHIO
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Superior Tone Quality
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When the talking machine has become a
fixture 1n the home and the shelves are
filled with records, the ments of the fibre
needle become most strkingly evident.

They mean an mstrument stll with a
voice, with all the ongmal charm of 1ts
music retained.

Think what this means in the greater
popularization of the talking machine!

—And the continued sale of records, year
In, year out!

HALL MANUFACTURING CO.

(Successors to B & H Mfg. Co.) - \
33-35 W. Kinzie St., Chicago, Ill.
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NEW UPRIGHT PERIOD MODEL VOCALIONS INTRODUCED

Ten Handsome and Authentic New Period Styles Just Placed on the Market by the Aeolian Co.—
Notable Additions to Present Line of Standard Upright Models

One of the surprises of the new year in the
talking machine field is the new line of Vo-
calions just put on the market by the Aeolian
Co., and consisting of a series of ten upright

Period Model: Florentine
period styles of unusual .attractiveness. The
announcement of the new style is regarded as
particularly important in that the introduction
of the new line is said to represent the first
serious attempt to offer a full range of period

n;odels of tatking machines in upright cabinets.

In the matter of attractiveness and case
design, it is only necessary to state that these
new products are fully up to the Aeolian Co.

(- =

Period Model: Jacobean
standard in those particulars., In producing
these fine models of upright period styles the
thought was to meet the requirements of that
portion of the public who think of phonographs
in upright terms because they have been

trained for years to look for upright models,
and are inclined to favor models that occupy
only a limited space.

The new Vocalion upright period styles are
offered in ten different models—each replete
with ‘“period personality” and each a faithful
reproduction of the spirit of the times in its
dccorative treatment.

Of particular interest and attractive design is
the Jacobean, a beautiful :example of this period,
finished in shaded walnut, the panels imme-
diately, below the top being of burl redwood,
shaded to a deep rich brown. There is a sturdi-
ness about Jacobean characteristics that is well
exemplified in this case and is followed out
to the finest detail—even to the handles on the
doors.

A complete contrast is the delicate grace of
the Florentine model—illustrating the technique
of Italian styles at a time when they repre-
sented world leadership in arts and crafts. The
decorations are in polychrome or walnut finish,
in which the greatest taste has been used, re-
sulting in an artistic whole that would lend a
touch of distinction to any attractively finished
room.’

Simplicity bordering on austerity marks the
Hepplewhite model, 1769-1820, which is not
shown. The beautiful mahogany case makes the
exquisite workmanship the more apparent and
makes it possible to introduce this style in a
living room in which several different furniture
periods are represented. The prices of the sev-
eral new upright period models range from $300
to $600.

NEW BILLBOARD CAMPAIGN

Redfield & Fisher, advertising agents, with
headquarters in New York, have introduced a
billboard advertising campaign for Victor deal-
ers exclusively which is meeting with consid-
erable success. Quite a number of Victor deal-
ers have arranged to use these displays regu-
larly during 1921 and the agency is co-operat-
ing with the dealers in every possible way.

Style K4—Top 4034"x22"; Height 35"

Retail Price

$150

throughout the year.

Office, National City Bank Bldg.

Style K5—Top 41"x22%4"; Height 35"

LAUZON QOUALITY

The foresighted merchant with a hand on the pulse of public demand will immediately perceive
the opportuneness of the above popular priced consoles.
Lauzon quality assures honest value and the price is a 1921 proposition calculated to build sales

MICHIGAN PHONOGRAPH CO.

Phonograph Division, Lauzon Furniture Co.

GRAND RAPIDS, MICH.

Factory, Monroe avenue and 6th street

$160




MarcH 15, 1921

THE TALKING MACHINE WORLD

75

WORTH-WHILE HINTS ON CANVASSING

Practical Suggestions Offgred by Collings & Co.
to Help the Talking Machine Dealer

The following excellent article on canvassing
as a means of getting and increasing retail
talking machine business appears in the March
issue of The Record, published by Collings
& Co., Victor distributors of Newark, N. J.
The suggestions offered are so good that they
are well worth passing along for the consider-
ation of talking machine dealers in general.

“Any dealer who hopes to increase his volume
of business during 1921 knows by this time that
he must resort to methods which were natural-
ly inapplicable during the shortage. @We have
learned of dealers who are advertising, for the
first time, in newspapers and other good pub-
licity mediums, with constant regularity; some
are employing outside-men to make a syste-
matic canvass; here and there we find retailers
mailing prospect letters as a business stimulant
and there are a few, we fear, who are trusting
to good fortune to pull them through. Hap-
pily, the latter class is so far in the minority
that their inconspicuousness is pronounced.

“Canvassing 1is certainly very timely and
should be a part of your program for increased
business. It is a subject which requires con-
siderable concentration. Only by a well de-
fined campaign can this procedure be of prac-
tical value.

“One of our very aggressive dealers related
his experiences in canvassing and his ideas were
of such constructive value that we believe every
dealer can profit by them. He is of the opin-
ion that preparatory fo a canvass the homes
to be visited should be circularized with pros-
pect letters. These act as an entree and ac-
quaint the party to be visited with the purpose
of your business and the name of your company.
Then when your representative calls his chances
of an interview are greatly augmented as the
letters are bound to create both confidence and
an interest in your proposition.

“The selection of reliable men or women to
canvass is highly important. If possible it is
best to get some one with experience in this
work. They must be hardened to rebuffs and
discouragement. You must be fairly liberal in
compensating them for their work so that they
will keep interested. This is also necessary if
you expect to employ the right caliber of solici-
tors. Some dealers are paying a straight ten
per cent on business brought in from prospects
of the canvassers; five per cent when the lead
has been furnished by the department. Of
course, you can best determine the percentage
you can appropriate for this purpose.

“One feature which impresses us as being
exceptionally good is the psychology of work-
ing two canvassers together; one covering one
side of a street while the other covers the op-
posite. As a rule this will keep them both
active and discourage loafing, as the spirit of
competition is aroused and one will endeavor to
excel the other irl volume of business.

| ROTTEN STONE

We are (he only miners and manu-
facturers in this country of Rotten
Stone for use in Phonograph Record
making. QOur 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

“Where a dealer has one or more inside sales-
men capable of fulfilling a solicitor's duties he
could send them out in the mornings when
store business is usually slack, having them re-
turn in the afternoon to resume their regular
work. There is a distinct advantage in this
procedure. The salesman is familiar with the
line and the policies of your business and you
have a fairly accurate knowledge of his depend-
ability and selling strength.

“Reports should be furnished on each call
giving information as to the kind of instrument
in the home, if the party visited has already pur-
chased, where they are buying their records and
whether they are receiving the monthly supple-
nient.

“If this party doesn’t happen to have a machine
data should be furnished as to when they will
be in the market, if they have not been inter-
ested at the time of the first visit, etc.

“There is just one way to get more business
to-day and that is by going out and creating it.
Surely it is more satisfying to acquire business
that is the 1csult of your ingenuity and hard
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Governor Stop—Pat. Feb. 17, 1921

Turntable Stop—Patent Pending

whatsoever.

additional cost.
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Knick Super Automatic Stop and Brake

means )
Life Insurance to Your Motors

GOVERNOR STOP

Operates the starting and stop-
ping by push button.

Operates on motor’s governor,
being mechanically the cor-
rect principle of braking.

Will prolong life of motor
as it eliminates jerking of
gOoVernors.

Gives that high-class braking
feature found only on the
highest priced motors.

TURNTABLE STOP

Positively eliminates brake
troubles, giving a silent and
smooth stopping of motor.

Patent cam brake shoe allows
adjustment for wear.

Positively accurate to the line.
Will function on any record.

Can be accurately set in the
dark.

Noiseless in operation.

All bearings in both stops
bronze bushed.

Both stops permit setting from front of machine.

A perfect combination stop and hand brake combined.

Easy to mount on motor board; requires no drilling.

If not perfectly satisfied with your present equipment, put your
troubles up to us, which will place you under no obligation

Both stops equipped with automatic lighting feature at a slight

UNIVERSAL DEVICES CO.

Manufacturers of TONE ARMS—REPEAT PLAYERS—AUTOMATIC STOPS

fill the demand whic

way.”

work than to just
tarily comes your

PLAN TO MANUFACTURE MACHINES

Independent Talking Machine Co. of Virginia
to Bring Out New Table Model

Rricumoxp, VA, March 2-—The Independent
Talking Machine Co. of Virginia, with executive
offices in this city, announces that in a T
time it will begin the manufacture of a tabl
type cabinet talking machine to be offered a
an attractive price. LeRoy Goldberg, presiden
of the company, states that the plan is to brii
out a quality machine with high-grade equip-
ment, and believes that there is a market for a
table machine of that type.

The Independent Talking Machine Co. of Vir-
ginia will continue to act as distributor in this
section for the Lyric records.

It will never profit you to run down a rival’s
product.

.

::  Cincinnati, Ohio
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listen to the music.

cabinets only.

this statement.

A GOOD CABINET

is essential for a good Talking Machine
People will first look at the cabinet, before they will

If the appearance and the quality of the cabinet do
not appeal to them, they will not buy.
Qur aim 1is, and always has been, to make good

The ever-increasing demand for our product bears out

For more information write to

The Celina Specialty Co.
CELINA, OHIO

CHIPPENDALE

AN APPROPRIATE WINDOW DISPLAY

Strand Temple of Music, Albany, Couples Up
Window Treatment With Showing of Canni-
bal Film at Neighboring Theatre

In many articles on window displays in The
Talking Machine World there has been empha-

,,.;" . 35y g'
e DT e

A Very Striking and Effective Window Display

sized the desirability and effectiveness of hook-
ing up the display with some local event of
importance in order to secure a maximum
amount of publicity. An interesting example of
the successful carrying out of this idea is found
in the accompanying reproduction of a window
display by the Strand Temple of Music, Inc,
at 121 North Pearl street, Albany, N. Y.

TWO CONVENIENT UNICO PRODUCTS

New Efficiency Bench and Unico Portable Win-
dow Screen Are Meeting With a Great Deal
of Favor Throughout the Trade

PuiLapeLrhia, Pa., March 8 —Production on the
Efriciency Bench, which was recently announced
by the Unit Construction Co., is progressing
rapidly and early delivery is expected.

The bench illustrated herewith is, as its name

Unico Efficiency Bench
implies, efficient in every respect, and it is ex-
pected will be very popular in the repair de-

Recently the Clinton Square Théatre, oppo-
site the Strand Temple, featured an elaborate
motion picture entitled: “Shipwrecked Among
Cannibals,” and Albert Edelstein, head of the
Strand Temple, immediately saw the opportu-
nity for arranging an attractive window display
on the subject. A hut built of straw, with large
pictures of cannibals, formed the background
of the display and an
exploring expedition
by thé window trim-
mer resulted in the
gathering of skeletons
of a water buck, a
gazelle with a horn
broken in battle, a
rhinoceros hoof, pois-
oned arrows from the
Kia Kia country, a
zebra skin, an African
turtle shell, and battle
spears and shields
such as are used by
cannibals. Action was
given to the display
by the shimmying
figure of Siam Soo, in
front of which was a
card reading: *“Canni-
bals Cannot Dance to ‘Palesteena,’ but Who
Wants to Be a Cannibal? Come in and Hear
Record 18717, 85¢.”

Mr. Edelstein reports that the display not
only attracted wide attention, but resulted in
many sales of “Palesteena,” “Margie,” and other
timely records. It demonstrated, moreover, that
it pa'vs to be original

partment of the dealer. Space has been provided
for every repair part needed and each unit is
rroperly partitioned into the required spaces for

Unico Portable Window Screen

these parts. One of the merits of this bench
is that all repair parts for any one particular
branch of the work are together in one unit. For
example, when a sound box is being repaired at
the Efficiency Bench the drawer or unit contain-
ing repair parts for the sound box is opened and
cvery other unit is kept closed. Thus the in-

termingling of extraneous supplies is avoided.

The metal part of the top of the bench is
pierced so that the motor can be turned upside
down and the shaft will not interfere with its
stability. A concealed pan beneath this hole
collects all drainage of oil or graphite from the
motor. No detail for the convenience of the
repair man has been omitted.

Coincident with the advent of the Efficiency
Bench is the announcement of the Unico Port-
able Window Screen, another new Unico prod-
uct. This is planned to fill a decided demand
on the part of the dealer for background and
window dividing purposes and its popularity
is, therefore, assured.

CLOSES EXCELLENT BUSINESS

The Sonora sales department at the execu-
tive offices received recently an interesting let-
ter from Joseph Kessler, Sonora dealer at Glen
Cove, L. I. 1In his letter Mr. Kessler enclosed
kis check in full payment for the first shipment
of Sonoras which he received, and ordered the
following instruments for immediate delivery:
Two baby grands, three Nocturnes, two Trova-
tores, one Etude and one Minuet.

Mr. Kessler commented upon the fact that his
fitst order consisted of eight Sonoras, and that
he had sold nine instruimments in the first week.
71'his is particularly interesting in view of the
fzct that Glen Cove is primarily a Summer re-
sort and business is unusually dull during the
Wintertime.

Sometimes it's a good thing when troubles
come together—we get rid of 'em so much the
sooner.

