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" Victrola

’ REG. U.S. PAT. OFF.

—

The word “Victrola” as well as the picture “His
l Master’s Voice” is an exclusive trademark of the
Victor Talking Machine Company. . Being registered

trademarks they cannot lawfully be applied to other
than Victor products.

HlS MASTERS VOICE”

REG. U.S. PAT. OFF.

Victor Talking Machine Company, Camden, N.'J.
- .
‘]Iq J Entered as second-class matter May 2, 1905, at the spost office at New York, N. Y. under the act of Congress of March 3, 1879.
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The Phonograph That Sells Itself

HERE 1s no phonograph that sells
itself to discriminating buyers so
easilv as Sonora.

There 1s no quality phonograph
that will show vou more real profit ”
than a Sonora. i

Why invest vour money, time and !
energy pushing an unknown or un- '
popular make when the golden road to |
big profits, business permanency and
stability 1s paved with Sonoras?

Sonora dealers make a most satis-
tactorv margin of profit on each Sonora
sale.

The prestige of selling the Highest
Class Talking Machine mn the World,
the Sonora improvements and advan-
tages which enable dealers to meet any
competition, the superior quality so
apparent when making a comparison
with others, and the substantial trade
discounts, are the reasons why Sonora
dealers take out big profits from their
business regularlv. 1

m D ™ mmmt ™

THE INSTRUMENT OF QUALITY /ZZ—

The Highest Class Talking Machine in the World

Sonora Phonograph Company, Inc.

GEORGE E. BRIGHTSON, President
Canadian Distributors
New York: 279 Broadway 1. MONTAGNES & CO., TORONTO

NOTE—Sonora is licensed and operates under BASIC PATENTS of the phonograph industry
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VICTOR SALESPEOPLE ORGANIZE

Members of Various Red Seal Classes Effect
Permanent Organization for the Dissemination
of Information of Interest and Value

As a direct result of the spirit of camaraderie
and co-operation, built up between the members
of the various classes that have been held at the
Salesmanship School at the Victor factory, there
has been effected a permanent organization ot
Victor salespeople with a view to realizing per-
manent benefits from the valuable instruction
they received and the associations enjoyed dur-
ing their school term.

Each of the twenty-seven classes that have so
far enjoyed the privilege of attending the Victor
school has appointed a secretary, selected a spe-
cial name to distinguish it, such as the “Red Seal
Library Builders,” the “Johnson Class,” the
“Pacemakers,” etc., has selected a suitable motto
and has arranged, through the secretary, to
interchange selling ideas to the advantage of all
concerned.

According to the plan as outlined the members
of the various classes, when they come upon a
new selling idea that works out successfully, will
present that idea to the secretary, who will, in
turn, see that it is spread about among the
members of that particular class and also through

the other classes. It is believed that such assist-
ance will result in incalculable good.

FURNISHES RECORDS ON CONTRACT

Insures Latest Selections for Customer and
Rapid Stock Turnover for Store

Furnishing talking machine records on con-
tiact is the plan in use in the talking machine
department of Frederick Loeser & Co.’s big
store on Fulton street, Brooklyn, N. Y. When
a talking machine is sold an effort is made by
the salesman to sell the customer the idea of
contracting to take a stipulated number of rec-
ords. These records are delivered a few at a
time, thus making certain that the customer will
receive the latest selections as soon as they are
released to the public and at the same time insur-
ing a rapid stock turnover.

MME. VICARINO OLYMPIC ARTIST

The Olympic Disc Record Corp., New York
City, announces the addition to its list of artists
of Mme. Regina Vicarino, coloratura soprano,
now starring in “The Impresario,” in which
Percy Hemus, exclusive Olympic artist, is the
leading man. The first records of Mme. Vica-
rino appeared in the November Olympic releases.

WHERE THE TALKING MACHINE DOES THE LECTURING

D. G. Baird Tells World Readers How the Detroit Traffic Department Is Using This Marvelous
Invention to Prevent Accidents and Regulate Trafic—What Other Towns May Do

More and more the talking machine is com-
iiig to be recognized as a necessity. Not only is
the home incomplete without this marvelous
itvention, but corporations, merchants, lecturers
and others are rapidly adopting it in their busi-
ness. As an example of the good that the talking
niachine may do aind of the labor and money it
may be made to save, the experience of the
Accident-prevention Bureau of the Detroit Traf-
fic Department may be cited.

What is said to be the largest talking machine
in the world is now being employed by this
bureau in its campaign to reduce the number
of traffic accidents in the city. The machine is
rcally 2 portable one of standard make, con-
nected to an amplifier which is housed in a
huge box made to represent the cabinet of a
talking machine. This box is an exact duplicate
of the cabinet phonograph and measures six
feet square by eight feet in height. When in
operation the sounds proceed from the front of
the box and the hearers are persuaded that it is
actually an-enormous$ talking machine.

On the side of the box, in large white let-
ters, is the declaration: “More destructive than
siege guns! More deadly than war! Careless-
ness.”
place on a Ford car and plays and talks as it
goes. Arrived at an auditorium or other place of
assembly where it is to be used for a lecture on
safety first, it is set up on the stage, or simply
left on the car. A thirty-minute musical pro-
gram is then given, followed by a special record
which gives facts and figures on traffic accidents;
with advice for reducing their number.

The device was conceived and is operated by
H. O. Rounds, of the Accident-prevention
Bureau, and has enabled him to dispensé with
the services of a quartet and other musicians
whom he formerly employed to entertain the
crowds, as well as to save his own throat of
much lecturing.

-~ Mr. Rounds is continually on the go, giving
his sugar-coated advice at public parks, in
schools, at fairs and other places where large
crowds are wont to gather. He estimates that
he has reached 600,000 people with his message
during the recent Summer. Detroit accidents
have been cut in half since this campaign started.

- The machine is transported from place to

Mr. Routids conceived the idea of letting a
talking machine do his lecturing as a result of
having his curiosity piqued by hearing the music
of a band that he could not locate. He at last
learned from a policeman that the “band” was

rothing more than a talking machine to which
an enterprising dealer had connected an ampli-
fier. He at once concluded that such a de-
vice would be an excellent asset to hiin in his
campaign, and after much persuasion succeeded
in prevailing upon his superiors to have the in-
strument constructed.

The accompanying illustration shows the ma-
chine set up at the Michigan State Fair, held in
Detroit in September.

Such a device could be used to advantage by
any talking machine dealer. It could be placed
in the show window or in the front of the store
riear an open door and would be sure to attract
much attention, whether or not it was kept
playing. Any carpenter or cabinet maker would
construct the cabinet for a small sum. The
awmnplifier is not very expensive and the cabinet
would not necessarily be made of costly wood.

Price Twenty f1ve Cents

MOTORCYCLE HELPS IN DELIVERIES

Makes for Speed and Economy in the Filling of
Certain Types of Small Orders

A Western talking machine dealer, in a fairly
large city and with a considerable rural terri-
tory to cover, has found a way to cut down his
delivery expeuses materially through the use of
a motorcycle equipped with a side-car. The side-
car 1s so built that it will hold a very substantial
number of records and can also carry a table
modcl, or a small cabinet model machine. Par-
ticularly for carrying records and for collecting
motors, ctc., for repairs, the motorcycle idea has
proved a most economical one.

This particular dealer keeps in service a large
motor delivery wagon, which is used for all gen-
cral hauling purposes, for bringing goods from
the freight station and for delivering machines
and records to retail purchasers. For reasons of
economy the attempt is made to lay out a more
or less regular schedule for the wagon, in order
to make as many deliveries and cover as much
ground as possible during the course of the day.

It is often found, in cases where several de-
liveries are to be made in one section of the city
and probably only a half dozen records to be
delivered in another section several miles away,
that for the truck to make this extra trip means
extra time and expense. But by the use of the
motorcycle the store porter can be sent out with
a small delivery without interfering in any great
degree with his regular duties. The motor car
service has also made it possible for the dealer
to advertise a special “within the hour” delivery
service on telephone record orders when desired.
It makes an excellent talking point, even though
the majority of record purchasers prefer to select
their records in person and have them delivered
later.

Even at times when the large delivery wagon
is available for use it has been found much more
economical to use the motorcycle for delivering
small packages of records, the saving in time
and gasoline being quite considerable.

HELPS TO PROTECT EXPORT TRADE

Government Taking Steps to Protect Interests
of Exporters of Musical Instruments

WasHingToN, D. C., November 5—The interests
abroad of exporters of musical instruments will
be protected and furthered by the Government
tlirough the Department of Commerce, accord-
ing to plans which have just been completed by
Secretary Hoover, Included in the dozen com-
niodity divisions which are being formed in the
Bureau of Foreign and Domestic Commerce is a
Specialties Division, under which will come mu-
sical instruments and other articles not of them-
selves of sufficient importance in our total trade
to warrant a separate division.

Carl H. Greene, of New York, has been ap-
pointed by the Secretary as chief of this new
division. Mr. Greene has had many years’ ex-
perience in export work, having been secretary
of the Export Managers’ Club, of New York
and formerly connected with the National As-
scciation of Manufacturers.

While not of sufficient importance to necessi-
tate a separate classification, musical instrument
markets abroad are very large and quite prom?
ising, officials of the department say, and every
effort will be made to give the manufacturers
and exporters in this country all avajlable in-
furmation which can be secured by the depart-
ment’s foreign agents regarding the activities of
foreign manufacturers, opportunities for making
new foreign connections, the opening up of new
markets and new demands, etc.

Charles H. Mackintosh says that stopping ad-
vertising because business is poor s like cutting
off the gas on a grade.

See second last page for Index of Articles of Interest in this issue of The World
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What Are You Doing to Make the Yuletide
One of Your Greatest Selling Periods L. A case

Novemeer 15, 1921
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Just consider, Mr. Talking Machine Dealer,
that within five weeks Christmias will be with us
—a time when the talking machine is one of
the essentials to the enjoyment of that festive
period. What are you doing toward making the
holidays one of the greatest selling periods in
the history of your busincss? It is to be taken
for granted that you are well prepared in re-
gard to stock—if you are not you have only
your own ecarelessness or timidity to blame.

Now, what steps are you taking to get rid
of that stoek before January 1? It is the time
to preparc a definite plan of eampaign—a time
tc get really busy, a time to aceomplish things.

Several dealers whom we know have ran-
sacked the catalogs for records suitable for the
holiday period, both sacred and seeular. These
records have been listed in pamphlet form and
by adding a few pages space has been found to
illustrate and deseribe the latest models of ma-
chines, the new attachments and, ineidentally,
a very interesting talk regarding that store’s
ability to serve its clientele. The cover is ap-
propriately ornamented with a design of holly
leaves and the booklet will be mailed to a
selected list of customers and prospects on De-
cember 5, reaching them at a time when they
should be intercsted in thc question of Christ-
mas gifts.

These dealers have also prepared a follow-up
letter urging reecipients to get busy on their
Christmas gifts and again pointing out wherein
the talking machine reeords counstitute some of
the most praetieal and best-remembered gifts
for the holidays. This is practical, constructive
work whieh is well worth emulating.

Another dealer has had prepared a series of
live advertisements, headed “Talks to Holiday
Buyers,” whieh he has already begun to run in
thc loecal dailies, one appearing each day in con-
secutive order. These speeial advertisements will
appear right up to Christmas and tell one con-
tinuous story with eaeh part complete in itself.
This dealer tried the same plan last year and
found it wonderfully successful and, with the
many new attachments, cte., offercd this season,
looks for still greater returns during the present
year.

Appealing direetly to the musieal sense of the
public through the niedium of free concerts is
the scheme of a New England dealer. His store

is on the main business thoroughfare of the town
and crowds of shoppers are continually passing
the door. The adjoining store has been empty
for several months, owing to the assignment of
the former oeccupants, and, pending the occu-
paney by new tenants on January 1, Mr. Dealer
has rented the premises for the month of De-
cember. He has arranged to hire 250 camp
stools, and, being an agent for a home moving-
pieture machine in addition to handling talking
n:achines, he has arranged for nightly enter-
tainments during the month that will un-

e

Work Out an Idea in
Your Territory That
Is Really New and
Drive It Home During
the Holiday Period

T

doubtedly mcan business. The latest films will
be shown and suitable music rendered through
the medium of the “talkers.” :\ttractive programs
will bear, besides the list of views and musical
sclections, an extended deseription of the

"MUSIC AS AN AiD TO WORKERS

Talking Machines Being Installed in Manufac-
turing Plants to Entertain and Stimulate
Workers—Most Effective in This Field

A great many manufacturing plarts have in-
stalled talking machires not only for the enter-
tainment of employes during lunecheon hour, but
also as a means of stimulating the men during
working hours. Emplovers havc found, after a
very careful examination, that through the use of
tlie talking machine therc has been an increased
labor output of from 10 to 15 per cent. Whether
this is due entirely to the “taiker” or the will-
ingness of tite men to render greater value in

dealer’s line and suitable holiday presents that
can be chosen from it.

Yet another dealer has conceived the unique
plan of sending onut postal cards bearing a re-
turn portion. A cordial invitation is extended
to the reeipient to visit the store and listen to
the latest records, particularly those suitable for
the holidays, and examine the machines. On one
side of the card the prices of the various styles
of machines are printed. Those who cannot or
do not eare to visit the store are requested to
mark the style of machine the price of which
suits them, and upon the return of the postal the
dcaler sends an assistant to the house with a
sample of the machine indicated and a liberal
supply of late records. In two weeks in Decem-
ber, last year, the dealer sold machines to seven-
teen of twenty-two prospects before whom the
machines were demonstrated in their homes.

These are only a few of the schemes that have
been, or are to be, adopted by as niany dealers.
There are many more that could profitably be
adopted by other dealers. Try to be original,
for it is a feature that will win success for even
a really weak proposition. Work out an idea
that is new to your town and drive it home.
With over a month to get holiday business in
every dealer should plan to get, and succeed in
getting, his full share. The idea of the turtle be-
ing slow but “getting there just the same” doesn’t
hold in business to-day; it’s the rabbit, who gets
away jumping and ends up with a rush, who gets
the backing and wins the money. Don’t be the
turtle.

the way of work than was heretofore the case
is a question. Suffice it that the talking ma-
chine is filling the dual réole of affording pleas-
ure and of enabling the men to do work, and
niore of it, in pleasing environment. One of the
latest concerns to test the value of the talking
machine is a large printing plant in Chicago,
where, despite all the noise and apparent confu-
sion necessary to the production of publications,
it was found that hands moved more quickly
over the eases and feeders fed the presses faster
when the rccord of a stirring, lively piece of
music was on the machine. All this goes to
show that music, particularly through the me-
dium of the talking 1nachine, is a necessity in the
factory as it is in the home.

THE TALKING MACHINE'S HELPMATE

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 Album & Card Co., Inc.

NEW YORK

23-25 Lispenard Street
A. W. CHAMBERLAIN, New England Factory Representative, 26 Broad St, Boston, Mass.

Samples submitted upon request

Our special set, with complete set of

Yet the price

CHICAGO
415-.417 S. Jefferson Street
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Victrola VI, $35
Mahogany or oak

Supreme as a musical mstrument,
the Victrola naturally stands supreme
as a business proposition.

Victrola IX, $75
Mahogany or oak

kil

The success of Victor retailers fol-
lows Victor supremacy as a matter of
course,

D 1 e e i L s Ve L Ve e L e 1 T VY L e e Vi

el

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

Warning: The use of the word Victrola upon or in the promotion or sale of any
other Talking Machine or Phonograph products is misleading and illegal.
Important Notice. Victor Records and Victor Machines are scientifically co-ordinated
and synchronized in the processes of manufacture, and should be
used together to secure a perfect reproduction.

Victor Wholesalers
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: Albany, N. Y.......Gately-Haire Co., Inc. Milwaukee, Wis..... Badger Talking Machine Co.
) Atlanta, Ga......... Elyea Talking Machine Co. | Minneapolis, Mlnn..Beckwith, O’Neill Co. .
* Phillips & Crew Piano Co. Mobile, Ala......... Wm. H. Reynalds Victrola No. 80, $100
Baltimore, Md...... Cohen & Hughes Newark, N. J....... Collings & Co Mahogany, oak or walnut
E. F. Droop & Sons Co. :

H. R. Eisenbrandt Sons, Inc. | New Haven, Conn.. The (I:Iortor.-Gallo-Creamer
0.

Birmingbam, Ala...Talking Machine Co. . . .
g N , La....Phil s .
Boston, Mass....... Oliver Ditson Co. oy R Tl fIC Sl

s : New York, N. Y....Blackman Talking Mach. Co.
The Eastern Talking Machine Emanuel Blout.

L e LIk et kel Il el

Co.
The M. Steinert & Sons Co. gh Bruno & Son, Inc.
o = . . arles II. Ditson & Co.
Brooklyn, N. Y..... American Talking Mach. Co. Knickerbocker Talking Ma-
G. T. Williams Co., Inc. chine Co., Inc.
Buffalo, N. Y....... Curtis N. Andrews Musical Instrument Sales Co.
Buﬁall? Talking Machine Co., l(\)'e\v YorIk Talking Mach. -Co.
c rmes, Inc.
Burlington, Vt...... Amcrican Phonograph Co. - . }Sleas E. Pearsall Co.
(13 Butte, Mont......... Orton Bros. TS DS N e e .
e Chicago, TIl......... Lyon & Healy. . X :
i ¢ g & T{e Rudolph Waurlitzer Co. Pe?rnn, m.......... Putr3am-Page Co., Inc. |
r i % . Chicago Talking Machine Co. | Philadelphia, Pa.. ..IC-Ol.lIlS I?uehn&Cg., Inc. z
] Cincinnati, O....... Ohio Talking Machine Co. - J. lleppe on.
The Rudolph Waurlitzer Co. ’I{gsncagieo gl::ép(grrésoten}n(éo. i
Cleveland, O........ The Cleveland Talking Ma- : The Talking Machine Co. |
chine Co. H. A. Weymann & Son, Inc. !
§ ’-__: The Eclipse Mu‘“c?l .Co. Pittsburgh, Pa...... W. F. Frederick Piano Co. !
I Columbus, O........ The Perry B. Whitsit Co. - C. C. Mellor Co., Ltd. !
Dallas, Tex......... Sanger Bros. Standard Talking Mach. Co. 4l
= Denver, Colo. ...... The Knight-Campbell Music | Portland, Me....... Cressey & Allen, Inc.
1 ,:_: Co. Portland, Ore....... Sherman, Clay & Co.
15 Des Moines, Ia...... Mickel Bros. Co. Ricbmond, Va...... The Corley Co., Inc.
:j Detroit, Mich....... Grinnell Bros. Rochester, N. Y.. ... E. J. Chapman,
b Elmira, N. Y....... Elmira Arms Co. Salt Lake City, U...The John Elliott Clark Co.
155 El Paso, Tex........ W. G. Walz Co. Sand Francisco, Cal..Sherman, Clay & Co.
E Honolulu, T. H..... Bergstrom Music Co., Ltd. Seattle, Wasb....... Sherman, Clay & Co.
_E'—‘ ITouston, Tex......, The Talking Machine Co. of Spokane, Wash..... Sherman, Clay & Co. =
F {or 2SI i St, Louis, Mo....... Koerher-Brenner Music Co.
g Indianapolis, Ind...Stewart Talking Machine Co. | g, Paul, Minn...... \V. J. Dyer & Bro. Victrola No. 120, $275
i Jacksonville, Fla....Florida Talking Machine Co. Syracuse, N. Y W. D. Andrews Co Victrola No. 120, electric, $337.50
e . ! ¢ %, 0 W 1ae . D. 1 i . ; i
T Kansas City, Mo....]l. \Y,b. Jenkins Sons Music | yoledo, 0........... The él("oledo Talking Machine Mahogany or oak
= The Schmelzer Co. .
o i i -
{w Los Angeles, Cal....Sherman, Clay & Co. Washington, D. C.. .g?h}g‘n Srolc}:gst:eéons .
.% Memphis, Tenn..... 0. K. Houck Piano Co. Rogers & Fischer

muiéuhmm

Victor Talking Machine Co.

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

“HIS MASTERS VOICE

REG. U.5. PAT OFF.
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The successful talking machine salesman must
have a thorough knowledge of the product he
sclls. To secure a permanent trade he ~must
have faith in what he sells, and the ability to
talk convincingly is another asset. But of what
vaiue are these if the greatest possibility of in-
creasing sales is overlooked?

There are many failures in the talking ma-
ckine industry due directly to neglecting this
possibility—that of knowing human nature. Take
a dozen of the many factors that successful men
say were the foundations of their success, and
you: will find that behind all the other con-
tributory factors was the fundamental one of
krowing human rature. For of what value is
a good sales talk if you do not know how to
apply it to the particular needs of the customer
before you?

Talking machine salesfolk have one outstand-
ing fault: They fail to size up the customer,
and treat everybody the same, as though they
were as mechanical as the reproducing ap-
paratus the prospective customer is interested in.

And this seems the more remarkable when we
consider the music buyers embrace every' type
of humanity. Indeed, with the possible excep-
tionn of the newspaper correspondent, the talk-
ing machine salesman has the finest opportunity
to study human nature.

Perhaps you think, “Oh, what’s the use?” If
you really want to be a success you will do
well to study the people who come into your
shop, for successful attainment 1s coming to
mean helping humanity, and your task is much
casier if you know something of the emotions
of the person you are trying to help.

No two persons are alike, but there are

“types,"

a particular phase of music, such as the classical
enthusiast, the wiolin specialist,
wait snappy dance music. Everybody lkas musi-
ca) preferences, and in too many cases the sales-
man tries to force his own on the customer, or
eise lends undue emphasis to.the merits of over-
stocked goods, when somethmg else would do
the customer more- good.

if you are making a sincere effort to know
huiman nature, and are discouraged at slow

e

A Good Sales Talk Is
of Little Value if the
Salesman Cannot Ap-
ply It to the Particular
Needs of the Customer

S

progress, remember this: human nature is the
broadest subject there is, and those who know
the emotions of their fellow men fought through
greater difficulties than those you are facing,
for you have advantages they didn’t have. And
kecep on studying human nature!

There are no fixed methods of study for those
who would know niore about life. Patience, try-
ing to imagine yourself in the other fellow’s

.or those who.
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The Importance of Knowing Human Nature

in the Selling of Talking Machines s, c MiGregor
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groups of persons who are interested in -

place—these 2re two phases of the art of pull-
ing heartstrings, for that is what lies within the
power of those who know human nature. Some
do ‘it with music, others with paintings, or
stories, or books.

Music invariably stirs the emotions, and if
you are observing you will gradually become

able to anticipate the wants of the prospective

customer. That is worth while, for the cus-
tomer may ask for “anv good music.” If you
can suggest something that appeals to him, then
you have made a good impression, and for that
reason are more apt to get his future trade.
Titen, too, you may be able to suggest music
that the customer would like but that he has
never heard, for a great many music buyers are
not familiar with the names in the catalogs.

TURNS DOOR INTO SHOW WINDOW

Cleveland Merchant Gives Idea for Talking
Machine Men With Small Display Space

The new answer to the ancient riddle is that
a door is not a door when it is a show window.
Ewvery bit of display space counts, and a Clewve-
land merchant 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 adopt-
ing this device lettering on the window must be
placed sufficiently high not to interfere with the
display. Think of what this added space means
to the small shop with a very meager frontage!
The nowvelty of the arrangement has attracted
the favorable attention of many people to this
ingenious merchant’s store.

the 127 size.

Boston Representative

L. W. HOUGH, 20 Sudbury St.

636-638 Broadway

PEERLESS DE LUXE—
An Exceptional Album for Your Best Christmas Record Trade

This year records will be mighty popular for expression of the Holiday sentiments, but
—unlike the past—there will be this superb album to present them in—

PEERLESS DE LUXE.

Beautifully bound in two-tone Spanish Mission.
Inside covers lined with genuine moire silk, the metal
binding gold-plated.

Covers are gold-finished bevel edged.

The record leaves are of excellent quality, satin
finish, envelope stock.

It 1s a gift that will outrank all others this season
and indicate to your trade that you respect their demand
for quality and rare things.

PEERLESS DE LUXE is an album you retail at $+ for the 10” size and $5 for

Regular talking machine discounts allowed.
Get your orders to (lﬁ at once. Wire at our expense.

Peerless Album Company

Phil Ravis, Pres.

New York City

== San Francisco Representative

WALTER S GRAY CO., 942 Market St.
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i1s universally acknowledged
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Victrola VIII, $50 1 . ' . .
oak The Victrola has time and time

again demonstrated its supremacy mn
the great things 1t has actually accom--

plished.

It 1s easy for every Victor retailer to
: reap the advantages that come with
e == 1 such supremacy.
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‘“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.

—aror

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

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

———
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Victrola No. 90, $125

Mahogany, oak or walnut
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Victrola No. 100, $150; Victrola No. 110, $225 Victrola No 120, $275 Victrola No, 130, $350
Mahogany, oak or walnut Mahogany, oak or walnut Victrola No. 120, electric, $337.50 Victrola No. 130, electric, $415
' ’ Mahogany or oak Mahogany or oak
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I BUSINESS DEVELOPMENTS AND PROSPECTS

HERE is evident in the trade a much better feeling in the matter

of business growth and business prospects. As the month of
October passed by and gave way to November—marking the approach
of the Winter season—there came reports from practically every sec-
tion of the country of a decided improvement in sales percentage,
with an indication that normal trade is to be expected in a compara-
tively short time. By normal trade is meant trade of a volume
that should be regarded as standard, and not the great rush of busi-
ness to which this trade and others have been accustomed during the
period immediately following the war.

The reports make it evident, too, that real business is coming
to those dealers who have been consistent in their development of
seling and advertising campaigns. As an executive of a leading
talking machine company recently stated in one of his sales letters,
“a hen does not stop scratching when worms are scarce,” and the
retailers who followed the lead of the humble hen and kept on
scratching have found sufficient sales here and there even at the
worst of the season to make a fairly acceptable total.

HOW THE WHOLESALER HELPS THE DEALER

IN the talking machine trade, at least. the term “jobber,” as applied
1 to the individual or concern who buys from the factory and in turn
sells to the dealer, 1s in a sense a misnomer, in that it doesn't cover
his scope as thoroughly as it should and fails to give a proper idea of
his usefulness and general helpfulness.

According to Webster a “"jobber” is a middleman, and so far as
it goes that title covers the wholesaler or distributor of talking
machines. It happens. however, that the talking machine wholesaler
does not at the present day confine himself to the buying and selling
of merchandise, but engages in thc much broader work of seeing to
it that the products he distributes are merchandised at retail in the
proper manner ; that the dealer is kept advised of new methods and
of new productions; that his stock is of the right sort and properly
diversified ; that the publicity supplied to the dealer and used by him
has the right pulling power and is used to the best advantage, and
altogether that the selling of talking machines at retail is carried on
most efficiently in the interests of both the dealer and manufacturer.

The day of the so-called jobber who simply received the goods
from the factory. reshipped them to the dealer and then took his

profit is past and we now find that the wholesalers of talking
machines maintain at their own expense well-trained staffs of repre-
sentatives who are in constant contact with the dealers, prepared to
give advice and assistance needed at the moment. Many of the
wholesalers, too, have established educational departments under
competent management to develop the use of talking machines in
schools, showing the dealer how to get good school business and to
train his salespeople to know and to preach good music. Being inter-
ested in the final sale of the goods, the wholesalers not only keep
contact with dealers, but in many instances operate salesmanship
schools for the retailers and their assistants, and bring those same
retailers together for frequent conferences where vital business sub-
jects of the day can be discussed.

All this means a substantial expense for the wholesaler, both in
money and energy, but it is not unselfish expense because, through
aiding and educating the retailer and the members of his staff, retail
sales are stimulated to a tremendous degree, a fact reflected in the
greater volume of business that comes to the wholesaler.

The thought to be impressed upon the retail trade is the tremen-
dous opportunities that are given the live dealer to profit hy the
publicity of the manufacturer and particularly by the personal advice
and help, as well as the educational facilities, offered by the whole-
saler direct.

The policy of following the product from the manufacturer to
the home of the ultimate purchaser is not a new one with a number of
manufacturers, but for the majority of wholesalers themselves to
develop expensive organizations that are efficient, practical and alto-
gether helpful to the retailer, and which extend their efforts through
the dealer’s entire store and almost into the home itself, is a situation
that comes close to being unique.

Tt is a system that has proved its effectiveness, not only in encour-
aging the active dealer to greater efforts, which results in a greater
demand for both the wholesaler and the manufacturer, but also in
stimulating the inactive dealer to display a proper amount of sales
effort in taking care of the territory allotted to him.

l MUSICAL SEASON SHOULD INTEREST DEALERS

HE musical season just opened will be notable because of the

great number of singers and instrumentalists of national and in-
ternational reputation who will be heard throughout the country. The
names that have already been announced by the various musical man-
agers are among those to conjure with in the musical world, several
European celebrities coming to America for the first time in many
years. Most of these artists are known and appreciated not alone by
their concert and recital patrons, but by thousands, nay. millions of
people who have become acquainted with them through the medium
of talking machine records.

The musical season should prove of direct interest and benefit
to the talking machine merchant who sees to it that the musical events
in his locality are properly heralded before the public by means of
advertising and window displays, so that his identity with the musical
activities is clearly established. If the artist is connected in one way
or another with some of the products he is selling so much the better
for his publicity, but the fact alone that the artist by presenting music
in its best form is helping the maintenance and development of his
musical instruments is a matter of paramount importance.

Talking machine dealers should realize that the support of high-

class concerts and recitals represents music advancement work of the -

best sort, and it is the work 1n which the local retailer can assist
directly. The stimulation of interest in music means a demand for
musical instruments that make music, and it is on that interest that
the music industry has been built. and upon which it will thrive.
Among the family of musical instruments the talking machine is prov-
ing to be one of the greatest developers of musical knowledge, and
as the leading singers. pianists and violinists are represented on the
records dealers handling these products should make it their duty to
keep in close touch with musical affairs in their locality and emphasize
the importance and value of the talking machine and the records
which accompany it.

There are endless possibilities for the dealer in developing pros-
pects through an intelligent study of ways and means of capitalizing_
the appearance of these artists in local concerts. Every member ot
the audience attending these affairs is a “sure-fire” prospect—a pros-
pect that will be steady and not transient—because once the lovers of
good music realize that they can actually duplicate in their own
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homes the wonderful voices of the singers or the skill of the violinist,
‘cellist, or pianist which they listen to in person they are certain to
broaden their acquaintanceship with the dealer’s record departiment.

I CONCENTRATING ON HOLIDAY BUSINESS

ITHIN a very few weeks after this issue of The World is in

the hands of its readers Christmas will have come and talking
machine dealers will be figuring on the so-called holiday business
which runs from September until the peak on Christmas eve.

It is doubtful if there are any other products subject to a vear-
round demand that find a place on so many family Christinas lists as
talking machines and records. There are probably several reasons
for this. The first and chief reason, perhaps, is that, moved by the
spirit of Christmas, the average individual is inclined to spend money
more freely than at other times and justifies the expenditures by the
season. Another reason is that music from time immemorial has
plaved a definite part in this great holiday celebration and then talk-
ing machines, particularly records, make gifts of permanent useful-
ness which are not beyond the pocketbook of the average gift-giver.

That the ordinary individual at Christmas time is moved by the
impulse to invest in a talking machine, or to enjoy music or to make a
suitable gift, should not be sufficient for the talking machine dealer
whose business it is.to see that the prospect not only is moved by the
impulse but obeyvs it. The talking machine has developed to a popu-
larity point where to-day the problem of the retail distributor is not
that of persuading the prospect of the desirability of the product, but
rather of convincing him of the wisdom of purchasing now.

The coming of the Christmas season provides a multitude of
arguments for prompt buying, and the gathering together and presen-
tation of these arguments at a time when they will do the most good
should be the object of the live dealer for the next few weeks at least.

There have been, of course, the usual number of prophecies
regarding the holiday business. \With some it promises to bheat
records. With others it will measure up to last year’s standard. But
the prophecies for good business are going to be horne out only to
those who do not confine themselves to the beaten paths in going after
business, but who work out new ideas of their own and take the
fullest advantage of the psychological moment for putting talking
machines and records into homes that might otherwise remain un-
supplied for months to come.

‘ MAKING RECORD RELEASES BETTER KNOWN

HE increasing number of daily newspapers devoting regular

departments to a discussion of fthe current record releases, giving
to their readers first-hand information regarding the particular fea-
tures of the various records and listing them carefully by make and
number, emphasizes anew the important public position held by the
talking machine, for the big dailies are devoting tvpe space only to
matters that will interest a substantial number of readers.

Talking machine dealers should encourage and support the daily

papers in the carrying on of this record review, for it is calcu'ated
to revert directly to their benefit and reach prospects who might
otherwise remain hidden indefinitely. There are, of course, many
prospective record purchasers who follow up the new monthly lists
of their own initiative and still a great many others who respond to
the publicity matter sent out by the dealer. But there are undoubt-
edly many thousands who will respond to the newspaper review more
quickly than to any other suggestion. It may be that at the moment
they- are not interested in records, but, reading the analysis in the
course of their regular perusal of the newspapers, take time to go
into some of the details and are moved by descriptive matter to
purchase some of the records featured.

Regardless of the direct effect of publicity there is no doubt of
the indirect effect of keeping before the public at regular intervals
mnatter relating to talking machines and records and thereby building
up a more general understanding of the wealth of music that is
offered in record form.

l MAINTENANCE OF SOUND CREDIT POLICIES

MAR KHAYYAM in his inimitable book of verse is responsible

for the advice to take the cash and let the credit go. but the prog-
ress of business has forced Omar’s advice into the discard just as pro-
hibition has eliminated his favorite tipple. Credit to-day is recognized
as the foundation of business and the chief means for trade develop-
ment, but 1t happens that although credit is a good thing when used
properly it has many disadvantages when abused. And during the
period of inflation that has just passed by there is no question but that
credit was abused.

In looking over the general business situation in other fields of
industry, there is ground for congratulating the talking machine trade
upon the manner in which the financial house has been kept in order.
There have been credit abuses in this trade, but the percentage has
been comparatively small in view of the extent and scope of the
industry. With the established houses the matter of credits has been
kept under such careful control that the basis of credit is accepted as
a condition upon which all business calculations must be based.

