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Sonora 1s the choice of People with Purchasing
Power!

The revival of business has increased this
class of people and they offer a wide field
for Sonora Sales.

Sonora—the quality instrument—is 1nvariably
selected by discriminating people with pur-
chasing power and for whom the best 1s none
too good. To sell to this class 1s not, and
never has been, difficult.
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On an equal chance Sonora will outsell any
other make of phonograph. Sonora dealers

D —— —_——

make money. It
P«
| . You offer your customers their money’s worth k
g in full measure when you present Sonora. | i
oL “The Highest Class Talking Machine in the World” i
¢ N |
- | H
)Y Sonora Phonograph Company, Inr. {
i GEO. E. BRIGHTSON, President !
TSR NEW YORK: 279 BROADWAY  FIFTH AVENUE AT 53rd STREET E
NN l Canadian Distributors: 1. Montagnes & Co., Toronto
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COLOR LIGHTING A FACTOR IN SHOW WINDOW DISPLAY

Talking Machine Dealers Who Are Keen as to the Value of Their Window as a Publicity Medium
Will Find the Use of Color Lighting a Material Aid to Its Attractiveness

Dealers who are alive to the publicity value
of their windows may be interested to know
that the arrangement of the display as well as
factors contributing thereto may be brought to
public attention in a very artistic and very
striking way by the introduction of serviceable
color lighting units. A simple window display
reflector, holding a 150-watt light, a colored
screen of glass or gelatine which fits into place
across the face of the reflector—that is all there
is to the modern window lighting unit. It is
insignificant enough in appearance, but it cer-
tainly works a magical transformation in the
artistic value of the window and is a potent
contributor to the success of the display man's
work.

A blaze of colored light on a display makes
the window the cynosure of all eyes. It gives
the window an atmosphere that excites the
interest of the onlookers and helps to bring
customers into the store—it not only brings
them in, but makes them enthusiastic about the
display.

With an equipment that is simple and practi-
cal there is no reason why the talking machine
dealer in a small town should not be able to
utilize this color scheme, for it is easy to
install. and makes the window, no matter how
modest it is, of new value to the store, and
brings the display of talking machines, records
and artistically printed matter to the attention
of the public in an entirely original and strik-
ingly artistic way.

There is a large choice of colors, and the
artistic sense of the window displayer can be
manifested in using such hues as will suit the
display and make it harmonious through the
use of dull grays, browns and greens, or unusu-
ally striking and warm by the use of red, violet
and gold, and other colors that appeal to the
lovers of bright-colored lights.

There is no excuse to-day for the poorly kept
store, or the neglected window, for dealers
realize that there is no department of the busi-
ness that pays a better profit than the well-
displayed, well-lighted, often-changed window,
backed up by a store arrangement that is artis-
tically convenient and effective in service results.

Anything that will enable the store window to
stand out so as to deliver greater advertising
service is of paramount interest and value, and
in this connection the use of color in window
illumination is right up-to-date. The changing
of window display and lighting effects weekly
will in due course make the store employing
these methods individual, and will therefore
command more than the average attention from
the public. This kind of advertising must un-
doubtedly pay. Anything that will “sell” your
store to the public and thus bring to its notice
the goods handled is worth consideration.

INDIANA SCHOOLS MUST HAVE MUSIC

All Elementary Schools Must Have Talking
Machine and Records in All Rooms in Order
to Be Eligible for Perfect Grade Score

To become eligible for a perfect grade score
the elementary schools of the State of Indiana
must equip every room with a talking machine
and ten good records, according to a recent
riotice from the State Board of Education. In
an effort to raise the scholastic standard of the
elementary schools the board issued a score
card designating the points under which the
schools would have to qualify, including grounds,
buildings, heating and ventilation, equipment,
supervision, janitor service, teacher, etc. Un-
der the main head of equipment it is stipu-
lated that each room must have “a good talk-
ing machine with ten good records.”

SAUL BIRNS OPENS SECOND SHOP

Handsome Victor Establishment in New York
Enjoys Brisk Business on Opening Day—One
of the Finest Stores in the Vicinity

An exclusive Victor shop was formally opened
a fortnight ago at 113th street and Fifth avenue,
New York City, by Saul Birns, well-known talk-
ing machine dealer and proprietor of several
establishments in Greater New York. The store
is one of the handsomest in the Harlem section
of the city. Spacious double windows furnish
the means for artistic displays. The interior is
decorated in ivory and along both sides of the
front of the store various models of Victrolas
have been placed on display. A glass service
counter and a record rack with a capacity of
about 10,000 records are also part of the equip-
ment.

A feature of the establishment, however, is
the demonstration booths. These booths, eight
in number, are finished in various colored tints,
including old rose, pale green and blue. The
colors are all harmonious and add to the effec-
tiveness of record or machine demonstrations.

An exceedingly brisk business marked the
opening day of the new Victor shop and many
friends and acquaintances of Mr. Birns were
present to extend in person their congratula-
tions. Floral offerings were received from many
of the local Victor wholesalers, who were also
present personally at the opening.

TRENTON FIRM STARTS OPERATIONS

TrentToN, N. ], November 21.—The Hughes
Phonograph Co., which was recently incorpo-
rated for $250,000, has located its plant at 302
North Broad street, this city. The machines,
parts of which are manufactured by various con-
cerns, are assembled in and distributed from the
local plant. The officers of the concern are:
Albert Tilton, president, and Charles L. Shea,
secretary. Other stockholders are Albert Hughes,
C. D. Peck, sales manager, and E. L. Kearns,
treasurer.

The World’s Long Fight Against the Price-Cutting FEvil

Editorials Published in 1914 Reflect Policy of The Talking Machine World Since Its Organization—

Holds

Same Views Regarding Situation To-day— Maintaining Soundness of the Industry

(Editorial in The Talking Machine World, January 15, 1914)

Talking machines should not Be handled as a baiting piece of mer-
chandise, and the impression should not be created that any house can
violate legitimate merchandising conditions in order to attract customers
to its establishment, with perhaps the hope that the customer will be
impressed with the ability of the house to supply cut rates on some other
lines of merchandise than those advertised.

It may he urged that such advertisements injure no one, but in
our opinion they injure the entire trade and they impose a heavier
burden upon dealers everywhere to meet such unbusinesslike offerings.
The talking machine business is a wonderful industry, and the men
whose interests lie therein should not, through alluring price offerings,
aid to introduce a baiting element which may work out disastrously to
the entire trade.

There can be no annihilation of selling terms without the entire trade
feeling the effects of such a move.

We see no reason why the selling time should be extended under
conditions which are contrary to sound business principles.

Such methods are-not in harmony with the principles which have
protected the trade through the enforcement of rules holding price
maintenance to a point of unyielding rigidity.

Talking machines are profitable to handle and the retail purchaser
secures excellent value. In other words, it is a perfectly fair arrange-
ment all around, and it is absurd to offer a kind of bait to purchasers
which conveys the idea that talking machines may be purchased at any
kind of prices and terms.

© It injures the business in that it creates a false impression in the
minds of readers of the advertisements. Therefore, the opinion would
then be formed that the prices at which the machines are sold afford
uﬂusually large profits to the retailers, else such allurements would not
be made. This is creating a false impression.

(Editorial in The Talking Machine 1V orld, November 15, 1914)

No trade ever followed the cut-rate road to permanent success. It
leads merchants into all kinds of pitfalls, and instead of building a
permanent trade steadily lessens it and destroys the confidence of the
public in values.

Talking machine dealers should appreciate the principles which the
manufacturers in this trade have maintained in price standardization.
It has been this solid and substantial foundation which has saved the
mndustry during the days of storm and stress. It has saved the dealers
from themselves, because many a man, in order to raise funds to
meet maturing obligations, would be tempted at times to enter into a
price-slaughtering campaign just for temporary needs, not realizing that
by so doing he would commit an act which would injure his future
success. Dealers in this trade have much to be thankful for that they have
been saved from disaster—saved from the temptation of destroying their
own enterprises by price annihilation.

We have seen some men in the course of our various travels who
have expressed the wish to enter into a price-cutting campaign. Their
reasons were based somewhat on spite and somewhat on the advertising
which the house would get. We have reasoned with them. We have
shown them clearly the folly of such a course and we desire to impress
upon every talking machine dealer in the country that it would be an act
of business suicide to make such a move.

Do not value your trade too cheaply.
in a cut-throat and cut-rate business.

Put aside such temptations and conduct your business along progres-
sive, straightforward lines.

Rely upon the merit of your products, the tact of your salesmen,
the power of argument to make your sales and build your enterprise.

Fixity of price should be maintained, and so long as that is staunchly
~adhered to there will be no fear of trade disintegration.

Do not figure that you are

See second last page for Index of Articles of Interest ‘n this issue of The World
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How to Build Up an Effective Mailing List
and Make It Pay Dividends in Actual Sales

O A AT

It goes without saying that every live talking
niachine dealer makes use of a mailing list in the
conduct of his business, the list being made up
first of those who have bought machines and
records from him and may be, therefore, con-
sidered in the light of regular customers or pos-
sible regular customers, and, secondly, of names
obtained from various sources and representing
those who might be expected to develop into
purchasers.

Simply having a list, however, without seeing
that it is properly classified and arranged so as
to makc possiblc most efficient results may al-
most be said to represent a waste of time and
effort in compilation. The list should carry in-
formation relative to the credit standing of the
prospect, something of his social status, whether
or not he owns a talking machine and, if so,
what make, and other facts that indicate to the
dealer whether he is worth following up and
perhaps just how he should be followed up.

After one or two sales the prospect’s card
should carry positive information regarding the
type of music preferred so that the salesman
can work along the line of least resistance in
putting over the sales that are to come. The
list as a whole can only be kecpt up to datc
through the efforts of a competent salesman
who knows what is wantcd and is able to get
that information. The list should also be care-
fully checked at regular intervals to see that the
deadwood is eliminated, for this means useless
expense that will pile up enormously unless
checked frequently.

For the making up of general lists thc tele-
phonc dircctory is regarded as a first-class me-
dium from the fact that in most cases it not only
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gives the address of the telephone subscriber
but also his business. It is generally held, 100,
that in the cities at least the telephone Sub-
scriber has a certain amount of money at his
command.

Other good sources from which to build up
prospect lists are the directories of club, society
and association members, which may generally
be obtained without any great difficulty. Those

=

The Mailing List Is
Valueless Unless Prop-
erly Classified and Ar-

ranged So as to Insure
Satisfactory Results

Iz

who belong to the larger and more important
clubs or to leading societies are usually of thc
sort who may be considered as first-class pros-
pects from a financial standpoint.

In practically cvery locality there are pub-
lished separately, or in conncction with the telc-
phone dircctory, classificd lists of business and
professional men,in a great many cases with their
Liomc addresses, as well as business addresscs,
indicated. From such directorics the dcaler can
selcct just the type of people with whom hc dec-

!

S

sires to do business.

many prospects, as do the various published lists
of city, State and Federal employes who have
steady incomes even though they are not always
large.

The plans by which the dealer can secure
names directly through the mail are many and
varied. He can advertise free concerts, with in-
vitations thereto sent upon request by mail or
'phone. This gives him the names and ad-
dresses of those interested in music. He can
also use the rcturn coupon method in various
ways, and can also, by handling the matter
diplomatically, build up a substantial list from
namcs given him by satisfied customers.

It is not always sufficient simply to send out
the monthly record supplements to those on the
mailing lists, for after a few months these be-
come more or less a matter of course, even
though interested recipients may buy some rec-
ords.

A flashy postcard issued now and then, a bit of
special literature prepared by the dealer himself
and sent under letter postage, and perhaps a
formal engraved invitation to visit the store on
an appointed evening and listen to a special re-
cital or a demoustration of new records will get
results that the ordinary supplement could not
be expected to bring.

Care should be taken to see that no mail mat-
ter is sent out without the dealer's name and
address appearing somewhere on it so that the
letter or card may be returned if the addressee
is not found. By this means it is possible to
keep thc mailing list in good shape so far as re-
mowals are concerned

i
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Strength

and

Durability

NEW YORK
23-25 Lispenard Street

A Merry Christmas
wdo Pappy Netw Dear
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New York Album & Card Co., Inc.

MAX WILLINGER, Pres., Treas. and Gen'l Mgr.

Low Prices

Special Features

and

CHICAGO
415-417 S. Jefferson St.
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Victor
Supremacy

1s all the time and everywhere 1n evi-
dence. Viewed from the standpoint of
musical art, judged by the character
and prestige of the stores that handle
it, measured in dollars for its ability as
a profit-producer, the Victrola stands
supreme.

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

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

Victor Wholesalers

Albany, N. Y....:..Gately-Haire Co., Inc, Milwaukee, Wis Badger Talking Machine Co *‘I

5
1
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Atlanta, Ga.........Elyea Talking Machine Co.
Phillips & Crew Piano Co.

Baltimore, Md......Cohen & Hughes
E. F. Droop & Sons Co.
H. R. Eisenbrandt Sons, Inc.

Birmingham, Ala...Talking Machine Co.

Boston, Mass Oliver Ditson Co. i
The Eastern Talking Machine

Co.
The M. Steinert & Sons Co.

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

Curtis N. Andrews
Buﬂ'zilo Talking Machine Co.,
ne.

Burlington, Vt Amecrican Phonograph Co.
Butte, Mont Orton Bros.

Chicago, Il......... Lyon & Healy. X
The Rudolph Wurlitzer Co.
Chicago Talking Machine Co.

Ohio Talking Machine Co.
The Rudolph Wurlitzer Co.

The Cleveland Talking Ma-
chine Co.
The Eclipse Musical Co.

Columbus, O, The Perry B. Whitsit Co.
Dallas, Tex......... Sanger Bros.

Denver, Colo. The CKnight-Camphell Music
o

Mickel Bros. Co.

Grinnell Bros.

Elmira Arms Co.
El Paso, Tex W. G. Walz Co.
Honolulu, T. H..... Bergstrom Musie Co., Ltd.

llouston, Tex The Talking Machine Co. of
Texas.

Indianapolis, Ind...Stewart Talking Machine Co.

Jacksonville, Fla....Florida Talking Machine Co.

Kansas City, Mo....]. W. Jenkins Sons Music
C

0.
The Schmelzer Co,

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

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

Brooklyn, N, Y

Buffalo, N. Y

Cincinnati, O

Cleveland, O

Minneapolis, Minn, , Beckwith, O’Neill Co.
Mobile, Ala..... we e Wm., H. Reynalds
Newark, N. J,......Collings & Co,

New Haven, Conn. . The c}(l)orton-Gallo-Creamer

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

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

Emanuel Blout.

C. Bruno & Son, Inec.

Charles H. Ditson & Co.

Knickerbocker Talking Ma-
chine Co., Inec.

Musical Instrument Sales Co.

New York Talking Mach. Co.

Ormes, Inec.

Silas E. Pearsall Co.

Ross P. Curtice Co.

Mickel Bros. Co.

Peoria, Il Putnam-Page Co., Inc.

Philadelphia, Pa....Louis Buehn Co., Inc.

C. J. Heppe & Son.

The George D. Ornstein Co.

Penn Phonograph Co., Inec.

The Talking Machine Co.

H. A, Weymann & Son, Ine.

W. F. Frederick Piano Co.

C. C. Mellor Co., Ltd.

Standard Talking Mach. Co.

Portland, Me..... ..Cressey & Allen, Inc.

Portland, Ore Sherman, Clay & Co.

Richmond, Va The Corley Co., Ine.

Reochiester, N. Y . Chapman.

Salt Lake City, U.,.The John Elliott Clark Co.

San Francisco, Cal..Sherman, Clay & Co.

Seattle, Wash Sherman, Clay & Co.

Spokane, Wash Sherman, Clay & Co.

St. Louis, Mo Koerher-Brenner Music Co.

St. Paul, Minn, W. J. Dyer & Bro.

Syracuse, N. Y W. D. Andrews Co.

Toledo, O .The (':I'oledo Talking Machine

0.

Omaha, Nebr

Pittsburgh, Pa

Washington, D. C...Cohen & Hughes
E. F. Droop & Sons Co.
Rogers & Fischer

Victor Talking Machine Co.

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

Victrola No. 90, $125

Mahogany, oak or walnut

Victrola No. 130, $350

Victrola No. 130, electric, $415

Mahogany or oak
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Making Business Sunshine on Stormy Days
- Through Systematic Use of the Telephone

O e

As ‘a talking machine dealer, are your rainy
days days of rest or days of effort? Do you
accept- what appears to be the inevitable and
after condemning the weather man settle down
to ntake the best of it, or have you evolved some
plan for making the rainy day itsélf pay divi-
dends. in sales?

A talking machine dealer in New York, where
the public is supposed to be very wise and ac-
quainted with the various means used to make
sales, Has found a rainy day to be a mighty fine
thing for him because it gives him a chance to
get in touch over the 'phone with customers who
have not been in the store for some time for
one reiason or another or who might be inter-
ested in certain records that he has just re-
ceived.

The telephone campaign, however, is not car-
ried on at random. If it is rainy on Monday,
for instance, there is no general telephoning
done that day or on the following day. This
policy was adopted because the dealer found
from experience that a good many of his pros-
pects Had Monday as wash or cleaning day and
the housewife is invariably in no frame of mind
to be pleasant to salesmen.

When the rain is on Tuesday, however, the
old teléphone is kept busy all afternoon, for the
average housewife has gotten her washing out
of the-way and usually finds herself kept indoors
by the rain on an otherwise free afternoon. The
demonstration of a few records over the ‘phone
or thé offer to send some up on approval at
once quite frequently meets with favorable re-
sponse! as providing a break in the monotony.

Wednesday when it rains is a good day for
tclephone selling, for a surprising number of

women have developed the matinee habit and
fix up things so they will be free on that after-
noon. When the rain starts in the morning the
theatre party is frequently canceled and the lady
has another afternoon at home with little or
nothing to do.

Thursday is the last good telephone day, for
on Friday or Saturday there is the weekly house-
cleaning and shopping to do, work that is gen-

A=

How the Dealer’s Tele-

phone May Be Made a
Profitable Factor in
Sales on Days When
Jupiter Pluvius Reigns

S O

erally carried on regardless of weather condi-
tions. Under such conditions the housewife is
not inclined to sit at the ’phone and listen to
the dealer’s talk. In fact, she is much more
likely to come down to his store on one of those
days to try out the records for herseld.

1t has been found that the best time to do the
‘phoning is between two and five o'clock in the
afternoon. The luncheon dishes have then been
cleared away and there is no danger of interfer-
iug with the plans for the evening meal. Per-

haps in other localities the ’phoning schedules
may require a different arrangement, but in
New York the plan as outlined has actually
worked—so satisfactorily that it is well worth
trying out elsewhere.

DALLAS CONCERN CHANGES HANDS

New Owners of the Edison Shop, Inc., Increase
Capital to $60,000

Darras, Tex., December 3.—Following the pur-
chase of the Edison Shop, Inc., 1300 Elm street,
by W. W. Dyer and S. H. Lynch, of Fort
Worth, W. P. Fowler, of Duncan, Okla., and
J. R. Spann, of Dallas, Tex, the capital stock of
the company has been increased from $20,000 to
$60,000, according to Mr. Dyer, president of the
new organization.

The Phonograph Shop of Fort Worth, which
had been owned by Mr. Dyer and Mr. Lynch,
becomes the property of the new company and
will be managed by Mr. Lynch, who is secretary-
treasurer. Mr. Spann, vice-president, will man-
age the shop in Dallas. He has been connected
with the Texas-Oklahoma Phonograph Co. for
three years.

This company has announced the appoint-
ment of C. H. Mansfield, formerly president and
manager of the Phonograph Shop of Dallas, as
manager of advertising and sales promotion.

The greatest good that exceptional men do for
their fellows is not always in actual accomplish-
ments, but rather in the-example they afford and

the proof they give that human power is not so-

limited after all.

ZEZLTL TR 28

FLELTEL

Boston Representative
L. W. HOUGH, 20 Sudbury St.

S T T T T T S T S S R S R S S S R

636-638 Broadway

There 1s deep satisfaction and a feeling of
pride in welcoming so many new customers.

With a full realization of our responsi-
bility for the maintenance of quality,
service and a square deal, we wish to
extend the Season’s Greetings—to our 3
patrons and to the entire industry—the
best wishes for a banner year in 1922.

Peerless Album Company

Phil Ravis, Fres.

New York City

San Francisco Representative

WALTER S. GRAY CO., 942 Market St.

Gonn il

{More than all else does Peerless cherish
the good will of its ever-increasing number
of patrons. The dollars and cents return is
of secondary importance compared with the
growth of our clientele, in which respect the
closing year was monumental.
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Victor
Supremacy

Victrola VI, $35
Mahogany or oak

AV ANV A AT

The umiversal recognition of Victor
supremacy 1s one of the greatest assets
of every retailer in Victor products.

With Victrolas in such splendid
variety, every demand can be satisfied,
and the volume of business 1s limited
only by the individual effort of each
retailer,

Victrola VIII, $50
Oak

e

VAV N
Em:

2
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Victrola IX, $75
Mahogany or oak

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

Kol y G

Victor Talking Machine Co.

Camden, N. J., U. S. A.
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Victro a No. 80, $100

Mahogany, oak or walnut
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Victrola No 100, $150 Victrola No. 110, $225 Victrola No 120, $275 Victrola No. 130, ;$350 )
A 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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| DEVELOPMENTS AND PROSPECTS REVIEWED

HE year now rapidly coming to an end has been one of perpetual

striving—one of constant effort in the talking machine industry.
The gradual broadening out of business this Fall, following the
cessation of activity earlier in the year, has been the result only of
the most intense effort on the part of manufacturers, distributors and
dealers.

Those who have worlced hard, continuously and intelligently, are
being rewarded. Dealers throughout the country have given more
serious attention to real merchandising during the past year than
ever before in history. They have remodeled their establishments
and mcluded every modern equipment that would make their stores
attractive and enable them to give better service to their customers.

The competitive condition in the industry has unquestionably
brought this about, and that is one big gain. The storm and stress
have infused the industry with an element of progressiveness that is
lending itself to better selling conditions i the main, although devel-
opments during the past few months in the matter of price-cutting
are to be deplored. Strong men or strong houses do not indulge in
such practices, because it is not only detrimental to the industry but
helps to undermine the prestige of those who employ this unwise form
of trade stimulation.

No dealer who expects to stay in business can indulge in price-
‘cutting and expect to hold his trade indefinitely. The men who score
real success are those who have confidence in the business in which
they are engaged—confidence in the future development of the in-
dustry along correct merchandising lines.

The musical standing of the talking machine has received a great
impetus during the past twelve months, and leading writers in the
musical field have paid tribute to its increasing value in the musical
life of the nation and as an aid in imparting musical knowledge m the
schoolroom. Its influence in this respect is steadily broadening,
thanks to the great educational conferences and other propaganda
which have been developed so successfully throughout the country.
Record music is making America more musical every day, and 1s
contributing more to the iusical entertainment of our people than
any other sing'e element. It is compelling dealers and salesmen to
become acquainted with musical literature, with the operas and to
become more familiar with their record stock, all of which is work-
ing out to higher and better things for the industry.

The approaching Christmas period finds the industry in a de-
cidedly better condition than for some time past, although we are
facing some big problems which will require close consideration from
every branch of the trade. 1Vithout doubt the remaining days of the
year will be used by talking machine men to excellent advantage, and
already, judging from reports sent to The World from widely sepa-
rated sections of the country, there is ample evidence that a good
vo'ume of trade will be closed before the advent of the New Year.

THE PASSING OF THE EXCISE TAX j

ON November 23 the Revenue Act of 1921 was signed by Presi-
dent Harding, the measure as finally passed exempting entirely

from excise taxation talking machines, records, pianos and other’

musical instruments, thus marking the successful end of a long fight
to bring relief to the industry and for that matter to the public. The
victory itself was due in no small measure to the efforts of certain
members of the talking machine trade who, believing in direct action,
went to Washington and got results.

That Senators generally were inclined to favor the amendment
to free musical instruments from excise taxes is a tribute to the
effectiveness of the organized campaign that had been carried on in
all branches of the industry for several months under the general
direction of the Music Industries Chamber of Commerce, with talk-
ing machine interests, particularly manufacturers and jobbers, aiding
in the distribution of the propaganda.

That the Senate agreed to a viva woce vote—only three or four
of its members were inclined to register with noes—is a fact of
special significance when it is considered that a roll-call vote was
demanded on sporting goods which were exempted only by the
narrow margin of 31 to 30.

While this lifting of the excise tax may not serve to overcome
all the handicaps under which the music industry is laboring just now,
it will at least serve to put it on the same plane with many othel
industries in the efforts made to bring about a readjustment. The
music industry has never demanded special favors in the matter of
taxation, but has fought fairly against tax discrimination such as
was suffered by only a very few industries. It is to be hoped that
the victory in the case of the war excise taxes will prove to be a
genuine stimulus to business. .

One of the most pleasing reflections regarding the action of
Congress in eliminating the tax on musical ifstruments is the fact
that music has become recognized as one of the prime necessities of
our civilization. It emphasizes that the campaign, which really started
with the war, to win a wider recognition for music as a civilizing
and refining influence in the community has won out. The people at
large have come to value music in a new light, and the action of the
Senate and the House in taking the tax off talking machines and
musical instruments of all kinds is a fitting climax to a movement
which bodes well for the future of the industry.

The talking machine today is playing a foremost cultural part in
the domain of music by bringing into the homes of the people the
very finest compositions of the masters if they choose to have them.
And. despite the criticisms of the talking machine as a disseminator
of jazz, the fact remains that there are many thousands—jyes. millions
~—who, in their homes and in the schools. are using the talking
machine as an educational force for good.

l PRICE MAINTENANCE VS. PRICE CUTTING

RICE-CUTTING by retailers on what may be termed standard

lines of ta'king machines has always been one of the evils of the
trade, although up to a year or so ago it had been kept more or less in
check and had been spasmodic as a rule. For the past year, particu-
larly for the past three mouths, the practice of shaving prices has not
been confined to the few, but has been brought into the open and
become the business policy of many, with a consequent harmful effect
upon the legitimate trade that sees and has seen in price-cutting the
breaking down of that solid foundation upon which the wonderfnl
success of the entire talking machine industry has been built.

The trade-mark law of the United States has been a great thing
for the price-cutter. because without generally recognized trade-
marked goods to sell he would face real difficulties. To offer un-
known and nameless talking machines and records at even ridiculonsly
low prices means little to that growing proportion of the public that
demands quality as well as low prices. 1When a well-known, widely
advertised and standard make of iachine or record is offered by
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some unscrupulous dealer at a price that is lower than the usual price
demanded for that particular product, then the public has a standard
of comparison upon which to base judgment of values and is likely to
be more or less interested.

For the manufacturer to reduce prices all along the line is not
price-cutting in the accepted meaning of the word. Tt is when the
retailer takes it upon himself to cut in below the accepted and recog-
nized price of the article and, at a sacrifice of profit, seek to get more
than an average share of business at the risk of disrupting the indus-
try. The lengths to which the known price-cutters of the day will go
in their efforts to secure machines and records of well-known makes
through indirect channels indicate the importance of the trade-
marked product in the carrying on of a successful price-cutting
campaign.

It is a recognized fact that no amount of moral suasion or any
number of resolutions passed by trade associations will stop price-
cutting for the simple reason that in many of the assemblies subscrib-
ing so earnestly to price maintenance there are some who at that very
time are among the offenders against whom the resolutions are
directed.

Those members of the industry who have been firm for price
maintenance, and have seen the industry develop tremendously under
that principle, realize that there is a remedy for much of this price-
cutting, but it is a remedy that is so drastic as to cause the average
manufacturer or wholesaler to hesitate, even though it is held to be
well within the law and has to do with the rights of the individual to
do business with whom he pleases.

It is accepted that the wave of price-cutting is due chiefly to
general market conditions and a surplus of stocks in certain lines, and
it is a question as to how long such a campaign can exist provided
it continues to distribute surplus stocks and brings the trade again to
a point where there is only sufficient production to meet normal
demands. It is very probable that such a solution cannot be arrived
at for some months at least. )

It may be that the majority of the dealers who ordinarily believe
in clean business and fair prices, but have been led astray through
panicky statements, will see the light and, having done a big volume
of business without realizing any profit, change their methods for
their own protection. That may be the final answer, but in any event
the solution rests in action and not talk. Have the manufacturers
and wholesalers who are suffering the required courage for direct
action?

WISE TO KEEP IN TOUCH WITH THE BANKER

AKE a banker’s estimate of a business man and it can be accepted

as a guide to just how that particular merchant stands in his com-
munity, both from a financial and moral point of view. To secure
the endorsement of a real banker does not mean that the individual
must be possessed of a great amount of money, or that he is riding on
the wave of prosperity. It may be simply that he enjoys the reputa-
tion for being honest in his dealings and a good moral risk.

Comment has frequently been made in the talking machine trade
on the fact that only a small percentage of retailers take full advan-
tage of the facilities offered by local banks. They may be perfectly
willing, of course, to go to the banker and demand credit, but are not
always so willing to lay their cards on the table by placing their
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Jo all our frfenc/s in the /'rwdus/ry best
wishes for a zmerry Ghristmas and a
New Year of @rosper/'/y and /Ilapp/hess.

business affairs before the banker and at the same time build up a
standing balance at the bank commensurate with the credit accommo-
dations they expect to enjoy.

The banker is not in business for sentiment or for his health.
When he loans money he is not interested in the customer’s good
intentions, but rather in the collateral that is offered. The fact that
the talking machine dealer is selling musical instruments is not half
so important to the banker as the fact that he carries a balance
approximating 20 per cent of the amount of credit desired and that
as collateral he can offer short-time paper or similar security that has
some definite and material value. Even the dealer’s exclusive fran-
chise for a product in the local territory can be made a negotiable
asset provided that franchise is backed up with evidences of sound
selling methods and some tangible collateral.

There are no doubt many dealers who hesitate to go to their
bankers for accommodation because they are in doubt as to just what
is demanded of them in the development of bank credit connections.
The retailer, however, who plays the gamie in the open, who keeps his
banker acquainted with his business affairs, and profits by advice
when given, is likely to benefit rather than suffer through such a
course. The dealer who simply uses his bank as a temporary deposi-
tory for current funds for years at a time and then expects to rush in
and borrow substantial suins of money without question is due for a
setback. He should have realized on the opportunity when it was his.

I THE OPERA SEASON AS A FACTOR IN SALES

THIS is the season of the opera and the beést time to feature opera
records, for interest in opera music is already aroused, and it only
remains for the energetic talking machine dealer to capitalize it and
turn it into record sales. Not that opera records are slow sellers the
rest of the year, hut outside of the musical season the buying interest
must be aroused by the dealer as a rule through unusuat advertising
and demonstration, but when operas are being presented the chief
duty is to see that those who desire the music of their favorite operas
in their homes can have their wishes gratified.

In this connection it is well for the dealer to keep an observing
eye upon the programs presented at all concerts and recitals held in
his territory, for in practically every program there will be found one
or, more likely, several numbers which, although they may not be
recorded by the artist giving the program, have nevertheless been
put on the record by some artist of equal, or perhaps wider, reputa-
tion. An announcement in the concert program, or a card in the
window, at the time of the concert, results in a merchandising tie-up
of real value—it means hitting while the iron is hot.

Victrolas and Grafonolas.

Fitted with permanent jewel point.

Note:

ment. Finished in heavy Nickel or Gold plate.

price $7.50.

Growing Demand

313 E. 134th STREET

The “VICSONIA” Reproducer

Opens the Entire Record Field to Your Customers
Recognized for its Perfect interpretation of Edison Disc Records on

No loose parts.

The Vicsonia is made of Bronze, sand casted and machined to measure-
Flexible stylus.

Sample Model “A” or “B” Vicsonia will be sent on receipt of $4.50.

Note: Model “B” Vicsonia plays both E-dison and Pathé records.
A Quality Product for Which there is a Large and

VICSONIA MFG. CO., Inc.
NEW YORK, N. Y.

Retail




10 THE TALKING MACHINE WORLD Decemser 15, 1921
SIS
= ==
Y, = =
,;/ /’/ //// / \\\\\\\@\‘\\\E : ' E
7, i [ g - Pearsall Bid
f y‘\\ / ‘ extends
» | | =
\\\/(0 ~ /= his heartiest -
Wi R\, wishes =
V(TR
i, N . for a
PN, s
%33 | ferry
ER Christmas  E
) =
X and Z
3 . z
‘?\ =
4 oy Bappy
£ il sy \*\\\ Lo et P
i, i \ " \‘} elv Dear =
q’\ """n'l\\\\b\\\‘\\\ WA N}\\‘ N ;
= =
=
=
N
= —/NVII

10 East 39th Street
New York

Wholesale

5




_brass

DEcEMBER:13,:1921

THE TALKING MACHINE WORLD 11

[ THE FIVE-FOOT GIFT SHELF |

A dealer in an Eastern town used a novel gift
idea window display recently which would make
ar excellent window trim for the coming holi-
dayvs. This dealer had a rather complete mailing
list and knowing that many of his customers made
gifts at the time of the year he used this display.

He had a shelf made five feet long and about
a foot-and-a-half wide. Then he cut a piece of
plush to fit this shelf and give it a finished look.
The shelf was then placed on some fixtures he
had and put in the center of the window. On
the sheli he put a small talking machine in the
center, some records on either side and a few
accessories around on the shelf to take up the
rest of the space.

Very little else was used in the window, the
idea being to emphasize the shelf. Over the shelf
in the center of the window hung a large sign
reading as follows: ‘“Our Five-Foot Gift Shelf.”

The idea attracted considerable attention and
recalled to the onlooker the now famous five-foot
book shelf idea on which this gift shelf display
was based.