Japanese Harmonicas
at Importers’ Prices

Coronation

$3.70 per dozen

Butterfly No. 1
. $4.10 per dozen

Oseisaphone

$5.00 per dozen

Marine Band........... Key of C
’ $6.25 per dozen
..... veiveo...Keyof F
$6.50 per dozen

Army Band............ Key of E
$6.80 per dozen

Nightingale
$7.50 per dozen

Travelers

WALTER S. GRAY COMPANY
942 Market St. San Francisco
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= Phonograph in the World
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;
The Steger Phonograph d

is Your Big Opportunity “™

ITS distinction in the phonograph
world is supported and emphasized
by its marvelous ability to play all
records correctly — no parts to change.

The wonderful Steger tone chamber
of even-grainedspruce and the patented
adjustable tone arm make perfect ren-
dition of every disc record certain.

The tones that issue from the Steger
are true echoes of the human voice or
instrumental skill of the master.

The ornamental side of the Steger
pleases the critical eye. The different
style cabinets show rare skill in design
and workmanship.
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We prepare the way for each Steger
sale by our extensive advertising cam-
paign. It makes each sale easier for
you. The Steger is half sold when a
customer comes into your store.
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Explain how different, how superior
l itis. Play it and you will find how
the wonderful music helps the sale to
a successful consummation. Build up
your phonograph business with the
beautiful Steger.
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Desirable territory open.

Write for Steger proposition and
Steger Phonograph Style Brochure
Today.

Phonograph Division

STEGER & SONS

Piano Manufacturing Company
Steger Building, - - CHICAGO, ILL.

Factories: Steger, Illinois, where the “Lincoln”
and “Dixie” Highways meet.
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“If it’sa Steger—it’s the most valuable Pianb in the »orld.”
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No Red Tape About Gelling 7

Grey Gull Records

Order what you want, when you want, and no more than you wanl.

Sell the records fast, and order more as you need them. Don't carry a
large stock, and turn over your investment quickly and often. Get in early
with the hits.  Retail at 85 cents for the entire list without exception.
Handle any phonograph you want. _ |

These are the policifes. that are bringing big profits to Grey Gull dealers. They are based
on sound merchandlslr}g principles. You can get all the records you want for immediate
delivery from the distributors listed below. Send in an order today.

Grey Gull Records are one of the few makes which are recorded and manufactured
complete in one plant. That insures Quality, Service and PERMANENCE. Pick out a few

of the good numbers in the following list and send in a trial order at once.

Distributors Dance Hits Song Hits

. . MAZIE—Fox-trot............ Bennie Krueger's Orchestra) L-1048 [ my mammy. . .. ... L2046
Associated Furniture Manufacturers : : b Pl o e SRR Sung by Ernest Hare) L-20
e BLUE JEANS—Fox-trot.....Bennie Krueger's Orchestra 85¢ HAPPY HOTTENTOT................. Sung by Patricola :
1209 Washington Ave., - 85c.
o
OME B —Fox-trot, .
St. Louis, Mo. " i Foxé:\tnic Krueger’s 0f°h°s"a}|L6'i2l46 CRAZY BLUES.................... Sung by Noble s|ss|e}"-(')2947
SPREAO YO’ STUFF—Fox-trot, U= ) -in
Joseph Barnett & CO- Bennie Krueger's Orchestra) 8¢ LOW OOWN BLUES............ Sung by Noble Sissle | ggo-
218 Fourth Ave., East, LOOK FOR THE SILVER LINING, from ‘'Sally’'— L-1050 | BROAOWAY ROSE.... .Sung by Charles Harrison) L-2043
Ced R .dS Iowa Nlﬁ;ob’:“lgmt(';)\'izayFM“:r'ts Black and White Melody Boys}.o_in e oA - 10-1n
ar apl —Fox.trot, . MIOIN O)Sievpns #4158 iitoaerso Sung by Henry Burr ’
P Y Ray Miller's Black and White Melody Boys 85c. oLy v Burr) gse.
0
Capxtal Paper Company . , L-10s5 | FEATHER YOUR NEST.......Sung by Charles Harrison) L-2044
BRIGHT EYES—Fox-trot....Bennie Krueger’s Orchestra) -° 10-in.
South St., . 10-i MOTHER OF MINE............... Sung by Henry Burr | g
. . TOOOLES—One-step............ Samuels' Music Masters 85¢. %
Indianapolis, Ind. .
OLO PAL, ANSWER ME. ....Sung by Charles Hart) L-20
Ch D CO MAKE BELIEVE—Fox-trot..Bennie Krueger’s Orchestra) L1049 s 4 10-in
apman uJUrug . . 10-in. | PRETTY KITTY KELLY..........Sung by Charles Hart{ g,
g OARLING—Fox-trot........... Ray Miller's Melody Boys | gge c.
Knoxville, Tenn. y
PALESTEENA—Fox-trot. .. Banjopators and Ernest Hare) L-loso | o) 'HE REST OF THE WORL G ae by i gurr | 5 2017 }
. —Fox-trot...Banj ors an rnes e P ung by Henry Burrd g,
Cole & Dunas Music Co. ONE-HORSE TOWN—Fox-trot, }lo-in- WONO'RING. :..oooenenenn.., sung by Charles yan}ssc.
54 w lake Street, Banjopators and Ernest Hare) 85c.
OOWN THE TRAIL TO HOME, SWEET HOME, |
Chicago, Il OH, GEE! YOU OUGHT TO SEE MY GEE GEE— L-1039 u Sung by Charles Hart ll--'z_ozs
L205  { T e S a—— - Sung by Ernest Harel o ;. WHEN | LOOK IN YOUR WONOERFUL EYES, Bgém'
Excelsior MUSiC CO. ROSIE—Fox-trot ................. sung by Ernest Hare) 85¢c. Sung by Henry Burr i
e . APPLE BLOSSOM TIME......... Sung by Henry Burr |
r Mo. MARGIE—Fox-trot. ... ........ Selvin' Ity Orchestra) L-1046 L-2020 i
Cape Girardeau, e elvin's Novelty Orchestra] = | LITTLE TOWN IN THE OULO COUNTY 0OWN. 10-in Id
C BIDOY—Fox-trot......cooovveuemenervenes All  Star Trio | gg, Sung by Henry Burr) 85a.
Fuller Phonograph Co. ,
]
101 N. Water Street, ROSE—Fox-trot..........Banjopators and Ernest Hare}lLo'W“ i
-In.
ok 00G-GONE OANGEROUS EYES—Fox-trot.. Banjopafors St d d S
Wichita, Kansas 85c. anaar ongs
Grey Gull Records, Inc. WHISPERIN G—Fox-trot........ Samuels’ Music Masters |L6I'03I 0/Li0) BTACTK, J 0/ ¢ v ¢ ampres ames Sung by Ernest Hare IL(')"’:’”' h
i 7 i -in. -ln.
295 Hunhngton Ave.’ KISMET—Fox-trot. ... .......... Samuels’ Music Masters 85;" ANNIE LAURIE................. Sung by Loulse Terrell| gg.- »
Boston, Mass. FEATHER YOUR NEST—Fox-trot.......... Banjopators) L-1037 | WHEN YOU ANO | WERE VIOUNG iR GG e I L2 02 !
5 , g 10¢in. ung by Charles Hart{ 4.,
National Phonograph Co. | WAKE UP IN MAMMY'S ARMS—Fox-trot, Baniopators 8sc. A PERFECT OAY................. Sung by Henry Burr) 85c.
”
518.Penn Avenue, PICKANINNY BLUES—Fox-trot.....Starita Sax. Sextet IL"°24 MY WILO IRISH ROSE..........Sung by Charles Hart :2039
0-in. -in.
Pittsburg, Pa. PITTER PATTER WALTZ....Grey Gull Oance Orchestra|gg'" | HOME TO OUR MOUNTAINS (From W Trovatore), = ¢ 22i

|
Richardson Drug Co. |

Omaha, Neb. — —— =
Eﬂlll"lll"lﬂ"lllllllllllllllllllllllllllllll"lllllllllllllllllllllllllllllllllllllllllllllllllllllllll|||||||||||||"lll||||"|||||||||||||||||||||||'=_l

Scott Weighing Machine Co.
Topeka, Kan.
Smith & Phillips Music Co.
409 Washington St.,
E. Liverpool, Ohic
T. & H. Specialty Mfg. Co.
Cha:leston, W. Va.

Twin City Talk. Mach. Co.
Uhrichsville, Ohio

AT

i

United Music Stores EllIIIIlIlIIlIIIIIIIIIIIIIIIlIIIlIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII‘lIIIIIIIIIIII\IIII\IIIIllllllllllllIllIIIIlIllllIllIIl.l [T T o
619 Cheny St-eet, INCORPORATED l:

Philadelphia, Pa. 295 HUNTINGTON AVENUE, BOSTON, MASS.
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VETERAN SALESMAN ENTHUSES OVER VICIOR CO. COURSE

Edward G. Evans, of C. Bruno & Son, Inc.,, With Seventeen Years of Victor Selling Experience
Back of Him, Emphasizes the Practical Value of the Victor Salesmanship Course

There are some talking machine salesmen
who, after three or six months spent in the
trade, feel that their knowledge is complete and
therefore cease studying. There are others,
however, the successful men, making up the great
majority, who realize that only by adding to
their knowledge constantly can they expect to
keep in touch with latest trade developments
and maintain their selling efficiency at the high-
est point.

Among the latter is to be included Edward
G. Evans, of C. Bruno & Son, Inc., well-known
Victor wholesalers of New York, who, after
seventeen years spent in active selling of the
Victor line, saw the opportunity offered for
self-development by the Victor salesmanship
course and took advantage of that opportunity.
Mr. Evans, be it said, has spent twelve years
with Bruno & Son and is recognized as one of
the really live Victor wholesale salesmen in the
New York territory. Prior to coming with
Bruno he was for five years connected with the
Victor Co. at the factory in Camden, and re-
ceived an excellent training both in factory mat-
ters and as a traveler.

Mr. Evans is particularly enthusiastic over
the value of the Victor salesmanship course, and
upon his return to New York after the comple-
tion of the course expressed himself as follows
to a representative of The World:

“Those dealers who have been identified with
the industry since its inception will recollect
that in the early days, because of the newness
of the talking machine idea, the device was
bought as a novelty rather than because it
represented a perfected musical achievement.
Only a limited number of records had then been
released, hence it was an easy matter to prac-
tically memorize all of them, and if the words
were reasonably intelligible, or the tune familiar
or catchy, with very little publicity effort, sales
continued to flow in and the dealer did a thriv-
ing business.

“But while time and tide have forced out
many of the pioneers it is unfortunate that
some of their obsolete methods of presenting
the merchandise still survive. The public has
been buying records all these years and many
enthusiasts have musical libraries of consider-
able pretensions. Many of these libraries are
made up very largely of selections that either
did or do now enjoy general popularity, and too
frequently are representative of the tastes of
persuasive but none too well informed sales
people. The result is that in many cases the
customer has become pretty well satiated with
this kind of entertainment and his conclusion
is that a Victrola is something of which one
must ultimately tire.

“Many dealers have found that a considerable
part of their record stocks are lamentably in-
active. Experience proves that this is largely
due to the inability of the average sales person
to keep in mind the characteristics of upward
of 5,000 listings, and the result is that, aside from
those that are called for or that may at the
time be remembered, many of the most inter-
esting and beautiful records are never submitted
for purchase.

“Much of the instryction given in the Victor
salesmanship class embraces the explanation of
systems designed to familiarize dealers and their
clerks with the desirability of every record in
the catalog. These systems have all been sub-
jected to most severe tests in a practical way,
and their value proven not only in increasing
a dealer’s business, but in the stimulation and
revival of interest of his customers.

“Products of the Victor Co. of which the
average dealer has but little understanding are
the Period Models. Being considerably higher
in price than their other types of instruments,
more than a rudimentary knowledge is required
for one to talk with the conviction necessary
to gain the confidence of the prospective pur-

chaser. Applying the knowledge that is ac-
quired in the salesmanship course will go a
long way in convincing the customer of the
desirability of the instrument as applied to his
own particular needs.

“An outstanding impression that one receives
during the two weeks” stay at the Victor plant
is the idea of thoroughness and permanency
that prevails in all their undertakings. From
the testing of the steel of which the motor
springs are made—the various inspections of
the motor itself before its fitness to be installed
in the cabinet is determined; the millions and
millions of feet of lumber, much of which has
yet to have months of seasoning before it is
regarded as suitable for cabinet construction;
the battery of buildings, each designed for some
particular purpose, but all having this charac-
teristic in comumon, stability; down to the fleet
of Pierce-Arrow motor trucks—the thought is
driven home of the determination to maintain
Victor supremacy.

“And of all the happy recollections that
linger with one at the conclusion of this course
of study, the pleasure of having been associated
with F. A. Delano, class instructor, is unques-
tionably the most prominent. A broad experi-
ence in the operatic field, as well as an intimate
study of the dealer’s needs, has peculiarly fitted
Mr. Delano for tutorship in this work; and the
painstaking care given to insure every member
of ‘the class receiving the maximum of benefit
from the training, bears fruit not only in the
way that interest is so generally sustained, but
in the expressions of regret at the brevity of
the course.

“Summing up the benefits that one derives
from the salesmanship course, there is no Victor
dealer, no matter how remotely located, but
who will be handsomely compensated by avail-

ing himself of the instruction that this privilege
yields. He will leave with an added respect for
the achievements and ambitions of the Victor
Co., and the zest with which his activities will
be resumed upon returning to his field will
prove that the training has actually accom-
plished its purpose—it has made him a real
100 per cent Victor dealer.”