The result of this has been the solidifying of the industry. It
has discouraged over-expansion, has stimulated selling effort along
lealthy lines and in other directions has tended to keep things moving
when under other conditions they might have remained dormnant tem-
porarily. The financial disasters that have overtaken some of the
concerns in the industry during the period of reconstruction have
emphasized rather than belittled this credit soundness, for these fail-
ures have been so few and far between as to attract attention from
that fact alone.

It is to be hoped that in the period which is to come the sound
credit policies of the trade will be maintained and that, where the
occasion arises when it is deemed advisable to go beyond the hard-and-
fast credit rules that have ohtained, the method adopted will combine
cautiousness with leniency.

NEW TELEPHONE NUMBER
FITZROY 3271—3272—3273

THANKSGIVING

The Victor retailer, who is and has been exclusively
Victor, has undoubtedly much to be thankful for on
this prescribed day.

ORMES, Inc.

15 West 37th Street

Wholesale Exclusively
New York
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: of the new Gennett Dance Records is giving lovers of the dance a new delight. And Gennett vocal
i and instrumental selections, too, breathe the very life and soul of the artist. H
: i
E SELECTIONS FROM THE NEW NOVEMBER LIST H
\J,E_ HONOLULU HONEY (Weslyn-Applefield-Oyson), 4 ROSY CHEEKS (Saquires)—Fox-trot, N 5
5_: 4792{ o AWAIIANH(?"RE‘ OSF[IaM“.INAEc. '};lawa)iian orch, 7;2 Hazay Natzy and His Biltmore Orch. s‘:
N SWEET H | erry), . o S s
"3 Hart & Shaw, Acc.(Hawailan Orch. WHY. OEAR (Cohen)—Spanish Chant, b
H \ . CARMEN OHI0 (Cornell)—Spanish Chant, H
H REMEMBER THE ROSE (Intro.: '*Always'’) (Simons- 10045 Criterion Male Quartette, Unacc. H
s 4770 Kroll)—Fox-trot ......... ...Merry Melody Men 1.00) OHI0O AND ACROSS THE FIELD, s
H .75 ) ALL BY MYSELF (Berlin)—Fox-trot, Criterion Male Quartette, Band Acec. s
H Merry Melody Men . . =
: SYqub IL;P! STANO UP FOR JESUS (Ouffield- H
N - E ke- ley)—Fox- eibel), NI
W 4771 { SECONO-HANO ROSE (Clarke-Han 'y\)/aan;s"g&amm |oogg Criterion Male Quartette. Acc. Brass Quintette MW
JE 757 ma {Conrad)—Fox-trot ............. Van Eps Quartette : WHEN THE ROLL 1S CALLED UP YONOER (Black). N
H Criterion Male Quartette, Acc. Brass Quintette £
H WHEN THE HONEYMOON WAS OVER (Fisher), MARCHING THROUGH GEORGIA, H
H 4772 Sam Ash, Tenor. with Orch. Acc. 10048 Criterion Male Quartette, Acc. by Band 1
H .75 TUCK ME TO SLEEP_(Lewis-Young-Meyer), .90 | PATRIOTIC MEOLEY, H
g Sam Ash, Tenor. with Orch. Acc. Criterion Male Quartette, Acc. by Band E
ME - 3 . M\E
E:; THE STARR PIANO COMPANY, Richmond, Indiana A
é NEW YORK CHICAGO LOS ANGELES BIRMINGHAM DETROIT CINCINNATI E
H CLEVELAND INOIANAPOLIS LONOON. CANAOA :
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There has been so much said and written re-
garding modern efficiency in letter writing, and
particularly the effectiveness of well-thought-
out form letters, that there is a tendeney in some
aguarters to overlook the result-producing char-
aeter of a personal letter designed to make a
definite appeal to a particular individual and
on a speeial product. With monthly reeord
lists and an abundance of excellent sales-pro-
ducing literature to cireulate talking machine
dealers are of necessity largely dependent upon
their mailing list to keep in eontact with cus-
tomers and prospective eustomers. With a large
miailing list to look after the dealer is prac-
tically forced to resort to the form letter to
plaece his arguments before customers and pros-
peets and in a majority of eases finds these form
letters produce sufficient results to justify their
use.

It happens, however, that in many cases a
form letter does not n:ake the desired impression
upon the recipient In the first place the aver-
age man, especially if he is engaged in busi-
ness, gets numbers of form letters of various
sorts every day and is inelined either to pass
them by with a eursory glanee or throw them
into the waste basket, in the belief that they
simply represent advertising matter. The ‘en-
elosure of a reeord supplement or other litera-
ture will, of eourse, serve to attract speeial at-
tention if the reeipient is really interested in his
machine, but it frequently happens that the
talking machine owner is of the type that does
not respond to a general appeal. In this case
the personal letter answers the question.

It is nothing unusual nowadays for the live
dealer to maintain a eard file of his customers,
the eard giving not only information regarding
their eredit standing, ete., but details about pre-
vious record purchases and facts relative to the
niusical taste displayed by the customers. These
card files are designed primarily for the use of
salesmen who believe in personal serviee and
seek to keep the permanent patronage of cus-
tomers through their evident familiarity with
their requirements. It likewise happens that
dealers generally earry a eard index for the pur-
pose of recording requests for records that ean-
not be filled at the moment, although sueh a
list is not so large or, in faet, so necessary as
it was.

1t is a mighty good thing to continue, espe-
cially in cases where the dealer does not earry
a large general stock. Both these card lists
can be used in conjunction most effectively in
providing an excuse for writing a personal let-
ter to the customer. If the record ecomes in
for which he has made inquiry it is but natural
to write a letter—not simply a business eard—
advising him of the fact and suggesting that
he call and purchase it. The writing of the
letter also affords the opportunity for bringing
to the customer’s attention other records which
have just been received, partieularly those in
the latest lists that, judging from his previous
purehases and the musical taste he has evidenced,
should be interesting to him.

It may be that the customer has persevered in
liis original request for a speeial record and
does not purchase it when the dealer has man-
aged to get it in stocl;, but he is certainly going
to appreciate the courtesy of the dealer in
writing him and, as experience has proved, is
quite likely to drop in and buy one or two
other records, if only to show his appreciation of
that courtesy. In such a ease the personal let-
ter is absolutely necessary. S

One dealer during the-great record shortage
drafted an attractive form letter with space left
for the filling in of the customer’s name and
number, but the plan practieally fell flat. Al-

O O 0 00 s

The Value of the Really Personal Letter in
Solving Dealers’ Selling Problems : By Fred . Parson

S O .00 e

most anyone, even a record eustomer, likes to
feel that the matter upon whieh the dealer is
writing him is of sufficient importance to war-
rant the time and thought neeessary for the writ-
itg of a personal letter. One such letter is
worth a hundred form letters, for no matter how
carefully the latter are worded they must of
neeessity be of a general nature in order to
eover as wide a field as possible.

Another occasion for the use of a personal

G AR

Certain Cases inW hich
the Usual Form Letter
Does Not Secure the
Desired Results—Some
Reasons—T he Remedy

o

letter comes when, in going over his mailing list
and checking baek on the various purchases
made by those whose names are on that list, the
dealer finds that a former good customer has
not been buying at the usual rate during the
past few months. This is the time when the
dealer is called upon to remind the customer of
former substantial purchases and suggest that a
visit be made to the store in order to select from
the list of newer records that are in keeping with

=

SEND FOR YOUR
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those already bought. This requires the com-
piling of special record lists and takes time and
thought. The effort is worth while and the
direct appeal brings back into line a good patron.

Above all the personal letter must be courte
ous and well written. There has been a ten-
dency for some time past to inject what is
termed “pep” in correspondence—the adoption
of the “hail-fellow-well-met” form of expres-
sion—a display of familiarity in addressing a
customer. This form may be all right for a
warm, personal friend, but no matter how cordial
the eustomer may be when he meets the dealer
on visiting his establishment he invariably re-
mands that he be addressed respectfully in his
ecorrespondence. Language that will provoke a
laugh when used in the eourse of direct conver-
sation often appears downright uncivil, if not
offensive, when presented in the form of the
printed word. The grin, or sparkle of the eye,
that goes with a smart bit of repartee when
offered in person is lacking in a letter. It is
quite possible, too, to have the letter original
in charaeter and bright and snappy, while still
keeping within the bounds of eivility.

FAIRFIELD NEW SONORA SALESMAN

Omana, NEp, November 2—J. A. Fairfield has
joined the forces of the Lee-Coit-Andreesen
Hardware Co., of this eity, as traveling sales-
n:an for the Sounora phonograph and Okeh ree-
ords. Mr. Fairfield is well known in the trade,
having traveled over twentv-five years selling
pianos and phonographs. He is also a com-
poser of note.

SAMPLE T0-DAY

“MI1S MASTER'S VOICE"
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Myr. Victor Retailer—

N Rl
Malireouz peat OPY

gy i

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.

Victor Wholesalers

138 West 124th St.

New York City
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Others Have—You Can Too

You can sell Grafonolas by
the carload. We know you
can because these Columbia
merchants have done it.

These photographs and
clippings tell their own story
of success—asuccessrepeated
time and again in all sections
of the country.

These merchants wanted
business, just as you do.

They went after business,

knowing it was there, with
courage and confidence.

What they have done you
can do.

" You have the “edge” on
them because all the exgpe-
rience they paid for in real
money is ready for you with-
out cost.

If you want real business,
big business, start after it
now. Write at once for the
complete plan.

COLUMBIA GRAPHOPHONE COMPANY, New York City

. Canadian Factory: Toronto

- ey 14

3 Botefuhrs R
/&' &_s_._____,. - - .
\& o ’ Y 3

m‘(l;_ R e e

f U
I

=]

L el
?P v weﬂlmsﬁmmq Is

= Flusical. !

Fil s w
=( =

===

! ‘ f o e
E . S

. —_— 2 ANGY =

o m— fui—

D




I NoveMBER 15, 1921 THE TALKING MACHINE WORLD 13

-~ Columbia Grafonolas

Above—Carload Sale Parade staged by the W. S, Hall
Furniture Company, Knoxville, Tenn. Center—The
Hall Company’s publicity. Across Page, Below—
Seven solid truckloads of Grafonolas for Botefuhr's,
Pittsburg, Kansas. Extreme Left— Botefuhr's pub-
licity. Left Center—Advertisement of Jesse French
& Sons Piano Company, Montgomery, Alabama.
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FUNDAMENTALS OF SALESMANSHIP

Wm. Maxwell Gives Some “Pointers” on Closing
a Sale That Are Distinctly Interesting

Discussing the fundamentals of salesmanship
before a recent meeting of the Representatives’
Club, of New York, Wm. Maxwell, first vice-
president of Thos. A. Edison, Inc., covered this
subject in his usually interesting and compre-
hensive way. His address, sumimarized, follows:

Salesmanship is one of the few callings in life
that are not rich with traditions. It has really but
one tradition: “Salesimen are born and not made.”
This idea, persisting as strong as ever to-day, has
prevented salesmen from learning the funda-
mentals of their calling from other salesmen.
After describing the various phases of a sale, he
remarked that the salesman who has been prop-
erly grounded does not work his closing of sale
with the thought of obtaining a straight “yes,”
but rather that he so guides the closing that it
becomes impossible or embarrassing for the pros-
pect to say “no.”

In dealing particularly with salesmen of adver-
tising as an illustration of a nced for more funda-
niental training he declared that from his experi-
ence as a buyer of advertising he could say that
such salesmen present too much evidence for
their proposition. The superabundance of argu-

ment tends to bewilder the prospective advertlser.

He referred to the indorsement given ad-
vertising by. the Committee on Emergency Meas-
ures by Manufacturers of the National Confer-
ence on Unemployment, appointed by President
Harding. This semi-official indorsement of ad-
vertising as a service, he declared, will be in-
stantly grasped by the salesman who understands
the fundamentals of his calling as a means of
showing the non-advertiser, in a new way, the
reason why he should advertise.

OPENS VERY ARTISTIC QUARTERS

Alec Robinton recently held a formal opening
of his new studio quarters at 22 Otsego street,
Ilion, N. Y. Representatives of the Brunswick
and Starr phonograph companies and other con-
cerns were present, and a number of prominent
vocalists participated in the concert which
formed an interesting feature of the event.
There were souvenirs for the general public and
congratulations galore on the very artistic quar-
ters arranged by Mr. Robinton. Apart from his
very handsome store there is a concert hall,
studio and workroom, all of which are ideally
appointed, which received praise from the large
crowd in attendance. A complete line of Bruns-
wick and Starr phonographs as well as a large
record library offer a wide selection to customers.

AN IDEA FOR A WINDOW DISPLAY

How Interest in Record Sales May Be Stimu-
lated by Use of an Original Suggestion

The following may be a good idea for a win-
dow display to show the public the relative
selling popularity of various new releases of
popular records:

Arrange the floor of your window to resemble
an automobile race track and on this place three
or four miniature automobiles with names and
numbers to correspond with certain popular rec-
ords, the sale of which you wish to promote.
Give a position in the race to each car which will
correspond with the sales volume of that particu-
lar record and then insert in front of the window
a bulletin explaining that this race indicates the
relative popularity in your city of the different
selections assigned to the several cars.

MEET MISS GOLDMAN!

David Goldman, auditor of the General Phono-
graph Corp., New York, is receiving the congratu-
lations of his friends in the trade upon the ar-
rival at his home the other day of a baby girl,
who has been christened Selma Rita. In ac-
knowledgment of these congratulations Mr.
Goldman states that his baby girl is “Okeh.”

How many talking machines will You
deliver this Winter?

A diagnosis of the talking machine trade shows that it is

Certain localities show better sales than
Certain establishments, in particular cities,
show far greater increase of sales than other establish-

“spotty.”’
others.

ments in the same city.

Is your establishment going to be one of the bright spots
The manner in which you
handle your sales promotion is a large factor in increas-

or dull spots this scason?

ing your sales.

The class that does a good business will be handling
reputable merchandise, and selling it by every conceiv-
able, practical method of sales promotion, not the least
important of which will be advertising.

By actual test of several hundred merchants like your-

self in their respective newspapers, we have established
the fact that talking machines and records can be suc-
cessfully advertised with smaller space than most stores
are now using, and that by increasing the variety of

appeal, by dovetailing your window display and direct

sales to vour store,

letters.

adler f/ze auispices of

T TALKING
==] M-A CHINE->
=) WORLD -~

mail efforts with vour newspaper advertising, and by
being brief and to the point, a small appropriation can
be made to bring a substantial volume of people and

Our Service includes such an advertising campaign, In
conjunction with the proper window dlsplays and form
Our Service will help you to economize in your
sales promotion effort, and at the same time make you a
bright spot in your locality.

Write for particulars.
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RECORD{NGS OF HiIGH NOTES

Compilation of Recordings Shows the Attain-
ment of a Perfect Harmonic “G”

In a recent letter sent by E. F. Droop & Sons
Co.; Victor wholesaler, \Washington, D. C., to
its dealers some interesting facts which are
not as generally known as they should be are
presented. These data should serve excellently
for the salesman in conveying to customers im-
portant facts regarding some of the remarkable
recordings in the Victor catalog.

The following series of accomplishments in
the perfect recording of not only high "“C,” but
of even higher notes on the Victor records, are
given:

“In 1904 Sembrich recorded "a perfect high
C’ in Victor record No. 96200 (Lucia—Chi mi
frena).

“In 1905 Tetrazzini recorded a perfect high
‘D’ flat in Victor record No. 96201 (Lucia—Sex-
tctte). Sembrich also recorded this high note
in fecord No. 96001 (Rigoletto Quartet).

“In 1911 Tetrazzini recorded a perfect high
E’ flat in Victor record No. 88296 (Mignon—
Poionaise). Garrison also recorded this note
in record No. 64811 (Vous dansez, Marquise—
Marchioness, Your Dancing). High ‘E’ flat is
also recorded in record No. 74509 (Lucia—Mad
Scene, by Galli-Curci).

“In 1917 Galli-Curci recorded a perfect high
‘E’ (1) in Victor record No. 74510 (Lakme—
Bell Song).

“In 1915 Kreisler in Victor record No. 64503
(and also Heifetz in record No. 64823) recorded
a perfect harmonic ‘G".

“Harmonic ‘G’ is nine tones higher than
Galli-Curci's high ‘E,” which is an unusual mark
even for high sopranos—and eleven tones higher
than the much-advertised and encore-producing
high *C".”

It is worth remembering: It is not when you
know how to do a thing that you get results; it
1s when you do it.

HARLAN AND COLLINS IN CONCERF

Noted Recording Artists Featured in Ohio in
Connection With the New Edison

Youncstown, O., November 3.—Harlan and Col-
lins, noted recording artists, have won many
friends in eastern Ohio, where thcy have been
appearing undcr auspices of local Edison dealers
in concerts. Fostered by the Homer Williams
Co., the two artists appeared hcre on October 19
in the Masonic Temple, where they pleased a
large audience of music lovers by comparing
their singing with its re-creation by the New
Edison phonograph, in addition to rendering sev-
eral groups of songs on their regular program,

Later they appeared in New Philadelphia, O.,
under the direction of George E. Buss, local
distributor, at the Union Opera House, repeat-
ing their former success.

Large crowds have been greeting the artists in

-every- city where they have appeared. A score

of other castern Ohio cities will be visited before
the two artists leave this, territory.

ANOTHER TRIBUTE TO CARUSO

In The Voice of the Victor for October
there is published an claborate tribute to the late
Enrico Caruso and there is reproduced on a
special page,one of the latest portraits of that
noted artist. The tribute is admirably written
in a broad vein, showing the scope of the man
and his art, and little reference is made to Caru-

so’s work in the matter of records.

N. E. MILLER HANDLES VOCALION

Danvers, Mass.;
Co., popular local music house, was recently
appointed the agent in this vicinity for the
Vocalion and the Vocalion records. The com-
pany is planning an aggressive campaign for the
sale of these instruments in its territory and, in
addition to advertising in the local papers, will
circularize its prospects.

November 5—The N. E. Miller-

- is expected to continue throughout the year.

15
REACHING THE SLOW CUSTOMER

How Best to Plan Means of Stimulation—Sales-
man’s Personal Letter Effective

When a customer doesn’t appear on the scene
or order anything for some time it is a good
plan to write him a personal letter. Onc con-
cern holds a monthly mecting of its sales force
at which buyer absentecs are the chicf topic of
discussion. The possible reasons for each regu-
lar customer’s continued absencc are noted, and
the salesman thought best able to deal with the
customer is commissioned to write him a per-
sonal letter. This concern uses no form letters
so that each letter is specially adapted to the in-
dividual customer. Another concern, doing a
large credit business, maintains a card index,
which shows whether or not a customer has pur-
chased anything during the month. Refcrence to
this index at regular, frequent intervals enables
the sales force to follow up any regular cus
tomer who has not been buying for some time.
Form letters are used for this purpose, as thc
concern's business is too large to admit of pcr-
sonal letters in this case, but each letter is typed
and signed personally by the head of the firm.
As the typist knows the form verbatim, the typ-
ing process is accomplished in less time than one
would imagine. A slight error is made deliberately
to identify the personal character of the letter.

. BRILLIANTONES NEWLY ENVELOPED

The Brilliantone Steel Needle Co., New York
City, is now presenting Brilliantone dance needles
in an especially prepared paper envelope de-
scribed as “glassy.” The needles within are vis-
ible-and thc envelope at the same time protects
them from rust or other atmospheric effects.
The Brilliantone Steel Needle Co. reports that
the demand for its various needles is continuing
very strongly and that this exceptional demand
Oc-
tober has proved the biggest month of 1921 in
Brilliantone business.

=
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Howdy Neighbors!

Greeting to Ormes, Inc.,

Talking Machine Co.,

We welcome.two such old friends and
representative Victor Distributors as

next-door neighbors.

Your choice of location is ideal

for service to the dealer.

Ask any Pearsall Dealer, he will tell you

“Desire to Serve Plus Ability.”

and Blackman
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Announcing REDUCTIONS
of Commanding Importance

on EntireCheneyLine

(GHE Cheney Taiking 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.

CueNEY TALKING MAcCHINE CoMpPaNY, Chicago

Jh
CHENEY

©he MASTER INSTRUMENT
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The use of talking machine records for local
advertising purposes looks like a “new field
which should offer big possibilities to the retail
dealer. So far but very few records have been
niade for local advertising purposes—and yet,
why not?

Let's see what is meant by this proposition
and just how it might work.

Suppose in some city of a quarter-million or
so there is extremchy keen comipetition be-
tween the leading dealers in talking machines.
A new dealer starts up—John Smith, we'll call
him. He is faced by pretty discouraging condi-
tions. The other dealers are very firmly en-
trenched, they have the trade thoroughly lined
up, are progressive, alert and enterprising and
it looks as though Mr. Smith were going to have
1nighty hard sledding.

Mr. Smith, aftcr a few weeks of experience,
thinks so himself. But he isn’t of the stuff that
gives up easily and he looks around for some
novel method of putting himself and his store
cver quickly and in a big way. But how can he
do it? Advertise? Yes, but all the other stores
are advertising. There wouldn’t be anything
particularly new or novel or unusual in another
talking machine store advertising. Put out sales-
men? Yes, of course, hut he hasn’t any bulge
on his competition there—that’s what they’re all
doing.

\Vhat. then, can he possibly do to jolt the
ptblic into attention and make them flock to his
store for the purpose of buying talking ma-
chines and records?

After considering the proposition for some
time Mr. Smith turns to the talking machine
itself as the best way out. He gets in touch
with the foremost local musician, a man who
lias composed a number of instrumental selec-
tions which have made quite a hit locally,
fAthough they haven't done much outside this
particular city. He inakes a proposition to this
n:usician to give him more local publicity than
he has ever had before if he will give, free of
charge, the entire record rights to Mr. Smith of
his latest composition. Failing in this, as he is
quite apt to do, he pays the musician a small
sum for the use of his work. Mr. Simith tells
the musician just what he is going to do with
the piece and points out that it is entirely an
advertising and publicity scheme in which the

It
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How a New Talklng Machi
cessfully Put Over in Novel Way = sy . 1. witiams
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nwsician has just as much to gain as Smith
Liimself.

But wliat does Mr.
the music?

Listen. He makes a proposition to the com-
pany whose products he is handling that this
concern make a certain number of records of
this musician’s piece, having the concern’s regu-
lar orchestra do tbe playing. Smith guarantees
that he will sell enough ol the Tecords to pay
for their manufacture. The manufacturing con-
cern takes hirm up. The records are imade and
in due time they arrive at Mr. Smith’s place of
business.

And then what does Mr. Smith do with them?

First he embarks upon an ¢xtensive advertis-
ing camipeign. His first newspaper advertise-

Smuth intend to do with

1ient reads like this:
2

000 OO AT T (RS

THE FIRST LOCAL MUSICIAN'S WORK TO
BE REPRODUCED ON TALKING
MACHINE RECORDS!

Carlo Sebastian, the “ell known local musician,
has composed a new instrumental selection which is
a knock-out. It has been reproduced on talking
machine records by the Doitwell Talking Machine
Co. and the records are now here! They are priced
at $1.00 each.

Come to Smith’s talking machine store and hear
this first and only local musical record. You'll be
delighted by it—it is the sort of music you will long
remember, the sort of music that makes the dance
seem better. Then buy a record. Play it on your
own talking machine. Have it ready to play for any
visitors from out of town. Show strangers in our
city just what tlns city can do in a musical way.

Come in NOW and be among the first to hear
the first local talking machine record ever made.

THE JOIN SMITH PHONOGRAPH SHOP
44 Market Street

li

Following this initial announcement come
other ads, all playing heavily on the local pride
fcature of the proposition and urging every talk-
ing machine owner in the city to purchase one of
the records so they can demonstrate to neigh-
bors and to visitors just how good this promi-
nent local musician is.

But newspaper advertising is not the only
avenue of publicity which Smith adopts for the
purpose of calling attention to Sebastian’s rec-
ord and in this way attract attention also to his
shop.

He tells the local city editors of the news-
papers all about the affair. The fact that the
record is the first local musical record ever made
appeals tc the editors as being a good news

ine Store Was Suc-

I 0 0

story. They play the affair up in their nev
column, runaing picturcs of Sebastian and of
Smith. The affair is treated as a news ry of

real interest to everyone in the city, which is, of
course, exictiv what 1t is

Smith then takes the matter up with the supcr-
ir.tendent of schools. He gives to the superin-
tendent crrough records for all the machines i1
the schools, his only stipulation in making the gift
being that when the record is first played the
teachers tell the scholars that the record is the
work of Mr. Sebastian and emphasize that they
have becn made through Mr. Smith's enterprise.
Smiith points out that the playing of the record
in the schools may be made the excuse for
quizzing the scholars as to what they know
about local history and local achievements. The
superintendent, of course, willingly falls in with
the plan.

Next Smith induces the local bands to play
the selection upon every possible cccasion and
he features such playing in his newspaper ad-
vertising, calling attention to the fact that the
piece is growing in popularity and that it should
be in the home of everyone who enjoys good
nusic,

Next he staves a personal appearance of Mr.
Scbastian at the Smith store. He plays his piece
on the piano and the talking machine record is
then played. This affair creates more publicity,
attracts more attention and results in more peo-
ple becoming familiar with the Smith store.

As the result of all this enterprise, advertising
and publicity Mr. Smith's store is, in no time,
established as the leading and most alert “talker”
shop in the town. In fact, when people think
or talk about talking machines they think and
talk first about Smiith and his enterprise in put-
ting Sebastian’s piece on a record.

But how could any enterprising manufacturer
benefit by such a proposition? .

The answer is easy—by hooking himself up
with the affair in no unmistakable manner and by
promoting such enterprises among his dealers in
the larger cities. If the Doitwell concern, for
instance, makes it plainly evident that it is the
co-operation of this company in furthering all
good musical propositions which has made it
possible for this local achievement to come
about, then the local people will do more talk-

(Continued on page 18)

THE ECLIPSE MUSICAL CO.

Wholesale Only Cleveland, Ohio

e .

“HIS MASTER'S VOICE™
4 = REG.U.S.PAT.OFF.
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IMPORTANT TO THE TALKING MACHINE TRADE

Record Albums

Yes, Price is one point.

But so is Quality another point.

Quality and Price must be considered
together. “‘National Albums’’ are unsur-
passed and seldom equaled in Quality.

They give permanent satisfaction to the

user. Please your customers.

for price list.

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

Write us

THE PERFECT PLAN

PUTTING OVER NEW “TALKER” STORE

(Continued from page 17)

ing about the Doitwell machine and records than
aimost any other single thing could bring about.

And the very Dbest thing about the whole
proposition is that it would pay its own way.
Vith all the local pride which every city has
and with all the publicity svhich would be given
to such a uuique stunt, enrough records to pay
for the whole cest of manufacture and of the ad-
vertising could be sold without the lcast littla
trouble in the world.

C.J. COLLINS WITH REMINGTON CORP.

Joins Sales Staff in Metropolitan Territory Repre-
senting Phonographs and Olympic Records

E. H. Holmes, sales manager of the Reming-
ton Phonograph Corp., New York, has announced
the appointment of C. J. Collins to the sales staff
of the organization covering the metropolitan
district in the interest of both Remington phono-
graphs and Olympic records. Mr. Collins has
had long expérience in the talking machine field
and has a large circle of friends in the trade.

Talking machine dealers and salesmen should
bear in mind that it takes sixteen muscles to
make a smile and sixty-eight to make a frown.
Why work overtime?

STARR DEALERS VISIT PLANT

Representatives of the Starr Line of Pianos and
Phonograrhs Inspect Company’s Modern
Manufacturing Plant at Richmond, Ind.

Ricuyoxp, Ixp., October 31.—Nineteen Starr
piano, Starr phonograph and Gennett record
dealers from Pennsylvania and West Virginia
put in a full day at the plant of the Starr Piano
Co., in this city, during the month. The party,
wkhkich journeyed to Richmond from Pittsburgh
in a special car, was organized by H. C. Niles,
secretary-treasurer of the Starr Phonograph Co,,
Pittsburgh, and was for the purpose of better
acquainting the dealers with the great Starr in-
dustry of the Middle West.

Inspection of all departments of the Starr
plant was the 1eature of the day and the fact
thhiat every single part entering into Starr-made
pianos, player-pianos, Starr phonographs and
Gennett records is made complete in the Starr
riant was clcarly shown.

At noon lunch was served in Building No. 19 .

in the phonograph department, amid decorations
of flags, bunting, together with flowers, plants
aud boughs, tinged with the autumn colors, mak-
irg an effective setting for the lunch table. Sur-
rounding the table and extending half-way the
length of the great building were displays of the
entire line of Starr pianos—uprights, players and
grands—Starr phonographs, motors and acces-
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BOSTON ALBUMS ARE MADE RIGHT
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501-509 Plymouth Court

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.

sories, and many of the latest Gennett records.

A novel and interesting event of the afternoon
was the special making at the factory recording
laboratory of a record by the entire party. The
Starr Piano Co. now maintains a recording lab-
oratory at the plant, as well as in New York.
The record will later be presented as a souvenir
to each of those present and in addition to a
tzlk regarding the trip each person spoke his
name and business connection into the horn.

In the evening dinner was served, the main
feature of which was a whole roast pig, with all
the trimmings. Short speeches were made by
Jacob Schoenberger, of Lechner & Schoen-
berger, Pittsburgh, who told of his long con-
nection with the Starr Co. in selling its products;
A. G. Leonard, of the R. E. Stone Furniture
Co., McKeesport, Pa.; Harry Niles, of the Starr
Phonograph Co., Pittsburgh; Harry Gennett and
Fred Genneit, vice-president and secretary, re-
spectivcly, of the Starr Piano Co.

These making the trip enjoyved the day thor-
ouighly and were especially impressed with the
size and completeness of the Starr plant. “I
think everyone had a good time and enjoyed
the trip immensely,” said H. C. Niles, who was
formerly advertising manager of the Starr Piano
Co. The visitors were: Lester Stewart, the
Phonograph Shop, Homestead, Pa.; \W. C. Pifer,
Keyser, W. Va.; Clark Jones, Jones & Mc-
Millen, Beaver, Pa.; Jacob Schoenberger, Lech-
ncr & Schoenberger, Pittsburgh, Pa.; George
Minch, Minch &. Selzer Furn. & Und., Cora-
opolis, Pa.; \W. T. Parker, Vale Summit, Md.;
George H. Selzer, Minch & Selzer Furn. & Und,,
Coraopolis, Pa.; Harlan A. Horne, J. M. Hoff-
man Piano Co., Pittsburgh, Pa.; E. J. Michael,
E. J. Michael Piano Co., Pittsburgh, Pa.; A. K.
Smith, Punxsutawney, Pa.; L. M. Lytton, Bur-
gettstown, Pa.; Roy Veiock, Veiock Music Co.,
New Brighton, Pa.; A. G. Leonard, R. E. Stone
Furn. Co., Keyport, Pa.; R. E. Williams, R. E.
Williams Music Co., Greenville, Pa.; B. D. Mec-
Millen, Jones & McMillen, Beaver, Pa.; Andy
Tomasco, Blacklick, Pa.; H. H. Imhoff, Clarion,
Pa.; F. A. Stewart and H. C. Niles, Starr Phono-
graph Co., Pittsburgh, Pa.

THE BRUNSWICK AT HARDMAN HOUSE

Well-known ‘Phonograph Now Handled in Elab-
orate Department of Hardman, Peck & Co.

Hardman, Peck & Co., 433 Fifth avenue, New
York, announce that the Brunswick line of ma-
chines has been added to their talking machine
department. Several period models of the Bruns-
wick line will be on display on the main floor,
and on the fourth floor, which is devoted exclu-
sively to talking machines, a complete line of
Erunswick phonographs will be shown. :

Marie Morrisey, contralto and Edison artist,
has been giving a number of concerts through-
out New England, which have been loudly ac-
ciaimed by audiences and critics.
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Live Distributors

Phonograph Needle

is the time, Mr. Distributor, to Supply YOUR
DEALERS with

= <THE WORLD’S BEST”’

Write for Our |
1922 Prices
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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

OPENS NEW TALKING MACHINE SHOP

Drake & Monninger Co. Opens an Exclusive
Talking Machine Store in Sebring, O.

SeBriNGg, O., November 4—The Drake & Mon-
ninger Co., with stores in Canton, Alliance and
East Liverpool, has opened an exclusive talking
machine shop here in Fifteenth street. The
company specializes in household furnishings, but
the local store, according to George Drake, man-
ager, will be devoted exclusively to the display
and sale of phonographs. There was no formal
opening. A complete line of talking machines,
records and musical merchandise will be offered
by the new shop. This company recently moved
into larger quarters in Alliance and added a
talking machine department which is second to
none in the entire city.

NEW MUSIC SHOP AT GLENS FALLS

GrEns Farrs, N. Y., November 5—A recent ad-
dition to the music establishments here was the
Brunswick Music Shop on Ridge street, which
was opened by S. B. Cleveland and Harlan Paige,
both well known in local business circles. The
store, which is modern and extremely attractive,
possesses all the latest conveniences for patrons.
A complete line of Brunswick records and ma-
chines is handled.

THE TALKING MACHINE WORLD

MILAN, 0., HONORS T. A. EDISON

Town Where Great Inventor Was Born Pays
High Tribute to Him in Two-day Pageant

Sanpusky, O., November 4.—A *“historic pag-
eant,” arranged as a tribute to Thomas A. Edison,
who was born there, was presented twice in
Milan, O., recently. It consisted of a series of
tableaux, in many of which participants were
made up to represent the inventor either as child
or man.

On Friday afternoon an heirloom exhibit was
placed on display and continued until Sunday.
This offered, among other things, autvographed
photographs and letters sent by Edison from
time to time to his cousin and childhood play-
mate, the late Mrs. Nancy Wadsworth, as well
as specimens of mechanical appliances from the
Milan High School laboratory, the gift of Edison
to the school, and said to be the finest of its
kind in the world. An old-fashioned tea cup that
belonged to Edison’s mother attracted attention.

On Saturday afternoon, in the public square,
the celebration took on a spectacular aspect. The
pageant and exhibition were arranged by public-
spirited Milan citizens as a means of raising
money for the Milan public library.