MISFORTUNE HELPS ADVERTISE

Generally misfortune 1s considered a piece of
bad luck, but a talking machine dealer in a
Western city used such an event to advertise
his store. An explosion in his neighborhood
took off a part of his front and exposed the
interior of his store to the public view from the
street. \While waiting for workmen to come and
repair the damage, he put up a large sign reading
as follows: "Nothing to Hide Here—\Watch Us
Do Business.”

People were attracted to the section on account
of the explosion and naturally this store came
in for quite some attention because of the original
sign and the enterprise of the dealer.

YOU CAN'T GAMBLE HERE

The now famous “put and take” top was
recently used by a music dealer with quite some
success. He secured a quantity of those little
“put and take” tops and scattered them
around his window. Then he had some small

signs made, reading as follows:

IF YOU MUST GAMBLE
We Will Give You a “Put and Take” Top
to Gamble With
Because You Cannot Gamble When You Buy Anything
Here—It Is Always Worth What It Costs.

Then as a central feature in the window he
had a large wooden “put and take” top on
which was the following slogan: *“You Can't
Gamble with What You Buy Here.”

BUY 'EM BY THE LOAD

H

A talking machine dealer recently put himself
in right with the small boys of the neighborhood
and has them all rooting for him. He secured
a quantity of those small wagons that little bovs
take such a delight in playing with and in each
he put five new talking machine records. Then
he trimmed his window with these wagons with
the records. On each wagon he had a small
sign reading as follows:

All the Latest Music in Blank Records
Buy 'Em By the Wagon Load
Wagon %nd Contents
4.2

\eedless to say, he sold them all and could
have sold more if he had had more wagons.
Considezipg the small cost of the idea, he feels
it was more than worth it.

YOU'VE SEEN OUR PICTURES

Two men who recently entered the talking
machine business did considerable newspaper
advertising. And in all of their advertising they

used their pictures. After several weeks of this
sort of advertising their faces became known
to everyone, so they decided a little change was
in order. Instead of using their pictures they
used a solid black silhouette of themselves, with
this catch phrase at the top of the advertise-
ments: “You've Seen Our Pictures, Now Come
and See Us.”

It proved to be a pertect link-up with their
former advertisements, and carried the idea they
had in mind ot making their business a personal
affair.

HEY, DAD, ASK MA, SHE KNOWS i

“Hey, Dad, Ask Ma, She Knows,” proved to
be a good slogan for a talking machine dealer
with a store on a street where considerable
traffic consisted of men. The proprietor of this
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Some Practical Merchandising Suggestions
for the Talking Machine Trade sy russell R. Voorhees
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store noticed that many inen passed his store
and decided to try to build up his business among
them to a greater degrec than he enjoyed at th
time.

The slogan, “Hey, Dad, Ask Ma, She Knows
he coined from the famous cigaret sl :
“Ask Dad, He Knows,” believing that it would
prove worth while because of the fact that his
slogan would suzgest the other.

Then from time to time he would trim hi
window with records, talking machines and other
merchandise he carried that would be especially
attractive to the women folk and in the center
of the window he would use a large sign with
his slogan on. It seemed that the idea was
psychologically effective, ior it suggested buying
a record or something to take home to “M\a'
and resulted in quite some new business.

NEW YOCALION RECORD CATALOG

All Vocalion Records up to October Carefully
Classified and Listed in New Volume

The Aeolian Co. has just issued a new, com-
plete and carefully compiled catalog of Vocalion
records for 1922, inctuding all records issued up
to.and including October, 1921. The new volume
is most substantial in size and its arrangement
mdicates much thought and care.

In the first section all the records in the Vo-
calion list are carefully listed alphabetically, as
are the names of the recording artists and organi-
zations. A practical system of cross indexing
simplifies the work of finding any desired rec-
ord, and portraits of the more prominent record-
ing artists scattered through the pages serve

to break the monotony. In the back of the cata-
log a special section is given over to the list of
exclusive Vocalion record artists, including Frank
Bacon, the star of *“Lightnin’”; Giulio Crimi
Metropolitan Opera tenor; Sasha Culbertson,
noted violinist; Marguerite D'Alvarez, contralt

Nellie and Sara Kouns. the popular sopranos:
Colin O’'More, Evelyn Scotney and Marie Sun
delius, Metropolitan Opera sopranos: John
Charles Thomas, popular baritone, and Josef
Shlisky, well-known cantor, who recorded sev-
eral Jewish songs for the Vocalion.

As it is now constituted the Vocalion record
list is most interesting in every particular and
is well balanced, there being types of records to
suit all musical tastes and all of them carefully
classified in the new catalog, which, by the way.
is admirably produced.

>

SEND FOR YOUR SAMPLE TO-DAY

“MIS MASTER'S VOICE™

BECURPAT. OrF
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Myr. Victor Retailer—

\l""‘“‘

Would you spend 15c 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 CO.

Victor Wholesalers

138 West 124th St.

New York City
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This is the W iddicomb console
model of Queen Anne period
wwith divided top, partitions for
olbwms, automatic stop ond pat-
ented tone control. The 117iddi-
comb plays oll records. New
prices on the wvarious models

range fron $95.00 to $300.00.

PHONOGRAPH

The Aristocrat of Phonographs

The Widdicomb offers unusual sales possibilities

Merchants find that discriminating buyers
enthusiastically endorse its twofold appeal

Phonograph merchants holding the
Widdicomb franchise tell us they
find unusual sales possibilities in the
twofold appeal of the Widdicomb to
discriminating buyers.

For the Widdicomb is not alone a
musical reproducer of superior type.
It is an article of fine furniture fitted
to take its place harmoniously in
the most perfectly appointed home.

Built in the popular period designs,
its various styles are faithful inter-
pretations of the best work of the old
masters of the art of wood fashion-

the sound

ing. Added to this is a touch of
rare charm and artistry so distinctive
of all Widdicomb fine furniture cre-
ations for three generations.

Tonal superiority is attained by the
Widdicomb Amplifying Tone Cham-
ber, an exclusive Widdicomb feature.
This chamber extends and expands
waves as they pass
through, at the same time eliminat-
ing all metallic harshness or “blast-
ing.”

Every note of the chromatic scale,
high and clear or rich and deep, is

given its proper emphasis, no more
nor less. Every subtle individuality
of the artist—vocal or instrumental
—is faithfully reproduced.

To merchants who are interested in
laying a strong foundation for in-
cieased patronage among the best
class of trade, we have an excellent
proposition to offer. Write today for
complete catalog and full particulars
concerning the Widdicomb franchise.

The Widdicomb Furniture Company

GRAND RAPIDS, MICH.

Fine furniture designers since 1865.

All Widdicomb models are now selling at pre-war prices Bl
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Intelligent Salesmanship Is Biggest Smgle
Need of Talking Machine Industry Today

e e e A

How many hours a day does the average out-
side salesman put in by way of actual work?

This question was argued pro and con by a
whole convention of business paper editors and
publishers in Chicago the other day. And the
general consensus of opinion was that the num-
ber of hours is extremely small during which
actual “selling” work is being done by the aver-
age salesman outside, in the average town, on
the average day, with the average line of goods.

One eminent trade paper man (not in the
talking machine field, however) was perfectly
certain that the average outside salesman works
no more than three hours per day. The gen-
tleman explained his cruel words by saying that
when he said “work” he was not referring to
street-car riding or automobile trips from place
to place. He was not even referring entirely to
the number of calls made in the usual day by the
usual salesman. He was referring to the actually

productive work, to work in selling which either

produced sales or showed that there was a
prospect of producing sales later on.

It was said by these executives that salesmen
have lost their pep during recent years, that
times have been too easy and that far too much
of the “take-it-easy” spirit has been engendered

recently o1 account of peculiar conditions of the-

war-time period. It was said that a revival
of business cannot be speeded unless and until
tliere has been a revival of the art of salesman-
ship, and that the principal ingredient in this
art is intelligently directed effort. Effort, that
is to say, not necessarily exciting and noisy, but
intelligent and directed effort, effort which is
planned and organized, effort which is based on
a system and directed to an intelligently con-
ceived and understood end.

All of which is fine. But, does it apply to the
talking machine business? And does it eutirely
depend on the salesman himself, whether in the
talking machine business or in any other?

It does without doubt apply to the talking
machine business, both wholesale aud retail.
From the wholesale standpoint intelligent sales-
manship is the biggest single need our business
has to-day.

That is to say, our business needs, and needs
vitally, what may be called ifitelligent sales
policy. Sales managers throughout the coun-
try are confronted with a fairly large problem
in respect of selling the talking machine to the
dealer in the wholesale way, for the dealer is
still largely in a state of mental perturbation
and is less than usually certain about prospects
for the coming Winter. Sales managers have to
inspire their salesmen, then, with an energy, and
an intelligence, too, which will enable them to
show to dealers the folly of a hand-to-mouth
policy in ordering. But sales managers can
hardly do this unless they have the whole-
hearted support of the heads of the manufactur-
ing houses themselves. The problem is not
merely a salesman’s problem, not merely a ques-
tion of the individual capacity of salesmen. It
is a problem for the heads of the houses, an
executive problem. And as such it ought to
form a vital part of the work of each executive
head of a manufacturing house during the next
few months. It may be thus formulated: “How
can we best resell the idea of talking machine
trade prosperity to the dealer?”

Likewise, from the retail standpoint, intelli-
gent salesmanship is not entirely a question for
the individual salesman. Speaking of the can-
vassing policy which is now so much being taken
up by dealers, one can plainly see that there is
nothing to be done by the ordinary outside sales-
nian save, in most cases, at any rate, to gain
prospects. Talking machine selling is demion-
strative selling. To get the people down to the
store and show them the machine, optically and

aurally, is the secret of success. Of course,
records could be sold from house to house wher-
ever a talking machine is already installed if
a salesman is good at his work and knows
how to gain the good graces of those on whom
lie calls. TPortable machines can be sold in this
way, and even better ones, if the salesman has
a motor car, with space for carrying one or two.
But to gain prospects is the outside retail sales-
man's best job.

Yet even here intelligent direction is the prin-
cipal need. Salesmen ought to be made to real-
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A Settled Policy of
Talk, Terms, Prices
and Best Methods of
Approach Should Be
Adopted by Executive

AR AN

ize that a regular settled policy of talk, terms,
prices and methods of approach can best be
worked out by the head of the house in consul-
tation with all his men, and unfortunately such
policies are not being generally worked out.
The eminent trade paper men were right about
the need for intelligent direction. But they were
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still more right—or one of them, at least, was—
in pointing out that this is an exccutive problem
first and foremost. What is wanted is exccutive
control and direction of salesmanship, whether
wholesale or retail, based on conference hetween
all elements in the business and directed toward
the single end of
Reselling the talking machine into the affec-
tions of the people, so that there will never again
be a wmoment when the permanency of that
affcction, and consequently of the talking ma-
chine, can be cven remotely questioned.

NEW YORK CONCERN INCORPORATES

Lansinan, Weinberg & Lansman, dealers in
furniture and talking machines, Brooklyn, N. Y.,
have been granted a charter of incorporation
under the laws of the State of New York, with
a capital of $15,000. Iucorporators are B. and
1. H. Lansman and C. E. Weinberg.

BRUNSWICK SHOP AT TEPPER BROS.

Fort WaynNg, InNn, December 2.—Tepper DBros.,
importers and jobbers, of this city, have turned
over part of their establishment to Arthur J.
Fedewa and C. Sauers, who have converted it into
a talking machine department which will be
known as the “Brunswick Shop-at Tepper Bros.”
A complete stock of Brunswick phonographs,
records and accessories has been installed.

Business building is the art of securing perma-
nent and profitable patrons. If the retailer se-
cufes a sufficient number of permanent and profit-
able patrons he builds up his business.

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
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trade for a most joyous CHRISTMAS and
a NEW YEAR of unbounded happiness
and prosperity we do so with a sincere appreciation
of the patronage and friendship accorded us the
past year.

Although the year now closing provided more than
its share of problems and difficulties, we believe
that it has proven to be, at least from a prestige
standpoint, the banner one in the VICTOR history,
and that 1922 holds forth still greater possibilities
for the loyal and progressive VICTOR Retailer.

Viece-President

Ormes, Inc.

15 Tlest 37th Street, Netw Pork City
Telepbone: Fity Rop 3271-2-3

Wictor Tl holesale Cxclusibely

A

ANIE

) REG. V.G PALOFF
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The Sales Formula of Advertising, Salesman-
ship and Hard Work Still Scores -
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There is an abundance of business to be had at
present by the aggressive talking machine dealer.
The reader who takes issue with this statement
need only read on to find proof, for this is the
story of one dealer who is at present doing nearly
four times as much business as he did during the
same season last year when business was almost
at its height. He has not changed his location,
his line of goods, nor his methods. He has
merely intensified the latter. He is working.

This shop has not sold less than $3,000 worth
of records during any month of the present
year, while it did not sell as many as $3,000
worth of records during any one month last year.
And to cap it all, this firm did not have a regular
record department—a counter and shelves, cabi-
nets, and the like—up until the middle of August
of this year. All it had was a kind of stock
room, the door of which was kept closed, and
two demonstration rooms for trying out records.

Nor are the records the only part of this
dealer’s business that is growing. On the seventh
of one of the recent Summer months, when busi-
ness was supposed to be gone clear to the bow-
wows, the total business done by this shop dur-
ing the six working days of that month passed
the mark reached on the fifteenth of the same
month in 1920. During the month of April of
this year a young man just out of high school,
not yet twenty years old, sold $83,000 worth of
talking machines for this shop by direct can-
vassing, with a few sales picked up in the shop.

It Pays to Advertse

The explanation? The old, old formula of
advertising and salesmanship. The Brunswick
Shop, of Detroit, which is setting this pace, be-
lieves in advertising and salesmanship combined
with hard work.

“Persistent, intelligent, aggressive work is the
solution of the present problem,” declares J.
Francis Quinn, president of the company that
operates this shop. “There is an abundance of
trade,” he continues, “and there are many reasons
why we should go after it. More than fifty per
cent of the people are working, and many of
these are in better circumstances than they have
ever been before. Take office employes right here
in the shop, for example. When prices began
to mount, we had to raise their salaries to enable
them to meet the increased cost of living. We
raised them time and again; so did other em-
ployers. Now prices have declined, however,
while our employes’ salaries remain at their high-
est point.

“Nearly all necessities are far cheaper than
they were a short time ago, yet clerks, sales-
people, clerical workers, professional people such
as teachers, civic employes and many others are

working steadily at the highest salaries they have
ever enjoyed. They are in a better position right
now to buy talking machines than ever before.

“These people have money and it is their duty
to keep it in circulation. What is to become of
the country if all those who have a little money
run and invest it in bonds? We believe that it
is every person's duty to buy all he can right
now, because in so doing he is hastening the
return to normal conditions and we don’t hesi-
tate to tell him so.

“In the interest of his organization, it pays
the dealer to go after business. Let him ease
up on his advertising and aggressiveness and
trade immediately takes a slump. Few people
enter his establishment and those who do so
probably come in just to look around. His
salesforce lose their initiative and make little

e

Business Depression
Cannot Exist Where

Persistent, Intelligent,

Aggressive Work Is
Practiced Assiduously

=

effort to sell. The people forget his address
and by the time conditions improve to the
point where he feels justified in resuming his
advertising and sales efforts he finds that he
must build from the ground up again.

“By keeping up his advertising and his aggres-
sive methods the dealer keeps his business be-
fore the people, holds his organization together
and gets what business there is to be had. Then,
as soon as conditions begin to improve, he
feels the effects immediately.

“We firmly believe that one gets out of a
business just what he puts into it. We certainly
can’t expect to get trade without expending any
effort or publicity. Therefore we are putting
more than ever into our business, and we are
getting more than ever out of it. At the same
time we are keeping our business before the
people all the time, giving them no opportunity
to forget that we are here to serve them.

“Not only this, but we are not in business for
the present only. We are in business for the
future as well as for the present. The firm that

By D. G. Baird

i1 | In

operates this shop has always been a heavy
advertiser, but we are doing fifty per cent more
advertising at present than we have ever done
before. We have always tried to use intensive
sales methods, but we are using morc intensiv
salesmanship right now than ever before.

“The result is that we are doing more business
right now than ever before. Take our record
business, for example. We are doing a record
business of $60,000 a year—some four times what
we did last year, and now that we have com-
pleted our remodeling and enlargement of the
main shop here we are in a position to handle
really worth-while trade.”

As examples of how the Brunswick Shops is
(or are—there are four shops operated by the
Wallace Brown Co. in Detroit, but three of
these are merely branches of the main shop)
advertising, it may be said that the usual news-
paper space used is four columns by ten to
twenty inches, the company has 300 billboards
in the county and twenty-eight in the city
proper, and street-car cards are displayed in
all the cars of the city.

At the present time the company is having
built a sixty-foot billboard, which is to be a
replica of the shop and is to contain real phono-
graphs and will be lighted up to represent an
actual talking machine establishment. This will
be located on the Grand Boulevard of the city,
where it will attract the attention of thousands
of motorists daily.

Brings Orchestra to City

Another advertising feature that was recently
used by this firm was that of -bringing Isham
Jones and his orchestra to Detroit and giving a
dance at the Hotel Statler. Twelve hundred
invitations were sent out to a selected list and
then advertisements asking those who wished to
secure reservations to come to the shop and
secure their tickets were run in the daily papers.
Tickets were $5 each, plus 50 cents war tax.
About six hundred persons responded and a very
enjoyable occasion was the result. This was
immediately followed up with newspaper pub-
licity featuring Isham Jones records and brought
a tremendous sale, of course.

This was a very expensive project, but it
worked out well in this case and Mr. Quinn
is persuaded that it brought excellent results.

This firm has advertised so long and so heav-
ily that its advertising pulls splendidly now.
For four years it has been running all kinds
of publicity, from full-page advertisements to
little eye-catchers, and its slogan—*"Just You
Hear a Brunswick Play a Brunswick Record”—
is as familiar to Detroiters just as are “His

(Continrned on page 18)

RECORDS SELL BEST when they are

Oksk Records

We are the big distributors in the South

Let us serve you

J. K. POLK FURNITURE CO.

294 Decatur Street, Atlanta, Ga.
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Get your share of this

r—the giftthat all the family.
young and oid, wil share and welcome and
enjoy In gving music you g happiness that
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music in its best and most appealing form.
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Give music this yea
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dealers’ names will permit
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When your customers
think ‘“Christmas’ they’re
~sure to think ‘“Columbia
Grafonola” as a result of our
powerful advertising 1n news-
papers throughout the coun-
try.

Examples of this advertis-
ing are shown at the left.

Get your share of this big
Christmas business by back-
ing up this advertising 1n
your windows and 1n your

store.

Use the Salesroom and

Booth Hangers, the Monthly
Window Display Ser-
vice and the Dealer
Adverusing Service to
turn prospects 1nto
sales.

The business 1s

big Christmas business

there. You’ll get 1t if you go
after 1t. Let’s go!

—and turn contracts
into ready CASH

Under our new Dealer Fi-
nancing Plan you can convert
installment contracts 1nto

cash.

[f you want immediate liq-
uid capital, simply turn over
as collateral your good 1nstall-
ment contracts which have
not yet matured, and get the
credit you need to expand
your business. Find out from
the nearest Columbia
Branch Manager, or
from us direct, what
the new Dealer Fi-
nancing Plan means

to you.

COLUMBIA GRAPHOPHONE COMPANY
New York

LGrafonola
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SELECTING THEIR FAVORITES

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

HERE IS YOUR CHANCE FOR A GOOD BARGAIN

Not seconds nor cripples, but NEW
Record Album stock, first-class in every

particular.

expire January 15th, 1922,

ALL OTHER DISC RECORDS

We are manufacturing a large stock of regular
10” and 12” Albums, each holding 12 records, to
give our employees as much work as possible,
which stock we are offering for sale without profit.
Write for prices, stating quantity. This offer will

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

THE PERFECT PLAN

SALES FORMULA THAT STILL SCORES

(Continued from page 15)

Master’s Voice” or “Eventually, Why Not Now?"

A short time ago the shop ran an advertise-
ment of used machines, and on the following
day two salesmen sold twenty machines—most
of them new ones. by the way.

Enlarging Quarters

So rapidly has the business of this shop grown
that it has become necessary to find more room.
An adjoining store has been taken over and
the entire place has bcen enlarged and remod-
eled. The enlarged shop has a fifty-foot front-
age on Grand River avenue and contains four-
teen demonstration roomns, a record department
and a mezzanine floor for offices. Several of the

demonstration rooms are unusually large and -

are furnished to represent living-rooms. Mr.
Qumnn is very optimistic. He says he doesu’t
merely believe that they are going to continue
to grow; he knows it. Therefore, he is going
right ahead with his plans for expansion while
nearly all other dealers are seeking means of
curtailment.
How It Is Done

As has already been poited out, this firm
advertises very heavily. But it doesn’t stop
there. “The whole law and the prophets,” de-
clares Mr. Quinn, “hinge on persistent, intelli-
gent work.” Believing this he sends his sales-
men out into the homes of the people and they

sell phonographs and records. No better method
can be found, in his opinion. His canvaszers go
out in search of information. They tell the
lady of the house that they desire her assist-
ance in compiling some statistical information—
they would like to know what kind of phono-
graph is in the home, what kind of records are
used, and the like. In case there is no instru-
ment in the home, the canvasser is, of course,
greatly surprised, and remarks that the house-
holder is one of very few who do not have talk-
ing machines of some kind these days. This
naturally leads right into a sales talk. In case
the party has a machine she is invited to stop in
at the shop and hear a Brunswick record.

These canvassers are real sales persons. Mr.
Quinn doesn't believe in wasting time and an-
noving the people with merely finding out
whether a person has a talking machine, then
sending a follow-up salesman. Canvassers are
sales-persons themselvcs.

“The psychological approach is the most im-
portant feature of the sale,” declares Mr. Quinn.

Human sympathy and helpfulness are as nat-
ural as breathing. Get a person to help you in
some wayv and you have gone a long way toward
selling that person. That is why we ask for
assistance in the matter of gathering informa-
tion.

“In developing the sale I believe in adopting a
simple, cordial relationship with the prospect.
We all have many things in common and what

Patented
1914

501-509 Plymouth Court

BOSTON ALBUMS ARE MADE RIGHT

Patented
1914

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.

interests you is very likely to interest me also.
Very few sales are made on the strength of
mere technical, academic knowledge of sales-
manship.

“A good example of what I have in mind is
afforded by one of our salesmen. He is an ex-
service man and bears injuries received in France
that disable him on wet days. At the time he
came to us he was doing some other work and
could devote only half a day at a time to can-
vassing. I took him into the shop for a couple
of days and gave him some pointers, got him
interested in our product and sent him out. He
became so thoroughly convinced of the excel-
lence of our machine that he bought a $250
model himself and in three days’ time sold three
others; all $250 models just like the one he
himself had bought.

“Those three machines were sold to good
risks, with a nice initial payment and the con-
tract all signed up properly, and the machines
were delivered to the homes before the pur-
chasers had seen them. In other words, these
people were so thoroughly convinced by this
salesman that they bought these expensive ma-
chines without having seen them once, much
less heard them.”

Mr. Quinn cares little for the regular meeting
of salesmein kept up by many dealers. He has
had experience in such meetings, he says. and
has found that they usually result in depressing

the poorer or less fortunate salesmen rather

than encouraging them to make new efforts.
Instead of the general meetings he encourages
each sales-person to come to him with his prob-
lems and to consider each case individually. He
takes a new salesman into the shop for a few
days. talks with him from time to time, and
lets him observe the methods of trained sales-
men in actual demonstrations.
No Machines on Approval

This company sends out no machines on ap-
proval. Prospects are invited to come to the
shop or are brought in by.the salesman. In
case it becomes necessary to give a home dem-
onstration a definite appointment is made and
at that time a machine and records are taken
out by the salesman and he gives the demon-
stration. When he leaves he takes the records
with him. so that there is no opportunity for the
people to keep the machine and play it them-
selves for several days. The sale is made at
the time the demonstration is given, or else the
instrument is returned to the shop on the fol-
lowing day.

Satisfaction is guaranteed in every case and
service men look after sold machines without
charge. Records that have been tried in the
shop before being purchased are not exchanged,
but others are, in case of complaint of imperfec-
tion, taken back and exchanged or money re-
funded. The latter expedient seldom becomes
necessary, however. Bulletinus are sent out to
a mailing list of some 12,000 names, while can-
vassers are instrumental in selling many records

also.
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1922 and‘—'Normalcy Z

:}—\HE Talking Machine Industry will

witness a return to normal C()IldlthHS

N="A during 1922, i

Normal Buving—Not a Buyers’ Strike. |

Normal Competition—Not a Price
Cutting Riot.

Normal Service—Not “Doubtful
Service.”

ing vour department to the highest
52, L state of sales efficiency. Secure vour |
full share of this normal business.

@REPARE for this Normalcy by bring-

Quaht ? The Highest!
Price?  The Lowest‘
Service? The Best!

@_ HE answer 1s spelled in one word—ot =
flve letters:

UVNICO

A Word from you will bring
“Profit Building” service from us

UNIT CONSTRUCTION COMPANY

Rayburn Clark Smith, President
58th Street and Grays Avenue, Philadelphia, Pa.

NEW YORK, N. Y. ATLANTA, GA. DALLAS, TEXAS CHICAGO, ILL.
299 Madison Ave., Cor. 41st St. 49 Auburn Ave. 209 Dallas Bank Bldg. 30 North Michigan Ave.

LOS ANGELES, CAL. DENVER, COL. SALT LAKE CITY, UTAH
274 1. W. Hellman Bldg. 1741 Champa St. 150 Main St. F-—

Address our nearest office TO-DAY
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1921—New Unico Records A ccomplished g

At Home and Abroad

2

SRS

Resolve Now to Install The Unico System--:

5@ Edaar Music Shoppe. Tulsa, OFla.

SQ Hellrung & Grimm, H. F.. Co.. St. Louis. Mfo. The Gramophor ¢
i alr ) 7% .

v Our Clients Are Justifiably F
%ﬂ “We are told that we have the most complete and "I think we have the best-looking Victor shop in the “There is no doubt 4
& up-to-date Victrola department west of New York Southwest. thanks to vour company."—Edgar Music A A going to lif 48
é‘:"l City."—Hellrung & Grimm. St. Louis, Mo. Shoppe. Tulsa, Okla. })01326' —Tke SN

: .

i |

N Unico Prices are Lowest Unico Quit

% 1922 Unico Prices—A New Low Level in spite of lower prices, p

% Unico Demonstrating Rooms, Now ....$149.40 upwards duction.

3({ Unico Record Counters, Now ....... . 80.00 upwards Unico Qualitv—alwayvs n
\ Unico Record Racks, Now ........... 28.80 upwards The letters above quoted

.Q Complete Unico Departments, Now. ... 334.00 upwards Unico Quality from raw n
% Lower prices for Unico Quality are not possible. be unfailingly maintaine.
§": e - ° T
N Unico Prices are so guaranteed! Unico Qualits

§

i

NS

UNIT CONSTRU

Rayburn Cl}k
S8th Street and Graig
\

NEW YORK, N. Y. ATLANTA, GA. DALLAS, TEX. D}
299 Madison Ave., Cor. 41st St. 49 Auburn Ave. 209 Dallas Bank Bldg. 17 C

2
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1922—New Unico Standards Established

For Price—Quality—Service

3
)
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Krause Furniture Co., Chicago, Ill. ] ]
_ondon, Eng. I1°¢il Bros. Furniture Co., New York City

% of Their Unico Departments!

« this remarkable store “I want to thank vou for giving me what I believe “We are very proud of our department and are satis-

St ry to a much higher to be the finest Victor store in Chicago.”—Krause fied that we have the best-arranged department in

¢ . Ltd., London, Eng- Furniture Co.. Chicago, [ll. New York City.”—IVeil Bros. Furn. Co., N. Y. City.

- . [} L ] ﬁ L] L

11s Highest Unico Service 1s Unparalleled 3
“of delivery, increased pro- We have amplified our service by establishing seven %

branches at strategic points throughout the country.
~ —1s today finer than ever.

: 13
1 this. These branches are under expert management, each with
¢ al to finished product will complete organizations for instant real service which leaves
922, nothing to be desired.

50 guaranteed ! Unico Service is so guaranteed!

Means Increased Sales and Profits for You!

TION COMPANY

aith, President
enue, Philadelphia, Pa.

FETERETE

1 COL. SALT LAKE CITY, UTAH LOS ANGELES, CAL. CHICAGO, 1LL.
pa St, 150 Main St. 274 1. W. Hellinan Bldg. 30 North \lichigan Ave.

——
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Unico Accessories

The Two Cabinet
Stand Hits

Unico No. Fifty Portable Cabinet Stand

AR AR AT

1 for Victor Portable Model 50.

Unico +-6 Combination Stand &{.
v for cither No. 4 or No. 6 Victrola. P
“q 2
ﬁﬁ Your Jobber Can Supply You All Products ?“
& on' This Page or Order Direct From Us. ﬁg
. ' ﬁ
» Unico Fifty Literature on Request. Unico Four-Six 58
'\1 Dealer Price. $9.00 Each Dealer Price, $4.80 /

Record Season

Better Sales Facilites—Better Appointments

will Increase your sales and profits. = i
Get these Unico Sales Helps! / j/

- Unico Sales Stimulator
Dealer Price, $12.00

Prepare Now for the Active T —mr
l.

Unico Shelves for
Victrola 80

Dealer Price, $3.00 QQ .Q Three distinct purposes; used in

place of table. Record selection

' | feature, Record display feature.
Make it easy for your customer ‘.' |
A ' .

to find his records, you will sell
more of them. w
| pbet =

2

Unico Self-Service Record Display l
. ) Displays 24 records on four sides. Record capacity 1,000. 3 . ’
Unico Lighting Unit Dealer price, $90.00. Display or rack units separate if Unico Ventilating Unit
Dealer Price, $9.60 each desired. Other display units from $9.60 up. Dealer Price, $19.20

5

Good Repair Service
Makes Satisfied

Customers

The Unico Repair Bench for Victor Dealers
Price $120.00 each.
A convenient place for each part or tool.
Complete chart for keeping parts furnished with
each bench. Keeps down investment in parts,
saves loss and speeds up service.

D R e

L

LG

soen orries UNIT CONSTRUCTION COMPANY  smuasen oeeicss

3 = 3 3 Chicago, Il #9

%2]"’;:;3'1%1: RAYBURN CLARK SMITH, President Los Angeles, Cal. w ‘

Denver, Col PHILADELPHIA, PA Saie Lake Ciy p]
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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

MERCHANDISING TOPICS DISCUSSED

Knickerbocker Talking Machine Co.’s Dealers’
Meeting Hears Plan of Moving Slow Records

The Knickerbocker Talking Machine Co., Vic-
tor wholesaler, New York City, held a very
interesting and largely attended dealers’ meet-
ing at its attractive uptown quarters on Tues-
day, November 15. The meeting was held in
the company’s auditorium and concert hall and
more than fHfty dealers were present. This
mneeting was one of others to be held during
the coming months where dealers will meet and
discuss local problems in Victor merchandising.

Abram Davega, recently elected president of
the company, was in charge of the proceedings
and many subjects of interest to the dealer were
discussed. One of these was a cleverly de-
signed plan for moving slow-selling records.
Mr. Davega is responsible for this idea, which
consists of intelligently laid-out programs of
Victor records that ofttimes become buried on
the shelves due to the dealers’ lack of interest
or knowledge of the same. These programs
can be mimeographed and sent out to the deal-
ers’ customers periodically and from them the
new Victrola owner can make his purchases in-
telligently, so that his selection will be ar-
ranged in an interesting manner, thereby increas-
ing his interest in Victor records. Any pur-

i’/////////////////////////////////////////////////I//////I//////I///////I///IM///////////////////////I//I//I//II//I//////I//////////I///////I///////////////////////////////I//////// /////////I///////////////////////////////////////////////I///<
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WHY NOT THE BEST?

The old established fact that the Best is the Cheapest
is particularly true of Talking Machine Needles.

and you won’t be disappointed.

Duo-JoNE

| Perfect Reproduction of Tone  No Scratchy Surface Noise

Full Tone

Three for 30 cents (40 cents in Canada)
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chaser of records will in all probability not pur-
chase all these records, ten in number, at one
time, but he may purchase a part of these aud
later on, from tume to time, fill out the rest of
the program, thereby giving him an incentive to
purchase more records. The dealers present
received this idea very enthusiastically and it
is expected that it will prove a success.

At 12:30 p. m. all the dealers present were
entertained at luncheon at the Hotel Theresa
Ly Mr. Davega and immediately afterwards re-
turned to the auditorium for a further dis-
cussion of topics of interest. The meeting was
adjourned at 3:00 p. m. and dealers went away
with a feeling that -much had been accomplished
in real dealers’ service help.

MATHUSHEK STORE REFURNISHED

Seven Talking Machine Demonstration Booths
and Other Improvements Installed

New Brunswick, N. J., Deceinber 1.—The Ma-
thushek Store, this city, has been entirely re-
modeled and redecorated and it is now one of
the finest establishments i this vicinity. The
improvements cousist of seven new sound-proof
demonstration booths, a service counter con-
veniently placed near the entrance to the store
and racks for talking machine records and sheet
music. The interior has been refinished in ma-
hogany and white. J. E. Harper, manager, states
that business has been remarkably good during
the past month and indications point to a bright
future. Talking machines, records, musical in-
struments and supplies are handled.

DEVOTED TO WINDOW DISPLAYS

To bring the latest and unusual ideas in win-
dow trimming to merchants and display man-
agers is the object of The Window Display
Reporter, to be published by Ernest A. Dench,
the well-known trade paper writer of Sheepshead
Bay, N. Y. The first issuc will be out early
in January, 1922.

