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Quality Makes Sales
“Quality” 1s the standard by which all phono-
graphs are judged by the purchasing public.

“Quality” in TONE— DESIGN——FINISH—and
MECHANICAL DEVICES.

The Internatlonal Reputation of

THE INSTRUMENT OF QUALITY ‘Q

CLEAR AS A BELL —)

acknowledged “The Highest Class Talking Ma-
chine 1n the World” 1s a valuable asset for you
and establishes your prestige on a basis of the
highest artistic standards. |

With the revival of normal business conditions, a

Sonora agency 1s of GREAT VALUE to you.
I'here are some new dealers being added now—

You may be able to secure a valuable agency if
ou will write for further information.

Sonora Phonograph Company, Inc.
;EOQ. E. BRIGHTSON, President
NEW YORK CITY

TREET 279 BROADWAY
Canadian Distributors: I. Montagnes & Co., Toronto
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VICTROLA TO HELP OPERA COURSE

Lectures on the Opera in Columbus, O., to Be
Illustrated Through Medium of Victrola and
Records—Local Dealers to Co-operate

Corunsus, O. October 5—A new institution
will be inaugurated in this city when the opera
will be brought close to Columbus people this
Fall at the New Southern Hotel, through the
combined efforts of Prof. Thomas Scott Low-
den, of the psychology and history of education
department of the Columbus Normal School,
and the City Federation of Women's Clubs. This
will be a lecture series conducted by Dr. Low-
den.

“For a long time I and other lovers of real
music have striven to bring better music to the
public attention. WWe have been particularly
anxious to do this because Columbus is still
not a seat of opera, and opera to me is the
highest form of art, for the reason that it em-
bodies poetry, which itself is art; music, both
instrumental and vocal; dramatic action and
beautiful scenic effects. In other words, opera,
in my opinion, is a combination of all the arts.

“Since we are not fortunate enough to have
opera here we thought that the next best thing
would be to have these lectures illustrated on
the Victrola. We want the people to understand
and appreciate better music, which is principally
the purpose of this course.”

In these words Prof. Lowden stated why he
and the City Federation of Women’s Clubs de-
cided on this lecture series.

The program committee who will have charge
of the general arrangements for this series in-
cludes Mrs. W. L. Matton, chairman; Mrs.
Charles W. Lentz, Mrs. C. A. Entrekin, Mrs.
F. M. Stanton, Mrs. H. L. Hesse, Mrs. H. R.
Markel, Mrs. Samuel Hagans, Mrs. Vernon Rie-
gel and Mrs. T. S. Lowden. Mrs. Florence
Holmes Bay is the chairman of the publicity
committee.

Local Victor dealers are co-operating with
the City Federation in furnishing talking ma-
chines and records. These operas will be ana-
lvzed physiologically by Dr. Lowden: On Octo-
ber 11 “Faust” will be discussed; “Rigoletto” is
scheduled for the 25th of October; November 8
1s the date on which “Aida” is to be discussed;
“I1 Trovatore” on the 22nd of November, and,
lastly, “Carmen” on December 6.

Tickets are on sale at the various music stores.
The proceeds of the course go towards philan-
thropic and welfare work.

NEW STORE TO OPEN IN ALBANY

ALBaxy, N. Y., October 3.—On or about October
15 Pommer’s Music Shop will be opened on
North Pearl street, the main business and the-
atrical section of the city, by John J. Pommer,
one of our oldest business men, who has been
afiliated with the H. & J. Pommer furniture
store for the past thirty-five years. The new
establishment, which is now being equipped
with ten record booths and a number of Selrex
record listeners, will be managed by John W.
Pommer, who has been connected with the
talking machine industry for the past ten years.
A feature of the establishment will be booths
especially built for men who desire to smoke,
also booths especially designed for the use of
the kiddies and their folks.

OPENS EXCLUSIVE BRUNSWICK SHOP

: FreerorT, N. Y., September 19.—Chris Chapman'’s
Nrunswick Shop is the name of a new music

stablishment which was opened here recently
by C..-is Chapman, who, for the past twenty-five
yvears, has been associated with various record
nianufacturing firms. Mr. Chapman handles
Brunswick machines exclusively.

CARUSO’S GREAT VOICE EXPLAINED

London Throat Specialist Tells of Some of the
Unusual Features of Noted Tenor's Throat—
Vocal Cords Unusually Long and Thick

Dealers and salesmen who handle and admire
Caruso records for the wonderful range and
beauty of the great artist’s voice will be inter-
ested in the fact that Dr. William Lloyd, noted
throat specialist of London, England, who for
many years treated Caruso, recently wrote to the
Daily Mail to the effect that in comparing Caruso
with other singers he found the following charac-
teristics of the perfect singing machine:

“The most striking feature was the great length
of the vocal tube; the distance from the teeth to
the vocal cords in Caruso was at least half an
inch more than in any other great tenor I have
examined.

“A second point was the length of the vocal
cords, on whose length, breadth and thickness
the pitch of the voice largely depends. The
average length of the relaxed vocal cords in a
man is one millimeter (about three-fourth inch).
Caruso’s vocal cords were one-sixth inch longer
than those of any other tenor I have seen.

“The capacity of vibration of the vocal cords
is another most important factor, for the higher
the note the more rapid must be the vibration.
Caruso when singing his wonderful chest C sharp
reached the phenomenal vibration for a man of
500 per second.

“Caruso’s whole body seemed to have more
average resonance and one of the great secrets
of his wonderful voice was the formation of the
epiglottis, which was thick at the base, as in
bassos, but exquisitely fine and delicate at the
free end. The power of his voice was so great
that he often fractured glasses in my consulting
rocom by singing their fundamental notes at the
orifice.”

JOHN'S MUSIC CO. OPENS

Exclusive Victor Establishment One of the Most
Beautiful in Lima—Five Thousand at Opening

The accompanying illustration shows the
John’s Music Co., of Lima, O., exclusive Victor

Interior New Store of John’s Music Co.
dealers, which was formally opened last month.
This is one of the most beautiful establishments
in the city and the sales organization is the
equal of any in northern Ohio.

Fully five thousand people were present at
the opening and a large number of Victor job-
bers were also in attendance. Following the
opening the out-of-town guests were tendered
a banquet at the Argonne Hotel and a merry
time was enjoyed until midnight.

The officers of the concern are Don G. John,
president; John A. Edwards, vice-president; M.
L Clevenger, secretary-treasurer, and George S.
Minter, who was formerly with the Cable Co,,
of Grand Rapids, Mich., sales manager.

Mr. John, 'who was connected with the Porter
Co. as manager of the talking machine depart-
ment for seven years, organized the new store
with the idea of specializing in Victor products.
A good line of pianos, player-pianos znd music
rolls is also handled.

NATIONAL PUBLICITY CAPITALIZED

How Talking Machine Men May Utilize the Ad-
vertising of the Manufacturers Whose Goods
They Handle—Some Hints Worth Adopting

Retail dealers in the talking machine field
might make profitable use of an idea put into
execution by a retail dealer in the field of elec-
trical merchandising. This retailer clips the ad-
vertisements of the companies whose lines he
handles which appear in such national mediums
as the Saturday Evening Post. He mounts these
on gray or other suitable cardboard and puts
them in his window for display. The mounting
boards are all cut the same size, and are eighteen
by twenty-two inches. If the pages are tipped
on the mat board they will not warp it, and they
may be replaced with later advertisements.
When one thinks of the millions of dollars spent
annually by national advertisers in the talking
machine industry it seems possible that the re-
tailers can go a long way further than they are
at present doing to capitalize this publicity.
These cards can also be used in the demonstra-
tion booths and other parts of the interior of
the store.

SELL VOCALION IN NEW YORK STATE

Chas. D. McKinnon to Look After Wholesale
Vocalion Interests in New York State, Work-
ing in Co-operation With Distributors

Svyracusg, N. Y., October 3.—Charles D. McKin-
non, who has had long experience in the talking
machine field, having at one time operated a
chain of retail stores and more recently New
York State representative for a prominent line
of machines and records, has been appointed
to look after the Vocalion and Vocalion record
interests in New York State for the Aeolian
Co. He will make his headquarters in this city
and work in co-operation with the newly ap-
pointed Vocalion jobbers, the Gibson-Snow Co.

Mr. McKinnon is well known throughout the
territory and is expected to do some excellent
work in the interests of the Vocalion.

CATERING TO THE KIDDIES

Why Not Special Envelopes or Containers for
Records, Now That We Have Special Rooms?

Special rooms for the kiddies are being in-
stalled in a great many talking machine stores
so as to make a direct appeal in the way of
special records for children and their friends.
In this connection would it not be a good idea
to have special record envelopes designed with
storks, animals and suitable rhymes printed on
the wrapper? In other words, have the envelope
or container i sympathy with the spirit of the
room, thus carrying out the idea of service to
children in a most complete way.

S. DAVENPORT MADE MANAGER

ArpyoRr, Okra., October 1.—Spencer Davenport,
formerly connected with the local store of the
Edison Phonograph Shops, has been appointed
manager by H. C. Leitnaker, of Oklahoma City.
president of the concern. Mr. Davenport suc-
ceeds F. W. Redsted, who died recently. Miss
Juanita Whitt, a member of the office force, has
been placed in charge of all office work.

TO MANUFACTURE RECORDS

The Harmony Recording Laboratories, for
the making of talking machine records, has been
granted a charter of incorporation, under the
laws of the State of Delaware, with a capital
of $150,000. Incorporators are: Howard Burns,
Sewickley, Pa.; A. A. Alles, Aspinwall, Pa, and
W. Crow, of Pittsburgh, Pa.

See second last page for Index of Articles of Interest in this issue of The World
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- Displays Co-ordinate Effectively : Byr. A. Hargy
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Without doubt the two most important  local newspaper Mrs. Housewife might have you have arranged to come out on these days.

forces for drawing business iuto your store are
your advertising and your window displays.

It is impossible to say which of these two
factors is the more important. Either advertis-
ing or window display, rightly used, will stimu-
late sales. If each is effective alone, when both
work together, instead of their efficiency being
doubled, it is multiplied.

Let's see how it works in a few typical cases.
Mr. Average Man is coming home from work at
the end of the day. On the trolley car he passes
the "“Quality Music Store.” An excellent dis-
play of talking machines is in the window. It
happens that Mr. Average Man has thought of
buying a new talking machine. The display
arouses his interest, But the car moves on and
lre becomes engaged in conversation for the
rest of the way with Mr. Smith, whom he sees
across the aisle. Temporarily he forgets all
about that window display.

He might forget it for all time if no fur-
ther attempt were made to keep up his interest.
However, after supper, when he reads his eve-
ning newspaper, he sees an advertisement of the
store featuring the same talking machines that
were in the window display. ‘The advertisement
cives descriptions and prices which he could not
see when he passed the store on the car. The
window display, backed up by the advertising, is
enough to make him stop at the store on his way
home the following evening and make a pur-
chase. Either the advertising or the window dis-
play alone would have failed to finish the job.

It might work another way. Mrs. Housewife
sces some operatic selection records advertised
in the newspaper. She is somewhat interested,
would like to see the records, perhaps, but is not
in urgent need of a new supply at the time. She
puts the paper aside without making up her mind
to take the trip to the store.

Later on she happens to be downtown. She
passes the store in question. An attractive dis-
play is in the window of the same records that
were advertised the evening before in the news.
paper.

She recalls, “Oh, yes; there are the things that
were advertised last might. I must see them.”

A good salesman in the store completes the
sale

Instead of seeing the advertisement in the

found it in her favorite magazine. The magazine
advertisement would have interested her, niade
her more receptive to the product, but it would
not have made a sale or even induced her to come
to the local store and ask to see the goods. She
might never have acted on the advertisement
until she saw the actual goods in a window dis-
play in one of the stores in her town.

In various ways these little episodes are being
acted over and over again every day in every
community. Advertising and display are work-
ing hand in haud to bring customers to the store.

The Three Chief Points

The three big points to remember about syn-

chronizing your advertising and window displays

e e

TheSame StoryCanBe
Told at One Time in
Advertising and Win-
dow Display With Lit-
tle Effort and Expense
S

are: first, to feature the same goods in your win-
dow that are advertised in the newspaper; second,
to have the advertisement appear at the same
time as the display is in the window, and third,
to put in a window display which emphasizes the
same general features which are advertised in
the paper.

The first two points are easy to accomplish.
It's a simple matter of intelligent planning to
see that the same goods get into the window
and that the advertisement appears on the same
day. Suppose yvou advertise in a weekly paper
that comes out on \Wednesday. Plan to change
your window display, putting in a fresh trim
each week to tie up with your advertising. If
you advertise twice a week, say Tuesdays and
Fridays, change one window Tuesday and the
other Friday to conform to the advertising that
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Except under unusual conditions each window
should be changed as often as once a week.
The store that allows a trim to remain from
two to three weeks at a time is likely to lose
a large part of the value of its window display
space. There is hardly a store in the United
States that cannot co-ordinate its advertising
and window displays with good result. 3

The third point is not always so easy to ac-
complish. This is making your advertisements
look like your window displays and vice versa.
Many manufacturers furnish electrotypes, litho-
graphed cut-outs and other window display mate-
rial which tie up ‘with each other. The same
niotif is carried out in the magazine’s advertise-
ment that appears about the time that the win-
dow display and local newspaper advertisement
are intended to be used. No more effective tie-up
between advertising and window displays can
be found than some of this material which is
furnished without charge by leading manufac-
turers to assist dealers to increase their sales.

An Effective Combination

When to the tie-up between national and
local advertising are added effective interior dis-
plays along the sanie ideas and instruction to the
retail clerks for bringing out the same points
that are featured ir the advertising and window
display we have a combination that is hard to
resist.

Sometimes the dealer is not fortunate enough
to have available a ready-made campaign of ad-
vertising and window displays. Now, then, shall
we make our advertising and window displays
tell the same storyr It requires more time and
thought in preparation, of course, but it can be
done, and done as effectively as in fhe case
when a complete campaign is furnished by the
ntanufacturer.

One of the most direct ways is by showcards
i1 your window that use the same headlines
that appear in vour advertisement. The same
headline, repeated on the most prominent show-
card in the window, immediately recalls to the
mind of the prospective customer the fact that he
has been favorably impressed by the same appeal
in the newspaper advertisement. A good head-
line, therefore, serves a double purpose.

Lithographed display material makes use of

’ (Continued on page 6)

THE TALKING MACHINE'S HELPMATE
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THESE ARE SOME OF THE REASONS FOR OUR EXCEEDINGLY LOW PRICES

Our latest improved albums are meeting with remarkable success in the trade.
Increased manufacturing facilities and improved machinery have enabled us to enlarge
our output and consequently realize great savings in raw material cost due to quantity

buying.

We make sets to equip every style of machine.
shelves for No. 80 Victrola, as illustrated, consists of more albums than any other album set
on the market to-day and gives the dealer the opportunity to sell more records.
of the new NYACCO set is no more than the price of ordinary old-style album sets.

Shipments can be made F. O. B. New York or Chicago, as you may desire, thereby saving

you freight or expressage.

We guaranty our NYACCO albums as to quality, construction and expeditious deliveries.

Don’t wait for the rush season to place your orders!
Order now for fall and winter delivery.

Jobbers and Distributors throughout the United States and Canada

Write for Quotations.

NEW YORK
23-25 Lispenard Street

A. W. CHAMBERLAIN, New England Factory Representative, 26 Broad St., Boston, Mass.

Samples submitted upon request

New York Album & Card Co., Inc.

Qur spacial set, with complete set of

Yet the price

CHICAGO
415-417 S. Jefferson Street

H
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THE TALKING MACHINE

Supremacy

The supreme qualities that make
the Victrola the certain choice of a
discriminating public are equally
important factors i ‘the success of
Victor retailers.

“Victrola”

Warning :

Important Notice.

is the Registered Trade-mark of the Victor Talking Machine Company
designating the products of this Company only.

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.

Victor Records and Victor Machines are scientifically co-ordinated

and synchronized in the processes of manufacture, and should be
used together to secure a perfect reproduction.

Albany, N, Y
Atlanta, Ga

Baltiinore, Md

Birmingham, Ala..
Boston, Mass

Brooklym, N. Y

Buffalo, N. Y,

B‘urllngtou. Vit
Butte, Mont
Chicago, Tl

Cineilnnati, O

Cleveland, O

Columnbus, 0.
Pallas, Tex........
Denver, Colo.

Des Moines, Ia
Detroit, Mich
Elmira, N. Y
El Paso, Tex
Ilonolutu, T.
Houston, Tex.......

Indianapolis, Iud..
Jacksonvillte, Fla. ..
Kausas City, Mo....

Los Angeles, Cal....
Memphis, Tenn

Victor Wholesalers

.Gately-Haire Co., Inec.
Elyea Talking Machine Co.
Phillips & Crew Piano Co.
Cohcn & Hughes

F. Droop & Sons Co.
H R. Eisenbrandt Sons, Inc

.Talking Machine Co.

Oliver Ditson Co.
The Eastern Talking Machine

Co.
The M. Steinert & Sons Co.

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

Curtis N. Andrews
Buffalo Talking Machine Co.,
Inc.

Ancrican Phonograph Co.
Orton Bros.

l.yon & Healy.

The Rudolph \Vurlltzer Co.

Chicago Talking Machine Co.

Qhio Talking Machine Co.

The Rudolph Wurlitzer Co.

The Cleveland Talking Ma-
chine Co.

The Eclipse Musical Co.

The Perry B. Whitsit Co.

.Sanger Bros.

The Knight-Campbell Music
Co.

Mickel Bros. Co.
Grinnell Bros.

Elmira Arms Co.
W. G. Walz Co.

. Bergstrom Music Co., Ltd.

The Talking Machine Co. of
Texas.

.Stewart Talking Machine Co.
. Florida Talking Machine Co.

1. W. Jenkins Sons Music
C

0.
The Schmelzer Co.
Sherman, Clay & Co.

0. K. Houck Piano Co.

Milwaukee, Wis...
Minneapolis, Minn.
Mobile, Ala

New Haven, Conn

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

Omaha, Nebr

Peoria, 11l
Philadelphia, Pa. ...

Pi¢tsburgh, Pa

Portland, Me
Yortland, Ore
Richmond, Vi
Rochesler, N,
Salt Lake City, U
San Franclsco, Cnt.
Seattle, Wash
Spokane, Wash
St. Louis, Mo

St. Paul, Minn
Syracuse, N. Y
Toledo, O

Washington, DD. C..

.. Badger Talking Machine Co.
. Beckwith, O’Neill Co.

m. H. Reynalds
Collings & Co.

...The Horton-Gallo-Creamer
- Co

Philip Werlein, Ltd.

Blackman Talking Mach. Co.

Emanuel Blout.

C. Bruno & Son, In¢.

Charles H. Ditson & Co.

Knickerbocker Talking Ma-
chine Co., Inc.

Musical Instrument Sales Co.

New York Talking Mach. Co.

Ormes, Inc.

Silas E. Pearsall Co.

Ross P. Curtice Co.

Mickel Bros. Co.

Putnam-Page Co., Inc.
Louis Buehn Co.,
C. J. Heppe & Son.

George D. Ornstein Co.
Penn Phonograph Co., Inc.
The Talking Machine Co.

H. A. Weymann & Son, Inc.
\V. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.
Standard Talking Mach. Co.
Cressey & Allen, Inc.
Sherman, Clay & Co.

The Corley Co., Inc.

E. J. Chapman.

..The John Elliott Clark Co.
.Sherman, Clay & Co.

Sherman, Clay & Co.

Sherman, Clay & Co.

Koerber-Brenner Music Co.

W, J. Dyer & Bro.

W. D. Andrews Co.

The C’I‘oledo Talking Machine
0.

.Coben & Hughes

E. F. Droop & Sons Co.
RRogers & Fischer

Victor Talking Machine Co.

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

Victrola 1V, $25

Victrola No. 90, $125

Mahogany, oak or walnut

Victrola No. 130, $350

Victrola No. 130, electric, $415

Mahogany or oak
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COMBINE PUBLICITY AND WINDOWS
(Continued from page 1)

similar illustrations for the window displays as
are used in +‘he advertising. This effect can be
accomplished to some extent by window back-
grounds which the display man himself can
make. It is not a difficult matter for the aver-
age window trimmer to prepare an effective
background, using the wall-board and cold-water
paints. Such a background need not be a finely
exccuted drawing. It is seen at a distance of
several feet and is partially covered up by the
merchandise in front. A rough, impressionistic
background will often prove as effective in a
window displayv as one on which infinite time and
labor have been spent.

The lavout for your newspaper advertisement
nught feature a large circlee The same circle
forms the kevnote of yvour window display back-
ground—a spot oi color that attracts from a
distance. A window display man who can draw,
even roughly. can copy illustrations in larger
size from magazines and newspapers. It is easy

to make these tie up in general idea and purpose
with the advertising illustrations used in your
newspaper.

In each advertisement it is a good plan to add
the line, “See these goods in our window display
this week.” Sticking the advertisement on the
inside of the plate-glass of your window is an-
other method of getting a direct tie-up. Some
stores do not favor sticking paper to the glass.
In this case the advertisement can be mounted
on a showcard and placed in the center of the
window toward the front, where it will usually
be read if the type is not too small.

Using Reprints of Advertisements

You can secure reprints of your newspaper ad-
vertisements at small cost to feature in this
wayv., If you can get them printed on coated
paper instead of the regular newspaper thev will
be more suitable for display work. It may be
possible to get blueprints or photostats, which
will show your advertisements in enlarged size.
In any form the display of vour advertisements in
vour window adds materially to their circulation.

Other copies of your advertisements may be

records.

class of music.
Just as

a 1101ui113‘| Cost.

LABELS THAT WILL SELL RECORDS

Classification labels made of cloth; the same material
and color as the albums—will sell records and albums.

CARUSQO-—now among the immortals—Ileaves more than a mere collection of
The golden voice has created for us and for posterity a great and definite

olks have collected “hymmns.” “violin selections™ and other series,
they will now seek complete folios of Caruso Records.

It is needless to enlarge upon the sales possibilities that exist in the suggestion
to your patrons that they start their Caruso Collections at once—using Peerless
Albums and Peerless classification labels.

Write for a sample set of these labels and how to obtain a supply gratis or at

Peerless Album

636-638 Broadway

Company

Phil Ravis, Pres.

New York

used to connect up your interior displays with
the rest of the campaign. Reprints should also
be distributed among your salespeople so that
they will be fully informed about the merchandise
that is being promoted.

The Value of Price Tickets

Of course, the same prices should be featured
in the window as well as in your advertising. A
window without price tickets is like a letter
without a date. The thing that the spectator
most wants to know is left out. As a general
proposition the first thing a window display man
needs to do in preparing a window is to get
ready an adequate supply of price cards which
should be used liberally. It is a good plan to
make price cards tell a story besides simply the
prices. For instance, a few lines describing the
selling features of the product followed by the
price will prove more effective than the price
alone. Price tickets that show the supposed
former price neatly crossed out and the reduced
price below have been used so often that the
public places little reliance in them.

If the same man handles both your advertising
and window display you will be likely to get
co-operation between these two branches of
publicity. In many stores this is possible and
provides a real job for the advertising display
man, a job which he will take interest and pride
in doing well.

There is nothing particularly new about the
idea of tying up your advertising with your win-
dow displays. But there are many dealers who
do not realize the power that is to be gained by
making their advertising and window displays
work together. At no extra expense and with
little labor and effort any dealer can tell the
same story at the same time in both his adver-
tising and his window display. The associa-
tion will give increased efficiency to both.

SALES MEETINGS AT LOESER’S

W. H. Bishop, Manager of the Talking Machine
Department, Increases Efficiency of Staff by
Teaching Salesmanship

Broorry~, N. Y. October 6.—\W. H. Bishop,
wide-awake manager of the talking machine de-
partment of the Frederick Loeser & Co. store,
has adopted a system of education for the sales-
women in his department which is proving most
profitable. About once each week he calls a
meeting of the sales staff, gives a talk on sales-
manship, the proper and most effective method
of approaching a customer, courtesy, and makes
it a point of cultivating the friendship of his
staff. During the meetings the members are
requested to offer any criticism of the service
and suggestions for increasing efficiency that
may occur to them.

The staff is also requested to study closely
the Victor booklet on Red Seal records and to
become familiar with the talking points of each.
While the meeting is in progress Red Seal rec-
ords are played and the selling points discussed.

Mr. Bishop is contemplating additions to the
sales staff in the near future, due to the-~fact
that business is steadily increasing.

LIBERTY PHONOGRAPH CO. FORMED

The Liberty Phonograph Co.. McKeesport,
Pa, has been granted a charter of incorpora-
tion in that State, with a capital of $10,000. The
new firm will engage in buying and selling talk-
ing machines. Those interested in the business
are: S. H. Hirshberg, J. H. Hirshberg and
G. H. McNutt.

NEW GRANBY AGENCY IN ALLIANCE

J. Johnson, well-known music dealer of Alli-
ance, O, recently announced that he has secured
the agency for the Granby phonograph. To
give the news the widest publicity Mr. Johnson
arranged for the parade of a band through the
city streets. Banners and literature were dis-
tributed en route, setting forth the Granby
qualities in detail.
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Victrola VI, $35
Mahogany or oak
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The supremacy of the Victrola 1s
as evident in the prosperity of Victor
retailers as in the great musical accom-
plishments of the instrument itself.

Victrola VIII, $50
Oak

Victor supremacv means retailer
success.

Victrola IX, $75
AMahogany or oak

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

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

Victor Talking Machine Co.

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

ANAAVZS

Victrola No. 90, $125

Mahogany, oak or walnut

V\if;m'a No 100, $15u Victrola No. 11U, $225 Vistrala Na 120, $275 Victrola No. 130, $350
Mahogany, oak or walnut Mahogany, oak or walnut Victrola Ne. 120, electric, $337.50 Victrola Ne. 130, electric, $415
Mahogany or oak Mahogany or oak
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l MARKED IMPROVEMENT EVIDENT IN BUSINESS

S the Fall progresses business conditions, so far as they affect
A the talking machine industry, continue to improve steadily,
although in some cases slowly. There are some sections of the
country, of course. where things are not as rosy as they might be,
but in the majority of districts not only is the outlook bright but the
actual business being handled now is of very substantial volume.

The wisdom of certain prominent manufacturers in understand-
ing conditions and seeing to it that the situation was not complicated
by overproduction, without question has much to do with the satisfy-
ing position in which the average talking machine dealer or jobber
finds himself to-day.

This regulation has tended to keep things balanced. It has put
a check on sensationalism and has served to discourage to a large
extent those methods to which retailers are frequently put in a wild
effort to clear their shelves and warehouses of surplus stock.

There has been more or less criticism of retailers who are not
putting forth proper effort to get business under existing conditions,
but a survey of the field would indicate that a great majority of the
dealers are working hard, a fact proved not alone by the demands
upon the wholesalers for stock to take care of current orders, but
by reports from various sections of what this or that dealer is doing
personally to get his share of such business as may be available.

has been pointed out before, retailers are not inclined to put
th ds of dollars into enlarged quarters and new fixtures simply
ause somebody told them business was going to be good some

me. Wi men are willing to make a contract for elaborate

installations it means they are not only doing business right now
but contemplate doing a great deal more later.

e Fa rogressed sufficiently to indicate that the retailer

whoe really goes after business, who adopts new methods, and lets

| known i  section of the world that he has talking machines

and records t is going to do a very substantial volume of busi-
ness. He may not break all previous records, but he will be able to
show a very substantial business total by January first.

I AGRARIAN FIELD NOT PROPERLY DEVELOPED I

/\SURVEY recently conducted by the University of Wisconsin
Iy covering Dane County, Wis., indicated that of the 6,217 farm
houses in the county only 1,027, or 13.6 per cent, are supplied with

talking machines. The survey also showed that machines owned
were of many different makes, the largest percentage of the business
secured by one manufacturer being 28 per cent.

The point made is that in this one county 87 per cent of the
homes are open for the installation of talking machines, and other
surveys conducted by different interests at various times serve to
indicate that a similar percentage of prospects exists in many other
localities, especially in farming districts.

A World representative recently had called to his attention the
fact that in a northern New England village, where practically
everybody is what is termed “well fixed,” there were only three
talking machines in forty homes. In other words, over 92 per cent
of the homes in that particular village were prospects for talking
machine sales. All these figures indicate that the point of absorption
of talking machines is so far in the future that there is little reason
for the present generation to worry itself about having no outlet
for sales effort. No one product, perhaps, can be sold to everybody
in the country, but there is probably no one product that has a
more universal appeal than the talking machine. and the possibilities
for the development of the business appear unlimited. These facts
should serve to encourage the retailer who is at all pessimistic re-
garding the future.

| WHY NOT CAPITALIZE THE RECORD ARTIST? I

T has been very frequently remarked that even in the larger

towns of the country, where the citizens are to be considered more
or less blasé, the talking machine artists, at least the better-known
members of the fraternity, are regarded practically in the same light
as personal friends. Having become acquainted with the artist’s
work through records, the talking machine owner really feels that
e knows the artist and will go out of his way for the opportunity
of hearing that artist, or group of artists, in the flesh.

The trouble seems to be that not enough dealers take advantage
of the opportunity to connect up their establishments with the ap-
pearance of some particular artist in their own home towns. Not
only are many concert artists closely identified with talking machine
records, but various orchestra groups, and particularly vaudeville
and musical comedy stars, are also becoming well known through
their recordings. The dealer in a city of 25,000 or more will; upon
investigation, find that hardly a month passes without one or more
of the record artists coming to his particular city in the course of
a professional tour. The big companies send out advance lists of
dates on which their concert artists will appear in various cities, but
by going after the vaudeville people and recording artists of that
type the dealer will find his field much broadened.

A motion picture theatre owner who desires to offer a special
attraction at his house to get patronage away from competitors en-
deavors first of all to have some well-known screen artist appear
in person on the stage during the showing of a film in which that
artist 1s featured. The effect is immediate and always satisfactory
so far as the cash box is concerned.

It will be found that in many cases record artists are only too
glad to appear at the stores of local dealers to feature the records
they have made, for such an appearance is sure to mean increased
record sales which revert to the benefit of the artist whether or not
he records on a royalty basis. If on a royalty basis it means more
income. If he records at so much per record the popularity of his
records will mean more recording and more profitable terms.

In these days of strong competition anything that will attract
the public legitimately to the retailer’s store is to be considered care-
fully, and a popular artist appearing in a local theatre can draw
more people to a dealer’s store in five minutes than could be drawn
to the store by other means in a week.

The fact that the Eight Famous Victor Artists can go to a town
and pack a theatre at top prices is in itself proof of the fact that the
public not only wants to see its favorite talking machine artists in the
flesh, but is willing to pay generously for the privilege.

‘ SOME SELLING POINTS OF PRACTICAL VALUE

N The World this month is reproduced a paper read before the
Music Merchants’ Association of Ohio at the convention of that
body in Columbus last month by C. C. Baker, recognized as the most
successful exclusive music roll dealer in the country, and who more
recently has been ha_r__ldling records, Mr. Baker confines himself to
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rolls and records alone and does not handle player-pianos or talking
machines. Though his remarks concern music rolls particularly, the
same selling rules apply to records and a study of his methods will
go far to help the average dealer in solving the problem of the unused
talking machine, the instrument of which the owner has become tired
through lack of interest in records.

One point that is particularly emphasized by Mr. Baker is that
his best selling roll is “Turkey in the Straw,” with such numbers
as “When You and I Were Young, Maggie,” “Down by the Old
Mill Stream,”’
on the list. He declares that every player-piano or talking machine
sold should have these old-time selections, including Uncle Josh and
similar records, in the initial library to please the old folks, even
though the younger element demands jazz or lighter numbers.

Another point made is that none of Mr. Baker’s sales people
are permitted to feature the coming hits when a customer demands
new rolls or records. If he buys a current success the plan is to
sell him some standard numbers to go with it, for when the coming
hit arrives he will come in a second time voluntarily to get the new
number. “Selling a customer a coming hit,” declares Mr. Baker,
“is to kill a future sale by heading off the second voluntary visit to
your store.”

The selling points offered by Mr. Baker are praciical and are
based upon actual and successful experience. They are well worthy
of consideration.

| COMBINED EFFORT IN SALES PROMOTION PAYS

O succeed under modern conditions concentration is necessary.

And this means well-directed effort—ergo results. The day
of random effort is past, and concentration on sales promotion can
be brought about through co-operative effort most effectively. In
union there is strength, and the efforts of the distributor and dealer
combined means much for the success of all interested.

The closer co-operation between the distributor and the dealer
in the matter of sales promotion—one of the several progressive
plans recently inaugurated by a number of talking machine jobbers—
1s a move distinctly in the right direction. Experts have been en-
gaged to visit dealers for the purpose of showing how to work up

and various old-time sacred selections standing high -
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prospect lists, supply them with suitable sales literature, including
special letters to fit the dealer's local requirements, and other sale
suggestions and aids are furnished and arranged so simply and effec-
tively that they can be utilized along the most logical channels for
distribution.

This advanced type of sales service is not only particularly
pertinent just now, but it is a progressive move that will do much to
stimulate dealers into new lines of activity—a move that will give
them a larger vision in the development of their business. From
reports received by The World this good work is already bearing
fruit, and a great many dealers are realizing that there is a veritable
mine of husiness at their doors which was never properly developed.

The dealer who succeeds to-day must realize that we are facing
new conditions—that the man who wins must be prepared to work
his territory intelligently and persistently. A great many dealers
have the brains and inclination to achieve this end successfully, but
there are many others who may have the will, but who lack the
directing force which means so much in attaining the desired end.
It is in this case that the plan now being pursued by a number of
prominent talking machine distributors is proving most advan-
tageous. The dealers are supplied with vital information on how to
inaugurate and win a campaign for more business. Thus positive
means for enlarging the volume of their sales is provided which they
cannot afford to overlook.
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ONE PEARSALL DEALER writes:

Gentlemen:

I feel we must pause in the rush
of the day to give you a few words of
approbation relative to your shipment of
records received this week. The order left
Binghamton Monday night and on Wednesday
noon the goods, which came by freight, were
in our store. T

So as a believer in more "taffy" and less
"epitaphy" I am sending this expression
of my feelings in the matter.

but

Ask any Pearsall Dealer, he will tell you
“Desire to Serve Plus Ability.”
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Announcing REDUCTIONS
of Commanding Importance
on EntireCheney Line

(GHE Cheney Talking Machine Company,
desiring to dispel at one stroke any hesitancy
that may exist in the public mind as to the
stability of prices on Cheney phonographs, has
made sweeping reductions in prices of all
models.

Built to an ideal—new and scientific princi-
ples of construction, co-ordinated supervision
of manufacture, control of all operations, and
exacting inspection, make Cheney instruments
the acknowledged standard of quality.

This supreme quality at retail prices that will
immediately attract purchasers, and increased
profits to dealers, make the Cheney line of
commanding importance to you.