RECORD COLLECTION ON DISPLAY

Display of Various Makes of Records in Window
of Roat Music Co. Attracts Attention

BartLe Creex, MicH., November 5—An unusual
window display which is attracting considerable
attention here is that of the Roat Music Co. The
display consists of eighty different makes of talk-
ing machine records collected by Roy C. Wheeler,
a prominent local business man, who has records
made by every company with one exception since
the manufacture of the discs started. Only about
twenty-five of the records represented in the col-
lection are now being produced. Records made
in America, Canada, England, Germany and
other countries are included in the collection.
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DANCING GIRLS FEATURE OPENING

Four Little Girls in Window Attract Attention
to Val Loewer Co., Sonora Dealer, of Colum-
bus, at Formal Opening of Store

Corumsus, O, November I.—An innovation
which attracted considerable attention to the Val
T.oewer Co., Sonora dealer at 130-136 East Main
street, this city, was the appearance of four
dancing girls in the window of the establishment
on the occasion of the recent formal opening of
the concern. A Magnavox attached to a Sonora
phonograph furnished the music for the little

A Window That Attracted Notice
dancers, who performed before one of the largest
crowds that ever attended an affair of this kind
in the city. Added success was given to the
event by the fact that the music could be heard
by the spectators on the outermost fringes of
the crowd, which surrounded the window
throughout the entire performance. The pub-
licity gained by this novel entertainment will do
much to provide for the success of the company
and the originality of the event, as well as the
success with which it was attended, makes it well
worth trying by other concerns as a publicity
medium apart from its artistic worth.

Sherry & Son, exclusive Victor dealers, at 3448
West North avenue, have secured a lease on new
quarters at 4035 on the same street, Chicago,
which are now being occupied.

Grasp an idea and work it out to a successful
conclusion. That is about all there is in life for
any of us.
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Gentlemen of our trade:

Have you not wished a thousand times for a needle that you
could with utmost confidence recommend to your closest friend as an
entirely satisfactory needle?

Full Tone
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Duo-JoNE

DE LUXE NEEDLES

Fulfill every requirement of an entirely Satisfactory Needle.

Ask your Jobbers or Dealers all about them.

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN. "

DON'T FORCET THESE FACTS

Perfect Reproduction uf Tone - No S_'cratchy’Surface Noise

- PLAYS 100-200 RECORDS

Three for 30 cents (40 cents in Canada)
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Samples and full particulars gladly furnished

ComPANY, INCORPORATED

Medium Tone
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SEITZ PLANS WORK IN SCHOOLS

Educational Director of Putnam-Page Co. Work-
ing With Dealers in Developing Great Cam-
paign Which Is Proving Most Successful

Peoria, ILL., November 5—The educational de-
partment installed by the Putnam-Page Co,,
under the direction of H. \V. Seitz, recently
referred to in The \World, is proving a great suc-
cess. The interest and enthusiasm of the dealers
indicate that they are most appreciative of the
various plans for helping the sales force and
teachers to a proper knowledge of this interesting
and profitable work.

The educational value of the Victrola and Vic-
tor records is secognized by teachers and thinking

H. W. Seitz

people of to-day. The problem now at hand is
that all may be helped in presenting the subject
intelligently and to see that each dealer has in
his organization someone capable of carrying on
the work and assisting teachers in every way
possible.

Records for children should be in each home

MOTORS
TONE ARMS
REPRODUCERS

Grey Iron
and Brass for

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

CASTINGS { TURNTABLES
MOTOR FRAMES

TUNE ARMS
HORNS and THROATS

Direct Quantity Importations On {PHONOGRAPH NEBDLES

D. R. DOCTOROW

Stylus Bars
Screw Machine Parts
Talking Machine Hardware

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

Vanderbilt Ave. Bldg.
5I East g42nd Street, New York
Tel. Vanderbilt 5462
Murray Hill 800

as well as in the school, and dealers who overlook
the possibility of placing a small machine and
records in the nursery are losing an opportunity
to increase sales that would doubtless surprise
them.

The Putnam-Page Co. expresses itself as fortu-
nate in securing the services of Mr. Seitz, for his
previous training and experience make him un-
usually well qualified to be of assistance to teachers
and dealers. He is a graduate of the Peoria Con-
servatory in voice, the University of Wisconsin
and the Cincinnati Conservatory in public school
music, and had special study in voice under John
Hoffman and Oscar Saenger, of New York City.

To make the work of commercial value Mr.
Seitz will follow his work in the schools with a
lecture in which views of interesting scenes and
important points of interest of each country will
be shown, together with the national and charac-
teristic music of the country recorded by the
Victor Co.

[f work done at a Teachers’ County Institute
means a sale of five school machines, six charts
featuring the “Instruments of the Orchestra,”
twelve copies of ‘‘\WVhat \We Hear in Music,”
twelve copies of “Music Appreciation for Little
Children,” fifteen copies of “Pan and His Pipes”
and 250 Educational Records, who would ques-
tion the commercial value of the work?

Mr. Sejtz sent in this order fromm Aledo and
is now planning to return there and will outline

Seaburg Mfg. Co.

Jamestown, N. Y.

No. 250T,List Price $250.00
Usual discounts to dealers
48'"x28'"x31'" high. Finished all

around

Solid Mahogany, Walnut or Oak

a course in Music Appreciation for teachers and
help them to use the material they have to the
best advantage.

Aledo is a town of 3,000, and Mr. Bolton, of
Bolton Electric Co., the local Victor dealer, is an

Interior of Bolton Electric Co.’s Store
energetic, progressive and wide-awake man, de-
serving to succeed because of his aggressive
methods and sound business policies.

Mr. McNight, of the Bolton Electric Co., will
assist Mr. Seitz in his educational work.

BANK GIVES TALKER TO SCHOOL

An Original Advertising Stunt in Canton, O.,
That Should Be Encouraged

Caxtox, O., November 2—Always on the alert
for an advertising stunt, original and new, Frank
Collins, vice-president of the First Trust and
Savings Bank here, this week presented one of
the local junior high schools with a handsome
new Sonora talking machine. Presentation was
made by the principal at the regular fortnightly
assembly. As the result the school adopted the
following slogan, “A bank account for every
pupil” This bank has a special school chil-
dren’s savings department.

MISS BROWN’S INTERESTING VISIT

Miss H. Marjorie Brown, of C. Bruno & Son,
Inc., Victor wholesalers, New York City, recently
completed an interesting trip throughout Con-
necticut and Rhode Island and part of Massa-
chusetts. Aliss Brown visited the dealers in the
principal cities of these States and was much
interested to learn the successful methods they
employed in their business and, in return, left
with them many valuable ideas for future use.
The trip was so satisfactory in these respects that
Miss Brown plans to make a trip through New
York State at an early date.

OLYMPIC ARTIST NOW ON TOUR

Percy Hemus, popular Olympic artist, is now
onr tour as star in “The Impresario.” The
folder announcing the tour, an edition of over
300.000 of which was struck off, is a product
of the printing department of the Olympic Disc
Record Corp. Of particular interest to the
Olympic dealers, wherever this production will
appear, is the advertisement of the Olympic Disc
Record Corp. appearing in this booklet, which
announces that the local Olympic dealer is able
to supply solo numbers of “The Impresario” on
Olympic records.

Mascagni's latest opera, “Il Piccola Marat,”
has scored an immense success in Rome and
recordings of the opera, or the production of the
opera itself at the Metropolitan, are awaited with
interest by the musical people of America.
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Money for Youin T hese New Creations

You are not getting all there is out of the talking machine business unless you
are handling these new Blue Bird models. The adaptability of these striking
departures from the commonplace in phonographs, for an infinite number of
new uses, has opened up a new field of opportunity for the wide awake dealer.

These Blue Bird phonographs sell
where other phonographs will
not. These new creations, which
were first announced last month,
represent the highest attainment
in workmanship and tonal quality;
features which have made the Blue
Bird famous wherever it has been
seen and heard. The “Emanator’
—an ingenious automatic record
container—is one of several dis-
tinctive Blue Bird features.

Blue Bird “SPINNETTE” Streamline Model

Thl}i classic ICOIOni}‘:I type Spinet Desk, (Disappearing Cover)
with concealed phonograph, is a su- - . The epitome of convenience
preme achievement of art and it Exclusive ‘Territory for You P hegance

One of several “2 in 1" feature pieces. .

Appropriate for living room or library. Retail Price $250

Blue Bird phonographs play all records. Better
yet, Blue Bird records—the latest hit—are now Blue Bird
. 0 . 0 ] e Dir

ready for dlstrlbutlon. These, combined with the  “Teakar” Phonograph
new Blue Bird models, are the only exclusive propo-  Handsomely modeled;

e . : : adapted to garden parties
sition of the kind, and give the dealer complete  2d9pieq ‘o garden parties
independence, as he can also handle the Blue Bird  Siiding top for duplex use.
period and cabinet models, which Retail price $140

fill the most exacting demands

for these types.
The Blue Bird dealer does not

have to compete with a number
of other dealers selling the same
machine — in the same territory
—at the same price.

Retail Price $275

(T T T

I

Write today for the big special
Blue Bird proposition to dealers

Cabinet and Period Types , , ,
| Retail from $6s to $325 Your territory will be exclusive

A

Brue BirD T arLking MacuiNne Co.

LOS ANGELES - CALIFORNIA

R A O
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“Then You’ll Remember
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Columbia Graphophone Co. /!n,

{

Charles Hackett, as Thaddeus, singsthelovelylament,
Me” from The Bohemian
Girl in his glorious tenor. Your customers will want
this newest record by the greatest American tenor.
Columbia 79891.

NEW YORK

{
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WHY EDELSTEIN IS DOING BUSINESS

Albany Dealer Installs Electric Sign and Con-
tracts for Twenty Large Billboards

ALsanNy, N. Y., November 5.—Al. Edelstein
owner of the Strand Temple of Music in this
city, exclusive Victor dealer, is not worrying
very much about bad business or any other form
of pessimism. QOu the contrary, he 1s a pro-
nounced optimist, and only the other day pur-
chased a large twenty-five-foot electric sign with

Al Edelstein
a flasher attachment and a new Ford Victrola
delivery car.

In addition to these outward signs of optimism
Mr. Edelstein has contracted for twenty large
Lillboards in and about Albany and his general
publicity campaign will be more extensive than
ever before; Needless to say, his sales totals
this Fall have been more than satisfactory, and
this success may be attributed to his progressive-
ness and thorough knowledge of the industry.

The first law of all our civilization is the co-
opcration of all individuals to improve the con-
ditions of life.

The

A CACTUS NEEDLE

THAT
SELLS ITSELF

FOOLOE -

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.
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CHANGES IN COLUMBIA STAFF

E. N. Burns and A. R. Harris Resign Posts—
R. F. Rolton in Temporary Charge of Record-
ing Laboratories—Other Changes

H. L. Willson, vice-president and general
manager of the Columbia Graphophone Co., an-
nounced last month that E. N. Burns, formerly
vice-president of the company and in charge of
the Columbia recording laboratories, had sev-
ered his connections with the company. A. R.
Harris, who was also connected with the Co-
lumbia recording laboratories, has resigned.

R. F. Bolton, one of the veterans of the Co-
lumbia organization, who has occupied numer-
ous important executive posts in his many years
of service, has been placed in charge of the
recording laboratories temporarily.

John Brown, formerly comptroller of the
Metropolitan Opera Co., and recognized inter-
nationally as one of the best-posted members of
the musical world, has been placed in charge of
the Columbia operatic and artist departments.

Frank B. Walker, formerly connected with the
Central Concert Co., of Detroit, and well known
in the musical field, is now associated with the
Columbia recording laboratories.

MUSICO-PEDAGOGIC DISCOVERY

The value of the talking machine as a teacher,
particularly in the household where a lot of
youngsters hold forth, was demonstrated afresh
i1 a story recently told by Henry T. Finck in
the New York Evening Post, when he said:

“1 know a boy of six who for four years has
been running his own Victrola. Hundreds of
times he has thus heard pieces of all kinds; but
when he hums a melody to himself it is, nine
times out of ten, a Strauss waltz! I regard this
as one of the most important musico-pedagogic
discoveries ever made. Pareuts, I say, if you
want your children to becomie really musical,
buy them records of the Strauss waltzes!”

of
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B Near Permanent Needle

PROUD OF HIS QUARTET OF GIRLS

Horvis, Oxra., November 1.—F. M. Keys, of the
Spooner Hardware Co., Pathé dealer of this city,
is doubly famous throughout the State for his
excellent record in selling Pathé phonographs
and also as the father of a quartet of wonderful
and accomplished little giris—Roberta, Mona,
Mary and Leota are all six years old—who are
already Pathé enthusiasts.

The accompanying photograph depicts the
young misses in the booth of the Harbour-Long-

F. M. Keys’ Quartet of Daughters
mire Phonograph Co., Pathé distributor of this
city, at the State Fair recently held here. For
the past few years the fond father of these quad-
ruplgts has had them at the Fair and their at-
tendance at the Pathé booth has always at-
tracted much attention and admiration.

The merchant who becomes discouraged and
relaxes his efforts when times are dull may as

well close his doors.
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ATTRACTIVE INDUCE-
MENTS MADE TO JOBBERS

For Samples and Particulars
Write to

THE PERMO COMPANY
4215 TERRACE ST.,
OAKLAND, CALIFORNIA
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MUSICAL INTEREST INTENSIFIED BY TALKING MACHINE

The Great Work Now Being Accomplished in Various Spheres of Musical Effort the Basis of a
Splendid Tribute From the Pen of H. E. Krehbiel, of the New York Tribune

An increasing recognition of the talking ma-
cliine as a supreme factor in the development of
musical taste and appreciation in America has
been especially discernible during the past two
vears, particularly among our leading musical
critics. In the columns of The World we have
printed from time to time editorials and articles
taken from leading papers which emphasize this
tendency and in the New York Tribune of re-
cent date, under the caption “The Phonograph
ari Asset in the Spread of Musical Educa-
tion,” the following article appeared, from the
pen of Henry E. Krehbiel, the dean of musical
critics in New York—in fact, in America—and
the author of many musical works of standing.

The points he emphasizes are not new to
World readers, for we have been “pounding
away” along these lines for the past ten years,
but it is quite an achievement to have so notable
a Hgure among the recorders of musical happen-
ings so freely acknowledge the great field which
iz covered by the talking machine and the great
work accomplished in musical and educational
deinains. The article follows:

“The development of the interest in music that
has been so marked among all classes of the
American people. especially since the World
War, might have ieen retarded without the aid
of the phomnograph. Every one acknowledges
the musical advance, whose echoes reach the
ear at every turn and equally ready is the recog-
nition of the part the phonograph has played
and is playing in it. The little black discs have
brought music, and the very best of music, into
even the remotest corrers of the earth, and have
been a most effective agent of musical education.

“The phonograph has not confined itself to
bringing clieer and comfort, musical knowledge
and musical taste into the home. It has also
found its way into the mill, the factory, the tele-
phone exchange. the school room and the

library. Those who had anything to do with the
entertainment of the soldiers in the camps, on
the ships and behind the lines will not soon for-
get the service it performed in encouraging the
depressad, soothing the nerve-racked and in
general maintaining morale. Of course, these
viere really the services of music itself, but the
pbonograph, hecause of its comparative cheap-
ness and its adaptability, was more generally
chosen as the medium for these services than
anv other instrument.

“Cheapiess, adaptability and all-around efir-
ciency again account for the wide uses of the
phonograph in industry, in education and in the
hundred new spheres it has entered. It is a fre-
quent and welcome visitor in the hospital ward.
It sometimes accompanies the airplane pilot in
his journeys above the clouds. It brings to the
Indian on his reservation the songs of the white
man and to the traveler in the desert the
rhythms of his homeland. In the factory it has
for vears been used as part of the rest-room
equipment, to refresh the worker after his toil.

“The latest convert to its usefulness is Uncle
Sam himself. He is using it in his Minneapolis
post office to assist the clerks in the sorting of
the mail, and the experiment has been so suc-
cessful that it probably will be extended to
other post offices.

“Yet, for all this ubiquitous functioning, the
greatest blessing the phonograph has brought
remains its service in the home. Here it has
made music lovers of hosts of men and women
who never knew that they cared for music. The
evolution of musical taste among phonograph
owners is a phenomenon with which every music
dealer is familiar. How often will a man who at
first wants only dance records and syncopated
melodies later demand a preponderance of classi-
cal songs and symphonic selections!

“Reflecting the all but universal use of the

phonograph in the home the instrument has in-
vaded the classroom in the city and rural school
house and is now as much a part of the para-
phernalia of education as the blackboard and the
reader. A comparatively new function it is per-
forming is in connection with the music-memory
contests or music-appreciation games which are
being adopted all over the country to foster an
acquaintance among children with the best in
music.”

STARTS SELLING CAMPAIGN

Columbia Dealer Carrying on a House-to-house
Drive—Magnavox Concerts Proving a Source
of Good Sales—Prospects Secured at Picnic

EvLyria, O, November 6.—The Geo. A. Clark Co,,
of this city, Columbia dealer, has started a house-
to-house drive with eight solicitors. Full-page
advertising has appeared in the Chronicle Tele-
gram and an effective window display, together
with a Magnavox, has carried the news to pas-
sers-by. This “live” dealer recently staged a
Grafonola Magnavox concert at Le Grange, O.,
and attracted the largest crowd ever gathered
in the public square of that city. Two Grafo-
nola sales, together with many valuable prospects,
represented the direct results of this concert.

A few weeks ago the Geo. A. Clark Co. spon-
sored a Grafonola Magnavox concert at the
Willys-Overland plant at the noon hour. Practi-
cally every employe in this vast plant was pres-
ent and thoroughly enjoyed the concert. Three
Grafonola sales were closed on the spot and the
prospect list was enriched by a large number of
rames.

A church picnic was another means of getting
further prospects for this active Columbia repre-
sentative and, as a result of this concert, a K-2
Grafonola and a G-2 were sold, followed by the
sale of an E-2.

To achieve what the world calls a success a
man mnst attend strictly to business and keep
a little in advance of the times.

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

70

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 85-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-

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
KA type of tone modifier.
Perfect regulation without
in any way changing char-
acter of tone.

Bis ae.
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Granby Dealers have faith in the
Granby institution and its product.

These Dealers know that the
Granby Phonograph Corporation
has rigidly lived up to every
promise, and more.

XK

Granby Phonographs have come
up to expectations in every par-
ticular. |

The Granby selling policy is sound.
It means substantial profits to
Granby Dealers.

. Queen Anne Console

If you do not handle the Granby, .
you cannot appreciate what this
means to you.

XX

Profit by the experience of the
Granby Army of Merchants. Get
the full story by return mail today.

: Send the coupon—TODAY.

i | GRANBY PHONOGRAPH CORPORATION

LEVY BUILDING
W N O R F O L K-V I R G I N1 AR

h Tear off Coupon—Sign—Mail TODAY
=== e = e e N
{
: I shall be glad to receive the Granby
: proposition. d
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Planning an Especial Appeal for Juvenlle

25
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- Record Trade Durlng the HOlldays W. B. Stoddard

A
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For a number of seasons—in fact, ever since
the original talking machine was placed on the
market—much attention has been paid to fea-
turing records for adults for the holidays, but
it is only recently that a real effort has been
made to give publicity to the fact that juvenile
records make a gift to delight all the kiddies.
The youngsters have their miniature wash tubs,
doll beds, trains of cars, tool sets—why should
they not have their own music? A very prac-
tical appeal to the adults can also be made for
the purchase of these records. All children love
to play records, and many a fine one has been
damaged by the careless handling of the little
ones. By getting them a popular-priced machine
and a supply of their own records they will be
just as happy, and the Kreisler and Galli-Curci
records will be safe. These juvenile records also
furnish much amusement for rainy days, and
those of the Bubble Books, especially, offer wide
scope for childish amateur theatricals.

Several stores in different parts of the country
have seen the value of giving publicity to this
angle of the trade and have arranged children’s
parties in order to interest the youngsters in
these records.

The J. D. Palmer Store, Marshalltown, ITowa,
announced recently that the first one hundred
children, accompanied by their mothers, regis-
tering at their store on a certain day would be
presented with photographs of themselves free.
So large a crowd attended that the doors had to
be closed. An order on a local photographer was
given to the first one hundred, as per the adver-
tising. Then, as a consolation prize to the hun-
dreds of others, the entire gathering was treated
to a Mother Goose Show in the large auditorium
on the second floor, the characters from the Bub-
ble Books appearing in person, singing the songs
made popular by the records. At the conclusion
of the concert Little Boy Blue, Jack and Jill,
Mistress Mary and Mother Goose passed down
among the crowds and distributed souvenirs—
little books containing several of the songs—with
a statement that the records were on sale at the
store. Just before the big party broke up a
photographer appeared on the stage and took a
picture of the crowds of children, and this was
enlarged and later exhibited in the windows of
the store, surrounded by an arch madc of the
juvenile records.

Younker Bros., Des Moines, lowa, made a big
hit with the children aud parents by staging a
Bubble Book party for the little folks. All chil-
dren were invited to come and “bring your
mother, too,” so there was a big crowd on hand
at the appointed hour. Jjuvenile elocutionists rc-
cited for the audience, while the Bubble Books
themselves were the star performers. Thc store
had filled one of their large windows with thesc
books and on the afternoon of the conccrt these
were carried to the concert room in armfuls,
where the records of all the different books wcre
played. In addition, pipes and pans of soap suds
were distributed, so that real soap bubbles werc
a part of the highly enjoyable bubble party. The
window just mentioned showed a popular-price

S T e

Some Suggestions T hat
Will Help Dealers in

Perfecting Means of
Appealing to Children
in Their Territory

TR

machine on a wicker stand, with several records
standing on top of it. On tables, chairs and on
the floor were quantities of the Bubble Books,
some open, some closed. Several drapes of crim-
son-and-gold velvet wcre used, and on these were
placed a number of juvenile records taken from
the books.

Believing that first impressions are lasting, the
Golden Rulc Department Store, St. Paul, Minn,,
laid great stress on the attention paid the little
folks who attended their Bubble Book parties re-
cently. A trained corps of ushers took the hun-
dreds of little ones in charge as soon as they
entered the store, escorted them to the clcvators
and then to their scats in the auditorium on the
fourth floor. Six hundred tickets were given out
on each of the four days when thc performances
took place. Characters from the Bubble Books

0 R lIilII.

were taken by children from a local school of
dancing, sixteen little folks taking part, while
the part of Mother Goose was taken by one of
the sales force. A spccial feature of the perform-
ance was the Bubble Dance pcrformecd by one
of the little pupils.

Lord & Taylor held Bubble .Book partics on
thrce successive Saturday afternoons in Novem-
ber, the entertainment consisting of a panto-
mime by thirty children, each impersonating a
charactcr from a childhood classic, such as Little
Bo-Pecp, Jack and Jill, Goldilocks, Queen of
Hearts, etc. The selling value of these entertain-
ments was enhanced by the big announcement
appearing in their ads, which stated that the chil-
dren who saw the show could reproduce it, or
similar ones, at homc for themselves. A colored
poster, announcing the parties and stating that
tickets could be procured at the music depart-
ment, was hung in several of the display windows.

BIG SCOPE TO RED SEAL RECCRDS

Not Confined to Purely Classical, Says C. A.
Womeldorff—Educate Sales Force and Public

Toreno, O., November 6.—C. A. Womeldorff,
prcsident of the Toledo Talking Machine Co.,
returned recently from attendance at the dis-
tributors’ school of the Victor Co., at Camden,
N. J. Mr. Womeldorff was particularly im-
pressed with the possibilities of developing
popular apprcciation of thc Red Seal records,
which to many peoplc mean purely classical or
“operatic” selcctions only. *

This is a misconccption which Mr. Womeldorff
believes every Victor man and woman should
eundeavor to correct, as Red Seal records are
very often soiuigs and selections of the “popu-
lar” variety. He is further urging that dealers and
record sales people in his territory remember that
there is not a Red Seal record of which the cus-
tomer cannot be told something very interesting
—-either of the musical value of the number itself
or the recording artist.

Bill’'s Art and Novelty Shop, of which Wm.
E. Revier is proprietor, has taken over the
Northfield, Minn., agency for the Victrola. He
has arranged very handsome quarters, equipped
with Selrex record demonstrators.

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

Corp.

New York City
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shop.

extra Christmas sales will reward
the dealer who uses the Columbia Christmas
Gift Envelopes for Columbia Records.
Columbia service make your store a gift

Let

Columbia Graphophone Co.
NEW YORK

PATHE OFFICIALS ARE ACTIVE

President W. W. Chase Now in California—
A. W. Copp Has Vice-presidency Added to
Lict of Offices—News of the Travelers
W. W. Chase, president of the Pathé Freéres

Phonograph Co., Brooklyn, N. Y. is now in

California, accompanied by Mrs. Chase. Presi-

dent Chase’s itinerary includes Chieago, Denver,

Portland, Seattle, Indianapolis, Omaha and

other jobbing centers.

A. W. Copp, treasurer and purchasing agent
of the Pathé Fréres Phonograph Co., has also
been elceted to the office of vice-president, re-
taining his other duties as well. Mr. Copp is a
highly trained executive and is widely known in
finanecial ecireles. He was formerly econtract
manager of the Thompson-Starrett Co. and his
exeeutive ability is proving of mueh value in the
Pathé organization.

James Watters, seeretary of the eompany, is at
present on a trip in the interest of the Pathé,
covering Chicago, St. Louis, Oklahoma City,
Dallas and Nashville.

O. M. Keis, field supervisor of the Pathé
Fréres organization, who has been studying re-
tail conditions in Indianapolis during the last
tliree months, has made his report and has been
taking a short rest at Williamsport, Pa.

Earl B. Dryden, of the sales force, has made
his headquarters in Denver, Col., and is increas-
ing Path¢ sales to a noticeable degree within the
radius of that city.

Frank Capps, factory manager, has appointed
F. L. McCarty in charge of the many duties
of that important position, but will continue
general supervision

C. H. Murray, assistant to the president, re-
ports that business has very greatly improved
and is entirely optimistic over future conditions
in the trade.

CHARLES R. TIGHE, JR., MARRIED

Member of Talking Machine World Staff Mar-
ries Miss L. E. Petsche, of Yonkers, N. Y,

Dan Cupid has been a busy little body this
Fall and among those in our immediate neigh-
borhood stabbed with his sharpened dart ivas
Charles R. Tighe, Jr., a member of the staff of
The Talking Machine 1Vorld, who was married
ont October 14 to Miss Louise Elizabeth Petsche
daughter of B. William Petsche, of Yonkers,
N. Y. The wedding was a quiet one, only the
immediate members of the families of the bride
and groom being in attendance. After a honey-
moon trip, which was spent at various South-
ern resorts, Mr. and Mrs. Tighe are making
their home in Yonkers. The happy couple have
the best wishes of The \World staff for their
happiness.

Lord Fisher says there are four things for a
Big Life: first, a great inspiration; seccond, a
great eause; third, a great battle; fourth, a great
victory.

“EXPERIENCE”

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

Our many years of experi-
ence in the merchan-
dising of Victor

4
COHEN & HUGHES

BALTIMORE, pp

products are
unreservedly at the
command of our dealers.

COHEN & HUGHES

Wholesale Exclusively

BALTIMORE

WASHINGTON

PROVIDE MUSIC BY RADIO

The Youngsters Around New York Indebted to
“W. J. Z.” for His Supply of Music and News

An interesting story of a radio fan who, un-
solieited, gets in touch with a large constitueney
of eavesdroppers who have rigged up wireless
cquipments is thus related by \W. B. Haywood
in the Evening Post:

“Our next selection, says the announeer, will
be a record of the ‘Blue Danube Waltz,’ played by
the Marimba Band. A moment of silence, the
Marimba Band strikes up, and the music finds
its way into the telephone receivers of a thousand
small boys, who have rigged aerials ip the back-
yard from chimney to tree and expect one day to
astonish the world with their discoveries in the
field of radio transmission.

“If anyone has a shadow of doubt about the
wireless telephone and the voiees that float
through the air of the metropolitan distriet, let
him listen to W. J. Z. The initials represent his
call number, not his name. W. J. Z. is the genial
chap who sends out phonograph concerts every
night from the radio telephone station of the
Westinghouse Electric & Mfg. Co. in Newark,
not to speak of baseball, play by play, and general
items of news, including the Government weather
and agricultural reports.

““His musical numbers range from jazz to opera.
He has bedtime stories on tap for the ehildren
and cach piece on the program is announced
clearly by W.'J. Z. himself. \Vhether or not he
knows it, he has made himself the firm friend of
all the world of budding radio operators living
within ten miles of Newark, N. J. One does not
have to learn the Morse code to interpret W. J. Z.
He speaks Enghsh, though some of his music
was written by Frenchmen and Italians. At one
tinte in his career he must have attended a school
of eloeution, for one cannot misunderstand him,
cven if the wireless receiving set one uses repre-
sents an outlay of less than twenty dollars.

“lf any parent wants to know how to keep
Johnny amused in the evening just have him
contraet the radio fever, which has become quite
as prevalent as measles in the vicinity of New
York, and involves no doctor’s bills, unless
Johnny is out of luck and breaks an arm while
climbing the ailanthus tree to rig up his aerial.”

FOR THE MAN WHO WANTS TO SELL

Don’t argue—illustrate—Don’t ever tell a
prospeet that he is mistaken—Don’t wear any-
thing to attraet or econcentrate the eye of the
prospect on your dress.—Don’t ask the pros-
pcct a question to which he can say “No."—
Don’t talk price; talk quality, though your price
is low—Don’t run down the other fellow’s
goods; talk the reason why of your goods.—
Don’t say anything against the goods on which
the prospeet looks with favor, for you will of-
fend his judgment, on which every man prides
himself.

T. M. Shurer has opened up a phonograph
record exchange in Sheboygan, Wis.
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This is a Sample of the
Support Brunswick Dealers Get

The above Double Page Spread will appear in The Saturday Evening Post of
December 3. It is the seventh of a series of spreads this year to help dealers
sell more Brunswick Phonographs and Records.

Note that this one is a multiplied retail advertisement. It will benefit every
Brunswick dealer, wherever located.

A “‘Brunswick Christmas Shoppers’ Guide’’
Special Christmas List

The following special list of records, which everybody wants during the holiday season, will appear
in this double spread, a timely suggestion to the Christmas buyer.
10016-—Silent Night (Gruben) Soprano 5043—Saw Ye My Savior (Eddy-Brackett) Baritone

Florence Easton and Male Trio Lloyd Simonson
2148—MHark! The llerald Angels Sing. All Souls’ Choir Shepherd, Show Me How to Go (Eddy-Brackett) |

it Came Upon the Midnight Clear BATINONCk « 3 . 66 @56 488 6 ms &bygoons Lloyd Simonson [
Cathedral Choir 5017—Abide With Me (Monk) Soprano and Contralto
2149—While Shepherds Watched, . All Souls' Choir Marie Tiffany and Elizabeth Lennox

Angels From the Kealms of Glorv
Cathedral Choir
10015—11oly Night (Adam) Tenor
Mario Chamlee and Chorus
30011—Ave Maria (Soprano and Violin) In Latin
Florence Easton and Max Rosen
5032—Night Before Christmas (Recitation)
Ernest Hare
“De Sandman’ (Protheroe-Griffin)
Criterion Male Quartet
5001—Wayside Cross (Palmer) .Criterion Male Quartet
Cliurch in the Wildwood (Pitts)
Criterion Male Quartet
13002—Christ in Flanders (Stephens) Tenor.Theo. Karle
The Lord I~ My Light (Allitsen) Tenor

Almost Persnaded (Bliss) Soprano and Contralto
Marie Tiffany and Elizabeth Lennox
5022—Angel’s Serenade (Braga) Soprano.Marie Tiflany
Cradle Song (Brahms) Soprano... Marle Tiffany
5000—\Whispering llope (Hawthorne) Soprano and Con.
LRIt OR o5 v 9n Ida Heydt and Elizabeth Lennox
Oh! Dry Those Tears (Del Riego) Contralto
Elizabeth Lennox
5039—Christ Arose (l.owry).......... Collegiate Choir
Come, Thon Almighty King (Wesley-Glardini)
Collegiate Choir
13007—DBells of St. Mary’s (Adams) Tenor..Theo. Karle
Evening Song (Blumenthal) Tenor..Theo. Karle
2054—Kiddies’ I’atrol ( Rogers)
Brunswick Concert Band

Theo. Karle Kiddies’ Dance (Rogers)
5033—.Adeste Fideles (Oh, Come All Ye Faithful) Brunswick Concert Band
OBOTAWEA) IR 5 B 6k s ' o Collegiate Choir 5041B—Cradle Song (MacFadyen) Contralte
Joy to the World (Handel)..... Collegiate Cholir Elizabeth ILennox

Brunswick Records Can Be Played on Any Phonograph

Sixteen Models Ilustrated

In the same spread all sixteen Brunswick Phonographs—Cabinets, Consoles and larger period de-
signs—are pictured. There is a Brunswick in a size and style and at 2 price to suit every home.

Prices from $65 to $775.

THE BRUNSWICK-BALKE-COLLENDER CO.
General Offices: 623-633 S. Wabash Ave., Chicago
Branch Houses in Principal Cities of United States, Mexico and Canada

The Brunswick-Balke-Collender Co.,

Ia La Calle de Capuchinas No. 2§
Mexico Citv, Mexico

Canadian Distributors:

Kraft, Bates & Spencer, Inc., Musical Merchandise Sales Co.
1265 Boylston Street, Boston, Mass. 79 Wellington St , West, Toronto

New E}lgland Distributors:

PHONOCRAPHS AND RECORDS
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NOVEMBER OKEH DISPLAY

Thanksgiving Festivities the Keynote of Okeh
Window Display for November
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The Okeh display for November is one of the
most colorful and brilliant displays Okeh has is-
sued for some time past. Its central thought
and, in fact, the entire display, is built around
Thanksgiving.

The Okeh November display has taken full
advantage of the true spirit of this holiday and

ADVERTISING FOR THE HOLIDAYS

If Console Types Are Featured It Will Be Best
to Devote Some Space to Other Styles Carried
by the House in Order to Broaden the Appeal

Around the holiday scason dealers usually make
more than ordinary efforts in the way of pub-
licity. It is always a mooted question how best to
advertise and how the dealer may present his
products so as to best attract the attention of
the purchasing public. The question arises: Is it
best to concentrate on one style of talking ma-
chine or advertise the full line?