Always Insist on Getting

LUXE NEEDLES

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

-~
DON’T FORGET THESE FACTS

PLAYS 100-200 RECORDS

Comprany, INCORPORATED

" DEMAND FOR THE PERIOD STYLES

Los Angeles Examiner Devotes Interesting Il-
lustrated Article to the Present Demand for
Elaborate Music Room Equipment

Nearly a page in a recent issue of the Los
Angeles, Cal,, Examiner was given over to an
illustrated article regarding modern music rooms
and the period styles of talking machines and
pianos now being manufactured to put into such
rooms. After an introduction telling of the many
decorative styles in which talking machines can
now be obtained the article went on to give the
history ¢f several of the leading period stvles,
including the Chippendale, William and Mary,
Heppelwhite, Adam, etc. The whole article was
most interesting and should have been put to
good use by local talking machine retailers.

FINDS IMPROVEMENT IN SOUTH

Change in Cotton Situation Has Saved the Busi-
ness in That Section, Declares Ray

Oscar W. Ray, manager of the wholesale
Vocalion record department of the Aeolian Co.,
returned recently from an extended tour through
the South and brought back some good reports
from that section. The cotton situation has
saved business in the South, declared Mr. Ray,
but the business men of that section are not
experiencing any boom. At the present time
they are building business on a sound, con-
servative basis, and show a tendency to take on
only such lines as promise solidity and perma-
nency.

VOCOGRAPH CO. INC(EQPORATED

The Vocograph Co., of Manhattan, was incor-
porated at Albany recently with a capital stock
of $20,000 for the purpose of manufacturing and
selling phonographs. Those interested are J. B.
Salwen, L. Levinson, I. N. Glas; attorney, A.
Schapiro, 261 Broadway, New York.

.

Medium Tone
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LOUIS BUEHN’S TALK
TO NEW JERSEY DEALERS

Important Meeting and Luncheon of the Victor
Retailers of New Jersey Attended by Promi-
nent Distributors and Dealers in Newark

Newark, N. J, December 6-—The regular
meeting and luncheon of the Victor Retailers of
New Jersey was held on Tuesday, November
22, at the Robert Treat Hotel, this city. The
meeting was well attended, dealers coming from
all parts of the State, even from as far distant
points as Woodbury, N. J, which is only eight
miles out of Philadelphia.

After the luncheon had been served the speaker
of the day was introduced, Louis Buehn, presi-
dent of the Louis Buehn Co., Victor whole-
saler, of Philadelphia, Pa.. Mr. Buehn spoke
forcefully and interestingly on the subject of
soliciting business on the outside and empha-
sized the importance of this phase of doing busi-
ness. The points brought out were practical
rather than theoretical and were illustrated from
actual experiences of various dealers. Mr.
Buehn also stated that the subject as presented
was based upon discussions taken up at numer-
ous meetings of the sales staff of the Louis
Buehn Co. It was the speaker’s contention that
while the developing of prospects might be
safely entrusted to a professional canvasser, yet
the actual closing of the sale ought to be con-
summated by a thoroughly experienced talking
machine man. Many useful hints were given for
the preparation of a prospect list. Mr. Buehn
referred to an exchange of lists between non-
competing houses, such as vacuum-cleaning
firms, etc., and suggested that lists be compiled
from daily newspapers, telephone directories, tax
lists and particularly the published lists of mar-
riage licenses. This latter class, he declared,
would possibly prove the most likely prospects.
{The relative values of straight salary, straight
commission and commission and salary for the
canvasser and salesman were discussed. That
outside solicitation pays was proved in an in-
stance cited by Mr. Buehn, in which one dealer
found that 43 per cent of his monthly business
was developed through outside work. Mr.
Buehn recommefided that if a Victrola was
placed in a home it should not be allowed to re-
main there more than forty-eight hours and gave
as his reason the advantage of quick action and
also as a minor reason the lesser wear entailed
upon the instrument. In selling talking ma-

SMITHOLA

MADE BY

JOHN SMITH & CO.
NEW YORK, U.S.A.

vooeL (I serial o

EVERLASTING

ETCHED METAL NAME-PLATES

FOR MANUFACTURERS AND DEALERS
Write for prices

stating quantity
desired

ELECTRO-CHEMICAL ENGRAVING CO., Inc., 52 Vanderbilt Avenue, New York, N. Y.

SOLD BY

HENRY JONES R CO.

81 UNION ST,
ALLEGHENY, PA.

NEAT IN APPEARANCE

chines in rural districts the use of a large truck
with a number of instruments and a supply of
records was recommended as the best way. He
stated that a number of their dealers in central
Pennsylvania were doing considerable business
in this manner.

Mr. Buehn also touched on the selling of rec-
ords and on this subject recommended that in

Louis Buehn

record sales stress be

more
laid upon the securing of regular monthly pur-

canvassing for

chases of records rather than the immediate
sale. If was the speaker’s idea that during the
progress of the sale forceful follow-up lit-
erature be mailed to the prospect from the
dealer’s headquarters and urged that the dealer,
even though the sale is consummated, personally
call upon the customer, and declared that just

“RESOLUTION?”

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

To make every
dealer profit

COHEN L

e

T

—
4 COHEN 6 HUGHES

BALTIMORE np

by his relation
with Cohen & Hughes

COHEN & HUGHES

Wholesale Exclusively

BALTIMORE

WASHINGTON

as the Victor distributor keeps in touch with
his dealers and knows their preferences through
meeting them face to face so should the dealer
know his customers intimately through visiting
their homes.

Mr. Buehn was given a rising vote of thanks
and after his address the meeting was thrown
open for general discussion. The entertainment
of the day was furnished by the Broadway
Music Corp., under the direction of S. Ross, and
several of its artists present featured four of
the popular hits entitled: “Dapper Dan,” “Weep
No More, My Mammy,” “June Moon” and “If
You Only Knew.”

The meeting was well attended, not only
by New Jersey dealers, but by representatives of
the wvarious neighboring Victor distributors.
Among the distributors present were: Louis
Buehn, president of the Louis Buehn Co.,
Philadelphia, Pa.; L. W. Collings and J. L.
Spillane, of Collings & Co., Newark, N. J.; J.
Newcomb Blackman, president of the Blackman
Talking Machine Co., New York City; Thomas
F. Green, president of Silas E. Pearsall & Co.,
New York City; Clarence Price, vice-president
and general manager of Ormes, Inc.,, New York
City.

FUNERAL ADDRESS BY PHONOGRAPH

Music Supplied Also at Burial Service Conducted
in Alaska—Requested by Deceased

ANCHORAGE, ALASKA, December 3.—A burial serv-
ice with the music and sermon on a talking ma-
chine was conducted at a railroad camp 386 miles
inland last week.

Ellis Donley, a popular track layer, was fatally
injured and left a dying request that he be buried
in the grade of the new Alaska railroad, and for
his obsequies W. J. Bryan’s “Prince of Peace”
record at the camp bunk-house be used.

The man’s desire was complied with by his
friends, and the services were uplifting and
largely attended. The trading foreman took
charge of the funeral and read some scripture,
followed by sacred music by several of the
world’s greatest artists on the talking machine,
then part of the famous lecture.

SOME EFFECTIVE ADVERTISING

Plaut-Cadden Co., of Norwich and New Lon-
don, Conn., Features Victor Line in Big Way

The Plaut-Cadden Co., which operates suc-
cessful Victor departments in its two stores in
Norwich and New London, Conn., has been
carrying some particularly interesting and orig-
inal advertising in the local newspapers of those
cities featuring the Victrola and Victor rec-
ords. One of the effective pieces of advertising
couples up the Plaut-Cadden name with the Vic-
tor trade-mark in the lid of the machine, while
others serve to call attention to the new record
hits in no uncertain manner. A special piece
of copy featuring the song “Ma!” simply could
not be ignored.

It does not so much matter what a man knows
but rather what he does. The world measures
a man by what he accomplishes, and sets its
seal of approval upon those who succeed. The
world does not inquire into the process, it notes
the result; not the road he travels, but the goal
he reaches.
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with
Universal Motor $19

Retail Price

A saving of $10.50 from the former
price, $30.00

The New Motrola does not replace the spring motor or
change any part of the talking machine or phonograph,
except winding arrangement, and is quickly and easily
attached to any and every make.instrument where the old-
style crank handle comes out.

It is a universal motor operating on all electric currents 105 to 125 volts. Special types are
made for 32 volt farm lighting current and 200 to 250 volts.

Through our new method of distribution all dealers are now assured of ’
prompt and efficient service from our local jobbers. Don’t delay. Write

your nearest distributor today for full details and trade discounts on this J
wonderful proposition: i

Distributors for State of lllinols Distributors for Greater New York KRABFT':0 BALES & SPENCER,
oston, Mass,

RUDCOh%;’g{o.WURUTZER co.. CHA}'}eLwEsYo?l; gllt.;'SON & co., Exclusive distributors for New England States.
BRUNSWICK-BALKE-COLLENDER CD., SIL%_S E.YPiAﬁlsALL Co., COHEN & HUGHES @S

Chicago. ew York Clty. Baltimore, Md.., and Washington, D. C.
COLE & DUNAS MUSIC Co., BLACKMAN TALKING MACHINE CD., Bxclusive distributors for Maryland, District of

Chicago. New York City. Columbia, Virglnis, North Carolins, Southern Dela-

CABINET & ACCESSDRIES CO., ware and West Virginia, -

H. A. WEYMANN & SON, New York City.

Philadelphia, Pa. KNICKERBOCKER TALKING MACHINE CO., BUFFALO TALKING MACHINE CO.,
Excluslve distrihutor for Eastern Pennsylvania, South- New York City. Buffalo, N. Y.
ern New Jersey and Northern Delaware. GRE}QTER cl:T(vaPHONOGRAPH co., Exclusive dlstributor for Western New York.

ew Yor! :

BUEHN PHDNOGRAPH CO., STEWART TALKING MACHINE cCo.,

Plttsburgh, Pa. Indianapolis, Ind.
Exclusive disteibutor for Western Pennsylvanla, East- INTERSTATE SALES CO., Exclusive distributor for Indians.
ern Ohio and Edison Dealers in West Virginia. Milwaukeo, Wis.
MOTRDLA SALES CO. OF NORTHERN OHIO, BADGER TALKING MACHINE coO., PERRY B. WHITSIT CO.,

1404 B. 9th St., Cleveland, Ohio, Milwaukee, Wis. ; Columbus, Oblo. *
Exclusive dlstributor for Northern Ohio. Excluslve distributors for Wisconsin. Exclusive dlstributor for Central Ohfo.

LOUIS A. SCHWARZ, exclusive factory representative for the
United States and Canada

JONES-MOTROLA, Inc.

29 West 35th Street New York City
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ally.

“Shipmates o’ Mine” and “Five and Twenty Sailor-
. men” are famous old deep-sea chanteys sung with
splendid spiritby the famous baritone,Louis Graveure.
Lovers of concert music will buy this record liber-
A-3492,

Columbia Graphophone Co,
NEW YORK

GRANBY QUAKER CITY DEALER

How*S. Steinbrecher Has Developed a Very
Successful Business in Philadelphia

Pir1LADELPHIA, PA., December 6.—S. Steinbrecher,
1850-52-54 Ridge avenue, of this city, a Granby
dealer and in the furniture business, is a hustler.
Some time ago Mr. Steinbrecher took on the

S. Steinbrecher’s Attractive New Home

Granby line and his store has bccome the
Granby headquarters in his part of the Quaker
City. The store is located on a corner and 100
cars pass every hour, so that the Granby mes-
sage, which has a promincnt place on the point
of the building, gets wide circulation. When
Mr. Steinbrecher started in business it was in
a small way, but hard work and broadminded
principles of merchandising built up his business
to its present very satisfactory proportions. His

.

A CACTUS NEEDLE

THAT
SELLS ITSELF

Producesclear, 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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tasscusuiniasu atucniaialntaininiuiacuialnialnuacn s
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deliveries now require the use of several trucks.
The business to-day is crowding his store and
he 1s already beginning to see the necessity for
larger quarters.

OWEN PLANS ROCKRIDGE STORE

Second Garrett Owen Music Store Soon to
Open—Singers to Entertain at Opening

L]

RocgkRringe, Car., December 3.—Plans arc under
way here for the opening of a new music store
at 5600 College avenue by Garrett Owen. The
new establishment, which will feature various
makes of the best-known talking machines, will
be the second store operated by Mr. Owen.
Alterations at thc new location will soon be
completed and immediately following the instal-
lation of stock a formal opening will be held
at whijch Helen Clark, well-known contralto;
Joscph Phillips, baritone, and Thomas George,
pianist, will entertain those present.

BACH CO. MADE BRUNSWICK AGENT

RocniesTer, Minn., December 1.—The Bach Music
Co., of this city, has been made agent for the
Brunswick phonograph and will have the exclu-
sive salc of these machines in Rochester and
vicinity. The Bacli conccrn possesses a fine
modern establishment and the policy of the com-
pany is of an aggresstve nature, insuring success
with the new agency.

A $300,000 CAPITALIZATION

The Black Swan Phonograph Co. has been in-
corporated under the laws of the State of Dela-
ware, with a capital of $300,000, for the purpose
of manufacturing records.

It is the way a man sticks to a thing that marks
him as a success or a failure. Many a fellow
has won out at the eleventh hour just because
hc wouldn't let go.

The Needle of The

B Near Permanent Needle

PHONGGRAPH AS A VOICE CRITIC

Miss Barbara Maurel, Exclusive Columbia Star,
Emphasizes the Value of the Phonograph as
an Aid to the Student of Singing

Miss Barbara Maurel, well-known mezzo so-
prano, who records exclusively for the Columbia

Miss Barbara Maurel
Graphophone Co., recently gave an interesting

interview to the newspapers regarding the value
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Centurg

"ATTRACTIVE INDUCE-
MENTS MADE TO JOBBERS

For Samples and Particulars
Write to

THE PERMO COMPANY
4215 TERRACE ST.,
OAKLAND, CALIFORNIA

------
.............
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of the phonograph as a voice critic. Miss
Maurel, who has attained exceptional success on
the concert stage, is keenly enthusiastic as to the
educational value of the phonograph, and her
interview in part reads as follows: .

“Not only did I learn through listening to my
own records what mistakes I was making in
matters of diction and phrasing—details which
are extremely hard for the average singer to
judge in his own work—but I also learned much
about the quality and evenness of the tone I was
producing. The instrument is almost terrifying
to a singer, so inevitably does it record every
deviation from the perfect and then hold these
dewiations.

“In some respects it is more useful than a
teacher, for no matter how intelligent a teacher
may be nor how retentive his memory, he can-
not be depended upon to notice every mistake,
nor, if he notices it, to hold the memory when
the singer has completed the song in question.
The teacher has only one recourse—to stop the
student whenever he makes a mistake. It can
be readily appreciated that in doing so he is
bound to break the full interpretative line and
sometimes even to reduce the singer’s delivery
of a song to a mere succession of technical
phrases.

“But in the case of the phonograph the singer
will sing an entire song, and then at his leisure
can examine the effect, can take up the indi-
vidual mistakes one by one and rectify them, re-
taining at the same time the satisfaction that
comes from the interpretation of a complete
musical unit.”

A TALKING MACHINE DAVENPORT

Electrically Operated Instrument Provides
Music and Comfort at One Sitting

One of the most interesting of the new wired
pieces of furniture is a davenport, in the arm
of which has been set a small compact electric
talking machine The davenport itself is massive
and has huge wide arms. The felt arm is utilized
to conceal the instrument, and a cabinet for
storing records is set in the right one, so that
it is possible to sit curled up in a corner of the
couch and play the machine at will without once
getting up.

The motor of the machine itself is said to
operate noiselessly on either current, and it has
an electrically operated automatic stop, as well
as a small electric light to illumine the records
for starting the machine. The arm of the daven-
port itself is also the lid, and this will remain
stationary in any position the player wants, or
close with a slight downward pressure, to suit
the player’s whim.

VOCALION CHRISTMAS BULLETIN

December Record Supplement Is Particularly
Interesting—Special Lists of Christmas Music
Featured in Folder and Hanger

The December Vocalion record bulletin, just
issued by the Aeolian Co., is one of the most
attractive and interesting so far gotten out by
that company. In the bulletin are listed sev-
eral records particularly suited to the Christmas
season and in addition a well-balanced list of all
classes of records, accompanied by unusual por-
traits of various Vocalion artists. The title page
of the folder bears a typical old-time Yuletide
scene that is most appropriate.

In addition to the regular bulletin there has
been prepared for the holiday trade a special
folder of Christmas and sacred selections, to-
gether with an attractive hanger featuring the
same numbers.

In developing prospect-interest it should be
borne in mind that there is a big difference be-
tween “attention” and “interest.” Interest must

be aroused before a sale can be closed. As a
writer in The Wanderer points out, “A salesman
can build a prospect-interest only through pros-
pect-attention
calls,”

secured by means of personal

BAND MUSIC BY WIRELESS PHONE

Distinguished French Expert Talks Across Six
Hundred Miles of Sea—Ship’s Band Heard
Two Hundred Miles Away—The World Moves

Emile F. Giradeau, president of the French
Wireless Telegraph & Telephone Companies, was
in New York recently on his way to the Arms
Conference in Washington, and stated that dur-
ing his trip on the French liner “Paris” he had
conducted experiments proving the practical
utility of the wireless telephone.

“This means of communication has been known
for years technically,” Mr. Giradeau continued,
“but it is only now that we have made practical
tests. On this voyage from Havre we conversed
with shore stations and with other steamships
over a distance of 600 miles with power not ex-
ceeding that required to light an ordinary 25-
candlepower electric lamp.

“Passengers on the American steamship ‘Pan-
handle State’ heard the orchestra playing ‘La
Tosca’ on the ‘Paris’ 200 miles away while they

were only twenty-five feet from the telephoue.

“The wireless telephone technically is good
for all distances. but practically it cannot be
used with success at sea beyond a radius of 300
miles. A storm would not interfere with the
conversation if it were some distance away, but
if the vessel were in the center of it there would
no doubt be some conversational difficulty. I
talked with the French Minister of Posts and
Telegraphs in Paris when the liner was fully 650
miles from that city.”

SALES HELPS FOR VICTOR DEALERS

A handsome lithographed folder, showing the
various models of talking machines, is being
sent out by the Victor Talking Machine Co. for
distribution by dealers as an aid in the promo-
tion of Christmas sales. The folder displays the
machines in six colors on coated paper of fine
quality.

Another Christmas sales help for distribution
to Victrola owners consists of a list of specially
selected records for the holiday season and em-
phasizes the value of records for gifts.

9
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“piece of pipe.

4 West 40th Street
New York

"y STANDARD
X < ELECTRIC
el EQUIPMENT,
SR TRU-TIME
i MOTORS

CONCORD

JLD MAHOGANY! What thoughts that brings to the
¢ ' minds of persons of taste and refinement. One of
America’s largest furniture manufacturers told us
in his office he would not own a phonograph until
someone had learned how #nof to build the cases. He came to our
office and now says he’ll sell ours as furniture. Your customers
will have satisfaction in owning an instrument which does not
proclaim itself a talking-machine by its very appearance, the
more so when it has other real utility, for instance, a desk
and chest of drawers, in addition to a wonderful musical instru-
ment, the one having a throat of carved wood instead of the
The character of these phonographs in design
and tone quality commands more sales. We guarantee more
profits. Write us, we will prove this.

THE MANOPHONE CORPORATION

MAKERS

“The Instrument
with the
Human Throat”

Adrian
Michigan
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Whatare your plans for Christmas?

HE holiday season is golden for the dealer
whose phonograph line 1s adequate, whose
stock 1s complete, and whose selling tranchise
1s right. It will be'a memorable year for Dalion
dealers—with every indication of a whirlwind

finish.

This truly meritorious phonograph 1s offered
in a wide range of size, price and style. Cabinet
work of uncommon beauty Mechanically,
none 1s better. It sells because it 1s absolutely a
value leader. With as many exclusive features
as any!

If you look further than the product in making
a connection with manufacturers, Dalion fac-
tory and sales department pohc1es will clinch
the decision.

Dalion Model 40 is a veri- There 1s still time to fall in. with the Dalion

tgarzlghgew‘}lt A pyl(’f:l“"; instruments for the Christmas Season. By so

leader uiich. Il ghene doing, you might double—yes, triple—any
the preconceived notions o
any prospect. Featured as || Sales volume possible with a less interesting
gift model. proposition to your public. Correspondence

invited.
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Some Sales Stunts of Prominent Dealers |
that Merit Special Commendation - :

By :
W. B. Stoddard -

i
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An excellent idea for calling attention to its
talking machines and records has been devised
by the Hennessy Music Co., Butte, Mont. Un-
der the direction of Maurice Tennis, head of
the Victrola department, it arranged a series of
five Saturday morning concerts, from 10 to 11.15.
At the first of these concerts fifteen selections,
chosen from a wide range of composers, were
played. The name of the composer and a brief
analysis of the composition were given before
each was played. At the second concert a week
later fifteen more compositions were played, also
with the composer’s name and resumé of the
pieces. On the following two Saturdays these
thirty records were repeated, with only the name
of the composer given. On the last Saturday
morning the entire thirty were played, with no
reference to the composer. On this occasion
substantial prizes were given to the persons
identifying the largest number of records. The
contest was open to any pupil above the sixth
grade and included all high school students.
In order to become eligible the entrant had to
register at the Victrola department two days be-

fore the first concert and attend all of the con-:

certs, unless some valid excuse was given. The
contest excited much interest, and the papers and
the school board both gave it encouragement.
Making an Appeal to the Children

The Rudolph Wurlitzer Co., Cincinnati, recently
had a very effective window, which suggested to
a number of parents the great saving that could
be effected by buying a popular-priced talking
machine for the children. The display showed a
small boy placing a record on a machine, and

beside him was a card:
200000 0D
£ Little Tommy Tittlemouse has a Victor at his house.
His mother lets him use it to give him pleasant

music. i . -

Give the kiddies their own Victrola—save the big
machine. i i

A nursery toy that grows up with the children—a
nurseg outfit. X

A No. 4 Victrola, with 6 nursery rhyme records,
$30.10.

SUTT R g
Linking Talking Machines With the Movies
The wise music dealer takes advantage of

every timely event to increase his sales, and one

of the best plans along this line was recently
adopted by a group of leading merchants of

Helena, Mont., aided and abetted by an astute

newspaper solicitor. A movie film—“The Old

Nest”—which had attained considerable national

popularity, was scheduled to appear at one of

the local theatres.
children in the home it was deemed a good sub-
ject for exploitation, so a full page was taken in
the newspaper. In the center in bold letters
was placed “The Old Nest,” together with a pic-
ture from. the play and a brief resumé of the

SR

As it dealt with a mother and

story. Forming a border all around were ads
of the different merchants, each of whom linked
up his lines with the title of the play. E. A.
Taylor & Co. in their ad said: “What can make
the old nest more pleasant than a phonograph?
It brings sunshine into the home.”

How to Give a Concert in Your Own Home

During the Autumn an octet of male singers
who record for one of the talking machine com-
panies have been making a tour of the larger
cities, singing in person the melodies that have
made them famous in record land. It is not done
as an ad, as the artists charge a good stiff price
of admission to theirconcerts and distribute their
programs all over the surrounding towns. The
Parks Music House, of Louisiana, Mo., was
quick to see the advertising possibilities in play-
ing up this concert, so it had printed copies
of this program and sent it to each of the names

on its record list with a short letter:

I
E Dear Sir (or Madam):

E _ We hand you a program of the concert given by
Eight Famous Victor Artists in St. Louis on October
10th. You will note the price of admission of one
dollar. Would you like to hear this concert ahsolutely
free? If so, come to our store on the evening of
the 10th and this same group of young men will be
heard in the solos, duets, quartets and choruses, ren-
dered on the talking machine. Come and bring your
£ friends and enjoy an evening of entertaining music. =
ST T G e

There was a large crowd assembled on the
evening in question, and the entire concert pro-
gram was rendered as had been announced. At
the conclusion the manager made a little speech
and told the audience how they could have a
concert like this any time they desired by merely
purchasing the records of these singers—and the
artists would respond to as many encores as de-
sired by placing the record upon the machine.

Calling Attention to New Records

The Columbia Grafonola Shop, of San Diego,
Cal,, has an excellent method of calling attention
to the new records that are released each month.
The air is so balmy in this Southwestern town
that people stroll the streets in December as
freely as in May. As soon as the new records
have arrived the Columbia Shop places a ma-
chine at the entrance of the store and promptly
at eight o’clock it is set in motion and all of the
records just received are played. The name of
each record is placed in a double groove affixed
to the side of the machine and remains there
all the time that particular air is being ren-
dered. Inside the store blanks are handed out
to all who ask for them, and on these the con-
testant writes his name and address and his esti-
mate of the three that will prove the most popu-
lar. For the one who estimates correctly all
three of the records a prize of $25 is offered; to
the one guessing two out of three, $10, and to
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the guesser of a single one, $5. If more than one
person guesses all three the first prize is divided
pro rata, and similarly with the others. The
prizes are distributed at the end of the month
when it is found which records have had the
largest sale. Crowds gather to hear the demon-
stration and in this way many hear the new
records who would not do so otherwise, and
being attracted by special numbers, make pur-
chases then and there—and thus the sale of the
new records is boosted to a considerable degree.

AN EFFECTIVE BONUS PLAN

Prize Money Plan Put Into Effect Among Edi-
son Employes Is Described in Detail by Vice-
president William Maxwell in System

A bonus plan, complicated, perhaps, but very
effective, is described in the December issue of
System by William Maxwell, vice-president of
Thomas A. Edison, Inc. The plan, which was
put into effect in the sales and advertising divi-
sions of the Edison phonograph industry, was
designed primarily for the upbuilding of the
morale of the workers in these divisions and to
fit them for promotion. It also enabled the
executives of the company to keep in close touch
with the work of employes.

Briefly, the plan described is as follows: Each
salaried employe is provided with a score card
on which is listed the basic mental and moral
qualities deemed essential to success in these
departments. Concentration, thoroughness,
comprehensiveness of thought and action, abil-
ity of analysis, co-operation and other qualities
of the employe are checked by means of a de-
nierit system. The employe's rating for the
prize award was based on the lack of demerits
received. Every worker having less than fifty
and seventy-five demerits at the expiration of a
six-month period is entitled to prize money equal-
ing 25 per cent and 15 per cent of his salary
respectively.

VICTOR CO. SPEEDS PRODUCTION

CampeN, N. J., December 3.—The approaching
holidays have been very keenly felt at the fac-
tory of the Victor Talking Machine Co. here.
For the past five or six weeks the demand for
Victor products has been stimulated to such
a degree that the working force at the factory
has been steadily increased to provide for more
rapid production. More than 1,000 additional
workers have been added to the Victor force,
bringing the total number employed up to ap-
proximately 10,000.

DISTRIBUTOR

HERE Service to Victor Dealers 1s Backed by Long,

First-hand Experience in the Field of Distribution.

EMANUEL BLOUT

VICTOR EXCLUSIVELY
2799 BROADWAY, at 108th Street, -

NEW YORK
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“Traumerei” played by the greatest ’cellist
in the world, Pablo Casals!
ing combination that’s irresistible.
Columbia 49795 accordingly.

Columbia Graphophone Co.

There’s a sell-
Order

NEW YORK

R

WOMEN’S REST ROOM A WINNER

Its Installation in Every Talking Machine Shop
in U. S. Would Work Wonders for Trade—
Its Success Already Fully Demonstrated

If a sign with these words thereon, “Women's
Rest Room—Come Again and Tell Your
Friends,” were hung outside of every talking
machine store, large or small, in the country and
stamped on the cover of each magazine flyleaf
of each book in the room itself, wonders would
be achieved in gaining the approval of women
folks for your store and making it more effec-
tual as a monetary proposition. So believes
Addison M. Clark, sales promotion manager for
Edison Phonographs, Ltd., of San Francisco.

Mr. Clark is a firm believer in rest rooms
for women in talking machine shops and thinks
that each proprietor of these should set aside
some corner of his store, no matter how small;
partition it off and furnish it as attractively and
costly as his means will permit. Money so in-
vested, he says, will yield dividends as surely as
money invested in gilt-edge bonds—and at a
higher rate.

“A small dressing room,” he suggests, “with
toilet facilities, opening off the rest room, will
double your store’s value and make it more
talked about—and that’s the finest sort of adver-
tising there is. It beats printers’ ink a mile.”
Continuing, he says:

“YWhile it may seemn superfluous to mention it,

of course a phonograph should be a conspicuous
feature of the scenery—of the proper period
design, if you have ‘gone in for’ a period room.
Naturally, a few carefully chosen records should
be ‘carefully’ laid out on a stand near the instru-
ment—not in tattered envelopes, either.

“If the windows of the room look out on
attractive surroundings, have them curtained and
draped to disclose those surroundings. If on
an alley or dingy backyard, apply imitation
stained glass decalcomanie, to the glass—the
lower sash at least—and choose drapes to suit
the case.

“A few magazines on the stand will provide
relaxation. Not too many, or your real end will
be defeated. They should be current ones,
though—not the ancient-history sort found in
the ante-rooms of some doctors and dentists. At
least one should be a musical periodical. A
record catalog with the latest supplements inside
can be unobtrusively included. Two or three
books on operas, composers and artists will
serve a good end also, by stimulating interest in
high-class records.

“Have the toilet room done in white enamel,
or in real or imitation white tile effect. A
small dressing table with a triplicate mirror, and
a bench or chair to match—such as Milady
would use in her own boudoir—can be had at
a reasonable price. A few accessories, such as
a bottle of fine talcum, comb and brush, clothes
brush, and the like, will suggest themselves. So
will other conveniences that will prove magnetic

1658 Broadway

[atBERT canPBELL |

ERANK CROXTON

In Concert and Entertainment
Personal Appearance of

Eight Popular Victor
Favorites on One Program

A live attraction for live dealers and jobbers

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

P. W. SIMON, Manager

New York City

|
FRED VAN EPS'

JIOVOOREEAITRSRARARITEINN

IFONROE SILVER

JOHN PEYERS

Famous Ensembles including

Campbell & Burr - Sterling Trio - Peerless Quartet

FRANK. BANTA

to Madame and impel her to call soon again.

“Having equipped your rest room—set your
stage, as it were—your next move is to ‘tell
the world’ Advertise it attractively on the
woman’s page of your local newspaper. Adver-
tise it not once, but frequently. Advertise there
on shopping days in your morning paper. or the
nights before shopping days in your evening
paper. Publish a halftone cut of a photograph
of the room. Probably, on opening it to your
local public, the news value of it will appeal to

" the city editors—particularly if they know vou

are planning to use display advertising space!—
and they will come across with some news-
column publicity.

“The day you open your rest room to the
ladies, give a phonograph concert—a sort of
musical reception. Send out tasteful invitation
cards, and get the society editors to carry an
announcement (if you can!). On this occasion
Mere Man may be allowed to enter its sacred
precincts; but thereafter never again.

“Does all this seem fantastic. Small Town
Dealer? Something to be thought of only by
the big corporations doing business in the
metropolitan centers? A thing superfluous and
not to be dreamed of in your scheme of things?

“The truth is quite the contrary. You are
just the chap who can cash in most profitably
on the plan—particularly if your town is a buy-
ing center for a farming region, whither farmers
and their families flock as to Mecca on Sat-
urdays, not to mention the other week days.

“If you add such a room to your plant, and
make the women folks of every farmer in your
tributary territory feel that your store is their
headquarters whenever- they come into town, and
that your rest room is theirs, you surely do
not belong in the phonograph business if you
cannot coin their approval and use of it into
dollars.”

CONCERT HELPS EDISON BUSINESS

\WaREFIELD, Mass., December 1.—L. L. McMas-
ter, local Edison dealer, through the medium of
an Edison concert and comparison tests with
Re-Creations and the artists, has stimulated inter-
est in Edison machines and Re-Creations con-
siderably. Invitations to the concert were sent
out to more than a thousand residents of this
community and a large crowd attended the con-
cert, which was held in the town hall.

MISS C. FREES STUDIES AVIATION

Reaning, Pa., December 1.—Miss Carrie Frees,
of the Metropolitan Phonograph Co., this city,
is probably the first woman connected with the
talking machine industry who is taking up avia-
tion seriously. Miss Frees has already taken sev-
eral lessons in flying at the Reading Fair Ground
and hopes, when the lessons are completed, to
qualify for a pilot’s license.

Misrepresenting goods is taking chances with
your reputation. There may be ways in which
it is worth while to take chances, but never
with your reputation.
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With Universal Motor $19.50

Retail Price
A saving of $10.50 from the former price, $30.00

HE New Motrola does not replace the spring motor or change
any part of the talking machine or phonograph, except winding
arrangement, and is quickly and easily attached to any and every

make instrument where the old-style crank handle comes out.

It is a universal motor operating on all electric currents 105 to 125
volts. Special types are made for 32-volt farm lighting current and

200 to 250 volts.

Now Sold Exclusively by

The
BUFFALO TALKING MACHINE (0.

IN THE STATE OF NEW YORK (Except in the Metropolitan District) and
IN NORTHWESTERN PENNSYLVANIA

It i1s much easier to sell than $19.50 worth of
Records and makes it much easier to sell Records
and sells more records.

Telegraph an Order for Your Holiday Supply

2o BUFFALO TALKING MACHINE CO.

VICTOR DISTRIBUTORS
“Every Motrola sold by us is guaranteed by us” BUFFALO, N. Y.
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SOME RECENT GRANBY ACTIVITIES

Connelly Doing Good Work in South—]. G.
Widener a Visitor—Harry Coplan Covering
Many Points in the South

NorrFoLK, V., December 1.—Recent activities in
the Granby organization have been numerous.
Fred \W. Connelly, of the sales staff, who is at
present in North Carolina doing special work for
the company, is a vocalist of some note and has
been using this ability to increase his sales. He
has already taken part in several church enter-
tainments in the larger cities of North Carolina,
singing to the accompaniment of the Granby
phonograph.