CHENEY TALKING MACHINE ComMmpaNY, Chicago

v Slhe
)JHI ENTEY

Ghe MASTER INSTRUMENT
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[Hayward Cleveland, the writer of this article, has had many
years of personal experience in practically every department
of the talking machine industry—management, promotion of
concert and educational work. He 'has been closely in
touch with the retailer’s viewpoint and knows whereof he
speaks.—EDITOR.]

The talking machine jobber should take the
decaler into partnership with him in the joint
effort to sell goods. “Co-operation” and ‘“‘team
work"” should be their watchwords, and absolute
confidence established between them. )

A selling policy that is based on a “beat-
yesterday” plan, regardless of all other consider-
ations, will fail. It induces overproduction by the
manufacturer, overstocking by the jobber and the
consequent loading up of the dealer hevond his
ability to market. Thus in dull times or those
of reaction from boom times a condition is
created that works out disadvantageously, if not
disastrously, for all. The retailer, finding him-
self “stuck” with a slow-moving product, seeks
an extension of time on his bills, the exchange of
excess for more salable goods or rebates on
prices. The jobber finds it difficult or impossible
to accede to these requests and the manufacturer,
in turn, gets the shock of the recoil and must,
perforce, put a check upon his activities, and this
is a thing not so easy to do without entailing
loss.

Any plan for pyramiding sales that presumes
upon the unlimited extension of good times be-
yond the inevitable day of reaction—that calcu-
lates upon a larger market yet to be created,
and this quite beyond that which all reason would
dictate as possible, or at all probable, and the
whole fostered by a commission system dbor-
tively stimulating to the salesman, in that greatly
enlarged prospective returns are dangled before

his eyes—forwards the day of reckoning that
the unsoundness of the proposition invites.

The road salesman, in his eagerncss to sell,
should be carefully schooled against any over-
statements as to the merit or popularity of his
wares or prospective shortage in machines and
records. Otherwise he, his house and the manu-
facturer are going to get in bad with the dealer,
for the consequent overstock.ng will producc a

T A D T

A Timely Discourse on
W holesaling Methods;

Correct Selling Policy
andthe Preferable Way
to Train a Sales Force

U

state of mind in the dealer difficult to eradicate.
This is all so short-sighted.

The preferable way is to train the salesman
in the way he should go along broad, construc-
tive lines. The reaction from such a policy upon
the jobber and through him upon the manufac-
turer will be wholesome, effective and cnduring.

The road salesman should not merely sell
goods. He should study his client, that client’s
territory, store, sales and display methods and

A 0000 0 A

Jobber Should Take Dealer Into Partnership
in Joint Effort to Sell Goods
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:: By Hayward Cleveland
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maintain an attitude of helpful suggestivenc
that will his heart and confidence. He
should seek and point out to him opportunities
for increasing his trade. From his storehouse of
experience he should draw forth thoughts and
advices that, unostentatiously conveycd, will help
his client in many ways. There is so much t
this idea that it cannot be expressed in a few
lines. Tt is infinitc in its possibilities and will
well repay exhaustive study.

Certain it is that when a salesman shall have
gained the confidence of the dealcrs to such an
extent as to pcrmit of his own free inquiry into
the amount and character of their recent sales
allow of his inspection of their stocks of ma-
chines and records and permit him to make up
the necessary stock orders which he finds
advisable after these two inquiries then he shall
have reached that exact relationship with them
that spells success to all concerned. for the
dealers thus advised, coached and fathered are
bound to have clientages that will stick to them
in bad times and prosper them in good times;
and what is true of the dealers should be doubly
true of their jobber and the manufacturer. The
above is one of the supreme tests of succcssful
merchandising.

THE APPEAL TO THE WOMAN

Women are the greatest buyers of talking ma
chines and records; therefore, the wise merchant
will try and make his establishment particularly
attractive to the fair sex. Womecit have a natural
love for harmony and beauty, and even trifles of
this character find favor in their eyes.

win

ROOM FOR BETTER ADVERTISING

Attention-getting Value of Publicity Well Devel-
oped, but Reading Value Has Been Neglected,
Declares an Authority on This Trite Subject

In a recent article which appeared in Printing
Art, Robert Ruxton made some very interesting
comments along the line of how there still re-
mains a great deal of room for improvement in
the advertising effort made by most concerns.
He said in part:

“As a matter of fact, most advertising has de-
veloped attention-getting value, but not reading
value. By making attention factors strong and
message short, the message is literally ‘punched’
in, through the reader’s eye, to his brain. Thus
the reader ‘gets’ it. This seems to be the philos-
ophy of to-day’s advertising. But what does he
get? First, a caricature of literature, and, sec-
ond, a travesty on selling words. The modern
advertisement is the eunuch of literature—some-
thing incapable of generative force. Examine
ninety-five out of a hundred typical ads and you
will ind that because they have been emasculated
they have necessarily become assertive in char-
acter. They inevitably take one of several forms.
They either (a) boast, (b) claim, (c) assert or
(d) postulate. We all know the boasting, brag-
ging, vainglorious advertiser, who claims cvery-
thing and proves nothing. He ramps over the
pages of our favorite magazine, shouting ‘Best!’
with the persistepce of a swamp full of croaking
frogs. The ‘assertive’ and “‘postulating’ type are
a little different, and entitled to somewhat more
respect. The trouble with it is that it. demands
faith when it should prefer truth that commands
conviction.”

Catholic churches, colleges, convents and semi-
naries have discovered a new use for talking
machine records. The Gregorian chants are now
being taught in these institutions with the aid
of talking machines and is proving most suc-
cessful.
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Myr. Victor Retailer—

Would you spend 15¢ to bring a customer into your store
and keep your name constantly before a Victrola owner?

We’'ll say you will! That is why we will send you a free

sample on request of our Advertising Sales-Building-Record

Brush.

YOUR ad inserted without extra charge.

KNICKERBOCKER TALKING MACHINE C0.

A Victor Wholesalers

138 West 124th St.

New York City
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Exclusive Columbia

Artists

Grand Opera

Jeanne Gordon
Charles Hackett
Hipolito Lazaro
Florence Macbeth
José Mardones
Alice Nielsen

Rosa Ponselle
Margaret Romaine
Riccardo Stracciari
Cyrena Van Gordon

Concert

Lucy Gates
Louis Graveure
Hulda Lashanska
Barbara Maurel
George Meader
Carmela Ponselle
Oscar Seagle

Instrumentalists

Eddy Brown
Pablo Casals
Percy Grainger
Josef Hofmann
Sascha Jacobsen
Duci di Kerekjarto
Toscha Seidel
Raoul Vidas
Eugen Ysaye

The Biggest Season for
in the

World=

HIS coming season will be
the biggest of all for the
world-renowned artists of con-
cert and grand opera, for the
stars of Stageland who make

Columbia Records exclusively.

These artists will appear hun-
dreds of times in cities all over
the country. They will entertain
millions of people. Their name

and fame will go before them.

* OcroBER 15, 1921
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the Biggest “Circuit”
COLUMBIA

Exclusive Columbia

Artists
Each appearance of each artist
. ] Popular
will help Columbia dealers sell
Nora Bayes
Columbia Grafonolas and Colum- S B C—
bia Records. | B (i i
. Guido Deiro
Combined, they will spread Furman & Nash
the impetus to buy to every Marion Harris
Al Jolson
nook and corner of the land.
Van & Schenck
This will be the biggest season ~ Bert Williams

for the Columbia Circuit, the

biggest circuit in the world. Dance Orchestras

Paul Biese Trio and College
COLUMBIA GRAPHOPHONE COMPANY Inn Orchestra
NEW YORK

Columbia Dance Orchestra
Columbia Saxophone Sextette
The Happy Six

Art Hickman’s Orchestra
and Trio

Ted Lewis and His Band

Prince's Dance Orchestra
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The Time Is- Ripe Right Now for
Big Granby Sales

R Yau are on the threshold of the most active selling season
of the vear. Fall and Winter are the leading sales months.
Then there 1s the Holiday business which adds to the total.

I Make the Granby

Your Leader

as hundreds of other Dealers are doing. Profits, Prestige R

@/
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and Satisfaction will follow.

The beautiful Granby Period models, the effective Granby

:
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g b Selling Helps and a Local Newspaper Advertising Cam-
@ paign in which we will co-operate, mean real business H
B | for you.
1
5?' Be the Granby Dealer of your communitv—don’t wish
.% vou were—later.
5 | Write or wire for the Granby Proposition. Do it today.
‘N
DJ |
= | GRANBY PHONOGRAPH CORPORATION
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Thanksgiving Talking Machine Publicity as

a MeanS Of StimUIating BUSiIleSS ¢ 2 By W. B. Stoddard

Ll
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With the approach of the harvest season,
“when the frost is on the pumpkin and the
fodder’s in the shock™ and everyone is thinking
of Thanksgiving, comes the opportunity of the
dealer in talking machines to largely increase
his sales by suggesting the purchase of a
“talker” or a supply of new records for enter-
tainment during the holiday season.

Timely advertising will greatly assist, such,
for example, as that of Reynalds, Mobile, Ala.,
topped with a big turkey:

NI T,

MUSIC FOR THANKSGIVING

Three hundred years ago, the sturdy Pilgrims
planted their standard on the New England shores
and dedicated themselves to freedom, both political
and religious.

A few years later the little colony, in dire need,
devoutly prayed that relief might come. When,
just at harvest time, a sailing vessel from England
appeared, laden with provisions and clothing, the
day was consecrated to God for the blessings lle
had sent. . X

In this day, the greatest blessing of the home is
music, with its power to comfort, cheer and refresh
mankind. i

HAVE MUSIC IN YOUR HOME ON THANKS-
GIVING DAY.

SIS R IE.
The ad then went on to specify the kind of
talking machine to purchase and gave a number
of good points about the machine.
Another Striking Advertisement

Another striking ad was run by the Rhodes-
Burford Co., St. Louis, Mo. It was of the one-
column variety, headed with a group of people
sathered about a phunograph, and the printing
was in the form made famous by the humorist,
“K. C. B.”
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AN IDEAL THANKSGIVING

GOODNESS! HOW we BUT, BEST of all,

ARE LOOKING forward AFTER EVERYONE is
TO OUR next visit STUFFED TO the gills
TO THE Smiths’ house! WE JOYFULLY repair
EACH YEAR it has been TQO THE music room
QUR CUSTOM to spend AND SIT and listen
THANKSGIVING TO BEAUTIFUL strains

WITH them of
AND HOW well MUSIC FROM their
VICTROLA,

DO I remember .
THAT WONDERFUL WHICH I vow is
turkey THE BEST I've heard
WITH GRAVY and all IN ALL my life.
THE DELICIOUS trim- I'M SURE of that
mings Because it came from
THAT GO with it!

THE RHODES-BURFORD CO.
I O e nm N e e
This unique ad was complemented with a Har-
vest window that attracted the attention of all
who passed. In the background were branches
and vines, turning to red and brown, while the
flocr was covered with corn stalks and dead

ST

leaves, among which were a dozen large pump-
kins, each having painted on it in black an ad-
vertrsement of the talking machine handled. In
the background was a scarecrow, with a jack
o’ lantern, lighted at night, for a head. At one
side was a shock of corn staiks with a big,
lighted jack o’ lantern in the center. Scattered
over the field were three phonographs, while
records were set against each of the pumpkins.
Hold Harvest Festival
One of the large department stores on the

Pacific Coast, which handles a large line of.

talking machines, greatly increased its sale last
Fall by its November Harvest Festival. It did
not even call it a sale, as there were no price
reductions, but, by means of attractive displays
and signs, interesting programs and intensive
salesmanship on the part of the members of the
talking machine department, a large number of
sales was recorded. Shortly before November
1 cards, in the shape of pumpkins, were sent to
all the regular customers and a large list of
prospects. On the yellow pumpkins were

printed:

ST [NOHT L1 i

You will, of course, want some new records with
which to entertain your friends on Thanksgiving,
so we invite you to a special

HARVEST HOME CONCERT

each Friday evening in November, commencing at
seven o'clock.

Here you will have a chance to hear all the new
and many of the old records, and a part of each
concert will be given over to ‘request’” numnbers.
T e T T QT

These concerts proved very entertamnng. To
add to the interest a big pumpkin was given
away each evening, the efforts of the owner to
carry it away resulting in much merriment and
giving much extra publicity to the store. There
was an intermission of half an hour in the
midst of each concert, when guests had a chance
to promenade about the department and ex-
amine at their leisure the quantities of records
placed in long racks along the wall. The last
concert drew the largest crowd of all, as it was
announced as Apple Night. Quantities of great
red and yellow apples were added to the deco-
rations and girls in sunbonnets and gingham
aprons with big baskets of apples stood at the
entrance and handed out one to each adult in
the audience. The concert featured many “apple”
selections, including “Apple Blossoms,” O, That
We Two Were Maying,” “Apple Blossom Time

I
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in Normandy,” “Apple
other suitable numbers.
Provides Music for Thanksgiving
The majority of pcople have but a faint con
ception of the great variety of records that ar
being produced, and the Home Music Co, Lai
caster, Pa., by informing them in a striking man-
ner, served to greatly increase its sales of
Thanksgiving music. It took an entirc page
in the newspapers, in the center of which was
placed the cut of a fine Victrola. The ad was
captioned in large letters
WHAT MUSIC DO YOU WISH
THANKSGIVING?
Above, below and on either side of the phono-
graph were little boxes, at the head of which
were printed the words: Concert songs, senti-
mental ballads, comic, Italian gems, patriotic,
Scotch airs, revival hymns, musical comedy
gems, church hymns, popular songs, marches,
transcriptions, Hawaiian airs, folk songs and
descriptive, as well as jazz, mazurka, fox-trot,
waltz, one-step and two-step. Under these
heads were listed a dozen of the best songs of
their class, and among such a wide diversity o1
records there was something to suit every taste.
In order to give further publicity to the wide
range of records they arranged a window that
was almost a duplicate of the ad, with a Vic-
trola in the center and racks of records above,
below and on either side, holding records of ail
classes of music.

GENNETT RECORD A SOUVENIR

Special Record Distributed at Banquet of Music
Merchants’ Association of Ohio

of Boyhood Days,” and

OR

The Starr Piano Co., which had an interesting
exhibit of Starr phonographs and Gennett rec-
ords at the convention of the Music Merchants’
Association of Ohio in Columbus last month,
provided as a souvenir at the Association ban-
quet a special Gennett record bearing on one side
a sales talk on Starr Co. products by John Mar
tin, sales manager of the company, and on the
other a recording of the new song., “Honolulu
Honey.” The record made quite a hit

L. J. Shover, of Utica, N. Y., opeaed an ex-
clusive Victrola shop in that city recently

THE ECLIPSE MUSICAL CO.
Wholesale Only

Cleveland, Ohio

“HIiS MASTER'S VOICE™
REG.U.S.PAT.OFF.
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= THE only claim the Gilbert Bobolink has to the Toy World is
g its appeal to children. It is more than a toy—a practical
= phonograph delicately proportioned to child size. Truly a thing
—  of beauty with an irresistible appeal to men, women and
children. ,

Height 26%4 Inches

The best of workmanship has been put into the motor and 1244 Inches Square
= cabinet to produce the most beautiful and highly practical child’s

—  instrument. Carefully designed and constructed by phonograph experts, it comprises
the happy combination of a truly musical, practical phonograph and a child’s machine.
It is built particularly for children to play, not only Bobolink records, but other stand-
ard makes up to 8 inches diameter. It comes in two finishes. One, the standard
mahogany, and another, a delicate ivory, beautifully decorated in blue with designs
that will delight the eyes of every child.

_ Gilbert Bobolink Books

HHITIENER

HARHRREHRERMRRELAREREH

A unique and extremely beautiful assortment of outfits designed par-
ticularly for children. Each set contains a book on which no expense has
been spared in our efforts to produce the most beautiful and practical child
books on the market. Cover and inside illustrations, which are reproduced
in full colors on special inserts, were made by the foremost child artists of
the country. Willy Pogany, illustrating the song books, Maud and Miska
Petersham the reading books. There are with each set also, two 7 inch,
double faced records that can be played on the standard makes of phono-
graphs. They are records prepared especially for children with child songs
and sayings, so clearly enunciated that children do not have the usual

difficulty in understanding them. %
5
é
%
-

([
N

TN
AL

T OO

The entire outfit is packed in a folding R —— .
cardboard container, beautifully printed in /_~ ;

four colors. It has space for name and
- address and can be mailed without further
wrapping. :
Send for catalog and prices.

The A. C. Gilbert Company

et

- ——
.)qu.m:n] SongBrnty. |

%/300:{
& N

~

; c/‘;)c."
ALY E]’ |
g g’t oL

7

S
b

460 Blatchley Ave., New Haven, Conn.

GENERAL SALES OFFICE @
\¥ 200 FIFTH AVE., NEW YORK CITY ’
R\ L \\
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RN N e, oo Bobolink Books are packed
SRS, AN e R, in folding Mailing Wrapper
— - A ~ with 2 double-faced Records
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Securing Talking Machine Business Through
Use of Uncle Sam’s Postage Stamps sy p. ¢. Baira
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Direct mail is the one form of advertising in
which it is possible for the merchant to pick his
prospects. In direct mail the advertiser can
choose the very people whom he wishes to read
his advertisements and can feel sure that no
others will see what he has to say or to offer.

Direct mail is the one form of advertising in
which he can group all of a certain class of pros-
pects and appeal to them directly, forcefully and
intimately without wasting effort on people out-
side of that particular group or groups.

Merchants in every line have long since real-
ized these advantages of direct-mail advertising
and many of them have employed this form of
publicity to excellent purpose.

Like all other forms of advertising, direct-
mail must be properly prepared and directed,
however, if it is to accomplish the results for
which the advertiser hopes. We are told in
treatises on the subject that an advertisement,
to be successful, must do four things—it must
catch the attention, arouse desire for the article
or thing advertised, convince the reader that
the very one advertised is the right one for him
to buy, and then move him to action—start him
right off to the advertiser’s place of business for
the purpose of buying the advertised goods.

Now, inasmuch as direct-mail advertising is
still advertising, these principles apply to this
form of publicity just as they apply to a news-
paper advertisement or to any other form of ad-
vertising.

The difference comes from the fact that direct
mail is, or at least ought to be, more personal
than the general advertisement. This difference
should be carefully borne in mind when prepar-
ing a letter to be sent out to one’s customers or
prospects. The personal element should be em-
phasized to the fullest possible extent.

One may, for example, prepare a letter to be
sent out to all female prospects and address the
circular simply to “Dear Madam,” without any
name whatever. Many such letters are so ad-
dressed. This, of course, saves a few cents in
tkat it is then unnecessary to have the typist
write in the name and address of the recipient
of each letter.

All of us have received hundreds of such let-
ters—letters from all manner of merchants want-
ing to sell us all manner of merchandise. In-
variably, almost, we read the heading—"Dear

Sir” or *Dear Madam”—and toss the letter into
the waste basket. Why? Because we know as
soon as we see that impersonal greeting that it
is an advertisement and we are not particularly
interested. There is nothing about it to comply
with the first fundamental principle of adver-
t:ising; it does not attract the attention.
Sometimes ity isn’'t even necessary to read the
salutation of the letter, Many such efforts are
sent out in unsealed envelopes, under one-cent
postage, and we know what they are without the
trouble of removing the sheet from its con-
tainer., Very few people care to read general,
unsolicited advertising matter. There is too
much of it, for one thing. Someone is forever
trying to sell us something, and we don’t care to
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Direct Mail Is a Form
of Advertising inW hich
aCertainClass of Pros-

pects Can Be Appeal-
ed to Most Successfully

Ty

buy just now. We are on the defensive, and it
is a very easy matter to just toss this second-
class mail matter into the waste basket.

This practice of sending out direct-mail adver-
tising, in the form of letters anyway, under one-
cent postage saves the sender one cent on each
letter. But if some or many of such letters are
going to be therefore cast aside without a glance
at their contents, isn’'t the advertiser wasting
instead of saving by this practice? A letter that
gets results is cheap at almost any price; one
that does not get even a casual reading is dear
at any price.

It costs more to type in the prospect’s name
and address and to send the letter under first-
class postage, but if one is going to undertake a
direct-mail campaign at all it would seem the
part of reason to spend a little more and use

" his machine, if not for others.

methods that have at least some chance of m
ing with success. A letter bearing a two-cent
sfamp on the ehvelope and addressed to one per
sonally by name at the head of the shee il
ccmmand one’s attention and will receive a re
spectful reading; the other kind will not.

Not only so, but if the letter is from a T
where one is accustomed to trade more or S
and if it is presented in a cheerful, helpful spirit
the recipient will appreciate the dealer’s interes
in him. He may feel just a little flattered to
think that this dealer appreciates his little pat-
ronage enough to send him a personal letter.

On the same grounds, it may be said that the
use of the addressee’s given name, or even of
his nickname, will make the communication
seem all the more personal and will, therefore,
produce better results. If a dealer is accustomed
to address an old friend as “Jim™ when the latter
is in his shop, why should he not address him
in the same way in the salutation of a letter?

Imagine Jim’s feelings on receiving a letter
from his personal friend, the village talking
machine dealer, addressed merely to “Dear Sir”!

Getting Human Interest Into Letters

The heading of a direct-mail advertisement
is not the only part of the letter that should be
made personal, however. That is just the be-
ginning. Advertising authorities say that the ad
must first catch the attention. Very well, what
will most surely catch the attention of a reader?
Something that concerns him personally or some-
thing that directly concerns another human be-
ing, preferably a person or a class that commands
universal sympathy. This is what is called
“human interest” and it is human interest that
has been respounsible for the phenomenal growth
of some of the biggest concerns in America
to-day.

Every talking machine dealer, of course, car-
ries a more or less complete stock of records for
Suppose a dealer
should send out a circular letter for the purpose
of stimulating record sales and should begin that
letter with the exclamation, “Phonograph Rec-
ords—The New Perfect-Tone Kind!” ,

What results would such a letter be likely to
secure?

A large motor car manufacturer i1s at present
sending out letters that begin just like that, with

(Continued on page 18)

Our new home at

15 West 37th St., New York

to which we have just moved, will allow us to accom-
plish this and will provide us with the best of facilities

for serving you.

ORMES, ln(:o Wholesale Exclusively

REG. U.SPATLOFF

WE PRACTICE WHAT WE PREACH

We believe that Victor merchandise should be
displayed in a superlative manner.
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IMPORTANT TO THE TALKING MACHINE TRADE

SELECTING THEIR FAVORITES

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

Yes, Price is one point.

But so is Quality another point.

together.

user. Please your customers.

for price list.

Record Albums

Quality and Price must be considered
“National Albums’’ are unsur-
passed and seldom equaled in Quality.
They give permanent satisfaction to the
Write us

THE PERFECT PLAN

GETTING BUSINESS BY DIRECT MAIL

(Continued from page 17)

the exception, of course, that it names the motor
car instead of records.

1f the reader of such a letter happened to be
already interested in motor cars or records a
letter with such an opening might receive his
attention, but it would do so because he was
already interested and not because the opening
sentence arrested his attention.

By way of contrast, take this letter, which one
progressive dealer recently sent out to a list of
married women in his territory:

Dear Mrs. Brown:—Have vou noticed how
“scratchy’” John's favorite record is getting?
Several little nicks in it, too, if I remember
correctly.

You know they will get that way after a while
in spite of our hest efforts to make them in-
destructible. And where one is so fond of a
certain numher, and plays it so much, the rec-
ord should he replaced now and then.

But it is the oddest thing; men don’t like to
meddle with such matters. I'm that way my-
self ahout my ties, for example. “The Missus™
always selects my ties. and I'd wear any kind of
an old string if she didn't get me a ‘new one
every now and then. Did you ever know a man
to bring home a nice selection of new records
of his own accord® But when ‘“Friend Wife”
brings them

Oh, I'm not hinting. I can *“lift" any selec-
tions I wish right from stock, you know. But
Tohn doesn’t happen to he in the talking ma-
chine husiness where he can just help himself,
and mayhe he's waiting for someone to make
him a present of some new records.

There isn’t a doubt in the world that Mrs.
Brown read every word of this letter, because it
was of direct, personal interest to her. It was
about her husband and she knew that it was
about her husband before she had finished read-
ing the first sentence.

A letter to wives immediately suggests a simi-
lar appeal to husbands. So we suggest some-
thing like this:

Dear Joe:—She was a fine little woman and a
good housekeeper and she had things all ship-
shape from cellar to garret. But as she stood
there dusting off the old piano she looked almost
ready to cry.

You see, they were going to have company
that night—some young folks all full of youth-
ful energy—and she was sure that they would
want to dance. Just a few nights hefore she
had heen at a little party over at a neighhor’s
and they had enjoyed themselves very much in
dancing to the music of the phonograph.

But she didn’t have a phonograph. She had
a lovely piano, but she couldn’t play it and
dance at the same time, and hesides the piano
wasn’t nearly so well fitted for producing dance
music. And somehow she thought the com-
pany might think—well, you know how women
are ahout those things. I wonder why men
don’t think more ahout the equipment of the
home anyway.

Oh, don’t mention it, old man; it was only
a suggestion. We've got a dandy little wife
ourselves.

\While this letter does not mention the re-
cipient’s wife by name in the first sentence or
elsewhere, it does mention some woman and it
goes right on to make a direct appeal to the

Patented
1914

L

BOSTON ALBUMS ARE MADE RIGHT

Patented
1914

501-509 Plymouth Court

/ _‘__—%-‘\@_ Q\

BOSTON ALBUMS are made TO SATISFY YOUR MOST EXACTING CUS-

TOMERS. This means that Boston Albums are made right and have been since they

were Patented and introduced to the Trade in 1914. They have never been equaled.
We invite you to send for samples of our four new models—all made right.

BOSTON BOOK COMPANY

CHICAGO, ILL.

masculine sympaths'—"She" was about to cry.
Such a letter will be read, no doubt about that.
The friendly tone of the letter, the personal,
helpful suggestiveness of it, will evoke a chuckle,
maybe, but it will move the recipient to senti-
mental thoughtfulness, too.

Similar human interest appeals can be pre-
pared in the form of letters in behalf of the chil-
dren as well. If a parent, especially a mother,
can be made to realize that other children are
enjoying themselves in some way that her chil-
dren are missing, or that others have advantages
that hers do not have, she will provide the
necessary means for placing her children on a
plane of equality with the others, even if she
has to cut her grocery bill to do so.

The Mailing List

While it is essential that direct-mail adver-
tising letters be made personal and ‘“human,”
it is equally important that they go to the proper
pcrsons, at the proper addresses. Much postage
is often wasted in direct-mail campaigns be-
cause the advertiser does not have a correct
1nailing list.

Such a list may be secured i1 any one of many
vays. The dealer in the small town or village
can probably make up a list from his own ac-
quaintance with the inhabitants of the territory.
Others secure lists by promoting guessing con-
tests or giving away prizes to the ones having
tickets bearing lucky numbers. In either case
tickets are provided and customers are required
to fill in their names and addresses on these.
Some also have the contestants write on the
tickets whether or not they have a talking ma-
chine in their homes.

Dealers in large cities will probably do well
tc go to the offices of the compilers: of their
city directory, or write to them in case they
have no office in the city, and ask for exactly
the kind of list of prospects they wish to reach.
These companies gather a surprising amount of
information and are prepared to furnish scores
of different lists of names for such a mailing list.

Just as an exammple of what may be accom-
plished in this way, one live Middle \Western
dealer is now picking his prospects entirely from
salaried people such as teachers, clerks and retail
salesmen. and others whose incomes have not
been seriously iinpaired by the present business
depression, while he avoids factory workers,
many of whoin have been unemployed for months
and would not be able to buy, no matter how
intensely they might desire an article.

The list having been secured, the dealer must
fcrever afterward keep making changes in it and
keep it up to date. People are continually mov-
ing, dying, getting married and leaving the com-
munity, and the direct-mail advertiser who does
not keep his list up to date will soon find him-
self wasting more postage than his advertising
is worth, as well as failing to get results from
his campaign.

There is no more valuable salesman, however,
than a mailing list properly kept up and properly
worked.




The Talking Machine World, New York, October 15, 1921

O]<J\/ Records

November Bulletin

fgol(:ll(l HEAR YOU CALLING ME—Tenor with Orchestra,

" $1.50 John McCormack

2-1n.
Lo John McCormack

50004 {THE GREEN ISLE OF ERIN—Tenor with Orchestra,
$1.50

SOO.OS{CELESTE AIDA (From “Aida”)—Tenor with Orches-

12-in.
$1l5no S TSP AoB 0 AP ¥ 0 000 TR0 0 5 GO 0 Ak John McCormack

fgol?f MY DARK ROSALEEN—Tenor with Orchestra,

$1.50 John McCormack
BARBIERE DI SIVIGLIA (A Little Voice I Hear)
5006 (Rossini)—Soprano (in Italian) with Orchestra,
12-in. Marina Campanan
$1.75| LA, TRAVIATA (Verdl)—Soprano (in Italian) with
@Orchiestra o oE. oo g o i sheret i saiens .l Marina Campanari

70203 (LOHENGRIN (Dost Thou Breathe the Incense?) (R.
103/4-in. Wagner)—Tenor (in German) with Orchestra,
$1.25 Hermann Jadlowker

2001 s/MINUET (Boccherini).................. La Scala Orchestra
1034-in. CAVALLERIA RUSTICANA (Mascagni)—Intermezzo,
$1.00 La Scala Orchestra
72302
1034-in.{ VISION (Drdla)—Violin Solo, Piano Accomp..Jan Kubelik
$1.25

523.02{ZAPATEADO (Sarasate)—Spanish Dance—Violin Solo,

12-in.
$1.15no ) on /A o olE do o oo didobioa o 188 o oo ok o e Jan Kubelik

72402 {LE LUTHIER DE CREMONE (Hubay)—Violin Solo,

1034-in.
?1,12115 Franz Von Vecsey

AL FRESCO (Victor Herbert)—Intermezzo,

6010 Henry Hadley’s Symphony Orchestra

10-
31‘515 BALLET OF THE FLOWERS (Henry Hadley)—Suite-
Heather .......... Henry Hadley’s Symphony Orchestra

WHEN THE HARP THAT ONCE THROUGH
TARA’S HALL RINGS AGAIN WITH FREE-
DOM’S GLORY—Tenor with Orchestra...Gerald Griffin

IN THE VALLEY NEAR SLEIVENAMON—Tenor
with Orchestra ..........covviiinneennnn.. Gerald Griffin

44191
4400{1 HOPE I MAY JOIN THE BAND—Negro Spiritual,

0-1n.
85¢

10-in Norfolk Jubilee Four
85¢c.| WHO BUILT THE ARK?—Negro Spiritual,
Norfolk Jubilee Four

4402 I'M LOOKING FOR A BLUEBIRD—Contralto with
10-in Riegal IO ECRESH AN Bol v Nt g o« Gl be 1 Vaughn De Leath
85¢c.| MY DADDY—Contralto with Rega Orchestra,

Vaughn De Leath

BRING BACK MY BLUSHING ROéE—Tenor with
O RCHESHRAY e R e T e Wkl PP ey ok ST v oo Sam Ash
LEARN TO SMILE—Tenor with Orchestra...... Sam Ash

4408
10-in.
85c.

o Bt BB0 O o BaSE 2 O ol e L 4000 of Ailecn Stanley

TUCK ME TO SLEEP IN MY OLD KENTUCKY
HOME—Tenor with Rega Orchestra........ Billy Jones

10-in.

4409 I WANT MY MAMMY—Contralto with Rega Orches-
85c.

25 West 45th Street

Newark, N. J.
Branch Offices:

Factories:

'MELON TIME IN DIXIELAND—Male Quartette with
4410 OFchestTaAN LN it Sde s (v 1= 1 - (=0 S ble e B Shannon Four
10-in.s WHEN THE AUTUMN LEAVES BEGIN TO FALL
85c. —Tenor and Male Quartette with Orchestra,
Lewis James-Shannon Four

10-iny I WONDER IF YOU STILL CARE FOR ME—Tenor

4411{]ANE—Ma1e Trio with Orchestra........... Crescent Trio
85c. with Orchestra ..................cviinn. Lewis James

10-in.y DAISY DAYS—Male Quartette with Orchestra,

4414{FRANKIE—Tenor with Rega Orchestra........ Billy Jones
85c. Shannon Four

4415
10-in.
85c. |

Rega Orchestra .......c..ccoiiiiieinn... Aileen Stanley

MANDY 'N’ ME—Contralto with Rega Orchestra,
Aileen Stanley

DADDY, YOUR MAMA IS LONESOME FOR YOU—
Popular Blues ......... Mamie Smith and Her Jazz Band
SAX-O-PHONEY BLUES—Popular Blues,
Mamie Smith and Her Jazz Band

%k * * %k

4416
10-in.-

JTAINT NOTHIN' ELSE BUT JAZZ—Contralto with
L
85c.]
L

4401 (ON THE CAMPUS—March................ Conway’s Band
10-in{ DAUGHTERS OF THE AMERICAN REVOLUTION
85c. | —March .............. 5000880008 0000500 Conway’s Band

4403 HONOLULU HONEY—Hawaiian Guitars-Marimba,
10-in. Ferera-Franchini-Green

85c. SWEET HAWAIIAN GIRL OF MINE—Hawaiian
L Guitars-Marimba ............... Ferera-Franchini-Green

CHAIN GANG BLUES—Octo-Corda Solo...... Sam Moore
85c LAUGHING RAG—Octo-Corda Solo........... Sam Moore

4404 OH JOY!—Toddle Dance,
10-in.{ Harry Raderman’s Jazz Orchestra
85¢c. \ILO—Fox-trot............ Harry Raderman’s Jazz Orchestra
4405 MULE BLUES—Fox-trot .......... Tampa Blue Jazz Band

108-152' BAD LAND BLUES—Fox-trot..... Tampa Blue Jazz Band

10-in. Hager’s Dance Orchestra

4406{BRONCHO TROT (Tom Mix)—Fox-trot,
85c.\OLD BLUE (Tom Mix)—Waltz..Hager’s Dance Orchestra

4407 (WHY, DEAR?—Fox-trot. Harry Raderman’s Jazz Orchestra

108-;::1' HARDINGO—Persian Fox-trot...... Rega Dance Orchestra
4413 WHEN THE SUN GOES DOWN—Fox-trot,

10-in Green Bros.” Novelty Band
gsc. | UP IN THE CLOUDS—Medley Fox-trot,
Rega Dance Orchestra

4417JFOOLING ME—Fox-trot........ccoc... Markel’s Orchestra
10 1n LSOUTH SEA ISLES—Medley Fox-trot..Markel's Orchestra
4418 [ AMONESTRA—FOX-trot ........... Rega Dance Orchestra
108;11 TI-O-SAN—Fox-trot .........--.... Rega Dance Orchestra

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN,
New York City, N. Y.

Elyria, Ohio Putnam, Conn.
Chicago, Ill.

President

Springfield, Mass. Kitchener; Ont,

Toronto, Can.
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MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly,

We supply the largest Phonograph Manu-
facturers,

Ask for our quotations and samples before
placing your order.