There are those who believe that concentration
on one line is best. For instance, at the present
time a number of dealers are devoting consider-
able space, and very properly, to the console
types of talking machines which are now so
greatly favored by the purchasing public. It
must, be remembered, however, that there is a
large army of prospects who cannot afford to buy
machines as high priccd as the console type.
Therefore, the dealers advertising should make a
wider appeal by also bringing to the noticc of

prospective purchasers the values to be found in
the various lower-priced floor or table styles of
instruments.

The cousole types could be featured, in other
words, th¢ major space in the advertisement
could be given to these instruments, but space
should also be given to the fact that other instru-
ments are handled at lower prices, so that there
is no possibility of the reader being under the
impression that his needs, whatever they may be,
cannot be satisfied.

J. E. HALPERN A BENEDICT

J. E. Halpern, metropolitan sales manager for
the Peerless Album Co., New York City, was
recently married to Miss Miriam Glass. The
young couple are making a honeymoon trip
through Southern territory by way of Atlantic
City, N. J. Washington, Baltimore and other
trade centers are to be visited.

Success is the accomplishment of any one
task as wcll or better than the same task can
be accomplished by another.
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It’s easier to sell a phonograph
made of Genuine Mahogany

\;\/ HY do they prefer Genuine Mahogany ?

Because a Genuine Mahogany phonograph is more than
just a phonograph—it is a beautiful piece of furniture.
Genuine Mahogany has an air of distinction which har-
monizes with the most luxurious and tasteful furniture.

Genuine Mahogany lends itself especially well to those
graceful designs which characterized the artistry of
Chippendale, Sheraton, Heppelwhite and other master
cabinet makers. In fact, without exception, each of
them chose Genuine Mahogany as the wood in which he
could best express his art and craftsmanship.

Whether it be the beautiful expensive period design or
the more modest model, the rich coloring and lasting
beauty of Genuine Mahogany make it a cherished addi-
tion to any home.

The Mahogany Association is cooperating with phono-
graph manufacturers and dealers to aid the purchaser in
his desire to obtain Genuine Mahogany. An increased
interest and demand for the ‘“‘royal wood"” is already
apparent.

After all— there’s nothing like

MAHOGANY

MAHOGANY ASSOCIATION, 347 Madison Avénue, NEW YORK

Okeh Window Display for November

portrays Thanksgiving in the time of the Pil-
grims and to-day. The center panel shows the
Pilgrims in their stockade feasting and a harvest
atmosphere lends brilliant color and a pleasing
effect. The main illustration depicts Thanks-
giving at the old homestead, with all the family
reunited for this real old-fashioned celebration.
The other units carry out the central thought
appropriately, featuring titles of some of the
month’s best sellers.

IMPROVED CONDITIONS IN SOUTH

E. A. Schroder, the Southern traveling repre-
sentative of the Peerless Album Co., New York,
recently returned from an extensive trade trip
and will confine his sales activities to Eastern
territory during the balance of the year.

Mr. Schroder states that conditions in Southern
sections of the country have improved materially
during the past few months and indications are
that the trade in the South is to be quite active
during the holidays.

There are two things that menace the pros-
perity of this country—idle money and idle
labor. The one is as mischievous as the other.

|-
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Are phonographs a department with you—or a
business? We invite inquiry from dealers who
want to build volume and profit in this field.
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Phonographs of uncommon value
and unusual sales co=operation

F that 1s the kind of instruments and kind of factory
which mterest you, let us hear vour wishes. Some
most desirable territory 1s vet available. Our dealers
are virtually our partners: so regarded, and so treated.

The Dalion 1s a well-rounded Iine of instruments
that for actual, intrinsic value and true tone worth are
not excelled in the field. Back of 1t all 1s a progressive
sales policv that 1s pushing all the time. Why don’t
you investigate the very real advantages our selling
franchise offers? Write that letter now/ . g=-"

Have you ever read the
Dalion Guarantee?

Every Dalion is warranted not only against all
imperfections of material and workmanship, but
as a musical instrument second to none in fidelity
of reproduction, and the motor is so good it 1s
guaranteed against spring breakage for one year.

MiLwAUKEE TaLkiNe Macuing Mrg. Co.
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In a week’s time will come a holiday that is
too often overlooked by talking machine mer-
chants—Thanksgiving Day. There are certain
aspects of this holiday that can be turned iuto
profit by the dealer who is alive to them. It
has long been a matter for wonder that the
dealer who will create more or less of a mer-
chandising fuss over Halloween from a business
viewpoint and who goes after Christmas season
business in a big way will pay absolutely no
attention to the potential profits of Thanks-
giving.

There are dealers, however, who do include
this Thanksgiving season in their merchandising
plan and program. Suppose we draw briefly
from their experiences for the benefit of those
dealers who still have time to cash in on the 1921
Thanksgiving trade.

Thanksgiving can be exploited in many phases
of retail sales promotion. The work of all de-
partments can and should be included. The
sales forces, the window trimmers, the book-
keeping and collection departments, the adver-
tising manager, even the delivery force should
bc made to recognize the value of Thanksgiving
as an extra sales booster. While it is the win-
dow trimmer who is naturally thought of first
in connection with holiday promotion work, per-
haps we can show how the Thanksgiving link-up
can be made effective right down the line.

Utilizing the Display Window.

The street window is the most important dis-
play spot in the talking machine store. It is
here that the merchant flags the passing pros-
pect and gets his idea across to him. In this
case the message is something like this: “Stop.
Thanksgiving is coming. Let me tell you why
Thanksziving should canse you to buy a talking
machine and records. Come in.” In other
words, the window display should get over to
the prospective customer the idea of the asso-
ciation of Thanksgiving and music—particularly
talking machine music.

Dealers should, of course, make use of the ex-
cellent lithograph window trims appropriate to
Thanksgiving usually supplied by the manufac-
turer. These are always helpful, but even more
helpful are windows which carry out an idea of
the dealer's own. This gives an impression of
being alive and on the job, even to the casual
cbserver. People like to trade with stores that
impress them as being progressive. Last year a
certain dealer of this type transformed his show
window into a Thanksgiving banquet scene,
with a long table set for a large family and
heaped with typical Thanksgiving foods. All
the '‘fixin’s” were there—a turkey, cranberry
sauce, everything. Over in the corner in a promi-

nent position was a large cabinet model talking
machine bearing a large card, with the legend:
“The Guest of Honor,” and a streamer leading
to a window sticker which read:
e e
£ “MORE II\IPORTANT THAN THE BIRD IIIM- =
SELF for the success of the Thanksgiving dinner is Z
= &4 zroc 000000000Pa0 Talking Machine. Make sure =
= you've provided for the Music with the Meal.”
e R M
Another window trim which suggests itself
for the Thanksgiving holiday has to do with
pushing the sale of Caruso records. The
Thanksgiving effect can be secured by means
of a background of cornstalks, pumpkins, etc.
In the foreground on the left place a mourning-
draped photograph of Caruso and at the right a
poster listing all of his records that you have.

Let a third poster read:
00000 ST AT
= A REAL CAUSE FOR THANKSGIVING ]
The voice of Caruso will live
forever.
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Capltallzmg an Old Famlllar Stunt

The sales department can make use of an old
familiar stunt which has been often used with
great success in other fields. This is the
Thanksgiving turkey raffle, always popular with
the public, which dislikes to admit its inherent
love for getting ‘“‘something for nothing.” Sim-
ply give a number to each record which is sold
for a certain number of days before Thanks-
giving Eve. Let thiese numbers be dropped in a
box and a good, fat turkey be given the holder
of the lucky number. It is a safe guess that
many extra records will be sold to get those
extra chances at winning the bird. Later you
have the chance for a “human interest” story
in the papers on the title of the selection whose
number was the winning one, which will be good
publicity.

Another means of keeping alive interest in
the Thanksgiving sale of records is the taking
of a poll of customers as to the selection most
appropriate to Thanksgiving. The mind of the
public is fairly well fixed on Christmas and
other holiday music and people will be inter-
ested to discover the popular sentiment about
Thanksgiving music. A record can be given to
the person first choosing the most popular title.

A clever idea is used by one dealer each year
just before Thanksgiving Day. When sending
out the November statements he has the state-
ment clerk put all statements of overdue ac-
counts to one side. On each of these he affixes

a sticker which reads:
B T T T T e
THANKSGIVING DAY, November 24.—One of the
things we hope to be thankful for is the settle-
ment of the attached account.
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How Best to Transform the Thanksglvmg
Spil‘it Into Talklng Machine Sales :: By Thorton Han
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This tactful reminder will in a great many
cases smooth over an embarrassing item, for it
is a form of “dun” that sacrifices none of the
customer’s good will.

The on-the-job dealer has a list of live pros-
pects which he circularizes at least once a
month. Here is a timely letter that works in
the Thanksgiving idea:

ORI i IR ST 15000 1

Dear Mr. Prospect:—It is a wise custom that de-
crees the setting apart of one day each year for
Thanksgiving. You and I will no doubt receive a
substantial moral benefit next week through the
medium of a few moments’ reflection on the good-
ness of Providence.

Among the things I am thankful for is the ever-
growing love for music among the citizens of this
community. The wide popularity of the talking ma-
chine is in a large way responsible for this educa-
tional boon to mankind.

If you decide to secure your............,. talking
machine before Thanksgiving, you will be thankful
all the rest of the days of your life. Sincerely
yours.

S L G Rt
Another dealer even works his delivery de-
partment into his Thanksgiving program of sales
promotion. He has a fleet of Ford delivery
trucks and a week before the holiday he deco-

rates them w1th a canvas sign readmg
1 A T [T
STORE CLOSED ALL DAY THA\’!\SGIVIN
DAY.
Open for your convenience until 10 Wednesday
evening Arrange for your holiday music now.
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This same dealer also turns over two of the>e
trucks to the use of a local charitable organiza-
tion in distributing Thanksgiving turkeys and
food to the poor for a few hours on the pre-
ceding Wednesday.

The advertising department will find it more
beneficial in the long run to devote its contract
newspaper space during Thanksgiving week to
the “good will” or institutional type of adver-
tisement. Topics adaptable for advertising copy
are “The History of Thanksgiving,” “The
Meaning of Thanksgiving” and “Thanksgiving
and Music.”

It is the belief of the writer that by exercising
his ingenuity the dealer can make use of the
Thanksgiving “motif” in every department. It
is this tying-up of a central idea among all de-
partments that is responsible for the notable suc-
cess of a great many retail institutions and there
is no time like the present to adopt its use.

INCORPORATED IN WEST VIRGINIA

The Beckley Phonograph Co., with a capital
stock of $15,000, has been incorporated in West
Virginia by C. M. Ward, T. C. Moorefield, C. G.
Casto, French Lucas, D. B. Jarrell and others.
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HERE Service to Victor Dealers 1s Backed by Long,
First-hand Experience in the Field of Distribution.

EMANUEL BLOUT

VICTOR EXCLUSIVELY
3 2799 BROADWAY, at 108th Street, d
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THE only genuine Petmecky
“& (combination tone) needles
in the U. S. are manufactured
by W. H. Bagshaw Co. Each
Genuine Petmecky needle will
play ten records and produce
loud, soft and intermediate
tones, by a change of position
on the record. Owing to their
peculiar construction, Genuine
Petmecky needles are self-
S$harpening, improve the tone
quality and prolong the life of
the record.

A comparison with imitations,
regardless of their name, will
reveal that only Genuine PET-
MECKY NEEDLES have the
characteristic shape and pro-
duce the even tone throughout
the running of 10 records.

|

W H.BAGSHAW CO.

FACTORIES: LOWELL, MASS.
SELLING AGENTS
BRILLIANTONE STEEL N EEDLE (CO. Srronams

347 FIFTH AVENUE
AT-34th STREET NEW ¥ORK SUITE 610
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On With The Dance!

LET SALES BE UNCONFINED

= The Mery Latest Bance Recnrds of
' BR"'UANTONE f& . : Jsham Jones

PHONOGRAPH o, X g ]ﬁaul mhﬁPmaﬂ

} DANCENEEDI.ES 0 e Art Hickman

s “”““8.‘5.‘2 e 2ics The Finest Bance Music in the World

Only the finest DANCE NEEDLES in the world can do justice .

to these master-creations. Brilliantone Dance Needles are the
supreme product of the oldest . manufacturer of steel talking
machine needles in America.. When you sell Brilliantone Dance
Needles to your customers you insure complete satisfaction— '
and thereby you sell more dance records! |
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(The Oldest and Largest Manufacturers of Talking Machine Needles 1:n the World)

BRILLIANTONE

STEELNEEDLE CO fﬁ&';},%f.z,%z

Selling Agents for
W. H. BAGSHAW & CO. Factor y,Lowell Mass

347 FIFTH AVENUE,
- NEW YORK :

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

AT 34th STREET SUITE 610
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Gypsy String Quartet.
gypsies are in a trade.

This month’s novelty is an airy-fairy coupling by the
You know how persuasive
They’ll persuade many extra
dollars into your store with “Dreams and Fairy-
Tales” and “Fiora”—E-7304.

Columbia Graphopheone Co.

NEW YORK

—————

VICTOR DEALER ACTIVITY IN IOWA

Iowa Victor Dealers Are Closing Healthy Busi-
ness—Many New Establishments Opened—
Mickel Bros. Report Renewed Confidence
Throughout Territory—News of Month

Des Moines, 1a., November 7.—The Victor situ-
ation throughout the Corn State during the past
month has shown a decided improvement. Dur-
ing July and August the talking machine busi-
ness in general was very poor, but commencing
about September 15 the dealers were optimistic
enough to commence preparing their stock for
an anticipated business. \While corn still re-
mains around 30 cents in price the farmers have
been compelled to sell some of their reserve in
order to take care of the urgent demands of the
banks that loans be reduced as rapidly as pos-
sible.

H. B. Sixsmith, sales manager of Mickel Bros.
Co., Victor wholesaler, speaks in very encourag-
ing terms of the month’s business. “Our busi-
ness,” said Mr. Sixsmith, “is remarkable con-
sidering the prevailing talk of ‘no business.” Our
dcalers believe with us that, while the holiday
season may not be as good as last year, we still
look for intensified buying as the season draws
to a close. The dealers are evidently of the
same opinion, as practically all of the larger ac-
counts have purchased a reserve stock of about
the same size as last year. Our collections have

been exceptionally good. Iowa is essentially a
corn State, and as its price has been so low for
stich a length of time very few farmers have
shipped anything to market. It is becoming
more of a common thing to see the roads dotted
with loads of corn now, as the harvesting of the
present crop has undoubtedly induced the farmer
tc move some of the 1920 stock, regardless of
price.”

E. P. Shellabarger, of Columbus Junction, at-
tended the Victor convention held in Des Moines
last month. He had arranged to become a Vic-
tor dealer in October, but after hearing John
Gregg Paine speak on the possibilities of the
line, insisted that his initial stock be delivered
at once.

The Red Cross Drug & Jewelry Co., of
Mashua, has just become a Victor dealer. It has
already installed a large department, consisting
of a demonstrating room and a complete stock
of Victrolas and Victor records.

Geo. E. Mickel, president of Mickel Bros., re-
cently attended the wholesalers' school at Cam
den, N. J. “Never too old to learn” is Mr.
Mickel's motto.

The F. H, Drew Co., of Cedar Rapids, stated
that it sold $587 worth of needles during 1920.
Profits on this item more than paid its light bill.

C. E. McLeran, of Mt. Pleasant, worked a very
successful scheme with the New Records maga-
zine. He mailed out 800 with a postal which
contained a number of questions pertaining to

—AN EFFICIENT ORGANIZATION OF IOWA EXTENDING

MICKEL

HB.dixsmithy
fa/es/[wzafi(’r

DES MOINES COM PAN

SERVICE-

csane '.............'OWA......

whether or not a talking machine, piano or any
other musical instrument was owned, and if they
liked the magazine they should sign and return
the card to him. Out of the 800 magazines he
received orders for ten Victrolas.

The Tucker Furniture & Carpet Co., of Clin-
ton, is arranging to move its Victor department
from the balcony down to the first floor. A com-
plete battery of booths, record racks and com-
plete Victor stock will soon be offered to the
people of Clinton. Miss Margaret Johnson is in
charge of the department.

A number of the Iowa dealers are putting on
the famous selling stunt of the West, the “Mickel
Victrola Club.” The plan started in Omaha a
number of years ago and another successful club
went down in history during September. The
costs of the month were about $1,700 and the
net business secured was about $16.000. Besides
this twenty-seven pianos, of which twelve were
grands, were sold. Wm. Mickel is responsible
for these wonderful results.

Thiel & Lambach, of Tipton, have just taken
on the complete line of Victrolas and Victor
records. Unfortunately, that point has been
without representation during the past year,
owing to the fact that a satisfactory dealer could
not be obtained. \With the installation that this
concern is putting in the line will soon have a
fine representation. there.

The Lippert Jewelry & Music Co., of Dyers-
ville, Ia., is busy conducting a musical census
of that section of the country. Mr. Obert, the
manager of the department, states that the re-
sults are astonishing.

The Watters Drug Co., of Cedar Falls, has
practically closed negotiations with the Iowa
State Teachers' College at that point whereby a
Victrola will be installed ir every department in
the college. Prof. C. A. Fullerton has charge
of this department at the college.

GRANBY CAMPAIGN IN ST. LOUIS

St. Lours, Mo, November 4.—Sunday, October
16, was Granby Day in this city. The local
newspapers ran large Granby ads and coupled
with this excellent newspaper publicity was a
series of elaborate window displays at the wvari-
ous locations of St. Louis Granby dealers. Those
partaking in this impressive campaign were: The
Buettner Furniture Co., \Widener’s, Inc.,, H. F.
Geitz Co., David’s Furniture Co., Tower Music
Shoppe and the Deeken Music Co. In addi-
tion to the energetic work of the various Granby
dealers much credit is due E. \W. Schumaker,
who represents the Granby Phonograph Corp.,
of Norfolk, Va., in this city, and who carried
out all the details of the campaign.

Albert Skillim has been appointed manager of
the Victor department of the Otis Skinner Opti-
cal Co. in Bangor, Me. This establishment con-
ducts one of the largest and best-equipped Vic-
tor departments in the State.

Mistakes are inevitable. \We all make them,
but they should itever be made more than once.
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Anticipate Your

" XMAS REQUIREMENTS

Prepare Your Stock for the Rush

Santa Claus Hides in Gypsy Blues i
the Talking Machine i
o - i
Holy Night, Silent : ; Thrills
Night. -— Hark, the Aoy i
Herald Angels Sing R . . . 2
o " Everybody Step !
Under the Christmas o i
Tree
(Descriptive) Frankie
e B
Stille Nacht, Heilige
Nacht Sweet Lady
= @
O Du Froliche, O Du
Selige Weihnachts- Many Other Excellent
zeit Hits i

FOREIGN LANGUAGE RECORDS
CELEBRATED ARTISTS’ SELECTIONS

(7Y \y

FoNOTIPR

RECORDS =

\ T

’.()-()-()-()-()-()-()-()

ASK FOR OUR
CATALOGS

An Excellent Proposition
for High-Class Distributors

&4 S American Od@on (;)rporation

100 West 21st Street New York

Phone Chelsea 0286—0287
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Phonographic Epigrammatics
By
HAYWARD CLEVELAND

Smile, smile always! A smile costs no
more than a frown. Besides, you have
a reason. You are in the Uplift Busi-
ness, trying to make the world happier!

The difference between success and
failure in anything is almost always a
matter of one more effort. Keep eter-
nally at it!

Be sure that more business does not
go out of the door unharvested than
comes in through it unsolicited!

Play the verse through. Do not ob-
trude your talk. Tt distracts—is rude.
You would not think of interrupting the
living singer, would you?

Napoleon said: “The good Lord is
always on the side of the heaviest artil-
lery,” but he did not mean by this “Loud-
est at the mouth!”

A i

A “TIMELY” WINDOW SUGGESTION

Talking machine dealers who sometimes run
up against a stone wall 111 the matter of attract-
ing the public to their window displays may
utilize the following idea with some degree of
success: Place a number of alarm clocks with
the dial facing the street in the window, dis-
tribute themm among a limited assortment of
records and then insert a necatly printed card
bearing the slogan, “Timely Suggestions.”

W. E. Moore & Co., North Cambridge, Mass.,
Victor dealers for the past seven years, are
bringing their store to the attention of the pub-
lic by means of well-written publicity in the
local papers.

INDIANAPOLIS AS CABINET CENTER

Nearly 50,000 Talking Machines Cased and As-
sembled in That City During the Past Year,
According to Figures Issued by Local Bank

Inpianaroris, Inp, November 4.—The Fletcher
American National Bank, of this city, which has
been carrying an interesting series of advertise-
ments in the local newspapers calling attention
to the many industries located in the city and
the extent of their output under the general cap-
tion of “We Believe in Indianapolis,” recently
carried a piece of copy of particular interest to
the talking machine trade setting forth the
prominence of the city in the matter of talking
machine cabinet manufacture. Under the cap-
tion, “Phonograph Cabinets,” the advertisement
read:

“Although America’s phonograph industry has
its center in the East, many of the machines are
placed in Indianapolis-made cabinets and shipped
to their final destination from this c¢jty. Last
year nearly 50,000 phonographs bearing the
names of the famous Eastern talking machine
companies were shipped to Indianapolis to be
placed in beautifully finished cabinets made in
Iudianapolis workshops and from here delivered
to central and far Western points.

“Lumber for this purpose is shipped to In-
diaitapolis from all the great forest regions of
the United States and from many Old World
ports, including the mahogany that comes from
Nicaragua and darkest Africa. Here the wood
is fashioned into the cabinets and given its beau-
tiful finish by thousands of 1ndianapolis work-
men.”

CHARLES E. MOIR FEATURED

Charles E. Moir, who handles the Victor,
Drunswick, Cheney, Sonora and L’Artiste prod-
ucts in Cambridge, Mass., was the subject of an
extended write-up in the Chronicle, of that city,
recently, which was accompanied by a portrait of
this enterprising merchant.

GRANBY PLANT TO BE ENLARGED

Business With This Corporation Shows Steady
Increase—Investigating Factory Practices

NorrFoLk, VA., November 1-—Activities at the
headquarters of the Granby Phonograph Corp.,
in this city, are numerous. Preparations are be-
ing made to enlarge the factory in Newport
News. The increasing business is reported as re-
markable and this will be the fourth time within
two years that it has become necessary to in-
crease facilities to take care of growing busi-
ness.

Irving Beckhardt, of the credit department,
and C. T. Westmoreland, factory superintend-
ent, have been making a country-wide investi-
gation of factory practices to procure new ideas
for use in the Granby factory at Newport News.
This trip covered many of the furniture factories
in North Carolina. Cincinnati, Louisville and
other Southern cities. lInvestigation will also
be carried into Michigan and through New Eng-
Jand.

F. D. W. Connelly, of the Philadelphia office,
recently spent two weeks at the factory. While
in Virginia he visited several of the important
cities of this State in the interest of Granby.

Harry Coplan, sales manager of the corpora-
tion, has been traveling through New England,
Philadelphia and New York State. He reports
that business is improving materially and pre-
dicts a busy season ahead.

EIGHT VICTOR ARTISTS IN PEORIA

The Eight Famous Victor Artists attracted
much attention in Peoria, Ill., recently, where
tliey gave a concert under the auspices of the
Feoria Music Co., Victor dealer in that city.
Before the concert the artists visited the store
of the Peoria Music Co. and held an informal
reception.

“All things come to him who waits” is an old
and false prophecy as many failures can testify.

Showing Reproducer o | s
change needle. Also position when not in use.

Plays all types of records.
the “EDISON” with the LEVER.

lateral to vertical cut records.
swinging to the right.

Needle scratch alimost entirely removed.

unnecessary scratching.

record, giving it a floating action.

——

4}

Jewel Attachment turned up to

Operates the same as

No adjustments necessary when changing from
Stop prevents

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

Is the ONLY attachment that plays vertical cut
records in the proper “EDISON” position with
the Reproducer turned FACE DOWN to the

THE
IMPROVED

ewe

A ACHMENT FOR EDISo

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

Showing Jewel Attachinent in position for playing wvertical
cut records.

JEWEL PHONOPARTS COMPANY

THE CARE OF A PHONO-
GRAPH.”

[f your jobber does not handle,
write us.

Price the same. Liberal discount

to dealers.

GUARANTEED
WAY.

MONEY BACK IF NOT SATIS-
FIED.

We handle highest grade Jewel
Point Needles.

IN EVERY

Showing face wiew of Jewel Attachment iw position for

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
blast, crack, split or warp, and are the greatest
development in phonographic sound reproduction
i1 years.

Showing back view of attachment in position for playing
lateral cut records.

154 W. Whiting St., Chicago

playing lateral cut records.

NOM-Y-KA diaphragms do not
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Have you received
your data sheet
for listing in the

TALKING MACHINE WORLD
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TRADE DIRECTORY?

There is no charge
for directory list-
ing. We are offer-
ing a limited
amount of adver-
tising space in this
directory, and if
you are interested
in securing space,
reservations
should be made
without delay.

373 Fourth Avenue

If you have not yet received
your data sheet for listing in
this Directory, please advise us
by return mail and we will send
you one immediately.

THE TALKING MACHINE WORLD
TRADE DIRECTORY will be the first
accurate and complete Directory ever pub-
lished in the talking machine industry. If
you are a manufacturer or jobber of any
product associated with the industry in any
way, it will be to your distinct advantage
to be listed properly.

This directory is being published in response to the
demands of the trade, which have become more and
more insistent during the past five years. Moreover,
the publishers of “The Talking Machine World”
now regard the industry as sufficiently stabilized
to warrant the compilation of an accurate and

-reliable directory.

Compiled by

e~ TAL_KING +
alking V\’QRI:D .

New York City

Sooash

THE TALKING MACHINE WORLD TRADE DIRECTORY
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The immortal Toreador’s Song from Carmen is
Riccardo Slrac‘ciari’s'opporlunily to make a master-
ful record in his rich, full baritone, with a male chorus
supporting him. I’s a masterpiece! Columbia 49968.

Columbia Graphophone Co.
NEW YORK
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VICTOR ARTISTS IN INDIANAPOLIS

Octette Accorded Enthusiastic Reception on
Appearance at Murat Theatre

InpianaroLis, INp, November 1.—The Eight
Famous Victor Artists were brought to this
city recently through the efforts of several local
Victor dealers, together with the Stewart Talk-
ing Machine Co., Victor wholesaler, and
achieved a veritable triumph on their appear-
ance at the Murat Theatre. Not only did the
citizens of Indianapolis turn out in sufficient
numbers to pack the theatre, but a number of
Victor dealers outside the city took advantage
of the opportunity to hear the artists.

Billy Murray acted as master of ceremonies
and won many laughs with his clever introduc-
tions, as well as much applause after the singing
of “Ten Little Fingers and Ten Little Toes”
and the several encores that followed.

The Peerless Quartet won fresh laurels with
their group singing “Linda,” “I'm Missin’ Mam-
my's Kissin’,” “Somebody’s Mother” and a
firelight medley of old-fashioned airs sung un-
accompanied. The Sterling Trio also received
their share of applausc.

While the greater part of the program was of
the popular type of music Frank Croxton, an In-
dianapolis boy by birth, added a touch of oper-
atic atmosphere by singing the well-known
“Song to the Evening Star” from “Tannhauser,”
and the favorite classic, “Drink to Me Only
With Thine Eyes,” and as an extra “The
Night Has a Thousand Eyes.” Mr. Croxton has
a deep, rich, bass voice that seemed peculiarly
adapted to his style of selections.

Fred Van Eps proved to be a cyclonic per-
former on his banjo and won much applause by
his presentation of a group of old negro favor-
ites and variations on “Suwanee River.” Frank
Banta deserves much credit for his clever ac-
companying work. ’

Henry Burr gave a few semi-classics that were
thoroughly appreciated, and Monroe Silver
brought peals of laughter from his hearers by
his Cohen stories.

TRIBUNE DESCRIBES RECORD MAKING

Article in the New York Tribune Is Indicative
of Newspaper Interest in the Industry

An article appearing recently in the Sunday
issue of the New York Tribune, entitled “From
Squawk to Beethoven Symphony,” by Lawton
Mackall, describes some interesting features of
record recording and relates the history of the
advance in talking machine manufacture. The
article, which covers a complete page, relates
technical details of record making in language
which the layman can easily understand. This
is but another evidence of the increased interest
exhibited by the newspapers and writers in the
industry, which is providing some valuable free
publicity.

Be sure you're right and then—soft pedal on
the “I-told-you-so” stuff.

i

AN EFFECTIVE VOCALION WINDOW

Cincinnati Branch of Aeolian Co. Arranges a
Most Effective Display

An unusually attractive display of Vocalions
and Red Vocalion records was recently arranged
in the hranch store of the Aeolian Co. in Cin-
cinnati, O., the entire window being given over
to the exhibit. The centerpiece was a huge re-
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An Artistic Window Arrangement
production of a Vocalion record, while records
from the current lists were suspended from the
cciling and others. arranged in racks at each
side of the window. Portraits of the various ex-
clusive Vocalion artists were also featured in the
display, as were also some of the more popular
machines, and the whole arrangement attracted
unasual interest and comment. The general ef-
fect of the window is given in the accompanying
illustration, which, of course, should be seen in
person to fully appreciate its merits,

APPOINTED CHENEY DISTRIBUTORS

Van Korn-Shower Co. to Wholesale That Line
in State of Michigan

Derroitr, Micu., November 3.—B. K. Van Korn
and C. J. Shower have been appointed distribu-
tors for the Cheney Talking Machine Co. in thé
State of Michigan. They style their company
the Van Korn-Shower Co. and they have estab-
lished offices at 205 Farwell Building, this city.
They also represent the Odeon Record Co. and
the New York Brush Co. in the same State.

NEW ALBUM FOR HOII)AY TRADE

“Peerless De Luxe” Album Designed for Sale aé
Special Christmas Gift

The Peerless Album Co., of 638 Broadway.
New York, has just announced to the trade a
new record album made particularly for holi-
day business. It has been given the trade name
of “Peerless De Luxe.” The new product is
the conception of Phil Ravis, president of the
company, who has long felt that there was need
for an album which would be an appropriaté
Christmas gift. The *“Peerless De Luxe” is
bound in two-tone Spanish mission, the insid¢
covers of which are lined with genuine moire
silk, the metal bindings being gold-plated, The
covers are also gold-finished and bevel-edged,
The uew album is of the highest quality
and should meet with popular approval.
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1658 Broadway
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ERANK CROXTON

EIGHT FAMOUS
VICTOR ARTISTS

In Concert and Entertainment
Personal Appearance of

Eight Popular Victor
Favorites on One Program

A live attraction for live dealers and jobbers

Bookings now for season 1921-1922
Sample program and pamiculars upon request

P. W. SIMON, Manager

New York City

[ErED VAN EDS

JrstesseasestIntagecaningely

MONROE S1LVER

JOHN PM\EYERS

‘Famous Ensembles including

Campbell & Burr - Sterling Trio - Peerless Quartet

i) S
FRANK. BANTA
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“ Fmerson ,°Records

For Christmas

Each record on the Emerson list for | Santa Claus records for “Kiddies.”
December 1s a holiday-spirit contribu- | The Jatest of the late mid-winter song
tion 1n itself. hits, -

Christmas hymns and standard Yuletide | Dance inspiration in five records of
selections. genuine syncopated harmony.

SPECIALS FOR CHRISTMAS
KIDDIES' PATROL (Christmas Eve) (Walter Rogers). Descriptive ....... Band
KIDDIES' DANCE (Christmas Morning) (Walter Rogers). Descriptive ..... } Lol e

HARK! THE HERALD ANGELS SING (Mendelssohn). Male Quartet..............
JOY TO THE WORLD (Handel). Male Quartet.............. ....oooooeemooooo) Stella ‘ORantas
HOLY NIGHT, PEACEFUL NIGHT (Mohr-Gruber). Male Quartet.................
ADESTE FIDELES (Come All Ye Faithful) (J. Reading). Male Quartet............ } ShanpealEaEs

THE EXCLUSIVELY EMERSON PICTURE RECORDS

By Emerson Entertainers

LITTLE RED RIDING HOOD. Story with Animal Imitations.
THE THREE BEARS. Story with Animal Imitations.

A101 { MOTHER GOOSE RHYMES. With Song Accompaniments.
A102 { MOTHER GOOSE RHYMES (Second Series). With Song Accompaniments.