J. G. Widener, president of Widener’s, Inc,
distributor of the Granby phonograph, recently
spent several days in the State of Virginia on a
hunting expedition.

The Granby Corp. announces the appointment
of Austin L.. Fordham to cover eastern Pennsyl-
vania.

Harry Coplan, Granby sales manager, is con-
tinuing to cover a large part of the country in a
short space of time. He recently spent two
weeks in North Carolina, attended a furniture
exposition in New York, covered Philadelphia
and was last reported in Pittsburgh making a
personal investigation of trade conditions in that
city.

Dorothy W. Ferrier, private secretary to H. H.
Schumaker, general manager of the Granby Pho-
nograph Corp., recently returned from Kansas
City, where she helped represent Virginia at the
recent convention of the American Legion.

SOLVE DOMESTIC HELP PROBLEM

The much-discussed servant question is at
last on its way to being solved. Those who
study the complexes of the human consciousness
will admit that it is possible for a domestic to
have the talking machine urge. All of which was
used to advantage by the suburban housewife.

“I advertised in the paper,” she said to a re-
porter of The Sun, “that I supplied a small
talking machine for the exclusive use of the
maid. I also promised to get her four new
records a month. This was over a year ago
and I've had her ever since.”

Bigness in a man may be roughly described
as the ability to foresee the possibilities of the
future, the intelligence to formulate plans for
turning such foresight to advantage, and the ca-
pacity and resourcefulness to push them through
to a successful conclusion.

FILLING ALL WIRE ORDERS

Max Willinger Optimistic Over Conditions in
Middle West—Discusses the Situation

Max Willinger, president, treasurer and gen-
eral manager of the New York Album & Card
Co., New York City, recently returned from a
trip throughout the Middle VWest which dis-
closed healthy conditions throughout the trade
in general. The holiday business had opened in
an auspicious manner and general optimism was
expressed regarding the coming year. Mr. Wil-
linger reports that dealers’ stocks at the present
time are at a very low point and that orders
for “Nyacco” albums are invariably rush orders
and sent by wire. Mr. Willinger anticipated this
situation some time back and kept both the New
York and Chicago plants busy accumulating
stock. Therefore, at this present season of rush
orders the company has been able to make im-
mediate deliveries on all orders received.

No man can discredit his employer or his
co-workers and escape the shadow himself.

MAY ABANDON VALUATION PLAN

American Valuation Plan May Be Discarded in
Favor of Another Program of More Merit, Say
Washington Officials—New Plan Ready Soon

WasHixcton, D. C., December 6.—The storm
of protest and criticism which ha

n in evi-
dence for some time over the proposed American
valuation plan has made itself felt @
result that indications now point to the abandon-
ment of the plan. According to statements mad
by several officials the administration is con-
vinced that the plan is not feasble, but prepara-
tions are under way for the formulation of a
new program which is expected to satisfy the
need for protection to business intere and at

the same time will be clear of the defects in the
original plan. As yet details of the substitute
plan have not been made public, due to its in-
completeness, but it is understood that the basis
of the new program will prove satisfactory to
business interests of ‘the country, who are now
in evidence both for and against the American
valuation plan
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An Interesting Proposition for the

OB

Jobbers, who want
a real talking ma-

B ER

machine to tie to.
Its splendid merit

chine proposition,
should communi-
cate with us imme-
diately.

Our low manufac-
turing and distribu-
tion expenses per-
mit us to make a
jobber proposition
that is a real money
maker for the
jobber.

We appreciate the services of job-
bers who are organized to properly
exploit a line, and we meet such
jobbers more than half way.

The Harponola is the kind of

backs up the efforts
of both dealers and
jobbers.

With the Harpo-
nola line there are
never any ‘kick-
backs” from con-
structional defects,
for the Harponola
has no construc-
tional defects. Har-
ponolas are right
and are backed by a company that
keeps them right. We suggest that
you advise, at once, if you are in a
position to handle a jobbing terri-
tory in an aggressive way.

THE HARPONOLA COMPANY

101 MERCELINA PARK

CELINA, OHIO

Edmund Brandts, President

The Phonograph with the ‘“Golden Voice’’

HARPONOLA
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= WHAT IS THERE IN IT FOR ME?
| Boiled down, this is what interests the Phonograph |

’ Merchant. He wants to know exactly what benefits
are his when he takes on a line.

GRANBY PHONOGRAPHS

“As Mellow as Southern Moonlight”

have special claims for your immediate consideration

because: ﬁ

Their exquisite Tone—their Classic Period
Designs—staunch Construction—and tech-
nical features are backed by a genuine
Granby merchandising policy.
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It 1s a policy that builds up business and
converts Prospects into Purchasers.

| I You profit by this active co-operation.
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Promoting Record Sales Through the Me-

dium of Suggested Home Programs syabram Davega

President, Knickerbocker T. M. Co.

e e e e IR

How best to increase business is an everlast-
ing study’and one worthy of earnest considera-
tion. Now, what is your main principle in con-
ducting your business? You are operating in a
legitimate way, making legitimate profits, trying
to meet competition in a fair manner. There-
fore, probably the most important business prin-
ciple which you could have is “that every owner
of a Victrola should obtain the most pleasure out
of the use of his instrument.” It is your specific
duty to see that they do, and the dealer who
does see to this important essential will find, as
we do, that people who get constant pleasure out

SUGGESTED HOME CONCERT—List No. 1
A PrograyM WorTH HEARING

1. Carmen—Prelude to Act I—‘“Light Instrumental En-
semble.” Played by Phila. Sympbon{2
Victor ecord ‘No. 64822
2. Madame Butterfiy (Au bel di redrema)—'‘Emotional
Melodious Operatic Arias.” Sung by Geraldine Farrar.
Victor Record No 88113
Tbe Fountain—‘‘Melodious Piano Display.”’ Played
by Alfred Cortot. Victor Record No. 74659
Can'y Me Back to Old Virginny—*‘'Soutbern Memory
Song.” Sung by Alma Gluck. Victor Record No. 74420
Souvenir—"“Emotional Melodious Violin Selection.”
Played by Mischa Elman. Victor Record No. 64644
Bobeme (Racconto di Rodalfo)—‘‘Passionate Melody,
Splendid, Tkrilling Song.” Sung by John McCormack.
Victor Record No. 74222
Danny Boy.—‘‘Mother’s Song of Devotion.” Sung by
Schumann-Heink. Victor Record No. 88592
8. Pagliacci (Vesti 1a Giubba)—*Dramatic Operatic Aria.”
Sung by Enrico Carusoa Victor Record No. 88061
9. Love’s Dream After the Ball—“Catcby Emotional In-
strumental Ensemble.” Played by Venetian Trio.
Victor Record No. 17720
10. Lucia Sextet (Chu mi Frena)—‘“Emotional Dramatic
Operatic Aria.”” Sumng by Galli-Curci, Egener, Caruso,
deLuca, Journet, Bada. Victor Record No. 95212

oo o ow
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of their Victrolas will buy more records. This
is the best way to meet competition and keep
your trade.

Sending your customers a list of current re-
leases each month moves the new stock, but
there are many excellent numbers now on your
shelves that ought to be in the record library
of your customers. The following plan which
we outline herewith will, in our opinion, not only
move a large proportion of your stock of stand-
ard numbers, but, more important still, will in-
spire greatly increased interest in building up a
complete record library on the part of your cus-
tomers.

Have you ever gone to a vaudeville show and
heard and saw too many acts of a similar nature,

and got bored and probably said to yourself that
you would not go to any more vaudeville shows
for a long time? This sameness should be elimi-
nated in playing Victor records.

Clerks should arrange the playing of records

for customers in some diversified order. Owners
of talking machines should do the same. We
have thought out a plan to help both obtain
more pleasure out of the Victrola with a better
understanding of the records themselves and
with a proper arrangement of the record play-
ings. This plan embodies the selling of practi-
cally every record in the catalog in due time.
For an experiment pick out ten different records
which you have in stock and try to arrange the
playing of them in an order which you think will
properly diversify them to give you the most
enjoyment. We are sure you will not find it so
easy as you think. We had a record expert ar-
range a program for us of ten Victor records,

SUGGESTED HOME CONCERT—List No. 2
A WELL-ARRANGED EVENING's HoME ENTERTAINMENT

1. Walkure—"Tbe Ride of Valkyries,” Played by
Phila. Orch. Victor Record 1\0 74684
2. Call Me Thine Own—*“Emotional Operatic Aria.” Sung
by Mabel Garrison. Victor Record No. 74612
3. Troika en traineaux—‘Melodious Splendidly Inter-
preted Piano Selections.” Played by S. Rachmaninoff.
Victor Record No. 74630
4. Carmen, Habanera—*“Catchy Operatic_Aria.”” Sung by
Gabriella Besa.nzom Victor Record No 74613
5. Nocturne—“A Melodious Violin Selection.” Played
by Mischa Elman. Victor Record No. 74643
6. Ell)ab, if With All Your Hearts—*‘Sacred Oratorio
Aria.”” Sung by Edward Johnson.
Victor Record No 74654
7. Quartet 1in F \Ia)or—“Wexrdly and Profoundly Ex-
quisite String Tones.” Sung by Flonzaley Quartet.
Victor Record No 74611
8. Ins (Apri la tua finestra)—‘‘Emotional Operatic Aria.”
Sung by B. Gigli. Victor Record No. 64939
9. La Pisanelle Le Quai (du pot de Famagousto—‘“Nov
elty Concert Instrument Ensemble.” Played by Tos-
canini LaScala Orch. Victor Record No. 64952
10. Beau Soir—‘‘A Smooth, Floating Melody Song.” Sung
by Giuseppe DeLuca. Victor Record No. 64934

and it took him quite a long time to select what
he thought was a real entertaining assortment.
When you stop to think that a theatre manager
spends all his time planning out a proper ar-
rangement of acts, and then again when you stop
to think of the five thousand and more Victor
records in the catalog. it is rather a difficult task
to properly select an assortment of records and
play them in a proper arrangement so as to give
you the right variety and the best enjoyment.

Grade “D”’ Cover with

THE C. E. WARD CO.

Well-Known Lodge Regalia House)
101 Wllham Street New London, Ohio

Also Manufacturers of Rubberlzed Covers
and Oust Covers for the Wareroom

No. 3 Straps

Ward’s Khaki Moving Covers

Distributors

BRISTOL & BARBER, INC.
3 E. l4th St., New York City

YAHR & LANGE ORUG CO.
207-215 E. Water St., Milwaukee, Wils.
COHEN & HUGHES. INC.
Washington, D. C.
BECKWITH-O’NEILL cCo.
Minneapolls, Minn.
STREVELL-PATERSON HARDWARE CO.
Salt Lake Clty, Utah
C. L. MARSHALL Co., INC.
Beckman Bldg., Cleveland, O.
Butler Bldg., Detrolt, Mlch.
THE REED CO.

237 FIfth Avenue, Plttshurgh, Pa.

C. J. VAN HOUTON & ZOON
140 8. Oearborn S8t., Chlcago, III.

SONORA OISTRIBUTING CO. OF TEXAS
Dallas, Texas

KNIGHT-CAMPBELL MUSIC CO.
1608 Wynkoon st., Oenver. Colo.
HAS. H. YATE
sl Lluuhlln 8ldg., Los Anooles. Cal.

W. 0. & C. N. ANOREWS
Buffalo, N. Y.

S8ACHS & CO.
425 80. Wabash Ave., Chlcago
SHERMAN, CLAY & Co.
741 Misslon St., San Franclsco, Cal.

40HN A. FUTCH cCoO.
35 Auburn Ave., Atlanta, Georpla
1500 South Boulevard, Charlotte, N. C.
630 Washington 8t, Jacksonville, Fla.

ORTON BROTHERS MUSIC HOUSE
Butte, Mont.

GRAY & OUOLEY CO., Nashville, Tenn.

AssoclATED FUHNITURE MFRS.
t. Louls, Mo.

w. J. OYER & BRO., 8t. Paul, Minn.

AMERICAN PHONOGRAPH CO.
Burllngton, Vt.

JOSEPH BARNETT & CU., Cedar Raplds, ja.

Looking at Victor records from this angle,
don’t you see the enormous possibilities of sell-
ing larger assortments of records to owners of
instruments? Record salespeople will only rec-
ommend the easiest selling records as a rule.
It is our belief that only 25 per cent of the Vic-
tor record library receives an active sale for this
reason alone. Now it is absolutely necessary
that all records should receive their proper share
of sales in order that the owners of talking
machines get the proper assortment of musical
enjoyment.

Before we can properly discuss an ideal plan
for selling all of the records in the catalog we
must first dwell upon the subject of properly
classifying Victor records. Some records appeal
to more people than others, but every record has
some particular appeal. Study each record and
find the customer to whom that record will ap-
peal and you've found the secret of selling more
records. Bring it to the attention of the listener,
and he will enjoy the record that much more. If
it were possible to classify every record in your
stock, you would have the real secret of sell-
ing more Victor records. This is an important
subject to get your customers interested in; the
very same principles which apply to you in sell-
ing records must be observed by them to ob-
tain more pleasure from their record libraries

SUGGESTED HOME CONCERT—List No. 3

A NigHT IN VAUDEVILLE

1. Light Cavalrv Overture—*Dramatic Military Overture.”
Played N{ Sousa’s Band. Victor Record No 35043
All by Myself—*"A Serio-Comic Popular Song.

Sung by A. Stanley Victor Record No. 18774

3. St. Louis Blues—‘A Dance Record Witb Grotesque
Effects.” Played by Original Dixieland Jazz Band.
Victor Record No. 18772
4. I Love a Lassie—‘*A Scotch Love Song.” Sung
Harry Lauder. Victor Rec.ord No. 55116
5. Tbe Love DBoat—“A Waltz Love Song.” Sun
{/obn Steel. Victor Record No. 18695
6. irginian Judge, Parts 1 and 2—*“Comic Dialogue.”
Walter Kelley. Victor Record No. 45180
7. My Old Kentucky Home—"A Novelty Record.” Old
Black Joe—‘‘Instrumental Number.” Played by Meyers
and Hanford. Victor Record No. 18767
8. Please Keep Out of My Dreams—"‘A Dream Song.”

Sung by Nora Bayes. Victor Record No 45136

L Songs of tbe Past, Nos. 3 and 4—"Ensemble.” Sung
Victor Light Opera Co. Victor Record No. 35483

10. l\atlonal Emblem March. PlVyed by U. S. Marine
Band. ictor I{ecord No. 18498

and a desire on their part to want a larger as-
sortment of records.

The Victor ready-reference labels are a big
aid to the clerk in classifying records. The Red
Scal Record Course given at the Victor factory
is the best suggestion we can give for a bet-
ter knowledge of classifying records.

Taking all these facts into consideration we
submit our special plan for selling a larger
variety of Victor records. Each week of the
ycar feature a special list of ten records. Num-
ber them consecutively. Arrange them in pro-
gram form—as illustrated on this page. Give
each record some classification appeal in writing
the title of the record, name of artist and the
record catalog number. Arrange the order of
their playing to give most pleasing results.
Diversify the lists each week, so that the variety
of the program is changed as much as possible.
Don’t feature the same records in any two
lists. In a year’s time you will have featured 520
records out of your stocks. Lists should be
saved, as they are valuable. They can be used
over and over again for different customers.
Perhaps it would be well to state upon these
lists your object in issuing them; that every
owner should obtain more pleasure out of the
playing of the Victrola. It would also be well
to give each list a general title. For example:
“An Evening at Home With the Victrola”; “At
the Vaudeville With the Victrola; “At the Opera
With the Victrola,” and many other topics and
subjects too numerous to mention.

Did you ever have a customer ask you to play
some Victor records, not knowing what they

(Continued on page 32)
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BAGSHAW

The Oldest and Largest
Manufacturers of Steel
Talking Machine
Needles in the World

NEEDLES

Best By Comparison

By actual comparison, BAGSHAW
NEEDI.ES are the finest steel talking
machine needles manufactured today. Each
BAGSHAW needle 1s backed by the reputa-
tion of the pioneers in the talking machine
needle industry. They are guaranteed by the
manufacturer, the jobber and the dealer alike.

W hether you desire needles packed in.cans,
envelopes or in bulk—or under your own
trade-mark—W. H. BAGSHAW CO. can

best satisfy your requirements.

The famous BRILLIANTONILE and

Salnples and Prices genuine PETMILCKY brands are manufac-
U Reauest - tured by BAGSHAW. The world over,
L CPon Leques BAGSHAW steel talking machinie needles

: . are renowned for their uniform length.
uniform points and uniform hardncss.

W H BAGSHAW CO.

FACTORIES: LOWELL, MASS.
SELLING AGENTS

BRILLIANTONE STEEL N EEDLE (CO. Srrorsres

347 FIFTH AVENUE
AT 34th STREET NEW YORK SUITE 610

kY
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On With The Dance!

LET SALES BE UNCONFINED

> : @he Mery Latest Bance Records of
BR".UANTON[ \ ﬂﬁbgm Jones :

PHONOGRAPH I o) g iﬂaul,!_mhitmnan

DANCE NEEDlES :‘ ; ' Art Hickman

HIGHEST ?PE TEEB.LE.‘“ THE WORLD @he 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!
R
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S

B
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(The Oldest and Largest Manufacturers of Talking Machine Needles in the World) |

BRILLIANTONE

STEELNEEDLE CO.ficoarated
Selling Agents for
W. H BAGSHAW & CO. Factory, Lowell, Mass.
347 FIFTH AVENUE.,
NEW YORK

Canadian Distributorsr 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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Hulda Lashanska’s sweet soprano will
bring back old memories to your customers
as you play “Long, Long Ago” to them.
Each playing should mean a sale of Columbia

Columbia Graphophone Co.

NEW YORK

B aaa

220

THE PROMOTION OF RECORD SALES
(Continued from page 29)

Isn’t it a good stunt to get them sold
on this new idea? Give them a program and
play ten records in their regular order. If they
already have some of the records they will try
out the program idea in their homes and buy
the records they need to complete the program.
Don't you think it a good plan to go into the
customer’'s home after you have sold them a
Victrola, or if they already own one, and see
them on this idea? Arrange their records in
the album in an evening’s entertainment order.
This very same idea with the albums can be
used in your stores. The main idea, however,
is to do anything that will help your customer
to get more pleasure out of the playing of his
records.

Have you ever given careful thought to the
educational features of the Victrola records?
For children, giving them a musical education;
for singers, helping them in their studies; for
all kinds of musical instrument students. The
Victrola, with its educational courses, is adopted
in 10,000 cities and forty-two States. Educational
records are staple, no cut-outs. Get children in-
terested so that when they grow up they will be
good music lovers—which means the permanent
upbuilding of business.

wanted?

The Weber Music Co., of Red Wing, Minn,,
is making an aggressive drive on Brunswick
machines and records.

TALKING MACHINE MEN HOLD DANCE

Association of Local Talking Machine Dealers
Holds Public Ball at Hotel Pennsylvania—
Very Interesting Program of Music

For the first time in the history of the talk-
ing machine industry a public ball was held
under the auspices of a talking machine dealers’
association. This ball took place on Thursday
night, November 17, at the Hotel Pennsylvania,
and was sponsored by the Talking Machine
Men, Inc.,, the dealer association, comprising
dealers located in New York, New Jersey and
Connecticut.

A most interesting program for this ball had
been arranged by the entertainment committee
of the Association, and over 500 attended the
ball, all of whom voted it a huge success. There
was continuous dancing from 8.30 p. m. till
2 a. m. and a diversity of dance music provided
plenty of entertainment for the guests. Etzel's
Elite Orchestra, a well-known and popular dance
organization, was engaged as the resident or-
chestra for the evening, but the most important
part of the program consisted of the appearance
of a number of prominent orchestras which make
records for the various companies and which
are well known in the recording field.

Among the orchestras which accepted the com-
mittee’s invitation to visit the ball and play for
a half-hour or more were the following organi-
zations: Paul Whiteman's Orchestra (exclusive
Victor), Benny Krueger’s Orchestra (exclusive

VELVET COVERED TURNTABLES

ADD TO THE QUALITY OF MACHINES

THE BEST TALKING MACHINES ARE EQUIPPED WITH

A. W. B. BOULEVARD VELVETS
GRAND PRIZE—-GOLD MEDAL, ST. LOUIS EXHIBITION

WRITE FOR SAMPLES AND PRICES

A. WIMPFHEIMER & BRO., Inc.
450-460 Fourth Avenue, New York

ESTABLISHED 1845

Brunswick), Yerkes’ Happy Six (exclusive Co-
lumbia) and the Vincent Lopez Orchestra. These
orchestras all played from thirty to forty-five
minutes each and were accorded an ovation by
the dancers. Between their visits Etzel’s Or-
cliestra supplied the music and occasionally
some of the representatives of the leading music
publishing houses appeared, rendering their
latest hits.

The success of the ball makes it probable that
similar events will be launched in the near
future, as it enables the public to visualize the
musical attainments of the dance orchestras
which make records for the different companies.
The dealers co-operated with the Association in
every possible way and Irwin Kurtz, president
of the Association, together with his brother
executives, well deserved the congratulations
that they received at the close of the evening.

NEW ARTO “BLUES” RECORDS

Recordings by the Well-known Colored Singer,
Lucille Hegamin, Appear in the December List
of Arto Co., Inc.—Proving Very Popular

Lucille Hegamin, the well-known colored
singer of “blues” songs who makes frequent
recordings for the Arto Co., Inc, and who
recently returned from a very successful tour

)

L

Miss Lucille Hegamin
of the principal cities of the Eastern States, has
been re-engaged by the Arto Co. for the coming
year.

In the December list of Arto records appear
several new recordings by this popular artist, in-
cluding “Mississippi Blues” and “Wabash Blues.”
The latter number has already attained much
popularity and as “Mississippi Blues” is by the
writer of “Arkansas Blues,” and is a typical num-
ber of that style of song, this new record will,
undoubtedly, be received most favorably.

JENSEN FILES BANKRUPTCY PLEA

Nils G. Jensen, proprietor of talking machine
establishments in the Florence Apartment and
the Greyhound Building, Utica, N. Y., has filed
a petition in bankruptcy in the Federal Court,
listing liabilities of $9,305 and assets of $6,357.
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BEDTIME MUSIC FOR CHILDREN

The Talking Machine Is Proving a Big Factor
in Supplying Delightful Music for Children

It is a fact that we have two minds—a con-
scious and a sub-conscious mind—and that this
sub-conscious mind is busy all the time we are
asleep, or when the other mind also is busy with
practical affairs. If this were not so we should
never wake up, or suddenly think of something
we ought to do, or originate one of those “bright
ideas” which we say “occur” to us. It is be-
cause of the busy working of the sub-conscious
mind that children should be sent happy to bed
—with “Bedtime Stories,” and other pleasant or
cheerful experiences and evidences of love and
of living in a beautiful world; for when the con-
scious mind is asleep, the sub-conscious mind is
“listening over again” to the entrancing bed-
time stories, and the inner spirit of the child is
having “a great time” all by itself, and is as
happy as can be; and so when the conscious
mind awakes the child opens its eyes on a
sunny world, and is, as we say, in a happy
frame of mind, says the Halifax Herald.

For the same reasons there should be “Bed-
time Music” for the little ones—and the parents
will derive just as much benefit from it as will
the children. For the fact is that even “Tom,
Tom, the Piper’s Son,” played from one of the
miniature records will pique the curiosity of the
older folks as well as of the children, and all
will laugh at Tom’s funny experiences, while
the pretty though simple tune will “stick” in
the sub-conscious mind, sing itself there all
night when parents and children are asleep—
and, note this, will produce the same effect of
happiness and good cheer on the spirit that the
real music did when heard by the outer ear.
We advise parents to give their children a half-
hour of simple music—at any rate ten or fifteen
minutes of it—before bedtime. Unfailingly it
will, subconsciously during the night, refresh
and rebuild the body and mind of the children,
and prepare them to be happy—and “good”—

children the next day. This is an established
fact; not an opinion.

All that 1s needed in the way of music for
this end is the singing of a sweet hymn, mother
leading, or a cheery song; or some simple
brightening music from a phonograph or pianola.
Or let there be a simple folk dance, or, still
better, one of the many “musical games” now in
vogue in the day schools. It will make all
engaged the happier then and on the day fol-
lowing; and, above all, it will work a Jove of
harmony into their hearts and conduct.

TUMULTY’S VIEWS ON MUSIC

Secretary to President Wilson Brings to Light
Interesting Wartime Letters Classifying Musi-
cal Instruments as Non-essentials

Joseph P. Tumulty, who figured prominently
in the affairs of the country during the late
Wilson Administration as secretary to the
President, has in his story of “Woodroyw Wilson
as I Know Him,” which has appeared in the
New York Times, revived many interesting epi-
sodes of the war period not generally known.

Of particular interest to members of the music
industry, however, was the attitude shown by
Tumulty during the war in connection with the
classification of essential and non-essential in-
dustries. In a letter he sent to the President on
January 17, 1918, and reproduced in full in his
story, there appears the following significant
paragraph: “It is a difficult thing, I know, to dis-
tinguish between essential and non-essential in-
dustries, but I am sure the country will under-
stand if such a distinction is made, if, for in-
stance, institutions that make pianos and talk-
ing machines and candy and articles that are
not immediately necessary for our life were cut
down altogether and things necessary to our sus-
tenance kept.”

The letter throws an interesting sidelight on
the forces that were operating against the music
industry during the war period and which were
so successfully overcome.

| “BLACK DIAMOND™
GRAPHITE

Spring Lubricant
The Lubricant
Supreme

Guaranteed not
to dry up or
become sticky
or rancid; re-
talns its
smooth, 8ilky
touch indefi-
nitely. I’'re-
. - pared in Just
the right consistency in collapsible tubes; |

%, 1, 5, 10, 25, 50 1b. cans,
Manufactured only by
HARTZELL CRUCIBLE CO. |
North Side, Pittsburgh, Pa,
Manufacturers’ Representatives

LOUIS A. SCHWARZ, INC.
1265 Broadway, New York City
21 East Van Buren St.,, Chicago, 1ii.
525 Forsyth Bidg., Atlanta, Ga.

| FOR SALE BY ALL LEADING JOBBERS

VICSONIAS FOR SOUTH AFRICA

Export Orders a Notable Feature of Demand for
the Vicsonia Reproducer

W. J. Sess, head of the Vicsonia Mfg. Co.,
makers of the Vicsonia reproducer for playing
Edison records on other types of machines,
reports that the demand for the Vicsonia is
showing a steady and gratifying increase. A
particularly noteworthy feature of the demand
is the volume of orders that is being received
from foreign countries. Only recently several
orders have been received from Johannesburg,
South Africa, and other distant points.

Polzin’s Furniture Store, Rapid City, S. D,
is featuring Victor fox-trot records made by the
Paul Whiteman Orchestra and the Benson
Orchestra of Chicago.

Main Wholesale Depot:
741 Mission Street, San Francisco

Branch Wholesale Depots:

444 So. Broadway, Los Angeles, California
45 Fourth St., Portland, Oregon
Oceanic Bldg., Cor. University and Post Sts.,
Seattle, Washington
427 West First Ave., Spokane, Washington

% .. 'REG U.S.mT.OfF

3

1 es0”
- MARC A ingpvaral RESY
—

Victor Victrolas
Victor Records
Victor Accessories
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VOCALION DISTRIBUTORS IN OHIO

Vocalion Co. of Ohio Organized in Cleveland
to Look After Wholesale Distribution of Vo-
calion Phonographs and Records in Ohio

CLeveELann, O., December 3—The Vocalion Co.
of Ohio has just been organized here to act
as distributors for Vocalion phonographs and
reccords in the Ohio territory and has already
made arrangements to enter the field in a big
way. The new company has secured quarters
at 328 West Superior street, this city, where a
liberal amount of space is available for office
and wareroom purposes, and has arranged to
carry a complete stock of both machines and
records for the purpose of rendering quick serv-
ice to the trade. James Pentz, who formerly
looked after the distribution of the Vocalion
products in the Pittsburgh territory, is sales
manager of the new company and is rapidly per-
fecting a strong sales organization. Oscar W.
Ray, manager of the wholesale Vocalion rec-
ord department of the Aeolian Co., was in Cleve-
land last week completing the new distributing
arrangements.

OPENS EXCLUSIVE OKEH SHOP

ATLANTA, GA., December 3.—Charles L. Adams
recently opened an exclusive Okeh record store
at 73 Decatur street, this city, which is known
as The Okeh Record Shop. Mr. Adams states
that he intends to confine his efforts exclusively
to the Okeh line, owing to the rapidly increas-
ing demand for these records. The Okeh Rec-
ord Shop is also handling the Steger phonograpl
and an extensive local campaign on this line is
being planned.

PADDACK _PRODUCTS 6RGAN]ZED

Paddack Products, of New York, manufactur-
ers of sound-reproducing instruments, have re-
ceived a charter of incorporation in that State,
with a capital of $20,000. Incorporators are J. H.
Cerbone, S. D. Paddack and F. \V. Kristeller.

WAXED PAPER PROTECTS SHIPMENTS

Shipments of Pianos and Talking Machines Can
Be Protected From Atmospheric Changes by
Lining Cases With Waxed Paper

The Music Industries Chamber of Commerce
has received from the Waxed Paper Manufac-
turers’ Association, 505 Fifth avenue, New York,
the following communication of interest to ex-
porters in the music industry who ship instru-
ments to or through the tropics:

“I received a letter in this morning’s mail from
the Specialties Commodity Department of the
Bureau of Foreign and Domestic Commerce,
Washington, D. C., suggesting that piano and
talking machine people have a good deal of diffi-
culty with all transoceanic shipments on account
of the damage sustained by the cases through
the transportation across the warm and humid
tropics. I am also told that there is much diffi-
culty experienced even in shipping to Europe.

“The furniture manufacturers of Grand Rapids,
Mich., have devised a scheme for meeting this
situation, as far as office furniture is concerned,
by lining the cases with a very rough waxed
paper, sealed at the edges with hot paraffin
spray. This adds but a few cents to the cost of
the case and is a very complete protection for
the product.

“Waxed paper is manufactured in all grades
and weights. It is even manufactured in as
heavy weights as building paper and with all
degrees of toughness and durability, according
to the quality of paper lot ordered.

“This paper is handled for such cases as fol-
lows: The sides, top and bottom of the packing
case are made up separately and are completely
lined with heavy waxed paper sheets. Then %he
portions of the packing case are put together and
workmen with a hot paraffin atomizer simply
seal the edges and all joints by spraying with a
little hot paraffin. Then when the cover is put
on the edges of that are sprayed. Consequently
the article of furniture and metal parts reach their
destination in exactly the same atmospheric con-

GRAPHITE PHONO

l L S L E Y ’ S SPRING LUBRICANT

llsley’s Lubricant makes the Motor make good

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

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

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

EUREKA NOISELESS TALKING
— —— MACHINE LUBRICANT
Write for special proposition lo jobbers,

ILSLEY-DOUBLEDAY & CO., 229-231 Froat St., New York

dition as that in which they were manufactured.
It has proved so satisfactory in the furniture
business that the metal office people have made
inquiry in regard to the possibilities of its use.”

FOUR-RECORD TURNTABLE INVENTED

New Multiple-record Turntable Facilitates Dem-
onstration of Records

A late model multiple-record talking machine
which utilizes the motion of a turntable to effect
record changes is now on the market, says the
Popular Mechanics Magazine in an illustrated
article. Four revolving record tables carry the
records and pass in consecutive order under the
tone arm for playing. Instead of the tone arm
being guided across the records by the record
grooves, a large revolving table, supporting the
four spinning discs, slowly moves the groove
under the tone arm. During the playing the
larger table moves very slowly. \When the piece
has been finished the tone arm automatically
rises and the larger table, after a short stop.
suddenly makes a partial revolution by which the
next record is brought into play.

BARTER & C-O. DECLARED BANKRUPT

Involuntary petitions in bankruptcy have been
filed against Barter & Co., of Watertown, dealers
in talking machines, sporting goods, etc. Assets
are about $26,000 and liabilities are expected to
total $34,000. Harry A. Heikok and Fred W.
Empsall have been appointed receivers.

The New Empire Univer-
sal Ball Bearing Tone
Arm and Reproducer

Made in Two Lengths:
8" and 9”

Individuality in Your

Product Will Mean More Sales for You!

none.

E are prepared to submit to re-
liable manufacturers samples of
our tone arms and reproducers in order
to enable them to determine the merit
of our product. Our prices are low and
the quality of our product is second to

Write or wire us for samples and

quotations and give us an outline of
your requirements.

THE EMPIRE PHONO PARTS COMPANY, 1362 East Third Street, Cleveland, O.

Established in 1914

Manufacturers of High Grade Tone Arms and Reproducers

W. J. McNAMARA, President

The Empire Universal
Pivot Base Tone Arm
and Reproducer

Made in Several Lengths.

T

B el -y
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What better Christmas gift than the “Sex-
tette” from Lucia by Barrientos, Hackett,
Stracciari, Mardones, Noe and Meader? A
year-round record, teo, is Columbia 49768.

Columbia Graphophone Co.
NEW YGORK

THE MAN WHO STRIVES WINS OUT

No Salesman Ever Did His Best Without Trying
—Pays to Get the Habit

Only the man who thinks he has an opportunity
has a chance in this world. The fellow who
shackles himself with despair never gets there.
He can’t. His load is too heavy, and the wool
he has pulled over his eyes hides opportunity.
He can't see her when she comes.

Most of us must serve others—only a few can
command. But the man who serves best eventually
holds the wheel. And it's the man who is striving
to serve best that does serve best.