American Mica Works
47 West St. New York

EXTENDS ACTIVITIES IN THE SOUTH

Granby Corp. Appoints J. H. Stiff, With Head-
quarters in Atlanta, to Cover Wide Territory

NorfFoLk, Va., October 3.—The Granby Phono-
graph Corp., of this city, is extending its activi-
ties in the South: J. H. Stiff has joined the sales
staff of the company and will make his head-
quarters in Atlanta, Ga., covering South Caro-
lina, Florida, Georgia, Alabama and Tennessee.

E. C. Howard, who was connected with the
Granby organization for a year and a half and
who recently resigned, left Norfolk on October
1 with his family. They motored to Grand
Rapids, where they will remain for about a
month with their ultimate destination San Fran-
cisco. Mr. Howard states that he expects to
remain on the Coast for some months and that
it 15 possible that he may handle the Granby
line in that territory.

DUNCAN-SCHELL ADDS—VICTOR LINE

The Duncan-Schell Furniture Co., Keokuk, Ia.,
which opened a large store last month; has added
a complete Victor department. The stocks of
two retired Victor dealers at Fort Madison, Ia.,
were purchased by the new company. The de-
partment contains six booths and a large record
room.

Qi /7 /77

IF YOU WANT THE
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NEW DEPARTMENT IN COLUMBLUS, 0.

Elaborate Quarters Provided in Moorehouse-
Martens Department Store for Talking Ma-
chines and Records—Has Sixteen Booths

CoLuairus, O., September 20.—The completion of
tlie talking machine department of the new
Moorehouse-Martens Department Store is an-
rounced by the officials of the company, and the
department, wherein are handled the Victor and
new Edison lines of machines and records, is
said to be second to none in the State. The de-
partment is located on the lower tloor, set off
from the bustle of the store and the street noises,
and the equipment includes sixteen sound-proof
and elaborately furnished booths. The Moore-
house-Martens Co. only recently moved into
1ts modern new building here.

VICSONIAS FOR EXPORT TRADE

Reproducers Being Shipped in Large Number to
Australia and South American Countries—Do-
mestic Demand Reported on the Increase

The Vicsonia Mfg. Co., New York, manufac-
turer of the Vicsonia reproducer playing Edison
records on other types of talking machines, re-
ports that there is a steadily growing demand for
its products from foreign markets, particularly
from Australia, where the Vicsonia appears to be
very popular, judging from the number of orders
received for it. Export shipments have also
been made recently to various South American
countries, and also to Trinidad. Meanwhile the
domestic demand for the Vicsonia is increasing
steadily as general business conditions improve,
according to M. J. Sess, head of the company.

Mentioning the condition of the weather to a
custonier is poor business as well as a waste of
time. The customer will appreciate it much more
if you offer a courteous greeting and then get
down to business. A salesman can be courteous

and still be businesslike.
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Insist on Getting
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BORROW MONEY FROM YOUR BANK

The Best Way to Insure the Ability to Obtain
Money From Banks in Hard Times Is to
Borrow in Times of Prosperity

When money tightens up and banks refuse
loans except to old customers or in cases where
exceptional security is given, the talking machine
dealer, in common with other business men
often finds it impossible to borrow from bank
to tide over the period of depression or to use
for needed improvements. In either case the
merchant suffers serious harm.

This is in a great measure the fault of the
dealer. If he is on good terms with his banker
he can usually borrow money. The time to
borrow is in a season of prosperity, whether the
money is needed or not. Do business with your
banker and meet your notes promptly. The
prompt payment of notes will build up your repu-
tation for integrity with the bank, and when hard
times come and you really need the money there
will be little trouble in obtaining it

A prominent merchant once made the state-
ment that he borrowed regularly from the bank
whether he needed the money or not. He con-
sidered the interest paid on the loan in the nature
of an investment, since it practically insured his
ability to borrow should he really find it neces-
sary.

If a well-known merchant has been doing busi-
ness with a bank for a number of years and
never borrowed he will find it extremely difficult
should the necessity arise. As a rule tlhie banker
will look askance at a request in such a case,
The thought will probably enter his mind that
the merchant must be in a bad way indeed if his
need for a loan is urgent, and in all probability
he may gracefully refuse the favor.

The Robinson Phonograph Corp., of Vernon,
Cal, was recently granted a charter of incor-
poration under the laws of that State to manu-
facture and deal in talking machines, with a
capital stock of $200,000.

2722077227077 7772, Qi 74

BEST

DK LUXE NEEDLES

The Best Semi-Permanent Needle Made

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

Duo JonNE

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

DON'T FORCET THESE FACTS

Comprany, INCORPORATED

Perfect Reproduction of Tone  No Scratchy Surface Noise

Full Tone

Three for 30 cents (40 cents in Canada)

PLAYS 100-200 RECORDS

Medium Tone
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MAIN SPRINGS

FOR ANY PHOIIOGRAPH MOTOR

Order
Right
From
This
Ad

Reduced Prices!

48 Hour Delivery !

Dependahility is tempered right into C. & D.

crurible
main springs. main springs are made under one roof—
from the rolling of the steei to the winding of the spring.
Each plece of steel that leaves the mill has passed the
inspection of a main spring specialist. This assurance of
quality is protection to both you and your customers.

CRUCIBLE STEEL-—ALL SIZES
FOR VICTOR MOTOR

No. MSI—1 inch wide, .023x12 feet long, marine end..50c
No. Msz—ll/. inch wide, .023x18 {eet long, marine

........................................... 75¢
No. MSI9—New style, 1 inch x .023 x 12 feet long,
erimp end on inside...... ... ... ... . ... .ccicnna.. 55¢
No. MS20—New style, 1% inch x .023 x 16 feet long
erimp end om imside......... ... ......... ...75¢
FOR COLUMBIA MOT)OR
No. MS21—25/32 inch wide, .025 x 10 feet long,
MALine eNnd i wang b ame b o ki o, o did S0 bevod i 40c
No. MS22—28/32 mch mde 023 x 11 feet long,
MALING| eNd| o ipees- o= Jeldad co: s IOt ood Buon 7 40c

No. MS3—1 inch wide. .028x10 feet long. marine end..45¢
FOR HEINEMAN MOTOR

No. MS21—25/32 fnch wide, .025 x 10 feet long.
MALINE  eNdl ¥ akk o BOSE T € BEEL Jek . 40c

No. MS6—1 inch wide, .025x12 feet long. marme end..SUc

No. MS23—1-3/16 inch wide, .026 x 19 feet long
MATING  ONU Moo b eoronss trori o o5 sl 48, Lo ..80c

FOR BRUNSWICK KRASBERG,  SAAL, SONORA
STEPHENSON, SILVERTONE, MEISSELBACH OR

THOMAS MOTOR
No. MS8—1 inch wide. .026x13 feet ]ong. square hole..50c
No. MS9—1 inch wlde. .026x16 feet long, square hole..60c

OTHER STANDARD MAKES
No. MSI7—% inch wide, .025 x 10 feet long, marine

NOTE—-E\'ery main spring for which there is a consistent
demand 1is listed here on this page. Many of these springs
are Interchangeable; for example, springs that are iisted for
Victor and Columbia motors can be used for Pathé, Swiss
and many miscellaneous motors. ete.

Those prices are F. Chicago. Send enough to
cover postage if wanted by parcel post or we will ship by
express.

COLE & DUNAS MUSIC CO.

50-56 W. LAKE ST. CHICAGO
Our mew fall hulletin shows everything in

wnle for phonographs, musiral {instruments, supplies
. and arcessories. Our bulletin is used as a
Bu"e[m buying guide by hundreds of dealers because
our prices are so low. Send for it. It is free.

NEW BRUNSWICK DEALERS

R. F. Perry, of the phonograph division of
the Brunswick-Balke-Collender Co., Salt Lake
City, Utah, announces the following new Bruns-
wick dealers: Lundstrom Furniture & Carpet
Co., Logan, Utah; Pix Co., Kemmerer, \Vyo.;
Peckham Furniture Co., Caldwell, Idaho; Pay-
ette Pharmacy, Pavette, Idaho; E. R. Miles Co.,
Smithfield. and T. Hansen & Co., Ephraim, Utah.

A. C. GILBERT CO. ENI'ERS FIELD .

Producer of Giibert Bobolink Talking Machine
and Bobolhink Books Inaugurates Great Holi-
day Campaign on These Products

New Havewn, Conn., September 20—The A. C.
Gilbert Co., producer of the Gilbert Bobolink
talking machine and the series of Gilbert Bobo-
link books, has inaugurated an intensive Fali
and holiday campaign on these particulariy
appropriate numbers, which are manufactured at
its large plant in this city. The A. C. Gilbert
Co. has earned for itself an excellent reputa-
tion and a decided prestige in toy circles throuzh
its production of the well-known Gilbert me-
chanical toys.

In a recent issue of Printer's Ink Monthly an
interesting article was printed describing the
success of the Gilbert Co. in this field and
of the correct principles upon which Albert C.
Gilbert, president of this company, has built
this great industry. The policy of this company
has always been to thoroughly investigate and
try out a market before placing an extensive
campaign behind any one of its products. Thus
the sales popularity of the Bobolink talking
machine, record and books has been well tried
cut through its various agencies.

The Bobolink talking machine measures
26v4x1214x12% inches and is finished either in
mahogany or in an attractive. blue and white
nursery design. The Bobolink set of books
consists of four numbers, two song books and
two reading books. The two song books are
unigque in thought and arrangement and each
outfit contains one book with a series of chil-
dren’s stories as well as music scores for the
piano and words of four delightful folk songs.
Each song, sung by the eminent tenor. Charles
Harrison, is reproduced on a seven-inch, double-
taced talking machine record. The two reading
books are equally attractive, although presenting
an entirely different thought. Each book con-
tains delightful child's verses as well as stories
and attractive colored illustrations, and is
equipped with the same number of double-faced
records.

The A. C. Gilbert Co. has realized the popu-
larity of both the talking machine and record
books for the holiday trade and is, therefore,
presenting them to the talking machine trade
at this time.

A KANSAS INCORPORATION

The Turner Music Co., of Wichita, Kan,, has
been granted a charter of incorporation under
the laws of that State, with a capital of $100,000.
Musical instruments will be handled.

NEW VICTOR DEALER IN VIRGINIA

A. H. Goodman & Bro. Take Over Victor De-
partment of Hutchins Bros, at Portsmouth

PorrsaoutH, Va., October 1.—A. H. Goodman
& Bro., Portsmouth, Va., who recently took
over the Victor department of Hutchins Bros.,
this city, hield a formal opening last week which
was an unqualified success. During the course
of the day concerts were given by the Evanson-
Weaver Orchestra. Souvenirs, in the shape of
Victor dogs and flowers, were given to the pub-
l'’c. Crowds thronged the store during the en-
tre day and commented favorably upon the
new department, all of which augurs well for its
success. H. A. Brownley has supervision over
the new department, which is located on the
balcony and contains a number of up-to-date
demonstration rooms and a novel arrangement
for taking care of the record stock. The deal
was consummated by Cohen & Hughes, Inc.,
Victor distributors, Washington. D. C.

PERSONAL LETTER HELPS SALES

Imperial Musical Instrument Co. Boosts Sales
by Sending Personal Letter Suggesting Rec-
ords With Record Supplements

Brookryn, N. Y., October 1.—The Imperial Musi-
cal Instrument Co., which has only been in exist-
ence here for a few months, is aggressively going
out after business and is making it a point to
keep in close touch with people whose names
are on the prospect list.

One plan which the firm has adopted consists
of sending a personal letter suggesting the rec-
ords which will probably appeal to the par-
ticular prospect with the usual record supple-
ment. Of course, this involves a close study
of the customer’s choice in music, and the plan
has proved very successful. The firm handles
Sonora, Columbia and Brunswick machines,

GREAT TRIBUTE TO CARUSO

G. A. Barlow’s Scn Co. of Trenton, N. J.,
furnished a Victrola (school type) with the fol-
lowing Caruso records: the “Largo,” “Vesti la
Giubba” from “Pagliacci” and “O Sole Mio,” for
use at the great Caruso memorial held last
month at Cadwallader Park, in that city, which
was attended by more than 4,000 people. The
beloved Caruso and his achievements in the
domain of song were eulogized by Senator
James Hammond, after which the records were
played. and the audience was greatly affected
by hearing the voice of their favorite singer,
which is now immortalized and imoperishable,
thanks to the talking machine.

TONE ARMS for Portable Machines
TONE ARMS for Medium Priced Machines
TONE ARMS for High Grade Machines

Quantity prices from $2 up, including sound box

Will make specially designed tone arm
and sound box if quantity warrants

Let us know your requirements and we will quote you prices

The William Phillips Phono Parts

145 West Forty-fifth Street

orp.

New York City
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SELECTED VARIETY OF OUR WELL-KNOWN

FOREIGN LANGUAGE RECORDS

GERMAN ITALIAN POLISH BOHEMIAN DANISH
SWEDISH NORWEGIAN SERBIAN HUNGARIAN BULGARIAN
JEWISH GREEK TURKISH ARABIAN SYRIAN

Ask for Our Catalogues of F o_reign Language Records

and

CELEBRATED ARTISTS’ SELECTIONS

BIG PROPOSITION FOR DISTRIBUTORS

Am@rican Qd@ on @rporaﬁOn

100 WEST 215 STREET
NEW YORK
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Add to the Paul Biese Trio’s playing of the fox-trots
“I Ain’t Nobody’s Barling” and “Frankie and Johnny”
a dash of ginger in the solos of Frank Crumit and
you have a big bid for popular appeal.

A-3459.

To sell it—play it.

Columbia Graphophone Co.
NEW YORK
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CARUSO’S LAST INTERVIEW

In a Talk With Writer for:the Tribuna, of Rome,
Noted Tenor Again Emphasized Fact That He
Used Talking Machine to Test His Singing

What is declared to be the last interview ob-
tained with Caruso before his death some weeks
ago appeared in the Tribuna, of Rome, the infer-
view having been obtained by Geni Sadero, well-
known woman opera singer, who visited Caruso
at Sorrento. The article was headed '“Caruso’s
Last Song,” and offers some inferesting com-
mecnts on music by the great tenor.

In his last interview Caruso emphasized again
the fact that he appreciated the reproducing
qualities of the talking machine sufficiently to
use it for the study of his own voice, and is
credited with saying:

*1, Enrico Caruso, am never satisfied with my-
self. It seems to me that I have not reached
that technical perfection for which I have been

some songs of mine. While I was listening to
them I was criticizing the tenor Caruso. I hope
you heard me? 1 was noticing, year after year,
the progress made toward that equality of voice,
that intensity of vibration, that equilibrium of
the respiratory dynamics and finally that spon-
taneity for which I wish—all those things which
are necessary when you really want to sing prop-
erly. And I do not think that I have reached
the limit of my desire. How, then, can I be
satisfied with you, even should you be a phe-
nomenon?”

LOANS VICTROLA_ TO BOY SCOUTS

The Levy Furniture Co., of Henderson, Ky.,
Victor dealer, with a keen eye on the business
of the future, is taking advantage of every oppor-
tunity to gain the good will of the youngsters
of the community. In line with this policy the
firm recently loaned a new portable Victrola
and a number of records to Boy Scouts, who
formed a camping expedition on the Green
River.

HOLCOMB MUSIC CO. MOVES

BirmMiNGgHAM, ALA., October 5—The C. C. Hol-
comb Music Co. has moved into its new quar-
ters at 1919 Third avenue, which have been
thoroughly remodeled. Sound-proof demon-
stration rooms for Victrolas on the first floor
are a feature of the establishment. The wood-
work and furnishings are white and the store
now has a decidedly attractive appearance. The
company occupies two floors, the first being
given over to talking machines and the second
to pianos. A complete stock of machines and
Victor records i1s handled.

HIENDSELMAN CO. ENLARGES

The Hiendselman Co., Brunswick dealer of
Provo, Utah, is enlarging its quarters by the
rearrangement of the rear of the store and the
addition of five demonstration booths. The
expansion is made necessary by the rapid and
steady growth of the business. A fine line of

seeking for years. You saw me yesterday on
this terrace while the gramophone was executing Brunswick phonographs is displayed.

OO OO D A OO R T 0L & A I RO R

DA AN il e e

QKEL Records

Unequaled in
HITS OPERAS INSTRUMENTALS

Dance selections played by nationally famous orchestras. |
Songs by popular singers—known to theatre and concert patrons.
Arias from favorite operas sung by opera singers internationally cele-

brated.

These Are Some of the Reasons Why

OK e/ Records
Are Known As “The Record of Quality”
KENNEDY-GREEN COMPANY

(DISTRIBUTORS)
1865 Prospect Avenue Cleveland, Ohio

Communicate with us at once for agency in open territory
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The Proper Method to Pursue in Making :

: Sales to Your New Customers : By Frank V. Faulhaber -
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From the rear of his store the talking ma- to terminate it. It should have proved an un- show you how you could have made better

chine dealer was closely watching the new sales-
man. His object was to determine whether he
would measure up to his requirements. Just now
the salesman was surveying the music record
racks in back of the counter. Three young
women had entered together, one of whom
wanted to buy some records. It was the sales-
man’s opportunity.

The talking machine dealer felt sure he was
noticing things, at the distance where he stood,
that were unobserved by the salesman. They
were things that, if put to use, should have
profited the store. Certain he was, also, that the
new salesman had still a lot to learn before he
would turn in many sales. When he had em-
ployed him the talking machine dealer realized
he was a novice at the business, yet he scented
possibilities and was never averse to giving a
young man a chance, if that was at-all war-
ranted.

This was the first week the young salesman
was behind the counter, and until now had had
not much chance to exhibit his ability. Now,
liowever, the opportunity was present. In the
talking machine dealer’sseyes the three young
women who entered should have proved three
prospects, but he was certain the new salesman
did not share his thoughts. Otherwise, he rea-
soned, the salesman should have displayed much
keener interest.

At one point of the transaction the talking
machine dealer was almost impelled to rush out
from where he stood and accord the new sales-
man some assistance. He was dissuaded from
this course, for he rightly contended the new
man had begun the sale and it was his duty

wise policy, also, had he intervened, for he
would have weakened the salesman’s confidence

What chagrined the talking machine dealer
most was the fact the three young women went
out of the store, after considerable time had
been consumed, with but one lone record. “Too
much time,” he thought to himself, “and not
enough sales!” He thereupou strode to the front

S 2

Important Pointers on

Correct Salesmanship

Based on Practical Ex-
perience Which Will be
Read With Interest

T

where the salesman was now replacing the rec-
ords he had withdrawn from the racks. He
cleared his throat, an effort that invariably
preluded an important speech. The action was
rightly interpreted by the salesimnan, who turned
about apprehensivcly.

“You didn't play your part any too well that
time, Mr. Ripley,” began the talking machine
dealer. *“I didn’t like that transaction at all!
I'm certain, had I been in your place, I should
have developed different results. I want to

sales had you put forth the proper effort.

“First thing,” the dealer raised his voice, *you
must never overlook the value of new customers!
Those three young women,” he jerked a thumb
in the direction of the door, “I never saw be-
fore! Had 1 been in your place I'm sure I
should have made some effort to learn their
identity. Now, thanks to your lax methods, the
three are out of the store and we know as much
as before!

“We expect many new customers here and it
is up to you to interest yourself in them to the
cxtent of encouraging them to come here fre-
qguently. If you manifest practically no interest
in them, as was the case before, they will pay
you back the same way—and that's not going to
pay us at all! In contradistinction to this,
whenever you convince a customer you are
really interested in him or her you are forming
a good friendship, one that is going to repay us
manifold in times to come. That is a thing you
must always bear in mind!

“I didn’t like that sale at all!” the talking
machine dealer waved a hand synchronizing
with his statement. “You should easily have
sold more goods than you did! Let me show
you why!’—he raised an attention-compelling
hand. ‘“T'o me, in the back there,” he jerked
his head in the direction of the rear, it seemed
as though you were out only for an imme-
diate sale—and that as quickly as possible! You
were trying to rush the sale and you found that
a hard thing to do, as you yourself now will
admit.

“When that young woman asked you for cer-

(Continued. on page 25)

FEATURES

ARGE diaphragm and
long stylus bar length-
ens vibrations, producing a

deeper and more natural
quality of tone.

Perfectly balanced in ac-
cordance with carefully

worked ratios and with re-
gard to co-ordinate parts,
this tone arm and reproducer
permits a freedom and
sweetness of tone heretofore

thought impossible.  Sur-
face sounds almost entirely
removed.

Throw-back design permits
of easy access to needle
socket. Saves records from
unnecessary scratching.

tone and

PLAYS ALL RECORDS

No. 2 Round Tone Arm and Reproducer

NOWN the country over for its excellent quality of
natural, life-like reproduction of all
musical tones, and its great volume.
your machine spells success, because of its high standing

in the Phonograph World.

Made only in 81/4-inch length. Can be furnished with or
without Mute Tone Modifier, with Mica or
diaphragm.

JEWEL PHONOPARTS COMPANY - 154 W. Whiting St., Chicago

This tone arm on

NOM-Y-KA

THE JEWEL MUTE

ONTROLS volume just

like the human throat.
Built in the reproducer and
functions in such a way that
the length of vibrations is
minutely regulated and the
tone reproduced to a soft-
ness and clearness “that are
remarkable.

Operates by means of a
thumbscrew and is instantly
adjustable. Tone has free
and unimpaired passage
throughout tone arm and
chamber—Not “‘Muffled” or

“Choked’” as with ordinary
type of tone modifier.

Perfect regulation without
in any way changing char-
acter of tone.
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New Gennett Record Delights for October Il
. 4
| ONE KISS (Fox-trot) . The Lanin Orch. SUNFLOWER OANCE (MacClymontl). — I H
7 M Kee, tler H
& gg{n.o SAN (Fox-trot) (Traveller-Case), 473; el = Sy H
Green Bros.' Novelty Band LOIN OU BAL (Gillet). ... Green Bros.’ Novelty Orch H
0 G AUNT HAGER'S CHILOREN'S BLUES (Handy),
| |_ 4757{OH JOY! (Schroeder) Falcone's Metronome Orch. e Ladd’s Bloek Aces |
H 85 LISTENING (Fox-trot) (Bell-Solman), .85 i
) SHAKE IT ANO BREAK.IT (Chiha-Clark). N

I ] d Falcone’s Metronome Orch. Ladd's Black Aces I ! :

¢ L EXO" ~WANA (WHEN | WANA—YOU NO WANNA) SATURDAY—intro.: Oaisy Days (Mitchell-Brooks), H |
{ | 4758 (Friend) Arthur Fields, Tenor 4763 The Lanin Orch ] a
5] BE YOURSELF (Mitchell-Gumble- Paley), 85) WHEN THE SUN GOES 0OWN (Bloom), :
| Billy Jones, Tenor Green Bros.” Novelty Band 4
(oui BROTHER, WHAT A FEELIN'' (Cook), THE RAGGEDY MAN (The Bumble Bee) (James _
——— 4759 Ernest Hare, Baritone 4764 Whitcomb Riley) Harry Humphrey, Recitation 4 H
— 3 -
N | 85(1 MAKES MINE MYSELF (DeWitt-Bowers). 8] oUT_ TO OLD AUNT MARY'S (James Whitcomb | [1RH
— NS Ernest Hare, Baritone iley) .. o Harry Humphrey, Recitation H
(gt Xw MY DAODY (Norworth-Swanstrom-Morgan), H
" N = 47ggi LAUTHERBACH G Gearge P. Watson, Yodler 4765{ Elliott Shaw, Baritone H
Z S HI LE, HI LO -+ .George P. Watson. Yodler OOWN YONOER (Gilbert). The Harmonizers. Orch. Acc g
. A 3 -
A THE STARR PIANO COMPANY, Richmond, Indiana e
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MAKING SALES TO NEW CUSTOMERS

(Continued from page 23)

tain records you showed your impatience when
you didn’t find them immediately. That’s a bad
thing to do! You've got to get over it,” the
quicker the better for you and this store. You
know we've got a number of booths here! \Why
didn’t you suggest to the young women that they
hear a few of the numbers? I'm sure if you had
done this you should have sold more records!
As it was you pulled down about fifty of them
and sold but one of them! Those three young
women may think we have no booths here at
all, and with that in mind they're apt to switch
their patronage elsewhere from now on. |
can’t blame them!

“I'm afraid you're not very observant. Any-
one who would have used his powers of obser-
vation should have noticed that while you were
showing the records one of the young women
with the picture hat appeared to be quite in-
terested in a few of the machines. To me it
seemed as though she did not have one of her
own, but should liked to have bought one. Per-
haps she did want to buy one, but changed her
mind, due to your gross indifference! Maybe
she forgot about it. At any rate, had you ob-
served her you should have reminded her of
the fact. You might have made a sale.

“That is all we now know of her desires. If
she does decide to buy a machine she may con-
clude that this is the wrong place to go to.
That’s a possibility, and to us a losing one!
Buying our merchandise is one thing; an en-
tirely different factor is the selling end. We've
got to measure up on both, otherwise we might
as well close this store and throw the key away!

“You could easily have learned the names and
addresses of those three young women, whether
they all own talking machines, and, if not,
whether any purchases of machines were con-
templated. That’s the only way of doing busi-
ness. Find out what kind of music they like
best, and offer to play a few records of the type
preferred! You will often find sales are made
that way which ordinarily would never result.
Keep a customer in ignorance of your goods and
that customer will never be the wiser. And so
long as such a condition prevails you're going to
make mighty few sales—let me tell you that!

“You must learn to be profitably inquisitive.
With the use of a little tact you can find out
many things that will help you to make a sale!
By interesting yourself in people this way you
should be enabled to sell many other kinds of
instruments outside of the mcrchandise for which
a customer enters. ['ve done it many times and
there’s no reason why you can’t accomplish the
same!

“Let me tell you of an incident! It should
give you an idea of how sales are sometimes
made. It is not a singular incident, by any means,
but it happens many times on different occasions,
provided the proper effort is put forth. This
happened about a year ago and illustrates how
sales are sometimes made in an indirect way:

“A young man came here at that time and

inquired regarding a talking machine. [ soon
learned that he was quite a discriminating per-
son, but I satisfied him he did not come to thc
wrong place. Well, I showcd him quite a few
of the machincs and finally sold him one of the
better make.
placed an order for a large number of records,
too! But,” the talking machine dealer at this
point raised his hand, '“the good thing about
this sale was the way it had resulted!

“After the entire transaction had tcrminated
—and it was a cash salc, too—he confided to
ine why he had selected this store wherein to
make his purchases. He told me he camc from
a different neighborhood—he lives about three
miles from here—and that he had been directed
to this place by a woman who had been herc
some months before. The woman he referred
to, 1 later learned, had never made a purchase
here, but on the day in question had accom-
panied another woman whom she had helpcd in
making some music selections. On that very
day” (the dealer became increasingly cnthu-
siastic) “I suggested that this woman look over
some of our talking machines, although shc her-
self gave me her word she would never buy any,
for reasons of her own. I had a little time on
my hands and offered to show them to her, any-
way, despite what she had told me. And I'm
glad I did! That woman went out of here”—
the dealer indicated the doorway—"without buy-
ing, but she knew something of our talking ma-
chines of which she had been in ignorance when
she entered. And it was that knowledge that
subsequently led to the purchase made by the
young man. She had recommended our place
because she was certain we had the right sort
of goods, the kind that the discriminating young
man was looking for!

“And, of course, the young man was not dis-
appointed. Do you think that sale should ever
have been made here if I had not offered to
show that woman the assortment we had?”

The new salesman replied not, but a slight
movement of the head was sufficient answer

“And that is a thing you must remember,”
the talking machine dealer resumed. “Never be
besitant in showing a person our merchandise,
even though the possibility of buying seems
small. As I've shown, it pays many times in
other ways. It doesn’t happen too often, yet
it happens often enough to make the policy I've
suggested a paying one. If you don’t take any
chances you’ll develop mighty fcw sales.

“And that young man whom I mentioned is
now one of my best customers. He comes here
aquite frequently, and what is more, the pur-
chases he makes are quite large, too. He comes
here because hc appreciates service. I'll point
him out to you the next time he steps in here
He receives all our monthly catalogs and makes
good use of them. I should never have had the
opportunity to send them to him, as you can
see, if I hadn’t gone out of my way to interest
that woman! ‘That means, again, whenever a
new customer pays us a visit learn his or her
name and address, and whatever other valuable
information he or she cares to give. It pays!

And before hc went out of here he

A New Oro-Tone Product
3-D Arm. O-3 Reproducer

The arm is adjustable in length
from 7% to 9 inches. v

Made to meet the demand for a
dependable Arm and Reproducer
at a low price.

SEND FOR SAMPLE ‘

THE ORO-TONE CO.

1000 to 1010 George St. Chieago, Il

“Never be satisfied with the sale for which a
customer enters! It’s your opportunity, and

your duty to both yourself and this store,
always to suggest other sales. Many times
your suggestions will be acceptcd. Sometimes

they will be rcfused. If you win both your-
self and the storc profit. If the suggestions
fail, nothing is lost. Anyway—here come three
young men! Now let me see how you will
handle them!”

Quality

The “VICSONIA” Reproducer

Recognized for its Perfect interpretation of Edison Disc Records on

Victrolas and Grafonolas.

Fitted with permanent jewel point.

The Vicsonia is made of Bronze, sand casted and machined to measure-
Finished in heavy Nickel or Gold plate.

Note:
ment.

Meet the demand—Serve your customers
Sample Model “A” or “B” Vicsonia will be sent on receipt of $4.50.

price $7.50.

Note: Model “B” Vicsonia plays both Edison and Pathé records.

VICSONIA MFG. CO., Inc.

313 E. 134th STREET

Distinction

No loose parts.

Flexible stylus.

Retail

NEW YORK,N. Y
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One sure way to make customers stop, look
and buy
with the new Columbia Window Strip
Transparencies. They work night and day.
Ask your Dealer Service Man.

is to “dress up”

your windows

Columbia Graphophone Co.
NEW YORK

2

CLEVER COLLECTION STUNT

Special Stationery Which Conveys a Definite
Meaning in the Domain of Collections

As a means of collecting small bills an cnter-
prising dealer recently made up a miiniature
letterhead, two inches by one and one-half
inches, and a billhead and envelope of a size to
correspond. He used this stationery in calling
the attention of a delinquent customer to the
fact that he had not yet paid for a certain small
item.

In the letter he made note of the fact that
the jtem due was so small that he desired to
consume as little time and space as possible in
bringing it to the customer’s attention. The
letter was closed by respectfully asking for a
remittance by return mail.

The idea in practice proved productive of very
good results. Hence, we pass it along.

RESS BROS. DISSOLVE PARTNERSHIP

YouNGSTOWN, October 5.—The partnership
existing between L. M. Ress and Joseph Ress
for the past fourteen years under the firim name
of Ress Bros. at 408 \W. and 359 E. Federal
street, handling Victor and Columibia machines,
etc.,*has been dissolved. The store at 359 E
Federal street will be taken over by L. M. Ress,
who lhas been manager eof both stores since
their opening. He will continue the business
under the firm name of L. M. Ress & Sons.
The store at 408 \W. Federal street will be taken
over by Joseph Ress, who will meet all obliga-
tions under the firm name of the Ress Music
Store.

S. A. ATKINS TO BUILD

S. A. Atkins, of Pontiac, Mich,, agent for Starr
pianos and talking machines, has purchased
property on the Robinson block for his busi-
ness. Remodeling will start at once.

HARDWICK MUSIC STORE OPENS

Patrons and Friends of Establishment Throng
Place at Formal Opening—Floral Pieces and
Congratulations Received From Trade

U~ioxtowN, Pa., September 30.—The forinal
opening of the new Hardwick Music Store in
the Gallatin Gardens Building, on North Galla-
tin avenue, took place here recently. Floral
greetings, letters and telegrams of congratula-
tion were received from various music firms and
local business men. The establishment was
thronged with interested visstors, who received
handsome souvenirs. The store was decorated
with floral pieces; in the eveuing an orchestra
played for the guests. A Magnavox, placed in
the transoms over the door, carried the music
to the street.

The store is modern in every way and four
player-piano and talking machine demonstrating
rooms have bceenn constructed for the conveni-
ence of patrous.

NEW STORE IN GALVESTON, TEX.

Galveston Piano Co. Opens Up With Excellent
Line of Talking Machines and Phonographs

The Galvestont Piano Co. last month opened a
handsome new store at 2009 Market street, Gal-
veston, Tex., the company handling the Stein-
way, Krakauer, Cable-Nelson, Gulbransen and
other makes of pianos and players, as well as the
Victor and Vocalion lines of machines and rec-
ords. F. A. Gutinann is manager of the piano
department of the company, and A. M. Cain is in
charge of the talking machine and small goods
departments. A complete line of musical instru-
ments has been installed.

A new music shop. handling a complete line
of Edison phonographs and musical instruments,
has been opened in Northfield, Minn, by C. A.
Bierman.

VOCALIONS AT TORONTO FAIR

Scythes Vocalion Co. Has Most Interesting
Display at That Important Exhibition

ToroxTo, OXT., October 1.—The Scythes Vocalion
Co., Ltd., manufacturer and distributor of
Vocalions and \ocalion records, at 29 Alice
street, this city, had an elaborate and interest-
ing display of Vocalions and Vocalion records
at the Toronto Fair recently. The display in-

Vocalion Display at Toronto Fair
cluded a railed-in space., wherein were shown
various models of the Vocalion. including some
elaborate period styles, and a sound-proof bunga-
low attractively furnished provided the oppor-
tunity for demonstrating the products without
interruption or without interfering with neigh-
boring displays. It is stated that the exhibit
brought excellent results both in sales and pros-
pects.

G. B. McALLISTER RESIGNS

G. B. McAllister, who for some timme past has
been assistant advertising manager of the Co-
lumbia Graphophone Co.. recently resigned from
that position. Mr. McAllister’s plans for the
future have not been determined as vet. but e
will take a well-needed rest before entering ‘nto
any active business.

(OKel Record Agencies

Are Getting the Business
Why not take your share ?

Write for our agency proposition

Independent Jobbing Company

122 E. CENTRE ST., N.
GOLDSBORO, N. C.




Emerson Picture Records
by
Emerson Entertainers

No. A100 Little Red Riding Hood
Story with Animal Imitations
The Three Bears
Story with Animal Imitations
No. A101 Mother Goose Rhymes
With Song Accompaniments

No. A102 Mother Goose Rhymes
(2nd Secries)
With Song Accompaniments

75c. Each

9
The Story of - No.A100

Litle Red Riding Hood

told by MR.RUSSELL HUNTING
Animal Imitations by
MR.GILBERT GIRARD
Drawinds by
MISS C.M.BURD
&, MANUFACTURED UNDER PAT KDS. $3232%
% OTHER PATENTS PENDING ~cf
on B, 21609
ONOGRAPH COMPANY ME:
1918 TS
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DEATH OF JOSEPH C. KEMPF

Founder of Kempf Bros.,, Prominent Music
House of Utica, N. Y., Passed Away Recently

IS0 D L L

&

Urtica, N. Y, September 29.—Joseph C. Kempf,
founder of the firm of Kempf Bros. prominent
piano and music dealers of this city, and one
of Utica’s leading business men, died at his
home in this city on September 18, following
a lengthy illness. Mr. Kempf, who retired from
active business three years ago, had been in ill
health for some time, but his condition was not
regarded as serious.