STANDARD NUMBERS

10459
10270 {

1087

A100

1046 LEAD, KINDLY LIGHT (Newman-Dykes). Male Quartet ......................... .
400 1 ALMOST PERSUADED (P. P. Bliss). Male QUArtet...................co.....o.... Prinity Quantel
MY FAITH LOOKS UP TO THEE (Palmer-Mason). Tenor
10461 and Contralto Duet, Orch. Accomp........................ Reed Miller and Nevada Van der Veer
THE LORD IS MY SHEPHERD (Smart-Passmore). Tenor
and Contralto Duet, Orch. Accomp...........cccvvvvnnnn..
RUSTLE OF SPRING (Sinding). Piano Solo......o.vtitiiitiineiminnnrnsnenesoneenns M
10462 { yALSE BRILLANTE (Mana Zucca). Piano Sol0..............oueurnmerineeeenenennss el
BARCAROLLE, from *“Tales of Hoffmann” (Offenbach). Instrumental Trio.............. L .
10463 { WERE MY SONG WITH WINGS PROVIDED (Reynaldo Hahn). Instrumental Trio..} ongo Trio
THE LAST ROSE OF SUMMER (Moore). Soprano Solo, Orch. Accomp................. Vivian Holt
10464 / JUST A-WEARYIN' FOR YOU (Stanton-Jacobs-Bond). Contralto Solo, Accomp by Piano, Violin
and Cello cvvviiiiiii i T Ip— A T oA T T et Corinne Morgan Welsh
DANCES
SWEET LADY, Medley. From Musical Production “Tangerine” (Johnson-Crumit-Zoob). 1
10450 Fox-trot, Piano Solo with Vocal Chorus by Irving Kaufman.......................... +Eubie Blake
MA (Con Conrad). Fox-trot, Piano Solo................ B Y operara gy Spe— Se—ey 4 J
TUCK ME TO SLEEP (In My Old 'Tucky Home) (George W. Meyer). Fox-trot. Bennie
104527 (Glow, Little) LANTERN OF LOVE (Fred Fisher). Fox-trot................... Krueger's Orchestra
WHEN THE HONEYMOON WAS OVER (Fred Fisher). Fox-trot..) , . )
10453\ TENDERLY (Little-Stanley-Dellon). FOX-trOt. ... ....e.ueesinee.n... j Joseph Samuels’ Music Masters

HOW MANY TIMES? (Robinson-Turk). Intro.: “Mama Whip, Mama Spank."}Van Eps Specialty Four

BABY FACE (Benson-Howard). Fox-trot.............. .. ... .. ..o, 2
10454
Medleya E ox=trotmae == xlf ¢ 48 05 & 19 Sora 8 b 55" B 5 § 5 olr 50 ARE 8.6l Sae @ o s 2 o) 8

ROSY CHEEKS (Young-Parish-Squires). Fox-trot....... :
104551 LOVE ME (All of the Time) (A. MacIntosh). Fox-trot

SONG HITS
BIMINI BAY (Whiting-Kahn-Egan). Novelty Song, Orch. Accomp...................... Arthur Fields
10451 MANDY °’N’ ME (Kalmar-Conrad-Motzan). Tenor Solo, Orch. Accomp............... Irving Kaufman
CRY-BABY BLUES (Young-Lewis-Meyer). Character Song, Orch. Accomp....... ...... Eddie Nelson
10456 ! WHAT I WANT TO DOODLE DO FOR YOU?(Von Tilzer-Brown). Comedy Song, Orch.
AICCOTMP)y pi e st me bl s am il LT L e e i e e LR e 1T raE St ....Fred Hillebrand

TEN LITTLE FINGERS AND TEN LITTLE TOES (Down in Tennessee) (Pease-White-Schus-

{I WONDER IF YOU STILL CARE FOR ME (Smith-Snyder). Tenor Solo, Orch. Accomp..Sam Ash
10457
ter-Nelson). Novelty Song, Orch. Accomp.............cooiiiiiiinae. Ernest Hare and Billy Jones

PLANTATION LULLABY (Stevens-Gillette-Holmer). Tenor Solo, Orch. Accomp..... Vernon Dalhart
10458 1 A LITTLE SIDE STREET (Harris-Howard). Tenor Solo, Orch. Accomp.....:....Charles Harrison

Emerson Records in It_alian, Hebrew-Jewish, German and Polish are
leaders in their respective languages.
<Emerso

>, 1he Emerson Phonograph Co.

Phonographs 317 So. Wabash Avenue 206 Fifth Avenue
= Chicago New York City
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FOUR CELEBRATED ARTISTS TO RECORD FOR BRUNSWICK

Claire Dux, Soprano; Tino Pattiera, Tenor; Elly Ney, Pianiste, and Bronislaw Huberman, Violinist,
Appearing in Operatic and Concert Fields, Now Recording Exclusively for Brunswick

Brunswick dealers and Brunswick record en-
thusiasts are awaiting with interest the first
recordings of four widely known European oper-
atic and concert artists who are now in this
country for the first time and are being an-
nounced to the trade by the phonograph division
of the Brunswick-Balke-Collender Co. as exclu-
sive Brunswick artists. All of these artists have

negotiating for the engagement of these Euro-
pean artists for some time past and were largely
instrumental in bringing them to this country.
When arrangements for their appearance here
were finally consummated the Brunswick Co.
immediately took steps to secure the rights to
make recordings of these artists on Brunswick
records exclusively. William A. Brophy, head

appeared before Euro-

pean audiences for [&
several years past, i 2
where their brilliant 3 I_'
performances won the [&8
praises of critics in |58

the leading musical
centers.

Two of these artists
are singers of note,
Claire Dux, soprano,
and Tino Pattiera,
tenor, who are to make
their American debut
this coming season
with the Chicago
Opera Company and
will be heard in New
York when that or-
ganization comes here
for its annual visit.
Pattiera is a native of
Dalmatia and made
his greatest success in
tenor roles of the
Puccini and Verdi
operas. Claire Dux
has been known as
one of the leading
mezzo - SOpranos ap -
pearing in the opera
houses of Europe and
Mary Garden, hearing
that there was a pos-
sibility of Mme. Dux
making an American
tour, immediately of-
fered her a contract to
sing for the Chicago Opera Company. Mme.
Dux has appeared in Covent Garden, London;
the Royal Opera of Berlin, LLa Scala, Milan;
Royal Opera, Stockholm; Royal Opera, Petro-
grad.

Elly Ney, who has just made her American
debut in New York, is an accomplished pianiste,
who has delighted European audiences with her
work. Local musical critics stamp her as an
artist of unquestioned ability. Bronislaw Huber-
man, violinist, came to this country as a child
prodigy when only fourteen and his playing in
New York last month, after an absence of
twenty-four years, confirmed the good opinion
keld of his talents abroad.

The officials of the Brunswick Co. have been

1.—Elly Ney, Pianiste; 2.~—Claire Dux, Soprano;
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3.—Bronislaw  Huberman, Violinist;

4.—Tino Pattiera, Tenor.
of the recording laboratories in New York, has
already made several tests of them and he states
that records by these artists will be ready for
distribution to the trade about December 1.
'Their release, then, is most timely, as all these
artists are now appearing before American audi-
ences.

Claire Dux opened November 14 as Mimi in
“La Boheme,” with the Chicago Opera Com-
pany. Then she appears in Kansas City Novem-
ber 23; Detroit, December 6; New York City,
November 29, January 22; Lynchburg, Va., Feb-
ruary 6; Concord, N. H., February 23; Detroit,
March 9: Montgomery, Ala, March 30, and sev-
eral other cities which will be announced later.

Tino Pattiera will make his first American ap-

pearance as Canio in “Pagliacci” the second
week of November with the Chicago Opera
Company. He will next appear at Lynchburg,
Va., December 6, and will give several concerts
in addition to being heard with the Chicago
Opera Company in New York City during the
montl of January.

Elly Ney is booked fo appear in most every
large city in this country, following her debut
in New York City on October 18, where she was
received most enthusiastically. She appeared in
Detroit November 3 and 4; New York City,
November 8; Oswego, N. Y. November 11;
Richmond, Va., November 15, and will appear
in Athens, Ga, November 17; Atlanta, Ga., No-
vember 19; New York City, November 26; Bos-
ton, Mass., November 27; Evanston, Ill., Decem-
ber 1; Quebec, Can., January 9; Three Rivers,
Quebec, January 11; Montreal, January 13; New
York City, January 22 and February 5; Chatta-
nooga, Tenn., March 7.

Bronislaw Huberman, after making his first
American appearance in New York in October,
is scheduled to be heard in the following cities:
St. Paul, Minn., October 27; Minneapolis, Minn.,
November 28; Philadelphia, Pa., November 1;
New York City, November 8, 12 and 18; Lynch-
burg, V'a., November 21; Baltimore, Md., Novem-
ber 25; New York City, November 29; Wash-
ington, D. C.. December 1; Brooklyn, N. Y.,
December 4; New York City, December 11; Co-
lumbia, Mo., December 14; St. Louis, Mo., De-
cember 16 and 17; Omaha, Neb., December 18;
New York City, January 1; Chicago, Ill.,, Janu-
ary 10; Providence, R. I, January 24; Roches-
ter, N. Y., February 1.

Mr. Brophy states that Brunswick dealers are
being supplied with attractive advertising mate-
rial, so that they can capitalize on the visits of
these artists in their cities. Also the Brunswick
Co. is to announce these exclusive Brunswick
artists in a nation-wide campaign of advertis-
ing in the leading newspapers and magazines
in the country,

The engagement of these artists, Brunswick
officials state, is the forerunner of several more
to be announced this Winter, as it is the pur-
pose and aim of this company to have in its rec-
ord catalcg a complete series of operatic and
classic niustc, rendered by the best artists ob-
tainable. Already rccords have been issued by
the Brunswick Co. of several widely known
artists who are exclusively Brunswick, among
whom are Mario Chamlee, tenor; Giuseppe
Danise, baritone; Florence Easton, soprano, who
are appearing in leading roles with the Metro-
politan Opera Company, this city. Also rec-
ords of Irene Pavolska and Marie Tiffany, who
are members of the Chicago Opera Company,
have been released to the trade and have met
with cousiderable favor.

Nothing is more important to the dealer than
to see that his sales force keep the record stock
in good condition. Having the needed records
and being able to supply customers without
delay is a valuable asset.

Quality

The “VICSONIA” Reproducer

Victrolas and Grafonolas.

Note:
ment.

price $7.50.

313 E. 134th STREET

Recognized for its Perfect interpretation of Edison Disc Records on

Fitted with permanent jewel point.

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

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

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

VICSONIA MFG. CO., Inc.

Distinction

No loose parts.

Flexible stylus.

Retail

NEW YORK,N. Y
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Selling a Profitable Line

Sales are necessary to business.

But sales, no matter how large, without a
satisfactory net profit, mean disaster. It 1s 5
better to show big profits on a small invest-
ment than small profits on a big investment.

An extra large discount does not mean large
profits if there 1s no demand for the goods
purchased. The difference between an extra
large and a normal discount 1s a great deal less
than the extra expense required to sell such
goods.

Sell a phonograph that means the most to you
in the long run—one that bears a favorable

[\

=\ reputation—one that will compare favorably
= in any side- by-side test with other phono-
. hs— k rer ph h. Such
e graphs—a quick turnover phonograph. Such is

The Highest Class Talking Machine in the World

THE INSTRUMENT OF QUALITY /4

oNnora\

CLEAR AS A BELL

Sonoras are now selling at revised prices based oc
present costs
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With the revival of normal business conditions, a Sonora agency
is of GREAT VALUE to you. There are new dealers being
added. You may be able to secure a valuable agency if you will
write for further mformation.

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.

Griffith Piano Co.,

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

Hessig-Ellis Drug Co.,
Memphis, Tenn.

Arkansas, Louisiana, Tennessee, Mis-
s1ssippl.

Kiefer-Stewart Co.,

Indianapolis, Ind.
Entire State of Indiana.

Lee-Coit-Andreesen Hardware

Co.,

Omaha, Nebr.
State of Nebraska.

MS & E,

221 Columbus
Mass.

Connecticut, Rhode Island and east-
ern Massachusetts.

C. L. Marshall Co., Inc.,

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

Ave., Boston,

Sonora Distributing Co. of

Texas,

Dallas, Texas.
Western part of Texas.

Long Ilsland Phonograph Co.

150 Montague St., Brooklyn, N. Y.
All of Long Island and Brooklyn.

ESIDES possessing im-
portant patents of
its own, Sonora is licensed
and operatesunder 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.

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.,

W ichita, Kans.

Southern part of Kansas, Oklahoma
(except 5 N.E. counties) and Texas
Panhandle.

Sonora Distributing Co. of
Pittsburgh
4130 Jenkins Arcade Bldg., Pitts-
burgh, Pa.

Western Pennsylvania and West Vir-
ginia.

Moore-Bird & Co.,

1751 California St., Denver, Colo.

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

Minneapolis Drug Co.,
Minneapolis, Minn.

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

Robinson-Pettet Co., Inc.,
Louisville, Ky.
State of Kentucky.

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, Il
Illinois and lowa.

Yahr & Lange Drug Co.,

Milwaukee, Wis.
Wisconsin, Upper Michigan,

Sonora Co. of Phila., Inc.,

1214 Arch St., Philadelphia, Pa.

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

Greater City Phonograph Co., Inc.

311 Sixth Avenue, New York

All of New York City except Brook-
lyn; 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

Hightand.
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CENTRAL OHIO DEALERS ORGANIZE

Victor Retailers in That Section Meet in Colum-
bus and Form New Association, With Leslie
1. King, of Columbus, President

CoLumsus, O, November 4 —Ninety retail dealers
in Victor talking machines and records came
from a number of towns that are within a
seventy-five-mile radius of this city last month
and formed the Central Ohio Victor Talking
Machine Retail Dealers’ Association.

Leslie 1. King, manager of the Victrola de-
partment of the Morehouse-Martens Co., Colum-
bus, was elected president of this organization.
In Mr. King's initial speech to members of this
Association he said: “Because all the Victor
dealers are anxious to maintain the highest

Leslie I. King
their service to the
public and in order that business mcthods might

standard of excellence in

be employed whereby customers would have
their requirements filled along musical lincs in a
way that would give the dealers their confidence
we have decided to forin this organization.”

Mr. King further stated that conventions will
be held annually and that at these conventions
the members will “talk shop” and not have the
meetings serve as social gatherings. “We will
from time to time send out bulletins that will
give the best methods in salesmanship.” The
work of issuing bulletins has been delegated to
an executive committee whose duty it is to ob-
serve all the things that go to sell Victrolas and
records and then to incorporate their observa-
tions on this subject in the bulletin. “By doing
this,” Mr. King stated, “not only will the dealers
stimulate their trade, but the public will be
greatly benefited. They will get something even
hetter than what they want in the musical field.

And to serve the public in the best possible
way, that is the aim of this organization.”

Some time during the month of November a
meeting of this organization will be held in Co-
lumbus, when the time and place for the 1922
convention will be dehnitely decided.

Other officers elected are: E. O. Collender,
Zanesville, vice-president; Frank Sells, Dcla-
ware, secretary, and M. L. Phillips, Mt. Gilead,
treasurer.

GOOD REASONS FOR OPTIMISM

R. C. Clark, of Granby Road Forces, Tells of
Better Conditions—Expects Big Holiday Trade

Corunmsus; 0., November 4—Robert C. Clark,
who covers southern Ohio and eastern Kentucky
for the Granby Phonograph Corp., of Norfolk,
Va., reports that business in his territory is
showing a decided increase. Everything points
to a healthy holiday business. Not only is busi-
ness good in the talking machine field, but among
many of the large industries in that locality
which favorably affect the buying power of the
public.

Among the large industries which are speed-
ing up production is the National Cash Regis-
ter Co., of Dayton, O., which employs several
thousand people. The increased activities of this
plant alone have caused a spread of optimism
among the dealers in that section of the State.
The dealers in this city also are very optimistic
and are making great preparation for the holi-
day business.

FILES SCHEDULES OF CREMONA CO.

Liabilities of Cremona Phonograph Co., Port-
lard, Ore, Given by Secretary as $107,782,
With Assets of Only $31,666

PorrLaND, Oxre., November 2-—According to a
report filed in the Federal court last week by
H. E. Witham, secretary of the Cremona Phono-
graph Co., which recently filed in bankruptcy,
the total liabilities of the company are $107,-
782.01, with assets of $31,666.39. Of the liabili-
ties the secured claims amount to $62,075.37,
while the unsecured claims are $30,640.25. The
assets consist of real estate to the value of
$6,050 and the balance, $23,845.08, arc notes, bills,
etc. The priucipal creditors are: A. B. Cutler,
who holds ccrtificates amounting to $10,262;
Mary L. Eaton, $11,114.25; F, W. Cutler, $18.-
611.45; Coast Bond & Finance Co,,
and the Northwest Finance Corp., $5,678.30.

A. J. Johnson, Victor dealer iir Fall City, Neb.,
nmakes it a point to publish the full Victor list
of records in his advertisement in the local
papers, which has proven quite a factor in bring-
ing business to his store.

Special advertising and sales campaigns are in
order to make the holiday season pay adequate
dividends.
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The Record That Wins by Comparison

OKJL Records

The Service That Suits ALL DEALERS’ NEEDS

$15,155.57, -

INTHE-

HCA::Y ]I“ jsi”" >

YFOR YOURI

PHONOGRAFH

Made in Our
Watch Oil

DEPARTMENT

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

The Best Oil For Any Talking Machine

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

Colorless, Odorless and Stainless.

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

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

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

CO-OPERATION NEEDED TO SUCCEED

Employer Who Assumes an Attitude of Superior-
ity Curtails Enthusiasm of Men—Sales Drop
and Disorganization Often Results

In many business houses there is a lack of co-
ordination between employes and employer
which cannot help hut be detrimental to the best
interests of the business. Employers sometimes
become so imbued with their own importance
that they assume an attitude of autocratic supe-
riority which arouses the antagonism of em-
ployes. The result i1s grumbling, discontent and
a consequen: falling ofi of enthusiasm which
naturally results in a decline in sales. If such
a condition exists the employer has no one to
blame but himself, and instead of seeking to re-
piace his old and tried salesmen and employes
with others he should remedy his own attitude
in order to kecp the morale of his staff as high
as possible. Many a manager and business man
has failed because he lacked those qualities of
llumaneness which mark the true executive and
which are absolutely essential if the best efforts
of the salcsimen are to be brought out for the
lenefit of the firm.

“THE BATTLE OF ALLIANCE”

CreveLanp, O., November 8. —H. C. Schultz, of
the Kennedy-Schultz Co., representative of the
Granby Phonograph Corp., of Norfolk, Va,, in
this city, is the author of an interesting volume,
entitled “The Battle of Alliance.” The book has
been prepared for private distribution and those
who have read it say it proves the author has
ne little ability as a fiction writer.

Independent Jobbing Company

‘Okeh Record Distributors

Goldsboro, North Carolina
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\7?ctor Dealer tolearn,
Whete you are located.
Dillboards! Dillboards!
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may vead~and tumble
C.BRUNO GSON, Inc.
31-353 Fourth Ave-New York

VICTOR WHOLESALER
TO THE_ DEALER ONLY /
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CABLE ADDRESS REG'D
“FILASSE—PHILA.”

EX TR A! Mr. Phonograph Industry EX TR A!

LONG DISTANCE 'PHONE
BARING 535

IMICO SHAFT No. 4 “COMES IN” WITH BIG PRODUCTION
Collect Your Dividends Now by Obtaining Lower Quotations

Send for Samples and Special Quotations Effective November 15th.

IMICO INDIA RUBY
MICA DIAPHRAGMS

INTERNATIONAL MICA COMPANY
Still the Standard

There’s a Reason

FACTORY AND SALES DEPT.,
37TH AND BRANDYWINE 8TS,,
WEST PHILA. PA.

V. T. SCIIULTZ
CLEVELAND, 01110

RAYSOLO SALES CO.
LANCASTER, PA.

HE KNOWS HIS BUSINESS COSTS

The Business Man, Whether Running a Small
Store or Large Manufacturing Plant, Should
Know Exactly the Cost of Operation

The cfficient head of to-day’s business doesn’t
guess—hc krows. He knows his exact cost of
doing business. He has at his fingers’ tips the
etitire cost of every article in his store, and the
cest of every operation, handling, selling and
delivery. He knows, at any moment, whether
ke is making or losing money.

Now, these cost records are not kept because
the business is big: but rather the business is big
because the costs arc known.

You are traveling on guesswork, and are run-
ning the risk of failure

~—unless you know how much it costs you to
sell your goods;

—unless you know how much your delivery
costs amount to;

—unless you are carrying a depreciation ac-
count on your books, and are charging deprecia-
tion of your equipment as part of business cost;

IMICA PRODUCTS'

ARTIIUR BRAND & COMPANY
CINCINNATI, OIIIO

WALTER S. GRAY
SAN FRANCISCO, CAL.

DAVENPORT PHONOGRAPII &
ACCESSORY CO.
DAVENPORT, IOWA

—unless you know exactly what each and
every item of expense amounts to and figure it
against the running of your business.

The majority of mercantile failures can be
charged up to ignorance on the part of the mer-
chant of his own business.

A simple set of accounts, intelligently kept,
will guard you from this. Don’t try to ‘“keep
your business in your hat” If you do, you'll
soon find that you will either have to take it out
or get out yourself.

NIGHT FORCE ON RECORD OUTPUT

Bridgeport Die & Casting Co. Busy From 7
A. M. to 10 o'Clock at Night

Bripcerort, Conn., November 3.—The Bridge-
port Die & Machine Co. has already inaugurated
night work in its plant in this city, thus contin-
uously pressing records from 7 o’clock in the
morning until 10 o’clock at night. The various
records pressed by this company are proving
very popular and the demand is steadily increas-
mg.

/CSJ . 5
Yickor Dealers
n
_Mississipepi
Alabama
Florida

—

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

and Will Remain
Why NOT IMICO

ARTOPIHONE COMPANY
ST. LOUIS, MO,

STEINOLA COMPANY
KANSAS CITY, MO.

PROVIDENCE PHONOGRAPH
SUPILY CO.
PROVIDENCE, R. 1.

THE STORE WAS REALLY CROWDED

St. Louisans Turn Out in Great Numbers to
Help Kirkland Piano Co. Celebrate

St. Lours, Mo., November 4—When Jonas H.
Kirkland, who does business as the Kirkland
Piano Co., at 204 North Twelfth street and
2024 East Grand avenue, this city, gave an anni-
versary party at his East Grand avenue store he
was swamped with guests. In the year that he
had operated the branch store he had remodeled

Crowd at the Kirkland Anniversary
it, and on the first anniversary he sent 2,200
postal announcements to customers on his mail-
ing list and scattered 10,000 handbills around the
neighborhood.

The doors were opened at 7.30 p. m. and until
10.30 the store was filled and there were sa many
pcople on the sidewalk and in the street that
policemen were needed to handle the traffic. The
crowd coming in at the front door was so great
that people in the store could not get out that
way and it was necessary to open the back doors
to let them out.

Mr. Kirkland has only been in the piano and
talking machine business a short time and his
energy and enterprise have caused older music
merchants to take notice. He is only twenty-six
years old. His sales organization consists of
Messrs. H. Semple and C. Edelmann and Misses
E Repple and M. Koetting. He handles the
Brunswick phonograph and Cable pianos.

The M. J. Keenan Music Store, at 125 North
Main street, Austin, Minn,, is bringing his talk-
ing machine, piano and other lines of musical
instruments to the attention of the public
through local publicity.

A product is only well sold when it stays sold.
I: other words, when it gives continued satisfac-
tion and makes friends for the house.
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THE PASSING OF 1. DAVEGA

Had Been Identified With Talking Machine In-
dustry for a Long Period of Years—Business
Now in Charge of Abram Davega

In the passing of I. Davega, president of the
Knickerbocker Talking Machine Co., New York
City, which was an-
nounced in last month’s
issue of The World, the
industry has lost a
member who was iden-
tified with it in a
prominent way. For a
number of years presi-
dent of I. Davega, Jr.,
Inc.,, which later be-
came the Knicker-

I. Davega
bocker Talking Machine Co., Mr. Davega cen-
tered his activities on the wholesaling of Victor

merchandise. In his long connection with the
trade Mr. Davega formed many lasting friend-
ships and the news of his death caused great
sorrow. The active management of the Knicker-
bocker Talking Machine Co. has passed on to
Abram Davega, the only son, and who for
the past few years has been practically in full
charge of the business during the illness of his
father. I Davega is survived by a widow, his
son, Abram Davega, and a daughter, who is
Mrs. Byron R. Forster, wife of the well-known
president of the Brilliantone Steel Needle Co.

$61,000 IN JUDGMENTS AWARDED

Decree of Foreclosure Also Entered Against the
Cathedral Phonograph Co.

MarioN, O., November 1.—Judgments amounting
to $61,604.79 against the Cathedral Phonograph
Co. and Axel Akers, as trustee for the estate of
the Cathedral Phonograph Co., a bankrupt, were
awarded the cross petitioners in the common
pleas court here last week in a suit of Axel
Akers, as trustee for the estate of the Cathedral
FPhonograph Co., and others. Decree of fore-
closure also was entered and the property of
the bankrupt company ordered appraised and
sold for cash by the sheriff on November 9.

A small advertisement which hits the nail on
the head is worth more than a double-page dis-
play of generalities.

What More Can You Ask

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

Megnols Y
Tulking @
Tuche Y

~ Watching the Music Come Out

Complete description of all these features is
to be found in our handsome illusirated
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 SCHULZ, President

General Offiees Southern Wholesale Bransh
711 MILWAUKEE AVENVUE 1330 CANDLER BLDG.
CHICASBO ATLANTA, QA.

HALLOWE’EN IN WASHINGTON

Talking Machine Houses Arrange Elaborate
Window Displays for the Occasion

WasningToN, D. C., November 4.—The leading
music stores of the Capital City during the past
week led all other establishments in point of at-
tractiveness of display. All decorated their win-
dows to some extent, featuring All Hallowe’en,
while several of the retailers went to consider-
alble expense and effort.

One of the miost attractive of these displays
was that of E. .F. Droop & Sons Co., Victor
wholesalers. On the G street side of the store
the window featured pianos. The flooring of the
window was covered with straw and in the cen-
ter was a huge pile surmounted by a Victor dog,
while another smaller one was seen pushing his
way through the straw at the bottom. Shiny
records were made into skeleton heads by the
use of white paint, and these with cut:outs and
jack-o’-lanterns in pumpkin shape added to the
attractiveness of the display.

The Thirteenth street window was given over

to Victrolas. Here there are numerous baskets
of large yellow chrysanthemums, draped with
vellow and with orange crepe paper, were filled
with oak leaves. The window had a large bor-

‘der of laurel.

Diagonally across the street was another elab-
orate display in the window of the Jordan Piano
Co. One of the first things viewed was a sign
which deposed “You need music for your Hal-
lowe'en party. The Victrola will give you the
best.” Another sign advised, “Select Your Hal-
lowe'en Records.” In the center was a Victrola
and directly back of that was a painting of a
wood scene forming a part of the background,
the rest of the space being covered by corn-
stalks. To the right, in a stack of the stalks
there was a witch with illuminated face, while
her counterpart held forth on the left.

INSTALLS THREE NEW BOOTHS

The Barber Music House, Great Falls, Mont.,
of which R. J. Barber is proprietor, has recently
installed three new sound-proof booths to take
care of the growing Columbia trade.

Which Machine?

Do you believe in luck?—or rather,
do you believe you are so lucky
that the results of luck will be
lucky for you?

In other words, can

cabinet is a maximum value at its
price—a model of good taste and
fine craftsmanship.

Harponola tone is
unusually sweet

you afford to go in-
to the phonograph
business without in-
vestigating every
machine that can
possibly have
merit?

To decide WHICH
MACHINE with-
out getting all the
evidence is foolish
and can only result
in your making less
out of your phono-
graph department than you might
make.

Harponolas are built in every de-
sirable cabinet style, and every

and faithful to all
the fine tones in the
record.

Harponolas, me-
chanically, are as
service-proof as
may be built.

And the Harponola
proposition to the
dealer is substan-
tial, fair and excep-
tionally profitable.

You owe it to yourself to write for
the Harponola proposition. Give us
a chance to prove that you couldn’t
select a better machine from a
sound merchandising standpoint.

THE HARPONOLA COMPANY

101 MERCELINA PARK

CELINA, OHIO

Edmund Brandts, President

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

The Phonograph with the ‘“Golden Voice’’

HARPONOLA
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the finest reproducing
Phonograph in the W orld

HE highest tribute a critic

can pay to a phonograph is
that it reproduces with absolute
fidelity every beauty of tone of
volice Or Instrument.

The artistic Steger creates the illusion
of reality to perfection, so that a listener
may readily imagine that he is in the
presence of the living artist. It brings
to the home all of the world’s best
music—vocal and instrumental—and
plays it with a sparkling vivacity that
no other phonograph can surpass.

Because the Steger tone-arm is ad-
justable to meet the requirements of the
individual record, the Steger Phono-
graph plays all disc records correctly.
This exclusive, patented tone-arm is
only one reason why the beautiful
Steger is universally known as ‘“‘the
finest reproducing phonograph in the
world.”

There is a big field for the Steger.
Its popularity makes each sale easier.
There is a great national advertising
campaign back of the Steger that
makes Steger representation a valuable
asset for the progressive dealer. IHear
and play the Steger yourself. Inspect
the wonderful Steger tone-arm, the
scientifically constructed sound-repro-
ducer and the marvelous tone-chamber
of even-grained spruce.

Desirable Territory Open

Write for the Steger proposition and
Steger Phonograph Style Brochure today,
if you want satisfied customers and sub-
stantial profits.
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Phonograph Division

STEGER & SONS

Piano Manufacturing Company
Steger Building, - - CHICAGO, ILL.

Factories: Steger, Illinois, where the “Lincoln”
and “Dixie” Highways meet.
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«If it’s aSteger—it’s the most valuable Piano in the world.”
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For Christmas, sell “0 Come, All Ye Faithful” and
‘““Hark, the Herald Angels Sing,” in Barbara Maurel’s
rich, colorful mezzo-soprano, supported by a fine
male quartet. There’s a new appeal in this record-
ing of these old favorites. A-6196.

Columbia Graphophone Co.
NEW YORK

>
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WINDOW DISPLAY PRODUCES SALES

Columbia Dealer on Coast Features Napoleon
Newlywed—Effective Use of Comic Character

Sax Fraxcisco, CaL., November 4—The Einselen
Music Store, of this city, well-known Columbia
dealer, recently introduced a window display
that attracted considerable attention, The fea-
ture of the window was the famous “Napoleon
Kid” of the Newlywed family, and he used his

A Striking Window Display
complete vocabulary, consisting of “Ma Ma,” to
attract the attention of passers-by.

A Columbia Grafonola was placed in one cor-
ner of the window and seated alongside was the
well-known Newlywed kid. A large poster in
appropriate text announced the fact that a Grafo-
nola could be purchased on low and easy terms
and as a result of this window a substantial num-
ber of sales were closed.

COTTON FLOCKS IN DEMAND

Claremont Waste Mfg. Co. Working Day and
Night—Record Manufacturers’ Large Orders

CraremonTt, N. H,, November 5—With the sea-
sonable increase in the demand for talking ma-
chine records the Claremont Waste Mfg. Co., of
this city, has received large orders for cotton
flocks, necessitating the operation of its plant
day and night during the months of October and
November. Although this company has only
been engaged in the making of cotton flocks for
record manufacturing during the past five years
it now enjoys the patronage of practically all of
the leading record concerns in the country. Its
business is steadily growing, as evidenced by
present operations, and it is endeavoring to give
its customers maximum and efficient service.

ANNOUNCE NEW MANOPHONE MODELS

Manophone Corp. Offers Trade Series of Artis-
tic and Distinctive Designs—Conceived by
E. Stetson Crawford, Well-known Artist—New
Line Will Be Displayed at New and Attrac-
tively Arranged Showrooms in New York City

The Manophone Corp., Adrian, Mich., has ad-
vised its dealers of the preparation of a new
series of models which represent actual crafts-
manship in design and construction. These new
cases were designed by E. Stetson Crawford, of
New York City, an artist of national reputation,
who devoted two months to the careful study
of artistic craftsmanship as applied to talking
machine cases.

This new line, when completed, will include
seven designs, ranging from the simplest Colo-
nial of the early days to a Chinese piece of teak
and satinwood. As Mr. Crawford points out,
these new designs are in themselves pieces of
furniture such as are sought by the discriminat-
ing collector and imported by the various Fifth
avenue galleries as objects of art.

Not only has the Manophone Corp. taken a
distinct step forward in announcing these new
designs, but it has also made a departure from
the accepted type of talking machine display
room in the equipment and furnishing of its new
salesrooms in New York. These warerooms are
located at 4 West Fortieth street, a studio build-
ing, where, instead of displaying the instruments

in stereoptyed surroundings, they are shown in
an artist’s studio, with a fitting environment.
A cordial invitation has been extended by the
Manophone Corp. to the trade to visit its at-
tractive New York showrooms.

CLOSING HEALTHY BUSINESS

Pleasing Sound Phonograph Co. Doubles Floor
Space to Handle Business—Carries Large
Stock of Parts and Accessories

The Pleasing Sound Phonograph Co., New
York City, reports that business has shown a de
cided increase in the past few weeks, and all in-
dications point to an active demand this coming
Winter. This company is a wholesaler of, and
manufacturer’s agent for, phonograph motors,
main springs, and carries a large stock of re
pair parts for all makes of talking machines.

Mr. Pascal, proprietor of this thriving con
cern, stated that although this business started
in a small way some years ago it had now grown
to a degree which made it necessary to double
the floor spacc. With a complete assortment of
talking machine accessories and parts, and
greatly enlarged facilities for taking care of or-
ders received, the company plans to start an ag-
gressive campaign for dcaler busincss.

Many merchants make the mistake of trying to
place their entire stock in the window. Are you
guilty?

BRUNS MOVING COVERS

The most efficient and complete Pho-
nograph Delivery Protection available

The BRUNS MADERITE Cover for Period

A. BRUNS & SONS
50 RALPH AVE.

Model Machines has met with instant success.
The “onc-man” or Jacket type for uprights
also incrcases in popularity. We also manu-
facture the closed stvle cover.

Now is the time to prepare for the increased
activity bound to come in the phonograph
field—see that your delivery equipment is ade-
quate—have us give you cowmplete information.

RUBBERIZED DUST COVERS
FOR PHONOGRAPHS

The BRUNS MADERITE Fleece Lined Rub-
berized Dust Cover protects from finger marks,
bruises, moisture, dust, etc.—ideal for store
room, show room or for the home. Every
phonograph owner is a possible purchaser.
Samples and prices on request.

Prepare now for the busy season; order direct
or through your regular jobber.

A. BRUNS & SONS

Manufacturers of Everything Made of Canvas
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FINANCING PLAN FOR DEALERS

Columbia Representatives to Be Given Advan-
tage of Very Liberal Financing

Geo. W. Hopkins, vice-president and general
sales manager of the Columbia Graphophone
Co., New York, advised the Columbia wholesale
branches recently that plans had been com-
pleted whereby Columbia dealers could be of-
fered a very liberal financing plan. Details of
this plan were worked out after many months
of study and investigation, and the Columbia
organization is planning to co-operate with the
dealers in taking full advantage of this impor-
tant announcement.

Columbia branch managers throughout the
country are ready to give Columbia dealers com-
plete information regarding this new finance
plan, which is offered to the dealers at a time
that is most opportune. The plan is noteworthy
for its simplicity, as all leases on Columbia prod-
uct held by Columbia dealers may be included
in this financing arrangement, provided they are
paid up to date and do not run for more than
twelve months from the time of the assignment.
Mr. Hopkins, who is at the present time making
an extended Western trip, states that the plan
has been reccived enthusiastically in all of the
important trade centers that he has visited re-
cently. The dealers are evincing keen interest
in the plan and the Columbia managers are leav-
ing nothing nndone to assist the dealers in tak-
ing full advantage of the financing arrangement.