No man ever did his best without trying—and

we all can try. The salesman can try to sell
a customer who has come in to look around. He
may or may not succeed—but he surely couldn’t
have succeeded without trying.
—His efforts, though fruitless for the present, may
have made a sale for the future. And the sales-
man has made himself a better salesman—he has
broadened his experience and developed his sales-
manship.

Even more important—he has fried, and trying
becomes a habit and it is confinued frying that
pushes a man ahead.

Getting down to cases, salesmanship is the big
factor in present-day business. It's the “open se-
same” to big opportunity. But you've got to
see the opportunity. You've got to believe in it
and work for it.

Many of our greatest masters of industry were
clerks in cross-road stores who thought they had
an opportunity and set out to prove it.

Now the question is not, are opportunities equal
to all, but, are you equal to your opportunities.

“GRANBY WEEK” IN ST. LOUIS

Great Newspaper Campaign Brings Good Re-
sults to Talking Machine Dealers

St. Lours, Mo., December 1.—The week of Oc-
tober 16, which was inaugurated as *“Granby
Week,” was the beginning of a campaign which
has been conducted straight through to the pres-
ent date. Since that time Granby dealers have
been running advertisements in the daily and
Sunday papers and it is reported that the re-
sults from this campaign have been very gratify-
ing to Granby dealers in this city. It is also
reported that one Granby dealer who closed out
his line of relatively unknown machines at re-
duced prices found that instead of cleaning up
on old stock the preference was decidedly for
the Granby at regular prices. Elaborate win-
dow displays of particular note appeared recently
at the headquarters of the St. Louis House Fur-
nishing Co. and the Thuner Furniture Co.

The St. Louis headquarters of the Granby
Phonograph Corp., of Norfolk, Va., reports that
many of the dealers who have only recently
taken on the Granby line have already sent re-
orders. The Granby outlook is very promising.

Emerson records are being pushed by Chas.
J. Gibson, music merchant, of Blair, Wis.

BREAKING SALES RECORDS ON COAST

John Breuner Co., of Sacramento, Gives Some
Interesting Facts—Takes on Brunswick Line

SacrAMENTO, CaL., December 3.—L. C. Schroeder,
manager of the talking machine department of
the John Rreuner Co., reports closing a splendid
November business, following the largest Octo-
ber trade in history. A big campaign was started
the first of that month and during the first week
fifty-one instruments were sold. This makes a
new record for the city of Sacramento and, with
the same enthusiasm, Mr. Schroeder and his
selling staff expect a bigger increase in December.

The agency for the Brunswick line has just
been taken over by the Breuner Co., which now
handles a complete line of Victrolas, Brunswick
and Sonora instruments, including Victor and
Brunswick records.

NEW USE FOR TALKING MACHINE

Dreamy Waltzes on Talking Machines Keep the
Hippodrome Elephants Good-natured

George Power, trainer of the New York Hip-
podrome elephants, has found a new use for a
talking machine. Power plays a slow, dreamy
waltz for his big pets before they make their
appearance in “Get Together.” Power finds that
the music soothes the big beasts, which, like all
trained animals, become restless at the time of
the day when they usually do their tricks, and
ensures their giving a better performance.

LANDAY SHOP GETS NEW MANAGER

Louis H. Jacobi Assumes Management of
Newark Establishment—Piano Sales Methods
Sell “Talkers”—Alterations Under Way

NewArg, N. J., December 3.—Louis H. Jacobi,
formerly sales manager of the piano department of
the L. Bamberger store and for several years con-
nected with Kaufmann’s, “The Big Store,” in
Pittsburgh, Pa., as buyer for the piano department,
has assumed the management of the Landay Shop,
Victor and Sonora dealer, succeeding Branson
M. De Cou. Although Mr. Jacobi has been in
charge of the local store but a short time he
kas had a decided success. He has applied the
methods of selling pianos to the sale of talking
machines and courtesy and instant attention to
customers are two of the outstanding features
of his merchandising principles.

The Landay Shop is one of the finest in New-
ark. It occupies two floors and a basement. The
latter is given over to the piano and music roll
department and the first floor is devoted to rec-
ord demonstration booths and record racks.
Business has increased to such an extent under
Mr. Jacobi’s management that the demonstration
booths were found insufficient to take care of
customers. To overcome this difficulty several
of the booths are being cut in two, thus increas-
ing the number of hearing rooms to twenty-five.
The second floor is devoted entirely to display
rooms for various types of Victrolas and
Sonoras and the business department of the
store.

Your Problem Is OQurs

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

PARKS & PARKS, Inc.

Answer: TONAR RECORD BRUSHES

(Trade Mark)

Have we solved the above problem correctly?

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

Made in mahogany, oak and ebony colored finishes.

New York Offfce, C. E. Peabody & Co., 186 Greenwifch St.

TROY, N. Y.
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%) L.WAYS The CHeNEY has
%Y been known for highest
standards of quality at fair
prices. Our recent price re-
duction on all models strik-
ingly emphasizes the value 1n
Cheney instruments. The

public has been quick to rec-

ognize this value and Cheney

The MASTER PHONOGRAPH

CHENEY TALKING MACHINE COMPANY -

CHICAGO
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VICTROLA SHOW WEEK A SUCCESS

Lion Dry Goods Co., Toledo, O., Closes Sub-
stantial Business as Result of Show—Public
Keenly Interested in Details of the Event

Torepo, O., December 6.—Victrola Show Week
at the Lion Dry Goods Co., of this city, pro-
duced business. The advertising told people to
come in to see the “toy Victrola,” the forefather
of the universal music instrument of to-day; to
see a “glass” Victrola, to see Rhadames, Gilda
and all the opera stars in their proper setting, to
see a complete showing of Victrolas, prices rang-
ing from $25 to $1,315. Crowds came, saw, and
once more the Victor conquered. People went
away talking of the care of cabinet construction,
beauty of finish, variety of price and the unique
ability to reproduce all kinds of music—bass, so-
prano, banjo, piano, violin, quartets—superiorly
well. Mr. Pete, the manager of the department
which is Victor exclusively, feels the week’s work
the best he has ever done. Prospects and actual
sales far exceeded expectations.

A unique feature of the Lion’s Victrola Show
\Week was the hand-embroidered Victor trade-
mark. At first glance one takes it for an oil
painting, so perfect are the stitches. The work
was done by the mother of a salesman of the
Toledo Talking Machine Co., and was most
highly commended.

Mr. Pete, manager of the Lion Dry Goods
Victrola department, has found the Red Derby
Plan most successful. The girl who sells the
most Red Seal records wins the “Derby”—and
during a given time every girl works. Such a
plan shows the actual Red Seal sales of every
girl, no guesswork about it.

TO ERECT NEW VICTOR BUILDING

The Victor Talking Machine Co., of Camden,
N. J.,, has been granted a building permit for the
construction on Front street of an addition to
its great manufacturing plant.

ARTISTS JOIN IN CARUSO TRIBUTE

Impressive Ceremonies Mark Presentation of
Caruso’s Bust to Metropolitan Opera Co.

The presentation of a bronze bust of Caruso,
the great tenor and Victor artist, to the Metro-
politan Opera Company, of New York, on No-
vember 27, was made the occasion of a memorial
tribute to the deceased singer. The opera house
was filled to capacity by a silent audience
throughout the ceremony. There was no ap-
plause for singers like Galli-Curci, Martinelli,
Farrar and other members of the company, nor
did they expect it. The artists wore black and
sang on a stage black-draped about the bust of
Caruso, which was presented by F. La Guardia,
of the city government, in behalf of the sing-
er’s widow, who occupied one of the boxes.

The proceeds of the concert, swelled by indi-
vidual contributions from the artists, reached
$12,000, which, when converted into Italian
money, amount to some 300,000 lire, and the
entire sum will be given to the Verdi Home for
Aged Musicians at Milan, Italy.

INTRODUCE NEW PHILLIPS TONE ARM

Wm. Phillips, president of the Wm. Phillips
Phono Parts Corp., New York City, has an-
nounced the appearance of a new Phillips tone
arm on the market. This new tone arm is
known as the special throw-back arm No. 5, and
is also equipped with reproducer No. 5. Both
tone arm and reproducer are octagon in shape
and the combination is, as Mr. Phillips described
it, “pleasing to the eye and pleasing to the
ear.” Mr. Phillips predicts a great future for
this combination and reports that orders are
coming in satisfactory volume for the entire line.
He also predicts that 1922 will be a year of gen-
erally good business for all.

Pathé phonographs and records are being fea-
tured at Kuch’s Palace, Robbinsdale, Minn.

CO-OPERATE WITH CENSUS BUREAU

Manufacturers in the Talking Machine Industry
Should Promptly Fill Out Forms Covering
Status of Manufacturers for the Year 1921

Shortly after January 1, 1922, manufacturers
in all branches of the talking machine industry
will receive from the Census Bureau at Washing-
ton, D. C, detailed forms covering the 1921 cen-
sus of manufactures. The schedules have been
broadened out somewhat this year so as to make
a more complete analysis of the various depart-
ments of the industry.

The Director of the Census makes a special
appeal through The World to manufacturers,
urging them to promptly fill out and return the
schedules when they are received early in Janu-
ary. If manufacturers generally will do this it
will make no mean saving of governmental ex~
penditures, and inasmuch as the manufacturing
industries pay about two-thirds of the Federal
taxes, when they can save two-thirds of a dollar
they ought to be interested in doing it.

In this connection the board of directors of
the National Association of Manufacturers re-
cently passed the following resolution:

“Resolved, That the National Association of
Manufacturers recognizes the importance of the
census of manufacturing industries in the United
States, which is required to be taken by the Act
of Congress approved March 3, 1919, and it rec-
ommends to manufacturers that they co-operate
earnestly with the Director of the Census and
furnish the information required to make the
statistics full and accurate.”

TRUMOPHONE CO. INCORPORATES

A charter of incorporation has been granted
to the Trumophone Co. under the laws of the
State of Delaware, with a capital of $1,500,000.
Incorporators are: Henry Boyd, James Hutch-
inson and E. F. Callan. This concern will en-
gage in the manufacture of talking machines.

to complete the sale.

Clinton & Beaver Sts.

\

/
Collings & Co. And You

Victor dealers in the territory to which we confine
ourselves—Northern New Jersey and Northeastern Penn-
sylvania—~know almost every trolley line stops within a
block of Collings’ headquarters.

So they drop in and discuss their problems cozily with
us—instead of writing further away.

They bring their customers in, too, to look at various
Victrola styles which Collings ‘can always deliver in time

“Buy Where You Sell.”

“Collings Covers Your Wants.”

COLLINGS & COMPANY

Victor Distributors for Northern New Jersey and Northeastern
Pennsylvania

(Plum Building)

Newark, N. J.
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SUCCESSFUL

DEALERS

will tell you that there 1s a demand for Sonoras
that results in steady sales.

Many dealers who have carried other makes
of phonograph are now concentrating on
Sonoras because they know that

THE INSTRUMENT OF QUALITY

gnoral

CLEAR AS A BELL

has the confidence of the purchasing public
and 1s EASY to sell.

Sonora owners enjoy the Pride of Possession
which accounts to a large degree for the full
measure of success that Sonora dealers enjoy.
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A Sonora agency 1s increasingly valuable.

information to

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.
Arkans?.s,, Louisiana, Tennessee, Mis-
sissippi.

Kiefer-Stewart Co.,
Indianapolis, Ind.
Entire State of Indiana.

Lee-Coit-Andreesen Hardware
Co.,
Omaha, Nebr.
State of Nebraska.

MS & E,

221 Columbus
Mass.

Connecticut, Rhode Island and east-
ern Massachusetts.

C. L. Marshall Co., Inc.,

Ave.,, Boston,

514 Griswold St., Detroit, Mich.

Michigan and Obhio.

Moore-Bird & Co.,

1751 California St., Denver, Colo.

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

NEW DEALERS

ARE NOW BEING ADDED

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.,
Wichita, 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.

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

Write for

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.

L. J. Van Houten & Zoon,

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

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-
lvyn; counties of Westchester, Putnam
and Dutchess, south of Poughkeepsie
and all Hudson River towns and cities
on the west bank of the river, south of
Highland.
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VICTOR DEALER ACTIVITY IN IOWA

Business Assumes Wonderful Strides, Owing to
Holiday Demand—Baxter Co.’s Victrola Drive
—JIowa Mercantile Co. After School Trade—
H. L. Woodward’s Views—Other News Items

Des Moings, Ia., December 6.—With the coming
of the holiday season the talking machine busi-
ness throughout the State has taken on wonder-
ful strides. Not only are the dealers feeling
more optimistic, but are actually worrying
whether they will be able to secure enough mer-
chandise with which to take care of their de-
mands. This is especially true of the business
along the Mississippi River and in the eastern
part of the State, which contains the larger num-
ber of better towns.

In conversation with the officials of Mickel
Bros. Co., Victor wholesalers, we learn that for
some reason or other their sales took a wonder-
ful jump during the month of October, and the
month of November exceeded all previous months
of the present year.

“Never before,” said Geo. E. Mickel, president
of Mickel Bros. Co., “have we felt the Christ-
mas business as early as we have this year.
Commencing around the latter part of Septem-
ber, our dealers placed large orders with us for
delivery during October and November. Our
travelers report that their estimates were en-
tirely too low and that the stocks with which
they had hoped to conduct their Christmas busi-
ness are practically exhausted. This is verified
by the orders which we are receiving.”

The Baxter Piano Co., of Davenport, has just
closed a very wonderful ten-day campaign on
Victrolas. After the period was over it adver-
tised in the local papers that it had twenty-five
empty Victrola cases for sale. The Arnold Jew-
elry & Music Co.,, of Ottumwa, and the Des
Moines Music Co., of Des Moines, have also con-
ducted campaigns on the Model 80 and both re-
port unusual success.

“Larry” Richards, the Iowa representative of
the Victor Co., is making his headquarters in
Des Moines and is doing some very effective
work in assisting the dealers to market the Viec-
trola. “Larry,” as he is familiarly known, has
already made a host of friends. He formerly had
charge of the New England territory, having
covered that section for two years for the Victor
Co.

Harmony Hall, of Iowa City, reports wonder-
ful success with the musical census. This work

required the services of four people and took
them two weeks to complete. During the two
weeks twelve Victrolas were sold, ranging in size
from the No. 80 to the No. 130. Besides this
Mr. Spencer, the manager, is holding over fifty
good prospects which he has every reason to
believe will be closed before Christmas.

H. W. Burnett, or “Burnie,” as he is known to
the trade, shyly denies the reports of his en-
gagement to Miss Eloise Burkheimer, of Des
Moines. “Burnie” travels for Mickel Bros. Co.,
calling on the trade in southeastern Iowa.

The Iowa Mercantile Co., of Newton, is con-
ducting a very successful campaign among the
rural schools in an effort to equip them with
small Victrolas. The plan consists of a letter,
offering them co-operation in putting on an en-
tertainment for the purpose of raising funds.
The plan has been working but two weeks at
this writing, and already four sales have been
made. Two were for the Victrola VI and two
for the Victrola XXV.

One of the very well-known talking machine
men in the State is H. L. Woodward, owner of
the Des Moines Music Co., of this city, an ex-
clusive Victor store. “Woodie,” as most folks
know him, was at one time a traveler for the
Chicago Talking Machine Co., and later man-
ager of the Victor department of Gimbel Bros.,
of Milwaukee. For a few months he was out of
the game and it was only a few months ago that
he was able to secure the agency for Victrolas
in Des Moines. “Our business,” said Mr. Wood-
ward, ‘“has simply grown by leaps and bounds.
Of course, with our location and organization we
naturally expected some business, but it exceeded
our greatest imaginations.”

Prof. C. A. Fullerton, of the Iowa State Teach-
ers’ College at Cedar Falls, is quite enthusiastic
over the new Victrola 50. “It is just the thing
for rural schools,” said Prof. Fullerton. “With
the addition of the leather carrying case, pro-
viding a space for records, it suits the rural needs
exactly.” There was never a more ardent sup-
porter of the music in the rural schools than
Mr. Fullerton. He is visiting them practically
all of the time and much of the musical advance-
ment among the schools in the country districts
is directly traceable to him.

Among some recent visitors to the Mickel
Bros. Co. were Jos. Britt, of the Crary Hardware
Co., Boone; John Vance, of the Vance Music Co.,
Mason City; L. A. Murray, of the L. A. Murray
Co., Davenport, and L. R. Spencer, of Harmony
Ha}l, Towa City.
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To .the Victor
Retailers in Iowa

We extend our hearty greetings
wishing them unlimited success

The experience and knowledge of this or-
ganization will be at your service in 1922
with greatly augmented facilities for prac-

MICKEL BROS. CO.

DES MOINES, IA.

Al i W
il

Sales Manager,
VICTOR Wholesale Exclusively.
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“Does It Play All Records?”

Certainly MAGNOLA does; and without any extra
attachments, too. This is only one feature, albeit a
most un‘pomnt one, in the thoroughly up-to-date equip
ment ‘of the MARVELOUS MAGNOLA.

MAGNOLA ‘“Built by Tone Specialists”’

May we send you our handsome. sllusirated catalog
chock full of information concerning the wonderful
construction system of Magnols and the heauties of
its musical results, its artistic appearance and itr
moderate price?

Send your name and let us tell you morel

MAGNOLA TALKING MACHINE COMPANY

OTTO B8CHULZ2. President
8outhern Wholessle Branch
1530 CANDLER BLDG.
ATLANTA, GA.

Genera! Ofces
71! MILWAUKEE AVENUVE
CHICAGO

SELLS “DAILY DOZEN” TO SCHOOLS

Hahne & Co. Talking Machine Department Fea-
tures ‘“Health Builder” Records—Installs Thtree
Sets in Perth Amboy Schools

Newarg, N. J.,, December 6—Walter Camp’s
“Health Builder” records, distributed by the
Health Builders, with headquarters in New York,
are being pushed with excellent results in the
talking machine department of the Hahne & Co.
store, Broad street, this city. These records
have been prepared with a view to furnishing
the rhythm for a selected list of exercises, known
as the “Daily Dozen.” Five double-disc records,
twelve charts showing the various exercises, a
booklet of instruction and an album complete
the set.

J. A. Bliesenick, manager of the department, is
enthusiastic over the “Health Builder” records
and the result of his advertising and energy thus
far is the sale of three sets to the schools of
Perth Amboy.

“CHILDREN’S HOUR” A SALES HELP

A clever plan which was very successful in
stimulating interest in the talking machine
through children was recently tried out at the
establishment of Emanuel Blout, of New York.
This consisted of a Saturday morning “Chil-
dren’s Hour.” Customers were invited to bring
their children to the store at these periods and
various programs were given on the Victrola.
The plan was productive of fruitful results and
might be put into effect by other dealers with
profit.

EXHIBIT THAT ATTRACTS ATTENTION

Hicu Point, N. C., December 5.—The Granby ex-
hibit at the Southern Furniture Market, in this
city, has been attracting much attention from the
many dealers who attended. F. D. W. Connelly,
of the Granby Phonograph Corp., of Norfolk,
Va., is in charge of the exhibit. He has had
much success in opening new accounts in the
Southern territory.

The Brunswick Music Shop is the latest ad-
dition to the talking machine stores of Muske-
gon, Mich. Attractive quarters have been
opened at 91 West Western avenue, under the
management of Harry Riddell.
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Stephenson Movement

Contains a

Unit Push Button Brake, Speed and
Tempo Regulating Device

Push buttons to start
and to stop motor.

Regulating screw to
synchronize R. P. M..

2 of turntable with nor-
mal reading of speed
regulator.

( cManufacturer’s
adjustment)

8 Tempo regulating de-

vice for user.

This new feature in table board equipment
is a part of the Stephenson Movement* for
Phonographs. Its operation is positive. Its
handsome appearance and its unique opera-
tion will add a tangible sales value to your
phonograph.

Send for special circular describing other
novel features of the Stephenson Precision-
made Movement for Phonographs.

STEPHENSON

DIVISION
DE CAMP & SLOAN INC

One Hundred and Seventy Pennington Street
Newark ,New Jersey

{ *TRADE MARK
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MEETING OF CENTRAL OHIO DEALERS

Important Subjects Discussed at Gathering in
Columbus With President King Presiding—
Big Show of Talking Machines Interest—Lec-
tures on the Operas—Other Happenings

Corumsus, O., December 5.—More aggressive-
ness and greater concentration in the talking
machine trade by the dealers were the points
impressed upon the delegates from thirteen cities
in the central part of Ohio, who came to Colum-
bus for the first meeting subsequent to the organ-
ization meeting of the Central Qhio Victor Talk-
ing Machine Retail Dealers’ Association, held in
Columbus in November.

Leslie 1. King, president of the Association and
manager of the Victrola department of the
Morehouse-Martens Co., presided over the meet-
ing and introduced a novel plan of adopting the
method of questions and answers in preference to
general discussions. “To our surprise, many
things were learned in this way that were not
known before. In so doing we actually con-
ducted an educational campaign and members
felt benefited by this innovation,” said Mr. King.

Already the organization has increased 120
per cent, which is phenomenal, indeed, for the
sliort time it has been in existence and it is an
augury of greater development.

Plans are now being formulated by the execu-
tive comimittee of this Association for a con-
vention, to which all Victor dealers, whether
members or not, will be invited. The convention
is to be held in Columbus some time during the
month of February, 1922,

These members were represented at the meet-
ing held in November: R. D. Adair, Xenia; W.
H. Bowron, Caldwell; M. G. Chandler, Chilli-
cothe; F. G. Mardis, Mt. Vernon; Johns Music
Store, Lima; Harry Ackerman Piano Co., Mari-
on! Elite Music Co., Columbus; Gem Pharmacy,
Nelsonville; Goldsmith Music Store, Columbus;
Heaton’s Music Store, Columbus; People’s Store,
Columbus; Phillips & Son, Mt. Gilead; Sell
Bros.,, Delaware; Stewart Bros, Columbus;
Spence’s Music Store, Columbus; Spence Music
Co., Zanesville, and Chas. M. Zitzer, Mansfield.

The public is getting its disc music cheaper
now than it did fifteen years ago i{s the conten-
tion of Leslie I. King. “The people do not re-
alize that fact, but we intend to prove it to them
in our ‘Progress Victrola Show,” when we will
demonstrate records that the public seldom hear,
vet which contain the best volume and value of
music to be had for the amount of money they
sell for.”

Let One Man Deliver
Your Talking Machine

The Lea Talking Machine Truck will handle the large machine
with ease and safety.

No stairs too steep.

Quickly adjusted to any size or make of machine.

Equipped with ruhher-tired wheels.

The saving of the second man on the wagon will soon pay
for the truck.

Piano Trucks, Hoists, Covers and Straps

Self Lifting Piano Truck Co.

Write for Circular and Prices

Also

Made only by

FINDLAY, OHIO

In securing the different models of Victrolas the
Morehouse-Martens Co. has been successful in
obtaining the first talking machine that was ever
brought to this city, which was forty-four years
ago. This machine is an Edison and when first
brought to Columbus a charge of twenty-five
cents was made to listen to it. W. H. Fish, of
this city, upon hearing this machine, immediately
bought it and thus became Columbus’ first
owner and purchaser of a talking machine.
Strange as it may seem, that particular machine
was sold in a store located on the same site
where the Morehouse-Martens Co. is now lo-
cated and where the show is to be held.

The show opened the last week in November
and lasted for ten days. Two thousand invita-
tions were mailed to customers, prospective buy-
ers, prominent citizens and to all the local news-
papermen.

Great interest was manifested in the opera
“Il Trovatore” during the course of Prof. Low-
den’s lecture on this opera in the Winter Gar-
den of the New Southern Hotel. This was the
fourth lecture in a course of five.

* ‘11 Trovatore’ is considered by many as the
greatest of gypsy stories,” said Prof. Lowden.
“It has been a great favorite with many of the
present-day artists. Among those who have
taken part in the beautiful arias, duets, trios and
choruses are Martinelli, de Luca, Zerola, Jour-
net, Amato, Tetrazzini, Gadski, Destinn, Schu-
mann-Heink, Homer and McCormack.

Records by these artists were played on the
Victrola by Prof. Lowden during his discourse
of the opera.

The opera “Carmen” is the fifth and last opera
in the series and the lecture on it will be given
during the month of December.

EDUCATIONAL RECORDS FOR SCHOOL

Marron, O., December 3.—The purchase of edu-
cational talking machine records for use in the
public schools of Marion is announced by Miss
Sarah Taylor, supervisor of music in the public
schools. The Board of Education, at a recent
meeting, appropriated money for the purchase of
such records as she decided were appropriate
for this work. Talking machines are to be found
in all leading Marion school buildings.

The W. W. Mertz Co., Torrington, Conn., has
organized a Victrola Club as a means of stimulat-
ing business.

During the coming year

OK&L Records

- will be a profitable friend to
you—1f you start the year
with an OK« Record Agency.

1705 E. BROAD ST.

EVERHART & BROWN

RICHMOND, VA.

NEW POSTS FOR COLUMBIA MEN

H. L. Tuers, manager of the Dealer Service
department of the Columbia Graphophone Co.,
announced recently the appointment of G. T.
Harris as Dealer Service supervisor at the com-
pany’s St. Louis branch, succeeding W. John-
ston, who has resigned. Mr. Tuers also an-
nounced the appointment of W. W. Schumacher
as Dealer Service supervisor at the Detroit
branch, succeeding J. F. Megirt, who has re-
cently been appointed a member of the Cleveland
staff.

Why Break Records?
Just File Them!

That is if you have the wonderful Record filing sys
tem which 1s a feature o

The Marvelous MAGNOLA

‘Watching the Music Come Out

This is only one feature of many that will command
your interest and attlention.d Le; us send yau' hand-
some illustrated caotalog and information as to our
plans for helping you to make money with MAGNOLA.

MAGNOLA TALKING MACHINE COMPANY

OTTO SCHULZ, President
General Offices Southera Whelesale Eramsh
711 MILWAUKEE AVENUE 1830 CANDLER BLDG.
OHIDAQD ATLANTA, GA.
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General Phonograph Corporation
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President
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Why the Unrestrlcted Exchangmg of Records

By Hayward Cleveland
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In addition to the excellent suggestions made
by Harry Drew on page 146 of the September
Talking Machine World the following thouglts,
born of many experiences, are presented:

The unrestricted exchanging of records is a
reprehensible practice and every plan known to
the trade for checking it should be published.
The semi-perishable character of the records, par-
ticularly of their surfaces, imposes this as a
duty upon all good storekeepers who value the
continued patronage of the best class of clients.

The record salesmen of the country should act
as a unit in their approach to this vital subject.
They should educate the buying public into a
better understanding of the problem. Enough
is not said, placarded, stamped, printed, written,
upon the question. By common inaction, call it
consent, neglect, avoidance, what you will, it is
passed up, when the better way is to meet the
trouble more than half way. “Help us protect
you from yourselves” should be the salesmen’s
slogan. They should preach the necessity of
protecting their stocks by every conceivable
method and make the public understand that their
co-operation, to this end, is sought, for 90 per
cent of the exchanged records must, and do,
find their way back into the bins to be sold
again.

In this process of educating the public the
following additional means are available:

First as to booth signs. Neat little framed
signs can be hung on the walls of the booths,
worded in any one of the following ways:

“We take pride in the condition of our record
stock. Help us maintain our high standard by
not requesting that we exchange records you
have heard and accepted.”

Or—

“Please do not ask us to exchange records you
have heard and accepted. We make this re-
quest for your protection.”

Or more abruptly—

“Records that have been tested and accepted
cannot be exchanged.”

Then, on the packing bench, there can be placed
two rubber stamps and a stamp pad. The first
and most frequently used stamp should read:
“These records have been tested and accepted
and cannot be exchanged.” The second stamp
should read: “These records, bought without test,
can be exchanged within ......... days.” The
individual dealer must decide as to the number
of days. Once the package is duly wrapped

U. S. Player
Rolls

At Your Own Price

We are confining our
business strictly to
Talking Machine
Accessories and have
several thousand rolls
to sell at auction by
mail. Will gladly send
you a list of numbers
on hand. Make your
bid. -
WALTER S. GRAY CO.

942 Market Street, San Francisco

up the first or second stamp can be used, accord-
ing to circumstances. This precaution would
seem casy to evade, but it has acted as a positive
deterrent in actual practice.

Coming down to the sales tickets, some such
rule as this can be printed thereon: “Records
that have been tested and accepted cannot be
exchanged. This rule has been adopted in the
best interests of our clients.” The reason is
obvious to anyone of average intelligence and
dealers will be surprised to find out how large
a percentage of their patrons take comfort in the
protection this policy insures. Also, on the sales
tickets two little squares can be placed. Over
one can be printed “Tested,” over the other

in one or the other of the two squares accord
ingly when making out sales tickets.

One more precaution would seem to be in
order. Often a customer will attempt t N-
change records other than those just bou us

ing a recent purchase as a shield. To guard
against this the very simple expedient can
resorted to of entering the numbers of the
ords purchased on the left-hand margin of tl
ticket. It is a good practice, anyway.

Finally, by requiring, in all cases of dispute or
exchange, that the duplicate sales ticket bhe also
returned, the chances of imposition or fraud
would seem to be minimized. This requirement
is one common to rectail merchandising every-

“Not tested.” Then the salesmen can put X's where.

Do you remember this Phonograph?

T was not so many years back that this was the

only kind of talking machine you could get. Phono-
graphs in those days were amusing novelties—bought
and sold as such. If you tried to sell one of these
machines today, people would laugh at you. The phono-
graph has been improved and perfected to such an
extent that it has won a recognized place for itself ;n the
American home.

The design of the phonograph has kept steady pace
with mechanical improvements. It is but natural that
an instrument bringing the world’s finest music to the
home should be beautifully designed.

And it is but natural that phonograph manufacturers
should favor Genuine Mahogany, the “King of Woods”
—the inspiration of master cabinet-makers from the
time of Chippendale and Sheraton. No other wood can
rival the beautiful color tones and rich grain found only
in Genuine Mahogany. Always in style—ever in good
taste—Genuine Mahogany is perfectly at home in beau-
tiful interiors.

The Mahogany Association is conducting a nation-
wide campaign to further the sale of Genuine Mahog-
any phonographs and furniture. It is felt that the
staining of a less beautiful, less durable wood in imita-
tion of Mahogany and the sale of it as Genuine Mahog-
any is poor business policy. It is evident that this cam-
paign strikes a receptive note with those people who buy
beautiful phonographs and beautiful furniture. Already
they are beginning to ask: “Is it Genuine Mahogany?”

After all— there’s nothing like

MAHO GANY

MAHOGANY ASSOCIATION, 347 Madison Avenue, NEW YORK
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Chrlstmas Greetings
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OKJ» Records

Bring

Prosperity and Cheer
To All
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best in Service, call upon

The Consolidated Talking Machine Co.

and remember that ncreased business depends upon your
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Oj(ek Records
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CONSOLIDATED TALKING MACHINE CO.

227 W. WASHINGTON STREET CHICAGO, ILL.
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Barrientos, the golden-voiced soprano, sings
“Salut a toi soleil” from Le Coq d’Or; her
flexible coloratura sweeps to new heights
in this record, Columbia 49386.

Columbia Graphophone Co.
NEW YORK

= —

EDISON SALESMANSHIP SCHOOLS

Plans Completed for Coast-to-Coast Itinerary of
Salesmanship Schools—First Schools Will
Open During February in Boston and Phila-
delphia Simultaneously—William Maxwell in
Charge of Important and Far-reaching Sales
Work Instituted by Thos. A. Edison, Inc.

OraNGE, N. J., December 5—The program for

the salesmanship schools to be conducted by the
phonograph division of Thomas A. Edison, Inc.,
is progressing very rapidly and successfully.
The total enrollment of dealers and their repre-
sentatives now exceeds two thousand, and twen-
ty-two classes have been definitely established
in twenty-two leading business centers.

The first two schools will be conducted during
February in Boston and Philadelphia. The dates
on which these schools will be opened will be
simultaneous and, in fact, most of the school
program has been worked out so that two con-
ventions will go on simultaneously.

William Maxwell, first vice-president of
Thomas A. Edison, Inc., with a staff of assist-
ants, will make a coast-to-coast trip, during
which he will play, together with his staff, an
important role in each salesmanship school.

As stated above, Boston and Philadelphia will
bc the first two cities; New York and Syracuse
will come next, then Toronto and Cleveland,
Detroit and Chicago, Indianapolis and Cincin-
nati, Atlanta and Richmond, New Orleans and
Dallas, St. Louis and Kansas City, Des Moines
and Minneapolis, Winnipeg and Seattle, San
Francisco and Ogden, Utah. The whole series
will involve a period of about three months.

The program in each city will embrace one
day of dealer conference, one day of mechanical
instruction and the rest of the week will be
devoted to salesmanship instruction, including
special features to be staged by William Max-
well, his associates and the special instructors
who have been trained and developed for this
salesmanship school idea.

The Edison conception of the salesmanship
school, the actual material and features to be
included in the school and ‘the plan of literally
putting the school on the road clear across the
continent are the combined work of William
Maxwell and Thomas Leonard, sales manager of
the phonograph division.

THOS. F. GREEN AN ADMINISTRATOR

Popular Victor Wholesaler Elected a Trustee of
Village Where He Resides—Returned a Win-
ner by Substantial Majority

Thos. F. Green, vice-president and general
manager of the Silas E. Pearsall Co., New York,
Victor wholesaler, is now fulfilling civic duties,
as he was recently elected a trustee of the in-
corporated village of Kensington. This village
was only recently formed, having formerly been
a part of Great Neck, L. I, and, upon its incor-
poration, an election was held, at which trustees
were chosen for the coming year. Mr. Green

was elected by a substantial majority and he is
applying the same high-power energy to his new
duty as he has given to Victor activities for so
many years.