DEATH OF DAVID F. TAUBER

General Manager of Progressive Phonographic
Supply Co. Passes Away Suddenly in New
York Hospital on February 25

David F. Tauber, general manager of the Pro-
gressive Phonographic Supply Co., New York
manufacturer of the Wall-Kane needle, and one
of the best-known talking machine accessory
salesmen in the Eastern trade, died at a local
hospital on Friday, February 25, after a sudden
attack of heart failure. Mr. Tauber, who was
ahout forty-two years old, is survived by a
widow and five small children. Funeral serv-
ices were held on February 27, and were at-
tended by his business associates and a large
number of friends in the talking machine industry.

Mr. Tauber had occupied the position of gen-
eral manager of the Progressive Phonographic
Supply Co. since 1917, and previous to that time
had been connected with a number of other con-
cerns in the talking machine field.

PUBLICITY FOR RECORD REDUCTION

The Schmidt Music Co., Davenport, Ia, re-
cently got out a most attractive mailing card
calling the attention of the company’s customers
to the fact that the Vocalion Red records had
been reduced in price from $1 to 85 cents. In
addition to announcing the reduction and list-
ing a few of the popular numbers, the card bore
a piece of string held in place by a sticker in
the form of a mniature Red record, to empha-
s:ze the caption, “A String for Your Finger.”

N interior view of all Udell
Record Cabinets when
arranged with horizontal
This shows the
pressed steel support that the
shelf slides in. You can appre-
ciate how substantial it makes
the shelf and also that the pos-
sibility of the shelf warping is
reduced to the very minimum.

Send for Blue Book today.

shelves,

The UDELLWORKS

Indianapolis—1252 West 28th St.

The UDELL trade-mark
tnsures an honest product

and an  hounest price.
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ROUNTREE CORPORATION, Distributors

Fmerson Records

Y our Trade Will Want Thése Emersons;
Get Them Quick From Rountree!

April 1921 Releases—On Sale March Fifteenth

10331--Traumerei. Violin Solo - Milan Lusk
Cavatina. Violin Solo - - Milan Lusk
10332—Medley from “Sally.”
Fox Trot - - - Merry Melody Men
Lady Georgia, Sweet Georgia Rose.

10337—Spooky-Ooky Blues. Fox Trot.
Green Brothers’ Novelty Band

Just Another Kiss. Medley. Waltz.
Green Brothers’ Novelty Band

10338—What Are We Goin’ To Do?

Fox Trot - Plantation Dance Orch. Comedy Song - - - - Arthur Fields
10333--It’s All Over Now. Baritone So}o. Rosie, Make It Rosy for Me.
Arthur Fields Baritone Solo - - - - Arthur Fields

Roaming. Baritone Solo.
Arthur Fields
10334—Bright Eyes. Fox Trot.
Plantation Dance Orchestra
Deenah. Fox Trot.

Plantation Dance Orchestra

10335—I Never Realized. Fox Trot.

Joseph Samuels’ Music Masters

Spread Yo’ Stuff. Fox Trot.

Joseph Samuels’ Music Masters
10336—Love Bird. Fox Trot.
Green Brothers’ Novelty Band
Fox Trot.
Green Brothers' Novelty Band

Mazie.

= -

Rountree Corporation,
Richmond, Va.

Kindly ship by first express and charge our
account the following EMERSON RECORDS,

ORDER BLANK

,Emer..son Records

/(ZTF;\A‘Q;/

&7
“Sweelest Jone
ROUNTHEL CORPORATION
RICHMOND, VA,

PHONOGRAPH

~ 10339—Out Where the West Begins.

Baritone Solo - - - Royal Dadmun
" Bedouin Love Song. Bass Solo.
Charles Laird

10340—E Lucevan Le Stelle (The Stars
Were Shining).
Tenor Solo in Italian - Max Bloch
Vesti La Giubba (On With the Play)
Tenor Solo in Italian - Max Bloch

10341—Make Believe. Fox Trot.

Selvin’s Novelty Orchestra
Love in Lilac Time. Waltz.
Selvin’s Novelty Orchestra

S zzzzzizzanizziziiizidiziiiididddesei 2 2 22222222727 77

for release March 15th.

The ARIETTA has every-

Record No. | Quantity thing your most exacting cus-
10331 : tomer can ask for—sweetness of
= — tone, beauty of design, quality of
10332 o materials and workmanship—and
10333 the prices are right!
Three  handsome  upright
10334
models and a popular portable
e style, all beautifully finished in
10336 mahogany. Universal tone arm
10337 and all latest improved features.
The ARIETTA is the satisfy- e ey WL
10338 ing Phonograph—it makes satis-
10339 fied customers and nets you a
i B —— satisfying  profit.  Checle the
L S . __ order blank and get our exclusive Arietta
10341 agency proposition by return Model IV
b mail.
Total

Check

( ) Also send me full particulars about the
Here  ARIETTA PHONOGRAPH and your
agency proposition, without obligating me.

ROUNTREE CORPORATION

Distributors of
"EMERSON RECORDS

Manufacturers of

ARIETTA PHONOGRAPHS '

- Richmond, Virginia

%//////%’W/////////////////////////////////////////////////
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i

Address. ...
Post Office.......ooivinivnnnnn.. l
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T he word “pes-
simism’  doesn’t ’,
appear in the |
dictionary of the
Victor dealer.

BRUNO |

CHART SHOWS BUSINESS PROGRESS

Pathé Freéres Co. Sending Out Interesting Chart
Showing Upward Trend of Labor and Material
Prices—Extensive Pathé Sales Campaigns—
Co-operating With Theatres

The rise and faii of the cost of labor, mate-
rials and the cost of the Pathé instrument are
graphically portrayed in a red and blaek chart
which the Pathé Fréres Phonograph Co., of
Erooklyn, N. Y, is sending to Pathé dealers.
This ehart also forms the subject for the dealer
ads which the Patiié Co. supplies in matrix form.
The starting points of the lines on this graphie
chart begin at a period before the war and show
the upward trend of the price of labor and ma-
terial and also shows the estimated future price
line where the three lines in the chart will econ-
verge. This chart is being used to excellent
advantage by Pathé dealers everywhere in get-
ting their prospects to “buy now.”

Pathé dealers in all sections of the country
are inaugurating intensive sales campaigns with
excellent results. Pathé headquarters are in
reeeipt of many encouraging reports of the re-
sults already aceruing from these campaigns.
Many dealers are employing a house-to-house
eanvass campaign with excellent results.

In a recent issue of Pathé News, the dealer
newspaper, a valuable record list for Pathé
dealers has been compiled. Many requests have
been received for information regarding Pathé
selections whieh have been recorded from vari-
ous plays, so that the inquiring dealer could
feature the selections wpile the plays were be-
ing presented in his city. As a result of this
demand a elassification of records has been
ecompiled and printed as a part of Pathé News,
listing the popular theatrical productions of the
season, and those upon the road, with a con-
eordant list of the Pathé recordings of the vari-
ous numbers from these productions and their
numbers. It is expected that this list will prove
very valuable to dealers. A suggestion is also
made that the dealer divert a portion of his
advertising -appropriation to space in the show
program ecalling attention to the fact that
records of the plays can be secured at his ware-
rooms.

Helpful articles regarding the proper use by
Pathé dealers of the mat, the electro and the
slereo in their advertising campaigns as well as
tac new Pathé meta! road signs appear. An-
nhouncement is made of four new Pathé Actuelle
inoving picture slides in color.

A grouch puts sand in the bearings of your
machine. Enthusiasm makes the wheels turn
easily. Which is better?

PROSPECTS’ FADS AS A SELLING AID
Watching the Individual Idiosyncracies of Cus-

tomers Will Prove Profitable to the Salesmen
Who Desire to Build Up Trade

Every prospective purchaser of a high-elass
talking machine has a fad or a special interest,
aside from musie, and such a person is more
easily approached from that angle, if taet is
used. A little list of prospects in an indexed vest
poekctbook is a valuable companion in selling
work. You cannot hope to remember the in-
dividual idiosyneracies of people without the
aid-of notes on the subject, and it is a simple
thing to jot down opposite any person’s name
the peculiar interests of that individual and to
put there any item of interest picked up by the
way.

If you have a prospect who is interested in
motoring, note the kind of car used and be
prepared to say something interesting along
that line. The same way if it is amateur photog-
raphy or dramatic work or fishing or hunting.

81

You sce, your “talker” or reeord sales are often
made to a member of the family who is more
interested in other things than in musi
get a linc on those interests whenever you ean.
When you talk to a man along the line oi
his speeial interests you find him a willing
listener. Thus you get the prospeet into
good humor and make him feel that you are a
human being instead of a mere salesman trying
to put something over on him. Prospects arc
often, without reason, suspicious and anythin
we can do to disarm suspieion and devel
friendliness will help sales.

SPECIAL VOCALION RELEASE

The Aeolian Co. early this month brought
out a special release of Vqealion record 14155,
bearing two fox-trots, “Do You Ever Think of
Me,” and “Love Bird,” both played by Selvin's
Dance Orchestra. Both numbers are distinctly
popular and were, therefore, released as an ex-
tra feature in order to permit the dealers to
realize upon that popularity.

GET IN ON THE PROFITS

Model No. 8
Retail at $100.00

Height, 45 inches; depth,
23 inches; width, 19 inches.
Equipped with a large
double-spring motor,

Velvet turntable.

«

Here 1s a sales
creator that will
bring profits into
your store.

This quality ma-
chine, designed
to sell, attracts
immediate atten-
tion.

Now 1s the time
to place the fast-
selling Charma-
phone line on
your floors.

Price List and
dealers’ arrange-
{ ment sent on re-
/  quest.

o

Write for wonderful sale
arrangement on our dis-
carded models.

CHARMAPHONE COMPANY

39 West 32nd St., N. Y. City

Factory: Pulaski, N. Y.
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DISCUSSES SALES CONDITIONS

C. E. Rickardson Gives Timely Advice on Clos-
ing Sales To-day—An Interesting Sales Talk
Which Is Worthy of Close Consideration

In a letter received recently by the sales divi-
sion of the Sonora Phonograph Co., New York,
(. E. Richardson, manager of the talking ma-
chine department of the Clarke Music Co., Syra-
cuse, N. Y., comments as follows regarding the
outlook relating to general business:

“Our phonograph business has been remark-
able, with sales far in excess of any previous
year. We note with interest the statement made
by a dealer recently that his business will not
exceed his sales of last year, and we believe this
imay be true unless an intensive sales campaign
is laid out and carefully followed.

“The day of easy sales is past, and now
comes the test of the real salesman. We have
just passed through, no doubt, the greatest era
of easy selling we have ever seen, and to-day
we are going through a period of readjustment,
which will not only test the stamina of sales-
men, but bring to light all business weaknesses.

“The call-and-buy customer of several months
ago has been succeeded by a more conservative
type of buyer, a buver who has been so saturated
with newspaper price reduction advertisements
tl:at much shopping is done before a decision is
n:ade. Retail selling has fallen off and it 1s a
good thing for the salesman, because many sales-
m:en have been spoiled by people walking in and
saying 'I’ll take that $700 piano,” or ‘I'll take that
$200 machine.” It is just that abnormal condi-
tion of the past months which makes it difa-
cult for salesmen to reaccustom themselves to
the old, before-the-war method of selling, which
necessitated intensive outside work.

“It is estimated that during 1921 there will be
an output of 5,000,000 talking machines, not in-
cluding toy phonographs, and undoubtedly’ the
next ten years will be the best in the history of
the phonograph business.”

NEW TRUCK ATTRACTS ATTENTION

Landay Bros. Add Handsome Truck to Delivery
Equipment—Victor Trade-mark Hand-painted

Landay Bros., Inc., well-known local Victor
dcalers, have received many encomiums from
their patrons on the appearance of the new
truck which the company recently added to its
delivery equipment. Landay Bros. for several
years past have made a specialty of utilizing

F.Co.
/ /

for Turntables

It's a fact that the sale of a talking

machine often depends on appear-

ance. Beautiful, lustrous Turntable

Felts do their part along with care-

ful wood finish and smooth, bright
. metal parts.

American Felt Company Turntable Felts are used exclu-
sively in some of the best-known Talking Machines.

This is because our Turntable Felts have elegance as well

If you ha've a
felt problem, ask

us about it with-

as uniformity.

American Felt
Company

out tncurring
. . TRADE MARK
obligation.
BOSTON NEW YORK CHICAGO

100 Summer St.

114 East 13th St.

325 S. Market St-

distinctive automobile trucks and the publicity
received from the use of these trucks has been
very gratifying.

In a chat with The World Max Landay points
out that the distinctive feature of this truck is

w ' s X -

Landay’s Imposing New Truck
the way in which it is decorated. The average
truck has too much decoration, and on the ma-
jority of trucks used by Victor retailers the
famous Victor trade-mark is merely a decalco-

MR. RETAILER:

mind about

BN~

ton.

Here are just four facts we want to impress upon your

SUPERB STYLUS

Semi-permanent

Each needle will play 100 to 200 records
Will not wear the records

Absolutely no scratching or hissing

Will play any make record using steel needle

Packed 4 needles on a card, 100 cards to a neat counter display car-
Circulars and display cards furnished.

Retail price 25c. per card

SEND FOR SAMPLE AND DISCOUNTS TO

Mellowtone Needle Co.,Inc. miNers.

anrrs. Ansonia, Conn.

mania. However, the trade-marks on the new
ILanday truck were painted by a well-known
artist, and the celebrated Victor dog appears
almost lifelike.