HAND TO MANAGE SCRANTON STORE

ScraNTON, Pa., November 1.—Plans are under
way by the United Phonograph Stores, Inc., for
the opening of a branch store in this city in the
near future, according to an announcement made
by H. W. Yeager, president of the company.
Chauncey C. Hand, prominent in the music af-
fairs of the city, has been selected to manage
the local branch. The Scranton branch is one
of many which the company is planning to open.

JANUARY 1519
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LONG CABINETS AT LOCAL SHOW

Geo. A. Long Cabinet Co. Has Attractive Dis-
play at Furniture Show—New Price List An-
nounced on November 1-——Many Orders Booked

The George A. Long Cabinet Co., Hanover,
Pa., was represented at the recent New York
Furniture Show by a very attractive exhibit.
The popular Long console cabinets were dis-
played to advantage and good-sized orders were
received from buyers in all parts of the country
who attended the show.

H. C. Naill, who was in charge

ATLANTIC CITY PUBLICITY

Sonora Is Displayed on Large Electric Sign on
Atlantic City Boardwalk—Has Many Dis-
tinctive Features Which Win Attention

The Sonora Phonograph Co. has a sign on the
Atlantic City boardwalk which is well known
to the many thousands of pleasure-seekers who
visit this famous resort. While this sign is
not quite as pretentious as the Sonora electrically
displayed at Times Square, the Campus in De-
troit and some of the Sonora signs in other

of the exhibit, assisted by his son,
stated in a chat with The World
that the Long factory was working
to capacity in order to fill the or-
ders for Long console cabinets and,

in fact, for all of the record cabi-
nets in the Long line, A new price
list for Long record and roll cabi-
nets was introduced on November
1, which met with a favorable re-
sponse from the trade, as it rep-
resented a 15 per cent reduction
from the price list in effect on
April 1. The Long cabinet prod-
ucts have won much trade favor.

JOINS SONORA JOBBERS’ STAFF

J. J. Schratweiser, formerly a member of the
sales staff of the local jobbing division of the
Sonora Phonograph Co., has joined the sales
force of the Long Island Phonograph Co.,
Sonora jobber, in Brooklyn and Long Island
territory, Mr. Schratweiser is well known in
the local trade and is thoroughly familiar with
the Sonora product and the dealers.

The Bluff City Mfg. Co., of Poplar Bluff, Mo,
Lias opened salesrooms for its Southland phono-
graph, which is manufactured here, in the Ducker
Hotel Building, Little Rock, Ark. George Mauck
has been made district manager.

The Great Sonora Sign
prominent cities it is, nevertheless, of unusual
construction and equally as effective in the day-

time as in the night. It is placed in a strategic
position, as it is directly at the entrance of the
Traymore Hotel, one of the world’s largest and
most famous hostelries, and cannot be missed by
anyone walking east on the boardwalk.

The sign is unique in that the word Sonora
is not painted on the board, but consists of
metal letters extending out and wired from the
board about twelve inches. The letters are hol-
low, open in the rear end near the board and
each contains several powerful incandescent

lamps, reflecting light on the white background.
which, in turn, causes a marked silhouette ef-
fect of the word Sonora.

Universal Self-Service Displayors
Are Necessary in the Busy

Holiday Season, if you want to take full advantage of your record sales
possibilities. The SELF-SERVICE features of the DISPLAYORS enable
your regular customers to practically wait on themselves, enabling you to take
good care of your trade with fewer salesmen and less expense.

Neat — Inexpensive — Attractive—They Earn Many Times

Their Cost in Increased Sales
Ask Your Jobber—or Write Direct to

UNIVERSAL FIXTURE CORPORATION

133 WEST 23rd STREET

NEW YORK




Novemser 15, 1921 THE TALKING MACHINE WORLD 47

celeleleelesloleeleeleeleelelelellelelellellleelellelolrlreolelollleleleleeeel

Ghe NEW Scotford Tonearm

and Superior
Reproducer

QOOOODOD@VODD

CA new external shape STYLE No.1 FINISH
A combination of Nickel or Gold Plate and Black Rubber Japan
of grace and beauty— f

without chan@ing the
internal design:

STYLE No. 2 FINISH
A different combination of Nickel or Gold Plate and Black Rubber Japan

7000000V DVVODDVOODDOODVOODDDOOOVVOODDDDLODDDLOODDD

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-

lar desipn. WRITE FOR SAMPLES.
D89969905055560009950860600000808
NEW CONSTRUCTION

©

The long, straight tube 1s of drawn -

STYLE No. 3 FINISH
All parts Plated in Nickel or Gold

WA W WA W W

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

QOV0VOCCCOVCOCOVCOCLCOLOCOOCLD

Yellow Brass. Tonearm Base, Main Samples Will be Submitted on Approval
Elbow and Connectlon Elbow and Style 1 Tonearm long tube and main  Style 2 Tonearm lona tube and main elbow Plated, base Black Japan-
. ) gl in'lRel?TIOd“cer gacet}r\im\, and !I;Tdt: geproducer back Black Japanned, the face ring and frame
< H arts ated.

the Repro ducer Frame’ Face Rlng : P?:ted. e Style 3e All partsvof Tonearm and Reproducer are Plated.,

and Back Plate are cast OﬁlrrENSO % No. 1 New Scotford Tonearm and Superior Reproducer . Nickel $7.00 Gold $ 9.00
3 - r Q No. 2 New Scotford Tonearm and Superior Reproducer . Nickel 7.75 Gold 10.00

Whlte Brass Alloy ,an PO AIGIC =) No. 3 New Scotford Tonearm and Superior Reproducer . Nickel 8.50 Gold 11.00

than double the tensile strenpth of Shmpiles Prapatd s heAbous Palbas
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Monroe and Throop Streets CHICAGO, ILLINOIS
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examples shown a

1—WILHELM FURNITURE CO.
2—P, DERBY & SONS
3—SHOWERS BROS.
4—ELGIN A, SIMONDS
5—PERU CHAIR WORKS
A few of the many who consider ““Domes of Silence”
Standard Equipment for Furniture

YOU ARE SURE TO BE RIGHT when you tell your customers that

DOMES of SILENCE

are the Perfect Furniture Footwear

Whether on the highest or lowest grade furniture they are equally as good. They protect the finest floors—rugs—
and floor coverings. Hundreds of manufacturers who use them consider Domes of Silence Standard Equipment.

HENRY W. PEABODY & CO.
17 STATE STREET NEW YORK CITY

Specify DOMES OF SILENCE

A mark of better furniture regardless of its cost

What we say above about Furniture applies also
to Phonographs
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There is probably no factor in the talking ma-
chine business so vital, so vague, and followed
so little along definite lines, as that of extend-
ing credit to instalment buyers. Time and again
a rule will be laid down which is not to be over-
stepped, but special cases are constantly arising
which seem to justify an exception. Some of
the risks that appear the best frequently turn out
tc be the worst, and many that are doubtful at
the outset cause na trouble at all to the dealer.

The lowest cash paymment that should be ac-
cepted on a phonograph that is sold without rec-
ords or other accessories is 15 per cent of the
price of the instrument. The balance should be
paid in equal monthly instalments ranging up-
ward from 10 per cent per inonth on the balance.

A talking machine should not be sold to any
person who cannot pay as a down payment an
amount at least twice the sum of minimum
nionthly payments. People do not buy a phono-
graph on the spur of the moment, and, if they
can raise no more money than an amount equal
tc the payment which they must make for a
period of several months, after giving the subject
sufficient thought to make up their mind to
finally buy, they are an extremely poor risk.

Some dealers are inclined to accept payments
on higher-priced instruments that are proportion-
ately lower than those accepted on the cheaper
machines. They will accept, for instance, no less
than $10 down and $10 per month on a $100
model, but may sell a $300 model for $30 down
and $15 per month.

It is their theory that a man who undertakes
a $300 obligation paying $30 down is more in-
clined to fulfill it than one who will assume but
$100 at $10 down and $10 per month,

It is the belief of some dealers that the law of
average is in favor of dealers who take a chance
on every customer regardless of references, pro-
viding the customer is willing to agree to the
required terms. Those who believe in this the-
ory, however, are few.

It is a merchant’s privilege to know the occu-
pation and business address of purchasers; the
name of the bank in which they have an account;
the names and address of one or two relatives,
and the names of any business houses that have
had dealings with them in the past. The names
of the relatives are handy in case the customer
disappears.

No machine should be sold on payments un-
less secured by a chattel mortgage or a lien note
contract. Every dealer should guard against
dclivering a machine to a customer who has
agreed to pay for it before a lien has been signed
by the purchaser, unless the dealer has positive
information that the latter is financially responsi-
ble. Many people decline to sign away their
rights cven though the equity is slight, mostly
because they are inexperienced in business cus-
toms, sometimes because they know more about
such matters than the dealer and are trying sharp
practices.

The dealer should be on the safe side and se-
cure a signature to the agreement. It must be
remembered that just as soon as a customer says
“I'll take that machine,” with a thorough under-
standing of the dealer’s price and terms, the sale
has been consummated in the eyes of the law
and should the phonograph be delivered to the
Customer’s house without his or her signature
on a contract it cannot be forcibly removed for
any reason. If the customer accepts the talking
machine and fails to make any or all payments
the dealer’s only recourse is to sue and secure
judgment. Even then it is possible that the
judgment is not collected.

The best time to ask for reference is after
the contract is signed and the first payment
turned over to the salesman. The customer is

B

thien not so likely to refuse the information. Un-
der no consideration should a contract be ac-
cepted if the purchaser is unwilling to give the
names of several responsible people with whom
they are acquainted.

Many phonograph dealers before going into
business for themseives were salesmen with
some other establishment. Their training was
along one line only—selling. A salesman is,
naturally, ever anxious to please the customer,
and follows thc line of least resistance. He has
learned by experience that the best way to get
the customer’s confidence in order to sell him
goods is not to aggravate him, but to agree with
him. He becomes so used to this fact that it is
hard to break away from this manner of han-

O O 0

Importance of Credits and Terms in Making
a Talking Machine Store Pay

:‘Té 0 00

Adv.  Mgr,,

By L. C. Lincoln

Sonora Phonograph Co., New York
(il
dling customers. When it comes to the unpleas:
ant duty of recquesting and insisting on refer-
enices, and other information vitally important
to the safe conduct of the busincss, he is fre-
quently bluffed by those who know that they
cannot give satisfactory references and who
adopt an air of injured pride and a manner that
implics that the dealcr is going too far.

Dealers who are handicapped by this failing
will find that in niost cases customers who have
reached the buying point will not refuse legiti-
mate inforination unless there are reasons, favor-
able to them: but detrimental to the dealer.
Moreover, it should be borne in mind that any-
ouc buying on the lowest obtainable instalment

(Continued on page 50)

the typlcal phonograph?

4 West 40th Street
New York

COVERLEY

=NLWAYS disliked the ‘ice-box’ in the drawing room! A
| cumbersome, blatant eye-sore, at odds with the furnish-
ings and only fit to grind out sounds occasionally.”
Doesn’t this express your customer’s feeling toward

One would like a useful and authentic Period piece, say a
Console and drop-leaf table of the type one takes pride in col-
lecting—combined with the phonograph—if one could procure
such. One can. Our new Georgian Periods are real furniture
and are the only phonographs with the Vox Humana, a throat
of carved wood, replacing “The usual piece of pipe.”

We ask only that you see these new cases and hear one record
played. These instruments will secure you more salesand we guar-
antee you more profits. Write us and we’ll prove our statements.

THE MANOPHONE CORPORATION

MAKERS

“The Instriument
with the
Hitman Throat”

Adrian
Michigan
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terms is seldom so prominent a personage as to
be justified in feeling humiliated.

Occasionally an attempt is made to purchase
a machine which, in the dealer’s opinion, is too
great an obligation to be assumed by the pur-
chaser. On such occasions the dealer usually in-
duces the customer to buy a lower priced ma-
chine witl: the understanding that if it is paid
for in contract time the higher priced machine
way be selected and all money paid on the first
machine applied on the new account. It can
Lardly be considerad good business to do this,
lowever, unless the purchaser is able to buy a
machine that is at least double the price of the
first one.

This brings to mind the fact that salesmen fre-
quently attempt to induce customers to exchange
a machine that was sold, say, for $100 for one
costing perhaps $135. This is a mistake. Sales-
men should never be permitted to induce cus-
tomers to exchange a machine unless a sale can
be made at an increase of 100 per cent. Cus-
tomers should not be permitted to exchange a
machine for one that is but slightly better unless
it is in an attempt to save a sale.

SONORA JOBBERS VISIT NEW YORK

Quite a number of Sonora jobbers visited the
company’s executive offices in New York dur-
ing the past fortnight to discuss general busi-
ness conditions and to make arrangements for
next year's activities. All of these visitors were
optimistic in their reports regarding business
conditions and substantiated this optimism by
showing sales totals that compared very favor-
ably with their banner years. Among these
callers were: I. Montagnes, Toronto, Can.;
Frank M. Steers, Magnavox Co., San Francisco,
Cal.; Jos. H. Burke, M., S. & E., Boston, Mass.;
E. S. White, Sonora Co.,, of Philadelphia, and
C. L. Marshall, of C. L. Marshall & Co., De-
troit, Mich.

Service
Dependable -- Constructive --Intelligent

Putnam-Page Co.
Peoria, Ill.

“LONE STAR” LINE WELL RECEIVED

Texas Talking Machine Co. Establishing Im-
portant Agencies for “Lone Star” Machines and
Records—Chain of Retail Stores a Success—
Recording and Assembling Plants in Mexico

Darras, Tex., November 4—The Texas Talking
Machine Co., of this city, which was formed in
1920 for the purpose of manufacturing the “Lone
Star” phonograph, has attained exceptional suc-
cess in the past year. The company has estab-
lished dealers in the Southern half of the United
States from the Atlantic to the Pacific, and new
accounts are being closed regularly.

The cormpany has so much confidence in the
future of the talking' machine industry that it
has standardized a retail store for talking ma-
chines and records and has opened a chain of
such stores through the South and Southwest.
The first of these stores was opened in Dallas
in August and since that time new establish-
ments have been opened at regular intervals.
These stores are under the management of A. E.
Tompkins and are owned by a partnership con-
sisting of \W. L. Gleason and T. B. Thomp-
son, who are also executives of the Texas Talk-
ing Machine Co.’s organization.

The company completed arrangements a few
months ago, whereby the “Lone Star” record was
added to its line. Recording laboratories are

located in Dallas and many of the best artists
west of the Mississippi and in Mexico are mak-
ing records for the “Lone Star” library. In addi-
tion, of course, there are the national popular
artists and all of these records are being well re-
ceived by the trade. The Texas Talking Ma-
chine Co. proposes to do its own recording in
the City of Mexico to take care of the Mexi-
can trade and will also erect an assembling plant
in that city.

PLAYER-TONE EXHIBIT AT SHOW

I. Goldsmith in Charge of Player-Tone Display
at New York Furniture Show-—Carlot Orders

I. Goldsmith, president of the Player-Tone
Talking Machine Co., Pittsburgh, Pa., spent ten
days in New York recently, attending the New
York Furniture Show. The Player-Tone Talk-
ing Machine Co. maintained an attractive exhibit
at this show and Mr. Goldsmith stated that car-
load orders were received from a number of the
leading retail houses in the East and West.

Commenting upon general business conditions,
Mr. Goldsmith stated that -there had been a
phenomenal increase in sales since October 1.
The Player-Tone factories are working to
capacity and Mr. Goldsmith exhibited several
telegrams from his customers asking him to
make immediate delivery for carload shipments.

o
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COMPOUND
ROCKER
ACTION

The highest
grade and most
scientific repro-
ducer ever offered
the trade.

ASK FOR ILLUSTRATED AND DESCRIPTIV

——

PAT. APPL'D FOR.

ORO-TONE
FEATURES

Extension A telescopes into large
elbow B, giving a length adjust-
ment from 734 to 95 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 .

PAT. APPL’D FOR.

1000 to 1010 GEORGE ST.
CHICAGO, ILLINOIS

Illu_ltrating Angle Throw Back Improvement. Permite
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.
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FEATURED ON

OKE‘L Records

VIRGINIA

FEMALE

JUBILEE SINGERS

These records are the real camp meeting songs

and represent a very old form of sacred music.
The recording of the four selectionsis excellent.

The Virginia Jubilee Singers are so gifted with

an unusually wide range of tonal color that they
are capable of wonderful harmonies.

The bass singer has a voice of such full, rich
quality and is so remarkable for its depth of

tone that it is likened to a male bass.

Another singer has a lovely liquid soprano that
places a great vigor of accent on her parts.

These records are the kind every one will like

and will buy.

SPIRITUAL RECORDS

O Mary, Don’t You Weep, Don’t You Mourn—Colored Quartette
Virginia Female Jubilee Singers

4430
10-in. L
$ .85 | Lover of the Lord—Colored Quartette - - Virginia Female Jubilee Singers

Go Down Moses, Way Down in Egypt Land--Colored Quartette
4437 S : )
105in. Virginia Female Jubilee Singers

$ .83 lWhen Jesus Christ Was Born-—Colored Quartette Virginia Female Jubilee Singers

General Phonograph Corporation

OTTO HEINEMAN, President
25 West 45th Street = - New York
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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

FINE NEW SHOP IN AKRON, 0.

New Talking Machine Department of House of
Dales Is Unusually Attractive

AKrox, O., November 4.—Rivaling any shop of its
kind in this section, the new Howard street talk-
ing machine department of the House of Dales
has been completed and congratulations are be-
ing showered npon the enterprising music house
for the creation of such a unique store.

R. A. Porter, manager of the music department
of the Dales Co., told The World representative

.that many months have been devoted to the

carrying out of plans and the development of
the talking machine section. The new section
has the appearance of a grill, is located in the
basement, with entrance from the main floor via
elevator, and is accessible from Howard street.
The decorative scheme throughout is polychrome
and around all the walls are paintings, which
add much to the artistic appearance of the de-
partment. Twelve individual sound-proof booths
have been installed, each furnished with home

appointments and all conveniences for the pa-
trons. A Japanese reception room is another
feature. A large homelike fireplace in one cor-
ner sets off the new room to a great advantage.
All the decorations were designed by M. Schulz.
The furniture is wicker with attractive cretonne
upholstering.

This division is separate from the main music
floor, which is located upstairs over the jewelry
department, which is accessible from South Main
street. In this department there are ten ele-
gantly furnished booths and a large concert room.

The company still maintains its exclusive
Erunswick store in South Main street, and busi-
ness there 1s reported to be holding up well.
Only talking machines are carried, but it is
planned to add piano lines later, according to
Mr. Porter.

The Colvin Colwell Co., Troy, N. Y., has been
incorporated with capital stock of $15,000 to deal
in talking machines and pianos. The incorpora-
tors are E. D. A, Colvin and J. H. and A. A.
Colwell.

Development

Sales Promotion and
Advertising Plans

Laboratory:

Scotch Plains, N. J.
Tel. Fanwood 1438
Offices:

2 Rector Street, New York
Tel. Rector 1484

BIG ADVERTISING CAMPAIGN

Columbia Dealers to Be Featured in Extensive
Newspaper Advertising

Lester L. Leverich, advertising manager of the
Columbia Graphophone Co., announced recently
the completion of plans for one of the most far-
reaching and important newspaper advertising
campaigns that has ever been launched in the
talking machine industry. This campaign started
October 14 and will continue until Christmas.

According to Mr. Leverich’s schedule, 250
newspapers will be used in the campaign, com-
prising papers published in every Columbia
branch territory. The copy will consist of a
space measuring seventeen inches across five col-
umns and every single piece of copy will list the
names and addresses of Columbia dealers in
their respective localities.

H. S. HOLLY TO JOIN GUERTH FIRM

Repranps, Car,, October 24.—H. S. Holly, for-
merly proprietor of one of the largest music
establishments in Iowa, will be associated with
William C. Guerth, proprietor of a large music
business in this city. Mr. Holly is planning to
take over part of the talking machine business.

It has well been said that success is a slow
traveler—more people overtake it than are over-
taken by it.

Warbletone Record Renewer

Cleans -and Eolishcs old records and makes them
sound and look like new.

Cleans the grooves and the general surface,
removing dust, grit and foreign matter without the
least injury to the sound grooves themselves.

This new invention gives new voice and renewed
tone to records and will positively clarify articula.
tion.

One bottle will last indefinitely.
apglied_

mmensely valuable to dealers as well as to
machine owners. ‘2 drops to a record.” .

If your jobber cannot supply you order direct.

Price 50 cents per bottle reta.if.' Liberal discounts.

WARBLETONE MUSIC CO.

225 Massachusetts Ave. INDIANAPOLIS, IND.

Very simply

EEI S QR R R P B P

@"RIWXTRIIR |22 8 34 D4 ] R P8 3 e

¥ (e 2 e e o) ) (0 e e e ) O ) ) e e i

R I 5 FOE0 6 30 B e ) ) ) o ) e 5 ) o e 2 e ) ) 232 2 20 3 ) ¢ 32 ) ) e ) ) 2 0 0 O o B R G 0 e S B (R B

it

EERIRER)

Study the
SILENT Motor

Its Advantages for Your Line of Talking

Machines Are Self-Evident

Over 300,000 in Actual Use

The Silent Motor With Spring Barrels Demounted. Note the
Sturdy and Simple Construction.
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An Exclusive
SILENT MOTOR Feature.

Self-aligning governor shaft,
mounted on universal ball-and-
socket bearing, Eliminates gov-
ernor trouble forever.

Send for Sample and Prices

THE SILENT MOTOR CORPORATION

CHARLES A. O’'MALLEY, President

321-323-325 Dean Street,
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Now is the time to order that con-

templated stock of (OKd_ hits.

The records with new sparkling
rhythms, melodiously played, are the

dancers’ first choice. They get them

on. OKi. Records.

The holiday season 1s approcaching,
gay musical festivities will begin in
the homes.

OKee Records are the very thing for

these gala occasions.

Records

)

Everyone Is Dancing

Be prepared for requests from those
particular in their selection of clas-

sical records.

Our celebrity records are examples of
the highest craftsmanship in record-
ing. Every artist has a reputation
internationally recognized.

These records will secure for you their
spontaneous patronage, and give you
satisfied customers.

Enlarge your stock of opera selections

with the OK:_ label.

227 W. Washington St.

Consolidated Talking Machine Co.

Chicago, Ill.

OKJ\, Record Distributors




s

NovEMBER 13, 1921

THE TALKING MACHINE WORLD

53

COLUMBIA NOVEMBER DISPLAY

Symphony Music the Basis of Very Artistic
Window Display for Dealers’ Use

The Columbia window display for November
has been built around symphony music, as the
company’s Dealer Service department felt that
this was timely, in view of the opening of the
concert and operatic season in October and
November.

The centerpiece has been given over to a
strong illustration of Stracciari, singing “Vile
Race of Courtiers” from “Rigoletto,” a sym-
phony record that i1s very popular. For the two
major side pieces the “Samson and Delilah”
selection, sung by Jeanne Gordon, and the “In-
termezzo.,” from ‘Cavalleria Rusticana,” played
by Gino Marinuzzi and his Symphony Orchestra,

The Latest Columbia Window Display

are used. These three units make in themselves
a very strong symphony display.

The three remaining units have been given
over to the popular artists and make a strong
popular group for use on the tenth of the month,
at the time when these featured records come
out. Supplementing the display is also a special
artist poster on Rosa Ponselle with a special
window streamer to be used during Ponselle
week.

This month there is an innovation and de-
parture from the policy laid out before and
now each card features only a single record, in-
stead of a list of records.

LEAVES ON EXTENDED TRIP

Halsted Williams on Western Trip—Company’s
Products Meeting With Success

O. H. Williams, general manager of the Hal-
sted Williams Corp., Brooklyn, N. Y., manu-
facturers and distributors of stock record en-
velopes, record supplement envelopes and record
delivery bags, left recently on an extended trip
in the interest of the new Christmas record gift
bag which the company announced to the trade
last month. Mr. Williams plans to call on deal-
ers and wholesalers in New York State and the
large cities of the Middle \West, returning by
way of Pittsburgh and Philadelphia. Orders
for this Christmas gift bag are being received
daily from all sections of the country and Mr.
Williams states that the Halsted Williams prod-
ucts are meeting with gratifying success.

OPEN GRAFONOLA DEPARTMENT

The Farrar Furniture Co., of Bangor, Me., has
opened a Grafonola department, which is located
on the right of the entrance, where special space
las been provided tc fit in with the decorative
scheme.

NN
IS YOUR RECORD GOOD?

ALL MANUFACTURERS OF

GOOD RECORDS

ARE USERS OF OUR

COTTON FLOCKS

Claremont Waste Mfg. Co., Claremont, N. H.

zzzzzzzzzzzZz2727777777 .

IMPROVED CONDITIONS IN GEORGIA

Better Prices for Cotton Create Feeling of
Optimism and Buying of Talking Machines and
Records Is Increasing—The News of Month

ATLANTA, GA., November 7—Conditions in the
talking machine and record trade in this city
show steady improvement, owing to the material
advance in cotton during the past two months.
There is still quite a hesitation evident among
buyers because the feeling prevails that talking
machine prices may come down. Onmne of the
leading concerns which has reduced prices of ma-
chines has benefited materially by increased
wholesale and retail sales.

The Goodhart-Tompkins Co., Victor dealer,
has secured the services. of Forrest Traylor as
manager of its Victor departimment. Mr. Traylor
was for some years manager of the music de-
partment of the Castner-Knott Dry Goods Co,,
Nashville, Teinn., and has an enviable record as
a successful producing manager.

Juliap Prade, Brunswick retailer, is having
quite a nice business, He has been a phonograph
dealer only a few months and is well pleased with
the line and the business he is securing.

George W. Hopkins, vice-president and gen-
eral sales manager of the Columbia Co., was in
the city the latter part of October and had a coit-
ference with the mamnagerial and sales forces of
the local Columbia organization. [t is under-
stood that Mr. Hopkins found the Atlanta branch
conditions in a good, healthy state.

The Mjyers-Miller Furniture Co., Columbia
dealer, recently held a ‘carload sale’” of Grafo-
nolas and was quite pleased with the volume of
sales in machines and records secured in this
manner during a drive of one weck.

President Harding., Mrs. Harding and party
were visitors to the city October 27. The Presi-
dent was given an old-time Southern ovation.
It has been nearly fifteen years since a Republican
President visited the Southeast.

The Phillips & Crew Piano Co., Victor dealers
and agents for the Steinway piano, had one of
the most artistic windoyw displays recently that
your correspondent has seen in some time. The
window was decorated with autumn leaves and
flowers. This concern is
equipped for retailing talking machines and is
doing quite a satisfactory business in practically
all the Victor styles.

The following dealers or branches report busi-
ness as improving: Columbia (W. Terhune,
branch manager), Victor (Elyea Co., dealer),
Sonora and Emerson records (Southern Sonora
Co., E. D. Upshaw, president), Brunswick-Balke-
Collender Co. (Southern branch).

“MOVIE STARS” WHO OWN SONORAS

Magnavox Co. Furnishes Sonora Sales Division
With Important List—Sonora Is Popular With
“Movie” Artists, Judging From the Poster

The sales department of the Sonora Phono-
graph Co,, in New York, received last week an
interesting communication from the Magnavox
Co., Sonora jobber of San Francisco, comment-
ing upon the fact that this jobber had noticed
recently the names of several prominent movie
stars in the East who had purchased Sonoras.
The Magnavox Co.,, with customary Western
loyalty, furnished the Sonora sales division with
a list of some of the famous motion picture
artists on the Coast who have purchased Sonora
phonographs recently.

This list, which reads like a blue book of
the motion picture industry, is as follows:
Gladys Brockwell, Lon Chaney, Charlie Chap-
lin, Betty Compson, Ola Cronk (Bess Windsor),
James Cruze, Bebe Daniels, Carter DeHaven,
Chas. Eyton, Douglas Fairbanks, Magdalene
Fayion, Cecil B. DeMille, Gish Sisters, Louise
Glaum, David W. Griffith, Bill S. Hart, Herbert
Hayes, Mildred Harris, Phyllis Haver, Thos. H.
Ince, Geo. Melford, Tom Mix, Katherine Mac-
Donald, Mme. Nazimova, Mabel Normand,
Mary Pickford, Charles Ray. Wallie Reid, Anita
Stewart, Mack Sennett, Ben Turpin, Maurice
Tourneur and Clara Kimball Young.

particularly well &

GET THES
FOR XMAS

Immediate Shipments

Start
Jntz:admimg Shimandy
Shimandy Shimmying

e in Your
oder .
“PDancer  Window
- for Your
Phonogrph ~ and You

Start
Business
Coming In I
Your Door

Shimandy Sells Herself and
Sells Records Too

Repeat order for one gross from customer
who had Shimandy just 3 days.
Dealer writes—"Shimandy is some doll—we
placed her in our window and had erowds
all day.”

Shimandy has a classy silk dress. a silk hat with white
plume and does many different Jazz and Shimmy steps.

RAGTIME RASTUS
PATENTED MARCH 16, 1915.
An Automatic Dancing Doll for
Phonographs
Rastus dances one hundred different steps whlle the
music i3 playing. Delights children and amuses the older

people, too. Attractively painted in four colers. Dances
well to any lively record.

THE BOXERS

Patented March 16, 1915

These little Boxers are very realistic and create lots of
fun. Put on a good lively record and these little men
box away with wonderful speed and aeccuracy. The
figures are attractively hand painted in several colors.

NOTE: These Toys can be put on or taken off in
five seconds. Fit all Columbia., Vietor or other standard
machines.  (Edison machine with thick records requires
our sperlal driving disk. 25 cents extra.)

Prices and Discounts
Ragtime Rastus—Item 100-A....................... $1.50
Boxing Darkies—I1ltem 100-B 1.75
Combination Rastus and Boxers, the two sets of figures
and one dancing mechanism, in one box—two toys in one.
Item 100-A-B $2.00
Shimandy—Item 100-D c
Combination Rastus, Boxers and Shimandy figures and
one dancing mechanism in one box—three toys in one.
Item 106-A-B-D 0

Trade and Export Discount

In less than 3 dozen lots of one kind or assorted 33 1-3%.
In 3 dozen lot3 or more, 40%.