Mr. Kempf was born in Newport, N, Y, in
1853, the family moving to Utica about a year
later. In 1878 he organized the firm of Kempf
Bros. to engage in the retailing of sewing ma-
chines, and in 1880 pianos were added to the
line, such well-known makes being handled as
the Knabe, Emerson, Shoninger pianos, Angelus
player-pianos and, finally, Victor talking ma-
chines. His sons, Charles S. and William J,
became associated with him in the business in
1905 and in 1920 two other sons, Frederick M.
and Raymond A, entered the firm, Charles S.
kaving died in 1918. In addition to the threc
ons Mr. Kempf is survived by his daughter,
one sister and several grandchildren.

EXPOSITION HELPS BUSINESS

New Pumaperpuia, O., September 30.—New
Philadelphia music dealers claim the recent in-
dustrial exposition did more to revive business
than any other event held here in recent years.
There was a slowing up of business with almost
all merchants here until the exposition was
proposed and then merchants held out hopes for
an improvement in business. Music dealers
here who participated were the S. S, Urfer Co.,
the Jackson Music Co. and the Kintz Co.

MUSIC FIRM CELEBRATES BIRTHDAY

SPRINGFIELD, Mass., September 30.—The thirty-
seventh anniversary of Taylor’s Music House
was celebrated here this week by a special sale
of pianos and other musical instruments. The
firm was organized in September, 1884, and has
enjoyed a steady growth since that time. A
full line of the best-known makes of pianos and
talking machines is carried by this well-known
New England house.

The Freeport Music Shop was recently opened
on the Merrick road, Freeport, L. I. A com-
plete stock of musical instruments is carried.

WURLITZER BUSINESS EXPANDS

New York Business Satisfactory for September
—H. K. Davies Joins Sales Force—Window
and Counter Decorations Attract

The Rudolph Wurlitzer Co.’s Victrola depart-
ment is greatly pleased with the sales of Vic-
trolas and Victor records during the month of
September. The Victrola business has been on
the increase since late Summer and {rom all
indications the Fall and Winter business is to
be exceptionally good. H. A. Brennan, manager
of this department, has been busy laying exten-
sive plans for Fall business and is contemplating
adding many new sales people to take carc of
this expected increase in business.

One of the latest additions to Mr. Brennan's
sales force is H. K. Davies, son of vice-presi-
dent Davies, of the Woolworth chain of retail
stores, who comes to the Wurlitzer organiza-
tion with the intention of learning every phase
of the retail selling of talking machines. He
is well qualified to handle intelligently customers
of musical taste, as he has had a thorough musi-

cal education, both in this country and abroad

The gencral appearance of the Wurlitzer store
ts taking on a decided new color scheme
through the efforts of an interior decorator who
is to have charge of the window displays, coun-
ter displays and general decorations of the de-
partment. This feature of Wurlitzer is in keep-
ing with the general appearance of the beauti-
ful Victrola warerooms.

DESNOVER WINS EDISON PRIZE

Jackson, Miss,, October 1.—A. J. Desnoyer, pro
prietor of the A. J. Desnoyer Music House, this
city, has been awarded the first prize in th
sixty-day State contest among Edison dealers.
The prize was awarded for the greatest num
ber of Edison machines sold by any individual
dealer in the State and consists of a ten-day
trip to New York and Washington and a trip
through the Edison laboratories.

Frank E. Meredith, proprietor of the Colum-
bia Music Co.. of Boston, Mass., has filed a
petition in bankruptcy. Liabilities are $4.229.35.

HARPONOLA

and surer proﬁts.

101 MERCELINA PARK

the Phonograph with the “Golden Voice”

proposition

We believe the Harponola proposition
offers the dealer a more satisfactory
and salable talking machine upon

more favorable terms and with better

T he only way you can test this state-
ment is lo gel this proposition

THE HARPONOLA COMPANY

Edmund Brandts, President

Harponola Cabinets are built by the Mersman Brandts Brothers in a
separate up-to-date factory.

CELINA, OHIO
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Your store will look more
prosperous! Y our customers
» will be better pleased and
return more often to buy
new records if you sell the

Record of Quality, THE

O]<£y\, Record.

O]<£g\/ Records

—for success

In considering a Record Agency

review the monthly release of OKet
Records. This will testify to the
quality and variety in each new

release. Hits while they are hits!—

Always first on UK ! These are
balanced by records that add prestige
to your reputation. Recordings of

international celebrities may be heard

on UK.

(OK:i. Records are made to reproduce
with the utmost exactitude the most
delicate tones of the human voice.

And you won’t have to wait for our
shipments.
Our Service assures your gaining

every sales advantage that a popular
hit offers.

Correspondence on our proposition is
welcome.

Consolidated Talking Machine Co.

227 W. Washington St.

Branch: 2957 Gratiot Ave., Detroit, Mich.

Chicago, Ill.
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The followma address delivered be-
fore the convention of the Music Mer-
chants’ Association of Ohio in Colum-
bus recently by C. C. Baker, well-
known music roll and record special-
ist of that city, should be of particu-
lar interest to talking machine record
dealers, for although it refers particu-
larly to music rolls, the practical sug-
gestions regarding the sort of music to
sell and why apply just as strongly to

AR LAY 98682

LRI

SOOI

- records as thev do to music rolls. Mr.
= Baker’s statements are based upon
= actual experience. i e

SN I ninm Illlhu.-

Never was the future of the player roll as
bright as it is to-day. Never were more people
really interested in the musical opportunities
which are presented in this, to many, new form
of entertainment.

The player roll is so closely allied to the
player-piano that in discussing the future of the
player roll it will be advisable for me to discuss
also the future of the player-piano. I miust ask
your indulgence in using the personal pronoun
so frequently in this talk, but the committee
wanted a red-blooded presentation of the sub-
ject and the only way that I know how to do
that is to give you a little of the inside develop-
ment of my business, right off the bat. In dis-
cussing the future of the player-piano I will
make this statement, that the future of the
player-piano depends entirely on how intelli-
gently we dealers merchandise the plaver roll.

Educating the Salesman
If I were a manufacturer of player-pianos I

Every Member of the Family
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think I would spend more time mstructing my
salesmen to sell the idea to their customers that
the success of the future sales of player-pianos
depends entirely on the player rolls. To prove
this statement I unconsciously sold for Colum-
bus dealers at least fifteen pianos by answering
one advertisement in the “For Sale” column.
Seven years ago a man connected with a large
steel industry here in Columbus advertised his
player-piano for sale. I wrote him a letter sug-
gesting perhaps the reason he wished to sell his
player-piano was on account of the music rolls
which he had. He came into the store and asked
if T could help him sell it and before he left I
had sold him over $17 worth of player rolls and
he¢ began to come in every week—sometimes
twice a week—to buy more rolls.

He bought a roll cabinet, then he bought an-
other, the largest made. One day when he was
buying rolls he said: “I wish you would get
me made a large roll cabinet, about three times
as large as the big one I bought of you, as
I now have over eight hundred rolls.”

I called up a cabinet maker to get figures on
it, but the following day he came into the store
and said he had a better idea, and right off his
dining-room he built a dance hall with roll racks
the same as I had in the store. He, his wife and
four children, three of them girls, came into the
siore. He wanted a music teacher for them,
which I got. Neighbors were always welcome at
those concerts and informal dances. Do you
think of anyth'ng better for our business? This
man, through his enthusiasm, was the salesman
for these fifteen pianos, but the player roll was
the direct salesman.

Another example of how the player roll sold

(X3 .o
oo [X}

By C. C. Baker

=
=

imany player-pianos in Columbus—I would study
my customers, become friendly and always sug-
gest that they call their friend over the tele
phone to hear the particular roll I would sell
them. You would be surprised to know the
number of rolls that were actually sold
this way and more surprised at the number of
player-pianos. I have given you two plus sales
of both rolls and pianos. This next suggestion
is the most important in our business.
Educating the Customer

Too many of us have but one object—getting
the down payment and the signature on the
contract. A great number of players are sold
because the daughter or son has been after “Dad”
until he finally affixes his signature, of course
allowing John or Mary to pick out the rolls.
Now, John and Mary spend three to four nights
a week dancing; the selections are “Dr. Jazz Ras
Ma Tas,” “Sweet Mamma” and the like. Now,
Dad and Mother never heard of these numbers
and as they are not familiar with jazz orchestras
their player represents noise, not music. When
a neighbor who has the fever to buy a player-
piano asks Dad about it Dad, appreciating “That
Dear Old Mother of Mine,” not “Sweet Mamma,”
and just having made one of the thirty payments,
rather knocks instead of boosts. Of course, his
neighbor who was a prospect is not looking at
player-pianos that day.

Grandma can be pleased by “Silver Threads
Among the Gold.” Grandpa, reared on a farm
where the first real tune he ever heard on the
fiddle in the old barn was “Turkey in the
Straw,” will like that. Also “Turkey in the
Straw” is a wonderful mixer with “home brew.”

(Continued on page 31)

RAINBOW
SACRED
RECORDS

Double Disc 85c¢.

distributor.
No old stock.

150 East 4 1st Street

Rainbow Records have no season. ,
January to December, vear after vear. No heavy stock.

RAINBOW RECORDS

HOMER RODEHEAVER, supreme 1n sacred song,

records exclusively for Rambow Records.
songs can only be found on Rainbow Records.

Every dealer can stock a Sacred Record Line.
specialize in Sacred Records.

Thev

RODEHEAVER RECORD CO.

His

Write to vour nearest

sell from

RAINBOW
SACRED
RECORDS

DISTRIBUTORS

ELITE PHONOGRAPH
Co

1626 Chesinut St.
Philadelphia, Pa.

STERLING ROLL &
RECORD CO.
137 W. 4th St.
Cincinnati, O.

RODEHEAVER CO.
440 S. Dearborn St.
Chicago, Ill.

J. K. POLK FURN. CO.

288 Decatur St.
Atlanta, Ga.

STERLING ROLL &
RECORD CO.
434 4th Ave.
Pittsburgh, Pa.

RODEHEAVER CO.
814 Walnut St.
Philadelphia, Pa.

new

We

New York
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HE illusion of reality is at its

best when music is reproduced by '
the Steger Phonograph. Every note T TN 522000 JTTTETTT
that issues from the Steger is true to ‘ flilt
life, a faithful echo of the human voice
or instrumental skill of the master,
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The wonderful Steger tone-chamber
of even-grained spruce and the
unique, patented, adjustable tone-arm
make perfect rendition of every disc
record certain.

The Steger Phonograph is as beauti-
ful in the artistry of its design and
the attractiveness of its finish as it
is charming in its tone-reproducing
qualities. There is a variety of pleas-
ing designs that will appeal to every
lover of the beautiful.
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From a sales standpoint the incom-
parable Steger offers unlimited possi-
bilities to the active dealer. It 1s
backed by a great and profitable mer-
chandising plan that adds immeasur-
ably 10 the wvalue of Steger repre-
sentation.
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Desirable territory open. Write for
the Steger proposition today !

Phonograph Division
STEGER & SONS

Piano Manufacturing Company %
Steger Building, - - CHICAGO, ILL. =
Factories: Steger, Illinois, where the “Lincoin” %
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and “Dixie” Highways meet.

“If it’s a Steger—it’s the most valuable Piano in the world.”
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SELLING MUSIC WITH WIDE APPEAL
(Continued from page 29)

Let me tell yvou the two largest selling rolls,
“Silver Threads Among the Gold” and “Turkey
in the Straw,” both should be with every player-
piano. I think it is just as important to sell
“Turkey in the Straw"” with every player-piano
as it is to sell an “Uncle Josh” record with each
talking machine. Do not allow your customers
to be selfish and buy only rolls they like them-
selves; make them remember the children,
Grandma, Grandpa and the visitor in the home.
Therefore, it is necessary with each player-piano
sold to have included “Turkey in the Straw,”
“Silver Threads Among the Gold” and “Nearer,
My God, to Thee.”
Merchandising of Player Rolls

The salesman who suggests, sells or even
mentions a big hit is reducing your sales 50
per cent and automatically keeping customers
out of your store. To make my point clear
we will suppose, for example, a customer asks
for “My Mammy,” which is the hit of the hour,
and that the salesman then suggests “All by
Myself,” which promises to be the coming new
hit. You would naturally think you have made
a plus sale, but you have automatically stopped
your customer from coming into your store.
Why? Because, in a short time when “All by
Myself” does become a hit, the customer will
not come in after it because he has already pur-
chased it at the suggestion of the salesman.

Now, let us see how it would have worked
out the other way. The customer asks for “My
Mammy,” which the salesman sells. The latter
then suggests one of the many beautiful rolls
ot the ballad or waltz type. The customer leaves
the store pleased, as he has a variety of music,
also better music, keeping his interest in his
player-piano. Now comes the second plus sale.
In a week or two “All by Myself” makes a hit

—then your customer comnes for it and, of course, -

the salesman can sell another or more of the
beautiful better rolls, for the catalog is full of
wonderful numbers. .

My suggestion—that of always keeping the
new-coming big hit for your drawing card—
gets your customer into your store a second
time and doubles your business. In turn, this
policy of selling will create the desire for bet-
ter music, sell more player-pianos and more rolls.

The Rolls That Sell Perpetually
I would not consider a player roll department

on a paying basis until my overhead expense is.

entirely taken care of by perpetual selling rolls:
that is, rolls of the old standard type, old favor-
ites, waltzes, marches and classics. You will
recall that considerable discussion took place at
the Youngstown Convention last year between
the better-class and the jazz music. I believe
that both are extreme. There is a way to grad-
vally educate the public in better music through
the player roll and this can be done by merchan-
dising the music roll as it should be.

We need not discuss the buyer of the better
class of music. The other fellow is the one to
whom we want to devote our time first. e will
always buy jazz, but there are many wonderful
numbers which have enough melody to interest
him. I may suggest a few rolls that will evi-
dently get our customer away from most of
this jazz. Use any well-arranged march or two-
step, as: “King Cotton,” “Heaven’s Artillery,”
then a few of the old waltzes, “Blue Danube,”
“Zenda,” “Moonlight on the Hudson,” then grad-
ually work your-way towards “Canary and Night-
ingale Warble,” “Moonlight in the Forest,”
“Humoresque”; a prelude, a good overture, the
old operas, and so on, as far as your customer
wishes to go, or you, by the display of real
salesmanship, can lead him in the right way.

Are you getting the maximum of roll business
from your customers? I hope I may be par-
doned for making reference to my own busi-
ness. In our wholesale department we have
468 customers in the State of Ohio—many of
them buy from me exclusively; that means the
sale of hundreds of thousands of rolls each year.
We have developed our retail business to the ex-
tent that the combined rectail sales of my Co-

lumbus stores are 41 per cent of the combined
purchases of the 468 dealers. This is largely
due to the fact that we do sell Dad and Mother,
all the children and Grandpa and Grandma.

The future of the player roll (and it never
appeared brighter than to-day) rests absolutely
with each and every one of you. Not only the
player roll, but the player-piano’s future de-
pends upon the intelligent merchandising of the
player roll.

In closing his address, Mr. Baker cited the
case of one of his dealers in a nearby Ohio
town, with a total population of less than 6,000.
This one dealer had sold in that town from 300
to 500 each of “Silver Threads Among the Gold,”
“Turkey in the Straw,” “Where the River Shan-
non Flows,” “When You and I Were Young,
Maggie,” “Down by the Old Mill Stream,” etc.
The dealer in question, when making up a list
of rolls to go with a player sale, always includes
from three to five sacred numbers, and Mr.
Baker declares that as a result of this policy
between three and four hundred player-pianos
have been sold to the people of the town—more
player-pianos than are owned in any town of
the size in the State.

STERLING PIANO CO. TO MOVE

Leases Its Six-story Structure on Fulton Street
for Term of Years—Plans New Home in
Prominent Piano District of Brooklyn

Brookryn, N. Y., September 30.—The building
occupied by the Sterling Piano Co., at 518 Fulton
street, this city, has been leased for a period of
twenty-one years by a concern which intends to
remodel it and cut the street floor space into a
number of smaller stores. The structure, which
is owned by the Sterling company, is six stories
in height and is considered one of the finest and
most modern in the Fulton street section. The
Sterling Piano Co. will remain in its present
quarters until the new home in the piano center
on Flatbush avenue is ready for occupancy.
The Victor and Sonora lines are handled.

NEW GRANBY DEALERS IN ST. LOUI—S

An Extensive Campaign Being Planned to Push
This Instrument in This Territory

St. Louis, Mo., October 1.—The wholesale branch
of the Granby Phoinograph Corp., of Norfolk,
Va,, in this city, reports many dealers appointed
recently in Illinois and many prospects are
expected to be closed in the next thirty or sixty
days. The Granby line is now also firmly
established in St. Louis, dealers having been
appointed in each section of the city. Among
recent Granby dealcrs appointed in this city are
the following: Davids Furniture Co., E. M
Hardesty Music Co., Buettner Furniture Co.,
C. H. Thuner Furmture & Carpet Co. and the
St. Louis House Furnishing Co.

The St. Louis House Furnishing Co. is plan-
ning an extensive campaign to introduce the
Granby in its territory. It has placed an order
for a carload of machines. The talking machine
department is to be under the supervision of
Earl Goebels. The E. M. Hardesty Music Co.
has already had much success with the line,
having sold its first shipment of Granbys within
a week after they were received.

LAWSON PIANO CORP. IN TROUBLE

A petition in bankruptcy was filed recently
against the Lawson Piano & Phonograph
Corp., of 2572 Park avenue, New York City, by
the I'aber Piano Co., Inc, John J. Deegan and
the Mapes Piano String Co. It is stated that the
liabilities are about $100,000 and assets about
$10,000.

MAKING EXTENDED TOUR

H. L. Pratt, manager of the branch service
division of the Columbia Graphophone Co., is
making an extensive tour of the country, visiting
Columbia branches. where he is instituting novel
merchandising features in anticipation of an ac-
tive Fall and Winter Columbia business.

Seaburg Mfg. Co.

Jamestown, N. Y.

No. 250T, List Price $250.00
Usual discounts to dealers

48'""x28''x31" high. Finished all
around
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Are you happy? You will be when you see
how these new Marion Harris records
sell—“I'm Looking for a Bluebird (to Chase
%%,4 ?F}ues Away)” and “Sweet Cookie.”

Columbia Graphophone Co.

NEW YORK
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CHILDREN'S PICTURE RECORDS

Great Campaign Being Launched by Emerson
Phonograph Co. in Interest of Its Records

The Emerson Phonograph Co. is launching
this mnonth an intensive campaign in the interest
of Emerson records throughout the country.
A particular feature of this campaign are the
children’s picture records which are being fea-
cured in all the company’s publicity. Very
attractive circulars and hangers and other ad-
vertising material have been prepared by the ad-
vertising department, all being done in varied
colors with figures representing the many dif-
ferent characters of fairyland. E. H. Davis,
advertising manager, is keenly enthusiastic over
the possibilities of these children’s picture rec-
ords, and he states that the dealers are receiv-
ing this particular feature of the Fall campaign
in a very enthusiastic manner. It is expected
that this publicity will not only sell children’s
picture records, but increase the sale of other
Emerson records accordingly.

MULTITONE MFG. CO. SOLD

Eau Crairg, Wis,, October 4.—The plant of the
Multitone Mfg. Co., this city, which was re-
cently declared bankrupt. has been sold at auc-
tion to S. R. Davis, Dr. E. T. Finucane, T. L.
Roberts, W. J. Carpenter and Dr. A. L. Payne,
former directors of the old company, for $52,000.
The liabilities of the firm at the time bankruptcy
proceedings were instituted were over $125,000.

DEATH OF H. E. BEUREGARD

H. E. Beuregard, of the sales staff of Ormes,
Inc., Victor wholesaler, New York City, died
suddenly on Saturday, September 17. Mr. Beure-
gard's death was due to heart failure. He was
well known and liked among the Victor retailers
in the metropolitan district and his genial per-
sonality will be missed by his many f{riends.
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A CACTUS NEEDLE

THAT
SELLS ITSELF

Produces clear, natural tones;
eliminates surface noise;
brings out all subtle details of
the music and preserves the
records.

Needles can be repointed on
sharpener enclosed in package, so
that each needle will play an in-
definite number of records.

cetaiainielelaialeceinialalaleiaiaiainialele

TRADE ACTIVITIES IN SAN DIEGO

New Music Department at Holzwasser’s, Inc.,
With R. B. Sumner as Manager—San Diego
Music Co. Opens—Crosby Hopps Buys In-
terest in the Gray-Maw Music Co., Inc.

SaNn Dieco, Car., October 3—A music depart-
ment has been opened o the eighth floor of
the store of Holzwasser’s, Inc., at Fifth street
and Broadway, with R. B. Sumner, formerly
of Los Angeles, as manager. Blue Bird talking
machines will be handled, in conjunction with
pianos, players, rolls and records, with possibly
a fine line of sheet music and musical merchan-
dise later.

Crosby Hopps, who has been manager of the
local store of the \Wiley B. Allen Music Co. for
the past few months, has severed his connection
with that establishment and has purchased an
interest in the Gray-Maw Music Co., Inc., also
of this city. He has been succeeded by J. H.
Cooley, tor ten years manager of the Colorado
Springs and Pueblo branch stores of the Knight-
Campbell Music Co.. of Denver, and for a similar
length of time manager of the Spokane branch
of the Sherman, Clay & Co. stores.

The San Diego Music Co., composed of S.
B. Frank and D. Horowitz. has opened a store
at 624 Fifth street for the special purpose of
catering to the foreign-speaking people who
purchase records of Spanish, Chinese and other
alien character. This company handles the
Columbia graphophones and records.

The local branch of Barker Bros. recently had
a special sale to close out a line of records
aud in three days sold more than 3,000.

Miss Bernice Halbert, formerly in the talking
machine department of the Bledsoe Furniture
Co.’s store, has taken a position as head of the
record sales department of Barker Bros., one
of the leading concerns of this city.

The Bledsoe Furniture Co. has sold out its
talking machine departiment and will discontinue
handling machines and records.
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DISPLAY VALUE OF THE DOOR

How a Cleveland Man Uses the Door as an
Advertising Source in the Evening

The new answer to the ancient riddle is that
a door is not a door when it is a show win-
dow. Every bit of display space counts and
J. L. Mahon. of Cleveland, has turned his door
into a show window with the aid of a shelf and
a light on a light framework which can be
swung into place after the store is closed for
the day. In adopting this device lettering om
the window must be placed high enough so as
not to interfere with the display. Think of what
this added space means to the small shop with
a very meager frontage! The novelty of the
arrangement has attracted the favorable atten-
tion of many people to the ingenious merchant.

NEW LANDAU STORE IN PITTSTON

Pitrstox, Pa., October 2—The Pittston Music
Shop, at 40 South Main street, this city, has been
taken over by the Landau Music Stores. The
Music Shop, which has enjoyed a prosperous
business since it was opened several years ago,
has been renovated and presents an attractive
appearance. A complete stock of Victrolas,
Victor records and musical instruments is han-
dled. The establishment will be under the per-
sonal direction of Harry Michlosky and Hyman
Landay, who compose the Landau Co.

NEW TRUCK FOR KNICKERBOCKER

The Knickerbocker Talking Machine Co., Vic-
tor wholesaler, New York, has added consider-
ably to its service facilities through the recent
purchase of a Mack truck with a total loading
capacity of seven tons. This is said to be one
of the largest automobile trucks devoted to this
service in New . York City and will enable the
Knickerbocker Talking Machine Co. to render
the maximum amount of service to its dealers.
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The Needle of The

B Near Permanent Needle

Centu:rg

ATTRACTIVE INDUCE-
MENTS MADE TO JOBBERS

For Samples and Particulars
Write to

THE PERMO COMPANY
4215 TERRACE ST.,
OAKLAND, CALIFORNIA
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THE TONE
THAT THRILLS

- New Creations in Phonographic Art

Blue Bird phonographs are the last word in scientific
construction, artistic appearance and tone reproduction.

Blue Bird phonographs play all records

The “Blue Bird” fills a place all its own in phonographic achievement.
Three new models here shown have been created by Blue Bird craftsmen
to round out a complete line of authoritative models which will satisfy
the most exacting tastes.

The “Emanator” — - an automatic record container, practical and efficient,
is a special Blue Bird feature.

Variety of styles in Blue Bird
phonographs range in price

from $65 to $325.

— and now Blue Bird records
. are ready for distribution to all
dealers, whether they handle
Blue Bird phonographs or not.

‘PATENT PENDING

{Disappearing Cover)

‘The epitome of convenience
and elegance.

I Streamline Model

Their tone purity, infinite
range and freedom from sur-
face noise distinguish them
from all other instruments.

| Retail Price $250

This classic colonial type
Spinet Desk (at right) with
concealed phonograph is a
supreme achievement of ar-
tistry and utility. One of
several “2 in 1" feat?re
pieces. Appropriate for g " g »
living room or library. Blue Bird Spmnettc

PATENT PENDING

Retail Price $275

. The Blue Bird factory is devoted exclusively to the manufac-
ture of phonographs and is one of the strongest and best
equipped organizations of its kind on the Pacific coast.

If you are not selling Blue Bird phonographs, there is a
big opportunity for you in your city.

PATENT PENDING

BlueBird “Teakar” Phonograph

. . . . . Hardsomely modeled; adapted to
Write for full information and special discounts to dealers. garden parties and entertainments.

Sliding top for duplex use.

Retail Price $140

Brue BirD Tarxine MacHINE Co.
Los Angeles, California
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RAINBOW RECORDS IN NEW YORK

Rodeheaver Record Co. Establishes Headquar-
ters in This City With T, P. Ratcliff as Gen-
eral Manager—Record of Chorus of 2,000
Voices Among the Features of New Catalog

. The Rodeheaver Record Co., the head of
which is Homer Rodeheaver. well-known solo-
ist and choir leader for Billy Sunday, the Evan-
gelist, has now established headquarters at 130

!

Homer Rodeheaver
East Forty-first street. New York City, with
Thomas P. Ratcliff in charge as general man-
ager. The company plans to do considerable
recording at the new headquarters, as well as
at Winona I.ake, Ind., where much of the re-
cording has been done in the past.

The permanent laboratories of the company
will still be maintained at \WVinona Lake, which,
during the Summer. is the gathering place for
Bible students and those in training to become
song leaders, under the direction of Dan Bedoe
and Fred Martin. Mr. Bedoe. who is well

known wherever sacred music is featured, is
now under exclusive contract with the Rode-
heaver Co. and has already made a number of
“Rainbow” records for that concern.

The new Rambow records, which is the name
of the Rodeheaver Co. products, are made under
the direction of C. R. Johnson, a recording
expert of wide reputation, who has been con-
nected with the trade for thirty-two years. An
excellent catalog has already been built up,
among the features being records of chorus

Thomas P. Ratcliff

singing by 2,000 voices, an accomplishment in
recording that is declared to be unique. It is
stated that a very substantial demand for the
sacred records on the Rainbow list has been
realized among all classes and that the field for
this type of music appears to be an unusually
broad one.

A talking machine establishment was opened
at the Grand-Trumbull Market., Grand River,
M~yrtle and Trumbull avenues, Detroit, Mich.,
on October 1, by A. Guinsburg.

ROWE’S MUSIC SHOP SOLD

R. J. and J. O. Benton Purchase Long Island
Store—Specialize in Victor Products

Ly~Broog, N. Y., October 1.—Rowe's Music Shop,
Atlantic avenue, this.village, has been purchased
by R. J. and J. O. Benton, who will continue the
business under the name of the Lynbrook Music
Shop. The new owners are planning many
changes in the establishment which, when com-
pleted, will make it one of the finest and most
modern in this vicinity. A delivery service to all
parts of Long Island is a feature of the service.

R. J. Benton. who managed the business for
Mr. Rowe during the past year. is a Victor en-
thusiast and he has made a thorough study of the
Victor talking machines and records, therefore
he 1s well equipped to make hls venture a suc-
cess, In addition to a complete stock of Viec-
trolas and records. pianos, music rolls and sup-
plies are handled

FOREIGN CATALOG GROWS IN FAVOR

The Emerson foreign record department is
immensely pleased with the reception given by
the trade to its growing foreign catalog. Louis
D. Rosenfield, director of the foreign record
department, in a chat with The \World stated
that it is the purpose of this department to
keep in constant touch with the dealer, advising
him of any new phase of foreign recordings,
as well as to familiarize him with inter-
esting data of the artists who make the records.
In this way the foreign record catalog has
made immense strides and has given the dealer
a wider field, whereby he could present these
records to the trade in an intelligent manner.
The result has been that Emerson foreign rec-
ords have taken a decided boost.

The Simmons Phonograph Co., Inc., of Se-
attle, Wash,, has been granted a charter of
incorporation in that State, with a capital of
$150,000.
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Showing Reproducer of Jewel Attachment turned up to
change needle. Also position wwhey not in use

Plays all types of records. Operates the same as
the “EDISON" with the LEVER.

No adjustments necessary when changing from

e MENT FORES

lateral to wvertical cut records. Stop prevents
swinging to the right.

NOT

Just Another Attachment

BUT

a distinct improvement in Tone
Reproduction as well as in Me-
chanical Construction and Finish.
Send for descriptive circular which
contains “HINTS REGARDING
THE CARE OF A PHONO-
GRAPH.”

[f your jobber does not handle,
write us.

Price the same. Liberal discount
to dealers.

Needle scratch almost entirely removed.

Turning back of Reproducer permits of easy
access to needle socket and saves records from
unnecessary scratching.

Is the ONLY attachment that plays vertical cut
records in the proper “EDISON" position with
the Reproducer turned FACE DOWN to the
record, giving it a floating action.

GUARANTEED IN EVERY

WAY.

MONEY BACK IF NOT SATIS-

FIED.

Retail Price . ......N/P $7.50
. G/P 10.00

We handle highest grade Jewel
Point Needles.

' JEWEL PHONOPARTS COMPANY

Showving Jewel Attachment in position for playing wertical
cut records.

IMPROVED fe

el

playing lateral cut records.

Needle CENTERS on all records.

Straight air-tight construction and absence of
movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and
freedom of movement both vertically and hori-
zontally.

Weight is the lightest that can produce perfect
results, thus saving the record, and permitting a
freedom and sweetness of tone considered impos-
sible.

Indestructible NOM-Y-KA diaphragms do not
blast. crack, split or warp, and are the greatest
development in phonographic sound reproduction
in years.

Showing back wiew of attachment sn position for playing
lateral cut records.

154 W. Whiting St., Chicago

Showing face view of Jewel Attachment in position for
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GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President é ' :s Pé

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

Now 1s the time to go after busmess.

Make things hum. Manufacture now
and be ready for Chnstmas Sales.

% su@m\u
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HEINEMAN MOTOR No. 77

Use HEINEMAN and MEISSEIL. BACH Motors,

Tone-Arms and Sound Boxes—and you and your

dealers will be satisfied.

ASK FOR NEW PRICE LIST
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L NEW RECORDINGS OF FAVORITES i

The favorite selection in some collections is
one that was recorded several years ago. It is
probable that newer and better recordings have
been made since, but the old record still has the
favored place. That one record appealed to the
buyer more than the others, and he will be glad
to listen to any new recordings of the same
song.

It is quite probable that the record has been
discontinued, and if it has then it is all the
more important to pay attention to requests for
such records. A sympathetic search to aid in
getting the best recording, if the old one cannot
be obtained, will make a good impression on
the customer and he will speak of it to his
friends.

DEMONSTRATION BOOTHS

A great many dealers now handle player-piano
rolls in addition to talking machines and rec-
ords, so the question of sound-proof demonstra-
tion booths is an important one. A demonstra-
tion booth that is not “sound-proof,” though it
is supposed to be, is a damper on many sales.
From the customer’s point of view, few things
are more irritating than to have the sound of
the piano used to demonstrate the player rolls
penetrate the booth and drown out a favorite
orchestra or violin piece.

It costs more to have a demonstration booth
really sound-proof, but the customer is going to
buy more records if he can listen to them undis-
turbed. Piano rolls bring in a good profit, but

they ought not to interfere in any way with
talking machine record demounstration.

‘ “ONE-RECORD” ADVERTISING \

The advertisements of the record manufac-
turers in the magazines of national circulation
often feature a single record. Some retail
dealers are also doing this in much of their
local advertising.

Perhaps the attitude of the record buyer is
not fully understood by those who consider such
advertising as wasteful. It is only human na-
ture to be proud when one’'s judgment is veri-
fied by experts, and that is the effect of a maga-
zine advertisement endorsing a certain record.
If the customer has the record he is better
satisfied; if he does not have it, but has pur-
chased other selections in the past with a simi-
lar endorsement, he is moved to purchase the
new selection too.

.While “one record” advertising is especially
useful in interesting the customer in the work
of a new artist, it also creates interest in good
recordings by familiar ones. It helps the cus-
tomer develop a taste for good music, and that
is worth trying for.

EXCHANGING GIFT RECORDS ]

There are always some instances where the
wrong record is purchased, but the greater
number of these annoying occurrences are dur-
ing the rush of the holiday season. Iarge num-
bers of records are given as presents, and if
the records are like some they already have. or
do not appeal to them, the receivers of such
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SeveralConstructlve Merchandlsmg Ideas for
the Talking Machine Trade . . sy smih c. McGregor
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gifts often seek to exchange them a few week
later.

Some decalers who would not otherwise
change records do so with gift records, becau:
they scek to obtain the trade of the people who
bring them in for exchange.

This practice is just as harmful to the other
record buyers as any other exchange practice,
for it does not make any difference when the
record is used; if it has been used, then it is
not worth the full price, and to sell it for such
is not giving the buyer full value for his money.
This cannot fail to react against the dealer
later on. “No Exchanges” is a sign worth plac-
ing in every demonstration booth.

BACK SPIRIT OF YOUR GUARANTEE:

The spirit of every honest guarantee i1s com-
plete satisfaction, and you have not reached the
high point of your success if any of your cus-
tomers have cause for complaint due to a trifle
that was not in the written guarantee.

Sometimes the demonstrating instrument is
equipped more thoroughly than the stock
models and the customier thinks he was to get
the same, though the contract calls for a stock
model. Of course, no dealer can afford to give
the customer expensive “extras,” but when the
amount involved is small and the customer hon-
estly believes he is right it pays to satisfy him
as completely as possible.

Such adjustments are doubly valuable if the
buyer later learns you were under no obliga-
tion to give him the extra value, and make for
favorable decisions when the customer is in
doubt.

Agency.

Pittsburgh, Pa., 434 4th Ave.