GUARANTEE MACHINE PRICES

Hanford & Horton Co., Middletown, N. Y.,
Make Public Announcement of Their Belief
in the Stability of Present Prices

Faith in the stability of the present talking
m:achine prices, particularly the Victor and
Sonora lines, was indicated in a recent adver-
tisement published by the Hanford & Horton
Co., talking machine dealers of Middletown,
N. Y. The company reports that following the
publication of the price guarantee business was
stimulated materially., The announcement read:

“EXTRAORDINARY ANNOUNCEMENT

“The Hanford & Horton Co. is the first
phonograph dealer in this section, if not in the
world, to insure its customers against ‘sales
value losses’ in a falling market.

“We guarantee to rebate to all purchasers
from our store on any phonograph, either Vic-
trola or Sonora, bought between the dates of
February 1, 1921, and January 1, 1922, the cash
value difference that may be shown, because
of a lower price market during the balance of
this year. -

“Cash customers to keep their sales slips to
prove purchase price.

“Charge customers can
records for this proof.

“Business conditions are improving—We
now do ‘our bit’ to further the improvement
and to make it safe for you to purchase a
phonograph and be enabled to enjoy it without
the fear that its purchase will result in a loss
to you through reduction in prices later.

“Tt takes courage and faith in the business
future of our country to establish this policy.
This store has both of these qualities and the
desire to help as well as to serve.

“This is the square deal game.
sit in with us.

“HANFORD & HORTON CO.
“*‘The Store on the Square.””

refer to our book

Come and

A new talking machine and record store has
been opened in Pullman, Wash., by Elmer Arm-
strong. The location is considered a very good
one, as the building is next door to the Liberty
Theatre.
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OKJ\, Records

Place Orders Now for April Bulletin

1532211{1 HEAR YOU CALLING ME—Tenor with Orchestra,

$1.50 John McCormack

fgf’i(:f{CELESTE AIDA (From “Aida”)—Tenor with Or-
CHESTTAl i Bra BB .. P s 5.2 2 s £ 5 5 John McCormack

$1.50
CARO NOME (Dear Name) (From Opera, ‘“Rigo-
5003[ letto,” Act 2)—Soprano with Orchestra,
12-in. Marina Campanari
$1.75 CAVATINA (From Opera, “Don Pasquale”)—So-

L prano with Orchestra.............. Mar:ina Campanari
)

4272 THE PALMS—Baritone with Orchestra—(Sacred),
10-in. ! Bernard Ferguson

85c_‘CRUCIFIX—Tenor-Baritone Duet with Orchestra—
(Sacred) ............... Charles Henry-James Jordon

4273 BEAUTIFUL SAVIOUR—(Sacred),
10-in j Shannon Four-Jane Neilson

gsc.| WHEN CATHEDRAL BELLS AT TWILIGHT
L CHIME .............. ...Shannon Four-Jane Neilson

4253/ LOVIN’ SAM FROM ALABAM—(Popular Blues)—
10-in{ WVecaloo o crih g Mamie Smith and her Jazz Hounds
$1.00| DON'T CARE BLUES—(Popular Blues)—Vocal,
! Mamie Smith and her Jazz Hounds
4267 (KUU PUA LOKE (Our Blossom Rose)—Hawaiian
10-in. YO deliTigy - - b el w2 s o s 6 ... Prince Lei Lani
85c. \KAWAIHAU—Hawaiian Guitar Duet...Ferera-Franchini

lg_ziig{OVER THE HILL—Tenor with Orchestra...Billy Jones
"{PLAYMATES—Tenor with Orchestra...... Charles Hart

85c.
4269rSCANDAL—Tenor Duet with Orchestra,
104in Billy Jones-Ed. Smalle
g5c.| SHE WALKS IN HER HUSBAND'S SLEEP—
Tenor with Orchestra.. . ......... b, SR s b 3 Billy Jones
4270 (I'M MISSIN’ MAMMY’S KISSIN’—Vocal with Or-
10-in. CHE St Sl 5 o gl - GR5 55,355 F 0 g 5Bt §-00 Crescent Trio
85c. \SIGHING—Vocal with Orchestra.......... Crescent Trio
4271 LITTLE DAVID PLAY ON YOUR HARP—(Negro
10-in Spiritual) ................. Southland Jubilee Singers

85¢c. GREAT CAMP MEETING—]Jubilee Song,
Southland Jubilee Singers

I'TROVATORE (Grand Selection from Opera, “Trova-

3001 ORI L ARG - o A LT, % | "hlol L Conway’s Band
12-in.{ REMINISCENCES OF VERDI (Introducing “Il
$1.35 Lombardi, Rigoletto, I1 Trovatore, Un Ballo in

{ Maschera, La Traviata™) ............. Conway’s Band

12-in. European Symphony Orchestra

$1.35 WEDDING MARCH (Mendelssohn),
European Symphony Orchestra

3003 SELECTIONS FROM “LA TRAVIATA”—Part 1,
124in European Symphony Orchestra
$1'35!SELECTIONS FROM “LA TRAVIATA”—Part 2,

L European Symphony Orchestra

(HUNGARIAN RHAPSODY NO. 2—Part 1 (Fr. Liszt),

122?14] European Symphony Orchestra
$1.35 HUNGARIAN RHAPSODY NO. 2—Part 2 (Fr. Liszt),

\ European Symphony Orchestra

4242 IL BACIO (The Kiss)—Waltz—Whistling with Or-
10-in S Y el A T R X bt al < T B = &= S Guido Gialdini

85c_lTOUT PASSE—Waltz—Whistling with Orchestra,

3OOZJ'GRAND MARCH FROM TANNHAUSER,
L

Guido Gialdini

4250 (CRAZY BLUES—Fox-trot...Joseph Samuels’ Jazz Band
10-in.y HOME AGAIN BLUES—Fox-trot,
85c.\ Joseph Samuels’ Jazz Band

(BRIGHT EYES—Fox-trot,
42515 Ray Miller, Melody King, and His Black and White
. Melody Boys
10-in y y
85c'] MOLLY—Fox-trot,
" Ray Miller, Melody King, and His Black and White
L Melody Boys

4252/ OH GEE! SAY GEE! YOU OUGHT TO SEE MY
10 GEE GEE FROM THE FIJI ISLE—Fox-trot,
85c' Joseph Samuels’ Jazz Band

O-HI-O (O-MY-O)—Fox-trot..Hager’s Dance Orchestra

4254[SHIM-ME-KING‘S BLUES—Fox-trot,
10-in Mamie Smith’s Jazz Hounds
gsc.lROYAL GARDEN BLUES—Fox-trot,

Mamie Smith’s Jazz Hounds

1(4)-2i."r>15 MY MAMMY—Fox-trot..Green Brothers’ Novelty Band

85¢c. \SWEET MAMA—Fox-trot...Joseph Samuels’ Jazz Band

4256[1 USED TO LOVE YOU BUT IT'S ALL OVER
10-in. NOW—Fox-trot ................ Orlando’s Orchestra
85¢c.\PITTER PATTER—Waltz..... Hager’s Dance Orchestra

(UNDERNEATH THE DIXIE MOON—Fox-trot,
4257 i Ray Miller, Melody King, and His Black and White
10-in ,’ Melody Boys
85c.] JUNGO LAND—One-step,
o Ray Miller, Melody King, and His Black and White
L Melody Boys

(SALLY MEDLEY (Intro. “Whip-Poo-Will” and
4258: “Look for the Silver Lining”) (From Musical
10-in ] P!ay, “S‘ally”)—Fox-tro‘t ------- Rega Dance Orchestra

85c'| (Bird Voices and Whistling by Sibyl Sanderson Fagan)
*:LOVE BIRD—Fox-trot........... Rega Dance Orchestra

(Bird Voices and Whistling by Sibyl Sanderson Fagan)

4259{A LA PAREE—One-step.......... Rega Dance Orchestra

10-in.
85¢c.\.I NEVER KNEW—Fox-trot.Lanin’s Roseland Orchestra

4260/ THE ST. LOUIS BLUES—Fox-trot,
J Rudy Wiedoeft’'s Palace Trio

10-in.
85¢c. SPREAD YO' STUFF—Fox-trot,
L Joseph Samuels’ Jazz Band
r
lg_zi?lli CHINA MOON—Fox-trot.Green Brothers’ Novelty Band
gsci]\MIDNIGHT MOON—Waltz........ Orlando’s Orchestra
4262 (IN MADAGASCAR LAND—Fox-trot,
10-in. Rudy Wiedoeft’s Palace Trio
85c. \ARABIA—Fox-trot. ... ... Green Brothers’ Novelty Band
4263

10-in { DREAMY PARADISE—Fox-trot...Okeh Marimba Band
g5c. L JUST WE TWO—Waltz............ Okeh Marimba Band

THE SCHOLAR—(Irish Reel)—Accordion,

Soi Peter J. Conlon

10-in, '
85c. HARVEST HOME AND GALWAY BAY—(Horn
{ Pipes)—Accordion .................. Peter J. Conlon
10255 [ AVE MARIA—Part 1—Violin Solo........M. Michailow
85¢c. . AVE MARIA—Part 2—Violin Solo........ M. Michailow
4266 [ANGEL SERENADE—Violin, Flute and Harp,

10-in Instrumental Trio

gs5c. INTERMEZZO FROM “CAVALLERIA RUSTI-
L CANA”—Violin, Flute and Harp...Instrumental Trio

GENERAL PHONOGRAPH CORPORATION

25 West 45th Street

OTTO HEINEMAN, President

Factories: Newark, N. J. Elyria, Ohio Putnam, Conn. Springfield, Mass. Kitchener, Ont.
Branch Offices: Chicago, Iil.

New York City, N. Y.

Toronto, Can. London. Eng.
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CARUSO’S VOICE IS NOT IMPAIRED

Doctors Declare Great Tenor’s Voice Will Bene-
fit From First Real Rest in Twenty-five
Years—C. G. Child a Visitor at Bedside

Enrico Caruso will sing better than ever after
he has fully recovered-from his present illness,
is the report issued by the Metropolitan Opera
House in denying reports that the great tenor
and Victor artist would never sing again. In
reference to these reports the bulletin said:

“There is nothing whatever in Mr. Caruso’s
condition to warrant any such supposition. The
indications are that, once he recovers, he will
sing better than ever. This illness, unfortunate
as it has been, has given his voice and throat
the first real rest they have had in twenty-five
years, and this must be of great advantage to
the most strenuously exercised vocal organs in
the world.

“There remains, then, merely the question of
complete recovery of constitutional strength,

with probable freedom from the minor lapses

“The Music: Without the Blur!” |

This ideal of talking machine manufacture is attained
u.;ox;i nearly than by any other, in the comstruction
o e
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in health that troubled him for some time before
his final breakdown in December. It is only
proper to state now that at no time has there
been any injury to or difficulty with his voice.

Enrico Caruso

Certain diagnoses preceding his present illness
now are known to have been incorrect.”
Among the few intimate friends who were
permitted to visit the singer at the Hotel Van-
derbilt during the serious stage of his illness
was Calvin G. Child, of the Victor Talking Ma-
chine Co., and a close friend of Caruso for the
past eighteen years. When Caruso heard that
his friend was waiting he insisted that Mr. Child

. be brought to the bedside.

“] went into the room,” said Mr. Child later,
“and as soon as I appeared Caruso recognized
me. Before I could say a word, however, he ap-
peared to be seized with a nervous attack. He
burst into tears and said:

“*Tell me how long this will last.’

“I tried to cheer him as best I could and
he speedily returned to cheerfulness.”

Mr. Child was highly pleased over the report
of the doctors that the tenor’s voice would be
stronger than ever after his enforced rest. He
declared that Caruso would make new records
for the Victor Co. which would be even better
than the others, if that were possible.

The talking machine industry and the public
in general are rejoicing over the fact that Signor
Caruso is now convalescing. The tremendous
demand for his records during the past few
weeks has been convincing testimony to the
fact that people in every walk of life wanted to
l.ave some permanent record of the singer's art
in case his person should be lost to them. The
news of his gradual recovery has been received
with great joy and music lovers are happy that
the great star will continue to shine in the world
of music in the future as in the past.

PATHE FOR AMERICAN LEGION

Rockwell City Post Chooses That Instrument
After Careful Test
RockweLt. City, Ia.,, March 4—The local post of
the American Legion recently conducted an in-
tcresting contest for the purchase of a phono-
graph intended for the use of their handsome
clubroom. The competition involved a test of
the volume, rhythm and resonance of tone and,
after a rigid test of a series of records on all
of the points, the committee decided upon the
Pathé Actuelle as best adapted to fill the require-
nients of the large hall.
The Pathé Actuelle was entered by Fred
Beauchamp, local Pathé dealer.

Mayo Magoon, of Bailey’s Music Rooms, Lan-
caster, N. H., Victor retailers, left recently to
take the course of salesmanship in the Red Seal
School at the factory of the Victor Talking
Machine Co., in Camden, N. J.

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.
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MILWAUKEE TRADE ACTS
IN EXCISE TAX FIGHT

Local Association Maps Out Energetic Plan of
Campaign—Clarence C. Warner Heads Mil-
waukee Association of Music Industries—Re-
tail Business Moving Along Steadily

MiLwaukeg, WWis, March 1l.—Aroused to a
keen appreciation of the dangers to the future
of the talking machine industry lurking in the
proposal of Congress to double the excise tax
on musical instruments, the local trade, from
largest manufacturer to smallest retailer, is en-
gaged in a vigorous and determined fight, under
the direction of the Milwaukee Association of
Music Industries. The legislative battle, which
is being carried on in co-operation with the
national organizations of the Music Industries
Chamber of Commerce, almost overshadows the
struggle to get a fair share of business.