Imwediate Shipment

National Company
Cambridge Sta. 39, Boston, Mass.
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JUST IN TIME FOR

Holiday Business
NEW RELEASES OF STANDARD SELECTIONS

-~ RECORDS
Needle Played

Duplicated from the famous Pathé Library ~ Many of the numbers you will need immedi-
and possessing that incomparably beauti- ately for holiday demand, and all of a type
ful and mellow tone characteristically = which must have representation in the stock

Pathé.
of the progressive dealer.
NO “DEADWOOD” IN THIS LIST
RECORDS FOR THE CIIRISTMASTIDE 029125
] NTMAS ] l"JITlIE LAUGIIING
2 3 s = D P o o]
L 23 (CHRISTIANS AWAKE, SALUTE THE Letofic —~ FABRICATORS ...... .. L Billy Golden ana Jim Marlowe
cyte HAPPY MORN ..o eiiieeeniiniieieeenns Shannen Four $1.25 [The Inseet Powder Ma ) (Comedl
85(: God Rest Ye Merrie Gentlemen, . (OMale Quartet) e e
022 . g i : OPERATIC ARIAS
Leucoma EN( E’L.NU R (Balfe)............ Lewis Jdames and Elliott Shaw 020323 ( L 1TTLE MOTI a y
85c {The Voice of the Chimes...........coouue.n. Acme Male Quartet Leagtham c “,| . i O SLER, SIS - } Lewis James
R3¢ ome here My Love L ] i
Le?lzc‘;:i‘l% 1HOW SANTA CLAUS MAKES 1S TOVS! Gilhert G . Nk o ¢ Lies Dreaming......... 0 (Tenor)
s5¢ | How Santa Claus Distributes 1lis Toys. | 'Ru::-ll l"l::lx:‘t(in‘:-ml Lcuc:tmd{; \tl““LOl---- ------------------------------- e Sterling Trlo
" 5 i
Lo,i-zml{ A '”?o; e Rest of the World Go By.......... ....dJames and Ilart
eucosin Russell 1 ing ing Tri 9 fBED N ‘E J
85c {'Twas (he Nizht Before (‘hri:;:l:fml...l:l.u.t.ljl.,... .rflllt(}mfglrhllll:n’tri:‘:g Im"{' l)relu(l)\‘s”\ P — = °©°° L eI G enn
(029200 (ADESTE FIDELES (011, COME ALL YE FAITUFUL) 0,;,“ """""""""""""" “HEEe o e
ﬂ"}’%‘; ;: The lloly City Shannon Four Lc;l;u"r‘; ADREAM .................. oo o q ~—
$1. Oy, Gty kerrowatekone{s & s s s Wlex 000000 0000 vee.. Ielen Clark 85¢ (The Old Refrain st s pOIRGles HIREEison
040058 ( IARK, TIIE HERALD ANGELS SING... P o o | L
$e[-y§§ “-h.l];.v_sg.i,g:::rds Watched Their Flocks }Tempo Male Quartet Le,,gm?de{gn“ ER THREADS AMONG TUE GOLD.....| craig ¢ b
y Night ......... 0000 B 0000000000 §1.00 { YWe've Been Chums f ifty Y 5 e e L
SHTE Ty mRe: WECEe RS orettie. . oot N s for Fifty Years.......... . (Tenor)
Leveler .. Mendelssohn Mixed Quartet 025046 (VM ARGUERIT
$1.25 { It Came Upen the Midnight Clear (Sears-Wills)...Charles flart L““e"t{-\ﬂ p ‘1 = e B = 0 C 0820880 Perey ITemus
L .’l,d‘,?l JESUS I COME.: \ o,s‘,ll;)4 ErWArdS .iuiiienii e, veviierievee... [ (Barltone)
e e il B AUt et on fr p xoxy g . - o 3 N &
P il < Leal By Leaf the Roses Fall, b Lewis James and Harold Wiley Lexsure{'(\‘ PERFECT DAY.........ooiiiiiiiiiiin.L, .Harry McClaskey
Me Back -
022461 [ “ALMOST PERSUADED” AND “ALL HAIL THE POWER” 0;5011;; e I e N Cinyp PelD QLA MKt
Lepothrtx TR sy B g PO 1 "W t{;yl;l((‘ .2{-“'0 Quartet mesk{;\)LOllA O, ;. i) i s Marie Morrisey and Invincible Four
Jesns reams i
Cathedral cof LR5 (DIROMIE .ocellel s mae G e Marie Morrisey
020342 (1 E CIIURCIT IN TIHE WILDWOOD) ¢ “ Gortet 040146 { A\NNIE LAURIE ' A 3
Leptandra et o B oil in e ‘ Chautanqua Preachers’ Lenticeld % L DR R S, | Shannon Four
o s Called Up Youder... Quartet §1.25 Yo Bank aud 3raes (0’ Bonnie Doon........... .... Lewls James
022084 ( FITTLE DAVID PLAY ON YOUR IHARP 010167 (noyE SWEET HOME
) AR ; ME LE NELs: . . . g arr S o
Lepnform - Noble Sissle and Serenaders ‘;’i;g Darby and JOam w.eennnn.... {I((&l);’t‘mclltag)k
O ? romiieani. pral irened BRI Erater? o e it St S B
ging Serenaders INSTRUMENTAL v
Lg;g“[‘:)ll{un,\("rrx-‘vL ISLE OF SOMEWIERE........... Sterling Trio 20149 (1L AME ;l'f:\,E'“:AND bl
2 211 MARCH ......
il Benlah Lanidr 5558008 806060 560 Sel il S e Marian Crawford Lc:halom{"onolu]u ITulas i { (Iilouise Rl E gueani
e ) o e R SNSRI 60 G20 o400 o awaiia i €
Feptegng OB ESYEET SO O (OLLY.... S § o0 v Earle Wilde 020212 (1p gy : : i e
85c | What a Friend We Have in Jesns! ............... {Tenor) Letgame{ i i AA\,D,‘()( """" Wihilkinim, WWiteel gry N bl PR crmg s
LOZ?O"O{T"E PALAMS The Glow-Wern............. Louise and Ferera, Walkiki Orch.
s s SITeTeTeIe e e s ST g g eeea e o Gvare Perey Memus 020253 (o o
$1.00 The Resurrection ................cc0civiinneennn } (Baritone) Leptmm‘{ B o GG Y SN American
L?E?:?{QHEPHERD, L - p——— [ American Republiec Mareh................... Regimental Band
! 2L ME HOW TO GO........ olen
O’er Waiting Harpstrings.............. eeeaenan ('l‘enurr)lme Lo;(:,s:;{"“"‘n“c"‘\' PATROL ................. Boudini Brotl
X | = oudini Brothers
ot P e — Hiram’s ITuskin’ Bee.........c.ooviiieiennn (Accordionists)
A h )'z N N
Leuc:te{SLEEP' B‘-\BY.' SIEEERE o srepe e 5255570 5555 95 3448 Matt Kecfe L‘),;,,i,‘f,; NATIONAL EMBLEM MARCH.. |
35¢ | The Strolling Yodler................ T (Yodler) Iail to the Spirit of Liberty!... AmnéEiean Hep g
022223 (COIIEN GETS 0”"73
! MARRIE e j f 'N—S
4 5 D oo U Monroe Silver Lesche !\ ALTZ LLEWELLYN—Saxophone Solo..... Rud
g5c (Cohen On 1lis Honeymoon. el L e (‘Innologi:t) 85¢ | Serenade—Saxephone Sole (gm{ :";lied'm;;t
i O TG HIgRgS ; STSUTTTTPRRPPS 2 o)  85c{Serenade—Saxephone Solo................oilin Saxophonis
euclfer{ IO JOS][l UN Kl\ CE]\TRE Cal Stewart L 22092 (IRISHH MEDLEY OF REELS, No. 1
85¢ L Uncle Josh and the Houey Bees, Uncle Josh (Mouologisti eggﬁ lr:a‘?c\{‘l::](::-‘:'nofn;f:s ‘No. 2 Accordion | Due ”}B‘()‘l;g::":d?;::]sl&gs
R ’ ’ zs, No. ccordion uet g =
v {zle ;thr UP(,I iILAS, LAY 'EM DOWN, ZEKE...Cal Stewart L°"21§ HHUMORESQUE -
R oo o ) erru D e e u H B tl
.,2;;; et l‘lJnt Naney, etc........ Stewart and Ada Jones Panube Waves—Waltz ...........cceveieenns { (Acc:)‘;di;:is‘t‘;l;s
4
L"""s‘; e{\[edley o :) N;“R! REELS................ J. Samnels 02'03 TUE SONG OF VOLGA...... A
022“,7‘ untry Jigs.............. B, 00000000 (Violinist) 8.)c Entree Triomphale Des Boyﬂrds RiEsin SymoOuNSO RIS
Lettered{ STRING SONG, “WIISTLING SOLO”. 010091
e T “Iurgnr?t Mellee Lerrett JOFFRE MARCIH ..............
SN E DS ENEDDDYE PEbE ob Whistier $1.25 Army Bugle Calls..........
059092
MAZURKA IN E F
L"‘fg’&{yocmme e FI‘I‘LAT ...................... Rudolph Ganz
$1. at. . 5000000 00000000 1000 (Pianist)
pp——. OPERATIC ARIAS
Legum A 5 -
§1.55{C RMEN, “AIR DE LA FLEUR”........ .....Lucien Muratore
054061
Leiopus<1 PAGL ‘ ’
sﬁso{ AGLIACCI, “PROLOGUE”....................Adame Dldur

Qe
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UP-TO-THE-MINUTE

Releases of Popular Hits
ALSO SOME ADDITIONAL “STANDARDS”

RECORDS
Sapphire Played

Decemberreleases of Actuelle (needle played) and Pathe’ (sapphire played) records

Get additional record business! [t's wait-
ing for you! Pathé is showing you how
by giving you, to supply against demand,
not only Pathé sapphire played, but Actu-
elle. needle played records which will play
on any talking machine.

In both the Actuelle and Pathé Libraries

releases are made simultaneously each
month of the best selling up-to-the-minute
popular vocal and dance selections, plus
always some of the old favorite “standards”
for which constant call exists.

NOTE: Actuelle records (needle played) are identified by prefix “0” to record number

020630 020634
Na:%;fg SAY IT WITIH MUSIC—Fox-trot...... Casino Dance Orchestrn Nar;::‘:'t;i]}“':h\(} WANG BLUES—Fox-trot........ The Seven Black Dots
2 i -
Narcosis | Apache Love—Fox-trot......... Joseph Samuels' Music Masters Narra | Shake It and Break It—Fox-trot..Lanin’s Southern Serenaders
85¢ 85¢
020625
0\':'06'38 YOO-1100—Fox-irot Ngi‘;gg_z | CRY BABY BLUEN—Dance Rhythm............... Ernest Ilare
= p . 2062
‘._,ggg: Ernest IfTussar and 1lis Ilotel Claridge Orchestra Nankee;:' I Ain’'t Nobody's Darhing.........coveeeneene... Byron G. liarlan
Napolcon | When the Iloneymoon Was Over—Fox-trot 850/
K 83¢ Joseph Samuels’ Music Masters
020626
. Naphlhidﬂ PLANTATION LULLABY . ...o.0iitiiiniiiinnnnn. Crescent Trio
02063 20626 3 v .
Nariform] SWEET LADY—FoX-{rot ......... anllthe’ne'J Down in llappy Valley.......... Charles Ilart and Elliott Shaw
20633 D ¥ Markels® Society Orchiestra 85¢
Navial i ream—Fox-trot .................. 020639
85¢c Nasicorn | WHEN FRANCIS DANCES WITH ME.......... ] Patricola
[f sl
020632 N ?:2?1::‘; I Ain’t Gonna Be Nobody’s Yool................ ) (Comedienne)
Nargil | TENDERLY—Fox-trot .................. as 85¢
20632 v 2 M ¥ Mel ) e &
Naves ! Bimini Bay—Fox-trot ................... SMeEny Meliily 3 020627 1[E TOOK IT AWAY FROM ME—
85¢ Napkin Dance Rhythm ............... Lavinia Turner and James
20627 }Ii 1 “)'('l'(' Your Daddy (And You I'. Johnson’s Ilarmeony
p Naphthol Were 2 Mamma to Me)— Seven
Nareene MISSISSIPPT CRADLE—Waltz | s panco Ihythw oo e
20629 po oo TN X AUz | Gireen Brothers® Novelty Band 020635 ’ : . ‘K
Napping |1 Want My Mammy—Fox-trot f Narrative | MY PRETTY JANE
83¢ 20635 (The Bloom 1s on the Rye)........ +.... ¢Charles Ilarrison
Narration | Sweet Genevieve
g 85¢
Na063) | IT MUST BE SOMEONE LIKE YOU—Fox-trot Q2000
e Joseph Samuels’ Music Masters Voyageur | MAII LINDY LOU..........cco..... oo A,
Narc:oh'ne I Wonder If You Still Care for Me—Fox-trot, . 20607 m Lak’ i }Llora IIoffman
85¢ Markels' Soeciety Orchestra VoyageJ Migbty Lak’ a Rose.........co0tiuiiinnnnnsans
85¢
020638 THREE O'CL v ) 020637
Narwhal M()Rgl(;'(}‘f\léa}:\z T"F ................ 1 Narrowing | ANVIL CIIORUS .
20638 AT o o d De I'ace Bros, 20637 (From Il Trovatore”) (Verdi).............. Empire State
INazg RSO ASIVEESSIMATIZ . CET G, TETTA - - - . - 6 Narrower | The Jolly Coppersmith (Peters)—March........ Military Band
83¢ (Mandolin and Guitar) J 85¢
A few relisted numbers from the many in the Pathe Library,
which will sell especially well during the holiday season
52045 I NOEL . .......cocoiveeterennncancecans o ] 8 204562 { OlI, COME, ALL YE IFAITIIFUL........ -~
$1.50 { Star of DBethlehem.......... 85¢ { Ilurk, the llerald Angels Sing........... Pathé Military Band
PIISETYGHEARITYE (inREinench) 49204 { CHRISTMAS SPIRIT..................
$2.50 { Noel (In French).............co0n... $1.25 Christmnfs‘Chir'nes ............... YT, T } ITarmony Orchestra
54058
slo‘so{SlLEL\'T NIGIIT, HOLY NIGIHT........ Margaret Matzenauer 1065 { OIT TANNENDBAUM . ......o00ivevnnnns } Chor Der Op Beril
i g Al 3 r cr, Berlin
., MARCII OF TIIE TOYS. from &5¢ { Stille Naceht, heilige Nacht...........
40209 “Bahes in Toyland”........ Waldorf-Astoria Concert Orch. 1066 { ZU BETHLEIIEM GEBOREN........ }
$1.25 { 11abanera (Chahrier)........... 85c L Eine feste DBUrG...ceerneeennneenneenns Chor Der Oper, Berlln

The Forward Looking Dealer

Who has not vet done so will immediately investigate the profit bearing
potentialities of a Pathé agency. From such, communication is invited.

PATHE FRERES PHONOGRAPH COMPANY

BROOKLYN, N. Y.
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ANNOUNCES NEW LIBRARY MODEL

Geo. Clay Cox Adds New Type of Library
Table Phonograph to Line—Equipped With
Phonomotor and Phonostop and Has Several
Distinctive Features of Interest

RocHEesTER, N. Y., November 7.-—Geo. Clay Cox,
of this city, has just placed on the market a new
type of library table phonograph which is at-
tracting considerable attention. This model is
unique owing to the fact that it is not neces-
sary to raise the top of the machine in order to
play it, which is a common feature of the ordi-
naiy type of library table phonograph.

All of these new models are equipped to run
with the electric Phonomotor, an additional part
of the equipment being the well-known *“T’hono-
stop.” Its mechanism is so arranged that after
placing the record on a turntable the motor is
started automatically, playing the record to the
end and stopping automatically. Dealers speak
hichly of the new lihrary model.

REGINA CO. IN RECEIVERS’ HANDS

Receivers Directed by the Court to Continue the
Business for Thirty Days

Ranway, N. J., November 5.—\Willis J. Desnoyer,
president of the Regina Co., one of the oldest
music box and talking machine manufacturing
concerns in the country, and John A. Bernhard
have been appointed receivers for the company
under a $50,000 bond. The receivers have been
directed to continue the business for thirty days
and report results to the court. The petition for
the receivership was filed by three creditors.
Liabilities are stated at $825,000 and assets are
approximately $500,000.

Results that count these days are secured by
salesmen who know their business thoroughly
—who can build up sales by their individual
knowledge of good music and an acquaintance
with the history and accomplishments of the
artists who make records.

with aﬂy7e/sf song"’
TALKS ON MUSIC TO ROTARY CLUB

Miss Streeter, of Victor Co. Educational Staff,
Lectures Before Indianapolis Club

Inpianvaronis, Inp., October 25.—Through the
efforts of J. B. Ryde, of the Fuller-Ryde Music
Co., Miss Margaret Streeter, educational direc-
tor from the Victor factory, spoke before the
Indianapolis Rotary Club at a weekly meeting
on “Universal Need of Music Appreciation.” The
address was received with much favor and the
Fuller-Ryde Co. obtained favorable publicity,
both at the meeting and through the advance
notices of the meeting. Mr. Ryde had charge
of the program and utilized the school Victrola
as an aid in the program. A large crowd attended
the lecture.

The Lilly Drug Co., Mansfield, Mass., recently
opened an attractive new Victor talking machine
department under the management of Frank
Goulart.

for Victrola IX

\ Patent Hinged Rim

No. 1402

The cut only indicates its

Another 10% reduction to help you clean out
Vactrola IX’s this Christmas

Overcome selling resistance to table
type Victrolas by combining them with
Udell Record Cabinets. These two
Udell models with the patented hinged
rim are now priced to you so that you
can sell either with a Victro'a IX for
less than $100 and make your usual
Victor profit on both pieces.

The next sixty days is your time to
sell these IX’s. \Wire your order to-
day for two or three of each piece.

No. 1410
In either mahogany or
quartered oak. Holds five
Victor albums. Average
weight. crated, 65 pounds.
Well made. Substantial.

No. 1402

Made in either ma-
hogany or quartered oak.
Holds eight Victor albunrs.

superior appearance.

1245 510

Wire your order collect for either of these pieces

The UDELLWORKS

1310 WEST 28th STREET, INDIANAPOLIS

Pawnt Ilnged Riin for
Vietrola IX

No. 1410

10% reduction on
last price list on all
Udell Record Cabi-

nets.
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FROM SALESMAN TO VICTOR ARTIST

I. Leonard Braun Realizes Ambition in Victor
January Releases—Formerly Associated With
Grinnell Sales Staff—Well Known as Composer

The January releases of Victor records will
include two selections by [. Leonard Braun,
tenor, who was identified with the V\ictor re-
tail trade for nine vears as a member of the
retail staff of Grinnell Bros., Detroit. \Vhen he
joined the Grinnell staff Mr. Braun decided that
he would not only sell records, but would also
make them, and he thereupon started the study

of voice culture and composition. During his
association with Grinnell Bros. he gained a
deeper appreciation of those great artists

whose musical interpretations can best be un-
derstood and studied through the talking ma-
chine and the January Victor list realizes Mr.
Braun's ambitions.

The Victor record by Mr. Braun features two
of his own musical arrangements, one being

I. Leonard Braun

“Zion, My Holy Land,” a Zionist number, the
English version of which was recently written
by the great poet, Edgar A. Guest, and on the
reverse side is “My Little Boy,” by another
well-known American poet, Morris Rosenfeld.

Mr. Braun has also composed the ritual, initia-
tion music for the Order B'nai B’rith of Amer-
ica, for which organization he has trained several
glee clubs, including one in New York City,
consisting of forty members. Besides teaching
a class in Detroit Mr. Braun is at present en-
gaged in composing music and is studying a
large repertoire for additional recordings.

NEW BRUNS COVER ON MARKET

Waterproof Delivery Cover Added to Bruns
Line—New Distributors Appointed

A. Bruns & Sons, Brooklyn, N. Y., manufac-
turers of the Bruns “Maderite” cover for talk-
ing machines, are introducing to the trade a
new rubberized waterproof cover that is meeting
with favor with dealers everywhere. It em-
bodies the features which have made the Bruns
“One-man” cover popular, and in addition has
been constructed along altogether new lines. It
1s so made that the cover of the talking machine
can be raised at will without removing the cover
from the rest of the machine. This distinctive
feature is the result of a thorough study of the
needs of the dealer and, as Mr. Bruns states, is
a forward step in the manufacture of delivery
covers for talking machines.

Several new distributors have been appointed
throughout the country to handle the Bruns
cover, the latest of which are: The Florida Talk-
ing Machine Co., Jacksonville, Fla.; the Talking
Machine Co. of Texas, Houston, Tex.; Putnam-
Page Co., Peoria, Ill.; Buffalo Talking Machine
Co., Buffalo, N. Y., and the Cabinet & Acces-
sories Co., New York City.

Unanimous declaration in favor of the use
of pictures in advertisements was the result of
the questionnaire sent by the National Retail
Dry Goods Association to twenty-two leading
merchants.

WINS ATTENTION WITH ODD FLOAT

Snyder Music Co., Wilkes-Barre, Pa., Mounts
Monster Bass Drum on Float for Parade

The Snyder Music Co., 18 East Market street,
\Vilkes-Barre, Pa., attracted much attention dur-

u 'y Rl U - Y

The Snyder Music Co.’s Unique Float
ing the parade in connection with the State
Firemen's Convention, held in that city recently,
by entering an automobile float, upon which was

mounted an enormous bass drum with two black-
face drummers to keep it in action. The drum
was inscribed with the name of the company, its
address and the fact that it lhandles pianos, while
on the float appeared the words “Columbia
Grafonolas.” The accompanying illustration gives
some idea of the cffectiveness of the display.

TO VISIT ENGLAND AND FRANCE

Ross L. Douglass, of the National Co., to Ana-
lyze Conditions in These Countries

Boston, Mass., November 1.—Ross L. Douglass,
chief executive of the National Co., manufacturer
of Shimandy, Ragtime Rastus, Boxing Darkies
and other talking machine toys, will sail during
the carly part of the year for England and France.
In addition to his own interests, Mr. Douglas
plans to represent other manufacturers in this,
foreign ficld, with which he is quite familiar
through previous trips. The demand for the va-
rious talking machine toys made by the National
Co. is reported to be rather strong and indica-
tions are that this demand will continue for
some time to come.

YO

CAN BE

RECORD PRESSING DEPARTMENT

UR

We take pride in giving
every attention to pro-
ducing perfect records for
our customers.

Samples and Prices
on request

THE BRIDGEPORT DIE and MACHINE CO.

170 ELM STREET
BRIDGEPORT, CONN.
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A new source of income for phonograph dealers

PHONOGRAPH dealers are greatly increasing their incomes
by selling the Magnavox Telemegafone. Every phonograph
owner 1s a prospect, and the profit realized on each sale makes it
worth while.

Every club, school and church should be equipped with a Magna-
vox, as 1t 1s essential wherever entertainments are given. For
practically no cost a Magnavox converts a phonograph into a
band or an orchestra.

The Magnavox Telemegafone is an electrical device that increases
the volume of sound produced by a phonograph to any desired
degree. It is durable and thoroughly practical.

Maonavox

Send for Bulletin and full details

The Magnavox Company
General Office and Factory

2701 East Fourteenth Street
OAKLAND, CALIFORNIA

or New York Office
370 Seventh Avenue
Penn Terminal Building

Please address nearest office
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Convention of Nebraska Victor Dealers

State Association Holds Fifth Annual Meeting in Omaha on October 17 and 18—Proves a Most Successful Affair in Every
Particular —Important and Interesting Business Discussions—Harry S. Thorpe,

OxaHA, Nes, November 3.—The fifth annual
convention of the Nebraska Victor Dealers’ As-
sociation, held here on October 17 and 18, proved
a really wonderful success and excelled anything
ever before attempted along that line. Over 200
dealers were present and without exception
were enthusiastic regarding the practical pro-
gram arranged by Secretary Heyn.

Welcomed by Mayor Dahlman

Monday morning was given over to the regis-
tration of dealers, the arrangements being in
charge of a reception committee composed of
Messrs. Gaston, Robinson, Moores, Walt, Rid-
nour and Jones. The visitors were formally wel-

of Norfolk, Nebraska, Elected President

“Records on Approval,” was defended by L. E.
Baugh, of Omaha, with Fred Schampp, of Sioux
City, on the opposite side. After a lieated debate
it was generally agreed that the record approval
plan, if worked upon restricted lines, can be
made very advantageous in building up a sub-
stantial record business.

The question, “Does It Pay to Place Vic-
trolas on Trial?” was discussed by Ed. Jones, of
Grand Island, Neb. Mr. Jones, who conducts
one of the most successful music stores in that
part of the country, prepared a very interesting
paper outlining his policy of demonstrating the
Victrola in the home. C. L. Holland, of Lin-

ultimate buyer. No product is fully sold until it
finally reaches the hands of the public. There
has never been a company that has striven with
more conscientiousness to bring about such re-
sults than the Victor Co. and of this I am thor-
oughly convinced sfiice my return to them. Hon-
est goods, made of honest materials, manufac-
tured under conditions as nearly ideal as pos-
sible, without regard to cost, etc., so that, all
these things being considercd, hacked up by a
free trade service, such as the Victor Co. gives,
we believe we have done our part toward solv-
ing your problems.

“In a recent conversation with a distributor

Those Who Attended Annual Convention of Nebraska Victor Dealers’ Association in Omaha, October 17-18

comed to Omaha by Mayor James C. Dahlman,
after which the delegates devoted themselves to
the business of the convention.
Window Trimming Demonstration

One very helpful number, and possibly the
outstanding feature of this session, was the win-
dow trimming demonstration by E. J. Berg, of
the Burgess-Nash Co., of Omaha. Wonderful
and pleasing effects were obtained by the clever
use of simple backgrounds, together with plush
and velvets. In speaking Mr. Berg said: “Don’t
be afraid to spend a little money on fixing up
your window. Most merchants look at money
spent on trimming windows as something like
an income tax. They realize they have to do it,
but do it in just as economical a fashion as pos-
sible. Your window always reflects the interior
of the store and you can rest assured that a
cheap, dirty window is in keeping with the mer-
chant’s idea of doing business.”

Open Discussion of Timely Topics

The meeting was then thrown open to the
discussion of various subjects of vital importance
to every dealer in attendance. The first subject,

coln, Neb., then spoke on the subject, “Does It
Pay to Reposscss Promptly?” “Under certain
conditions,” said Mr. Holland, ‘it pays to be a
little lenient with your customers in paying
their monthly accounts. We always consider
first whether there is a possibility of their being
brought up to date the following month and
whether the customer is working for sufficient
salary to permit him to do this.”
Frank K. Dolbeer Speaks

Frank K. Dolbeer, the newly appointed head
of the traveling department of the Victor Co,
was then introduced to the Association. Geo.
E. Mickel, whose association with Mr. Dolbeer
dates back to the early days of the Victor Co.,
presented him and welcomed him back to the
fold after an absence of several years.

Mr. Dolbeer’s talk was very interesting. He
said: “The dealer’s problems are all important
ones with us at all times and we have our fac-
tory organization constantly striving to bring
about a more friendly relation between the dis-
tributor and the factory, between the distributor
and the dealer and between the dealer and the

Let One Man Deliver
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with ease and safety.
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for the truck.
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some reference was made to a possible plan for
the distributor financing the dealer. This is the
wrong idea, as it is my opinion that the dealer
should finance his own business. There is no
doubt in my mind but what the dealer is able to
prepare and compile a financial statement which
would permit his going to the bank for financial
aid and securing enough funds to carry him over
a certain period of the year. The bank is in
your town for the express purpose of loaning
money, so use your banks to the limit before
looking elsewhere for credit.

“Claims are being constantly made regarding
the merit of competing lines, and it is always
best, so far as possible to understand, to be
sufficiently able to convince your customer of
the superiority of Victor goods. It is useless
to state that the really great artists are obtain-
able only on Red Seal Victor records, but I
don’'t believe that you can be impressed too
strongly with the wonderful opportunity to in-
crease profits by carrying sufficient quantities
and pushing the sale of the Red Seal records.

“Just a word in reference to canvassing. Most
dealers look upon house-to-house canvassing
with disdain. We recently sent to every mem-
ber of our traveling department a letter entitled
‘Carrying the Story to the Dealer.’ This let-
ter told of the different results obtained by deal-
ers throughout different parts of the country
and I would like to mention a few. I know you
have heard something of the famous ‘Mickel
Victrola Club. This plan originated with
Mickel’s and is really little more than a canvass-
ing plan backed up by excellent advertising.
The costs in connection with this plan were
about $1,600 and the net business done for the
month was almost $17,000. I would suggest that
you get in touch with the Mickel organization
and learn something of this plan. One of our
dealers, located in one of the larger mid-West
cities, put on a two weeks’ campaign. The re-
sult was that 136 Victrolas were sold during
that period, making the total business $18,790.

“One of the most surprising things upon re-

(Continued on page 60)
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turning to the Victor Co. was to find every de-
partment in that tremendous organization work-
ing full time, turning out all the goods that
were possible and making every effort to fully
take care of the business which is sure to come
during the holiday season. We are working be-
tween 9,500 and 9,600 people and are constantly
taking on as many good workmen as we can
find.”
See Taylor Holmes in “Smooth as Silk”

The meeting then adjourned and after dinner
the Association was entertained by the Nebraska
Distributors at the Brandeis Theatre, to wit-
ness a performance of Taylor Holmes in
“Smooth as Silk.” Mr. Holmes, being a Victor
artist, responded to numerous curtain calls and
obliged by reciting two selections which have
been recorded, "Boots” and “If I Could Be By
Her.”

The Tuesday Session

The Tuesday morning session opened
promptly at 9 o'clock. On account of illness
President Zitzmman was unable to be present and
Vice-president Thorpe filled the chair. Ques-
tions pertaining to the merchandising of Victor
goods which had been sent in by various dealers
were then assigned to different members to be
answered. These questions were quite timely
and brought out some very important points.
One question, “When are the prices of Victrolas
to be reduced?” required the combined efforts of
Mr. Dolbeer, Mr. Mickel and a number of dealers.
In speaking Mr. Mickel said: “I recall a conver-
sation I had with Ralph Freeman in July, at
which time he led me to believe that until
nmianufacturing costs could be reduced the prices
to wholesalers would remain as they were. You
must admit that the Victor line did not increase
in price in the same proportion as did other talk-
ing machines. The whole line only showed an
increase of about 33 1-3 per cent, of which §
per cent was a tax by the Government. The
Victor Co. employs only the highest-class crafts-
men in the manufacture of its product and the
salaries of these men have not been reduced.”

Other questions pertaining to timely record
releases, selling records to the children, busi-
ness with the farmer, were effectively answered
by officials of the Victor Co. and the distribu-
tors’ representatives.

An Edueational Demonstration

The outstanding feature of this session was
the educational demonstration by Miss Mayme
A. Jardine, of Mickel Bros. Co. With the as-
sistance of thiree children, Lauretta Boroff, Sam-
uel Carmell and Lloyvd Smith, Miss Jardine dem-
onstrated the function of the Victrola in the
musical education of the children. *‘So many
dealers.” said Miss Jardine, “fail to see that the
Victrola in the school is put to the main use for
which it is intended. Unless they are shown
the teachers use it solely for marching in and out
of class or for entertainment. Where the Vic-
trola is most valuable is in the co-ordination
with studies, such as history, spelling, arithmetic
and in physical education.’”” Lauretta Boroff and

Lloyd Smith danced a number of folk dances,
sang and demonstrated the physical education
exercises with the Victrola. Each number was
done with a change of costume and met with
the hearty approval of the members. Samuel
Carmell, whose education has been mostly with
the Victrola, played the violin with Heifetz,
Kreisler and other artists and at no time was it
possible to distinguish between the artist and the
child. Even the fluctuations of tone were
minutely imitated, giving proof that Master Car-
niell’s training with the Victrola promised for
him a very hopeful career.
Election of Officers

At the suggestion of the nominating commit-

tee the following officers for the ensuing year

George E. Mickel and Frank K. Dolbeer
were elected: President, Harry S. Thorpe, Nor-
folk, Neb.; vice-president, E. H. Ridnaur, Mec-
Cook, Neb.; secretary, H. G. Heyn, Omaha,
Neb., and treasurer, Jos. Pavlik, Omaha, Neb.
Executive committee: Fred Schamp, Sioux City,
Towa: Wm. Zitzman, Omaha, Neb.; Paul S. Al-
bright, David City, Nebh.; Ed. J. Walt, Lincoln,

Neb.; C. A. Moores, Omaha; Ivan Benedict,
Clarinda, Iowa, and J. E. Gaskill, Nebraska
City, Neb.

The Association was entertained at luncheon
by the Nebraska distributors, after which the
official photograph was taken.

Jas. J. Davin’s Practical Talk

The afternoon session was opened with a

President Thorpe and Secretary Heyn
talk by Jas. J. Davin, of Reincke-Ellis Co.. Chi-
cago, on the subject, “Questions Victor Dealers
Ask Reincke-Ellis.” Mr. Davin's talk was ex-
ceedingly interesting and the note-books were in
evidence in taking down some of the helpful
sales suggestions which were given. “So many
dealers ask us how much they can afford to

spend for advertising,” said Mr. Davin. “Or
what percentage of my sales can I appropriate
and then upon what shall T decide to spend it?
We believe that 4 per cent of a dealer’s gross
business is a fair proportion. For example, if
you are doing a gross business of $100,000, then
$4,000 would be a fair proportion to spend for
advertising. As to the different mediums, con-
sider the direct letter, show windows, newspaper
advertising and bill posters. In the larger towns
we suggest co-operative advertising. As to the
different percentages for each medium you will
have to figure that out yourselves, depending
upon the possibilities in your community, so
take advantage of it. They are high-class cuts
and can be used very ‘effectively by every dealer.
Keep your mailing lists up. When a customer
comes into your store be sure to get his name
and address before he leaves. This is more im-
portant than selling an 85-cent record, because
in getting his name you cinch that customer and
make him a friend of the house, and by our
friends we prosper. If you don’t do it then your
competitor is going to do it. I believe a very
effective idea is the coupon in connection with
your newspaper advertising. This gives you the
name of an interested party and permits you to
concentrate upon the people who have signified
their intention of buying a Victrola. Another
good prospect builder is the music census. I
know of a great number of dealers who have
worked this idea and in each instance has it
more than paid any possible expense which
might have been incurred in connection with it.”
Thurlow Lieuranee and Wife Entertain

Prof. Lieurance, the eminent student of Indian
song lore, together with his talented wife, then
entertained the members. Their offering con-
sisted of their original songs, together with the
explanation of the stories which prompted the
writings. Mrs. Lieurance sang each number in
a different Indian costume and was assisted by
Prof. Geo. B. Tack on the flute. Prof. Lieu-
rance had just returned from a two weeks’ trip
among the Indians in Minnesota, during which
time he composed a very pretty ballad, under
the title “The \Vhistling Mallard Fly.” As an
encore Mrs. Lieurance sang this number and
immediately dedicated it to the Nebraska Vie-
tor Dealers’ Association.

Prof. Condra’s Agricultural Survey

Prof. Condra, or as he insists upon being
known, “George Condra,” delivered an agricul-
tural survey upon the State of Nebraska, show-
ing the dealer how his business is always af-
fected by the conditions of the country. The
talk was demonstrated with a stereopticon lan-
tern and the views were of intense beauty. The
meeting was then adjourned to imeet again at
the option of the executive committee.

The Annual Banquet

During the evening the members were enter-
tained at the Hotel Fontenelle by the Nebraska
distributors. A sumptuous repast was served
and with the assistance of the “Angel Chorus” a
very pleasant evening ensued. During the eve-
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ning a number of features were presented. Tay-
ler Holmes obliged with several selections,
which arouscd the risibilities of those present.
Arthur Swanson delivered a Swedish dialect
story in costume which was very entertaining.
The Benson Orchestra, under the direction of
Ralph Williams, played several numbers, some
of which had already been released by the Vic-
tor Co. and some which are to be released at a
later date. MNrs. Lieurance rendered several
original compositions which greatly pleased. At
a late hour the meeting disbanded after the
musicians had played the good-night “Home,
Sweet Home.”
“Who'’s Who” at the Convention

Those in attendance were: Audubon Music
Co., Audubon, Ia, J. J. Ruhs; Paul J. Albright,
David City, Neb., Mr. and Mrs. P. J. Albright;
Benedict Piano Co., Clarinda, Ia., T. G. Benedict,
V. Benedict, K. R. Sherman; Burgess-Nash Co.,
Omaha, Neb., Mr. and Mrs. E. M. Francis, Mr.
and Mrs. E. J. Berg; Berndt Co., Minden, Neb,,
August Berndt; Louis Bellaire, LLa Mars, Towa,
Louis Bellaire; Beard Music Co., Beatrice, Neb.,
J. W. Beard; Brittell Bros., Harvard, Neb., Mr.
and Mrs. H. G. Brittell; Baker’s Pharmacy,
Havelock, Neb, W. A. Baker, Mr. and Mrs.
H. W. Baker; Chapman Furniture Co., Aurora,
Neb.,, Glen Chapman; Daxon Implement Co.,
Neligh, Neb.,, Helen Daxon; Dudley Music Co.,
Fremont, Neb., Mr. and Mrs. C. L. Dudley, Ben
McHenry; Davidson Bros. Co., Sioux City, Iowa,
Fred Schamp; French Furniture Co., Columbus,
Neb., Mr. and Mrs. C. D. French, Ed. Brani-
gan; P. W. Folsom, Ashland, Neb., Mr. and Mrs.
P. W. Folsom; Gaston Music Co., Grand Island,
Neb.,, Ed. A. Jones; J. F. Gerke, Stewart, Neb,,
Rudolph Gerke; Gaskill Music Co., Nebraska
City, Neb., Mr. and Mrs. J. E. Gaskill, R. P.
Beard; Hardy Furniture Co., Lincoln, Neb., Mr.
and Mrs. K. H. Kulp, E. C. Hardy, K. Guy
Hunt, Mae Nevitt, Gertrude Mayhugh; A. H.
Hlava, Ravenna, Neb.,, A. V. Hlava; A. Hospe
Co., Omaha, Neb, Wm. A. Zitzman, L FE.