CLEVER CONTEST WINS PROSPECTS

Los Angeles Victor Dealer Offers Prizes for
Oldest Victrola and Gains Live Prospects—
Numerous Replies Indicate Interest

Los AnceLes, Car., December 5.—A clever ad-
vertising stunt designed to build up the prospect
list and also to get a line on owners of old Vic-
trolas, with a view to selling later models to
these owners, has been inaugurated by Richard-
son’s, Inc., dealer in Victrolas, Grafonolas, rec-
ords, etc., at 727 West Seventh street, this city.

In his advertising William H. Richardson,
president of the concern, announces that a model
80 Victrola will be given to the owner of the
oldest Victrola in the city in exchange for the
old machine; the owner of the second oldest ma-
chine will win a $10 order for merchandise, and

the third prize consists of a $5 order. Contest-
ants are requested to fill out 2 blank form with
name, address, model number, serial number and
date on which the machine was purchased.

The success of the experiment is attested
by the fact that over 400 replies have been re-
ceived and more are coming in every day.

ACTIVITY AT OGDEN PLANT

LyncuHBURG, VA, December 1.—The Ogden Sec-
tional Cabinet Co., Inc., of this city, is receiving
very satisfactory orders for its line of knock-
down stands for use in the demonstration room
and for the portable and table models. J. B.
Ogden, president of the company, reports that
they are receiving a heavy press of business and
are compelled to increase the production force
to take care of it.

A number of small, apparently insignificant
sales pay the overhead if you get enough of them.
Don’t neglect small sales.

Patent Hinged Rim
for Vietrola IX

&

————

1922! dell Leads Off!

The UDELLWORKS

at Indianapolis

N the last moments of the old year we

want to thank you for your fine ap-

preciation of the quality and price-
reasonableness of Udell Cabinets.

And now let's get started on a bigger
and more profitable 1922,

Udell leads off with a real leader—a
real money-maker for talking machine
dealers—our No. 1402, here illustrated.

It’s a Udell-dependable-quality cabinet
through and through. And sensationally
priced. Its patented hinged rim over-
comes selling resistance , to table-type
Victrola IX’s.

Wire your order now, collect, and let
this cabinet start making 1922 records for

Here It Is—

Made in either mahog- $ 1 2

any or quartered oak.
Holds eight Victor al-
bums. The cut only
suggests its superior
appearance.

15

F.0.B.
INDIAN.
APOLIS

_——
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COLUMBIA C€O. SECURES ELKINS

Eddie Elkins Orchestra to Record Exclusively
for Columbia Co.

The Columbia Graphophone Co. announced
last week that arrangements had been com-
picted whereby the Eddie Elkins Orchestra
would record for the Columbia record library
exclusively. This organization is one of the
niost famous dance orchestras in the country
and js known in musical circles from coast
to coast. The orchestra is now playing at the
Knickerbocker Grill, in New York, and its first
Columbia records will be released to the dealers
at the earliest possible moment.

If there is a place where tact, talent and
ability can be displayed to advantage, it is in
a retail store. It is the place where politeness,
courtesy and intelligent service are necessary in
the highest degree; it is art to smooth out the
objections and complaints of the customners, and
sell goods repeatedly at a reasonable profit.

Delivery Envelopes

Art Series
New Designs

Now that many of the good old records
are coming, the 60-day service will be
more appreciated than ever.

NEW LIST OF RECORDS

Every 60 Days

A Selected List of Victor Records

We Will Be Pleased to
Piay Any of Them for You
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Write for samples
and prices

Order Now for the Holidays

CLEMENT BEECROFT

5546 North 5th Street
PHILADELPHIA

HOW MUSIC IN THE SCHOOL HELPS

The Talking Machine Inculcates a Desire for
Music as Well as for Education Generally

Much to her parents’ surprise, a little girl in
a certain Ontario city came home one day lately
after having been in a new room at school for
a week or so, and intimated that she didn’t
want to go back, says the editor of the musical
page of the Toronto Globe. This attitude tqwards
school was something new, as the child had
always been very fond of school. When ques-
tioned further, she explained that the former
teacher had taught them for a little while each
day how to like music. By using the talking
machine they were taught the tone of the wio-
lin, cornet, flute and the other instruments of
the orchestra; they were allowed to hear such
selections as children can appreciate, sung by
famous artists, and they had march records for
marching.

The new teacher paid no attention to music
other than to sing “O Canada” or some other
song now and again. And this was the reason
the little girl balked at going to school. The
boys and girls themselves know very well how
music puts life into all school activities. Music
attracts them. It makes them more alert and
more responsive. The teacher knows that after

a spell of fifteen or twenty minutes at music-

the child’s mind is much better fitted for the
lesson in arithmetic, spelling, geography or
grammar. This is one of the reasons why music
is being given a much bigger place on the
school curriculum than in the past, because as a
study in itself, and as a stimulant to other
studies, music has no superior and few equals.

KEEP IN TOUCH WITH LEGISLATION

The business man is the king bee of the
epoch, and his worst enemy could not call him
a drone. He might. under constant temptation, be
a drone in political matters, but he is now learn-
ing how much good money this is sure to cost
him in the end. It is mere business prudence that
the merchant should keep his eye on legislation.
The business man has the future of the country
in his hands—the business-banker, the business-
farmer, the business-manufacturer, the business-
man-merchant—these are the men whose counsels
and thoughtful influence must be the safeguard
of confidence and the guarantee of prosperity.

Let us insure the permanency of the new pros-
perity by making future legislation show as
clearly as possible that we are running a business
men’s government.

MERIDEN FIRM BUILDING NEW STORE

MEeripEN, ConN., December 2.—Construction of
the new Griswold, Richmond & Glock store here
is well under way and the company expects that
the new quarters will be ready for occupancy by
January 1. The Victrola department will be
given considerable space in the structure, which
is one story in height. There will be seven dem-
onstration booths furnished in Louis XVI style.

AN ENTERPRISING DEALER

The J. L. Roark Estate, Greenville, Ky., in ad-
dition to running a general store in which its
large talking machine and record departiment
is one of the features, prints a four-page weekly
newspaper which is devoted entirely to matters
of interest to members of the immediate com-
munity. Much of the advertising space is taken
up with excellent copy pertaining to Victrolas,
records and other specialties.

SOLIDIFYING THE BUSINESS

When a business shows the character that has
been drawn from the personality of the strong-
est men in the organization; when every mem-
ber of that working force knows and under-
stands what the goal for the business is, then
there need be no fear that with the passing of
any one man the business will go to pieces.

H. N. McMenimen

Consulting Engineer

Consultation by appointment on
every phase of the phonograph in.
dustry, including:

Recording, Plating and
Pressing

Motor, Tone-Arm and
Reproducer Design

Patent and Model
Development

Sales Promotion and
Advertising Plans

Laboratory:

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

2 Rector Street, New York
Tel. Rector 1484

TEACHERS FAVOR TALKING MACHINE

Hurtingron, W. Va.,, December 5.—One of the
outstanding features of the discussions at the re-
cent convention of the West Virginia State Edu-
cational Association was the use of the talking
machine as a teaching aid in the public schools.
The point was emphasized that the talking ma-
chine was particularly valuable in teaching very
small children.

WARTIME STATUE AT AEOLIAN HALL

In the center of the main floor at Aeolian Hall
there was recently on display a large bronze
statue that recalled the days of the war. The
piece, entitled “Backin’ 'Em Up,” showed a
group of American doughboys in the act of re-
pulsing an attack. Solim H. Borglum is the
sculptor, and his work attracted much attention
from the crowds of visitors to the hall.

Don’t neglect the customer who says “I'm only
looking.” The chances are she’s interested or she
wouldn't look, and a little special interest shown
on your part is likely to result in a substantial
sale. Your attention in such instances will be
appreciated. at least, and may make a friend
for vourself and the store.

No. 35861
HOLLY
WREATH

Why pay $1.00 each
year for Holly
Wreaths while my
natural prepared
Holly Wreaths No.
35861 for $1.00 last
you ten to twenty
years at cost of $.05
to $.10 per year?

My XMAS CATA-
LOGUE No. 35

with fllustrations in colors of Artificial Flowers, Plants.
’ll;rseleisixganmng Baskets, ete.,, mailed FREE FOR THE

FRANK NETSCHERT

No. 61 BARCLAY ST., NEW YORK, N. Y.
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Friends--

We desire to ex-
tend our Heartiest
Greetings and DBest
Wishes. The many
kind words and sym-
pathies expressed
after our fire have not gone un-
noticed. Our new duty now is
to give fullest support to the
movement to spur the nation’s
business to full production in
1922. Let us all join in this.

NN

1 he Outstanding Feature
In 1922

The Modernola for 1922 represents the “latest word” in
phonographs. Its ensemble is perfect—absolutely different
shape, beautiful finish, artistic appearance and what is most
important—wonderful tone. It is built for Tone, Beauty and
Utility. The same tender care that a violin maker puts into
his instrument is put into the Modernola and makes it more
than just a phonograph.

Our New Plant

Our new building and new and improved equipment
give us wonderful facilities for taking care of all production
demands. It means that we are able to take care of orders on
the very shortest notice and thus increase the value of our
Service. Don’t overlook the fact that we guarantee our
instruments,

Vigorous Advertising

v
!\! Already we have begun a campaign for our Eastern
Dealers, using New York Sunday papers directly in the
interest of our dealers. It is part of a plan which we will

extend over our entire territory

and is sure to be beneficial to

you. Advertising and Merchan-

i !
s .10 4 L a
: . : d Hel d real sales-pro- l
NV e e -\

Get Busy Now !

The Modernola should
form a big part in your
plans for 1922, It offers

L2

E(\‘, k}*@ﬁ plans for 1922. They are all — =1 an abSOI_Utely new angle.
| —Z A~ A X Just write at once and

address Dept. D.

N
=
vl d

every bit as unique as the -
Modernola, 7 \\\\“
The Modernola Company ‘ ‘

Johonstown, Pa.

- a
LY ¥

RS

Fastern Sales Representatives

Modernola Sales Co., Inc.

Offices
929 Broadway New York City

b
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1—CHENEY TALKING MACHINE CO.
2—P. DERBY & SONS

3—GRANBY PHONOGRAPH CO.
4—SONORA PHONOGRAPH CO.
5—THOS. A. EDISON INC.

A few of the many who consider “'Domes of Silence”

Standard Equipment for Furniture

It makes no difference whether Furniture is of the highest grade or: of the lowest grade

DOMES of SILENCE

still remain
the perfect furniture footwear and are standard equipment for all furniture except
Pianos and Refrigerators. They protect furniture, floors and floor coverings.

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

The examples {shown are b7|.
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LEARNING LESSONS FROM CARUSO’S AND OTHER RECORDS

Henry T. Finck, the Eminent New York Critic, Says DeGogorza’s Arg Models—His Tribute to
Caruso as a Teacher in the Domain of Music—Praise for Elena Gerhardt

In his always delightfully written and interest-
ing musical department in the New York Evening
Post the veteran Henry T. Finck “took his pen
in hand” the other day and paid tribute to the
musical value of the high-class records of to-day,
placing special emphasis on the Victor record-
ings of Caruso, De Gogorza and, incidentally, the
great singing of Elena Gerhardt. Progressive
dealers and salesmen should find this comment,
which follows, worthy of their consideration:

“When Caruso was first asked to make talking
machine records he wanted 200,000 francs ($40,-
000), for which sum he was willing to sing at
any time whenever a new record was wanted.
The Victor people tried to make him sing for
them on a royalty basis, but for a time he stub-
bornly refused. At last he yielded—fortunately,
for -the very first year’s royalties exceeded the
lump sum he had asked. Then they doubled and
trebled, and to-day, I have read somewhere, his
heirs get $200,000 a year from the royalty on his
records in place of the 200,000 francs for all time
he wanted.

“The Caruso records have done a great deal
not only to delight but to educate the American
public. He sang the great operatic airs, and he
sang them as few tenors have known how to
sing them—not only with a voice of ravishing
beauty, but with the superlative art of a great
musician. Had he possessed nothing but a fine
voice his records would still have given pleasure,
but they would not have been educational, What
makes them educational is that Caruso was a
musician as well as a singer; that is, unlike most
singers, he phrased melodies and shaded them
with the same subtle art we admire in Kreisler
or Paderewski. Teachers of singing who do not
use the Caruso records to help them in their
difficult task are not up 4o date. I would not
trust them round the corner.

“Last Sunday recitals were given here by two

vocalists whose records also should be used
everywhere for educational purposes as well as
for the pleasure they give. They were by Elena
Gerhardt and Emilio de Gogorza. It has been
said that all singers, however great, are aided in
their art by making records for the talking ma-
chine. Knowing that every little flaw in their
singing for the machine will be perpetuated,
maybe for all time, they do their very best, real-
izing vividly that trifles make perfection and
perfection is no trifle.

“Now, Emilio de Gogorza has not only made
many records, but he was for seven years artistic
director of one of the talking machine com-

panies, during which he had to show many prom-
inent singers, including Caruso, just what to do
to get the best results. It is therefore not sur-
prising that his own records are not only a de-
light musically but are probably the most finished
—shall I say idiomatic?—of all singing records
Roth his voice and his style are ‘great.” I wish
he would sing in opera as well as in concert
halls.

“Concerning Elena Gerhardt, I suggested last
Monday that her wonderful singing of Schuber
‘Death and the Maiden,” with the incomparabl
Coenraad V. Bos at the piano, ought to be per
petuated in millions of talking machine records.
Much excellent work is now being done in th
schools to give pupils an elementary musical
education. What is most needed is to teach them
how to enjoy good music and hate vulgar ditties
and fashionable rubbish of the day.”

SONORA PRODUCTION SPEEDS UP

Rush orders from Sonora dealers in prepara-
tion for the holiday business boom are keeping
the Sonora factory at Saginaw, Mich., speeded
up to capacity. Experienced workers are being
added daily to the force at the plant and during
the past six weeks the total number of workers
has been increased to 600 men. More men are
receiving employment as rapidly as possible and
production has also been given impetus.

BAKER BUYS VICTROLA STOCK

CoLuMmsus, O., December 3.—Announcement is
made that C. C. Baker, music dealer, at 43 South
High street, has purchased the stock of Vic-
trolas, Victor records and sheet music in the
Goldsmith Music Store, 69 South High street.
The stock will be transferred to the Baker store.
Goldsmith will continue to handle pianos.

It was Garfield who said, “If you are not too
large for the place you occupy, you are too
small for it,”” and it was the succinct expression
of a truth older than Babylon.

SERVICE AFTER THE SALE

The Peerless Phonograph Shop Sends Personal
Letters to Buyers of Victrolas and Secures
New Prospects and Builds Good Will

Cororapo Srerings, Covr., December 3—The Peer-
less Phonograph Shop, Victor dealer, has gone a
little further than most talking machine mer-
chants in the way of service to customers.
Shortly after the sale of each new Victrola a
personal letter signed by the salesman responsi-
ble for the sale is written to the buyer, enclosing
a card to be filled out and returned to the store.
The cards have space for the names of new
prospects and questions as to whether the pur-
chaser is entirely satisfied with the new machine,
asking also if there is any further service which
the firm can render. A personal letter of appre-
ciation is also sent to anyone who has completed
his payments on a Victrola.

The Hamilton Shop, musical instrument dealer,
of 49 Wall street, Norwalk, Conn., has been en-
tirely renovated and redecorated. The Victor
department has been greatly enlarged.

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

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

tone and
musical tones, and its great volume.

without Mute Tone Modifier, with Mica or
diaphragm.

JEWEL PHONOPARTS COMPANY

PLAYS ALL RECORDS

No. 2 Round Tone Arm and Reproducer

foNE

NOWN the country over for its excellent quality of
life-like reproduction of all
This tone arm on

natural,

thought impossible.  Sur- your machine spells success, because of its high standing  2nd unimpaired passage
face SOUDdS almost entire]y in the Phonograph World. throughout ton'e. arm and
removed chamber—Not "‘Muffled”’ or

) Made only in 8V4-inch length. Can be furnished with or “Chcked” as with ordinary

NOM-Y-KA

154 W. Whiting St., Chicago

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 softi-
ness and clearness that are
remarkable.

Operates by means of a
thumbscrew and is instantly
adjustable. Tone has free

type of tone modifier.

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

B e o
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VICTOR ARTISTS IN CINCINNATI

Appear in That City Under Auspices of Bald-
win Co. and Praise Baldwin Grand Piano

Cincinnati, O, December 3—The Eight Fa-
nious Victor Artists, who have been making a
concert tour of the country, appeared recently
in this city, under the auspices of the Victrola
department of the Baldwin Piano Co., and at-
tracted a capacity audience.

Following the concert the Victor artists
visited the Baldwin Piano Co. warerooms and
are shown herewith grouped about the Bald-
win concert grand piano, an instrument similar
to the one used at the concert. The artists
were enthusiastic regarding the Baldwin piano
as an instrument to accompany their voices.

They are from left to right: Frank Croxton,
Billy Murray, John Meyer, Henry Burr, Monroe
Silver, Frank Banta and Albert Campbell. Fred

REPRODUCERS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS [ TURNTABLES . Stylus Bars
TONE ARMS Grey Iron TL?;ESRAIE&';MES Screw Machine Parts

and Brass for HORNS and THROATS

Direct Quantity Importations On {

D. R. DOCTOROW

Talking Machine Hardware

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

Vanderbilt Ave. Bldg.
5I East g42nd Street, New York
Tel. Vanderbilt 5462
Murray Hill 8oo

TELEGRAPHONE CO. INVESTIGATION

Supreme Court Orders Inquiry Into Affairs of
Telegraphone Co., of Springfield, Mass.

WasHingToN, D. C., December 4—An examina-
tion into the records of the

PR e e

Telegraphone Co., of Spring-
field, Mass,, has been ordered
by the District of Columbia
Supreme Court. Herbert L.
Davis, auditor for the court,
has been ordered to make
the examination of the cor-
poration, which has a capital
stock of $5,000,000 and 17,-
000 stockholders, with a view
to going over the accounts
of the company and listing
the stockholders, the amount
of stock owned by each and
their addresses.

The company, which has
been in the hands of Will-
iam Clark Taylor, Federal
receiver, since Decemiber 13,

=LA,

The Eight Victor Artists in Baldwin Co.s Warerooms

Van Eps, the eighth member, was not present
when this group picture was made.

Cincinnati hospitality overwhelmed the gentle-
men and their appreciation reflected itself in the
song, “When Good Fellows Get Together,” just
before the camera clicked.

DOLLS DANCE TO BRUNSWICK MUSIC

One of the unusual shops on Fifth avenue,
New York, is that of Mme. Georgene, who spe-
cializes in walking dolls. Novelty is added to
the display of the dolls by having them dance in
almost human manner to the music of a Bruns-
wick phonograph presented to Mme. Georgene
by the Brunswick Co. for that purpose.
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The Season’'s Greetings

The year that 1s ending has accomplished much in the stabilizing
of conditions and the return towards normalcy wn the Talking
The outlook for the year ahead s bright. At
this 1mportant period we therefore extend our heartiest holiday
greetings and our wishes for a prosperous New Year,

The Wiliam Phillips Phono Parts Corp.

Manufacturers of Tone Arms for Portable, Medium and High Grade Machines
145 West Forty-fifth Street

¥
i
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Machine Trade.

1920, manufactured the in-
strument which was recently
perfected by the Bureau of Standards to such an
extent that it would record human heartbeats,
the sound of a person breathing and the almost
inaudible sound of a bubble passing through
water.

The receivership was due to a quarrel among
the stockholders, one faction being led by Hugh
P. O'Reilly and certain officers. The company
is a going concern, its principal product being
the Telegraphone, the invention of Vlademir
Poulsen, a Danish scientist, and which is not un-
known to the talking machine industry, as in
years agone a number of exhibitions of this de-
vice was made. The mechanism consists mainly
of a spool of wire of high carbon content, more
than 15,000 feet long, which, as it unwinds and

winds up on another spool, will record, with the
aid of an electro-magnetic device, delicate sounds.

Experiments are now going on in Springfield
to produce a high-powered recording machine
which can be used to produce conversation and
music with motion pictures.

RECORDS AS CHECKING SYSTEM

Novel Suggestion From Paris Is to Check Up the
Singer’s Progress in a Conservatory by Means
of Frequent Recordings of the Voice

Judging from a recent dispatch from Paris, the
talking machine record laboratory should become
a very important appendage to the conservatory
of music. It is now proposed to start a checking
system which will show whether a professor is
really aiding his pupils. When the latter enter a
master’s classes a phonograph record of each
voice in some aria is to be made and kept under
seal for six months, when the pupils will be com-
pelled to make new records to be compared with
the originals. Judges will then decide whether
the voices are developing, and if the professor’s
work is not showing results, and if opera is
thereby likely to be robbed of new stars, the
pupils will be recommended to try a new teacher
and a new set of phonograph records.

VICTOR SALES HELPS DISTRIBUTED

Canmpen, N. J., December 5—The Victor Talking
Machine Co. has distributed to dealers through-
out the country three hangers containing special
December lists of records. One of the hangers
contains a list of foreign records. In addition,
dealers are supplied with window streamers, nu-
merical pasters and advance copies of Victor ad-
vertisements which are to appear in December
issues of publications with a national circulation.

The T. P. Dulion Merc. Co., of Biloxi, Miss.,
has installed a new Victrola department, with
C. W. Baker in charge.

;

New York City
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[et every Victor dealer rejoice,
in this happv season, that it 1s
his good fortune to co-operate
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THE MAGNAVOX RADIO AMPLIFIER

Proving Very Popular as a Means of Stimulat-
ing Interest in Records—General Condition
of Business Shows Steady Improvement

The New York office of the Magnavox Co.
reports that talking machine dealers throughout
the East are making timely use of the Magna-
vox in promoting the sale of records and many
Magnavox sales to new dealers have been made.
It seems that the record business has not shown
the same measure of improvement as has that of
talking machines, Magnavox officials state, but
dealers who have featured the Magnavox are
more than holding their own in record sales.

One particular phase of Magnavox business,
the Radio Amplifier, has been meeting with great
sticcess in every section of the country. This
device is being sold to talking machine dealers,
who are placing it in the homes of their cus-
tomers, thus enabling them to enjoy the nightly
concerts sent out by radio stations situated in
many localities throughout the country. The
Radio Amplifier is designed for this particular
use and will reproduce music sent from many
miles away as loud and clear as the ordinary
talking machine in the home.

“The Radio Magnavox,” remarked W. R.
Davis, Eastern sales manager of the company,
“{s bound to meet with unlimited demand, as it
opens up a field never before exploited. We
firmly believe that in time every home will be
equipped with this device, as not only music can
be heard through its use, but the latest news,
market reports, etc., can be received as well
under the most desirable conditions.” Mr. Davis
said further that talking machine dealers are get-
ting real results in record sales by use of this
new and novel way of advertising their records,
as machine owners, after listening to a radio
concert, write down the name of the record that
appeals to them and telephone or call for that
record, which the dealer delivers at a saving of
the time which would be used in demonstrating
the record at the store.

JANUARY 1919

INAUGURATES SALES SCHOOL

Sonora Jobber Meets Success With Salesmanship
School—Discuss Practical Sales Problems

SaLt Laxe Crry, Utan, December 3.—Albert L.
Kirk, who for several years was associated with
several well-known talking machine concerns in
this territory, recently joined the Sonora division
of the Strevell-Paterson Hardware Co., of this
city, Sonora jobbers. Mr. Kirk is already mak-
ing his presence felt among the Sonora dealers
in this section, as he is giving them augmented
service and co-operation.

One of Mr. Kirk’s first innovations was the
organization of a class in Sonora salesmanship.
Some of the subjects that have been discussed
at this class are: “Securing Prospects for Upright
and Period Models,” “House-to-House Canvass-
ing,” “Competitive Demonstrations,” “Demon-
strating Records,” ‘“Contracts,” ‘“Refinishing
Damaged Cabinets,”™ “Motor Repair Demonstra-
tions,” “Advertising Your Store and Service.”

Speaking of this undertaking, Mr. Kirk said:
“Every class will be full of good practical work.
No fine-drawn theories, but the accumulated re-
sults of actual experience in selling Sonoras and
collecting the money. Every important phase of
the Sonora business will be discussed and ex-
plained by men who, by training and experience,
are recognized experts in their line, and attend-
ance at these classes cannot help but make a
better salesman or saleswoman out of every per-
son who attends the course.

“Dealers are privileged to send not more than
two persons to each class, the men and women
most capable of absorbing what we have to offer,
for on their return we want every dealer to real-
ize in dollars and cents the benefit they have
derived from our co-operation at this end.”

Frederick T. Stone, proprietor of the Colonial
Inn, Keene, N. H., has organized the Colonial
Music Co. and is handling Puritan phonographs
from his hotel. He plans to open a music store
in the near future.

JOINS STRAND ORGANIZATION

E. N. Burns Will Direct Strand Export Activi-
ties—Well Known in Export Field

George W. Lyle, president of the Manufac-
turers Phonograph Co., New York, announced
recently that Edward N. Burns, formerly vice-
president of the Columbia Graphophone Co., had
joined his company’s organization and will be in
charge 0f the export department, introducing
Strand phonographs for export trade in connec-
tion with the line of Cameo records that Mr.
Burns is now preparing for the market.

Mr. Burns is probably one of the best-known

-talking machine men in the export field, having

traveled the world over, and numbering among
his friends prominent talking machine dealers in
all of the leading Latin-American trade centers.
He is keenly enthusiastic regarding the sales
possibilities for Strand phonographs in the ex-
port market, and it 1s interesting to note that
Cameo records will be sold on the same basis as
Strand phonographs, namely, direct to the dealer.

FORBES-HUNTOON MUSIC CO. FORMS

CHEYENNE, Wyo.,, December 5—Warren A.
Forbes, proprietor of a local drug store, and
L. C. Huntoon, formerly manager of the local
Knight-Campbell Music Co.’s branch, have com-
bined forces, forming the Forbes-Huntoon
Music Co. In addition to pianos and musical
instruments, Victrolas and Brunswick phono-
graphs and records are handled by the enter-
prising men who are back of this company.

NEW JERSEY INCORPORATION

A charter of incorporation has been granted
to the Spraytone Phonograph Co., of Paterson,
N. J., under the laws of that State, with a capi-
tal of $250,000. Incorporators are Robert B.
Linden, of Ridgewood, N. J.; Walter Gilfillan, of
Hoboken, N. J,, and Garrett Van Cleve, Clifton,
N. J.

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 Wryite Direct to

UNIVERSAL FIXTURE CORPORATION

133 WEST 23rd STREET

NEW YORK

No. 566 No. 551
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* Emerson,

The most careful discrimination | early new year has to offer.
has been exercised 1n selecting
an Emerson list for January
that excludes records whose
popularity must be limited, to | Insure your gratification thru
give place for the best that the | Emerson Records.

It’s a gratifying experience to
start a new year auspiciously.

January Emerson Release

DANCES
MY SUNNY TENNESSEE (Kalmar-Ruby-Ruby). Fox-trot
GYPSY BLUES (Sissle-Blake). Fox-trot..................c.coooooeo...

WABASH BLUES (Fred Meinken). Fox-trot
10468 BLUE MOON (Burtnett-Mareasie). Fox-trot

SAL-O-MAY (Robert Stolz). Fox-trot..................c..cciiiiiiiiinn..
DREAM OF ME (Hickman-Black-Jerome). Fox-trot

10467 }Lanin’s Southern Serenaders

}Merry Melody Men

10469{

}Plantation Dance Orchestra

fSUSQUEHANNA SHORE (Harry D. Squires). Waltz..............
1047OLGOOD-BYE, PRETTY BUTTERFLIES (Hellen-Cooke-Olman).Fox- ¢Green Brothers’ Novelty Band

EROE "6 i ot w el STl el Mele 0 E @7ee %2 ) © ol oo alls ReMe) 0] (B Phe oV flme ¢+ fokee) s ONB (1o« WP 8% » o S0 g
DAPPER DAN (Brown-Von Tilzer). Fox-trot................cocviiiin.nn Lanin’s Roseland Orchestra
10476{ THE MISSING LINK (Chris Smith). Fox-trot........... Ray Miller’s Black and White Melody Boys

VOCAL NUMBERS

Berlin) Tenor [Soloh (@rch: ACCOMPR= i nos = 5 LS 5 5 ) 5 i £ 548 20 5010 i 3 2 5 i ahvis X Tinid PO NS

s Rich Bol
SONG OF LOVE. From Musical Production “Blossom Time” (Rombcrg-Donnclly).} Chand Beld

SAY IT WITH MUSIC. From Musical Production “The Music Box Revue” (Irving
10466
Tenor Sole; [Orch: Accombrarmacmemznsme s s 8 6 = CEb ¥he « o 3 46NE : B § AIE 296 - IDTEEEES

IWHEN FRANCIS DANCES WITH ME (Ryan-Violinsky). Comedy Song, Orch. Accomp.,

10475 Fred Hillebrand
LI’VE GOT MY HABITS ON (Smith-Schafer-Durante). Character Song, Orch. Accomp...Emest Hare

STANDARD AND SPECIAL SELECTIONS

OWL AND PUSSY CAT (R. de Koven). Male Quartet
104711 A COLLEGE MEDLEY. Male Quartet

}Strand Quartet

DIXIE MEDLEY. Banjo Solo, Orch. ACCOmMpP. ... ..ottt cienineeaannnn

10472{COCOANUT DANCE (A. Hermann). Banjo Solo, Orch. Accomp }Fred Van Eps

AT DAWNING I LOVE YOU (Eberhart-Cadman). Tenor Solo, Orch. Accomp. ...
ASTHORE (DARLING) (Bingham-Trotere). Tenor Solo, Orch. Accomp

DOAN YA CRY, MA HONEY (Noll-Smith). Male Quartet....,. T p—

10473 }Walter Vaughan

10474 SWEET ADELINE (Gerard-Armstrong). Male Quartet }F°“' Harmony Kings

Emerson foreign language catalogs are listings ¢;f the best
recordings in Italian, Hebrew-Jewish, German and Polish

The Emerson Phonograph Co.

Emerso)b 317 So. Wabash Avenue 206 Fifth Avenue
Records Gnd Chi New York Cit
Phonographs icago ew York City
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HOUSEKEEPING SET TO MUSIC

Tloors Mopped in Waltz Time and Other Home
Duties Cared for in Rhythm

“Housekeeping, like dancing, is simply a mat-
ter of rhythm,” announced the music student as
she moved about the living-room, picking up
papers and flicking ashes off the mahogany
table to the tune of a smart fox-trot ground out
by the talking machine. The early .mnorning
visitor blinked as she removed her umbrella and
gloves from the contralto’s cyclonic path.

“You do such interesting things, Marion,” she
said. “Tell me, do you always lubricate the
domestic machinery with fox-trots?”

“No,” returned Marion, pausing to rewind the
talking machine, “but I make it a point to do
all the housework to music of one kind or an-
other.” As the fox-trot died a polychromatic
death she continued:

“I figured it out myself from an article I read
somewhere about bricklayers or factory work-
ers using rhythmic movements so they wouldn’t
get tired so easily. If factory workers, why not
housekcepers, and if rhythm why not the talk-
ing machine? So I tried sweeping to music one
morning—you know I never did care much
about sweeping—and you've no idea how much
easier the music made it. Easier and more
endurable, too, because I found that if I play
something I like I don’t think as much about
the sweeping.

“It’s the same with other sorts of housework,
too, and mother is charmed because I make her
go out and vote and shop and attend her club
meetings while I just turn on the talking ma-
chine and whizz through the work. A little
swing, a little sweep and there you are.”

“But not always to fox-trots,” pleaded the
visitor. ‘“‘Your mother would never let you
wash that Sunday-go-to-meeting china and cut-
glass of hers to fox-trots.”

“Well, no,” the music student admitted. “I
vary the music, of course. For instance, when
I'm just going around-picking up things I play
something light and high-stepping, something
rather Broadwayish.”

She started toward the talking machine again,
but the visitor held out a warning hand. “Not
yet,” she urged. “Do sit down and rest for a
moment. You must be tired.”

The music student balanced herself provok-
ingly on the arm of a chair and began sorting a
pile of old newspapers. “When I sweep,” she
went on, “I usually play \Wagner, especially
the ‘Ride of the Valkyries,” and there are some
nice long broom strokes in the ‘Magic Fire’
music.

“I mop the floors to slow waltz music and
for scrubbing I play the most funereal piece I
can find—Chopin’s ‘Funeral March’ or some-
thing like that. On wash day I leave the doors
open and stuff clothes into the washing machine
to the tune of the ‘New World Symphony,’
while for washing dishes I play something
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Financial statements should be asked and de-
manded most generally at the close of this year,
probably the most difficult and complicated year
of the nation’'s industrial history. Every credit
manager should know what his customers have
been doing, how wisely they have handled con-
ditions, how prudently they have bought mer-
chandise, how skilful they have been in main-
taining themselves during adverse conditions.
Securing the statement in proper form and hav-
ing the ability to interpret it are good equip-
ment for the credit manager. There should be
read in every statement given these days the real
character and capacity back of it. These human
qualities should be analyzed and weigh far more
in determining the intrinsic value of a credit
risk than has ever before occurred in the inter-
pretation of financial statements.