- BIG DISTRIBUTORS FOR

OKJ\, Records

There is no time like the present to establish an OKeh. Record

The output of OKek Records is greater and better than ever before.
Dance and vocal hits excel in quality and character of recordings.

The opera and nstrumental records are the finest in the market.

The Demand Increases Every Day
Let us help you with an agency!

STERLING ROLL and RECORD CO.

Cincinnati, Ohio, 137 W. 4th St.
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DE LUXE MODEL

Permits use of tone-regulating
doors of Victrola same as in
Standard model.

Prices Further Reduced

Practically Back to Normal

. ’
CONVERTO

PATENTED DEC.II.IS917

TALKING MACHINE CABINETS

STANDARD
MODEL

OWERED costs make it possible for us to announce new prices on Converto Cabinets that are
practically back to normal.

The Standard Converto 1s now listed at from $26.50 to $32.50, subject to the regular dealer’s discount.
The De Luxe Converto list is $55.00, subject also to regular

SSasee, \
@I‘éf’*‘x dealer’s discount,
e 2

These new prices will materially help your Converto sales,
because you can sell a combination of Converto Cabinet and small

Victrola at a combined cost far lower than that of even unknown
cabinet machines.

Write for new Price List.

THE C. J. LUNDSTROM MFG. CO.

Little Falls, N. Y.

Lundstrom “Converto” Cabinets are broadly covered by
patents. Infringements will be promptly prosecuted.

Converto Wholesale Distributors

Albany, N. Y...... Gately-Haire Co.., Inc. Milwaukee, Wis. ...Badger Talking Machine Co.
Atlanta, Ga. ...... Elyea Talking Machine Co. Mobile, Ala. ...... Wm. H. Reynalds
Phillips & Crew Piano Co. Newark, N. J. .... Collings & Co
Baltimore, Md. ...guh[e“l‘l I‘)kmguﬁlesslonincéo. New Orleans, La. . Phillp Werlein, Ltd.
Birmingham, Ala. . Talking Machine Co. New York City .... Emanuel Blout
Buffalo, N. Y. .... Curtis N. Andrews Cahinet & Accessories Co., Inc.
Burlington. Vt. .., American Phonograph Co. Knirkerbocker Taslking Maching Co.
Chicago, Il ...... Lyon & Healy. Omaha, Nebr. .... Ross P. Curtice Co.
Cincinnati, Ohle .. Rudolph Wurlitzar Co. Mirkel Bros. Co.
Cleveland, Ohle ... Cleveland Talking Machine Co. Peorla, 1l. ....... Putnam-Page Co.
Columbus, Ohlo ... The Perry B. Whitsit Co. Philadelphla, Pa. . C. J. Heppe & Son
Dallas, Texas .... Sanger Bros. Penn Phonograph Ca.
Denver, Colo. .... The Enight-Camphell Music Co. H. A. Weymann & Son, Inc.
Des Moines, Ia. ... Mickel Bros. Co. Pittsburgh, Pa. ... Standard Talking Machine Co.
| Elmira, N. Y. .... Elmira Arms Co. Portland, Me. .... Cressey & Allen, Inc
El Paso, Tex. .... W. G. Walzs Co. Richmond, Va. ... The Corley Co., Inc.
Houston, Texas ... The Talking Mach. Co. of Texas St. Paul, Minn. .. W. J. Dyer & Bro.
- = Indianapolis, Ind. Stewart Talking Machine Co. San Franclsco, Cal. Walter S. Gray Co.
— Jacksonville, Fia. . Florida Talking Machine Co. Syracuse, N. Y. .. W. D. Andrews Co.
Kansas City, Mo. J. W. Jenkins’ Sons Musie Co. Toiedo. Ohle ....... Toledo Talking Machine Co.
Schmelzer Co. Washington, D. C. Cohen & Hughes, Ine
SETTING THE MACHINE IN CABINET Memphls, Tenn. ... O. K. Houck Plano Co. E F. Droop & Sons Co.

— 7}
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When the Ziegfeld Follies opened In New York,
“Sally, Won’t You Come Back” simply stopped the
Ted Lewis and His Band play it, with
“Bring Back My Blushing Rose,” “Second Hand
Rose,” “I Know”—all on one big double.

show.

Columbia Graphophone Co.
NEW YORK

A-3453.

— ——— e ———

0. P. GRAFFEN WITH GRANBY CORP.

Will Represent This Concern in New York City
and Larger Cities in New Jersey

The Granby Phonograph Corp., New York,
recently added to its sales staff O. P. Graffen,
who is well known in the New York wholesale
talking machine trade. He will represent
Granby phonographs in New York City, as well

O. P. Graffen
as in the larger cities of New Jersey, interesting
talking machine dealers in the Granby line.

Mr. Graffen comes to the Granby Corp. with
a very fine reputation and a wide experience in
the talking machine field. He was for a num-
ber of years with the Columbia Co. and during
the past year has been connected with the
General Phonograph Corp.,, selling the New
York City trade.

Mr. Graffen will work under the direction
of R. R. Wilson, New York sales representative
of the Granby line, who is making extensive
plans for a Granby drive in metropolitan New
York and New Jersey during the coming Fall
and Winter months.

SECURE MUCH LARGER QUARTERS

The Wm. Phillips Phono Parts Corp. recently
obtained a large loft covering 4,500 square feet
for plating purposes. This latest expansion in
the business of the company was made necessary
through the greatly increased orders being re-
ceived and it is expected this plating plant will
be one of the finest equipped in the city.

William Phillips, president of the company,
reports that September has been the biggest
month this year and predicts the continuance of
this good business throughout the entire Fall
season.

George R. Hardy has been placed in charge
of the Edison phonograph department of the
Greenfest Store, of Peekskill, N. Y.

CONCEIVES ORIGINAL PUBLICITY

Knickerbocker Talking Machine Co. Devises
Clever Advertising Novelties for the Trade

One of the most recent advertising novelties
produced by the Knickerbocker Talking Machine
Co., Victor wholesaler, New York City, for the
use of the Victor dealer is a telephone index,
the front cover of which will bear the imprint
of the individual dealer. Abram Davega, vice-
president of the company, has evolved an excel-
lent plan in conjunction with this novelty for
the securing of a complete list of local prospects
and the increasing of sales in general.

This Victor distributing house has also recently
presented to its dealers reproductions of the
photographs of famous Victor artists on mounted
medallions. They are finished in silk, silk-moire,
ivory and mahogany, and are indestructible,
washable and non-fadeable. It is expected that
these artistic medallions will prove very popular
with Victrola owners. The Knickerbocker Talk-
ing Machine Co. is also receiving numerous or-
ders for the “Da-Lite” electric display for the
featuring of Victor records.

WORK HURTS NO ONE

Nobody ever becomes a nervous wreck while
he is succeeding, no matter how hard he works.
He goes by the board only when the tide turns
against him or when he quits work to have a
good time.

DEVELOPING NEW PROSPECTS

How a Progressive New England Dealer Oper-
ates in Extending His Business and Sphere of
Influence Through Use of Questionnaire

A dealer located in New England recently
sent out a letter to his entire list of prospects.

It had an immediate effect on his business
and greatly increased his prestige. ‘“Good
music” constituted the theme of the letter

and the main idea he conveyed to the reader
was that his company was anxious to go to
almost any length to help his home city develop
a deeper understanding, knowledge and appre-
ciation of really fine ‘music. e explained cer-
tain things he was doing at considerable cost
and the amount of effort he was putting forth
to help promulgate a love of good music among
the people of his city.

In concluding the letter he asked one favor
of the recipient, namely, that he fill in and re-
turn the enclosed post-card. This card had
printed on it a series of questions, as follows:
Name
Address
Telephone 5= =k = & e ErErrrrE 6 - 3 3 IR G S B AR
What, if any, records have you been unable to get?........
Do you wish the monthly record supplement mailed regu-

larly?
Have l;w))u any friends that you believe would be interested
in. either a machine or in receiving a monthly record
supplement?

Although this letter was of a very general

type the amount of returns from it were very

satisfying.

CONFIDENCE

To Our Customers We Owe All—To Them We Give All

Between the retailer and ~

then & Hughes there
are business dealings

= T

COHEN & HUGHES

wl A Y
(VICTOR_DEALER
P S I3 i

BALTIFORE, np

of the highest
integrity extending over
a span of many years.

COHEN & HUGHES

Wholesale Exclusively

BALTIMORE

WASHINGTON
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AGNAVOX

IS IDEAL FOR DANCING

Read These Letters—Names on Request

“I have been using your MAGNAVOX for a
year at my Amusement Park, running it 12 hours
a day during the season, and it has never yet
failed to deliver the goods, and works perfectly
for dancing in my outdoor pavilion.”

“We find that the MAGNAVOX is just the
thing we have been looking for for dance work
and school purposes, as the phonograph is
hardly loud enough where there is a large crowd
assembled.”

“The MAGNAVOX outfit received today,
and as I said in one of my letters that I could
decide in fifteen minutes, when I was trying to
arrange for one. Why, man, it did not take three,

and will say it bears out all claims, and more.”

“At one time there were three May Pole sets
of little tots—about seventy-five in all-—dancing
to the clear bell-like music of the MAGNAVOX.
For school work and dancing purposes the
MAGNAVOX is a complete success.”

“I allowed the manager of the dance hall to
use the MAGNAVOX that night to dance to.
It was so superior to his old phonograph that I
signed him up for a machine.”

“You are overlooking a good bet if you do not
sell a MAGNAVOX to every live wire talking
machine shop in the country, and here’s hoping
you do.”

They Were Pleased—So Will You Be—If You Will Write for Dealers’ Proposition

THE MAGNAVOX COMPANY

2701 East 14th Street
Oakland,

California | 370 7th Ave,,

THE MAGNAVOX COMPANY

Penn Terminal Bldg.
New York City

OctoBex 15, 1921
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TRANSMISSION OF MUSIC BY WIRE

Wright & Wilhelmy, Pathé Distributors, Hold
Concerts on Pathé Actuelle Which Are Heard
Three Hundred Miles Away

O»aHa, NEs., Septcmber 30.—Through the me-
dium of a radiophone, or wireless, the trans-
mission of music long distances from its source
has become an accomplished fact. Concerts on
the Pathé Actuelle phonograph in Omaha are
being “picked up” daily in Wichita, Kan., 300
miiles away, and in scores of adjacent cities.
Wright & Wilhelmy, Pathé distributors, of this
city, in conjunction with Ronald Rockwell, a
high school student who owns the apparatus
which was installed by the Hempel Electric Co.
in its plant, are responsible for this original
niethod of supplying music. Of course, other
attempts have been made to send music by wire-
less, but Wright & Wilhelmy report that the
large diaphragm of the Actuelle has proven far
niore suitable for the transmission of sound by
wireless than the sound reproduced through the
medium of the tone arm and state that the music
sent was reproduced at the receiving end with
greater power and beauty of detail as to tone
and shading. Furthermore, it required no me-
chanical attachment to corral the sound, the
wireless transmitter being placed about two
inches from the end of the cone. The Omaha
firm states that while the wireless music was
being used to promote Actuelle publicity, radio
activity may soon be perfected so as to become
practical for commercial use. Wright & Wil-
helmy are in receipt of enthusiastic letters daily
from residents of other towns and cities telling
how they have enjoyed the music from Omaha.

Recently a public demonstration was made in
Kruger Park, Omaha’s pleasure resort, and a
novel exhibition was witnessed by many thou-
sands of visitors who were astonished at the
results achieved. Each day a series of concerts
was staged at noon and at 8 p. m. at the Hempel
plant. Wright & Wilhelmy report that the value
of the publicity obtained for the Actuelle in a

few weeks is beyond computation, far exceeding
that from all other sources during the year. It
is expected that it will be possible, with addi-
tional equipment, to be ablc to transmit music
between Omaha and New York before long.

JONES PIANO CO. ADDS VICTROLAS

Ohio Firm Remodels Talking Machine Depart-
ment—Coulter Jones Assumes Management

Mansriern, O., October 6.—A fine Victor talking
machine department was recently added to the
music business of the Jones Piano Co., of this
city. The company, which occupies two tloors
of the building in which it is housed, has re-
modeled and redecorated its talking machine de-
partment. Several demonstration booths have
been constructed. The new Victor department

will be in charge of Coulter Jones, son of W. E.

Jones, proprietor. A complete line of high-
grade pianos and musical accessories is also
carried in stock.

The establishment, which is considered one
of the largest in this section of the State, con-
tains every comfort for patrons and lovers of
music. A rest room for visitors and a room
in which music instructors may meet for con-
ferences are features of the store.

FEATURES BRUNSWICK AT REVUE

AMERICAN Fork, UraH, September 30.—A fea-
ture of the annual Fall opening and style revue
of the Chipman Mercantile Co., which recently
acquired the Brunswick line of talking machines,
was a Brunswick demonstration and a general
talk on Brunswick products by R. F. Perry, rep-
resenting the Brunswick-Balke-Collender Co.,
of Salt Lake City. Over five hundred people
were present at the demonstration, which closed
with the playing of Mario Chamlee’s record,
“Dreams of Long Ago.”

The Meinell Music Co., West Florinesse ave-
nue, St. Louis, Mo. has taken on the Sonora
line.

INTEREST IN MUSIC INCREASING

Letters Requesting Advice for Conducting Music
Memory Contests, Etc., Being Received From
All Parts of the Country—Interest Is Growing

The widespread interest in the advanccment of
music throughout the country is evidenccd from
the number of letters rcceived by the National
Bureau for the Advancement of Music from
every section of the country. The music mem-
ory contest is meeting with espccial favor.
Schools everywhere are increasing thcir efforts
to instill a love of music into their pupils which,
if the present rate of progress continues, must
be felt by the music trade. Civic organizations
in large cities, as well as in the smaller towns
are exhibiting interest, and many newspapers are
dcvoting special sections to musical news.

The National Bureau for the Advancement of
Music is extending every aid in planning music
memory contests, concerts, etc.,, where desired.

EFFECTIVE ARTIST TIE-UP

Columbia Dealer Co-operates With Artists’
Vaudeville Engagement—Plan Produces Sales

WiLkEs-Barre, Pa,, September 30.—The Snyder
Music Co., Columbia dealer, had a timely tie-up
with Furnam and Nash, Columbia artists, who
were at a vaudeville theatre here recently. Mr.
Sheppard had a talk with the theatre manager,
consequently the following result. During the
first appearance he called them to the front of
the stage, introduced them as exclusive artists
for the Columbia Graphophone Co., placed a
Grafonola on the stage and played their record
A-3412 to the audience; then Furnam and Nash
sang it and several others. This made a big hit.
Tickets were passed out and the person holding
the lucky number was presented with the Grafo-
nola.

A branch of the Phonograph Record Exchange
Co. of America was recently opened in Marion,
O. The new store is in charge of C. E. Kellog.

These Silent Salesmen Increase Your
Sales and Cut Down Your Overhead

The day of “allotment” is past. The problem is the same in the talking machine field as in
other lines—intensive sales effort to move “dead stock”—Universal Displayers do this with
comparative ease. Records are displayed where customers can rcad all the titles easily, causing
imnquiries to play and clinching many sales that otherwise would be lost.

UNIVERSAL SELF-SERVICE DISPLAYERS
SUBSTITUTE SIGHT FOR SEARCH

There are 50 Different Styles
Ask Your Jobber for Them

- Universal Fixture Corporation

133 West 23rd Street
NEW YORK

9
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$250,000

Worth of Sonora Phonographs
Ordered by One Western Dealer

N months gone by orders from retailers amount-

ing to $250,000 or more were not uncommon.
Everyone, flushed with success, confident of the
future, ordered extravagantly, expecting to receive
only a portion of the goods ordered.

But today conditions are different. Orders are
based on public demand, and prospects based on
something more than mere hope. Orders placed to-
dav are expected to be filled.

The fact that one dealer has just ordered
Sonoras, the invoice value of which is approximately
$250,000, 1s significant evidence of the trend of the
times and the future outlook. The firm placing this
order 1s, of course, a big one, but so 1s the order.

Now 1s the time to place YOUR order—be
assured of sufficient stock for future demand.

If you haven’t a Sonora agency, write today—
follow the lead of the manv prominent firms that
have been selling Sonoras successfullv in the past
and are doing so today.

'~ THE INSTRUMENT OF QUALITY 2Z >

oanor,

CLEAR AS A BELL

Q)

X
%

¥
7




OcroBer 15, 1921

THE TALKING

MACHINE WORLD

_ 3

ONORA was the first phonograph to play ALL
MAKES of disc records perfectly without extra
attachments, and it enables you to hear not only records
of American manufacture, but foreign records as well.

Gibson-Snow Co.,

Syracuse, N. Y.

State of New York with the excep-
tion of towns on Hudson River below
Poughkeepsie and excepting Greater
New York.

W. B. Glynn Distributing Co.,

Saxtons River, Vt.

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

Grifhth Piano Co.,

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

Hessig-Ellis Drug Co.,
Memphis, Tenn.

Arkansas, Louisiana, Tennessee, Mis-
sissippi.

Kiefer-Stewart Co.,

Indianapolis, Ind.
Entire State of Indiana.

Lee-Coit-Andreesen Hardware
Co.,

Omaha, Nebr.
State of Nebraska.

MS &E,

221 Columbus Ave., Boston,
Mass.

Connecticut, Rhode Island and east-
ern Massachusetts.

C. L. Marshall Co., Inc.,

514 Griswold St., Detroit, Mich.
Michigan and Ohio.

ESIDES possessing im-
portant patents of
its own, Sonora is licensed
and operates under BASIC
PATENTS of the phono-
graph industry. Sonora’s
future and the future of
Sonora’s dealers’ business
are secure.

The Magnavox Co.,
616 Mission St., San Francisco,
Cal.

Washington, California, Oregon, Ari-
zona, Nevada, Hawaiian Islands,
northern Idaho.

Sonora Phonograph Co., Inc.,

279 Broadway, New York

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

Southern Drug Company,

Houston, Texas.
Southeastern part of Texas.

Southern Sonora Company,

310-314 Marietta St., Atlanta, Ga.

Alabama, Georgia, Florida and North
and South Carolina.

Southwestern Drug Co.,

Wichita, Kans.
Southern part of Kansas, Oklahoma

.{except 5 N.E. counties) and Texas

Panhandle.
Sonora Phonograph Co. of
Philadelphia

1214 Arch St., Philadelphia, Pa.
Western Pennsylvania and West Vir-

. ginia.

Sonora Distributing Co. of
Texas,

Dallas, Texas.
Western part of Texas.

Sonoras

Minneapolis Drug Co.,

Minneapolis, Minn.
States of Montana, North Dakota,
South Dakota, Minnesota.

are now selling at

Robinson-Pettet Co., Inc.,

(T30,
Louisville, Ky. > 1
State of Kentueky—~—-

C. D. Smith Drug Co.,

613 Arcade Bldg., St. Louis, Mo.
St. Joseph, Mo.

Missouri, northern and eastern part
of Kansas and 5 counties of N.E.
Oklahoma.

Strevell-Paterson Hardware Co.,

Salt Lake City, Utah

Utah, western Wyoming and south-
ern Idaho.

C. J. Van Houten & Zoon,

Marquette Bldg., Chicago, Ill.
Illinois and Towa.

Yahr & Lange Drug Co.,

Milwaukee, Wis.
Wisconsin, Upper Michigan.

Sonora Co. of Phila., Inc.,

1214 Arch St., Philadelphia, Pa.

Eastern Pennsylvania, Mar_yland, Del-
aware, District of Columbia and Vir-
ginia.

Greater City Phonograph Co., Inc.

311 Sixth Avenue, New York

All of New York City except that
lying east of Broadway, Brooklyn;
counties of Westchester, Putnam and
Dutchess, south of Poughkeepsie and
all Hudson River towns and cities on
the west bank of the river, south of
Highland.

Long Island Phonograph Co.

150 Montague St., Brooklyn, N. Y.

All of Long Island and Brooklyn,
north of Broadway.

Moore-Bird & Co.,

1751 California St., Denver, Colo.

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

Revised

Prices based on present-day costs.

»

o
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CABLE ADDRESS REG'D
“FILASSE—PHILA.”

ANy{ Geaniliy

Quality

SERVICE AND

Phonographically Speaking

THE MARK OF

SATISFACTION
They Talk For Themselves

LONG DISTANCE 'PHONE
BARING 535

Detivery” }RlGHT

Prodact

IMICO INDIA RUBY
MICA DIAPHRAGMS

INTERNATIONAL MICA COMPANY

PHILADELPHIA, PA,, U.S.A,
YOKOHAMA, JAPAN

INTERNATIONAL MICA CO., 106-110 W. Lake St., Chicago, Illinois

FACTORY AND SALES DEPT,,
3iTH AND BRANDYWINE STS,,
WEST PHILA, PA,

V. T. SCHULTZ
CLEVELANXND, OHIO

RAYSOLO SALES CO.
LANCASTER, PA,

ARTHUR BRAND & COMPANY
CINCINNATI, OII1IO

WALTER 8. GRAY
SAN FRANCISCO, CAL.

DAVENPORT PHONOGRAPH &
ACCESSORY CO.
DAVENPORT, IOWA

ARTOPHONE COMPANY
ST. LOUIS, MO.

STEINOLA COMPANY
KANSAS CITY, MO.

PROVIDENCE PHONOGRAPH
SUPPLY CO.
PROVIDENCE, R. L

par Write for “IMICO” representation in your territory—domestic or foreign. Special facilities for Export Business

“IMICO* and ‘“SERVICE” are SYNONYMOUS

THE ESSENTIALS OF A SALESMAN

Qualifications the Successful Man Must Possess,
According to a Magazine Writer

According to an article which recently ap-
peared in the magazine Administration, the
essential elements of the genuine salesman may
be briefly catalogued as follows:

One who has a steady eye,
steady tongue and steady habits.

steady nerve,

One who turns up with a smile and who still
smiles if turned down.

One who strives to out-think the buyer
rather than to out-talk him.

One who is silent when he has nothing to
say—and also when the buyer has something
to say.

One who takes a firm interest in his firm’s
interest.

One who earns respect by being respectful.

One who can be courteous in the face of
discourtesy.

One who keeps his word, his temper and his
friends.

HOLDS “BUBBLE BOOK PARTY”

OMmaHA, NEB, October 1.—The Brandeis Store,
this city, recently gave the children of the com-
munity a “Bubble Book Party” which was ex-
ceptionally successful. ‘More than a thousand
children attended during two afternoons and eve-
nings and souvenirs were distributed to the
bhappy youngsters. The party not only resulted
in the sale of a number of Bubble Books, but
also provided considerable valuable publicity.

MODERNOLA SALES CORP. FORMED

The Modernola Sales Corp., New York, has
been granted a charter of incorporation under
the laws of New York State, with a capital of
$10,000. The firm, which will handle musicai
instruments, is composed of C. C. Seiffert and
D. H. Wendel.

The stock of the Pumphry jewelry and talk-
ing machine establishiment, of Decatur, Ind, has
been moved to its new store, a half block below
its former location.

UL

Mississippi
Alabama
Florida

TALKING MACHINE MEN MEET

Two Live Addresses Features of September
Session of Local Retail Organization

The monthly meeting of the Talking Machine
Men, Inc., the organization composed of talking
machine dealers of New York, New Jersey and
Connecticut, was held according to schedule on
Wednesday, September 14, at the Café Boule-
vard, this city. The meeting was preceded by a
luncheon, following which Henry Teller, of Fred
Fisher, Inc., the well-known music publisher, was
introduced and addressed the gathering on the
plans of his company for the exploitation of the
firm’s Fall catalog, particularly in conjunction
with talking machine records. A number of
songs were sung, including the current Fisher
hit, “Ma.”

R. B. Whelan, of the Health Builders, Inc.,
manufacturers of a line of talking machine rec-
ords promoting health exercises in the home,
was introduced and spoke on the merits of the
course issued by his company.

GRANBY AT THE OHIO CONVENTION

CincixNaTi, O., October 3.—Robert Clark, who
represents the Granby Phonograph Corp., of
Norfolk, Va., in southern Ohio and eastern
Kentucky and whose headquarters are in this
city, states that business is showing a decided
increase, particularly in the last two weeks, and
that all indications are for a fine Fall business.
The Granby phonograph was represented at the
convention of Ohio music dealers, held in Co-
lumbus from September 12 to 14. Those in
charge of the exhibit were: Charles H. Kennedy
and H. C. Schultz, who cover northern Ohio:
Robert Clark., who covers the southern half of
Ohio, and Harry Coplan, of the home office of
the Granby Phonograph Corp.

FOLDER FOR SPECIAL RECORDS

The advertising department of the General
Phonograph Corporation has just issued an at-
tractive four-page folder featuring Okeh records
by colored artists. Among the artists listed are
Mamie Smith, Norfolk Jazz Quartet, Daisy Mar-
tin, Gertrude Saunders and Tim Brymn and his
Black Devil Orchestra. All of these records have
met with an active sale throughout the country
and thjs folder can, therefore, be used to advan-
tage by Okeh dealers.

A couple of inches of appealing advertising will
bring better results than a double-page spread
of poor material.




Walter Camp’s
“Health Builder” Records
Bring You Big Profits

The Talking Machine World, New York, October 15, 1921

Famous “Daily Dozen” Exercises, devised by great athletic
authority, now on talking machine records.

ALTER CAMP'S celebrated exercises for keeping

fit—set to specially selected music on records, with

a voice giving the commands—have made a
smashing hit with business men and physical culture
enthusiasts everywhere.

Every man and boy knows Walter Camp’s reputation
as an athletic trainer and wants this set of five large
double disc ‘““Health Builder’” records, carrying his com-
plete “‘Daily Dozen” exercises. In the album with the
complete course on ten-inch records are 12 charts, show-
ing the movement to make at each command, and illus-
trated with over 60 actual photographs—and a booklet
of instruction written by Walter Camp himself.

Cash In on “Keeping Fit”’ to Music!

These are the same exercises taught by Walter Camp
during the war to officials in Washington—adopted by
the Army and Navy—and published in Collier’s, Physical
Culture, American, Woman's Home Companion, Ameri-
can Boy, Red Cross, and many other magazines.

Before offering this wonderful course to the dealer, we

fespanasssvnnl

v Chart No.3 snmisinn

Every busy man

Walter
Camp’s "‘New
Way to Keep

wants

-and woman

have given it a thorough try-out, selling direct to the
buying public by mail.

Results from the first ten advertisements of our national
advertising campaign made us double our production
facilities for records.

Get ready to get your share of profits on the demand
for Walter Camp’s "‘Health Builder” outfit. Regular
discounts to dealers. Exclusive territory allowed. In-
quiries from national advertising sent to local representa-
tive. Circulars furnished with your imprint.

Be the “Health Builder” Dealer

Walter Camp’s “‘Health Builder” System is the most
profitable phonograph record proposition ever put on the
market. It is a proven success. One ad in New York
City brought over 2,500 inquiries and resulted in $5,000
in direct sales. You can cash in on the popular “keeping-
fit movement’”’ now sweeping the country. Send now
for a sample 10-inch ‘“Health Builder” record, with
charts, and learn all about the profitable proposition
offered you as exclusive ‘‘Health Builder dealer in your
city.

Send for Sample Outfit

HEALTH BUILDERS
Dept. D.

334 Fifth Ave., New York.

Please send me, prepaid, one 10-inch double-disc
“Health Builder” record, carrying four of Walter
Camp’s “‘Daily Dozen,”” with four charts—and your
special proposition to dealers. | have privilege of
returning this outfit.

- g . b . Ifé{‘li'!'
HEALTH BUILDERS
Dept. D. 334 Fifth Avenue New York
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MANY NEW JEWETT DEALERS

Eleven New Dealers in Detroit and Other Cities
—New Salesmen Appointed—Sales Manager
Fair Tells Why Business Is Good

DetroiT, Micit., October 5.—The Jewett Phono-
graph Co., of this city, despite the adverse trade
conditions, is apparently meeting with remark-
able success in developing its line among re-
tailers. .

The Woodmansee Music Store and the Lampe
& Tanner Music Shop have both announced to
their trade in the past few days the taking on
of the Jewett line, thus making eleven dealers
in Detroit. In addition to the foregoing Jewett
dealers have just been appointed in three other
Michigan towns, namely, Armada, Hudson and
Everett.

A. A, Fair, sales manager of the Jewett Co,,
who has just returned from a highly successful
Eastern trip, says that credit for Jewett expan-
sion in Detroit must largely go to E. F. Sharp,
assistant sales manager. Mr. Sharp will be re-
membered as being formerly field sales manager
at the local Columbia branch.

Mr. Fair announces the appointment of some
additional salesmen,
mann, who will travel in western New York,
and C. A. Crane in southern Qhio. George D.
Phillips has been covering Michigan for some
time and, judging from the tack-studded map in
Mr. Fair's office, is meeting with success all over
the Wolverine State.

“Why we are so busy when other manufac-
turers are complaining and why our factory is
oversold is really hard to explain,” said Mr.
Fair. “Perhaps we are going after it harder.
We know that the public is still interested and
becoming more so in goods which are worth a
fair price and for which a fair price is asked.
At the Michigan State Fair we had a booth
which was turned over to our dealers for a day
each. One of our dealers, F. B. Walker, got
forty interested prospects in a day. This idea
of ‘going after it’ and our financial support of
our dealers are probably the two big reasons
why we are busy to-day, in spite of the depres-
sion.”

The Culp Bros. Piano Co., Fort Smith, Ark.,
has increased its capital stock from $12,000 to
$50.000. Besides the Fort Smith store the firm
operates stores in McAlester, Ark.; Russellville
and Hartshorn, Okla.

What More Can You Ask

All the features that go to make a talking
machine Profitably Salable you will find as
regular equipment of AMagnola: * Built by
Tone Speialists.”

\ 7nu;'n olu Y

= Watching the Music Come Out

Complete description of all these features is
to be found in our handsome illustraled
calalog, which we should like to send you.
May we? Ask us to tell you our plans
for your benefit!

MAGNOLA TALKING MACHINE COMPANY
OTTO 8CHULZ, President

General Offees Southern Wholesale Branch
711 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA. GA.

-Corp.,

including C. E. H. Lehr-

MAKING TRIUMPHAL TOUR

Greek Evans and Henrietta Wakefield, Olympic
Artists, Scoring in Opera—Records Popular

Greek Evans and Henrietta Wakefield, who
record exclusively for the Olympic Disc Record
are at present en tour with the Scotti
Grand Opera Co., which has been making a
triumphal tour to and from the Pacific Coast.
At present this company is playing engagements
throughout the Middle West and Olympic
dealers in the various cities at which they are
stopping are reaping benefits in increased record
sales.

Everett G. Holmes, sales manager of the
Olympic Disc Record Corp., reports that busi-
ness has improved greatly and that the demand
for Olympic records has shown a tremendous
increase. In New York City the sales of Olym-
pic records have shown a remarkable growth.
The selection “Sweet Lady,” from “Tangerine,”
1s a great favorite with the public and this
record is a popular seller.

TALKING MACHINES FOR TYPISTS

Pasadena High School Installs Machines in
Commercial Department—Experiments Show
That Music Speeds Up Work of Students

The use of the talking machine for speeding
up work of various kinds has opened up mai
new fields for the salesman to work. Anc
field, and one which is widespread, is opened
to the salesman by the recent announceme
of the commercial department of the Pasaden
high school, Pasadena, Cal, that talking ma-
chines speed up the work of students in type-
writing. The experiment has becen so succ
ful that talking machines have been installe
the school as part of the regular equipmen
according to F. H. Thurston, head of the
partment. This has been done by a numbe
of other schools.

Operators of typewriters work on a system
of rhythm, declared Mr. Thurston, and the talk
ing machine helps the students to acquire the
rhythm of movement in their strokes

Are You Ready?

the holiday season.

stock now.

/~ P

HARPER &

BussLE Books
“that Sing”
are going to be one of the biggest sellers during

We base that statement on the fact that they have
been selling steadily all year round.

Are you ready to fill every order for the series
of 12 books? Better fill up the gaps in your

If you need any displays—counter cards—display
racks—circulars—newspaper advertisements—
we have them ready to ship.

Being prepared is half the battle—the dealer that has
prominent, attractive displays of Bubble Books
this year will reap the rewards.

Complete stocks can be carried for a very small
investment—turnover is rapid—profit liberal.

Send in that order—today

BROTHERS

Bubble Book Division

130 West 42nd Street

New York
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SELLING
TALKING

MACHINES

HAT are your customers’ require-
ments in a Talking Machine?

e Firt P P o v Yo ¥ 5@
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First, that it reproduce well.
Second, that it adds to the Home
picture.

)70 N L

=

With the first we have nothing to do, but
with the second a lot.

The higher you raise the body of a
Talking Machine Cabinet from the floor
the less it fits into the picture and yet you
must have legs to the Cabinet and you must
apply something to make it easy to move.

Slides—Domes of Silence—are the only
contrivances upon the market that do not
unduly raise the Cabinet and yet help make
it easy to move the machine from place
to place, save strain upon the legs—save
floors—save rugs.

This 1s the reason so many
Cabinets from the high price
period models down are today
equipped with Domes of Silence.

HENRY W. PEABODY
& CO.

Domes of Silence Division

17 State Street ~ New York
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and day.
pay you.

Are your windows working full time? With the new
Columbia Window Strip Transparencies you get full
value out of your windows, large and small, night
Ask your Dealer Service Man.

Columbia Graphophone Co.
NEW YORK

It will

== —

HERRMANN OPENS NEW VICTOR SHOP

Beautiful Victor Showrooms Opened at Port
Richmond by the F. F. Herrmann Talking
Machine Co., Inc.——Many Guests Present

The recent opening of a branch store of the
F. F. Herrmann Talking Machine Co., Inc., at
124 Richmond avenue, Port Richmond, marked
the addition of the finest Victor establishment
on Staten Island to New York's metropolitan
emporiums. This company, which is the
leading Victor dealer in that section, has an-
other large store at Stapleton. The building in
which the local establishment is housed was
purchased last June by Mr. Herrmann, presi-
dent of the company.

The new store was formally opened to the
public during the latter part of September. In-
vitations were sent to the music lovers of Port
Richmond to attend afternoon and evening con-
certs by a noted orchestra. Souvenirs were
distributed to the hundreds of guests and the
record and demonstration booths were thrown
open for their inspection and the enjoyment of
the great Victor library of records.

Among those present were; Thomas F. Mec-
Creedy, of the Victor Talking Machine Co.;
H. C. Ernst, of the New York Talking Machine
Co.; Lloyd Spencer, of the Silas E. Pearsall
Co.; W. J. Haussler and J. Harris, of C. Bruno
& Son, Inc.; A, Davega, of the Knickerbocker
Talking Machine Co.; Mr. Johnston, of the
Blackman Talking Machine Co., and J. J. Davin,
of the Reincke-Ellis Co., who contributed much
to the success of the event. The merchants of
Port Richmond called en masse, congratulated
Mr. Herrmann and presented him with a horse-
shoe of flowers six feet in height. After the
evening concert Mr. and Mrs. Herrmann gave
a supper dance to their guests.