\Working in close harmony with the Milwau-
kee Association, the WWisconsin Association of
Music Industries has aroused the trade of the
eutire State to the same degree as the local men
of the talking machine business. An appeal has
been directed at every individual or comncern
dealing in musical instruments in Wisconsin to
write a letter of protest to the Representative
in the House and the two United States Sen-
ators. It has been put up to the dealers that
this is virtually a life and death fight for the
industry and that no time should be lost in
getting a protest before members of Congress,
and one which will make it clear to the legisla-
tors that to increase the present 5 per cent ex-
cise tax to 10 per cent will practically ruin the
chances of progress, if not ruin the business
entirely.

The importance of the talking machine indus-
try was recognized in a conspicuous manner at
the annual meeting of the Milwaukee Associ-
ation of Music Industries when it elected Clar-
ence C. Warner, one of the real pioneers of the
Victor business in this city, as president for
1921. Mr. Warner has served two terms as vice-
president and always has been one of the most
active workers in the organization. Frederick
\V. Carberry, an exclusive piano merchant, was
elected vice-president. For secretary the Asso-
ciation called back into official service another
prominent Victor dealer, namely, Richard H.
Zinke, president of the R. H. Zinke Music Co.,
who served as secretary in 1918 and in the fol-
lowing year he was honored with the presi-
dency as an appreciation of his splendid work.
Since then he has been a member of the board
of directors. William R. Winter, a veteran Co-
lumbia dealer and president of the Winter Piano
Co., was re-clected treasurer, a post which he
has held since the organization was founded.

With this dtaff of officers the Milwaukee As-
sociation is exceptionally well equipped to carry
on a determined fight against unjust and dis-
criminatory taxation. Secretary Zinke wields a
heavy influence with the State trade, being the

G. F. RUEZ
Pres. and Treas.

H. A. GOLDSMITH
Secretary

S. W. GOLDSMITH

Vice-Pres. and
General Mgr.

Is the

135 Second St. .

Let Us Prove
That ‘*Badger’’ Service

BADGER TALKING MACHINE CO.

Wisconsin Victrola Distributors

Kind You Want

Milwaukee, Wis.

president of the Wisconsin Association. This
combination of effort doubtless will make the
local fight against doubling the excise tax an
cutstanding one.

The local and State associations_are heartily
m accord with the Chamber of Commerce for
the elimination of the excise tax entirely, and
the substitution of a gross sales tax. Stress is
being laid on this point, so that it may be clear
that the music dealers of Wisconsin are not try-
ing to evade their just share of the tax burden,
but seek only a just and equitable distribution of
the burden.

During the last three or four weeks trade in
talking machines has been rather quiet and fea-
tureless, but at the same time local dealers have
made tremendous strides forward in develop-
ing record business. There is not a dealer in
Milwaukee who has failed to show a very gen-
erous increase in this department since January
1, compared with the same period of 1920. The
active business in records has made it impos-
sible for manufacturers and jobbers to make
the headway they figured they might be able to
make by this time in keeping retail stores sup-
plied in an adequate way with catalog and cur-
rent numbers. The shortage of records remains
rather acute, but promise is held out that this
condition will gradually be remedied.

Dealers have been working down their stocks
of instruments steadily since the holidays, but
for the most part their floors and stockrooms
are quite amply supplied for some time to come.
However, there is hope that improvement in the
demand is coming soon, and it may then not
take long to wipe out existing stocks and create
a rush of buying among dealers.

“QOur dealers have been giving us a very satis-
factory amount of patronage in the past month
or two and we have no complaint to make,”
said Harry A. Goldsmith, secretary of the Bad-
ger Talking Machine Co., Victor jobber. It
cannot be denied that trade has borne the ac-
customed brisk tone of last year and two years
ago, nevertheless we feel that we have been very
fortunate, for Victor business always is well sus-
tained, even under the most unfavorable condi-
tions. Since the beginning of March we have
noticed an improvement. It looks as if this will
mark the révival, and that the resumption of
public demand has come.”

According to Thomas 1. Kidd, manager of the

local branch of the Brunswick-Balke-Collender
Co., signs are steadily manifesting themselves
that public confidence is returning and the
“buyers’ boycott” is a thing of the past. Bruns-
wick instrument and record business as well is
improving to a remarkable extent thrbughout
the branch territory. Dealers are beginning to
make requisitions more nearly like those of “the
good old days.”

Columbia business is making excellent prog-
ress in Wisconsin and the recent marketing of
the older record numbers at reduced prices has
been a remarkable stimulant to trade, which has
given the Columbia line increased popularity.
Since the attitude of the public for six months
or longer has been to buy only when prices go
lower, the reduction on records was a decidedly
popular thing and as the result of it Columbia
dealers have been able to clean house and pave
the way for a very respectable volume of new
purchases.

An important change in the Aeolian-Vocalion
representation in the Milwaukee territory will
take place on April 15, wiren Edmund Gram, Inc,,
relinquishes the entire Aeolian line. After this
date the local dealers will be the J. B. Bradford
Piano Co., 411 Broadway, with a south side
branch at 596 Mitchell street.

The business founded by Charles J. Orth, who
died February 1, will be continued without
change of name or policies by his brothers, ac-
cording to an official announcement just made.
The Orth concern is the exclusive wholesale dis-
tributor in Wisconsin and upper Michigan of
the Puritan line, and alsé conducts one of the
leading piano stores on Grand avenue, this city.

The Strand Theatre, one of the leading motion
picture houses in the downtown district of Mil-
waukee, last week staged, as a widely advertised
specialty of its musical program, the accompani-
ment by its big orchestra of the Victor record
by Caruso of Bartlett's ‘A Dream.” It was a
most effective presentation and attracted wide
attention. -

The “Zinke Musics,” a bowling team repre-
senting the R. H. Zinke Music Co., won high
honors in the recent Wisconsin State Bowling
Tournamient in Milwaukee. It held first place
for many days and was outranked in the final
hours of the rolling, capturing second money
On the day following the first place achieve-

(Continued on page 86)
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THE PROCESS OF ELIMINATION

By J. NEWCOMB BLACKMAN

A

We are now experiencing the process of eliminationin all lines of
business. This i1s particularly true in the Talking Machine business.

This elimination process is reflected in a refusal on the part of
the buying public to accept something claimed to be *‘just as good.”

Special sales at reduced prices do not scem to help much when
the buying public refuse a substitute.

Greatly increased Victor supply of Victrolas and records is no
longer a promise but a fact.

e W

Prospective buyers are “looking under the lid” for the genuine
Victrola trade-mark of “‘His Master’s Voice.”

Don’t overlook this, Mr. Victor Dealer, if you value your
“good will.”

I't takes a smart man to know when to get “in” the stock market,
but a smarter one to know when to get “out.”

AT

L

Give the Victor line the representation it deserves and you will
get all you deserve. You can’t shut out or entirely avoid all com-
petition.

T
||

[
i

The most effective competition you can experience is the com-
petition of other Victor dealers. In 1921 Blackman dealers will not
be at any disadvantage in both avoiding and meeting competition.

The process of elimination and the greatly increased supply of
Victrolas and records, we believe, will enable us to take good
care of Blackman’s present dealers and to accept some accounts
heretofore regretfully declined.

We are going to be very much on the job, Mr. Victor dealer.
Seeing us will be believing us.

%LMNG MacHine Co.

81 R.EADE ST. NEAR CHURCH ST. NEWYORK

VICTOR DISTRIBUTORS EXCLUSIVELY WHOLESALE
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MILWAUKEE TRADE AID TAX FIGHT

(Continued from page 84)

ment the sporting pages of all Milwaukee news-
papers announced the fact in screaming head-
lines, which is not the worst kind of advertising
a Victrola shop can get, judging from the com-
ment in the home and on the street.

Talking machine business in general has
gained at least some benefit from the columns
that have been published in local newspapers
concerning the purchase of a Victor for the
House of Correction. The fact that a dozen or
more “bootleggers” of prominence have recent-
ly been committed to the prison by the Federal
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A billboard is the
large edition of a
business card and,
| like all big things, it
i brings big results. |
Now, honestly, Mr.

Victor Dealer, are

you satisfied with a |
2 x 4 business card? |
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Court, made the acquisition of the instrument
especially an object of special writers and para-
graphers. This and other publicity is- regarded
as splendid “propaganda.”

At the recent exposition held in conjunction
with the annual convention of the Wisconsin
Retail Hardware Association, the Pathé phono-
graph was exhibited by the Morley-Murphy
Hardware Co. of Green Bay, Wis,, one of the
largest jobbing houses in northeastern \Wiscon-
sin. The Morley-Murphy Co. also displayed
the line at the first annual Industrial Exposi-
tion conducted by the jobbers’ division of the
Green Bay Association of Commerce.

WIDENER’S SHOP TO MOVE

Columbia Headquarters to Be Located at 4 West
Thirty-seventh Street After April 1

Widener’s Columbia Shop, which for the past
few years has been established at Fifth avenue
and Thirty-seventh street, New York, will move
on April 1 to 4 West Thirty-seventh street, two
doors west of Fifth avenue. According to pres-
ent plans, Widener’s Shop will occupy excep-
tionally attractive warerooms at the new ad-
dress, and decorations and furnishings are now
being completed.

In a chat with The World, Mr. Widener
stated that the reason for this move was the
fact that the rental asked by the owners was
exorbitant, and that plans are being made for
an intensive campaign after the establishment
is located in its new home.

SCHEU TO OPEN IN DOVER

Dover, O., March 3.—It is announced that a new
music store will be opened here next week
on East Third street in the George T.
Ruefly Building by Archie W. Scheu. He is
agent for the W. D. Lerch Music Co. of Can-
toil. Scheu announces the store will handle
player-pianos, upright pianos, talking machines.

TO ENTER FIELD IN ALLIANCE, O.

Drake

& Moninger Co. Plans Big Opening
Ceremony for March 24

Arriancg, O., March 5.—~Among the new stores
tc make their appearance here this month will
be that of the Drake & Moninger Co., on March
24. when a reception to the people of this city
will be given with musical numbers by Blaine
and Mrs. Dan Cochran, of East Liverpool, and
Mack’s Orchestra of Canton. The entire first
floor of this establishment will be given over
to Victrola business, with one window con-
stantly in use for this purpose. R. E. Rosen-
berger will be manager of the department. A
special advertising number of eight pages, pre-
pared by Advertising Manager Ed Hunt, will
appear in local daily newspapers. Officials of
the Eclipse Musical Co., of Cleveland, will assist
at the opening.

MUSIC WEEK IN YOUNGSTOWN

Ohio Dealers Co-operate With Civic Authorities
to Make Affair Success i

Youngstown, O. March 1.—Music dealers of
Youngstown contributed to the observance last
week of “Music Week” here. They lent every
co-operation to Mayor Fred J. Warnock and
his committee. Commencing Monday and con-
tinuing every day throughout the week either the
dealers or the committee promoted special
music events, which, according to Youngstown
iusic dealers, stimulated piano, talking machine,
musical merchandise, player roll, record and
sheet music sales.

Leading the movement were the following
downtown music dealers who used generous
newspaper advertising space: The Brunswick
Shop, W. F. Frederick Piano Co., Owl Drug
Co., Cahn’s, Schuman’s, the Hawaiian Music
Studio and Ress Brothers, who handle Victor,
Columbia and Okeh records and Victrolas.
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HOW TOLEDO SHOP SELLS RECORDS

Brunswick Dealer Gets Big Results by Securing
Co-operation of Theatrical Interests—Girls of
Salesforce Dress in Appropriate Costumes

Torepo, O., March 7—Featuring one record for
tliree days or a week and doing a reeord business
onr the basis of 50,000 a year, although open
ouly a couple of months, is the accomplish-

A Window Idea Worth Emulating
ment of the Record Shop, at Toledo, owned by
Kobinson & Compton and managed by W. A.
Grubbs. This little place is featuring Bruns-
wiek reecords and is located near two theatres.
Manager Grubbs picks a record, such as “June,”
embellishes his window with appropriate set-
tings, has the girls dress in costume appropriate
to the story in the record, and the populaee
comes in to hear—and buy. The help of the
theatre people is also obtained. Through the
co-operation of P. H. McCulloch, phonograph
division sales manager in the Northern Ohio
territory, the Brunswick organization supplies
orchestrations and these are given to the artists
and orchestras at the theatres, and these picees
are gladly played and sung. After hearing these
picces and seeing them featured in the windows
as noted, people can’t resist buying reecords.

BERRY WITH DWYER PIANO CO.

Former Victor Traveler Appointed Manager of
Victor Department of New Orleans Store

New OrrLeans, La., March 7—Wm. P. Berry,
formerly traveling representative of the Vietor
Talking Maechine Co., and more recently asso-
eiated with Philip Werlein, Ltd., wholesale Vic-
tor distributor, has just been appointed manager
of the Vietor department of the Dwyer Piano
Co., 131 Carondelet street, this city.

The Dwyer Piano Co. has recently been made
a Victor retailer and will handle Victrolas and
Vietor records exelusively. Upon completion of
the new department, which will consist of ten
demonstration booths, the Dwyer Piano Co. will
have one of the finest equipped talking machine
departments in New Orleans.