This paragraph will not permit us to point out
the relations of various parts of the statement
to one another, but this information is available.
It should be patent to every credit manager, and
even when confronted by a diminished business
there should be no hesitation—in fact, there
should be a firmer determination than ever to
obtain financial statements and have future
credit favors governed in the largest measure by
what they tell. Nothing is really needed more
than just this kind of an effort so as to_put the
financial statement in its proper place, and, to-
gether with the ledger experience, make one of
the fimest and safest determinators of credit
risks.
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Value of the Approaching Inventory Season

By J. H. TREGOE, Secr-eta.ry-’l:reasurer, Na_tidnal Association of Credit Men
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We are approaching the close of the year and
credit departiments all over the land are begin-
ning to consider the receipt of financial state-
ments. The financial statement, when reflecting
the exact condition of business or a financial
euterprise, is its best barometer, but somehow or
other the freedom indulged by many in the mak-
ing of statements has reflected on their service,
and with some types of enterprises the financial
statement is not rated at all high as a channel
of dependable information. In our judgment it
is incumbent upon credit managers to instill into
the minds and hearts of their customers the need
and value of making accurate financial state-
ments.

One of the great questions at thjs juncture is
how merchandise shall be appraised. It takes
real courage for a business, especially one of
long standing, to offer a financial statement
which shows a loss of ground from former
years and due largely to a depreciation in mer-
chandise.

Meanwhile, unless the statement reflects the
liquidating value of a business it is of no advan-
tage either to the maker or receiver. Even
though the statement merely balances, when it is
made in good faith and reflects the liquidating
value of the business, the character and capacity
of the makers to take into account will be ac-
cepted as a basis for further credit favors in a
larger measure than if the statement were padded

‘and did not show exactly the liquidating value

of the business.

soothing—Mozart or Haydn or one of those
nice old ducks.”

“My dear,” said the visitor, “‘you are a genius.
Perhaps you can suggest some musical accom-
paniment for the baby’s squalling, though it
probably can't be made any more rhythmic or
mitigate thc annoyance.

The music student paused for a moment with
a furrowed brow. ‘

“That’s easy,” she announced at last. ‘“Play
some of this ultra-modern music that has scales
and keys and things all its own and that sounds
like a milk wagon rattling down an empty street
at dawn or a swarm of flies buzzing around a
sugar bowl”—N. Y. Sun.

CLOSE OUT THE BUSINESS

The stock of Cushman & De Verner, Inc.,
music dealers, at 58 Green street, New York
City, who recently were declared bankrupt and
placed in the hands of a receiver, was sold at
auction this week by Chas. Shongood, auctioneer
for the Southern District of New York. The
stock consisted of musical instruments and sup-
plies of all kinds of sheet music, talking machines

and records.
277777 a0
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OPENING OYSTERS TO MUSIC

Oyster Packing Concern Increases Production
by Means of a Grafonola

CaMBRIDGE, Mp.,, December 4.—The Eastern
Shore Music Co., of this city, Columbia dealer,
recently sold an A-2 Grafonola to the Robbins
Oyster Packers Co., which is being used in the
shucking room. Referring to this purchase, Mr.
Robbins recently said: “We can now get a sur-
plus of shuckers who turn out half again as
many oysters as the men formerly did before the
Grafonola was installed. It is certainly an unu-
sual sight to see the negro shuckers opening
oysters to the tune of the ‘Wang Wang Blues.’

VICTOR CHRISTMAS WINDOW POSTER

CampeENn, N. J., December 5.—Artistic window
display helps in variegated colors for the Christ-
mas season have been sent out by the Victor
Talking Machine Co. to Victor dealers through-
out the country. The displays consist of posters
bordered by holly wreaths and a four-page folder
showing various ways in which the posters can
be used to the best advantage in the window.
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Dishes for A Merry Christmas
and A Bappy Netw Dear

THE TOLEDO TALKING MACHINE CO.
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is appreciated by the best trade.
All

WINDSOR PHONOGRAPHS

are carved in solid wood with
distinctive effects in keeping

with the highest skilled work- °
manship.

TG

S S S

I R

Z&

g

it
y
%ﬁ}

=
=
=
=
| {
=
=1
=
=
=

S Hllll|l|I"JIlIlIIIlIllIlIIIIIIIUIIIlIlIlIlIIIIIIII|IIIIIlIlIl[IlIlIIIIIIIIlIlIIIIIlIIIIIlII[I|IIIIIIIIIIIIIIIIIIIIIIII\IIIl'IIiII|I[IIIIIl[I|III|IlIlI|IIIIII:'IIIIIIIIIIIIIIIIIlIlIIIIIIII[IlIlIlIIIIlIIIlIlIlIUI||I|IIIIIIlIlIIlIIIIII|IIIIIIIIIlIIIIIIIIIIIIIIIIIﬂIllIIIlIlIIlllllIlIIIIIlIIIIIIIIIIIIllIIIIIIIlIlIl|IIIII|IIIlIIIIIIIIIIIIIII|IIlIlIIlIIIlIlIlIII!iIlIlIIIIIIiIIIIIIIlIIIIIIIIIIUIIIlIIlIiIliIIIIIliIIIlIII|IIIIlllIIIIlUIlIIIIIlII|IIIIIllIlIlIIIIIIIIIIIIIIIUH]IIIII,

lIIllIIIIIIIIIlIIIl[IIIIIIIII[IIIIIIIllllIIIIIII[IIIlIIIIIIIIII[IlIIIIIIIIlHIllIIIIIlIlIIIIII[lll|IIllII[III[III|lIIlIIIIII[IIIIIlIIIIIIlI[llIlIIII|lIlIIlIIIIIIIIIIIIII[III|IIIIIIIIIIIIIIIlIIIIIIIIIIIIIlIIIIIIIIIIlIIIIIIlII[IIlIIIIIIlIIIlHllIlIIII[IIIIIIllIIlIIIIlIIlIlllllIlIIIIIIIIIIllHlIlIIllIIIIIIlIIIIIIIIlIlIIlIlII[IIIIIllHIIllH[IIIIlIlIIIIIlHIlIUIlIlIlIlIllIIIIIIIIIIIIIIIIIIIIIllIIIIIllIJHlIlIlIlIIlllIlHII[I[IlIIIII[IllllllIulIllllIlI[I'IIIIIII|IIIIlIlIIIlIIIIlIIIlIIlIlIIIlIlI llﬂllﬂllllﬂllllllllll]ﬂlllllﬂll

S

36 years of experience making Windsor
quality in Windsor Furniture
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We Can Make Immediate Delivery

This is 1mportant to dealers in view of the heavy holiday
demand for good phonographs. Write or wire your order
immediately to Windsor Furniture Co., 1420 Carroll Ave.,
Chicago,

or

EASTERN DISTRIBUTORS:

| HYMAN BROS. & COMPANY,
47 West 34th Street,
New York City.

Exhibited January, 1922, and succeeding market seasons in

BLODGETT BUILDING,
Grand Rapids, Michigan,
and

continuously at
1411 Michigan Avenue,
Chicago.
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GREATEST MUSICAL HIT OFAGES

SONG o LoV

3 £ BLOSSOM TIME

N,

;/01/ cantgowrong .

with any Jerst song”
it y 7 g

DETROIT’S STORES ASSOCIATION INSPIRING EMPLOYES

C. A. Grinnell, of Grinnell Bros., Playing Prominent Part in Association Which Has Music as Its
Central Theme—Attracts Attention of Merchants in All Lines—To Meet in January

Dertroir, MicH., December 6.—Following on the
lieels of the successful opening meeting of the
Detroit Music Stores Association comes the
announcement that in January there will be held
in the Light Guard Armory in Detroit one of
the biggest meetings of its kind ever held in
this section with music as the central theme.

The Detroit Stores Association was formed
several weeks ago with the main idea of in-
spiring employes of the various music stores in
their work and arranging for various commu-
pity sings, etc. The first meeting two weeks
ago was attended by more than 3,000 employes
of the eight stores now comprising the Associa-
tion and its success is history.

\When other merchants discovered just how
enthusiastically the employes took to the first
community sing of the Stores Association they
attempted to fall in line with the movement
and as a result the committee has literally been
besieged with requests from merchants in other
lines of trade asking if there is a possibility
that they can enter their employes. Some came
from banks, others from dry goods heads and
so on down the line.

The first meeting was inaugurated with a
four-minute talk by C. A. Grinnell, vice-presi-
dent of the Grinnell Bros. stores, in which he
told the employes of the benefits that were
to be derived from such periodical meetings.

At the big sing meeting to be held in Janu-
ary prizes are to be awarded the different stores
and the competition is already beginning to
show signs of competition that spell success.
It is beljeved that this meeting will be attended
by 8,000 employes in eight different stores.

\W. T. Lewis, manager of the mail order de-
partment of Grinnell Bros., is a member of
the comunittee and the whole organization is

wholeheartedly backing the idea to the limit.

An interesting angle of the music spread in
Detroit stores is the idea introduced at the Grin-
rell stores of having a community sing for em-
ployes each morning before work 1s started. At
five minutes after eight all of the employes
gather on the lower floor of the main store
and until eight-thirty they sing patriotic,
operatic and popular songs. An orchestra on
the mezzanine floor of eight pieces, and com-
posed of employes, furnishes the accompani-
ment and every employe from the officials down
takes part in the affair.

Vice-president Grinnell is firmly imbued
with the idea that the community sing, whether
it is in the individual store or in groups. is
bound to create a better working spirit for the
employe and he says that he will see the plan
through to a rousing success.

URBAN SHOCKER BUYS SONORA

St. Louts, Mo., December 8 —The Mengel Music
Co., of this city, Sonora dealer, has reported the
sale of an “Intermezzo” model to Urban Shocker,
star pitcher of the St. Louis “Browns” and one
of the greatest twirlers in the national game.
Mr. Shocker is delighted with the Sonora he
purchased, having selected this instrument after
an extended survey of the market.

A new music establishment has been opened in
Lake City, Minn, by the firm of Schmidt &
Thomas, which operates another store at Red
Wing, Minn. Pianos, players, musical instru-
ments and talking machines are handled.

Tenhoftf's Pharmacy has secured the Victor
agency in Balaton, Minn.

MARION HARRIS WELL RECEIVED

Popular Columbia Artist Entertained by Colum-
bia Dealer at Syracuse, N. Y.—Handsome
Painting Specially Prepared for Event

Syracusg, N. Y., December 3.—With the aid
of Markson Bros., Columbia dealers, the recent
appearance of Marion Harris, exclusive Colum-
bia artist at B. F. Keith’s theatre in this city,
was a signal success. Not only was Miss Harris

Marion Harris at Markson Bros. Store
royally entertained at the store, but this enter-
prising dealer installed a window display which
was artistically arranged and listed all of Miss
Harris’ Columbia records.

The B. F. Keith theatre designed an unusual
picture of Miss Harris, using as a background a
large Columbia record measuring approximately
five feet in diameter and in the front featuring
Miss Harris.

This novel painting was the work of Robert
M. Berman, a graduate of the College of Fine
Arts and Syracuse University, who prepares the
publicity in connection with all artists’ appear-
ances at that B, F. Keith theatre.

Those qualities which make for success in life
deserve a better and more dignified name than
the expression, “tricks of the trade,” for tricki-
ness really has no part in the right order of
success. ‘

GLORIA

the original.

Ready for use

To the trade:

Factory
226 15th Street

REPRODUCER—AN IMPORTANT MESSAGE

A sound-box and diaphragm of entirely new principles

After four years' use and exhaustive test the GLORIA REPRODUCER
is now placed on sale, with VOLUME—NATURAL TONE — NON
SCREECH—NON BLAST and improvement with age.

The diaphragm of SPUN aluminum 1;035 of an inch thick. Hear a cornet
solo, piano, violin, cello and soprano voice, with the absolute fidelity of

Remittance must accompany all orders for samples

GLORIA PHONOGRAPH CO.

Salesroom

559 Fifth Ave., Brooklyn, N. Y.

"The Gloria Reproducer will be shipped in sample
lots for $3.25. Tone Arm and Sound-box $6.00. Send for yours.

Open face
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©he NEW Scottord Tonearm

and Supemor
Reproducer
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CA new external shape STITE NG, 1 TINSA
, A combination of Nickel or Gold Plate and Black Rubber Japan
of grace and beauty— == t ’

without changing the
internal design:

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

The
NEW

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

lar design. WRITE FOR SAMPLES.

SOSCO0BO0B00D
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g NEw C 8 STYLE No. 3 FINISH
¢ NEwW CONSTRUCTION & 0.3 F
9 g All parts Plated in Nickel or Gold
: ® e e
g % In ordermg specify whether Reproducer should have Plain Gilt Plate or*Superior' Name
g The long straight tube [P f— % Plate. To obtain Individual Name Plate, customer must furnish Decalcomania Transfer
Q 9 >
9 Yellow Brass. Tones}rm Base,Main & Samples Will be Submitted on Approval
g Elbow and Connectlon ElbOW and D Style1 Tonearm long tube ax_|d main Style 2 Tonearm long tube and main elbow Plated, base Black Japan-
3 h R d F . F R, ; f)la}:l’cwﬁliel?xﬁd‘;ie:e?c:t}?ex;g :;\ti ned Reproducer hack Black Japanned, the face ring and frame
g the epro ucer rrame, ace lng ; lated. 3 ' P Style 3 All parts of Tonearm and Reproducerare Plated
8 %I}iBa]csk Pls;t\euare cast Ofi{rENSO ; ?IIO. 1 ﬁew gco:fforg ¥onearm ang guperior geprogucer . Nicke{ $7.00 ((:;oig $ 9.00
S 1te Bras ov—an allo or ) 0.2 New Scotford Tonearm and Superior Reproducer . Nickel 7.75 Gold 10.00
e} 5 y , b reone (] No. 3 New Scotford Tonearm and Superior Reproducer . Nickel 8.50 Gold 11.00
Q )
g than double the tensile strength of > Samples Prepaid at the Above Prices
> >
g cast }ron-——'muc}} stronger, h'arder | Witea for G
9 and lighter in weipht than ordinary g Specification Sheet and Quantity Price List
9 white metal alloys. Newdieshave ¢
g been produced for casting all parts.  § BARNI IAR I BRO I I I I :,RS
g The new parts are solidly cast,and § 8 SPI LE
% are very substantial and durable. & ND R
0 2]
® &
5O0000005990006000000000000000000006  Monroe and Throop Streets CHICAGO, ILLINOIS
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There is an old saying among experienced in-
stalment men that a sale is not a sale until the
last payment is made. It is one thing to induce
a customer to sign the contract and another to
have him make the payments promptly as they
fall due.

When a customer buys a phonograph from
you and signs your instalment contract there is
a definite understanding that he is to pay a
stated amount each week or month. As long as
he lives up to the letter of the agreement you are
powerless to compel him to pay more.
pays you $10 down on a $100 machine he owes
you the entire balance no more than you owe
the rent for the term of your store lease. Xe
owes you nothing until a week or a month from
date of purchase, according to the terms of the
agreement, and then owes but the first instal-
ment.

Merchants selling on the instalment plan are
seldom so exacting about the credit and stand-
ing of the purchaser as those selling a bill of
goods amounting to $100 or $200 without se-
curity for the reason that an instalment cus-
tomer invariably gives the dealer a lien on the
phonograph or other merchandise.

A dealer with a goodly number of accounts
usually maintains a loose-leaf ledger or card
ledger system. When an instrument is sold
on the instalment plan the account is opened.
Information pertaining thereto is transferred to
the ledger page or card and this usually includes
the name and address of the purchaser, business
or occupation, whether married or single, names
of references, the name, number and style of the
phonograph, the name of the salesman, date de-
livered and other vital information for check-

If he
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The Importance of Instalment and Collection
Methods in Making the Store Pay =, ByL.C. Lincoln

ing or tracing in the event of contingencies.

Some bookkeepers enter a charge for the en-
tire string of payments at once. In other words,
if a machine is sold for $100 and the customer
is to pay $10 down and $10 a month, a debit of
$10 will be entered for the first payment together
with a credit of $10, showing that the first pay-
ment has been made. Then follow nine debits of
$10 each and the date due. If partial payments
are made, because of the customer’s inability to

= ||||||||||||||||”||||||ﬂ|||||HV||||||||||||||||H||||||||||||||||||ﬂ|||||ﬂ||||||||||||||||||N|||||||||||||||||||N"”%E
= A Sale Is Not a Sale =
% Until the Last Payment
% Is Made, Hence the &
= Value of Bookkeeping

=

and Collection System
A

pay the entire instalment, these are applied on
the first payment to become due.

Other bookkeepers simply enter a debit for the
entire balance and credit payments as paid,
whether partial or in full, and then show the un-
paid balance on the account. The former sys-
tem, while entailing a little more work at the
outset, is advantageous, as it always shows
whether or not the customer has paid to date or
is in arrears without the necessity of checking

=

the account. If in the month of July, for in-
stance, the bookkeeper sees that credits have
only taken care of payments up to and including
April it is known at once that the account is
three months in arrears.

The customary manner of using a loose-leaf
ledger is this: ah alphabetical index consisting of
blank pages is in the front of the book. The
ledger pages are separated by thirty-one guide
pages each of which is numbered for one day of
the month. The page or account is placed in the
ledger on top of the date on which the payments
fall due and the name of the customer is then
placed in the alphabetical index.

When John Jones calls to make a payment
the cashier immediately finds the name in the
index and notes that the account is in section
No. 18, which means that his payments are due
and payable on the 18th of each month. If there
are many accounts each one is given a special
number, so that 15-18 would mean that the ac-
count is the fifteenth page in the eighteenth sec-
tion. The cashier notes what payment is due,
marks 1t paid on the ledger and immediately in
the cash book. These two entries are made at
the same time, which saves posting later.

Experienced instalment houses invariably mail
a notice of the payment to each customer about
ten days before it is due and this is brought to
the store with the payment. It gives the page
and section numbers of the ledger, so that the
cashier can refer to the account without any
loss of time; the notice is then marked paid and
returned to the customer as a receipt, thereby
saving the cashier the extra work of writing one.

If the card system is used instead of the loose-
leaf ledger the same operation is followed.

Should carry

The time has come
When every Record Dealer

‘ OKJ\, Records

The excellent recordings
Are the wonder and admiration

Of all who buy them.

Pittsburgh, Pa., 436 4th Ave.

STERLING ROLL and RECORD CO.

Cincinnati, Ohio, 137 W. 4th St.
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The Dealer Will Use ‘S

The Talking Machine World Trade Directory

As His Standard Reference Book

(]
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The talking machine dealer has been handicapped in the past
by not having at his disposal an up-to-date reference book that
gives him accurate information on all matters pertaining to
talking machine products.

THE TALKING MACHINE WORLD TRADE DIREC.-
TORY solves the dealer’s problem in this respect, for it will
contain accurate and up-to-date lists of manufacturers and job-
bers of all products relating to the talking machine industry.
The dealer can use it with safety, for it will be authentic and
authoritative, because it is published under the auspices of

THE TALKING MACHINE WORLD.

When in the market for new or additienal lines of machinf:s,
records, supplies, accessories, etc., the dealer will refer with

full confidence to THE TALKING MACHINE WORLD
TRADE DIRECTORY for information and guidance. The
data he will find there will enable him to reach his merchan-
dise markets readily and efficiently.

As an advertising medium, THE
TALKING MACHINE WORLD
TRADE DIRECTORY will have
tremendous value. It will be the
industry’s only complete reference
guide and the dealer’s stand-by. The
available advertising space will be
limited, and reservations are being
made daily. We would, therefore,
suggest that you reserve your space
without delay.

EDITOR’S NOTE:—If you have not yet returned the
information data sheet that we sent you, please do so
by return mail. It will be to your distinct advantage to
be listed properly in THE TALKING MACHINE
WORLD TRADE DIRECTORY.

THE TALKING MACHINE WORLD TRADE DIRECTORY

Compiled by

373 Fourth Avenue New York City
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Customers should not be permitted to fall be-
hind in their regular payments without first
advising you of their inability to meet them and
secure your permission for an extension of time.
Opinions vary as to what policy should be pur-
sued in making collections and enforcing pay-
ments. Some believe in allowing customers to
let their payments become past due for several
months before taking a firm stand, but it is a
noticeable fact that the greater number of large,
experienced instalment merchandisers use the
most aggressive methods to enforce payments,
and this fact would seem to indicate that this
policy is the one most productive of results.

If you secure a loan from your bank and give
your note payable on a certain date you are
going to pay that note or see the banker on or
before the date due and make arrangements for
a renewal. You will not expect the banker to
call you up a few days or a month later to
remind you that you have not met it. There
is no more reason why you should expect one
of your customers to consider his obligations to
you any differently or as something of no im-
portance, and if the payments are not met
promptly you should learn the reason at once,
with a definite promise when they will be made.

Accounts cannot be watched properly unless it
is done in a systematic manner. A good way
is to refer to the ledger every Monday, see
what payments were not made during the past
week and write a letter to all delinquents, call-
this fact to their attention. One week later it
will be necessary to look again to see if all
those having received letters responded or made
the payment in question.

If no attention has been paid to the letters
the accounts should then be placed in the
hands of your collector, in many stores the man-
ager or proprietor himself. It should be re-
membered, however, that your customers should
be taught to call at the store with the money
and not encouraged to wait for a collector or a
salesman to call at their homes for it.

Houses employing one or more collectors find
that these men seldom seem to grasp the fact
that accounts are payable at the office and not
at the homes, but collectors, with few exceptions,
seem to like to return from the day’s work with
a pocketful of money, probably to show that they
have been on the job and, accordingly, encour-
age the customer to wait for them to call.

Large establishments catering to the poorer
class are the exception, for the reason that people
of this class must be seen as soon as they receive
their pay, otherwise other houses will get it all,
leaving nothing for the house that does not send
collectors.

The use of printed forms notifying people that
their payment is past due is not encouraged. A
printed form immediately discloses the fact that
there are many others who are in arrears.

Letters written individually to each are far
more effective. The first letter to be sent when
a payment is missed should be very fair, ex-
plaining the situation to them, appealing to their
good intentions, giving them an opportunity to
call and either make the payment or explain
why this cannot be done at once. The second
should be along the same lines, but expressing
surprise that the first one was given no attention.
The third should be much stronger.

If no attention has been paid to three letters
you are justified in writing very pointedly and
setting a definite time to make settlement “be-
fore you take steps to enforce collection which
might prove embarrassing to them.” By send-

Warbletone Record Renewer

Cleans and Eolishes 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 mew voice and renewed
tone to records and will positively clarify articula-

tion.

One bottle will last indefinitely.
applied.

gmmensely valuable to dealers as well as to
machine owners. ‘2 dyops to a record.” .

If your jobber canmot supp_l( you order direct.

Price 50 cents per bottle retail. Liberal discounts.

WARBLETONE MUSIC CO.

225 Massachusetts Ave. INDIANAPOLIS, IND.

Very simply

ing such letters no one would be justified in
complaining about receiving strong letters, be-
cause you have written at least two which ex-
plained the situation to them and given them
every opportunity to call at your store to explain
matters if their intentions were good. By writ-
ing a mild letter in the beginning and gradually
working up to a strong one you have the best
of an argument before it starts.

Ordinarily, the first letter should be sent out
a few days after the first payment has been

missed, as has already been stated, and the other
letters should follow about one week apart.

If you have good reason for doubting the abil-
ity or intentions of a new customer to make
the payment it would be advisable to send a re;
resentative at once, but in ordinary cases a letter
system works out in a satisfactory manner and
teaches the new customer that payments are to
be made at the office and all extensions of tim«
must be granted by your office before the pay
ment becomes due.

NEW LIBROLA FOLDER

Seaburg Mfg. Co. Issues Artistic Folder—Li-
brola’s Distinctive Features Illustrated

Jamestown, N. Y. December 5—The Seaburg
Mig. Co., of this city, manufacturer of the Librola
phonograph, has just issued an artistic four-page
folder which can be used to splendid advantage
by Librola dealers. The front page is designed in
several colors, featuring an illustration that com-
bines a sales message with human interest. In
the two center pages are illustrated various

models in the Librola line, among which are the
No. 123, retailing for $125; the Louis XVI, re-
tailing for $150, and another model of the Louis
XVI, retailing for $200. All of these models are
designed as consoles, and, in addition, there is a
No. 110 upright, Adam design, retailing for $85,
and a console cabinet design to accommodate
the small table models of the standard machines.

On the fourth page of this interesting folder
there is presented a brief sales message, calling
attention to some of the distinctive merits of the
Librola. One of the features of this instrument
is the fact that two-thirds of the top is stationary.

C

hard usage.

Feln =2 =
SPHINX GRAMOPHONE MOTORS Inc.
ALW YOAK, Y.

ESIGNED to stand the shocks of

UILT to run smboth_ly and noiselessly
under varying conditions.

@PERATED with uniformity, and
constant in speed.

Write for prices

Spl'\inx Gramophone Motors L\c.

21 Kast 40th St.
NEW YORK CITY

Built by Engineers
with the ighest
Engineering Skill.
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Music and Voice Telemegafone

GNAVOX

MAGNAVOX INCREASES THE VOLUME OF ANY PHONOGRAPH
MAGNAVOX INCREASES THE VOLUME OF YOUR BUSINESS

Because it raises the usefulness of phono-
graphs to a degree never before attained.

ONSIDER it a moment. With a
Magnavox attachment a phonograph
can be heard in the farthest corner of a
vast hall distinctly and clearly. At a big
dance vou can have band music without
the expense of a band. At the theatre
vou can have orchestra music without
an orchestra.
For school, summer camp, community

center and plavground the Magnavox 1s
in great demand. It can be attached to a

phonograph easilv and quickly, and the

volume of sound regulated to the exact

degree desired—extremely loud or a mere
whisper.

The Magnavox i1s operated by a small
storage battery so that it can be used in
the wilderness, where there 1s no electric
current, just as easilv as in the city.

The Magnavox will increase vour sales
and add a handsome profit.

Send for Full Particulars

THE MAGNAVOX COMPANY

General Offices and Factory

Oakland, California.

New York Office

370 7th Ave., Penn. Term. Bldg.

VOLUME
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Helping the Talking Machine Retailer With

° °
His January House Cleaning : : 8y thornton Han
T R
Anything well begun is half done. Getting to house. At the start of the year the merchant to himself: *“What is my equipm for selli

away to a good start is more than half the bat-
tle in the .retail talking machine business, just as
niuch as in any other walk of life. \With the
old year practically off the books and a year
rich in possibilities knocking at the gates it is
time for the dealer to consider his opportunity.
The wise talking machine dealer will not waste
the month of January. For him it is a golden
month of opportunity. This is his time to put
his business house in order for another year.
The coming January shapes up right now as

even more important than usual in this re-

spect because many a talking machine retailer
has just weathered a lean year. When he turns
over his New Year’s business leaf he must make
sure that his slate is just as clean as he can
make it.

The way to clean the business slate is by elimi-
nating the “deadwood” that has been clogging the
works and impeding progress. Look into your
business records and sales methods carefully,
discover what is wrong, search for what is right
and get started in January without a handicap.
The competition for 1922 business will be keen.
The dealer who is going to get the lion’s share
must dig his spikes in the dirt and not be left at
the post.

The 1922 starting mark should be scratch. This
January dusting off the wheels of merchandis-
ing machinery should be thorough. Too many
dealers content themselves with a perfunctory
stock-taking of the old-fashioned variety. With
the new style retailer this matter of inventory
becomes of minor importance, for he generally
keeps himself posted daily with a perpetual in-
ventory system. He is ready to spend this
time brushing up for the year’s work.

There is a Passaic, N. J., dealer who extends
his January overhauling to all his departments.
All phases of his business are placed on a fresh,
clean basis for the coming year. His window
trimming plan for the year is determined in ad-
vance and the ideas for the various displays for
each month are chronologically indexed. This
plan is carefully followed throughout the year and
the result is an efficient system of keeping the
windows fresh and bright with new ideas. His
community observes from his windows that he
is an up-to-date merchant. Of course, this ar-
rangement of detail in advance does not at all
preclude the staging at any time of impromptu
displays suggested by events of the day.

Similarly this modern music merchant arranges
his advertising campaign in advance. He studies
conditions in the national and local markets and
what its problems are likely to be during the
year. He then works out a central idea on which
to base the campaign calculated to sell his quota
of machines and records. He then writes out all
his copy and secures what illustrations he needs,
after which he confers with the representatives
of the local advertising media. He allots 5 per
cent of the estimated sales total for the year for
advertising and makes his plans to spend that
sum in the most effective way.

In the same way he goes right down through
the various departments and the problems con-
riected with each —sales promotion, floor selling,
canvassing, personnel, repair, stock and fixtures,
bookkeeping and credits, delivery, mailing lists,
service, etc. The clerk in charge of each is asked
for suggestions which should build business dur-
ing the new year. These suggestions are usually
helpful and are talked over. If they are prac-
tical they are adopted.

Sales promotion, which, for the purpose of ad-
ministration, should be distinguished from sales-
manship, lends itself readily to this plan of get-
ting ready for the year’s work in advance. It
covers the collection and follow-up of the pros-
pect list, both by mail and by canvass from house

should go over his prospect list, weeding out the
“deadwood” and adding as many new names as
have accumulated. Get the list ready for busi-
ness, then proceed to work it just as thoroughly
as it will stand. A good plan is to prepare a
regular schedule of dates for sending out letters
throughout the year, say the 14th and 28th of
each month. Then prepare the letters to be used
in the campaign and adhere strictly to the sched-
ule. As fast as a prospect is converted into a
customer he should be changed from the pros-
pect list to the customer file and kept informed
of the regular record releases, etc.

The matter of canvassing should be considered

A e

January Is the Golden
Month of Opportunity
For Dealers Desiring
to Perfect Their Plans
and Policies for 1922

0

for its true worth. Because of the store location
or other cause canvassing is the most important
piece of sales machinery in many a store. Be
sure your business is “all set” in this respect.
Lay out the various routes that your canvasser
will follow during the course of the year. At the
end of each month have him report to you in
detail and analyze and discuss this report. At
this time add on the new names for each route
that are continually coming up in the course
of each day’s business.

Selling on the floor is your ace of trumps.
Right here is the make or break of the success
of any talking machine retail establishment. The
dealer who is going to make his 1922 ledger
show a substantial profit will on January 1 say

on the floor, and in what sort of shape is it
Look back over 1921. What was the record

Who made the sales and who did not? Dete:
mine who of your salesmen is keeping up with
or is ahove his quota and who is 1 It is t

latter with whom you should most concern your-
self. Find out why he is falling down. Have a
talk with him. Is it his personal appearance or
manner? These can be corrected. Does he lack
faith and enthusiasm in the product or in :
or your methods? Perhaps you can show him
in a few well-chosen words how to convince
himself and in like manner the customers. Is
he a poor closer? Drill him in this important
point. Remember that salesmen are not born,
they are made!

Personnel is a closely allied subject. While
you are giving this January analysis to your sales
force, go over thie other members of your staff.
There must be no square pegs in round holes in
1922

Your repair department should be overhauled.
Did it pay in 1921? If not, why not? If it did,
how can it pay more during the coming year?
Is it functioning properly and giving the proper
service to customers? Are you running it on a
system of scientific economy—in other words, a
strict record of costs?

Little need be said of the annual inventory of
stock and fixtures, except that it should not be
omitted. This is a good time for those dealers
who have not a perpetual inventory system to
install one. Only by means of this system do
you know the state of your business at any time.
If you are not acquainted with any system your
manufacturer or jobber will probably be glad to
help you. Or, better still, arrange to have a local
bookkeeper or accountant help you install it,

Are your books in order? Don’t say to your-
self: “Of course they are; they balance.”
Rather, “Are they telling me all I want to know
about my business?’ It is easy for the mer-
chant to deceive himself as to the actual amount
of his profit. Sometimes he fails to charge him-
self a personal salary. Some dealers qmit the
item of rent when they own the building. All

(Continued on page 62)
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The superiority of the Somora is as marked
as the ease with which it gells.
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You cant go wrong
with any Jerst song
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ASK TOHEAR IT!

DEALERS’ JANUARY HOUSE CLEANING
(Continued from page 61)

these things mean a false profit and that the
selling price of the merchandise is too high or
too low.

If the talking machine dealer, large or small,
will say to himself, “1922 offers me a big oppor-
tunity; how am I going to make the most of it?"”
and will think over the above suggestions, there
is no reason why he cannot ‘make the most of
it.” Start 1922 with a clean slate, and plug hard
six days a week for fifty-two weeks.

NEW KENT “SPECIAL” ATTACHMENT

Latest Addition to F. C. Kent Co.’s Line of
Attachments, Designed for Use on Edison
Dis¢c Phonographs, Just Announced

The F. C. Kent Co., Irvington, N. J.,, manu-
facturer of bent pipe and tubing specialties, which
is well known for its talking machine attach-
ments particularly designed for Edison disc
phonographs, has just announced its newest
product, the Kent “Special,” for playing lateral
cut records on the New Edison phonograph,
regarding which an attractive folder is now being
forwarded to the trade.

The new attachment is made entirely of brass
tubing and, it is said, insures the highest tonal
qualities and is so fashioned as to preclude all
possibilities of rattle or blast. It is lowered and
raised on the machine in exact accordance with
the method employed in using the regular repro-
ducer. It is manufactured with either a mica or
a composition diaphragm and is of the best
workmanship consistent with the high standards
established by the F. C. Kent Co.

In commenting upon this new device an offi-
cial of the F. C. Kent Co. stated: “In offering
the Kent ‘Special’ to the trade we feel that we
are adding a most worthy member to our large
family of special attachments for the Edison disc
phonograph and one which will successfully

meet the demand for the highest grade of at-
tachment and at a modest price. Having made
the first marketable attachment for the Edison
disc phonograph and being particularly well
qualified by experience, tradition and training to
determine the requirements of the trade in this
direction, we feel safe in recommending the
Kent ‘Special’ as being without a peer in its par-
ticular class. With our Kent Attachment No. 1,
our Kent Universal Attachment No. 1, our Kent
Master Adapter and our Kent ‘Special,’ together
with our Type ‘B,” our Type ‘S’ and our Type
‘X’ sound boxes, permitting of a very large va-
riety of combinations, it is fair to assume that
we are now in a position to satisfactorily supply
the wants of every taste and pocketbook. It
has been our experience that no one attachment
can satisfy everybody and we believe that, so
far as our present vision can encompass, our
line is now complete.