The colot scheme of the record demonstra-
tion rooms, as well as the reception parlor and
period room at the rear of the store, is in
cream and old ivory. The wall borders are of
blue tint with numerous paintings symbolic of
music.

UNUSUAL PUBLICITY STUNT

Recently a truck which the driver had lost
control of ran into the window of Gelb & Mayer,
Bloomsburg, Pa., who are wide-awake Columbia
dealers. The plate glass window was completely
destroyed, so the dealers took what was left of
their display out of the window and placed a
piano there instead. One of their organization
stepped in and played the piano while another
sold sheet music and records to the crowd watch-
ing from the outside, right through the window.

Roy Haas and Stanley J. Smith, who have
been with the Crystal Lake Music Co. for the
past two years, have bought out the interests of
K. H. Nelson, of Los Angeles, Cal, and A. H.
Henderson, Jr.,, of this city, in the business.
Mr. Haas was made manager of the store when
it was opened by Mr. Nelson and Mr. Smith was
his assistant.

CHECK UP ON YOUR WINDOW

Learn Whether It Is Bringing Results by Com-
pelling Interest and Bringing Callers

From time to time it behooves every retail
merchant to make some definite check on the
effect being produced by his window display.
A merchant, located in Fort Wayne, recently
kept count and discovered that of 2,732 persons
who passed his window between 8 a. m. and 10
p. m. 881 stopped and looked at his store dis-
play and less than 100 came into the store. The
next time you check up on your window, see how
your results compare with this.

PLAY VOCALION RECORD 1,200 TIMES

CrLevELanp, O., October 1.—A vocalion record
that has been played more than 1,200 times was
picked up in a local confectionery store here
by S. J. Basta, a local Vocalion dealer. The
record, which was played thirty or forty times
every day, is still in good condition, amply
testifying to the durability of these discs. Mr.
Basta has sent the record to the Aeolian Co.
in Chicago.

Fred C. Emery, who formerly operated a
music store in Orange, Mass., recently opened
a store in Gardner, Mass. A complete stock of
Victrolas, including period models, and Victor
records is handled.

IMPROYEMENT MORE PRONOUNCED

Interesting Chat on Conditions by General Man-
ager Underwood, of the Jewett Co.

Detrort, MicH., October 3.—"“Business is improv-
ing—it is really picking up,” remarked C. F.
Underwood, general manager of the Jewett
Phonograph Co. “Our connections with the
Paige Motor Co. and other industrial relations
provide us with sources of information which
force us to that happy conclusion.

“The trouble with the individual business man
to-day is that he will persist in making business
comparisons with the heyday war days, He
gauges everything from the conditions prevail-
ing in wartime and doesn’t try to move goods.
We are convinced that goods can be moved if
sufficient effort is made. In our opinion the
next era is to be that of 'product worth the
money’ and we are basing our future on high-
class, but not necessarily high-priced, goods.

“On recent trips I regretted to see that cer-
tain manufacturers are allowing and certain
dealers are permitting the consignment evil to
creep into the trade. Any arrangements which
permit of a nine or ten months’ payment basis
is going to work incalculable harm to the trade
at large and the conscientious member of the
industry will discourage it all he can.

“We are well satisfied with our own busi-
ness. We are far oversold with the factory
running overtime. We hope to keep it so.”

4 || ElcHT FAMOUS

A )

In Concert and Entertainment
Personal Appearance of

Eight Popular Victor
Favorites on One Program

A live attraction for live dealers and jobbers

5 =" Bookings now for season 1921-1922 R'&
r Z ¥Sample program and’paniculars upon request -
. P. W, SIMON, Manager
1658 Broadway New York City
[aLBERT CaptPBELL
Fj
/
i
d
ERANK CROXTON PONROE SILVER.
JOHN m‘E’YER.S Famous E.nsembles including : FRANK— BANTA.

Campbell & Burr - Sterling Trio - Peerless Quartet
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INVENTS NEW REPRODUCER

Gloria Phonograph Co. Introducing the Inven-
tion of Paul E. Biitow, President of the Com-
pany—Made of Spun Aluminum

The Gloria Phonograph Co., of 559 Fifth ave-
nue, Brooklyn, N. Y., is the manufacturer of a
new reproducer for which it holds the exclusive
United States and foreign patents, and which is,
a~ far as the diaphragm is concerned, revolu-
tionary in composition. It is made of spun
aluminum and it is claiitned that “the reproducer
gives volume, natural tone without ‘scratch or
blast,” and is particularly adapted for the rendi-
tion of vocal, ptano, violin, cornet and other solo
records.”

The diaphragm is only .0025 of an inch thick
and in order to reduce it down to this fine dimen-
sion the inventor discovered a new art of spin-
ning metal, the result of over sixteen years’ ex-
periment with diaphragms and allied parts. The
result has bcen that his work has created much
comment in inventive and technical circles.

The new reproducer is the invention of Paul
EE. Biitow, a well-known musician, who has for
ycars experimented with phonograph sound re-
production. He is the head of the Gloria Phono-
araph Co. and has associated with him his two
sons, Charles J. and Henry G. Biitow.

The company has a factory at 226 Fifteenth
strect, Brooklyn, and deliveries of the new re-
prroducer are now being forwarded to the trade.

C. UDELL TURPIN TAKES CHARGE

The Pace Phonograph Corp., manufacturer of
the “Black Swan” records, which are having suc-
cess as the products of colored artists, announces
the appointment of C. Udell Turpin as general
salcs manager of the company. Mr. Turpin is
a gradvatc of the business school of Columbia
Uiniversity and has considerable expcrience in the
sales field. He will have associatcd with him
several salcsmen from his former organization.

GOODMAN & BRO. ADD VICTOR DEPT.

Norfolk Establishment Opens Attractive Victor
Department—Many Present at Opening—Nov-
elty Souvenirs Distributed to the Visitors

NorroLk, Va. October 6.—The opening of an
attractive Victor talking machine department
was celebrated recently at thc establishment of
A. H. Goodman & Bro., at High and Effingham
strects, this city. The department, which is lo-
cated on the inezzanine floor of the store, is
elaborately fitted up. In addition to specially
constructed cabinets for records, there are four
sound-proof booths for demonstration purposes.
The door of each hooth is wired in such a man-
ner that, upon closing, the booth is automati-
cally lighted.

Several hundred persons attended the open-
ing. The entire store was decorated with palms
and ferns for the occasion and among the deco-
rations was a floral offering from the Victor
Talking Machine Co. and cut flowers from em-
ployes of the store. Novelty souvenirs consist-
ing of cut flowers and Victor dogs were dis-
tributed to those attending, and an orchcstra,
hired for the occasion, furnished music. F. S.
Harris, special representative of thc Victor
Talking Machine Co., with offices i1 Washing-
ton, D. C, was present and assisted materially
in making the affair a success. The new de-
partment is in charge of H. A. Brownley, with
two assistants.

PLANS FACTORY IN KEYPORT

Kevrort, N. J., October 4—The Eclipse Phono-
graph Co., manufacturer of an electrical talking
machine, is considering the possibilities of a fac-
tory hcre for the manufacture of its product. In
the past the machines have been made for this
company by the Acromarine Plane & Motor Co.
I{ the plans go through stock totaling $300,000
in value will be issued, of which the villagc will
be asked to subscribe one-sixth.

LATE TALKING MACHINE EXPORTS

Exports, Ineluding Records for Eight Months
Ending August 31, 1921, Total $2,704,511

WasHingToN, D. C., October 4.—In the summary
of exports and imports of the commerce of the
United States for the month of August, 1921
(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 August, 1921, amounted in value to
$38,952, as compared with $60,875 worth which
were imported during the same month of 1920.
The eight months’ total, ending August, 1921,
showed importations valued at $421,023, as com-
pared with $608,197 worth of talking machines
and parts during the same period of 1920.

Talking machines to the number of 2,240,
valued at $111,595, were exported in August,
1921, as compared with 5,411 talking machines,
valued at $209,793, sent abroad in the same
period of 1920. The eight months' total showed
that we exported 24,997 talking machines, valued
at $1,195,790, as against 51,205 talking machines,
valued at $2,507,433, in 1920, and 38,352 talking
machines, valued at $1,255920, in 1919.

The total exports of records and supplies for
August, 1921, were valued at $111,337, as com-
pared with $208,875 in August, 1920. For the
eight months ending August, 1921, records and
accessories were exported valued at $1,508,721;
in 1920, $2,574,439, and in 1919, $2,232,743.

ARNCLD MUSIC €O. OPENS BRANCH

TaMpa, Fra., October 5.—The Arnold Music Co.,
of Jacksonville, Fla., opened a Victrola depart-
ment in the Maas Departinent Store, this city,
last week. Norman H. Price, well known to the
music trade throughout the State, has been
made managcr of the department. The Arnold
Co. is also the distributor for Victor products
in this vicinity.

direct co-operation.

Clinton & Beaver Sts.

(Plum Building)

Concentration Insures
Efficiency

By devoting our efforts exclusively to the
Victor dealers in Northern New Jersey and North-
eastern Pennsylvania, Collings & Company have
developed a service which means greater profits
to every Victor dealer.

Such attention to the dealers’ demands warrants
investigation of this service.
rapidly growing, because of the efficiency of this

Our clientele 1s

Why don’t you give it a trial?

COLLINGS & COMPANY

Victor Distributors for Northern New Jersey and Northeastern
Pennsylvania

Newark, N. J.
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and Superior
Reproducer

R,
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Vex 1

SUBY
150

CA new external shape

of race and beauty—
without changing the
internal design:

The
OLD

The
NEW

That same anple turn with the solid inclined plane
deflecting the sound waves straight downward into
amplifying chamber. That same famous Scotford
tone —the tone of refinement —genuinely musical.
Now in a tonearm of accepted, conventional, popu-

STYLE No. 1 FINISH
A combination of Nickel or Gold Plate and Black Rubber Japan

STYLE No. 2 FINISH

A different combination of Nickel or Gold Plate and Black Rubber Japan

lar design. WRITE FOR SAMPLES.

NEW CONSTRUCTION

S

The long, straight tube 1s of drawn
Yellow Brass. Tonearm Base, Main
Elbow and Connection Elbow and
the Reproducer Frame, Face Ring,
and Back Plate are cast of TENSO
‘White Brass Alloy—an alloy more
than double the tensile strenpth of
cast iron—much stronper, harder
and lighter in weightthan ordinary
white metal alloys. New dies have
been produced for casting all parts.
The new parts are solidly cast,and
are very-substantial and durable.
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STYLE No. 3 FINISH
All parts Plated in Nickel or Gold

In ordering specify whether Reproducer should have Plain Gilt Plate or“Superior” Name
Plate. To obtain Individual Name Plate, customer must furnish Decalcomania Transfer

Samples Will be Submitted on Approval
Style 1 Tonearm lon2 tube and main Style 2 Tonearm long tube and main elbo# Plated, base Black Japan-
elbow, Reproducer face ring and ned; Reproducer back Black Japanned, the face ring and frame
back Black Japanned; other parts Plated.
Plated. Style 3 All parts of Tonearm and Reproducer are Plated.

No. 1 New Scotford Tonearm and Superior Reproducer . Nickel $7.00 Gold $ 9.00

No. 2 New Scotford Tonearm and Superior Reproducer . Nickel 7.75 Gold 10.00
No. 3 New Scotford Tonearm and Superior Reproducer . Nickel 8.50 Gold 11.00

Samples Prepaid at the Above Prices

Whrite for Our
Specification Sheet and Quantity Price List

BARNHART BROTHERS
& SPINDLER

Monroe and Throop Streets CHICAGO, ILLINOIS
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THE VALUE OF FLOOR SPACE

Through Scientific Merchandising the Value of
Each Part of a Floor and a Building Is Deter-
mined—A Very Interesting Analysis

Scientific merchandising has recently deter-
mined the value of every foot of floor space.
On a standard 20x100 lot the first two feet—
the windows—are worth 12 per cent of the rent
of the store. The first eight feet on the inside
of the store are worth 13 per cent of the rent
You should place your most profitable items
there; also displays of well-known merchan-
dise, so that the customer will get the feeling,
on entering the store, that you carry familiar
merchandise. The right-hand window and side
of the store are more valuable than the left.
The next ten feet are worth 13 per cent of the
rent. At approximately eighteen feet from the
front door is the most valuable spot in the store.
This has been proved by repeated tests. You
should always have there a big display of turn-
over, low-priced merchandise with a general

appeal. The next thirty feet are worth 28 per
cent, and each ten-foct space of the last forty
is worth less, except the last, which is worth
about 8 per cent of the rent. Whatever the size
of your store, an arrangement of merchandise
according to these proportions is a good begin-
ning for scientific selling. Then tie up to man-
ufacturers’ advertising, brighten your windows,
follow a definite display schedule and plan your
displays in advance,

RECEIVES A GREAT OVATION

Revella E. Hughes, an exclusive artist for the
“Black Swan” records, was the soloist at the
final Sunday September concert in Central Park,
New York. Miss Hughes, who possesses a clear
soprano voice of great range and splendid qual-
ity, rendered two numbers, both of which she
has recorded, “Ah, Wondrous Morn” and “Thank
God for a Garden.” At the close of her program
she received an ovation from the 10,000 persons
who were present and Mayor Hylan presented
her with a bouquet of American Beauty roses.

o

A VICTROLA WHOLESALER’S
SUGGESTION

EACH month spend a two-cent stamp on
the home that has no Victrola, and ham-

mer away at it every month for ten years, and
your bill for stamps will be $2.40!

Think of it!

Circularize a thousand people

each month at an expense of only $2,400 at
the end of ten years. If you said only “Jones—

Victrolas” to a thousand Victrolaless homes
every month 1t would develop your business

enormously.

We can tell you how to organize for selling

by mail.

We can supply you with the material you need,
and an efficient envelope-addressing machine,
and, furthermore, can supply our customers
with the Victrolas needed to back up a cam-
paign of this sort.

Write to us today.

Buffalo Talking Machine Co., Inc.

Wholesale Victor Distributors

Buffalo, N. Y.

VELVETS FOR TURNTABLES

A. Wimpfheimer & Bro. Find an Increasing Ap-
preciation of This Finish

Harold Wimpfheimer, of A. Wimpfheimer &
Bro.,, manufacturers of velvets, velveteens, etc.,
for turntables, in a recent statement to a repre-
sentative of The World said:

“This season has seen much activity in the
demand for velvets for turntables. There is
hardly a manufacturer in the country who does
not use velvets for this purpose and seemingly
the demand is constantly growing larger. The
fact that the public is demanding quality ma-
chines has created a larger market for such goods
and inasmuch as the velvet turntable is a sales
feature most organizations find it desirable to
equip tneir machines in this manner.”

A. Wimpfheimer & Bro. have made a minute
study of the needs of the talking machine in-
dustry for velvets and have arranged special
plans to meet the requirements of those inter-
ested.

VICTROLA OFF ON LONG JOURNEY

Instrument Purchased in Columbus, O., to Ac-
company Missionary to Japan

Corumsus, O., October 3.—Heaton’s Music Store,
this city, recently sold a Victrola for use in
Japan. The instrument was purchased by a local
Methodist congregation for Miss Helen Arbrecht,
who has just left for Japan to take up missionary
work. A score of records were purchased with
the machine, mostly of operatic numbers, hymns
and patriotic anthems.

SELLS MACHINES TO SHIPS

Whenever a battleship comes into Boston Har-
bor Mr. Pearlstein, proprietor of the Allston
Music Shop, Allston, Mass.,, makes it a point to
visit it. Some time ago he visited the U. S. S.
“Delaware” at Gloucester, Mass., taking with him
a D-2 Grafonola and a Magnavox. As a result
he sold a D-2 and a G-2 Grafonola and forty
records to individuals on the ship. Since he in-
augurated this service Mr. Pearlstein has been
successful in selling over 75 per cent of all the
battleships that have come into Boston Harbor.
This supplements the house-to-house campaign
with the battleship-to-battleship plan.

VENETIAN MUSIC CO. SOLD

BincHAMTON, N. Y., October 1.—The business of
the Venetian Music Co., this city, was recently
taken over by M. T. and Thomas Sullivan, two
well-known and popular local young men. A com-
plete stock of talking machines and records is
handled by the new proprietors, who are aggres-
sively going after business.

LAW FOR MARKING USED GOODS

An ordinance aimed at the advertising of
second-hand or wused inerchandise without
plainly designating it as such has been intro-
duced in the City Council of Seattle. The ordi-
nance makes such advertising punishable by a
fine of $100 or imprisonment for thirty days.
The bill was prepared at the request of the
Better Business Bureau.

TROY MUSIC CO. OBTAINS CHARTER

The Troy Music Co., Troy, N. Y., has been
granted a charter of incorporation in that State,
with a capital of $15,000. Incorporators are:
Jesse Waitman, J. E. Miltenberger, Jr., Carl
Scheble, C. A. Lowman and Philip Scherer.

DECLARES QUARTERLY DIVIDEND

The Victor Talking Machine Co., of Camden,
N. J., has declared a quarterly dividend of $10
per share on common stock and a regular quar-
terly dividend of $1.75 on preferred, payable
October 15.
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GRAPHITE PHONO

I L S L E Y ’ S SPRING LUBRICANT

Ilsley’s Lubricant makes the Motor make good

Is prepared in the praper consistency, will not run out, dry or
become sticky or rancid. Remains in Its original form lodefinitely,

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

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

EUREKA NOISELESS TALKING

MACHINE LUBRICANT
Wrlle for apecial proposition to jobbers.

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

PERIOD DESIGNS IN “TALKERS”

Chas. D. Isaacson, Well-known Music Authority,
Offers Some Interesting Comments on That
Important Subject—Of Value to Dealers

Charles D. Isaacson, the well-known authority
on music, recently contributed an interesting and
practical article on period designs in talking ma-
chines to the New York Globe, for which he
was at that time editor of “The Family Music
Page.” In the article Mr. Isaacson said:

“T have written several articles about pianos in
period designs, and many have written me, ‘What
about phonographs?’

“If the piano makers have succeeded so well
in making their instruments such accurate art
furniture they have been well seconded and, I
am inclined to say, surpassed in this respect by
many of the phonograph manufacturers. From
the unsightly old talking machine with the large,
cumbersome horn of tin to the time of authenti-
cated cabinets of the formal period furniture is
the history of an important epoch in the popular-
ization of two arts—music and home beautifica-
tion.

“The talking machine is an American product.
The Victrola, declared a distinguished authority,
is the one strictly American contribution to
architecture—a statement worthy of a pause or
of careful consideration. It took its form as a
matter of convenience and utility. When the
horn first put its head under cover, and so made
it possible for fine homes to admit the talking
machine, it made the generally accepted design
of the developed phonograph. (I use these
names as though they were generic; they are
not, but the owners of them, it is possible, will
overlook this indiscretion.)

“At first some wealthy home owners, desiring
the benefits of the phonograph, but being un-
willing to have a cabinet so out of keeping with
the rest of their furniture, engaged special custom-
made ‘bodies.” These cases, which cost up to
many thousands of dollars, gave a prestige to the
rest of the line when photographs of them were
placed alongside the regular offerings. Clever
busjness men, seizing upon this interest and
sensing the vast new growth of knowledge con-
cerning furniture, began to develop authenticated
designs. A by-product of their organized effort
in this direction has been the development among
the lay public of a desire to understand more of
the meanings of period furniture. A beautiful
William and Mary phonograph, perhaps, was the
forerunner of some William and Mary chairs;
perhaps was responsible for the purchase of a
complete suite of William and Mary drawing-
room furniture. Instances which have come to
my own immediate attention have been many
right along these lines.

“But, as has been mentioned, that is merely a
by-product. This discussion is addressed to the
students and authorities on period furniture who
are planning the enlargement of their home music
interests. Decidedly it is a beneficial and heart-
ening influence to bring into the authentic Louis
XVI drawing room a perfect example of the
period in a grand piano and a phonograph.”

Jules Tarlow, formerly with Gimbel Bros.,
New York, is now manager of the talking ma-
chine department of Sage, Allen & Co., of Hart-
ford, Conn.

A complete stock of Victrolas and Victor
records has been added to the talking machine
department of the L. Grunewald Co. Ltd,,
Jackson, Miss.

WHEN DEMONSTRATIONS HURT

Several Cases Reported Where Open-air Dem-
onstrations of Talking Machine Records Have
Been Regarded as Nuisances

Several cases that have come up recently in
the East indicate that although the playing of
the new records on machines arranged in such a
way that the music is carried out into the street
and to the attention of casual passers-by may
serve to stimulate business the talking machine
dealer will do well to see that the demonstra-
tion is not conducted in such a way as to consti-
tute a nuisance and win the disfavor of his
neighbors.

Protests have been made in several instances
where these demonstrations had been so pro-
longed as to interfere with the rest of neighbor-
ing residents, and in at least two instances the
niatter has been brought to court for adjust-
ment. The average talking machine dealer de-
pends largely upon his neighbors for his regu-
lar business and should see to it that demon-

strations designed to arousc interest should
not be of a character to win disfavor and
thus hurt trade rathcr than help it. Thcrc is rea-
son in all things, even in thc cxtent to which a
business-building campaign may be carried.

REMODEL STRANBURG MUSIC STORE

Jamestown, N. Y., October 5.—Plans are being
drawn for alterations to the Stranburg Music
House, in this city, which, when completed, will
make it one of the finest establishments in this
part of the State. The first floor will be devoted
entirely to talking machines and records, while
the upper floors will be devoted to the display
of planos and musical instruments. The plans
include thc installation of new sound-proof rec-
ord demonstration booths and record racks on
the frst floor.

Baker-Ashurst, of Fulton, Mo., has opened a
new Victor store in that city, according to a re-
cent announcement by the Koerber-Brenner Co.,
Victor distributor, St. Louis, Mo.

PHONO-TOY CABARET, Inc,
5 Columbus Circle, New York.

Please send me:
[JDozen at $2.75 each, less 331/3%.
[J Dozen at $2.75 each, less 40%.
[J Gross at $2.75 each, less 40%.

THE PHONO-TOY CABARET IS HERE!

The Greatest Toy Novelty of the Year Has Arrived
IT IS MAGNETIC—-DRAWS CUSTOMERS TO YOUR STORE

A

PATENTS® PEHDIFO

Phono-Toy Cabaret _

(1llustration a trifle more than actual size)

We can now make deliveries of the PHONO-TOY CABARET, the most
attractive phonograph toy ever produced. Delights young and old. Amusing and
entertaining. An artistic and refined performance.
with a series of other dolls, packed in attractive form.

REeTAIL PRICE, $2.75—Discount, 331/3% for less than 3 dozen;
409, for more than 3 dozen.

Order Through Your Jobber or Direct

Prices are F. 0. B. New York

Two dolls included in set,

Nawme
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INTRODUCE MOST DISTINCTIVE LINE

Blue Bird Talking Machine Co. Visualizes Utili-
tarian as Well as Artistic Possibilities of
Phonographs in Several New Creations

Los AnceLes, CaL., October 3.—The field offered
for inventive genius in the ever-fascinating realm
of the talking machine is practically unlimited.
The success which greeted the advent of the
“period models,” supplementing the less preten-
tious patterns so long in general use, has served
as a constant stimulus for sti}l greater endeavor.

It comes as no surprise, then, to learn that with
the typically Western pioneer spirit the Blue
Bird Talking Machine Co., of this city, has
blazed a new trail. It has visualized the utili-
tarian as well as the artistic possibilities of the
phonograph and created a distinctly new line,
combining in each individual instrument a dual
role of usefulness.

The Blue Bird “Spinnette” is one of the most
striking of these achievements. When closed it
resembles a refined, Colonial console table,
which would beautify any living-room. As the
lid is raised, however, a practical writing desk
comes to view, with convenient compartments
for filing requirements. When her correspond-
ence is finished milady may, if she wills (by
simply lifting an inner lid), listen to the fasci-
nating orchestration of Whiteman or the Biese
Trio, or be entranced with the immortal voice
of the now silent Caruso.

The Blue Bird “Teakar” is an equally inter-
esting invention which suggests many opportu-
nities for entertainment to the hostess. Closed
it is, to all intents and purposes, a handsomely
modeled, serviceable tea cart; useful alike in the
dining-room, sun parlor or the patio. A sliding
lid, however, reveals a cleverly designed com-
partment, in which rests a Blue Bird phono-
graph, instantly responsive to the desire for
music to enliven the luncheon or party.

The Blue Bird “Streamline” model is another
very distinctive creation, notable for elegance
and convenience. In this instrument a disap-
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duced to any desired degree.

149-151 Lafayette Street
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2 Special Brilliantone
Glass Display Outfit

Consists of 300 packages assorted tomes,
Brilliantone Needles, packed in metal and
glass three-color display stand. A silent
sqlesman and an inviting fixture for your
counter that will double your needle sales.

100% PROFIT
DISPLAY STAND FREE
No. 573AN—Dealer’s price for

complete outfit of stand and 300 $15 00
[ ]

packages Brilliantone Needles, all
LONES .ooiiieiieeennnnnns

COLE & DUNAS MUSIC CO.
50-56 W. LAKE ST. CHICAGO

Write for our new fall bulletin. Many bargains in
accessories, phonographs. etc.

pearing roll-top cover succeeds the familiar lines
of the lift lid.

Other innovations as notably different from
the usual models as the above Blue Bird talk-
ing machines are being developed by this com-
pany. It is not difficult to predict a big success
for the new Blue Bird line, as the reports of
early sales of these distinctive models indicate
that the factory will be taxed to capacity to
meet the requirements of the trade.

ORGANIZE WESTERN ENVELGOPE CORP.

J. M. Alter, formerly president of the Boston
Book Co., who severed his connections with that
organization some time ago, has organized a new
company under the trade name of the Western
Envelope Corp. for the purpose of specializing
in the manufacture of record envelopes. The
company has acquired an entire floor at 65 Hope
street, Brooklyn, N. Y., and is alrcady operating.
The equipment of the new concern is most mod-
ern and quality record envelopes are being
turned out in great quantities. Much of the
machinery, which is of the most efficient type,
was designed and patented by Mr. Alter.

A chain is as strong as its weakest link—so is
a business organization.

Mutual Sound Boxes
Nos. 5 and 2 equipped
with the Mutual Modifier

THE MUTUAL TONE MODIFIER

Does not muffle but decreases the sound, leaving all the original shading.

By the simple process of controlhng this new dev1ce upon the sound-box will shade the tone pro-

It is simple and indestructible and its performance is accurately correct.
saving in comparison with other forms of modifiers and is particularly appropriate for the portable
machine. This modifier is adaptable to every known make of sound box.

Manufacturers, Jobbers, Dealers, write for our proposition TODAY

The Mutual Phono Parts Mfg. Co.

Manufacturers of Mutual Tone Arms and Reproducers

Ll LTl e P i T L Tl T L e T2 7 e 2P e T e T 27 2772 7 2 2 7277 2 2 7 7 77

RECORDS WORK OF PIANO STUDENTS

Teacher in Columbus, O., Uses Ordinary Dictat-
ing Machine to Record the Playing of His
Pupils and Show Them Various Errors

Corunmsus, O., October 3.—Harold G. Davidson,
a concert pianist and teacher of the piano in
this city, is using the ordinary type of dictating
machine as a means of recording the playing of
his pupils, and pointing out to them the various
mistakes they make in the various selections.
The records are made of the pupils playing at
various stages, so that an accurate comparison
can be made of the progress of the pupil. Mr.
Davidson has experimented with the plan until
he is now able to do some very satisfactory
amateur recording, providing there is not too
much use of the sustaining pedal.

TALKING MAFH!NES IN PAINT STORE

Walter L. Flanders, proprietor of a paint and
wall paper establishment at Mayville, N. Y.
who recently added a line of talking machines
to his stock, is finding the sale of talking ma-
chines such an important adjunct to his business
that he has been forced to provide more room
for display purposes.

/4

It effects considerable

NEW YORK

S/ /1SSSSSSSY 17 SSS SIS ST VLS SSSISSH S LS SSLS S SSSSS SIS SIS VLSS LSS LSS IS VLS LSS S S SIS S LSV S AL LSS SIS IS SIS LS SIS 1SS/ VLSS SL IS LS LA L LSS S ALY S LIS L LSS SIS LSS LSS S S VS S SIS




The Talking Macline World, New York, October 15, 1921

We are pleased to announce the Cambridge, the Colonial
and the Queen Anne, ready for trade delivery.

There is a strong and growing demand for console phono-
graphs, which embody the beauty and convenience of the
earlier consoles, at popular prices.

These three attractive models, with the Stratford, present
a console line rightly graded in price and attractively
varied in design and appeal.

Write for complete list of Brunswick cabinet, console
and period models.

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

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

Colonial

Finished in Mahogany and
American Walnut

Height 35 inches
Width 40 inches
Depth 21134 inches

Equipped with newly developed
Ultona and all-wood Oval Tone
Amplifier; Tone Modifier; Auto-
matically Balanced Lid; Powerful
3-Spring Motor; Trimmings Gold
Plated.

Colionial

CAUTION

Brunswick dealers
will recall the in-
stantaneous siuccess
of the Stratford
and are therefore
urged to send in
their orders at once

Queen Anne

Finished in Mahogany and
American Walnut

Height 35%% inches
Width 36%% inches
Depth 2114 inches

Equipped with newly developed Ultona and all-
wood Oval Tone Amplifier; Tone Modifier; Auto-
matically Balanced Lid; Powerful 3-Spring Motor;
Trimmings Nickel Plated.

New England Distributors:
Kraft, Bates & Spencer, Inc.

1265 Boylston Street
Boston, Mass,

PHONOGRAPHS

Three More Models

Added to Brunswick Console Line

Cambridge

Cambridge

Finished in Highly Figured
Burl Walnut

Height 3614 inches
Width 39 inches
Depth 2214 inches

newly developed
Ultona and all-wood Oval Tone
Amplifier; Tone Modifier; Auto-
matically Balanced Lid; Powerful
4-Spring Motor; Trimmings Gold
Plated.

Equipped with

Stratford

Finished in Mahogany and
American Walnut

Height 38 inches
Width 444 inches
Depth 24 inches

Equipped with newly developed Ultona and all-
wood Oval Tone Amplifier; Tone Modifier; Auto-
matically Balanced Lid; Powerful 4-Spring Motor;
Trimmings Gold Plated.

Canadian Distributors:
M usical Merchandise SalesCo.
79 Wellington St., West
Toronto
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H. N. McMenimen

Consulting Engineer

Consultation by appointment on
every phase of the phonograph in.
dustry, including:

Recording, Plating and
Pressing

Motor, Tone-Arm and
Reproducer Design

Patent and Model

Development

Sales Promotion and
Advertising Plans

Laboratory:

Scotch Plains, N. J.
Tel. Fanwood 1438
Offices:

2 Rector Street, New York
. Tel. Rector 1484

TO RAISE CARUSO MEMORIAL FUND

Caruso American Memorial Foundation to Seek
$1,000,000 for Establishment of Free Scholar-
ships and Prizes for Promising Young Ar-
tists—Trade Members on the Committee

The Caruso American Memorial Foundation
has been organized in New York for the pur-
pose of raising one million dollars for annual
free scholarships and prizes for promising young
artists in the United States, the fund to be
in memory of the great tenor, who passed away
not long ago. The permanent committee, which,
it is said, is incomplete at this time, is under
the temporary chairmanship of Dr. Antonio
Stella, formerly personal physician to Caruso,
and includes among the fifty names so far an-
nounced: R. B. Aldcroftt, president of the Music
Industries Chamber of Commerce; Calvin G.
Child, director of the recording laboratories of
the Victor Talking Machine Co.; Thomas M.
Pletcher, president of the Q R S Music Co.,
Chicago; O. G. Sonneck, president of G. Schir-

mer, Inc., music publisher, of New York, as
well as a number of men prominent in public
and business affairs in New York and other
cities, and such artists as John McCormack,
Amelita Galli-Curci and Ignace Paderewski.
The committee will be organized permanently
next month, it is said.

A POINTER ON WINDOWS

Dealers who encounter difficulty with their
window displays on account of the plate glass
window possessing strong mirror properties
will find it advisable to use light backgrounds.
This throws the instruments displayed into re-
lief and in a large measure overcomes the glare.
Cream color is perhaps the most desirable.

Know your stock thoroughly. Don’t annoy
customers by having them wait while you ex-
plore the record shelves for a particular selec-
tion. Also fainiliarize yourself with prices. Many
customers are antagonized by having to wait
while the salesman looks over the price list.

WANAMAKER SAYS “GET TO WORK”

Declares That Business Must Expand and Money
Must Be Put to Work in Business and Build-
ing if the Country Is to Prosper

“The keynote for the American people is to
get to work, get into service and do all they
can,” said John Wanamaker, head of the Wana-
maker store, and one of the greatest merchants
in the country, to newspaper men shortly after
he arrived in New York from his headquarters in
Philadelphia last month.

“There will be plenty of work for all if we all
show our faith, not by relaxing our efforts, hold-
ing back in fear, putting on blue glasses and
keeping our money in our pockets,” continued
Mr. Wanamaker, “but by making needed im-
provements, starting to build and rebuild, buying
and selling, putting to work our energies, our
brains, our moneys—everything we have—for the
good of the country.

“Money must come out of its hiding place in
the banks and in the homes and go to work along
with our physical and mental energy—new
homes, new stores, new factories, new businesses,
new courage and new faith.”

What profiteth it a business to gain 300 new
customers in a year and lose 300 old ones in
the same period because of indifference, errors,
slow deliveries, discourteous letters and tactless
credit policies?

H. J. Smith Laboratories

Manufacturer Phonograph Jewels
Telephone 2896 Market

833 Broad St. Newark, N. J.

Sapphire Ball Jewels, Pathé, Okeh, Bruns-
wick, Edison Diamond Points, Edison New
Playing Wonder, Recording Sapphires,
Lateral Styluses, Hill Dale Styluses,
Recording Machines, Shaving Machines,
Recording Diaphragms, Experimental Work,
Recording Wax.

Visible Beauty,
Many Models,

" Style D
Mahogany
Qak-

One of several Console models

. KIMBALL
PHONOGRAPHS

Superior Construction,
Faithful Reproduction,

Kimball Prestige,
100% Satisfaction

Whrite for Agency propesition

Kimball Bldg., 306 S. Wabash Ave.

Style G
Mahogany
QOak

i
Walnut

KIMBALL CO.

Established 1857

CHICAGO
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Insist on the : L<: Insist on the
ORIGINAL y i ORIGINAL
> FIBRE|[| <€

Trade Mark | I NEEDLES : Trade Mark
> = ==

= =B= =1= ==
5 U.S. PATENT
Trade Mar istered

When a Man—

passes from the first stage of appreciation of
a talking machine as a novelty to apprecia-
tion of the mnstrument as a source of con-
tinuous enjoyment, he finds out for himself
—whether anyone tells him or not—that the

Hall Fibre Needle

1s the supreme needle for the best and most
permanent reproduction.

As a dealer 1t 1s your duty to tell him fust.
The information will be appreciated.