Baugh; A. Hosperco, Council Bluffs, Ia., Verna
Jones; Holley Music Co., Carroll, Ia., Katherine
Tobin, Miss Egan; Huse Pub. Co. Norfolk,
Neb.,, Mr. and Mrs. H. S. Thorpe, Muriel
Thorpe; Herrington Drug Co., Newman Grove,
Neb., Mr. and Mrs. N. W. Herrington, W. H.
English, Jas. Herrington, Eleanor Herrington;
Hughes Music Co., Storm Lake, Towa, Alise
Hughes, Katheryn Hughes; Robert L. Harvey,
Missouri Valley, Ia., Mr. and Mrs. R. W. Har-
vey; Hetzel Co., Harlan, Towa, Mr. and Mrs.
Roy B. Hetzel; M. L. Jones, Fairfield, Neb.,
M. L. Jones; Jones Book & Music Store,
Wayne, Neb., F. H. Jones, F. C. Jones; Wm.
Kovar, Howells, Neb., Mr. and Mrs. Wm.
Kovar; Koutsky-Pavlik Co., Omaha, Neb., Jos.
J. Pavlik; Lindholm Furniture Co., Sioux City,
Towa, M. C. Case; Sol Lewis, Omaha, Neb., Sol
Lewis; Harry Martin, Lyons, Neb.,, Harry Mar-
tin; Meyers Bros., Villisca, lowa, Mr. and Mrs.
J. T. Meyers; Orchard & Wilhelm Co., Omaha,
Mr. and Mrs. J. E. Laycock, Mr. and Mrs. W. G.
Brandt, Ed. Schuett, Chas. J. Bell, Nellie
Green; Patton Music Co., Omaha, Mr. and Mrs.
Fd. Patton, Austin Topping, W. R. Thomas, H.
H. Rohrs, Robt. Nichlen, D. V. Capron; F. G.
Palmquist, Oakland, Neb., F. G. Palmaquist;
Ruzika's Pharmacy. Lindsay, Neb., L. C. Ruzika;
Russell Music Store, Logan, Ta., Mr. and Mrs.
Ed. Russell, Lilla Case; Ridnour Piano Co.,
McCook, Neb.,, E. G. Ridnour, Miss Ridnour;
Roberts Music Co., North Platte, Neb., J. R.
Roberts; G. R. Ray, Osceola, Neb.,, G. T. Ray;
Tout Drug Co., York, Neb., D. R. Salis-
bury; Trafford Co., Mason City, lowa, L. Earl
Elsham; Schultz & Son, Stanton, Neb., F. H.
Schultz, M. S. Hanel; H. R. Stanzel, Odebolt,
Iowa, Mr. and Mrs. H. R. Stanzel; Walt Music
Co., Lincoln, Neb.,, H. G. Barth; White Music
Co., Fairbury, Neb., Mr. and Mrs. Geo. W.
White; Wickman Pharmacy, Ord, Neb, R. F.
Wickman; Algona Music House, Algona, Towa,
John Mesing; A. L. Cummings & Co., Sheri-
dan, Wyo., Mr. and Mrs. Nick Nelson; Elgin

Drug Co., Elgin, Neb.,, Dr. W. A. Pcterson;
Fannen Music Co., Tccumseh, Ncbh, Mr. and
Mrs. W. R. Fannen; Swan Furn. Co., Auburn,
Neb.,, Mr. and Mrs. R. R. Swan, Mr. and Mrs.
O. A. Corey, Mrs. M. Brodner, Mildrcd New-
man; ‘Mickecl Music Store, Council Bluffs, Iowa
Mr. and Mrs. A, L. Mickel, Mrs. M. King, Maric
Mahoney, Mrs. Seifert, Mr. and Mrs. C. A.
Bengston; Mickel Music House, Omaha, Neb.,
Mr. and Mrs. E. H. Pretz, Mr. and Mrs. T.
Mickel, Grace Mickel, Harold Andcrson, Bess
Greenberg, Mrs. C. C. Beams, Pcarl Kclsey,
Pearl Beacli, Jeannette Loulacouer; Ross P.
Curtice Co., Lincoln, Neb., Ross Curtice, Mr.
and Mrs. W. Brewster, Mr. and Mrs. W. E. Kin-
caid, Mr. and Mrs. S. B. Yule, W. A. Howland;
Ross P. Curtice Co., Omaha, Neb., Ross Curtice,
Norman Curtice, Mr. and Mrs. C. R, Moores, Mr.
and Mrs. Phil Haney, Gertrude C. Thomp-
son, M. E. Tinchinor, Florence Gaughan,
Nellic Deal, Louis E. Gaillan, Mr. and Mrs.
W. A. Wolf; Mickel Bros. Co., Omaha, Neb.,
Mr. and Mrs. G. E. Mickel, Mr. and Mrs.
E. Probst, Hugo G. Heyn, E. W. Lundquise,
Honor Yard, Agnes Slaven, Loucile Ellis, Grace
B. Cozzens, Lilhan Polk, Mr. and Mrs. E. N.
Bowerman, Mr. and Mrs. J. H. Ready, Mr. and
Mrs. H. B. Sixsmith, Mayme A. Jardine; Victor
Talking Machine Co., Camden, N. J., Frank L.
Dolbcer, G. L. Richardson; guests—]. J. Davin,
Chicago; Mayor Jas. C. Dahlman, Omaha; Dr.
G. E. Condra, Mr. and Mrs. Thurlow Lieurance,
Lauretta Boroff and Samuel Carmell, Lloyd For-
rest Smith, Geo. B. Tack, Taylor Holmes, Ar-
thur Swanson, A. M. Newens.

Dealers become better merchandisers when
they really become enthusiastic over the won-
derful possibilities of the talking machine and
the marvelous records which do so much to
spread musical knowledge and appreciation.

It is well for salesmen to cultivate a smile
during their period of service in the store.

Main Wholesale Depot:
741 Mission Street, San Francisco

Branch W holesale Depots:

444 So. Broadway, Los Angeles, California
45 Fourth St., Portland, Oregon
Oceanic Bldg., Cor. University and Post Sts.,
Seattle, Washington
427 West First Ave., Spokane, Washington

 Victor Victrolas
Victor Records
Victor Accessories
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G. W. HOPKINS A DIRECTOR

Co. Elected to
Concern

Vice-president of Columbia
Directorate of That

At the annual meeting of the stockholders of
the Columbia Graphophone Co., held recently at

George W. Hopkins
the company's executive offices in New York
City, George W, Hopkins, vice-president and
general sales manager of the company, was
elected a director of the company. An an-

nouncement to this effect was made to the Co-
lumbia organization at that time and brought
telegraphic congratulations from Coast to Coast.

Mr. Hopkins, who joined the Columbia or-
ganization a few years ago as general sales man-
ager, was elected vice-president of the company
last month, in recognition of his indefatigable
efforts in behalf of Columbia interests. His
election as a director will be welcome news to
his legion of friends in the industrial and pub-
licity worlds.

W. H. ALFRING HOME FROM COAST

Manager of Wholesale Department of Aeolian
Co. Finds Business Generally Improving

W. H. Alfring, manager of the wholesale de-
partment of the Aeolian Co., returned recently
from a transcontinental trip, in the course
of which he called upon the leading Aeolian Co.
representatives in a number of the principal
cities. Mr. Alfring had originally planned to go
only as far as Denver and perhaps Salt Lake
City. but his trip was finally extended to take
in San Francisco, Los Angeles and other Coast
cities.

In practically every section of the country
visited Mr. Alfring found distinct evidences of
improved conditions, particularly as they concern
the ‘sale of musical instruments, and the various
lines featured by the Aeolian Co., including Duo-
Art pianos and Vocalion phonographs and rec-
ords, were reported to be in increasing demand
everywhere.
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MEETING OF TALKING MACHINE MEN

Local Dealers’ Organization Enjoys Demonstra-
tion of New Berlin Songs and Listens to Talk
on Sheet Music Merchandising—Plans for Ball
on November 17 Are Announced

The monthly meeting of the Talking Machine
Men, Inc., was held on Monday afternoon, Oc-
tober 24, at the Café Boulevard, New York City,
the meeting proper being preceded, as has been
the usual custom in recent months, by a
luncheon.

It was known as “Irving Berlin Day” and sev-
eral members of Irving Berlin, Inc, the music
publisher, including Irving Berlin himself, were
on hand. Ed Christie, manager of the mechani-
cal reproduction department of the Berlin house,
made an address in which he outlined the pro-
posed activities of the various departments of
the concern during the coming months. Phil
Davis rendered several of the latest Berlin suc-
cesses, assisted by I. Johnston at the piano.
These included: “Birds of a Feather,” “Tuck Me
to Sleep” and “Say It With Music.”

Upon the arrival of Irving Berlin, who was
accompanied by Saul H. Bornstein, of this com-
pany, a rousing reception was tendered him by
those assembled.

It was announced that Branson DeCou would
give an exhibition of his “Dream Pictures” at
the next meeting of the Association, which will
be held on November 16. Also at that time the
Broadway Music Corp., under the personal di-
rection of Will Von Tilzer, president of the
company, will demonstrate several songs from
the Broadway catalog.

In honor of the late Isaac Davega the gath-
ering stood sjlent for ome minute, following
which the secretary was instructed to draw up
a resolution expressing the Association’s regret
at his loss, which is to be forwarded to Mrs.
Davega.

S. Kronberg, of the Plaza Music Co., then ad-
dressed the gathering on “How to Merchandise
Sheet Music.” He stated that it was his opin-
ion that the day of the exclusive record and
talking machine shop was past—the success of
sheet music in talking machine warerooms had
demonstrated that such departments were most
feasible and profitable.

He divided the plans for such a department
into three divisions—the advantage and benefits,
the buying and the selling. These ‘were the im-
portant features, he said, and dealers who would
give the matter consideration along those lines
would find sheet music an important adjunct to
their business, from a profit standpoint as well
as a sales attraction.

Mr. Kronberg stated that while the use of a
piano would obviously be an advantage and a
great attraction in the sale of sheet music, yet
he believed that these goods could be demon-
strated and sold quite successfully without the
aid of a piano, for what sheet music needed most
was proper display.

Final plans for the coming reception and ball
of the Association, to be held at the Hotel Penn-
sylvania on the evening of November 17, were
announced.



NoveMmBER 15, 1921

THE TALKING MACHINE WORLD

ery

-

Place Your Order
Now!

Our new and com-
plete plant is fully
equipped to make
Prompt deliveries.
We offer a wonder-
ful and timely Holi-
day Opportunity.
For full information
address

ment D.

Depart-

SAN

It Is an Ideal Instrument
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PRIZE-WINNING EDISON SALESMEN

Prize-winners From Middle West and New
England Visit Thos. A. Edison—Entertained
at Luncheon—Call on President Harding

There has been a prize sales contest on among
Edison salesmen, conducted by Edison jobbers.
The first two groups to get their reward came
from the MMiddle West and New England. The
first group comprised eighteen dealers from
Kansas City. Chicago, Detroit and Milwaukee
territories. The prize was a trip to Orange and
return, with various entertainment features.

At Chicago the \Western party was entertained
by F. K. Babson at the Chicago Athletic Club.
The itinerary from Chicago to Orange included
a boat ride on Lake Erie. a visit to Niagara Falls
and a daylight trip down the Hudson to New
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81 UNION ST.
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NEAT IN APPEARANCE

Several of the officials of the Edison Co., includ-
ing Charles Edison, Mr. Maxwell and Mr. Curry,
also the departmental heads of the musical
phonograph division, attended the luncheon and

companying the prize-winners throughout the
trip were: M. M. Blackman, Kansas City job-
ber, and H. A. Bailey, his sales promotion man-
ager; R. B. Alling, Detroit jobber, and \W. C.
Eckhardt, sales promotion manager at Chicago.

York. In the big metropolis the excursion visit- addressed the prize-winners. Following the
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The Western Group of Prize-winning Salesmen With Mr. Edison

ed the most prominent places of interest, and,
before coming to Orange, recorded their voices
on a souvenir Re-creation at the recording
studios on Fifth avenue.

At Orange the visitors were entertained with
a luncheon at the celebrated Mushroom Farm.

luncheon the visitors were presented to Mr. Edi-
son and made a trip through the laboratories.
The party returned to their respective terri-
tories via \Washington, where they had an audi-
ence with President Harding. arranged through
the courtesy of Senator Capper, of Kansas. Ac-

The New England Group of Prize-winning Salesmen With Mr. Edison

The other group, hailing from New England,
and representing the Pardee-Ellenberger Co.,
Inc, at Boston, Mass, and New Haven, Conn..
had a similar program as that enjoyed by their
Western brothers. Each salesman received from
Mr. Edison his autographed photograph.

Records

| OKJ\, Records

offer the advantage
of unlimited sales.

The collector of beautiful opera arias
1s perfectly satisfied with
Opera Records.

The dancers say,
“They find all the real joy of

dance music on
Dance Records.”

OKe.

Records make home
worth while.”

We Say,

“An O]<££\, Agency Is

Yours for the Asking.”

The stay-at-home says,

OKer

OKete

Records

1865 PROSPECT AVE.

KENNEDY-SCHULTZ COMPANY

CLEVELAND, OHIO
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Sheraton

ANTICIPATE

Your Orders for

LONG

Console Cabinets

Style 601
Colonial

The tide has turned, and the LONG
factory is now working overtime to
cope with the demand for LONG

CONSOLE CABINETS.
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Avoid disappointment and anticipate
your orders as far ahead as possible.
This 1s not an idle prediction, but a
suggestion based on actual facts. We
are receiving orders by telegraph, tele-
phone and mail, and we are endeavor-
ing to give our dealers prompt and
efficient service.

T
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Style 602
Louis XV

TN

LONG CONSOLE CABINETS are
the pioneers in this field. They have
won countrywide success through
superb quality and unsurpassed work-
manship, and they will bring profits
and prestige to your establishment.

Style 603

Place your orders today. Chippendale
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The Geo. A. Long

LU T AT

T T

Cabinet Company

HANOVER, PA.

Style 604
Hepplewhite




D
(=2}

THE TALKING MACHINE WORLD

Novesmeer 15, 1921

e e MR

L e

“The Original Music Trade Divectory’’

For Your Mailing Lists

Fox’s Music Trade Directory
(*“‘The Red Book”’)

Contains the most complete lists ever com-
piled in the music industry, including:
Phonograph Manufacturers
Phonograph Record Manufacturers
Phonograph Supply Concerns

Piano Manufacturers
Piano Retail Merchants
Piano Supply Concerns

Also lists of sheet music publishers, small
goods and organ manufacturers.

MUSIC TRADE INDICATOR
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Dealers Make Splendid Showing in Way of Sales—Advertising Under Way—Edison Trade Ex-
pands—Free Service Bureau at Maison Blanche—Guenard and Blache Open New Stores

New Ogrreans, La., November 4.—The talking
machine trade in this vicinity is declared to be
ou the boom and the increase is noticeable wher-
ever one turns. This business improvement is
credited largely to the efforts of one of the livest
aggregations of sales inanagers and salesmen in
the country.

More space in the daily papers is being de-
voted to advertisements of musical instruments
and accessories, many schools are adding talking
machines to their equipment, business offices are
buying outfits to increase the efficiency of em-
ployes, and even the bootblack parlors are buy-
ing talking machines to attract trade.

Joseph L. Billeit, manager of the Diamond Disc
Co., Edison jobber, declares that during the
past year business has improved 53 per cent and
that 25 per cent of the increase is due directly
to the effect of mood parties advertised by the
company and held under its auspices.

A new department, to be known as the “Sales
Aid Service Department,”™ has been added by the
Diamond Disc Co. The staff of the new depart-
ment will andertake to look after the imachines

of Edison owners and keep them in repair. The
plan calls for regular visits to Edison owners
by a crew of five men, who on each visit will
carry some of the latest records for demonstra-
tion purposes.

The Edison Shop on Barrone street is also re-
porting good results. Here is being tried out
very successfully a selling policy that encour-
ages the visitor to sell himself, as it were. The
work of the sales staff consists of making the
visitor feel at home and provides a knowledge of
the convincing qualities of Edison machines and
Re-creations, but no sales talk as such is in-
dulged in.

An Edison machine was recently installed in
the Delgado Trade School, a new school just
opened for vocational work. It was selected by
the vote of the students.

The L. Grunewald Co., Ltd., got some good
publicity for the Grafonola during the period of
the \World Series. The company arranged for
the installation of a Grafonola where the base-
bail returns were reccived and the music enter-
tained the crowds before and during the game.

Do You Thfow Money Away?

RENE MFG. CO.

It is not a popular pastime—but still it is
unconsciously done by many who just don't
know that Repair Parts can be bought for less

RENE MADE SPRINGS AND PARTS ARE BETTER
COST LESS

Montvale, N. J.

The music department of the Maison Blanche
has established a free service bureau for the
benefit of the company’s customers, and it is
found that the plan is working out very satis-

factorily.
L. A. Guenard, formerly manager of the
Grunewald 1nusic store branch on Rampart

street, has just gone into business for himself.
He has opened two small stores, one at 1309
Dryades street, the other at 109 University Place,
just half a-block off of Canal street, the main
thoroughfare. His stock consists of Victor ma-
chines, Victor and Okeh records and Q R S
player rolis. Later he intends to extend the
business and sell a general line of mnsical in-
struments. He has already ordered a few har-
monicas and musical accessories. He also re-
pairs talking machines and mnsical instruments.
His partner is Harry Roach.

Up on Barrone and Poydras streets, J. Henry
Blache, of the Oraphoune, has just opened a small
music shop where he handles records and Ora-
phones, a machine of his own make. His shop
is located at 334 Carondelet street. Mr. Blache
has been in the music trade for some time, hav-
ing traveled on the road in the interest of the
Oraphone. He knows the trade and states that
al! indications point to an excellent season in the
music trade.

VISITORS TO COLUMBIA CO.

Branch Managers From Widely Separated
Points Visit New York Headquarters

Among the recent visitors to the Columbia
executive offices, New York, were A. B. Creal,
manager of the company’s New Orleans branch,
who brought with him optimistic reports of the
business situation in the South. C. F. Schaffar-
zick, of the Columbia Stores Co., Spokane, Wash,,
and C. A. Delzell, of the Columbia Stores Co.,
Denver, Col., spent a few days at the Columbia
offices recently, discussing general sales plans
with Geo. W. Hopkins, vice-president and gen-
eral sales manager of the companv.
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Perfect Packagse Month—November, 1921

Aid this nation-wide movement for perfect packing by shipping in
“Atlas” Plywood Packing Cases. They will effect a tremendous sav-
ing 1n loss from damage alone as well as countless dollars in freight

charges.

For vears we have been making
the perfect contammer for the
shipment of talking machines.

The trade-marked ¢¢Atlas’
Case 1s the acknowledged
standard of the Talking Ma-

chine Industrv.

It 1s far more than a wooden
box. It 1s designed architectur-
ally for one specific purpose—
the delivery of talking machines
in perfect condition.

We have made it our business to know
the needs of the Talking Machine In-
dustry, and the thoroughly co-ordinated
quantity production of our four mills
mnsures prompt and sure service.

“Atlas” Plywood Packing Cases make
a better appearance, give greater pro-
tection and save freight. Their use
indicates the high quality of the con-

tents. This is an cxact reproduction of an “Atlas” Packing
Case manufactured. printed and shipped to the "ictor
S/zzpmen/s in Carload Lots 011[_1/. Talking Machine Co., Camden, N. J.
RICHFORD VERMONT

LARGEST MANUFACTURERS OF TALKING MACHINE PACKING CASES

M |
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REPAIRS

TALKING MACHINE TROUBLES AND
HOW TO REMEDY THEM

Conducted by Andrew H. Dodin

e —

INFORMATION FOR REPAIRMEN

Morsemere, N. J., October 29, 1921.
A. H. Dodin, Care Talking Machine World:

Your name has been referred to me in my en-
deavors to get information regarding the re-
pairing of talking machines. It frequently hap-
pens that while visiting various homes in con-
nection with my business of tuning and repair-
ing pianos and plaver-pianos | receive requests
to repair talking machiues, or am asked if I do
such work.

Not being acquainted with the talking machine
mechanisms I should like to know if there is any
shop or place where | may gain such informa-
tion. I thank vou in advance for any informa-
tion you may give me.—George P. Kirsten.

Answer. I do not know of any shop where
vou could learn the business of repairing talking
machines at the present time.

The Victor Co. permits any man who is em-
ployed by its dealers to go to its factory
in Camden, N. J, and take a course in adjust-
ing its machines, and [ believe the Edison
and Columbia companies do the same, but I do
not know whether they extend this privilege to
anyone not employed in one of their agents
stores.

I would suggest that you get from various
companies the little instruction bcoks that they
send to their dealers, and if you make a good
study of them and also take a motor and take it
apart and study the various parts and their re-
lation to each other in the construction of the
motor I am quite sure that it would not be very
long before you would be able to handle most
of the repairs that would conie your way.

I am always ready to give vou any assistance
that I can and will be pleased to answer any
questions which you may wish to send me in
reference to any troubles you run across in your
repair work.

* * *

Watch Out for Chilled Springs

As it will not be long before cold weather will
again be with us, together with the usual busy
season for talking machine sales, I believe it
1s the right time to again caution dealers in the
matter of delivering and setting up machines in
coid weatner to avoid spring breakage and other
troubles. It also happens frequently that a ma-
chine is delivered on a cold day, set up in the
home and then put out of order through the
breaking of a spring during the first winding

As has heen pointed out on previous occa-
sions, the talking machine spring is a highly
tempered piece of steel and as such is sub-
iect more or less to temperature changes. It
irequently happens that a new machine is taken
from a rather chilly warehouse, kept out in the
air on a truck for several hours and then in-
stalled in the home where the temperature is at
seventy degrees or more. Cold makes all steel
brittle, and when the enthusiastic purchaser seeks
to play a record at once to try out the new
musical instrument the cold and brittle spring
refuses to stand the strain and snaps.

A great many dealers realize this condition and
warn customers regarding it. One dealer goes
so far, in the Winter, as to attach a special tag
on the winding key advising the purchaser to let
the machine rest in the warm room for twenty-
four hours before winding. This rest serves to
take the chill out of the spring and prevent its
sudden snapping.

Banks, and not depositors, are responsible for
losses sustained by depositors upon checks
drawn by depositors’ agents in excess of the
amount fixed by depositors, as a result of the
refisal of the United States Supreme Court to
review a decisicn of the Pennsylvania courts to
this effect.
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“BUILT-IN” TALKING MACHINES

Latest Idea of Architects Serves to Arouse Con-
siderable Newspaper Comment

The recent announcement of a New York
architect to the effect that he has made pro-
vision in some of his new apartment houses for
built-in talking machines has aroused consider-
able comment in newspapers in various sections
of the country. The Toledo Blade, for instance,
regards the innovation as a natural development
in home designing and construction, and says
editorially:

“The suggestion made the other day that it
would not be long before we should have houses
with the talking machine built in can be taken
as a prophecy by the fthoughtful if they wish.
It is not as grotesque as it appears at first
glance. Perhaps it will not be the talking ma-
chine but sommething else equally remote as a
permanent fixture. The trend of build is that
wdy.

“There are many houses still standing in this
city which were erected without provision made
for furnaces: hundreds that were built without
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The Superior Lid Support g
CA touch of one Finger liftsor closes §

the Lid, which stops at any point desire
Does not warp the Lid ) Superior Specialties for Phonographs S
Sample Prepaid, $0.75 Nickel —$1.25 Gold BARNHART BROTHERS & SPINDL_ER g
Quantity Prices on CApplication Monroe and Throop Streets CHICAGO %
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thought of electric lights; and it is a smart archi-
tect who includes in his plans conduits for tele-
plione wires.

“A bath-tub in a room specially constructed
for bathing purposes, with connections to a con-
stant supply of water and mieans of providing
hot water at any time, would have seemed some-
thing like a Jules Verne tale not so many gen-
erations ago, while the proposition of building
ar ice-box into a house would have appeared
idiotic in the boyhood days of most men of
raiddle age ar present.

“Architecture, taking so many of its ideas from
the civilization of the Greeks and Romans, has
been slow to join forces with science, but it is
doing it now. The theory that the useful cannot
be beautiful is vanishing, When we get back
the habit of building houses for people to live
i1 we shall see more strange things in the way
of 'built-in’ innovations than talking machines.”

Headquarters for the manufacture of talking
machines have been opened at 116 Patton ave-
nue, Asheville, N. C., by William Haverman,
who makes both the cabinets and the motors
for his machines.

PHONOSTOP

ACCURATE—SIMPLE—DURABLE

5th Successful Year

Reasonable
Pric¢

Guaranteed Fully

Nickel or Gold

UNIVERSAL
STANDARD

NEED-A-CLIP

New Fibre Needle Clipper

THE PHONOMOTOR CO., 121 West Ave., Rochester, N.Y.

Guaranteed

2 RETAIL
_w 75 cents

Trade Discount

A SUPERIOR TOOL
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Widdicomb console Early
American Art model, with
divided top, partitions for
album, automatic stop and
patented tone control. The
1Viddicomb plays all records.
New prices on the various
nodels range from $95.00 to
$300.00.

The Widdicomb makes a twofold appeal to buyers

Merchants with the Widdicomb franchise are winning increased patronage

IN the pioneer days of the phono-

graph, little heed was given to
beauty of design and cabinet work.
In the effort to perfect musical re-
production, appearance was more or
less lost sight of.

The Widdicomb Furniture Com-
pany were the first to sense the possi-
bilities of a new idea in phonograph
construction. Why not combine per-
fection as a reproducer with artistic
design and finish commensurate with
the prominence of the phonograph
in the home?

For 56 years they have been recog-
nized leaders as fashioners of beauti-
ful furniture. Their exclusive crea-
tions in period design set the standard
for fine cabinet work. With this
broad experience of the popular taste
for period furniture, they visualized
the appeal of a phonograph of sim-
i1lar master craftsmanship.

Unusual beauty of design
attained

From that beginning came the ex-
quisite Widdicomb Period Phono-

graphs of today, distinguished by the
same artistic skill and master crafts-
manship that have always marked
Widdicomb furniture creations.
Faithful interpretations of the best
designs of the old masters of wood-
working, they have an added touch
of rare charm and individuality that
is distinctively Widdicomb.

Today the Widdicomb has right-
fully earned its name—‘“The Acristo-
crat of Phonographs.” Built in
Adam, Queen Anne, Chippendale
and other popular period styles, in
beautiful red or antique mahogany
and walnut, it has won for itself a
distinct popularity among people
who appreciate true art in furniture.

New tonal perfection achieved

While master designers were pro-
ducing these exquisite cabinetmodels,
phonograph experts -were quietly
working to establish tonal supremacy
for the Widdicomb. After two years
of experimental work they developed
the Widdicomb Amplifying Tone
Chamber, an exclusive Widdicomb

feature which marks a new era in
musical reproduction. ;

This chamber, built of a patented
composition, extends and expands the
sound waves as they pass through,
giving a full, rich and clear repro-
duction of every note in the chro-
matic scale. The deep, rich notes of
an orchestral selection are repro-
duced, by the Widdicomb, in their
proper relationship with the notes of
the higher register. All metallic
harshness, all suggestion of ‘blast-
ing,” is entirely eliminated.

To dealers who are interested in
laying a strong foundation for in-
creased patronage, and for broaden-
ing their sales opportunities, we have
an excellent proposition to offer.
Write today for full particulars con-
cerning the Widdicomb franchise,
and for complete catalog of the va-
rious Widdicomb styles and models.

The Widdicomb Furniture Company
. Grand Rapids, Michigan

Fine furniture designers since 1865

All Widdicomb models are now.selling at pre-war prices

PHONOGRAPH
Jhe Aristocrat of Phonographs 6
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A FEW WORTH-WHILE SALES IDEAS

Timely Sales Suggestions Which Will Bring
Profit to the Dealer—Methods for Increasing
Sales of Talking Machines During Holidays

Some very timely and worth-while sales sug-
gestions are contained in a recent issue of The
Advance, published by the Putnam-Page Co,
Victor distributor, Peoria, Ill., as follows:

“Include in your record selection sent with
v our machine sale several records for children.

“Use your telephone two hours each day to
call attention to your record stock—your ability
to fill orders, or that record orders are not for-
gotten, etc. Customers appreciate such service.
Your sales will be increased—your shop and its
service brought to the minds of people.

“To review the program of Victor artists be-
fore the concert means more interest, greater
appreciation—hence bigger sales. After the con-
cert keep the thought and attention centered on
good music and music you have to sell.

“Give Elman, Galli-Curci, Kreisler and Mc-
Cormack concerts—in fact, the records of all
Red Seal artists will make a program which will
be appreciated and enjoyed by everyone. Be
careful that your program is arranged as it
should be. Explain briefly interesting facts con-
cerning the records and music—the artist—the
opera, etc. Attract music-lovers to your shop—
help make all lovers of good music.

“Make your Christmas plans early! An attrac-
tive box with six records or an album with six
or twelve records will make a gift all will appre-
ciate. Have cards ready for customers to en-
close and necessary material for wrapping so
that the gift idea and giving Victor records are
one and the same thought. A Victrola sold at
Christmas means a new library of records the
early months of the new year.

“Thanksgiving offers also an avenue to in-
crease sales. All records make suitable gifts and
there are many featuring the harvest season.
Your window, your advertising and record sug-
gestions arouse interest in this holiday. The

public is glad to have and deserves this informa-
tion and you will be repaid by renewed interest
i1z your product, which is sure to mean greater
demand and real sales.”

OUR TALKING MACHINE EXPORTS

Exports, Including Records, for Nine Months
Ending September, 1921, Total $934,366

WasHixngToN, D. C., November 5.—In the sum-
mary of exports and imports of the commerce
of the United States for the month of September,
1921 (the latest period for which it has been
compiled), which has just been issued, the fol-
lowing figures on talking machines and records
are presented:

The dutiable imports of talking machines and
parts during September, 1921, amounted in value
to $41,729, as compared with $65,776 worth
which were imported during the same month
of 1920. The nine months’ total ending Sep-
tember, 1921, showed importations valued at
$462,752, as compared with $673,973 worth of
talking machines and parts during the same pe-
riod of 1920.

Talking machines to the number of 1,977, val-
ued at $91,893, were exported in September, 1921,
as compared with 8,690 talking machines, valued
at $308,401 sent abroad in the same period of
1920. The nine months’ total showed that we
exported 26,974 talking machines, valued at $1,-
287,683, as against 59,895 talking machines, val-
ued at $2,815,834 in 1920, and 45,223 talking na-
chines, valued at $1,554,445, in 1919,

The total exports of records and supplies for
September, 1921, were valued at $137,962, as
compared with $262,252 in September, 1920. For
the nine months ending September, 1921, rec-
ords and accessories were exported valued at
$1,646,683; in 1920, $2,836,696, and in 1919, $2,-
530,599.

Burns & Moreland, music dealers, of Kan-
sas City, Mo., will soon open a Columbia shop
in Cameron, Mo.

BUBBLE BOOKS TO BE FEATURED

Bubble Books Will Be Included in Special Cam-
paign Launched by Book Association—Trav-
elers Report Increased Activity Everywhere

The Bubble Book division of Harper & Bros,,
New York, reports that sales for the month of
October more than doubled the sales of the pre-
vious month, and General Manager Foster be-
lieves that this is an indication that the coming
months will be generally prosperous for the
talking machine dealer. Dealers who carry
Bubble Books are making extensive plans to
link up their activities with the nation-wide cam-
paign which the children’s book committee of
the National Book Publishers’ Association has
inaugurated for the week commencing Novem-
ber 13 and ending November 19.

A feature of this campaign will be a series of
lectures to be given in the leading cities by well-
known authors of children’s books, among whom
are David Corey and Margaret Gerry Spauld-
ing. As Bubble Books are designed for children,
they will be included in this intensive campaign.
Timely and attractive advertising material pre-
pared by Harper & Bros. has been forwarded
to the dealers featuring Bubble Books.

J. B. Price, Middle West representative for
Bubble Books, who has just returned from a
successful trip, reports that talking machine
dealers are unusually active and that Bubble
Books are being featured in the largest stores in
Middle Western cities. The Chubb-Sternberg
Music Shop, of Cincinnati, O, recently devoted
its entire front windows to an attractive display
of Bubble Books, which was given special edi-
torial mention by all the local papers because of
its originality and attractiveness.

Lee Conover, who covers New England and
New York State, is now visiting the trade up-
State, and states that dealers in his territory
are enthusiastic over the way Fall business is
opening up, and are confident that sales this
Winter will show a decided increase over last
year.

The Selling
Power of
Flexlume
Signs

Here are some of
the things which give

Flexlume
Signs their

power:

Electric
selling

They have maximum

advertising display.

They are day signs as well as night signs—raised,
snow-white glass letters on a dark background.

They have greatest reading distance, lowest up-
keep cost, most artistic designs.

Let us send you a sketch showing a Flexlume to meet YOUR

particular needs.

FLEXLUME SIGN COMPANY

36 KAIL STREET

F

BUFFALO,

N. Y.
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John Charles
THOMAS

the gifted American
baritone, playing one
of his Vocalion Rec-
ords with the Gradu-
ola.

The Personal Touch
that THE GRADUOLA. gives to

The VOCALION

T 1s the Graduola which makes the

Vocalion more than a phonograph. This
wonderfully effective tone-controlling de-
vice gives the person playing the record
the power of shading the tone at will, with
countless beautiful effects.

The Graduola, exclusive feature of the
Vocalion, is a strong factor in integesting
prospective buyers. Whether musically
trained or not, there i1s a keen and universal

fascination in playing records according to .

one’s own 1deas.

Natural tone-quality—distinctive case de-
signs and the excellence of Vocalion (Red)
Records give rich merchandising. value to
the Aeolian line. '

Information regarding Vocalion phono-
' graphs and records will be furnished
upon request. Let us hear from you.

Latest Vocalion (Red) Record
Releases of Timely Hits

Say It With Music, from The Music Box Revue
—Fox-trot

Tenderly—Fox-trot Sélvin’s Dance Orchestra
No. 14239 $.85

Irving Kaufman

Ernest Hare-Billy Jones
No. 14247 85

Dapper Dan
Ten Little Fingers

I