APPOINT NEW OKEH JOBBERS

Sterling Roll & Record Co. Expands Its Ter-
ritory to Include Pittsburgh—Lind Music Co.,
of Detroit, Is New Okeh Jobber

The General Phonograph Corp. announced re-
eently that the Sterling Roll & Reeord Co,
Okeh jobber. at Cineinnati, O., had"also been
appointed an Okeh jobber in Pittsburgh. A. B.
Smith, formerly assistant manager of the Pitts-
burgh branch of the Columbia Graphophone Co,,
has been appointed manager of the Sterling Roll
& Record Co.’s Pittsburgh division. Temporary
headquarters have been establizshed at 436 Fourth
avenue and F. F. Dawson, general manager of
the Sterling Roll & Record Co., is planning to
give the dealers in his territory practical serv-
iee and co-operation.

The Lind Music Co., Detroit, Mich,, a new-
comer in the wholesale field in that city, has
been appcinted an Okeh jobber. S. E. Lind,
head of this company, is one of the most popu-
lar memberz of the Detroit talking machine
trade, and under his direction Okeh records will
undoubtedly reeeive splendid representation in
this important territory.

THE VICTROLA AND EDUCATION

New Sales Help Prepared by the Victor Talk-
ing Machine Co. Distributed to Dealers

The latest addition to thc edueational litera-
tnre issucd by the Victor Talking Maehine Co.
is a small illustrated pamplilet featuring the
usc of the Vietrola in the home and in- the sehool.
Now that the educational records are available
in greater quantities this new pamphlet is of
value to dealers in their advertising to their
own loeal sehool and educational eireles. The
cover of the booklet contains an illustration in
color, taken freimn the book, “Music Appreeiation
for Little Children,” put out by the Vietor Co.

The inside pages are covercd with small pie-
tures showing the uscs of the Victrola, both in
the sehool and in the homec. Some intcresting
facts about music are contained on the baek
cover. It is stated that musie edueates by se-
euring attention, interest, participation and cx-
pression, through sense perception, emotional
response, snental discipline and analysis. Music

stimulates the imagination, discrimination, selec-
tion, correlation, association and aids concentra-
tion, appreciation, interpretation, assimilation
and composition. The total hclps to give knowl-
edge, eulture, poise and power. Other uses for
the Vietrola are given and the completc library
ol cducational literature is listed.

ATTEND NORA BAYES SHOW

A group of the executives ar_;d department
lieads of the Columbia Graphophone Co. were
the members of a thcatrc party a few days ago,
at which they were thc guests of D. G. Slat-
tery, manager of Nora Bayes, popular musi-
eal star and cxclusive Columbia artist. The
Columbia party thoroughly enjoyed the pre-
sentation of “Hcr TFamily Tree” at the Lyric
Theatre, where Miss Bayes has attained phe-
nomenal success. Among the Columbia exec-
utives and department heads in this party were
Geo. W. Hopkins, Frank K. Pennington, W. A.
Willson, Lester L. Leverich, O. F. Benz, H. L.
Pratt, L. C. Stowcll and John Bryant.

YOU WOULD NOT

No good

BUFFALO

merchant’would set up a screen 1n front-of
the goods he wants to sell.

Don’t cloud the superior points of the Victor.
Even at a 3-Ring Circus everything stops when the big Features go on.

The VICTOR is the biggest thing in the music field

Investigate transportation from Buffalo to your city.—Try our Victor service

MACHINE CO.

Wholesale Victrola Distributors
BUFFALO, N. Y.
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CONVINCING EVIDENCE OF BETTERMENT IN CLEVELAND

New Dealers Opening Up, Old Dealers Expanding—Eclipse Co. to Wholesale Exclusively—Edison
Tone-test Plans—Pathé Dealers Convene—Cleveland Talking Machine Co. News—Other Items

CreveLanp, O., March 7.—Regardless of condi-
tions in other businesses, any doubt as to the
standing of the talking machine industry, in the
Ohio territory at least, appears to be set at rest
in the light of developments in the immediate
Cleveland and more distant districts during the
last few weeks. New dealers are opening up
in many communities. Old dealers are enlarg-
ing their establishments. New business with
all i1s being booked by jobhing interests. Ma-
ckine business is satisfactory. showing a fair
gain over last year at this time. In a few
instances remarkable gains have Dbeen made.
Probably the most conspicuous instance recently
is the distribution of more than 3,000 machines
by the Fischer Co., Pathé distributor, in thirty-
five days with five men, under leadership of
Ralph J. Jamieson, sales manager in the Ohio
territory. This feat was accomplished through
thieir ability to guarantee prices to dealers. In
record and supplies distribution an equally sen-
sational gain must be mentioned, in that an
average increase of business by one-third over
the same time last year is being done.

‘Among the newest establishments for Cleve-
land proper is the “live” new department oi
S Kohn & Sons, in the East End. This firm
kas acquired the retail Eclipse Musical Co. ac-
count and will have a formal opening as soon
as the department is ready. Norman H. Cook,
fermerly retail sales manager of the Eclipse,
takes charge of this department with the old
rctail Eclipse staff.

In announcing the disposal of the retail di-
vision the Eclipse Musical Co., Victor jobber,
will concentrate exclusively upon wholesale
business from now on, according to C. K. Ben-
nett, general manager. The elimination of any
retail connection will place this firm in an even
better position to serve retailers, explains Mr.
Bennett. The wholesale business will be en-
larged and extended, and all departments de-
veloped to a high degree of efficiency.

With a view toward aiding retailers in flling
orders for records that could not be had easily
until lately, dealers are being urged to send in
tlieir back orders now by Mrs. 1. M. Howard,
manager, Eclipse Musical Co.'s record depart-
ment. It is pointed out that ability to meet the
demands of customers now is giving dealers who
do this added business and those who have not
sent in back orders are heeding the urge.

March will be replete with tone tests in which
the Phonograph Co., Edison distributor, and all
Edison dealers are taking a big part. First of
tliese was held by Claus & Schroeder at the
Lyceum Theatre, where 2,400 persons were en-
tertained and 1,000 turned away. The artists
appearing in Cleveland this month are Miss
Marie Morissey. Walter Chapman and Harold
Lyman. The second big event was held at
P. of L. E. Auditorium under direction of
E. A. Friedlander, Bailey Co. talking machine

department. This program was divided into
eight numbers with about twenty selections.
Several other affairs of this kind will be held
tlirough the month, ending on March 31 with
a grand concert at Masonic Auditorium, where
4,000 Al Sirats are expected to be present. Per-
sonal assistance to dealers in conducting these
tone tests is being given by L. M. Bloom,.gen-
eral manager; Harry Tucker, sales manager:
M. G. Kreusch, E. S. Hirschberger, Richard
Goss and other members of the Phonograph
Co. organization.

In connection with its campaign on machine
szles lately the Fischer Co. held a successful
convention of Pathe dealers, who came from all
parts of the Ohio territory to hear James Wat-
ters, Pathé Co. secretary, outline the plans of
the home organization for dealers in the coun-
try. The meet'ng was called on less than
twenty-four hours' notice and well attended.
Fublicity, sales and production features were
demonstrated to dealers, with the result that
tliey are tvonvinced that the year will be quite
productive of new business for them.

Seventy sales people entered the sales contest
conducted by the Cleveland Talking Machine
Co. during February and data to ascertain the
leaders in this event. so that the award of a
free trip to the Victor factory for the Cleveland
girl and the out-of-town girl making the best
showing may be made, are now being compiled.
Dealers say the event has served not only to
increase sales over January, which month was
taken as the basis for the contest, but that it
also will aid in knowing what records are more
desired, who the customers are that buy the most
records, and how to plan their business for the
future.

As an additional aid to dealers in Cleveland
and vicinity in pushing records of the classics
during March, the Cleveland Talking Machine
Co. has issued a supplementary list to that of
the regular Victor listing. A feature of this
supplementary list is the schedule of dates and
the artists who will appear here on those dates,
which is expected to arouse added interest on
the part of dealers’ clients in the work of these
artists in person as well as their recordings.

Setting the example for dealers, following an
urge of long standing by both the Victor or-
ganization and Victor jobbers, the Cleveland
Talking Machine Co. takes the lead for what is
Lelieved to be the first time for a jobber in ad-
vertising in a daily newspaper the new records
ac listed in national advertising by the Victor
Co. This advertising uses the famous Victor
dog and lists all Victor dealers in Clevelaid,
and advises the public that the new retords can
be obtained from these dealers. The advertis-
ing was so placed that it appeared on a page
opposite to that of the Victor national advertis-
ing. Tt is believed that dealers will not only
gain added business in records from this move,

Lut that they will see the advisability of co-
operating in a practical way with the national
advertising in future.

More than 5,000 children from public, junior
and high schools of Cleveland have entered the
music memory contest being conducted by the
Musical Arts Association. First tests will be
lield in conjunction with the Cleveland Sym-
phony Orchestra at Masonic Hall March 12. Ten
selections will be played. Teams of fifteen
students from each school will try to name the
composition, the composer, the nature of the
selection and something of its history. The
winning team will receive a bronze cup which
will be held for one year, at which time it will
be competed for again. To the individual pupil
making the largest number of winning points a
talking machine may be given as a personal
reward by the talking machine trade here. Or-
chestra leaders at motion picture houses have
been aiding the movement here by playing se-
lections at the request of pupils entered in the
contest.

Motion picture orchestra directors also have
been a help in another way toward increasing
interest in music and incidentally aiding the
sale of records. This has been accomplished
by Mrs. Loretta B. Flading, manager of the talk-
ing machine department of the Aldrich-Howey
Co. Good new records which have been slow
movers because people did not know these selec-
tions were entirely too numerous at the Aldrich-
Howey. So Mrs. Flading has been asking the
movie musicians to play such selections, which
they always are glad to do in order to enliven
their own programs. The following day a large
sign with a list of the selections played usually
appears in the Aldrich-Howey window, and a
little later buyers of these records appear in the
store. This plan has served not only to reduce
such record stocks, but offers a new avenue to
machine sales with the increasing line of new
customers.

Another influence for better business for deal-
ers is seen by F. C. Erdman, district representa-
tive of the Victor Talking Machine Co., back
in town after an extensive tour of the Ohio
territory. Dealers everywhere welcome the
new Victrola 80 and report it moving well with
the arrival of first shipments.

NEW PATHE DISTRIBUTOR

Fones Bros Hardware Co., of Little Rock, Ark.,
Secures Distributing Agency at That Point

The important announcement of a new Pathé
distributor has been made at the headquarters of
the Pathé Fréres Phonograph Co., in Brooklyn,
N. Y. Sales Manager George . Lyle in-
formed The World of a new Pathé distributing
point at Little Rock, Ark., where Fones Bros.
Flardware Co. has been appointed distributor.
Fones Bros. are well and favorably known in
this section of tlie country and have a large, ef-
ficient sales organization that will be well able
to take care of the efficient distribution of
Pathé products in that territory.

“Take Your Music With You™

PROMPT
DELIVERIES

Size: 12145 x 1114 x 6

“CIROLA/”
chamber; has twin spring motor; highly nickeled metal parts; is
finished like a Piano; built like a Battleship; folds like a suitcase; .
weighs 16 lbs.; plays all records better because the good fresh air is
its sound amplifier; and we will give $10,000.00 for any Cabinet
Phonograph at $100.00 that will produce a larger volume of tone.
Write for our proposition quickly. Enterprising dealers everywlere
are rapidly stocking these Spring and Summer Whirlwinds.
may be had if desired.

CIROLA DISTRIBUTING CO., Inc.

the only PORTABLE Phonograph

Distributors of the

CIROLA PHONOGRAPH

without

Covers

sournd

203-04 Colonial Trust Bldg.
Phone Spruce 6340
PHILADELPHIA, PA.
U. S. A.




MarcH 15, 1921

THE TALKING MACHINE WORLD

89

“Satisfaction’’

The real acid test for any new proposition is not passed until it has been sold, paid for, and given
highly satisfactory service to the purchaser.

When this has been done, such a proposition in the hands of capable men, coupled with integrity,
provides the safest form of industrial investment.

The TALKING MACHINE WORLD SERVICE is not a new proposition. It is an estab-
lished Service which has been successfully rendering service for the past two years.

WHEN YOU SIGXN UP for the TALKING MACHINE WORLD SERVICE exclusively
in your city, you secure the best that money can buy in the way of a high-class sales stimulator.

This is What the TALKING MACHINE WORLD SERVICE

has done for others. It will do the same for you

“You may be interested in knowing that we
attribute a very large volume of business which
we are doing to the TALKING MACHINE
WORLD SERVICE, and if, at any time, you
have any individuals who want to know what
this Service will do for them, you need not
hesitate giving us their addresses because we
absolutely know that your Service is the finest
that money can buy.”

“We find your Service very helpful by using

it to the utmost, and are finding it effective
and profitable.”

“We are pleased indeed with your prospect

card and know it must have taken a lot of time
and study to get one so thoroughly practical.

Beyond question, this will prove a great help to
any dealer who needs a system of this nature.”
“Your ads are exceptionally fine because even
the person who hurriedly picks up a paper and
reads it at a glance will be compelled to read
your ads. They have class to them and are out
of the ordinary.”

“Your ads and letters speak for themselves. We
think your Service is great, and are using it to
the limit.”

““What else can we do for you?” That always
makes me feel good when I see it at the end
of my Service order, and I always want to sit
down and tell you again what I think of the
Service, but you already know.”

THE COST? NOTHING—when you notice the results obtained for the money invested

The Talking Machine World Service,
373 Fourth Avenue, New York City.