HALL MANUFACTURING CO.

Successor to the B & H Fibre Needle Co.

33-35 W. Kinzie St., Chicago, Ill. \
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Some of the Current Troubles of the “Neigh-
borhood” Dealer in Talking Machines
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According to a talking inachine dealer in a
Western town who is in a position to know, the
period of slack selling from which the talking
machine trade, in common with other industries,
has suffered, has a much greater effect upon
the suburban or, as he is frequently termed, the
“neighborhood” dealer than upon the retailer
located in the business center of the city. The
suburban dealer, therefore, is called upon to
exert considerably more effort than his down-
town competitor if he is to maintain his business’
balance.

There are several reasons for this condition,
chief among them being that the downtown mer-
chant can use profitably display advertising in
the local newspapers and draw people to his
store from every section of the city. He is thus
i1 a position to augment his regular following
with the trade of transient shoppers and this in
iteelf is no inconsiderable item.

In commenting upon the situation the dealer
in question said: “The music merchant of the
suburb has a hard row to hoe at this time and
what business there is seems to go to the down-
town merchant, who uses large display ads in
the newspapers, puts on special selling stunts
and does unusual things in the way of merchan-
dising campaigns. Located, for instance, as we
are, two miles from the downtown retailing dis-
trict, we must depend largely on the community
in which we are located and the rural trade.

“The average neighborhood music store pro-

prietor cannot afford to imake a flash like the
downtown merchant. He advertises conserva-
tively and must back up what le lists in his
advertisements. The downtown merchant need
not be so particular, for he can get away with
many things the merchant of our locality cannot.

“Neighborhood business is largely what the
store makes it, and most dealers located as we

AN AR A

Must Be More Aggres-
sive Than His Com-

petitor in the Business

Center if He Aims to
Keep Trade Going

S A

are make the best of the neighborhood trade
because it is usually the best after all. These
people we come in daily contact with and they
pay their bills promptly. Few ask for credit,
and consequently they might be classed as cash
customers.

“Summed up, the neighborhood music mer-

chant must be far more aggressive than the man
doing business downtown, and especially in times
such as these must be constantly on the alert for
new ideas in merchandising, and must keep close
tab on the situation prevalent downtown. It is
the low price that attracts the trade and the
biggest trouble is getting the customer into the
store. Once in, the salesman can convince him
that the merchandise is just the same as that
offered by the merchant downtown, and at the
same price.”

The neighborhood dealer, it is declared, is
most quickly affected by the unemployment situ-
ation, especially if he is located in an industrial
center. It frequently happens that employes of
various suburban plants reside in the district in
the vicinity of the factories, both for convenience
and by reason of economy. Any lack of work
in the factories of the district, therefore, reflects
immediately on the sales of all products outside
of possibly food. Where the downtown mer-
chant can draw from one section of the city
when conditions are not right in another, the
neighborhood dealer must set himself to the
task of overcoming any buying lassitude and by
sheer force of effort persuade even the man on
a temporary ‘“vacation’ that talking machines
and records are as essential during periods of
rest as when activity prevails. It’s a hard job,
and the dealer who overcomes the handicap has
done something of which he can well feel proud
—he is a hustler.

JURY ROWE CO. ADDS VICTOR LINE

Opens Fine New Victor Department—Concert
and Autumn Decorations Feature Opening—
W. P. Fremont Made Manager

Battie Creex, MicH., October 4—Elaborate ar-
rangements marked the formal opening of the
Jury Rowe Furniture Co.s new Victrola de-
partment here. Fall decorations in the new de-
partment, a special window display, featuring
the Victrola, and a well-planned concert were
the features of the day. At the close of the
musical program a Victrola was presented to
one of the guests.

The new department, which is the finest in
the city, contains five beautifully decorated
demonstration booths. A self-service counter
for records has ‘bgen installed. The counter
contains a wide assortment of Victor records

and has the advantage of giving the customer
quick service. Patrons select the records which
they wish to hear and take them to booths,
where they may consume as much time as de-
sired to judge the merit of the selection. W. P,
Fremont, well known in local business circles,
is in charge of the department.

REDMAN & SONS HAVE THE VOCALION

R. I. Redman & Sons, of Olney, Ill., have just
been appointed Vocalion dealers. They have a
very up-to-date store and the new music depart-
ment which they will open makes their store
complete. After January 1 they intend to en-
large their music department and make it one
of the biggest in the State. They will carry in
stock everything in the Vocalion line and are
very enthusiastic over the future of their
Vocalion department.

ARTIST CO- OPERATES WITH DEALER

Proria, IrL., October 6—Mme. Cyrena Van Gor-
don, of the Chicago Opera Co., and exclusive
Columbia artist, appeared recently in this city
and co-operated with the Chas. B. Adams Co,,
Columbia dealer, in a timely publicity stunt. Mr.
Adams carried attractive advertising in the local
newspapers, announcing the fact that Miss Van
Gordon would appear at his store on a certain
afternoon and would autograph her Columbia
records. This announcement brought forth a
good-sized crowd, and Miss Van Gordon was
kept busy autographing a large number of rec-
ords. The plan produced actual sales, and the
dcaler was keenly appreciative of Miss Van
Gordon’s co-opcration.

The Klote Music House, of Edina, Mo., is plan-
ning to open a branch store in La Belle, Mo.
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Two Important Reasons

Celina Cabinets Are Pqpular.

QUALITY and PRICE

Now, more than ever, will these two
vital points impress the purchaser.

Celina Cabinets are made right in every

Write us for Further Particulars

The Celina Specialty Co.
Celina, Ohio

Louis XV !
Model “R" \
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Business Creating Ideas

COMPLETE

Viewing it from every angle, Pathé offers
you the most complete phonograph and
record proposition available.

PATHE PHONOGRAPHS

The line is well balanced, consisting of
but seven different
models, reasonably
priced In a range
to suit all classes of
demand. Substan-
tial construction,
excellent finish,
and the Pathé tone
supreme are evi-
denced ‘in each.

Model No. 3

Model No. 10 Model No. 12

PROFIT

Your profit is generous, more so than
that afforded by any of the few cor-
responding standard lines. So liberal is
it that you are enabled to divert part to
advertising over your own name in your

local newspapers and still have left a

satisfying margin.

DISCOUNTING COMPETITION

Pathé not only gives you merchandise
which sells, but provides vou with means
to sell 1t! You receive, besides business-
producing 1ideas, definite sales-clinching
advantages possessed by you, the Pathe
dealer, exclusively.

Model No. 14

Model No. 17

THE FORWARD LOOKING DEALER

Who has not yet done so, will immediately investigate the profit-bearing potentialities
of a Pathé agency. From such, communication is invited.
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Sales Clinching Merchandising

GOOD SELLING RECORDS

The list of new records released each
month 1s confined only to those selec-
tions, popular as well as standard, for
which we are certain in advance a good
demand exists. Supporting these regular
monthly releases is the complete Pathé
Library, containing a comprehensive list
of favorite old songs, band and orchestral
numbers, operatic and instrumental solos
by world-known artists, etc., etc.

Pathé records have always been ac-
claimed by the discriminating for their
exceptional wealth of detail and mellow-
ness of tone.

BOTH NEEDLE AND SAPPHIRE PLAYED

For years owners of machines specially
built to reproduce lateral-cut records
have been asking dealers for Pathé Rec-
ords that would play on their machines.
It was 1n response to this demand that
several months ago Pathé placed lateral-
cut needle-played records upon the
market. This new Pathé product bears

the trade-mark name “ACTUELLE.”

Acquaint yourself with the superiority of
these new Actuelle records over the con-
ventional type of mechanically recorded
article with which the market 1s flooded.

Pathé Actuelle Records play perfectly on any make of
talking machine. A special needle is unnecessary. Use
any of the well-known brands of steel needles.

THE

Another exclusive and wvaluable asset of the . ¥

Pathée dealer.

The Actuelle has no competition, because it is

the sole instrument of its kind in the world, © ' | @)
marking the only real advance of a quarter |
century 1n the science of sound reproduction.

In the Actuelle the regulation tone-arm, sound-
box and sound-chamber have been eliminated. A
taut wire conveys the sound vibrations directly
from the record to a shallow cone of parchment. *
This parchment cone receives, amplifies and
with a
fidelity and richness of tone volume, absolutely
unattainable by the ordinary talking machine.

reproduces the voice or instrument,

PATHE FRERES PHONOGRAPH COMPANY

BROOKLYN, N. Y.
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e~ You can HEAR IT
=4 W}k;w Aé—i—- and BUY IT-HERE

DREAMS<!LONG AGO

“you cant go wrong
with any 79/5/ Isong( !
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GRAFONOLA USED AT DANCES

Columbia Dealer on Pacific Coast Holds In-
formal Dances in His Store—Grafonola Re-
ceives Many Encores—Popular for Dancing

RitzviLLe, WasH., October 7.—The Singer Music
Store, of this city, Columbia representative, has
the distinction of having the only music store
in this town, and incidentally owning the only
dance hall. As Ritzville is a progressive town
of over 2,000 people, Mr. Lucas, owner of this
store, realized that weekly dances would be a
popular feature.

During the Summer months Mr. Lucas experi-
mented with various forms of dance entertain
ment, giving informal dances that made his store
one of the popular centers of the town. At one
affair the Grafonola played several selections.
followed by a player-piano. but finally the latter
instrument was eliminated in favor of the Grafo-
nola,

At the annual Harvest Ball held recently in
the Singer dance hall, a seven-piece orchestra
opened the program with Irving Berlin’s hit,
“All By Myself,” and for the encore a K-2
Grafonola and the Columbia record of the same
selection played by Ted Lewis were used. It
was necessary to play this record three times in
order to satisfy the crowd, and after that every
piece the orchestra played was followed by the
same selection on the Grafonola. These weekly
dances have not only added to the prestige of
the Singer music store, but have produced direct
sales of Grafonolas and records.

CULTIVATE THE PRO§PECT LIST

A live prospect list is a valuable asset and
a poor one is cxpensive in proportion to the
number of dead prospects on it. Cut out the
dead ones and save monev. Do this now before
vou start the holiday campaign. thus working
along the lines of efficiency.

REDUCES PRICE OF PHONO-MOVIES

Popular Toy Will Now Retail at Ninety-eight
Cents—Manufacturers Report Many Orders

Covixgrox, Ky., October 8—The Commercial Art
Shop., of this city, manufacturer of Phono-
Movies, has advised the trade that the new price
of this popular dancing toy is 98 cents. The
company reduced the price of this toy in recog-
nition of the fact that talking machine dealers
will desire to feature an accessory during the
holiday season that will retail at a moderate
price.

During the past few weeks the Commercial Art
Shop has received substantial orders from deal-
ers throughout the country, and there is every
indication that the retail trade as a whole is
preparing for an active Fall season. Phono-
Movies are also being used to advantage by the
dealers in connection with window displays. as
they invariably attract the attention of passers-by.

Flexlume Signs Have An Art Appeal

its effect on music lovers.

36 KAIL STREET

Flexlumes are day signs as well as night 51gns
reading distance’ lowest upkeep cost, most artistic designs.

The artistic designs of Flexlume Electric Signs, the grace of the raised,
snow-white glass letters, give them an artistic appeal w hlch is not without

That is why so many Flexlumes are found on

stores where musical instruments are sold.

They have greatest

Let us send you a sketch showing a Flexlume de-
signed to meet the particular needs of your business.

FLEXLUME SIGN COMPANY

BUFFALO, N. Y.

Flexlumes—Electric Signs Made Only by the Flexlume Sign Co.
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USED EFFECTIVE PUBLICITY

Progressive Columbia Dealer Sells Carload of
Grafonolas — Timely Advertising Features
Campaign Which Was Successfully Conducted
PirtsBurG, KaNs., October 7.—During the re-

cent fair at this city the Botefuhr Music Co., of
Pittsburg, Columbia dealer, ordered a casload
lot of Grafonolas and immediately began an ex-
tensive advertising campaign to dispose of them.
At this fair it is a custom to have various races,
and, taking advantage of this opportunity, this
dealer secured the privilege of placing three
large signs, illustrating Columbia Grafonolas and
records on the water wagon which sprinkled the
grounds after each race. The stunt proved very
successful and gave the company timely pub-
licity.

Besides reading notices, a ‘newspaper page
printed on both sides was used for circularizing
purposes and 10,000 of these circulars were dis-
tributed in practically every home in Crawford
County. The company sold its carload of Grafo-
nolas, which is “going some” these days.

One Phonogdrabh
Needle for allé‘l'on%s

Zoud Medliurn “and Soft” Meedles Unnecessary

The Needle With A Flexible Poi
Has Solved The Big Problem

The point beind flexible and softer th
the r"gcards, wil?gwiﬂzer tefar norsbat‘t?err !Ilea;tl

ITS THE GREATEST INVENTION
OF THE PHONOGRAPH AGE

Each Jorofone Plays 201050 Records
Any record —.An; Phonograph , in,

ORIGINAL TONE and VOLUME
The best needle Ualue ever offered

4 109124 25¢

No dealer’s stock is complete
without this needle that satisfies
music lovers.

It improves new records and
makes old records almost like new.

Wholesale Distributors in
all important commercial
centers., §

Write for samples, prices and
full particulars about free adver-

tising helps and the Wonderful
Tonofone Window Display.

R. C. WADE CO.
110 South Wabash Avenue CHICAGO
Inventors and Sole Makers

LANDAU’S FOURTH VICTOR STORE

Successful Victor Retailer Opens Fourth Store
at Pittston, Pa.—Uses Attractive Advertising
to Announce Its Latest Important Move

Pirrston, Pa., October 7.—Landau's, well-known
Victor dealer, took possession of its Pittston
store at 40 South Main street a fortnight ago,
and within the short space of two weeks has
already won the confidence and esteem of the
local buying public. This enterprising Victor
dealer used effective advertising in the Pittston
newspapers announcing the opening of the Pitts-
ton store, and this advertising was noteworthy
for its dignity and timeliness.

Landau’s is one of the most successful talking
machine establishments in the Keystone State,
and, in addition to the Pittston store, is located
at Wilkes-Barre, Nanticoke and Hazleton. The
Victor line is handled exclusively in all of these
stores, with a comprehensive line of musical
merchandise and jewelry.

HAS NOT SOLD SONORA STOCK

George L. Brightson, President of Sonora Pho-
nograph Co., Denies Rumors to That Effect—
No Changes Contemplated Either

Repeated rumors to the effect that George I,.
Brightson, president of the Sonora Phonograph
Co., 279 Broadway, New York, had sold out his
interests led recently to a denial in the form of
the following statement from Mr. Brightson,
who said to a representative of The World:
“The rumor, which originated for reasons best
known to those starting it, is absolutely un-
founded. I have not disposed of any of my
stock and have never attempted to sell any in
the past and can offer no encouragement to any
who may expect to benefit by such an oppor-
tunity. Furthermore, there are no unusual
changes contemplated in either the personnel or
policies of the organization.”

STATUS OF GROUP ADVERTISING

Associated Advertising Clubs Urge That Federal
Trade Commission Does Not Interfere With
Practice of Co-operative Advertising

In view of the increased tendency among busi-
ness men in various lines to go into co-operative
advertising on a more or less extensive scale,
it has been felt that there was a danger that
such advertising might be regarded with dis-
favor by the Federal Trade Commission, which
sometimes appears more inclined to dally with
technical violations of the restraint of trade laws
than with the actual and more flagrant violations
of those same laws.

Taking issue with the situation, the following
resolution was passed at the recent convention
of the Associated Advertising Clubs of the
World in Atlanta:

“Whereas, It is with the deepest satisfaction
that the advertising industry has watched the
continuous growth of co-operative advertising in
marketing the products of fruit growers, of lum-
bermen and of many other producers, until to-
day farmers are coming together in association
to use co-operatively this great force in market-
ing their crops; and,

« “Whereas, We hail the advent as advertisers of
these fundamental producers, whose products
are basic human necessities, as offering the
crowning opportunity to complete the demon-
stration of the power of advertising to serve
‘all sorts and conditions of men’; therefore be it

“Resolved, That the Associated Advertising
Clubs of the World, in convention assembled
this 16th day of June, 1921, strongly oppose any
action on the part of the Federal Trade Com-
mission to interfere with legitimate association
or group advertising.”

Don’t knock your competitor’s line. Remem-
ber that most people have an inherent love of
square dealing and will resent it. In many in-
stances they are very likely to patronize the com-
petitor in the future.

BLANDIN

NY successful sales
proposition must
depend upon some ex-
ceptional feature which
outclasses competition.
The remarkable sales of
the Blandin Phono-
graph now being en-
joyed by dealers are due
to that instrument’s
purity of tone produc-
tion, which is in turn
due to its original con-
struction of sound
chambers. No other
phonograph approaches
it in reproducing most
difficult records like the
voice or piano. Dealers,
write us for attractive
proposition. ;

Racine Phonograph Co., Inc.
RACINE, WISCONSIN.

TINCHER WITH STERCHI BROS.

Kw~oxviLig, TENN. September 30.—J. E. Tincher,
formerly connected with Edison distributing
houses in Minneapolis, Kansas City and New
Orleans, and associated with the music business
for the past twenty-five years, has been placed
in charge of the music department at the Sterchi
Bros. store here. This concern carries one of
the most complete lines of musical instruments
and supplies in thie South.

You can’t drive a nail with a sponge, no mat
ter how much you soak it, and you can’t secure
talking machine business without making an ef-
fort to get it.

A branch of the National Phonograph Stores
has been established in Middletown, Conn., by
Gilson Hall.
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Convention of the lowa Victor Dealers

Most Successful Meeting of lowa Victor Dealers’ Association Held in Des Moines September 19 and 20, With a Great
Array of Retailers Present—Constructive Practical Talks Greatly Enjoyed—
Mickel Bros. Co. Entertain Visitors to Convention i

Des Moixegs, IA., October 3.—From the remarks
voiced by every dealer attending the fifth an-
nual convention of the Iowa Victor Dealers’ As-
sociation, held in Des Moines, September 19
and 20, it is generally conceded that never before
has the Association provided a more helpful
and entertaining program. The speakers chose
their topics carefully, with the idea in mind that
the days of real salesmanship were upon us at
last and their messages proved to be of great
material assistance to all.

After getting acquainted and registering, the
members gathered on the third floor of the
Mickel Building, 411 Court avenue, which was

educational and eutertaining had a wonderful
future before it.
Educational Work in the Schools

Miss Mayme A. Jardine, of the Mickel Bros.
Co., gave a short but interesting talk on musical
educational work in the schools and showed
how valuable a dealer could make this idea by
co-operating with the schools in placing Vic-
trolas in every room. Miss Jardine illustrated
the value of the talking machine record in a
musical way by presenting a very interesting
musical program, which the delegates to the
convention greatly enjoyed. The artists partici-
pating were Miss Loretta Boroff, Thomas Bon-

B - ' |

“We firmly believe that our policy of records
on approval makes us many friends. It is really
official advertising at low cost and permits a
wide distribution of records. Besides this it
brings many people into the store who other-
wise would not be there.”

Mrs. Jessie Vance, of the Vance Music Co.,
Mason City, gave her views on the opposite
side of the question, stating that in sending out
records on approval, a dealer loses the personal
contact with the customer, which is so necessary
in developing his clientele. She added: “Cus-
tomers who come to our store hear the records
demonstrated under proper acoustic conditions

‘
- o | - -

e e -

Those in Attendance at the Convention of the Io wa Victor Dealers’ Association Held in Des Moines

arranged to accommodate the convention and
also a number of exhibitors whose merchan-
dise on display was of great interest to every
dealer. The Garver Hardware Co., Des Moines,
jobbers for the Magnavox Co.; the Hulsizer,
Co., Des Moines, manufacturers of interior store
decorations; Capital Sign Works, Des Moines,
signs and window trimmings; Addressograph
Co. and the Morris Cash & Credit Register Co.,
of Omaha, were among the exhibitors.

The meeting was called to order at 1:30 Mon-
day afternoon by President L. R. Spencer.
Mayor H. H. Barton was introduced by the
president and delivered a short address of wel-
come. -His talk was exceedingly interesting,
describing from an outsider’s viewpoint the
phenomenal growth in popularity of the Victor
talking machine and his belief that anything so

ney and Samuel Carmell, a young violinist,
whose work especially demonstrated what won-
derful results could be obtained in using the
Victrola in connection with the musical educa-
tion of the child. The other participants en-
gaged in singing and folk dancing in costume, and
the entire program helped to display most effec-
tively the great possibilities of the Victor talk-
ing machine as an educator for the child as
well as the grown-ups.
Sending Records on Approval

The meeting was then thrown open to general
discussion, at which time a number of very im-
portant questions were considered, the affirma-
tive and negative sides being taken by various
dealers. C. E. Beard, of Chase & West, Des
Moines, who conducts quite an extensive ap-
proval business, defended his policy as follows:

and an experienced sales person makes every
point possible in developing their friendship.
Friendship develops more friendship, and the
more friends we have the more customers we
have.”
Charging Interest on Contracts
The next subject, “Interest on Contracts,”
was discussed between L. A. Murray, of Daven-
port, for the affirmative, and R. B. Townsend,
Des Moines, the negative. After a heated argu-
ment the general belief was that, in justice to
both the dealer and the customer, a legal rate
of interest- should be charged on all talking
machine paper.
The Value of Outside Salesmen
The next subject, “Outside Salesmen,” was
defended by J. J. McNamara, of Washington.
(Continued on page 60)
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He said: "I firmly believe in outside salesmen.
We find that we are better able to convince the
farmer of the advisability of purchasing a Vic-
trola if we can talk to him face to face. An
outside salesman was recently added to our
force and during the first two months of his
work our gross sales were increased by 40 per
cent over the corresponding months of last
year.”

Joe C. Britt, of Boone, who spoke on the neg-
ative side of the question, stated: “QOutside sales-
men are too expensive. For a short time we
had one outside salesman and the trouble he
got us into exceeded by far the number of sales
he made. I believe that by using the same
amount of money spent on outside salesmen
in some other direction, such as advertising, it
would be best. Get thc people into your store
and then, if you can't sell them music with all
of the surroundings in harmony with the sell-
ing, no one will be able to sell them.

John G. Paine’s Inspirational Address

John- Gregg Paine, of the Victor Co., was
introduced and delivered a very inspirational
address on “Trusteeship.” He spoke on the
mutuality that exists in the business of mer-
chandising Victor products between the Victor
Co. and the dealer, and showed how the business
has grown to such great proportions that to-day
the Victor Co. could no longer look upon the
business as “its” business. nor could thc dealer
lcok upon the business as *“his” busincss. The
outlcok must be broader than that and the time
lras come when both the dealer and the Victor
Co. must look upon themselves only as a part
of the great industry as a whole. He then
pointed cut very forcefully how the Victor Co.
recognized its responsibilities to the dealer, how
it realized that each dollar invested by the dealer
in Victor merchandise was an earnest belief of
the faith the dealer had in the Victor Co. and
its products and they could be assured that the
Victor Co. would never do anything to shake
that faith or to destroy it, but, rather, would
continue to guard that faith and cultivate it to
the.end that the dealer may cver rcjoicc in the
wisdom that gave him his faith. He then went
on to show how thc Vigtor Co. guarded this
faith and cultivated it, by 'its supreme mer-
chandise, by its service to the dealer, by its
experimental laboratories and by various other
means, which he enumerated and described at
some length and in a most interesting way.

On the other hand, he pointed out that the
dealer had responsibilities toward the Victor
Co. that he must not shirk. He was the ulti-
mate channel of distribution and “if the stream
is not to become stagnant its mouth must not
become clogged.” A dealer’s responsibility to-
ward the great Victor business is to keep the
goods moving rapidly and as effectively as is
consistent with fair, four-square business meth-
ods. “The Victor Co.,” Mr. Paine said, “is con-
stantly alert to the business conditions of the
community, so that it could gauge far in ad-
vance the tide of affairs. You have had exam-

ples of the business acumen of the Victor Co.
and how it has unfailingly predicted each change
in business conditions. Its responsibility to-
ward the industry and the dealer required it to
do so, and now it has predicted a revival of
business in a most marked degree and, with faith
in its prediction, augmented its manufacturing
program to meet the growing demand for Vic-
tor goods. When the revival is fully felt and
completely realized as a fact the dealer will
find the Victor Co. totally prepared to meet
it. Will you dealers be, likewise, as well pre-
pared?”

“In the evening the members of the Associa-
tion attended the Orpheum Theatre in a body,
where a special program had been arranged in
their honor.

TUESDAY MORNING'S SESSION

The Tuesday morning session was called to

order promptly at 9:30, at which time Earl H.

Geo. E. Mickel
Haglind, of Mickel Bros. Co., gave a demon-

stration on the adjustment of Victor motors
and governor.
Window-trimming Demonstration

One of the most important numbcrs on the
morning program was a practical window-trim-
ming demonstration by Jack Cameron, head
decorator of the Harris Emery Co., of Des
Moines. In speaking of his work Mr. Cameron
said: “Wonderful opportunities are given a win-
dow trimmer in displaying such high-class mer-
chandise as Victrolas. Have harmony in color
only in your settings and the use of two colors
is most effective. In displaying Victor mer-
chandise it is bad taste to show the price
ticket. Do not simply stand a Victrola in the
center of your window and expect it to be effec-
tive. Best center on the corner or to one side.
And to obtain a very pretty effect a hidden
colored lamp- glow in red, amber, blue or green
will work wonders.”

Interesting Stereopticon Lecture

Gus Mayer, of the Unit Construction Co., gave
a very interesting stereopticon lecture anent the
products of his company and how they are
made.

G. E. Mickel Discusses “The Business-getter”

George E. Mickel, president of Mickel Bros.
Co., discussing the subject of “The Business-
getter,” described the famous business stunt of
the West, the Mickel Victrola Club. This plan
is at present being operated by the Mickel Music
House, of Omaha, and Mr. Mickel’s statistics,
showing the results of the first fifteen days of
the sale, were astonishing. His address was
illuminating and enjoyed by the conventionites.

Roy E. Waite, of Chicago, spoke on the
“Value of Trade Papers.” ‘‘The real mission
of a trade paper,” said Mr. Waite, “is to give
news of its industry and of experiences of those
in the industry. A successful trade paper is
one that can distinguish between news and
printed matter. Trade papers are time-savers.
They give you the record of events in as concise
and complete a manner as possible, which will
enable you to profit by the knowledge.”

Duane \Wanamaker, of Chicago, made a short
talk upon the value of conventions.

Rcckwell on Advertising and Salesmanship

J. J. Rockwell, of the Reincke-Ellis Co., Chi-
cago, gave a few interesting points on the sub-
ject, "Seed for the Harvest.” In speaking Mr.
Rockwell said: *‘Advertising, like these other
things I have spoken of, entails a present pay-
ment for a future reward. Properly used, prop-
erly co-ordinated in the business in which it is
used, intelligently planted and given time to
bring its crop into maturity, the seed of future
bus.ness which we call ‘advertising’ is as cer-
tain in its production of returns as is life in-
surance, or a savings bank account, or habits
of thrift. It is as certain of production of its
crop as is the good seed that the farmer plants
in fertile ground which he cultivates and fer-
tl'zes.

* The seed from which sales are made, I care
not what the line of business is, are seeds of
sugzestion, inspiration, education, and, as in the
production of any other crop, the process of
sowing must be repeated, and continuous, if
there is to be a continuous growth for the har-
vest.

“And just as thc farmer knows that between
the sowing of the seed and the gathering of the
harvest time must be given for the growth to
mature, so the good business man knows that
hetween the sowing of an idea or an inspiration,
or a new thought in the prospective customer’s
mind, he must wait for time to bring the growth
of that seed in the prospect’s mind up to ma-
turity and upon maturity the sale will be made.

“A lot of business men have an idea that the
great salesman is the fellow who goes out and
‘knocks them dead’ and brings back the order
from the first interview. I have an idea that
the great salesman, like the man who is great
from any standpoint, is not the ‘one call’ man,
but is the man who wears well, who can sug-
gest and inspire and educate, and who, after im-
planting these forces, has the patienc: to culti-
vate them and keep out the weeds and who has
intelligence enough to know when the growth

MASTER WAX

produce at a maximum.

F. W. MATTHEWS

BUSINESS BLANKS

Special Waxes for Recording and Black Diamond Business Blanks

Due to our increased business, we announce that we have moved from 57-59 Paris St., Newark, N. J.,
to a new and larger factory at 165-167 Bloomfield Ave., Bloomfield, N. J., where we are equipped to

We would be glad to discuss a sales proposition from different territories for our output.

The Wax and Novelty Company

165-167 Bloomfield Avenue, Bloomfield, N. J.
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is mature and to go out then and gather in the
harvest.

“I believe that we are coming more and more
to realize that the Dbest salesman is not the
greatest arguer or debater. \We are coming to
an understanding of Thomas Jefferson’s axiom:
that ‘human beings are not convinced by argu-
ment, but by reflection’.”

The meeting then adjourned and the mem-
bers were guests of Mickel Bros. for luncheon at
the Kirkwood Hotel.

New Officers Elected

The afternoon session of the Association
opened the regular business meeting. Election
of officers followed and the following were
chosen_ for the ensuing year:

President, L. A. Murray, Davenport,

Vice-president, C. B. McGregor, Creston.

Secretary, H. B, Sixsmith, Des Moines.

Treasurer, R. B. Townsend, Des Moines.

Executive committee: J. D. Vance, Mason
City; R. G. Lohr, Muscatine; H. A. Duncan,
IFort Madison; F. H. Walter, Cedar Rapids;
J. M. Donahoe, Fort Dodge; M. W. Duncan,
Albia; L. R. Spencer, Iowa City.

The report of the treasurer showed a hLealthy
condition of the organization with no bills out-
standing. The report of the secretary showed
that out of approximately 225 dealers in the
State all but about 10 per cent were members.

The “Question Box” Interesting

The answers to the “Question Box” proved
very interesting. Some questions, affecting the
policy and plans of the Victor Co., were very
effectively answered by G. L. Richardson, Iowa
representative of the Victor Co. Mr. Paine also
came in for his share of questions and they
proved to be an interesting part of the program

Business;.Survey of State

For several months prior to the convention
the Iowa State University Extension Depart-
ment, under direction of Prof. O. E.. Klinga-
man, had been gathering valuable statistics in
connection with the Victor industrv of the

State. Questionnaires were sent to a number
of -dealers containing some rather pertinent
questions, covering practically every branch of
their business, and Prof. Klingaman’s talk was
based upon the results obtained from this sur-
vey. The points given were of great assistance
to the dealers and his suggestions for the man-
agement of their business proved to be of cash
value to every one there.

The meeting then adjourned, to be held at
approximately the same time next year at Des
Moines.

Mickel Bros. Co. Entertains

The evening’s entertainment was at the cour-
tesy of Mickel Bros. Co. and consisted of a
banquet and dance at the Hotel Fort Des
Moines. The “Angel Chorus” provided the fun
and, with the able assistance of “Henry,” it was
put over in fine .shape. During the evening
Frederic Knight Logan, composer of the “Mis-
souri Waltz,” assisted by Mrs. Genevieve Wheat-
Baal, played and sang Mr. Logan’s new com-
position, “Pale Moon,” which is included in the
October Victor supplement. “Henry” provided
L little fun with his rendition of “Somebody
Else.”

The entire arrangements of the program and
citertainment was entirely in the hands of H.
B. Sixsmith, sales manager of Mickel Bros.
Co., and a rising vote of thanks was given him
by the members for providing the most benefi-
cizl and entertaining program yet arranged.

Loving Cup for Geo. E. Mickel

The outstanding part of the evening’s pro-
gram was the presentation of a loving cup to
Geo. E. Mickel from the Association. Mr,
Townsend, of Des Moines, made a very effective
presentation speech, which was acknowledged
by Mr. Mickel in broken tones of appreciation.

Those in Attendance

Chase & West, Des Moines: E. Chase West,
William Allen. Mr. and Mrs. C. B. Beard. Stew-
art Gadd, Earl Linn, Mr. and Mrs. Walter Lind-
quist, Eleanor Melchor, Sara Olmquist, Mr. aud

Mrs. C. W. Rindfleisch, Frances Sears, Ruth
Uhl, Lois Willetts, Winifred Willetts, Don Wil-
lis and Ray Barquist; Des Moines Music Co.,
Des Moines: Mr, and Mrs. H. L. Woodward

Sylvia Heidt, Jos. Stanton, Mary Wilson, Cub
Wilcox and Charles Weber; S. Davidson &
Bros., Des Moines: Mr. and Mrs. Davidson

Mr. and Mrs. R. B. Townsend, Ferne Brooks
Mr. and Mrs. Henry Olson, Mrs. Glenn Utford
James B. Wilson and Elva Tralton; Haddorff
Music Co., Des Moines: Mr. and Mrs. N

Lilja; Mickel Bros. Co., Des Moines: Mr. and
Mrs. Geo. E. Mickel, Mr. and Mrs. H. B. Six-
smith, Mr. and Mrs. E. H. Haglind, Mr. and
Mrs. Roy Banta, Florence Cage, Lelia White
Eva Donner, Minnie Lipshey, Eliz. Garrity, Mr
and Mrs. Don Peters, Mr. and Mrs. Guy D. An.
drews, H. W. Burnett, Gerald Young, Granville
Henry, Don Bell, Mayme A. Jardine and Nor-
man Banta; Anderson Music House, Charles
City: R. W. Anderson; Red Cross Dec. Co
Centerville: Mr. and Mrs. H. C. Adams and
Paul Cushman; Bollinger Music House, Oska-
loosa: Mrs. M. B. Bollinger and Chas. W. Bol-
linger: Baas Music Shop, Rock Island, IIl.: Mr.
and Mrs. Baas; Baylor Furniture Co.,, What
Cheer: Mr. and Mrs. John Baylor; Crary Hard-
ware Co.: Mr. and Mrs. Joe Britt, Mrs. Florence
Scanlin and Fred Crary; Standard Furniture
Co., Centerville: Mr. and Mrs. Wolfe Berustein;
Watters Drug Co., Cedar Falls: Mr. and Mrs.
C. L. Brown; Peacock & Baxter, Atlantic: Hen-
ry Baxter; Harry Clarke, Anamosa; Combs &
Clouse, Chariton: Mr. and Mrs. D. Earl Combs
and D. C. Clouse; Mickel Music Co., Marshall-
town: Mr. and Mrs. John Cobb, Mrs. Grace
Travis and Mr. and Mrs. C. W. Holms; Arnold

Jewelry & Music Co., Ottumwa: Carl Dalin;

Mark W. Duncan, Albia: M. W. Duncan and

Miss L. Duncan; Donahoe & Donahoe, Fort

Dodge: Jim Donahoe; Baxter Piano Co., Daven-

port: J. J. Donnelly; Strombeck Drug Co., Max-

well: Mr. aud Mrs. O. F. Strombeck and A.
(Continued on page 62)

Main Wholesale Depot:
741 Mission Street, San Francisco

Branch Wholesale Depots:

444 So. Broadway, Los Angeles, California
45 Fourth St., Portland, Oregon
Oceanic Bldg., Cor. University and Post Sis.,
Seattle, Washington
427 West First Ave., Spokane, Washington

Victor Victrolas
Victor Records
Victor Accessories
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IOWA VICTOR DEALERS’ CONVENTION
(Continued from page 61)

\W, Gamble; Oppenheimer-Alsop Co.. Oska-
loosa: H. A. Groves; Fannie A. Nichol, Mt.
Ayr: Miss F. A. Nichol and Mrs. Helen Hargis;
Wm. Hersbergen, Mitchellville: Mr. and Mrs.
\Wm. Hersbergen and Sylvia Hall; W. H.
Hoover, Mt. Vernon; Ireland Music Co.. Inde-
pendence: F. B. Ireland; Kennedy-Gardner Co.,
Towa Falls: Mr. and Mrs. W. G. Kennedy; P
K. McKee, Indianola: Mr. and Mrs. P. K. Mc-
Kee, E. R. McKee and Thelma Lyon; Duncan-
Schell Co., Fort Madison: Mrs. Maude Lan-
gridge; L. A. Murray Co. Davenport: L. A.
Murray and Theresa Murray; McGregor Bros.
& Coens, Creston: Mr. and Mrs. C. B. McGregor
and Miss Margaret McGregor; E. C. Mittvalsky,
Cedar Rapids; J. F. McNamara & Sons, Wash-

ington: J. J. McNamara; F. H. Nolte, Stuart:
Mr. and Mrs. F. H. Nolte and Irene Nolte;
McCauley & Powers, Adel: Mr. and Mrs. C. E.
Powers; Victor Co., John Gregg Paine and G.
L. Richardson; John Boesch Co., Burlington:
Flora Raikes and Laurence Waibel; Harmony
Hall, Iowa City: Mr. and Mrs. L. R. Spencer;
M. J. Soukup, Decorah; Swan Pharmacy, Mad-
rid: Mr. and Mrs. F. R. Swan; E. P. Shella-
barger, Columbus Junction; Theden’s Pharmacy,
Tama: Mr. and Mrs. F. R. Theden; Vance
Music Co., Mason City: Mrs. Jessie Vance and
Gail \White; Morris Sanford Co., Cedar Rapids:
F. H, Walter; Frederic Knight Logan, Mrs.
Genevieve Wheat-Baal, Mr. and Mrs. Jack Cam-
eron, Prof. O. E. Klingaman, Gus Mayer, Roy
E. Waite, Mr. and Mrs. W. O. Welker, D.
\Wanamaker, J. J. Rockwell, Governor and Mrs.
N. E. Kendall and Mayor H. H. Barton.