1f other dealers in big cities as well as small towns
are getting results and making a big profit on The Talking
Machine World Service, I'd like to know all about it.
Without obligation, send me sample copies of ads, form
letters, ideas, etc. Tell me what it will cost per month
for exclusive use in my territory.

The population of my city i5.......ovviiiiiinneenn. ..
1 sell the following machines.................c.cvunn.n.
My firm name is........ e
By e et e s s e e

MAIL THE ABOVE COUPON TODAY—WITHOUT FAIL
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OHIC MUSIC CLUBS MEET MARCH 30
Mrs.

Frances Elliott Clark to Address State
Federation on Educational Work

CincinnaTI, O., March 7.—The Ohio Federation
of Musie Clubs will hold its annual convention
itc this city on March 30 and 31 and April 1, at
which timme the members will be addressed by
Mrs. Frances Elliott Clark, of the educational
department of the Vigtor Talking Machine Co.
The organization is preparing to extend its work
among the younger folk through the junior
clubs of the Federation, of which division Miss
Grazella Puliver, educational director of the
Cleveland Talking Machine Co., has been elected
chairman. The junior division will provide ways

and means for the youngsters to perform in -

public and demonstrate what they are learning
in music.

TALKING MACHINE MEN, INC., MEET

Dr. Frank Crane Addresses_Monthly Gathering
of Local Association—Nominating Committee
Presents Slate—To Vote on Sunday Closing

The monthly meeting of the Talking Machine
Men, Inc., was held at the Pennsylvania Hotel
on Wednesday afternoon, February 16. The
attendance was quite large owing, no doubt, to
the fact that Dr. Frank Crane addressed the
gathering and an announcement of his talk had
previously been forwarded to the members.

Dr. Crane made a very enlightening and con-
structive address along busincss lines and put
forth what he considered the ten commandments
of a salesman, which are set forth at length
in another page of The World this month.
His reference to situations that arise daily as
the result of sales was very pointed and in-

structive, aud at the close of his remarks a .

spontaneous rising of those assembled, followed
by a unanimous rising vote of thanks, supported
the statement.

It was voted to send E. G. Brown, secretary
of the Association, to the annual meeting of
the National Association of Music Merchants,
to be held in Chicago in May, at which time, it
is understood, there will be a gathering of talk-
ing machine dealers, particularly those from
Los Angeles and Pacific Coast territory, for
the purpose of either joining the National Asso-
ciation of Music Merchants or forming a na-
tional association of talking machine dealers.

It was decided to place the question of Sun-
day closing before the Association in a ques-
tionnaire form, and a committee was appointed
to gather data covering the newspaper publicity
of mail order houses and placc it before the
Merchants’ Association of New York.

The nominating committee presented the fol-
lowing names as officers to be elected at the
annual meeting and banquet at the Hotel Penn-
sylvania, to be held on March 27: President,
Irwin Kurtz; vice-president, E. Leins; secretary,
E. G. Brown, the present incumbent; treas-
urer, A. Galuchie.

The names presented for the officers of
the executive committee werc: M. W. Gibbons,
L. R. Yeager, Harold Bersin, Theodorc Arison,
Sol Lazarus and A. H. Meyers.

Fverett W. Richards is now in charge of the
talking machine department of the Johnston-
Hatcher Co., in Springfield, 111

GERMAIN

SAGINAW

THE FINEST OF

CORE STOCK

For Phonographs and Record Cabinets

Are supplied by the

BROS.

Makers of the Famous

“Germain Piano Backs”’

CO.

MICHIGAN

WINS A PRIZE FOR POLITENESS

Miss Lorraine Templeton, of Famous & Barr
Co. Talking Machinc Department, Secures
Award for Politeness and Good Nature

Several newspapers in the West have been
endeavoring recently to test the standard of
politencss among sales peoplc in retail stores by
offering a substantial prize cach day to the per-
sen whom a special investigator believes is the
niost polite. In Chicago, Milwaukee and other
cities clerks in music stores have been successful
i capturing scveral prizes, and in St. Louis one
of the young ladies in the music section of the
Famous & Barr Co. won the award offered by
the St. Louis Times. In his story the investi-
gator said:

“Where are the phonograph records?’ In-
vestigator asked an elevator starter.

“Sixth floor, s¢ir. Talke the end car, please.”

The answer was giveh in such a pleasing man-
ner that Investigator fingered the voucher in his
vest pocket. Here. indeed, was a worthy per-
son who might warrant further investigation.
If none better could be found Investigator
would retvrn to him,

On the sixth floor the quest began in earnest.
Iuvestigator took a stand at the counter. Came
three young ladies at one time.

“Are you waited on, sir?” in chorus.

Now someone has said, “Music hath such
charms.” Pcrhaps that aceounted for the action
of the young ladies.

Anyhow, Investigator was stumped. So his
eyes just chanced to catch those of a certain
young lady among the three whose smile proved
an undeniable magnet. To her Investigator said
he would like to hear some new records.

“Certainly, sir. Step right this way.”

Investigator availed himself of the oppor-
tunity to wateh the young lady. A row of

Exclusive and better methods are .
making phono-parts with better finish

HAVE THEM SUPERCAST

The Superior Die Casting Co.
Cleveland, O.

booths and a mixiure of jazz and the classics.
Always the young lady appeared in the booth
at the right time, changed the records and in-
quired whether the selections were suitable to
the taste of the individual. To her were allotted
five of th¢ booths. It was tiresome work, but
well handled.

Always there was a smile for each customer,
and always the spirit of willingness to oblige
appearcd uppermost in the girl’s countenance.
Hearing somc half a2 dozen records Investigator
prepared to depart. On the way he was greeted
by still another lady, who seemed solicitous.
Puzzled, Investigator turned over in his mind
this question: Was it permissible to award
three prizes on the same day? Hardly, and
vet each of the girls seemed deserving.

A chance incident settled it. “Now that I've
Licard the records you played for me I want
‘Grieving’,” Investigator said.

“Certainly,” replied the young lady who had
waited upon him, returning anon with the rec-
ord. “Don’t you think you had better hear it
played? Sometimes, you know, they sound dif-
ferently the second time you hear them.”

Investigator didn’t wait. The voucher was
placed into the hands of Miss Lorraine Temple-
ton, 1226 North Taylor avenue.

MAIN-SPRINGS

For any Phonograph Motor
Best Tempered Steel

1 in. x 10 ft. for Columbla........... Bach $0.50
1 lo. x 13 ft, for Vlctor...... teraaens Each 0.50
1% In, x 18 ft. for Viector.............. Each 0.76
1 In. x 12 ft. for Helneman.......... Bach 0.60
% In. x 10 ft. for Col. Pathé-Helneman
Each 0.50
14 In. x 16 ft. for Helnpeman ......... Each 1.20
1  x 16 ft. for Saal or Silvertone....Hach 0.80
1 In. x 10 ft. for Saal or Sllvertone..Fach 0.60
1 In. x 16 ft. for Sonora or Brunswlck
Bach 0.90
% In. x 10 ft. for all small type machines
Bach 0.45
134 in. full size for Bdison Dilsc...... Bach 210
SAPPHIRES—Genuine
Pathé, very best loud tone genulne, each 15c;

100 lots, $11.50.
Edlson very best loud tone, 15¢ each or $12.00 in

100 lots.
MOTORS

Speclal price on Krasberg motors.
Order right from this ad.
Send for price llst of other repair parts.

The Vals Accessory House
1000-1002 Pine St. St. lfouls, Mo.
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“The Lure of Music” is a book that tells folks all
about the music great exclusive Columbia artists
make. The convenient Columbia Record Album is
a constant invitation to fill it with records.
Dealer Service man has supplies of both.

Columbia Graphophone Co.
NEW YORK

Cur

==

INCREASED BUYING REPORTED BY TRADE IN ST. LOUIS

Conditions Interestingly Reviewed—Important Discussions at Music Merchants’ Meeting—F. C.

Schuyler With Local Columbia Branch—Death of J. E. Medairy—Kieselhorst Study Hour

St. Lours, Mo., March 3.—There is improvement
in the talking machine situation in St. Louis.
February was a better month than January and
all the indications are that March is going to
be a great deal better than February. This does
not mean that people are falling over each other
to buy talking machines, as they did in a well-
remembered and well-beloved recent past, but
the people are buying them and buying them in
increasing quantities, as compared to the sales
during the early part of the Winter and just after
the holidays. Period designs are growing in
favor and dealers anticipate that it will not be
long until the best of the demand for the high-
est-grade instruments will favor the period
models. A development not unlike the rise of
the grand in piano circles is anticipated for the
period designs in talking machine circles. Deal-
ers’ stocks are low. They are not buying any
more than they have to because they are not sure
whether. there are going to be any price changes.
They are not holding out for reductions, but they
are simply uncertain what to do. Record sales
continue remarkably good. The records never
shared to any great extent in the depression
which affected the machines. The rush on re-
lease dates seems as great as ever.

Talking machine matters held as large a place
as pianos at the last meeting of the Music Mer-
chants’ Association of St. Louis, the member-
ship of which includes both branches of the
business. First off, Manager Jackson, of the
Brunswick Co., had a little crow to pick with
the president of a local piano house, which ad-
vertised a clearing sale of talking machines at re-
duced prices, and, lo, the Brunswick name led all
the rest. Manager Jackson contended that the
wording did not make it clear that it was used
Brunswicks that were being offered. The piano
nian said there had been no intention to confuse
the public. Everybody agreed that the piano
house was entirely within its rights in adver-
tising what it did in the way that it did, but it
was felt to be unfortunate in that the price pres-
tige of a nationally advertised machine was
brought into jeopardy. The upshot of it all was
that a resolution was adopted that hereafter
members of the Association, in advertising used
instruments not regularly handled by the dcaler,
will see that the word “used” is placed in direct
conjunction with the name of thé manufacturer
or the trade-mark in order that standardization
of values shall not be disturbed.

Talking machines, too, share with pianos in
the benefits of a more closely drawn declaration
on the subject of breaking sales. Under this
declaration a sale is a sale when a contract has
been signed and a payment has been made,
either in cash or musical merchandise, to the
amount of the initial payment, as per contract.

The Association’s attitude against announce-
ments of reductions in prices was rcaffirmed,
with the understanding that if new prices were

announced they are not to be designated as re-
ductions.

Mark Silverstone’s merry-go-round, being the
turntable on which he exhibits to hesitating cus-
tomers the leading makes of talking machines
along with the Edison came in for a few animad-
versions in the informal discussion toward the
ciose of the meeting. Silverstone defended his
turntable and contended that it was fairer than
comparing machines under different conditions,
ag, he said, was done in other stores.

Edward J. Brennan, manager and attorney of
the Better Business Bureau, addressed the mem-
bers on advertising of talking machines and
pianos. He said that he had had a complaint
against a St. Louis dealer advertising a machine
he did not have. The classified advertising, he
said, was pretty clean. The principal trouble

his organization was having was with residen-
tial dealers. He declared that musical adver-
tising was cleaner in St. Louis than in any other
large city in the country, but said there was still
room for improvement. .

A. H. J. Dickhaus, formerly manager of the
riano and talking machine departments of the
Famous & Barr Co., who resigned to go into
the navy when the country went to war, and
has been a star salesman since his return, has
resigned from thc Famous & Barr Co. after a

- service of about seven years. He has offers from
other St. Louis houses but may conclude to
locate in another city.

Manager E. A. Fay, of the Connorized Music
Roll Co. Thirteenth and Olive streets, says
there has been a marked iinprovement in busi-
ness ur the past two weeks, both in music rolls
and in Starr talking machines and Gennett rec-
ords, for which the St. Louis branch is dis-
tributor. Tn the talking machines Style 15, a
table period design. is in strong demand. J. A.

(Continued on page 92)

New Edison.

THOS. A. EbDISON, Inc.,

NATIONAL ADVERTISING

now appearing in periodicals and daily papers is emphasizing the
ability of the New Edison to play the various talking machine
records with highly improved tone quality.

Edison Jobbers and Dealers

you will be best prepared to make capital of that advertising by
stocking only the highest quality Reproducer attachment.

The Newton Reproducer
WITH EDISON ATTACHMENT

leads all others in performance,
a highly scientific diaphragm of double construction made
expressly for and adapted to the throat and amplifier of the

The NEWTON Reproducer is guaranteed indefinitely

quality and finish. It embodies

List Price Complete—G. P. $12.00, N. P. $10.00

Sold by Leading Edison Distributors

Direct shipments to Dealers in territories where we are not
represented by Jobber. Write for discounts and particulars.

MANUFACTURED EXCLUSIVELY BY '

W.L.NEWTON&(O.INC.

SCRIBNER BUILDING
507 FIFTH AVENUE NEW YORK CITY
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INCREASED BUYING IN ST. LOUIS
(Continued from page 91)

McNabbs, of the Frankfort Music Co., West
Frankfort, Ill, was in the other day and Man-
ager Fay almost forced him to take a Style 15.

soon as the machine reached the store he
cailed up on the long distance and ordered two
more. He had sold the one and had received a
payment of $100 on another. Dan Reardon,
who was with the company several vears ago,
Lias returned froma four wvears' service in the
navy and has again taken a position with the
cempany. visiting the city trade. Frank L. Fay
1> on an extended trip through Missouri, Towa,
Nebraska, Kansas, Oklahoma and Arkansas and
is getting good arders. He will return to St.
Louis about March 25.