MEETING OF NEW JERSEY RETAILERS

Victor Dealers’ Association Holds First Fall
Meeting in Newark on September 20

The first Fall meeting of the Victor Retailers
of New Jersey, the State organization that has
already accomplished much good for the trade,
was held on September 20 at the Robert Treat
Hotel, Newark. Members of the association en-
joyed the usual excellent luncheon, after which
a business meeting was held, during the course
of which Fall business prospects and plans were
discussed at some length. The attendance at the

ireeting was unusually large and the enthusiasm
evinced by the members presages an active Fall
In association circles.

Plans are now being made to provide special
features for coming meetings, and it is expected
that at the next session a man of national promi-

nence will talk to the dealers on matters per-

taining to their business. All members of the
Victor trade in New Jersey are made welcome
at the meetings.

E. C. Nittnalsky has opened a new Victor
store at 212 South First street, Cedar Rapids, Ia.
He has a fine line of Victrolas and records.

Grade “D”" Cover with

THE C. E. WARD CO.

Well-Known Lodge Regaha House)
101 Wlllmm Street London, Ohio

Also Manufacturers of Rubbarlzed Covers
and Dust Covers for the Wareroom

No. 3 Straps

Ward’s Khakl Moving Covers

Distributors

BRISTOL & BARBER. INC.
3 E. 14th St.. New York City

YAHR & LANGE DRUG CD.
207-215 E. Water St., Milwaukees. Wis.
CDHEN & HUGHES. INC.
Washington, D. C.
BECKWITH-D'NEILL CD.
Minneapolis, Minn.
STREVELL-PATERSDN HARDWARE co.
Salt Lake City, Utah
C. L. MARSHALL Co0., INC.
Beckman Bldg., Cleveland, D.
Butler Bldg.. Detrolt, Mich.
THE REED_ CO.

237 Fifth Avenue. Pittsburgh, Pa.
C. J. VAN HOUTON & ZOON
140 S. Dearborn St., Chicago, IIl.
SONORA DISTRIBUTING CO. OF TEXAS
Dallas, Texas
KNIGHT-CAMPBELL MUSIC CO.
1608 Wynkoop St., Denver, Colo.
CHAS. H. YATES
311 Laughlin Bldg., Los Angeles, Cal.

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

SACHS & Co.
425 So. Wabash Ave., Chicago
SHERMAN, CLAY & CD.
741 Mission St.. San Franclsco, Cal.

JDHN A. FUTCH CO.
35 Auburn Ave., Atlanta, Georgla
1500 South Boulevard, Charlotte. N. C.
630 Washington St., Jacksonville, Fla.

ORTON BROTHERS MUSIC HOUSE
Butte, Mont.

GRAY & DUDLEY CO., Nashville, Tenn.

ASSOCIATED FURNITURE MFRS.
8t. Louls, Mo.

W. J. DYER & BRO.. St. Psul, Minn.

AMERICAN PHONOGRAPH CO.
Burlington, Vt.

JOSEPH BARNETT & CD., Cedar Ranpids, la.

SEYMOUR SOULE’S IMPORTANT POST

Appointed Assistant Advertising Manager of the
Columbia Graphophone Co., New York

The appointment of Seymour Soule as assist-
ant advertising manager of the Columbia
Graphophone Co., of New York, has just been
announced. Mr. Soule comes to the Columbia
Co. highly recommended and with an extensive
experience in the advertising field. He was for-

Seymour Soule
merly connected with the Geo. Batten advertising
agency, where he specialized on Columbia Dicta-
phone advertising, and also became familiar with
the general advertising policy of the Columbia
Grafonola as well.

Mr. Soule takes up the active duty of assist-
ant advertising manager immediately, and is al-
rcady hard at work on many new features of
Columbia advertising. Owing to his wide prac-
tical knowledge of the work of the advertising
department he is certain to meet with a large
measure of success.

MUSIC LIGHTENS HOUSEWORK

Talking machines are now being used by many
housewives as a means of lightening their house-
work. The talking machine is kept in action
while the work is being done and women who
have tried this claim that they feel less weary
when. evening comes, due to the soothing and
stimulating effect of the music. Some women
have gone so far as to place a talking machine
in the kitchen and they do their cooking and
wash their dishes while the machine plays their
favorite records.

DISPLAY AT ILLINOIS STATE FAIR

SpriNGFIELD, ILL., October 1.—The Hilmer Piano
Co., Granby dealer, attractively exhibited that
line at the Illinois State Fair, held recently. The
Hilmer Piano Co. reports that the exhibit was
well attended and an excellent prospect list was
secured.
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Phonograph
That Immediately

Attracts (4

Pleases

3

The Season’s Biggest
Opportunity

The advent of the beautiful Modernola has instituted the One
New Accomplishment in the Phonograph world. It is truly the only
radical departure in design and construction from the great mass of
phonographs in existence and is distinguished for its beautiful charm
in Tone as well as a wonderfully cheerful appearance.

Placed on the floor of vour store it will attract immediate atten-
tion and once in the home of the user it will ever be a source of
genuine delight and pleasure—which, after all, will bring you the
greatest favorable and profitable advertising you so much desire.

Unusual Points -
Being round in shape the Modernola occupies much Imp 01‘1: ant

less space than a square machine of the same diameter.

While also sold without the Stand Lamp yet the NotiCQ /
Stand Lamp—especially with its soft glow of light—
adds to the charm of the Modernola as an artistic room As our E;lstern Sales 3
decoration. Representatives we have

. . . appointed the Modern-
The Modernolas are furnished in a variety of fine 01%1) Sales Co., with

finishes and a large selection of beautiful Lamp Shades offices at 927 Broad-
from which to choose. way, New York City.
They are sales repre-
sentatives for

Greater New York,
Eastern New York

The Modernola Company State,

The Modernola is in every way a very attractive
Phonograph. It is a great asset to every dealer.

Connecticut, o

Johnstown, Pa. Rhode Island, ',’

] N, \

The Holiday Season is approaching and you shouldf place Northern New Jersey. y

your order at once to insure early delivery. For fullest .

information address Dept. D. Phone Ashland 7453

" Warehouse
D, <

o~ e _ 101 West 20th St. .
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MAMIE SMITH ON EXTENDED TOUR

Popular Okeh Artist Featuring “Sax-O-Phoney
Blues” on Present Tour—Will Visit Pacific
Coast After the Christmas Holidays
Mamie Smith, popular “Blues” singer and ex-

clusive Okeh artist, is featuring on her present

tour a new song entitled “Sax-O-Phoney Blues,”
written by Milo Rega. and one of the song
novelties of the present season. Mamie Smith
attained country-wide success in the rendition
of “Crazy Blues,” but the song that she is now
ieaturing offers her possibilities that will un-

! | SMITHOLA

| MADE B8Y

JOHN SMITH & CO.
NEW YORK, U.S.A.

| Mooer SN

seriat vo. RN

EVERLASTING

ETCHED METAL NAME-PLATES

FOR MANUFACTURERS AND DEALERS
Write for prices

stating quantity
desired

ELECTRO-CHEMICAL ENGRAVING CO., Inc., 52 Vanderbilt Avenue, New York, N. Y.

SOLD BY

HENRY JONES ® CO.

81 UNION ST.
ALLEGHENY. PA.

NEAT IN APPEARANCE

Mamie Smith
doubtedly enable her to eclipse the phenomenal
popularity that she won with the “Crazy Blues”
rnumber.

“Sax-O-Phoney Blues” has been recorded for
the Okeh record library, and Okeh dealers will
have an excellent opportunity to feature this
song, as Mamie Smith’s tour, which started at
New Haven on September 23, will extend as far
north as Boston and as far south as Florida.
This tour, which is under the management of

the Standard Amusement Co., is proving a de-
cided success, and after the holidays Mamie
Smith and her company of entertainers will tour
to the Pacific Coast. Plans are also under way
to present Miss Smith with her own company
in a Broadway production later in the season.

THE WANDERING GAZE

Many Salesmen Lose Sales Because Their At-
tention 1s Everywhere but on the Customer
as They Give Their Sales Talk

A factor in successful salesmanship that is
often overlooked is inattention to the customer;
in  other words, discoursing enthusiastically
about the product, pointing out its advantages
and superiority, etc.,, and gazing anywhere and
everywhere but at the customer. This is an
extremely annoying trait and the prospect gets
the impression that the salesman_ is reciting a
memorized speech and very often he walks out
without making a purchase.

The salesman will get materially better re-
sults if he looks at the customer squarely when
he talks. In no other way can the prospect be
impressed with the earnestness of the seller and
the value of the product. hen the sale is
finally consummated the buyer will feel satis-
fied with the treatment accorded him at the
store as well as with the purchase which he has
made.

COLUMBIA ARTISTS IN EUROPE

Famous Coiumbia Stars Planning European
Tours—Charles Hackett’s Services in Demand

The Columbia Graphophone Co. was recently
advised by Alexander Kahn, its European repre-
sentative, that a number of prominent Columbia
artists are planning to make European tours,
and are in demand in European musical circles.
Sascha Jacobsen, prominent violinist, will in all
probability make an extensive European tour.
Charles Hackett, famous tenor of the Metro-
politan Opera Co.,, who is at present in the
United States, is being demanded by both the
Opera Comique of Paris and La Scala of Milan.
Toscha Seidl. popular violinist, in all likelihood
will make a tour of England, where he received
an ovation on his last appearance. Mr. Seidl
is at present on his way to Scandinavia.

ANDREWS BUYS INTEREST

Harry L. Andrews, of Spokane, \Wash. has
purchased an interest in the Baird Musical Co,,
of Walla Walla, Wash. The firm will be known
as the Baird-Andrews Music Co. in the future.

An attractive Victrola salon was recently
opened in the waiting room of the Baltimore
& Ohio Building in Gerard, O., by Roy E. Pur-
dum.

Distributors

When you feel your record sales
are slumping try— |

@(zp\, Records

The enormous factory releases are proof
of their sales value

THE HARPONOLA COMPANY

CELINA, OHIO

Distributors
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Dealers! Here Is the
New, Quick-Selling

Unrivaled Tonepen

QL @

LOUD SOFT

The TONEPEN does what no other needle can do.

The TONEPEN plays all records—hill-and-dale and
lateral-cut. Because it is tubular and light, it quickly
responds to sound vibration and does not wear away the
record. The TONEPEN gives loud, soft and medium effects.
Simply turn the TONEPEN so as to bring more or less of
the point to bear—that is all. No other needle can do these
things.

The TONEPEN reduces scratching to practically
nothing. Therefore, it brings out of the record all the
quality that is in it.

The TONEPEN is good for 80 to 100 records. No other
needle lasts so long.

TONEPENS greatly prolong the life of the record.

TONEPENS sell at sight—25 cents for three is the
retail price.

Write today for our special dealer offer.

Liberal discounts are made to reputable dealers. Stock
up now for the Christmas trade.

Send for Free Sample

TONEPEN COMPANY

219 Center Street New York City
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Oriental Orchestra.
for extira sales.

The Far East flavors the Novelty

E-7258.

An extra good record

Record
this month —“Danse Arabe” and “Danse
Orientale” played with exotic ettect by the

Columbia Graphophone Co.

NEW YORK

ISAACSON ADDRESSES SALESPEOPLE

New York Record Sales Forces Listen to
Address and Concert at Wurlitzer Hall

Charles D. Isaacson, who is in charge of the
New York Evening Mail's free concerts and
editor of the Mail's “Our Family Music” page,
was the speaker at a meeting and concert of
retail talking machine and record salespeople,
held under the auspices of the Talking Machine
Men, Inc., at Wurlitzer Hall, Wednesday after-
noon, September 28.

Mr. Isaacson chose for his subject “Hoiw to
Sell Good Music.” He pointed out that record
salespeople had the power to educate the people
who entered their establishments to desire bet-
ter music. He also gave a demonstration of the
proper way in which to push the better class
of music.

Selections were rendered by Miss Helen Leve-
son, mezzo-soprano, accompanied by Jacques
Wolfe at the piano, and Ralph Tomlinson, ac-
companied by Theodore Springmeyer at the
piano.

START PERFECT PACKAGE DRIVE

Express companies, railroads and steamship
lines in the United States and Canada have
asked the co-operation of all industries in a per-
fect package movement, to be inaugurated in
November, which has been designated as “per-
fect package month.” The idea of the movement
is to center more attention on the proper pack-
ing of goods in an effort to overcome the heavy
annual losses incurred through carelessness.

LOOKS FOR BETTER BUSINESS

Geo. E. Brightson, President of the Sonora
Phonograph Co., Saw Evidences of Increased
Demand on Recent Trip to Central West

George E. Brightson, president of the Sonora
Phonograph Co., 279 Broadway, New York, which
is also marketing the Sonora pianos and player-
pianos, returned recently from a trip \West as
far as St. Louis and including the attendance,
with Frank J. Coupe, vice-president, at the con-
vention of Indiana Sonora dealers at Indianapo-
lis, held by the Kiefer-Stewart Co., Sonora job-
ber for Indiana.

Mr. Brightson was pleased with the reception
accorded him everywhere, and especially grati-
fied at the evidence that the Sonora is fast be-
coming recognized throughout the Middle West
as it has already been in the East for some
years.

“Although I found no widespread belief that
business will boom this Fall as never before,”
said Mr. Brightson to a World representative,
“it seems that merchants everywhere have great
faith in a big improvement this Fall and in
every case their belief is based on sound, sub-
stantial reasons. \What impressed me more than
anything during my entire trip was the notice-
able fact that the merchants radiating the most
confidence were those who admitted that busi-
ness with them at present was not really bad
and, further, that they were going after it as
never before, planning to continue their aggres-
sive methods without abatement. On the other
hand, those most gloomy and reflecting the
‘what’s the use’ attitude used these very words

when asked if they were doing anything to
counteract dull times.”
Mr. Brightson calls his trip a very satisfac-

George E. Brightson
tory one and is sorry his time is so taken up at
the New York office that he is unable to spend
more of it visiting Sonora representatives.

The small house that advertises never fears
big competition.

1. Prevents Breaking
of records.

2. Does away with
unnecessary han-
dling and prevents
scratching of rec-
ords.

3. Saves wear and
tear on brakes and
gives machine dou-
ble life.

4. Doubles life of
records.

IBY R

I 1
lSoanm A

At Last Something Worth While to Sell W% in the Phonograph Accessories Line

Since our first ad in this paper we have sold over 200 dealers—and opened six Jobbers

REASONS WHY NIFTY LIFTERS SELL ON SIGHT

5. Prevents bruising
of finger nails.

6. Saves Energy.

7. Eliminates annoy-
ance of stopping
and starting ma-
chine to change
records.

8. Saves time in
changing records.

g

ll

Liberal margin of profit for you

NIFTY LIFTER COMPANY

Retall Price: Nickel Plated, only 50¢ each —Gold Plated only 65c each
Write today for full particulars and prices

LIBERAL DISCOUNT FOR JOBBERS

SCHENECTADY, NEW YORK
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All Mamie Smith’s Records Now 85c

7

By~ L0 REGA”
SENSATIONAL SONG HIT-FEATURED

TMAMIE SMITH

THE REIGNING QUEEN OF SYNCOPATION
IN HER ALL-STAR JALL REVUE.
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concert tour for the coming season. Her personal appearance 1n all

the large towns will be a tremendous boom to her records. Her first
engagement will be in the New England territory. She will tour as far
South as Florida. Saxo-Phoney Blues looks like the feature hit in her new
song review. 1his means big business for every Okeh jobber who has
sufficient stock on hand to meet ready requests. Mamie Smith is working
Saxo-Phoney Blues hard. She realizes how good it 1s. Soon you won’t
be able to get enough to sell to the thousands that will be wanting this
record all over the country. Special advertising literature 1s being
prepared on Iit.

SEPTEMBER 24th marked the opening date of Mamie Smith’s

727007070777

Place your order today for Mamie Smith’s biggest hit

OKJV Records

GENERAL PHONOGRAPH CORPORATION

25 West 45th Street OTTO HEINEMAN, President New York City
77777

\
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Conditions in Eastern Ohio Bettering—Exhibi-
tors at Stark County Fair—New Dealer Opens
—Instructions in Salesmanship—Other News

Canton, O., September 30.—With the advent of
Fall music dealers of the Canton district are pre-
paring tor a busy season and without exception
all dealers are optimistic as to what the next
two months hold in store for them.. They an-
ticipate a spirited holiday trade and there is
every reason to believe that the Fall and early
Winter will bring the much-looked-for revival in
retail business.

The impression of music merchants in eastern
Ohio 1s that business is on the up-grade. They
say that they feel the general public is in a
mrore complacent mood than it has been for some
months past and 1s disposed to go in and help
restore confidence and anything else that needs
restoration.

Industrially the Canton district is improved
over last month 20 per cent and slowly the large
ariny of unemployed is being absorbed. Indica-
tions are that the local metal working mills
will continue active indefinitely.

Never in the history of the Stark County Fair
were there so many exhibits of retail music deal-
ers as last week. Five local music houses were
represented with booths in the Merchants’ Hall.
Two dealers from Massillon, O., also had booths.
The representative of The World was very much
inipressed with the attractiveness of the exhibits
this year and special mention is due the Alford
& Fryar Piano Co. and the George Wille Music
Co., both of Canton. A boy soloist at the
Alford-Fryar booth made a hit with the fair
spectators, while at the Wille booth hundreds
crowded into the aisles to listen to the music
produced by a seven-piece jazz band. The idea
was that of George Wille, head of this music
kouse, and it went over big with patrons on
Friday night. Many sales resulted from the
exhibits and indications are that the business
of all music houses represented at the fair will
show a substantial increase as the result of the
displays.

Another music concern, it is reported, will
soon invade Canton. The Rhines Edison Shop
will open soon in the new Witter Building,
Cleveland avenue, N. W. This concern now has
a store in Massillon. No definite announcement
has been made as to the opening plans of this
shop.

Miss Helen Ramsdell, Government instructor,
has .opened salesmanship classes in the Cham-
ber of Commierce rooms here. More than one
hundred clerks from downtown retail stores
have registered for the course. Miss Ramsdell
conducted classes here last year and diplomas
viere granted those who passed successfully the
examinations. Local stores furnish the clerks
and the Government has the co-operation of the
Board of Education and the Canton Chamber of
Commerce.

STUDY CUSTOMERS’ PREFERENCES

It is a good plan to study the preference of
customers with regard to the kind of music which
they prefer and when the knowledge is at hand
place it on file with other data concerning the
customer. The talking machine merchant with
such knowledge can suggest records to the cus-
tomer which he thinks would please. Such a
courtesy 1s sure to please and will often result in
increased sales.

ROSA PONSELLE POPULAR IN EUROPE

Rosa Ponselle, the great Columbia soprano
and member of the Metropolitan Opera Co,,
New York, will soon leave for Europe, where her
Columbia recordings have already won quijte a
large measure of popularity.

No merchant is so perfect that he is able to
form an organization which cannot be criticised,
therefore a wise policy to adopt is that of
encouraging salesmen and store help to criticise.

CA touch of one Finger lifts or closes
the Lid, which stops at any point desired
Does not warp the Lid

Sample Prepaid, $0.75 Nickel —$1.25 Gold
Quantity Priceson CApplication
celorlecieelcele el SlEce el e el e )

BETTER CONDITIONS INDICATED

Interesting Chat With Everett H. Holmes,
Which Tells How Trade Winds Blow

VOOOOOCOHECCCCLCCLCCOECOODODOVIOVOODDE!

An indication of the return of better condi-
tions in the talking machine industry.is to be
found in a recent report made by Everett H.
Holmes, sales manager of the Olympic Disc
Record Corp. Mr. Holmes stated that during
the Summer months it was the usual custom of
the dealer to await the call of the salesman be-
fore ordering additional stock. Now the tele-
phone, telegraph and United States inail are be-
ing used extensively by these same dealers in
ordering phonographs and records. This is sig-
nificant and encouraging.

Mr. Holmes further stated in an interview with
The World: “The Olympic Disc Record Corp.
has had steady business from the time its first
records were released in May, and each month
we have shown a rapid gain over the previous
nionth. Furthermore, our wholesale distributors
are increasing their monthly oiders far over
their contracts and we are proud of the success
with which this record is meeting.”

The Superior Lid Support

Superior Specialties for Phonographs

BARNHART BROTHERS & SPINDLER
Monroe and Throop Streets CHICAGO

VEOOOOOVOOOCOCVCVOVVOVOOLOOOVOVOOOOOOOD
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A COMPLAINT THAT BROUGHT SALES

Lawyer Complains of Victrola Music in Dwyer
Piano Co. Store and Then Sales Start

New OrrLeans, La., October 1.—Charles H. Id-
dings, of the Dwyer Piano Co., is beginning
to hope that the music produced by the Vic-
trolas and records being demonstrated in the
Dwyer store arouses frequent complaints from
neighboring business men and others, if all the
complaints work out as successfully as that
filed by a neighboring attorney recently.

Some weeks ago the lawyer in question, with
offices opposite the Dwyer store, complained to
the police that the school model Victrola which
was being played in the doorway of the music
store was a public nuisance. As a result of the
complaint a good-natured Irish cop, by the name
of Kerrigan, was sent to the Dwyer store to in-
vestigate. Mr. Iddings met the officer, learned
that he was a lover of music and proceeded to
sell him a Victrola IX for his own home. Two
weeks later the lawyer who made the original
complaint dropped into the store and bought $10
worth of records as an apology for his action

PHONOSTOP

ACCURATE—SIMPLE—DURABLE

5th Successful Year

Reasonable
Price

Guaranteed Fully

Nickel or Gold

UNIVERSAL
STANDARD

N

New Fibre Needle Clipper

THE PHONOMOTOR CO., 121

EED-A-CLIP

Guaranteed

RETAIL

Trade Discount

A SUPERIOR TOOL
West Ave., Rochester, N.Y.
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The latest addition to the

Jewett line, a Simplified :!:
o]

Sheraton console, is re-
T markable wvalue at $145.
PRI 5 It is of standard Jewett
construction, cabinet
work and finish.
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Which Will Make the Most Money for You
—Frozen Dollars or Liquid Capital ?

Your storeroom or warehouse filled with phonographs represents frozen | =

stock—borrowed money—worry.

You're probably wondering if there isn’t some merchandising policy

HH which will prevent you from getting into such a predicament again.
HH There is.

i dollars. It means a dangerously high investment—slow turnover—old

\' The manufacturers of the Jewett phonograph realize that “loading up”
-:\' is bad for everybody—dealer, manufacturer and buying public. H F
il That's why we build a high-grade instrument at a price which means ] £
l immediate sales. :

That's why we do not ask you to contract for more phonographs than you ' :
g\ can readily dispose of. Under our plan you will never worry about a HH
warehouse full of frozen dollars. Ht
¥ That's why we offer a liberal co-operative advertising plan and enable
E\ you to discount your paper immediately on favorable terms.
11 The Jewett line in your store means liquid capital—quick turnover—sure ‘
M and satisfactory profit—remarkable value that insures pleased customers.
| Write today for our dealer proposition. '
| BVE BME
] E .
M kY
dE H E
! !
Lk THE JEWETT PHONOGRAPH COMPANY '
k General Sales Officess 958 Penobscot Building, Detroit, Mich. i'g
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G. W. LYLE HEADS NEW COMPANY

Prominent Talking Machine Man Now Presi-
dent of Manufacturers Phonograph Co.—Will
Control Entire Output of Well-known Factory
—Company Announces Interesting Plans

George W. Lyle, for many years vice-presi-
dent and general manager of the Columbia
Graphophone Co. and more recently associated
with the Pathé Fréres Phonograph Co. in an
executive advisory capacity, is now president of
a new talking machine company, which will be
known as the Manufacturers Phonograph Co.
This new concern has opened headquarters at
9% Madison avenue and its merchandising plans
include several new ideas which will undoubt-.
edly prove of interest to the trade.

The Manufacturers Phonograph Co. has com-
pleted plans whereby it controls the entire out-
put of one of the largest and most successful
talking machine manufacturers in the United
States. In a chat with The World Mr. Lyle
outlined his company’s plans, stating as follows:

“Our policy will center upon the elimination
of overhead and the placing of our product in
the dealers’ hands at list prices and discounts
which we believe have heretofore been impos-
sible. We shall shortly show samples of five
models, including two uprights, retailing at $100
and $150 respectively; two consoles retailing at
$125 and $175 and a special console at $40 retail
to enclose all the leading makes of small ma-
chines.

“Qur cabinet plant 1s one of the best equipped
in the country. It has produced over $3,000,000
worth of completed high-grade talking machines
each year during the last few years for one of
the oldér companies. This product has been
recognized as the finest quality marketed by
this company, and the quality has been uni-
form in every detail, including the grade of
materials used, the working, joining and finish
of these materials and in the assembling, pack-
ing and shipping of the finished product.

“In view of the drift of the trade toward the

period cabinet, and recognizing the great signifi-
cance of correct designs in this field, we have
under contract one of the foremost furniture
designers in the country, a graduate of L’Ecole
Beaux Arts, whose work is as well known in
Paris as it is in the product of many Ameri-
can manufacturers.

“We know the phonograph business and we
know the dealer’'s market and his present prob-
lems. We believe that the time has come when
a larger share of the profit must go to the dealer

George W. Lyle
who at the saine time must be able to deliver
a finer product at a more favorable price.”

The Manufacturers Phonograph Co. is already
establishing distributing agencies in fifteen of
the largest cities in the country under the di-
rect supervision of men whom Mr. Lyle de-
scribes as the most experienced men in the in-
dustry. The advertising is to be handled by
Hanff-Metzger, Inc., the agency that has handled
Pathé advertising, and which conducted the
very successful Columbia campaign for scveral

years after Mr. Metzger retired from the posi-
tion of advertising manager of the Columbia or-
ganization.

RAPPAPORT’S MUSIC SHOP OPENS

Fine New Victor Establishment in New York
Contains Many Features—Display Windows
Equal to the Best in Metropolitan District

Rappaport’s Music Shop, an exclusive Victor
establishment, at 80 Westchester avenue, New
York City, was formally opened during the latter
part of September. The store is one of the
finest and most attractive in upper New York.
Spacious display windows, a beautiful reception
room and twelve demonstration booths are fea-
tures of the store. In the rear a special room
has been devoted to the display of period models.

The establishment was crowded at the opening
and besides a big concert souvenirs were dis-
tributed to the guests. Mr. Rappaport, president
oi the organization, received many messages of
congratulation and floral pieces. Those present
included many artists, jobbers or their repre-
sentatives and dealers. Manager Prisyon and
his assistants, Messrs. J. Hannan, Lehrer and
F. Fuller, represent the personnel of the estab-
lishment.

DOWN FOR BUSINESS AND PLEASURE

W. D. and C. N. Andrews Visit Victor Factory
and Then Attend World Series Games

W. D. Andrews, of Syracuse, N. Y., and C. N.
Andrews, of Buffalo, N.Y., both well-known Vic-
tor wholesalers, stopped in New York City late
last month on their way to the Victor factory
in Camden and then came down early this month
to attend the World Series baseball games.
Both brothers are enthusiastic baseball fans and
always manage to see at least a few of the
World Series games each year,

Remember, the man of “go” is seldom let go.

———emmm——

MODEL L S

COMPOUND
ROCKER
ACTION

The highest
grade and most
scientific repro-
ducer everoffered
the trade.

%@a&’@ Co

ASK FOR ILLUSTRATED AND DESCRIPTIVE

PAT. APPL'D I'OR.

ORO-TONE
FEATURES

Extension A telescopes into large
elbow B, giving a length adjust-
ment from 734 to 915 inches.
Adjustment screw C engages an
indexed channel in extension A,
assuring perfect alignment. Slight-
ly releasing locking thumbscrew E
permits height adjustment of large
elbow in base ring D. Releasing
locking screw E entirely permits
tone arm to be removed from base
ring D for packing separately be-
fore shipping, if desired.

CATALOGUE

1000 to 1010 GEORGE ST.
CHICAGO, ILLINOIS

1llustrating Angle Throw Back Improvement.
reproducer to clear tone arm when thrown back regard-
less of whether it is in position for playing HIll and
Dale or Lateral-cut records,

PAT. APPL’D FOR.

Permits
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Bﬁeginning Octobgr 1st

The New
Super-Fzmsh

BRILLIANTONE
'STEEL NEEDLES

will be delivered in

- The New
- Counter Display Cartons

(Each tone in a different colored carton)

The Last Word in
Talking Machine
Needles '

BRILLIANTONE

STEELNEEDLE CO.fréohoraica
Selling Agents for
W. H BAGSHAW & CO. Factory, Lowell,Mass.

347 FIFTH AVENUE,
NEW YORK

. C‘nnadién Distributors: The Musical Mdse. Sales Co., 79 Wellington St. W., Toronto

AT 34th STREET SUITE 610

Foreign Export: Chipman Ltd., 8-10 Bridge St., New York City
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great double.

The applause Van & Schenck got in the
Ziegfeld Follies for “In the Old Town Hall”
and “What’s-a Gonna Be Nexi?” will be
echoed by evegygﬁléitomer who hears this

Columbia Graphophone Co.
NEW YORK

SEMI-CENTENNIAL OF PACKARD CO.

Fiftieth Anniversary of Establishment of Big
Ft. Wayne Institution to Be Celebrated in No-
vember in an Elaborate Manner

Fr. Wavyxg, Inp, October 8—Elaborate plans
are now being made for the semi-centennial cele-
bration of the establishment of the Packard
Piano Co. in this city, the fiftieth anniversary of
the company occurring on November 4. The
occasion will be marked with special festivities
in which the officials and employes of the Pack-
ard Co. will participate. Manager Achenbach, of
the retail store of the company, hopes to have
the formal opening of the new downtown build-
ing on the same date, and thus make the celebra-
tion a double one. The Victor talking machine
is handled by the retail division of the company.

LEAVES FOR WESTERN TRIP

W. F. Hitchcock, of Phonomotor Co., Will
Visit Trade in West—Gratifying Reports of
Business Conditions Now Being Sent In

RocHESTER, N. Y., October 7—W. F. Hitchcock,
head of the Phonomotor Co., of this city, manu-
facturer of the Phonostop and the Need-A-Clip
fibre needle cutter, left recently for an exten-
sive Western trip. Mr. Hitchcock had received
ouite a number of inquiries in the past few weeks
which called for immediate attention, as they in-
timated that several well-known concerns were
planning to increase their activities materially.

Before leaving on this trip Mr. Hitchcock
commented upon the fact that his company’s
sales for 1921 up to Septembe:r 1 showed an
increase over 1920, which, in view of general
business conditions, was most gratifying. The
new Need-A-Clip cutter is meeting with con-
siderable success, and dealers throughout the
country are ordering it in good-sized quanti-
ties.

ADOLPH H. M—AYERS LEASES BUILDING

Adolph H. Mayers, well-known Victrola
dealer in the metropolitan district, now located
at 1983 Broadway, has leased the entire two-
story and basement building, at 1989 Broadway,
for a term of years. Mr. Mayers will move his
business to the new location as soon as altera-
tions have been made.

BLANDIN OBTAINS CHARTER

The Blandin Phonograph Co., Racine, Wis,,
has been granted a charter of incorporation in
that State, with a capital of $400,000. Incor-
porators are: S. \W. Blandin, M. W. Youngs
and E. L. Davis.
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The Forest City Phonograph Co., Rockford,
I11., which had been closed since November,
1920, has resumed operations with three-quar-
ters of its former force. About two hundred
men are now employed at the factory.

EDISON FOREIGN RE-CREATIONS

November Advance Lists Include Numbers in
French, Polish, Norwegian and Russian Which
Are Splendidly Sung by Prominent Artists

Thos. A. Edison, Inc., in addition to its regu-
lar advance list of records sung in English for
November, has also prepared many interesting
Re-creation records in French, Polish, Nor-
wegian and Russian. The ten French numbers,
which embrace popular and standard songs,
are recorded by Paul Dufault, tenor; Hector
Pellerin, baritone; Torcom Bezazian, baritone.
The four Polish Re-creations, which consist of
folk and Christmas songs, are sung by Michael
Zazulak, baritone. The six Norwegian Re-
creations are made by the Misses Olson and
Carsten Woll. The two Russian numbers con-
sist of folk songs and are sung by Alexander
Sashko, tenor.

IRISH SONG NEW OKEH FEATURE

A new song, entitled “When the Harp That
Once Through Tara’s Halls Rings Again for
Freedom'’s Glory,” written by Emmett O’Gowan,
a mem