C. Schuyler, heretofore connected with the
main office of the Columbia Graphophone Co.,
has been assigned to the St. Louis branch, where
he will have charge of the international records
for St. Louis and the St. Louis trade territory.
General Sales Manager G. W. Hopkins and In-
ternational Record Manager R F. Bolton were
iii St. Louis recently. Manager E. M. Morgan
has returned from a trip to Arkansas. Assistant
Manager A. \W. Roos has returned from a
Southern trip. Manager Morgan announces that
February business scored a material advance
over January totals.

Edwin Schiele and Herbert Schiele, presi-
dent and vice-president of the Artophone Corp,,
have returned from a business trip to Chicago.
Sales Manager Salmon reports a fine business
in Okeh records in February and March, with
the opening of many new accounts. Large or-
ders have been received for the John McCor-
mack records, which were made in Europe. The
first releases of German, Polish and Italian
Okeh records have been received.

Fred Lehman, of the Lehman Music House,
Fast St. Louis, has been honored recently by
lis fellow citizens, being elected a member of
thbe Board of Directors of the Southern Na-
tional Bank. A newspaper account of the elec-
tion carries a history of Mr. Lehman's career
it. East St. Louis and appreciation of the quali-
ties that have made him successful.

A music memory contest is scheduled in the
schools of St. Louis for the month of April
Teachers and pupils are already at work and the
co-operation of the parents in the home, of music
and civic clubs is being asked. The effects of
such a contest are far-reaching and will soon
raise appreciation of music in the community to
a higher plane.

Soss Invisible Hinges

are essential to preserve the beauty of design, particularly

when it is desired to disguise the talking machine cabinet,

In many of the betler cabinets of today Soss Hinges are
used. They are mechanically accurate and
can be installed quickly and easily.

Write for Catalogue

SOSS MANUFACTURING COMPANY

778 Bergen Street,

Joseph E. Medatry, whose critical illness was
rnoticed in this correspondence last month, died
recently at the home of relatives here, follow-
ing his return from Atlanta, where he was
stricken and was compelled to relinquish his
position as manager of the Goodart-Tompkins
Co. Before going to Atlanta he was manager
for several years of the Stix, Baer & Fuller
taiking machine department. Before that he
was with the Bollman Bros. Piano Co. and the
Aeolian Co. and with F. Loeser & Co., Brooklyn.
He was thirty-seven years old and is survived
by his widow and one child. He was one of the
charter members of the Tri-State Victuor Deal-
ers’” Association. Members of the Tri-State
Association and the Stix, Baer & Fuller talking
machine department attended the funeral.

St. Louis audiences have been treated to some
rare musical events within the last month.
Scrgei Rachmaninoff carried off the piano honors
of the season, when he was enthusiastically
greeted by a full house.

Specials for prompt shipment:

seasoned.

Send us your inquiries for all kinds of

3400 Hall St.,

YAZOO RIVER RED GUM

4 cars 114" 1st and 2nd Plain Red Gum,

2 cars 114" 1st and 2nd Plain Red Gum.

2 cars 2” 1st and 2nd Plain Red Gum.
10 cars 2” 1st and 2nd Qrtd. Rcd Gum.

5 cars 214" Common and Btr. Qrtd. Red Gum.

4 cars 3 Common and Btr. Qrtd. Red Gum.

8 cars 114” No. 1 Common Plain Red Gum.

10 cars 2 No. 1 Common Plain Red Gum.

10 cars 2 No. 1 Common Qrtd. Red Gum.

3 cars 3 No. 1 Common and Btr, Plain Red Gum.
5 cars 114" 1st and 2nd Sap Gum.

5 cars 114" 1st and 2nd Sap Gum.

2 cars 2" 1st and 2nd Sap Gum.

2 cars 3” 1st and 2nd Sap Gum.

5 cars 174” No. 1 Common Sap Gum.

10 cars 2 No. 1 Common Sap Gum.

2 cars 3 No. 1 Common Sap Gum.

5 cars 114” No. 1 Common and Btr. Qrtd. White Oak.
5 cars 3" No. 1 Common and Btr. Qrtd. White Oak.
5 cars 4” No. 1 Common and Btr. Qrtd. White Oak.
10 cars 1” No. 1 Common and Btr. Qrtd. Red Oak.
6 cars 14” No. 1 Common and Btr. Qrtd. Red Oak.

Our Red Gum is of soft texture and rich dark color.

THOMAS & PROETZ LUMBER CO.

Specially manufactured and

cabinet woods.

St. Louis, Mo.

Brooklyn, N. Y.

The La Scala Orchestra with Arturo Toscanini
gave one of the finest orchestral evenings ever
beard in St. Louis and impressed deeply the
innnense audience.

Fritz Kreisler appeared again just four weeks
after a previous concert, this time as guest
artist with the St. Louis Svmmphony Orchestra.
It proves his immense popularity that he was
just as enthusiastically received in his Symphony
appearance as in his concert when he played
more popular numbers.

Hans Kindler surprised music lovers in the
city, for he came a practically unknown artist,
but left with the highest praise of everyone who
heard him.

In all of these concerts, save that of the La-
Scala Orchestra (when the New York Souveénir
Fiogram was used), the programs were used by
the Kieselhorst Piano Co., the Smith-Reis Piano
Co. and the Lehman Music House, of Fast St.
Louis, to advertise their Victor service on rec-
ords by the artists appearing.

The Music Merchants’ Association of St.
Louis has contributed $150 and 25 per cent of its
n:come for the rest of the year toward the deficit
of the St, Lou’s Symphony Society. _

Manager R. W  Jackson, of the Brunswick
Co.. announces a very good demand for the
Brunswick connsole type machine that sells for
200 and says the trend is toward the higher-
priced machines. Manager Jackson has ra-
turned from a business trip to Chicago.

The February business of the Stix, Baer &
Fuller talking machine department was 55 per
cent ahead of February, 1920, according to F. J.
Enumis, the new manager of the department.
The best demand was for the most expensive
and the cheapest machines. Medium-priced
m:achines did not go so well.

A. E. Whitaker has closed his piano and talk-
ing machine business in the Arcade Building and
has taken a position with the Scruggs, Vander-
voort & Barney music department.

Miss Enuna Hammer, formerly with the
Kieselhorst Piano Co. talking machine depart-
iment, has taken a position with the Wurlitzer
talking machine department.

George E. Brightson, president of the Sonora
Phonograph Co.. New York, was here recently.

The Kieselhorst Piano Co., of, St. Louis, has
organized a study hour for the Victrola depart-
ment covering the first hour of the day and in-
ctuding the machine and record sales people and
manager, T. L. Maetten. One sales person will
have charge each week under the general super-
vision of Mr. Maertten.
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A Real Merchandising Proposition

We are not exaggerating in the least when
we say that the new Jewett Phonograph
has created a very real sensation 1n the
phonograph field.

Besides being an exquisitely beautiful in-
strument in design and finish, it possesses a
tone decidedly more lifelike in quality, we
believe, than any other phonograph on the
market.

And the entire Jewett line, including both
upright and console models, is priced so
far below the usual prices of high grade
phonographs as to be truly astonishing.

Here is a merchandising proposition of
real merit, backed by a company of un-
questioned financial standing—the same
strong financial interests that have been
behind the Paige-Detroit Motor Car Com-
pany and other equally large and success-
ful enterprises.

A broad-gauged policy will be followed in
marketing it—a policy featured by liberal
discounts and .generous co-operation in
local advertising.

Details of agency proposition may be had
upon request.

-

The Jewett Phonograph Company

General Sales Offices: 1730 Penobscot Bldg., Detroit Mich.

EWETT

PHONOGRAPHS
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EDISON JOBBERS MEET IN ORANGE

Two-day Session at Edison Laboratories Sees
New Mood Change Tests—Thomas A. Edison
Makes Timely Address to Eastern Jobbers

The eastern Edison jobbers and their trav-
elers hicld a two-day session at the Orange Lab-
oratories on March 1 and 2. The Fourteen
Sales Propositions were again the basis for the
discussions, with particular stress laid on Sales
Aid Service, means of obtaining salesmen and
their training, methods of assisting dealers in
the financing of their business and the promo-
tion of Re-creation sales. One of the most inter-
esting features of the meeting was the demon-
stration of a Mood Change Party. This new
Edison psychological stunt is being widely dis-
cussed throughout the country at present and
the jobbers and their travelers thought they
would like to undergo a practical test. Mood
charts were distributed, four Re-creations were
played and those present noted down their vari-
ous reactions. The whole conference was marked

Jobbers Wanted

FOR THE

Deterling Line

We have a few States open for
“live,”” progressive jobbers.

The proposition is an excellent one,
with  possibilities
profits.

for substantial

Write today for open territory

The prices and the goods are right.

DETERLING

MFG. CO.
TIPTON INDIANA

AUTOMATIC STOPS

The simplest and most efficient Auto-

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

Send 50 cents for Sample Stop

; Kirkman Engineering Corporation

484-490 Broome St., New York

by most intense earnestness and enthusiasm.

It is not often that Thomas A. Edison himself -

attends a meeting of this description, but he
decided to join those assembled for a short time.
The company received him with an outburst of
spontaneous applause as he made his appear-
ance, and for about half an hour he held their
close attention by his wit and wisdom. . He
touched on financial and business conditions,
making some shrewd deductions, and he in-
dulged in several humorous anecdotes, which
were keenly enjoyed.

Jobbers and jobbers’ travelers at the confer-
ence were: N. D. Griffin, P. R. Hawley, Ameri-
can Phonograph Co., Albany; F. H. Silliman,
T. E. Dean, F. S. Boyd, L. H. Ripley, G. R.
Coner, The Pardee-Ellenberger Co., Boston; F.
T. Keeney, F. G. Cook, C. H. De Forest, The

Pardee-Ellenberger Co., New Haven; E. C. Boy-
kin, A. W. Toennies, P. J. Burns, J. R. Lewis,
J. B. Gowdy, The Phonograph Corp. of Man-
hattan, New York City; R. B. Cope, H. G. Hur-
rell, T. A. Dillon, W. C. Stiver, Girard Phono-
graph Co., Philadelphia; F. E. Bolway, C. L.
Eddy, H. D. Bush, G. C. Cooke, F. E. Bolway
& Son, Inc., Syracuse; G. E. Garnett, The C.
B. Haynes Co., Inc.,, Richmond; W. A. Myers,
Williamsport.

The Edison Laboratories’ representatives who
attended were: Thomas A. Edison, Charles Edi-
son, William Maxwell, S. B. Mambett, E. H.
Philips, T. J. Leonard, J. A. Shearman, J. B.
Gregg, A. L. Walsh, D. B. Babcock, D. E.
Wheeler, E. Trautwein, H. R. Skelton, C. S.
Gardner. The Federal Advertising Agency was
represented by Henry Eckhardt.

HINTS FOR ASSOCIATION MEMBERS

Some “Don’ts” Which May Apply to Members
of Any Association—If the Shoe Fits Put It
on and Profit by These Examples

One of the members of the trade has sug-
gested that the following Hints from the Ameri-
can Furniture Manufacturer might apply to some
of the dealers who somehow forget all about
their association, organized expressly to better
conditions in the ralking machine industry:

1. Don’t comc to the meetings.

2. But if you do come, come late.

3. If the weather doesn’t suit you don’t think
of coming.

4 If you do attend a meeting find fault with
the work of the officers and other members.

5. Never accept an office, as it is easier to
criticise than to do things.

6. Nevertheless, get sore if you are not ap-
pcinted on a committee, but if you are, do not
attend committee meetings.

7. If asked by the chairman to give your
opinion regarding some important matter tell
him you have nothing to say. After the meeting
tell everyone how things ought to be donc.

8. Do nothing more than is absolutely neces-
sary, but when other membhers roll up their
siceves and willingly, unse!fishly, use their abil-
ity to help matters along howl that the associa-
tion is run by a clique. ;

G. Hoid back your dues as long as possible
or don’t pay at all.

10. Don't bother about getting new members.
Let the secretary do it.

11. When a banquet is given tell everybody
money js being wasted on blow-outs which made
a big noise and accomplished nothing.

12. When no banquets are given say the as-
sociation is dead and needs a can tied to it.

15. Dor't ask for a banquet ticket until all
are sold.

14. Then swear you’ve been cheated out of
yours.

15. If you get a ticket don’t pay for it.

16. If asked to sit at the speakers’ table
modcstly refuse.

17. If you are not asked resign from the as-
sociatiou.

18. If you don't receive a bill for your dues
don’t pay. :

19. If vou receive a bill after you've paid
resign from the association.

20. Dor't tell the association how it can help
you, but if it doesn’t help you in the way you
want, resign. -

21. It you receive service without joining
don’t think of joiring. -

22. If the association doesn’t correct abuse
in your neighbor’s business howl that nothing
is done.

25. If it cells attention to abuse in your own
resign from the association.

24. Keep your eyes open for
wrong and when you find it, resign.

25. At every opportunity threaten to resign
and then get your friends to resign.

something

Try these: a kind thought, a kind word, a
kind deed.

ASSOCIATED No. 70

UNIVERSAL TONE ARM-

Position of No. 70
Tone Arm for Play-
ing Lateral Cut
Records

Quality Construction
Unusually Good Tone No Blasting

Foruse in Phonographs retailing up to $100.

Price for sample—$2.00.
Quantity price on application.

Associated Phonograph Supply Co.

Dept. 71 Cincinnati, Ohio
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A. G. KUNDE

MILWAUKEE, WIS.

has been appointed the exclusive importer and dis-
tributor for the United States of the famous Homokord
Talking Machine Records made by the Homophon
Co. of Berln.

The Homop