“As an exponent of the merits of advertising
you may be interested to learn that we attribute
a large measure of our success to the consistent
use of advertising space in the trade papers.
This statement, to our minds, is amply substan-
tiated by the fact that our phonograph acces-
sories are now sold not only to dealers and job-
bers in every State of the Union, but also directly
to dealers and jobbers in Alaska, Australia, Brit-
ish West Indies, Canada, Canal Zone, China,
Cuba, Denmark, Ecuador, England. France, Ger-
many, Greece, Holland, Honduras, Havaii, Haiti,
India, Ireland, Japan, Mexico, Newfoundland,
New South Wales, New Zealahd, Nicaragua,
Nova Scotia, Philippine Islands, Porto Rico, Scot-
land, South Africa, Spain, Turkey and the Vir-
gin Islands, although we have never employed
traveling salesmen to market our line. Of course,
we have endeavored to make good in service,
utility, workmanship and material, but the ini-
tial impulse was always conveyed by our adver-

tising copy. We say ‘It pays’.”

W. D. Wiley, of Anna, Ill, recently opened a
Victrola department in his book store.

Standard music of such superior quality that they enjoy steady,

satisfying sales

NORA BAYES WINDOW SCORES

Alhambra Music Co., of Cleveland, Features
Vaudeville Star in Window Display Which
Created Considerable Interest and Sales

CreveLanp, O. December 8—The Alhambra
fusic Caq., of this city, Columbia dealer, prepared
recently an artistic window display featuring
Nora Bayes, the famous vaudeville and musical
comedy star. Miss Bayes, who is an exclusive

Alhambra Music Co.’s Attractive Window
Columbia artist, appeared here two weeks ago
in a headline act on the Shubert circuit, and was
accorded an ovation by Cleveland’s theatregoers.

The window display prepared by the Alhambra
Music Co. was enthusiastically praised by passers-
by. and Miss Bayes was personally delighted at
the distinctiveness of this window. During her
stay in Cleveland the local Columbia dealers re-
ported a marked increase in the demand for her
popular Columbia records.

The Automatic Repeating Phonograph Sales
Co., of Binghamton, N. Y. which recently
opened its store, is pushing the Brooks auto-
matic phonographs.
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There is none better than

OKJ\, Records

Popular music so good they sell as fast as released

N7

Independent Jobbing Company

Okeh Record Distributors

Goldsboro, North Carolina
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Besides this Simplified 3
< F
Sheraton console, the o {

Jewett line includes
attractive upright and
console models priced
from $125 up,
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A Finer Console Than You Ever
*. Dreamed Possible at $145

In offering this exquisite new Sheraton console to the trade, we wish to
make it clear that this is not “just another phonograph.”

g lllll:lll!an-l:lnl"lu:'-nnnalluln A7 0888000880R000) llllll: ::::::::.::I:."':..:::::.:.-:.:I 'll:::!';‘."'.l""n-

It is the greatest single achievement made in recent years in the building
| of fine phonographs.

Your first thought will probably be that it is impossible to build a really
high-grade instrument to sell for $145. That is because you have in mind
the range of prices of other makes of consoles.

; ................-.-.-.:,..-.....

The tone is absolutely superb. No “blasting”—no lost tones—no metallic
vibration. Just pure music, amazingly lifelike with a fullness and richness
that will delight the hearer who appreciates faithful reproduction.
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Hear this new Jewett. Play orchestral or brass selections and hear instru-
ments you have never been able to “pick out” before. Then see if you do not
agree with us that this console is truly wonderful value—an unusual mer-
chandising proposition at $145.

Write today for our dealer discounts and
liberal advertising and financing plan.

THE JEWETT PHONOGRAPH COMPANY

General Sales Offices: 958 PENOBSCOT BUILDING, DETROIT
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INDUSTRIAL CONDITIONS WEST OF THE ALLEGHENIES

Manufacturers and Supply Men Have Removed

Their Indigo-hued Glasses and See Bright Times

Ahead for the Industry, Says L. H. Crabtree, of the International Mica Co.

[ Editor’s Note:—L. H. Crabtree, of the International Mica
Co., Philadelphia, Pa., who recently returned from an exten-
sive trip covering the talking achine industry west of the
Alleghenies, has written the following interesting analysis of
conditions as he found them in this territory.]

In our travels we meet a number of gentlemen
who are now convinced there is a hell, for they
ask, “\Where else could business have gone?”
But these men are slowly removing their dark
glasses.

The disastrous year of 1920, phonographically
speaking, is quickly drawing to a close and the
joys are quickly overcoming the glooms. Some
of the manufacturers in their hustle and bustle
feel as though the industry has shot its bolt, not
realizing the tremendous number of talking ma-
chines which have been sold during the year, but
which volume, on account of the very great
number of machines of all descriptions which
had been manufactured ahead in anticipation of
the Fall rush of 1920, and which to our sorrow
did not materialize, were thrown on the market,
under the hammer, through forced liquidations,
etc. Therefore, while the volume of business
was there, the results were not felt by many of
the operating manufacturers on account of re-
placements being taken care of through these
other channels.

This condition, however, has been eliminated
to a very marked degree, and those who have
survived the ordeal are being rewarded by a con-
tinued increase of orders. The tremendous
change of heart which occurred in Chicago, for
instance, between the first week of November
and the second week was very marked, and for
practically the first time during the year there
was evidenced the fact that prices had reached
the bottom and that it was safe to order a little
further ahead than for one’s immediate require-
ments. The more efficient sales forces have suc-
ceeded during the past eleven months of this
year in closing out their tremendous stocks of
high-priced supplies and are ready to proceed

with new stocks of raw materials, lower wages
and minimum overhead, on a cost plus basis.

This is the condition which must be arrived at
by all manufacturers to be able to stand the gaff.
The evidence of this condition is further illus-
trated by the fact that practically all orders
which are being received for parts going into the
talking machines are telegraph and rush orders
for immediate delivery.

The quality manufacturers specializing on ex-
clusive art models are busy and have been busy
for quite some time. This specializing during
depressions is particularly adapted to these times
and conditions and is practiced by the larger in-
dustries—for instance, the woolen and worsted
cloth industry—in dull periods as follows: The
designers work their hardest to bring out a new
style in desirable suitings, and if successful their
mill remains at maximum production while the
other fellows are running at reduced production
on the staples. \Where this applies to the woolen
and worsted industry it also applies to cabinet
manufacturers, tone arm manufacturers and
hardware manufacturers, and offers food for
thought. The older concerns manufacturing ma-
chines in Chicago report business quite satisfac-
tory. The tone arm manufacturers also report
business picking up quite considerably, with re-
quest for samples and quotations possibly 100
per cent more in November than in October, and
orders proportionately.

These accounts also report the “hand-to-mouth”
buyving of the manufacturer, with deliveries re-
quested immediately, and one account illustrated
one of the more abnormal conditions as follows:
A talking machine manufacturer—or, more ac-
curately, assembler of talking machines—required
some tone arms and proceeded to this tone arm
manufacturer with the statement that he would
buy tone arms provided the manufacturer ac-
cepted cabinets in payment. ‘This condition,

however, is now eliminated and the tone arm
manufacturers are feeling more optimistic, for
they realize the previous surplus of tone arms
has been practically eliminated and advise that
once the “buying power” is turned on and confi-
dence is restored so that at least a fair amount
of stock can be safely carried we should be able
to proceed on a much more substantial basis.
Further, with the manufacturers keeping all
stocks at a minimum it is quite possible, should
the reserve buying power which has been ac-
cumulated be turned on' too quickly, that a
scramble for parts would not be an impossibility.

The accessory and mail-order houses catering
to mid-\Vest and Westérn accounts report busi-
ness quite satisfactory and state it is now worth
while to send out literature. With the recent pick-
up in business it has given the entire trade incen-
tive to go after things, and those who have
survived are right after business with satisfac-
tory results for their efforts.

The “Imico” representatives in Cleveland, V. T.
Shultz; in Kansas City, Steinola; in St. Louis,
Artophone; in Davenport, Davenport Phono-
graph & Accessory Co.; in San Francisco, Walter
S. Gray Co., and our factory branch in Chicago,

find a very much better feeling among the va-

rious dealers and manufacturers in their respec-
tive vicinities. The continued pessimism in con-
junction with the talking machine industry, one
of the real large industries of this country, is
certainly, in their opinion, without proper founda-
tion, for all businesses have been affected, and
seriously affected, during the past year. The
taiking machine industry, on account of its very
rapid strides, possibly burned the bridges on the
advance, not anticipating any such calamity, and
we were possibly not so well entrenched as some
of the older industries. The same cry was also
made in reference to the automobile industry in
its infancy. There will always be a demand
for talking machines, for those who have not
bought, for replacement of worn-out machines
and for those who started with the smaller ma-
chines and replace them with larger machines.
The Japan office of the International Mica Co.
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COMPOUND
ROCKER
ACTION

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

76 Qeolotee Co

ASK FOR ILLUSTRATED AND DESCRIPTIVE

==
PAT. APPL'D FOR.

ORC-TONE
FEATURES

Extension A telescopes into large
elbow B, giving a length adjust-
ment from 734 to 94 inches.
Adjustment screw C engages an
indexed channel in extension A,
assuring perfect alignment. Slight-
ly releasing locking thumbscrew E
permits height adjustment of large
elbow in base ring D. Releasing
locking screw E entirely permits
tone arm to be removed from base
ring D for packing separately be-
fore shipping, if desired.

CATALOGUE

1000 to 1010 GEORGE ST.
CHICAGO, ILLINOIS

Illustrating Angle Throw Back Improvement. Permits
reproducer to clear tone arm when thrown back regard-
less of whether it is in position for playing Hill and
Dale or Lateral-cut records,

PAT. APPL’D FOR.
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reports business very good at present, resembling
more the talking machine business two years ago,
when the question of “\When can you deliver?”
was the important requisite for receiving the
order.

The various “Imico” representatives are particu-
larly pleased”with the recent considerable reduc-
tion for the standard “Imico” imported India ruby
nica diaphragms, which has been made possible
by the success of the “Imico” mining engineers
in working up during the recent slump and finally
“bringing in” a shaft producing the best quality
of flat ruby mica in large quantities.

SHIPS SONORAS ABROAD

Gray & Martin, Pittsburgh, Pa., Report Sales of
Sonoras for Foreign Climes—Total Business
for Present Season Is Very Satisfactory

The sales department of the Sonora Phono-
graph Co. received recently an interesting letter
from Gray & Martin, Sonora dealers at Pitts-
burgh, Pa., this letter reading in part as follows:

“It may be of interest to you to know that we
have in our shop for very slight repairs one of
the early models of Sonora, with sloping top,
tone arm of which travels on a horizontal rod,
and as we have only been handling Sonora for
six or seven years its design and construction
make it quite unusual in appearance.

“This Sonora was in our shop about four years
ago for new mainspring, and at that time the
owner said the machine had been in use, without
any repairs whatever, for eight or nine years.

“While the later children of the Sonora family
have improved marvelously in size, finish and
appearance over this older brother, his voice still
is ‘Clear as a Bell,” and is scarcely any worse for
the wear; in fact, looks good for another twelve
or thirteen years.

“At different times our old Sonora customers
have purchased another one to be sent for use
in other climes and countries or to a considerably
distant point in the United States, among them
being a Grand to Stockholm, Sweden; an In-
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CA touch of one Finger lifts or closes
the Lid, which stops at any point desired
Does not warp the Lid

Sample Prepaid, $0.75 Nickel —$1.25 Gold

Quantity Priceson CApplication
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vincible to Budapest, a Sonora Portable to Shang-
hai for a missionary, an Invincible to Palatka,
Fla., and other Sonoras to Sheridan, Wyo., and
Bocas del Toro, Panama, Canal Zone. These
sales in every instance were made upon the
known dependability of Sonora.

“Our Sonora business has been of good volume
this month, being a little larger in volume than
any October since we sold this line.”

A RECORD SUPPLEMENT FOLLOW-UP

SaLt Lake Ciry, Urag, December 3.—The John
Elliot Clark Co., Victor dealer, this city, is
stimulating record sales by sending to customers
a postcard announcing four or five records which
are meeting with popular approval. These cards
are sent out shortly after the monthly record
supplement has been mailed to customers and
the results have proved most satisfactory.
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Superior Specialties for Phonographs

BARNHART BROTHERS & SPINDLER
Monroe and Throcp Streets CHICAGO
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MUSICAL EQUIPMENT FOR COLLEGE

Mrs. B. M. Shanley Presents Knabe Grand With
the Ampico, an Organ, a Talking Machine to
the Value of $5,000 to the Villa Victoria

TrentoN, N. J., December 4—Mrs. B. M. Shan-
ley, of Newark, N. J., has presented a complete
musical equipment to Villa Victoria, the normal
training college for sisters of the Italian Catho-
lic schools of the Trenton diocese. The equip-
ment cost approximately $5,000 and consists of a
Knabe grand piano with the Ampico, an organ,
an upright piano for practicing purposes, a large-
size Cheney talking machine, music cabinets, a
fine complement of Ampico recordings by great
artists, as well as an abundant supply of talking
machine records. The equipment bears the name
of the donor and was purchased from the E. A.
Barlow’s Son Co., of Trenton.

out from all

business.

36 KAIL STREET

| FLEXLUME
. SIGNS

They Bring in Sales
24 Hours a Day

OUR sign’s first aim 1s
to command attention—
to make your store stand
the
stores. That is what brings

other

Flexlume Electric Signs are built for exactly that pur-
pose. A Flexlume will work for you day and night—raised,
snow-white glass letters in the daytime, solid letters of light
at night. Flexlumes have greatest reading distance, lowest
upkeep cost, most artistic designs.

Let us send you a sketch showing a Flexlume to
meet the particular needs of YOUR business

FLEXLUME SIGN COMPANY

BUFFALO, N. Y.
Flexlumes Electric Signs Made Only by The Flexlume Sign Co.
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TWO NEW SONORA MODELS

“Imperial” and “Intermezzo” Models Well Re-
ceived by Trade—Sonora Factories Working
to Capacity to Meet Increasing Demand

The Sonora Phonograph Co. recently placed on
the market two new models known as the “Im-
perial” and the “Intermezzo,” the former retail-
ing at $140 and the latter at $175. Both of these
instruments are finished in golden and fumed oak,
brown mahogany and mahogany, and contain all
of the mechanical features which have made the
Sonora one of the recognized leaders of the in-
dustry. The “Imperial” is 18 inches wide, 4234
inches high and 18 inches deep. The “Inter-
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The Imperial The Intermezzo
mezzo” is 2034 inches wide, 4674 inches high and
1974 inches deep.

Referring to the reception accorded these new
models by the trade, Joseph \Wolff, secretary of
the company, stated in a chat with The World
that Sonora jobbers and dealers report an un-
expectedly heavy demand for these two instru-
ments. In fact, the Sonora factories have been
working to capacity to take care of the dealers’
requirements for these two models, as well as
for all of the other models in the Sonora line,
and there is every reason to believe that the
month of December will be one of the greatest
in the history of the Sonora Phonograph Co.

Do You Throw Money Away?

RENE MFG. CO.

It is not a popular pastime—but still it is
unconsciously done by many who just don't
know that Repair Parts can be bought for less

RENE MADE SPRINGS AND PARTS ARE BETTER
COST LESS

Montvale, N. J.

BUBBLE BOOK DEMAND BROADENS

Leading Stores Throughout the Country Report
Big Holiday Sales, Thanks to Intelligent
Presentation to the Buying Public

The Fall and Winter campaign of the Bubble
Book division of Harper & Bros., New York, in-
augurated in September, is now beginning to
produce gratifying results for talking machine
dealers who feature Bubble Books in their stores.
In addition to the wide advertising campaign
carried on in all the leading national magazines,
daily newspapers in every large city are to carry
every week, from now until after the holidays,
timely and attractive advertising featuring Bub-
ble Books as desirable gifts for children.

Many of the large stores are featuring Bubble
Books during the holiday season by special dis-
plays and by the attendance of an expert woman
demonstrator, especially trained in the art of
child verse, who can present each book in an
interesting manner to the parents visiting this
department. Among the prominent stores in
New York featuring this method of demonstrat-
ing Bubble Books are Lord & Taylor, James
McCreery Co. and John Wanamaker, while
Houghton & Dutton and the Jordan Marsh Co.,
of Boston, and many leading stores in other
cities report an increasing public interest.

B. M. GRUNEWALD A DOG-FANCIER

Well-known Piano Man of New Orleans Wins
Five Prizes With His Latest Acquisition, a
German Police Dog, “Joselle Rex”

New Orreans, La, December 6.—The trade
friends of B. M. Grunewald, of the Louis Grune-
wald Co., Inc., are not generally acquainted with
the fact that Mr. Grunewald shines as a dog-
fancier, as well as a successful talker man. Mr.
Grunewald’s pet at this particular time is “Joselle
Rex,” a German police dog, thirteen months old,
who made his debut recently in the Dog Show
at the Jefferson Parish State Fair, and not only
attracted much attention, but won five prizes.
The mother and father are owned by P. A. B.
Widener, of Philadelphia, and are both valuable
prize-winners.

RECEIVABLES CO. INCORPORATES

A charter of incorporation has been granted to
the Receivables Co. of North America under
the laws of the State of Delaware, with a capi-
tal of $5,500,000. The concern will handle Vic-
trolas and pianos.

Get men who think more of the winning than
they do of the recompense.

1865 PROSPECT AVE.

There is a strong reason why—

YOU SHOULD SELL

' OKB‘L Records

First Released on (K Records

The gay melodies that are a part of the luxurious life of popu}ar cabarets,
fashionable restaurants and ball-rooms, are the dance melodies heard on

OK»V\, Records

The seeker for the musical hits of the day is always satisfied with

OKak Records

If a product satisfies, it increases sales and it is the reason why customers
return to your particular store. You sell what they want when you sell

O](BL Records

THE KENNEDY-SCHULTZ COMPANY

CLEVELAND, OHIO




The Talking Machine Horld, New 3ork, Do oanler 15, 142

oo, . G
13?5ih,TOY PARADE, THE—Iustrumental.............. ... .... Ny T W S mocAw sem— Okeh Concert Orchestra
-in

850 1 BRAY I[N TOYLAND; A=Instrunentals:: e s mpaio:ema 5. n:5:255253055%5 0512 0@ semnande Okeh Concert Orchestra
1(‘;1_93hrMARCH OF THE TOYS—Instrumental. .. ...ttt e e et e e e e Conway's Band
-inc

852 LTEDDY BEARS! PICNIC; THE —[ustnomental s s:a:smaessses comess5565 665 e 5255085 dm irsmen s 3o Conway’s Band
1(‘;tz_(ﬂh'SILENT NIGHT, HOLY NIGHT-—Vocal Trio With Orchestra. ...................... .....Gounod Mixed Trio
-i

ssréc CHRISTMAS HYMNS (Medley)—Vocal Trio—QOrchestra and Chime~............... ..., Croxton Trio
4208 RAGTIME IN A TOY SHOP—Instrumental. ... ... ..o oint ittt et v e aee Conway’s Band
10-inch CHRISTMAS EVE IN THE TOY SHOP- Recitation and Song. With Orchestra Accompaniment, )
85c Irving Gillette—Maud Randolph—Sterling Trio
lgjg‘zh}ADESTE FIDELES (Rung by James Hager).. .......... ... ... ......... Cathedral Chimes and Church Chimes
85¢ “.CHRISTMAS MEN(@RNES (A Hantasicls = 2 sppe s 22 B & 2838 se 2 1955 2 1006 3 30 795 A6 B0 &30 T80 BE Hager’s Concert Orchestra
4464 (SILENT NIGHT, HOLY NIGHT (Stille Nacht. Heilige Nacht)—Chorus—(In German),
10-inch ) With Orchestra and Chimes
85¢ LCOME, LITTLE CHILDREN (Ihr Kinderlein Kommet)—Chorus—(In German)......With Orchestra and Chimes
4465 {THE CHRISTMAS TREE (O Tannenbaum)—(in German).................... Carl Nebe Quartet, With Chimes
10-inch  SILENT NIGHT, HOLY NIGHT (Stille Nacht. Heilige Nacht)—Chorus—(In German).

85¢ Carl Nebe Quartet, With Chimes
1gli17h HOLY GHOST WITH LOVE DIVINE—TeNOT. ..« . oottt ittt et et Reed Miller
-inc

85c |BEAUTIFUL ISLE OF SOMEWHERE--Soprano—Baritone Duet................... Jean Nealson—James Jordon
lgl,sgh[ROCK OF AGES—Contralto-Baritone Duet. With Orchestra.......... FE Helen Clark—Joseph Phillips
-i

ssréc lI NEED THEE EVERY HOUR—Tenor-Baritone Duet. With Orchestra........... Charles Henry—James Jordon
e JESUS, SAVIOUR, PILOT ME—Tenor. With Orchestra. .. ..o.oooiooi oomieenineaneaeen Henry Burr
gsc  LEAD, KINDLY LIGHT—Vocal . .................cc.... ... T Peerless Quartet
18_2‘72h;(CRUCIFIX—Sacred Duet, With Orchestra.. ... ... ..ot i i s Charles Henry—James Jordon
sgc REASENIS, BB Bartone] YWithN Orchestnns semarsz v oz aegis 18 5E s 10562 100 4 4528 54388 35 A BuEFE ISE S« Bernard Ferguson
276 IRBEA S NEWG  SANV O WUIR =MoGa s ar s s 5l 22 a6d bhic 4o IR SRR 35 & 458 B 5 2R0AT 188 4cBE G HAE Shannon Four—J. Neilson
10-inch WHEN CATHEDRAL BELLS AT TWILIGHT CHIME—Orchestra, With Celeste and Chimes

85¢ | Shannon Four—]J. Neilson
132_9ohl JESUS, LOVER OF MY SOUL-—Duet. With Orchestra.................coooiiun... Charles Hart—Elliott Shaw .
-i

85réc LOPEN THE GATES OF THE TEMPLE—Baritone, With Orchestra............ ... ..o, James Jordon
133:20hfWHERE IS MY BOY TO-NIGHT?—Sacred Baritone, With Orchestra............oovuiiuiininn ... Elliott Shaw
-i

8512C \FACE TO FACE—Sacvred Baritone, With Orchestra.. ... ... i, James Jordon
134,3lhfSAVED BY GRACE—Baritone, With Organ...........ccoouuiiuirnieninainaennonns N Wilfred Glenn
-i

gsc  |JUST AS I AM—Baritone, With OFaN..........oooeiiimmemtiuisiareetaaeieutos et Wilfred Glenn
4437 }(GO DOWN, MOSES; 'WAY DOWN IN EGYPT LAND-Spiritual Colored Quartette,
10-inch) Virginia Female Jubilee Singers
85c (WHEN JESUS CHRIST WAS BORN-—Spiritual Colored Quartette............. Virginia Female Jubilee Singers
lgz_ogh<(THE VOICE OF THE CHIMES—Male QuUartetle . . ... uutneetneet et eetaeauaeenneenaeeatun Shannon Four
850 UTHE HOLY CITY—BaritOne. . ... euuutnarnnannttntettanitaaeaaeneenaaneeaaaaannnns _Joseph Phillips

General Phonograph Corporation
OTTO HEINEMAN, President
25 West 45th Street, New York City
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INDIANAPOLIS A NOTABLE CENTER OF TRADE ACTIVITY

Holiday Sales Now Under Way—Baldwin on Deck Following Fire—Miss Hobson’s Fine Educational
Campaign—Splendid Feeling of Optimism Prevails Regarding Prospects Present and Prospective

Ixpiaxaroris, Inp, December 5.—Although the
Baldwin Piano Co. suffered a fire loss of approx-
imately $25,000 last month there was compara-
tively little damage to the stock of talking ma-
chines, according to C. P. Herdman, manager of
the talking machine department. Many of the
instruments were marred through handling by
the salvage corps, thus necessitating special
prices which, on many of the machines, were 50
per cent of the original prices. The special prices
quickly moved the greater part of the stock so
damaged.

Water damaged practically the entire stock ot
Columbia and Brunswick records and Q R S
player rolls. Instead of placing this stock on
sale Mr. Herdman decided that the reputation
of his house for the distribution of only first-
class goods could best be preserved by dis-
posing of the stock otherwise. He therefore
disposed of all the damaged goods through in-
surance adjustment to the ‘Underwriters’ Sal-
vage Co., of Chicago. The transaction involved
approximately $13,000. Mr. Herdman says he
is receiving especial attention from distribu-
tors, with the result that he will be in good
shape for handling the regular Christmas holi-
day trade in records and rolls.

Demand for Records Grows

C. E. Collins, of the Collins Talking Machine
Co., reports business in Emerson records in-
creasing rapidly. He says that Dumbald &
Burns, Emerson dealers at Huntington, have
thus far this year increased their record busi-
ness 300 per cent over last year. Mr. Collins
reports also a healthy increase during the last
two months in sales of talking machines, particu-
larly in the Indianapolis territory.

. Thos. E. Hendricks a Busy Man

Thomas E. Hendricks, formerly manager of
the talking machine department of the Pearson
Piano Co., left that company to accept a posi-

tion as special agent for the Crescent Life In-
surance Co., a Masonic insurance organization.
He is supplementing the insurance work by con-
ducting a wholesale talking machine accessory
business for the Stewart Talking Machine Co.,,
Victor distributor. He also has accepted tem-
porary employment as floor salesman for the
Indianapolis Taiking Machine Co. during the
holidays.

A. C. Hawkins, manager of the latter com-
pany, reports both machine and record business
picking up, as the result of the near approach
of the holiday season. Business, he says, is
coming chiefly through the efforts of the outside
crew of salesmen, with sales of the $150 ma-
chines leading.

Finds Large Increase in Business

C. A. Grossart, of the Brunswick Shop, says
that business has increased at a remarkable rate
in both machines and records during the last
two weeks. He finds it difficult to keep his rec-
ord stock up to where it should be, he says,
and he credits that fact chicfly to a large de-
mand for the Isham Jones record of the
“Wabash Blues” and “Ma.” He says his last
consignment of that record was 750 and that
hc sold the entire consignment in three days.

Price Stability Inspires Confidence

People have increased confidence in the Edi-
son phonograph as a result of the unchanged
prices of that instrument, says W. O. Hopkins,
of the Edison Shop. He says that despite price
cutting 1n other lines his business for Novem-
ber ran a little better than during the same
month of last year. The fact that several Broad-
way hits were received in this city on Edison
rccords before the sheet music arrived, he says,
has gone far in calling attention to Edison pro-
gressiveness.

Mr. Hopkins has won some worth-while pub-
licity through the fact that the Indianapolis post

ofice is trying out an Edison in the mailing
room for the purpose of tcsting the value of
niusic in connection with the activities of the
clerks and carriers in the office. The machine
has been in satisfactory use there two months.
A recent issue of the London Illustrated News
showed the picture of a “gramaphone” in use
in the London post office and gave the explana-
tion that the London postal authorities were
contemplating adoption of the music plan on
trial in Indianapolis. The Edison Shop hz
added the Gulbransen line of player-pianos.
Reduced Prices on Gennett Records
The Starr Piano Co. has announced a return
to pre-war prices on the Gennctt records. The
reduction has been from 85 cents and $1 to 75
and 90 cents. T. H. Bracken, manager of the
Indianapolis store, says he has been pushing the
record sales, with the result that his business
in that line increased rapidly during the latter
part of November. There has been no appre-
ciable increase in the sale of machines, he re-
ports. Business in tlie Indianapolis store and
in the branch stores of the State, he says, has
been generally satisfactory the last few months,
with every indication of a healthy increase
through the Winter,
Reports Business Expansion
Miss Minnie Springer, manager of the Vic-
trola department of the Taylor Carpet Co., re-
ports that business has increased to such an
extent during the last few weeks that she is
having difficulty in supplying machines. She is
nieeting particularly with a shortage of the No.
300 models and certain finishes in the No. 100.
Becherer’'s Cheery Report
C. H. Becherer, manager of the Sonora de-
partment of Chas. Mayer & Co,, says that the
sales of baby grands and the cheaper period
models have kept up his business so well that
Qctober and November this year brought re-
turns equal to the business during the corre-
sponding months last year.
John McCormack Scores
The appearance of John McCormack at the
(Continued on page 68)

change needle. Also position when not in use.

Showing Reproducer of Jewel Attachment turned up to

Plays all types of records. Operates the same as

THE
IMPROVED

eV

I Showing face view of Jewel Attachment in position for

Needle CENTERS on all records.

playing lateral cut records,

the “EDISON” with the LEVER.

No adjustments necessary when changing from
lateral to vertical cut records. Stop prevents
swinging to the right.

Needle scratch almost entirely removed.

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

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

e MENT FORES

Showing Jewel Attachment in position for playing vertical
cut records.

NOT
Just Another Attachment

BUT

a distinct improvement in Tone
Reproduction as well as in Me-

. chanical Construction and Finish.

Send for descriptive circular which
contains “HINTS REGARDING
THE CARE OF A PHONO-
GRAPH.”

If your jobber does not handle,
write us.

Price the same.
to dealers.

GUARANTEED
WAY.

MONEY BACK IF NOT SATIS-
FIED.

We handle highest grade Jewel
Point Needles.

Liberal discount

IN EVERY

JEWEL PHONOPARTS COMPANY

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

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

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

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

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

154 W. Whiting St., Chicago
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TRADE ACTIVITY IN INDIANAPOLIS
(Continued from page 67)

Murat Theatre on Sunday, November 20, re-
sulted in a renewed interest in the Victor rec-
ords made by that artist. Victor dealers
throughout the State have been ordering heav-
ily on the three Victor records released as
“specials,” according to reports from the Stew-
art Talking Machine Co. Indianapolis deal-
ers say those records have had an unprece-
dented sale, but only two dealers reported the
came record ‘as being in the lead so far as the
ereatest nuinber of sales was concerned.
Talks to Kiwanians on Child Music

Miss Caroline Hobson, educational director of
the Stewart Talking Machine Co., in an address
before the Kiwanis Club on the subject of music
appreciation, made “six-year-olds” out of 200
dignified Kiwanians and illustrated how young-
sters in the primary schools are being taught
better grades of music.

Miss Hobson had the Kiwanians humming
childhood lullabies, such as “Rock-a-bye Baby”
and “Old Mother Hubbard,” to phonographic ac-
companiment. Putting the club to a test, she
discovered that only three out of the 200 knew
the name of America’s foremost composer. She
said that was not strange, since business men
are too busy making money to concern them-
selves greatly about music. She urged her
liearers not to permit the children to become
fond of jazz. People may obtain a liberal edu-
cation in music by listening to good music, she
declared.

The Stewart Talking Machine Co. will hold
an educational meeting for store salesmen De-
cember 8 and 9. It will be attended by repre-
sentatives of the Victor stores in the Indiana
territory. Miss Hobson will conduct the classes,
giving particular attention to the handling of
records.

To Feature the Motrola

Under a new plan of national distribution for
the Jones Motrola, a winding device for phono-
graphs, the Stewart Talking Machine Co. has
been made the exclusive wholesale distributor
for this State. A new type of the Motrola is
noiseless and sells at little more than half the
price of the old type.

Harry Diehl, popular traveling salesman for
the Stewart Co., has successfully solved the
problem of “Music in the Home.” Ask him
about it and he will straightway proceed to ex-
plain that her name is Helen Louis and that she
weighed nine pounds when she arrived.

Kimball Phonographs Are Moving Rapidly

‘The movement of Kimball phonographs is be-
ing stiinulated by advertising and sales cam-
paigns conducted in conjunction with dealers by
E. H. Jarrard, manager of the talking machine
department of the Capital Paper Co. Increased
sales efforts, supplemented by special prices,
resulted in successful sales by the Reliable Fur-
niture Co., the Phoenix Furniture Co. and the
White Furniture Co., of this city.

After making an extended trip over Indiana,

Equip Your Booths
with Stewart Record Stands

OMPACTLY built

and designed espec-

ially for handling re-
cords conveniently in the
demonstration rooms, this
stand brings efficiency to
your record selling.

The customer places on the
top shelf the records he
wishes to hear; on the bot-
tom shelf those he does not
want, and on the middle
shelf those he wants to buy.
Result—no mix-ups and
much time saved. A pow-
erful aid to the busy dealer.

No. 5A 010
$8.70
f. 0. b.

Indianapolis

In Mahogany, Golden Oak and Birch |

finish. Height, 43Y inches. Top, 16%
| x 16% inches. If you have no account
with us please send check with order.

STEWART

TALKING MACHINE CO.,

Illinois, Ohio and West Virginia Mr. Jarrard re-
ports the market flooded with inferior machines
and says the retailing of such machines is mak-
ing it hard for dealers in standard machines, but
that the discriminating buyers are still demand-
ing the good quality of the standard makes. He
says the standard machines are apparently not
so easily sold now, but that they stay sold when
once they are in the hands ot buyers.
Pathé Business Improving

The business in Pathé machines is about the
same as a year ago, according to C. O. Mueller,
of the Mooney-Mueller-Ward Co., Pathé dis-
tributor. The record business, he says, is pick-
ing up rapidly. It is Mr. Mueller’s observation
that dealers are remaining close to their busi-
ness and are visiting in the city frequently, as
they were in Lhe habit of doing a year or two ago.

Business to Be Had if Solicited

H. G. Anderson, general sales manager of the
Kipp Phonograph Co., Edison distributor, says
the cash prize contest just closed by the com-
pany proved very successful. “Our cash prize
contest,” he explains, “has proven to us that
there is business to be had for the salesman who
has unwavering faith in his ability to go out, face
the odds and sell. A very remarkable fact is that
one of our cash prize-winners near the top has

Leen in the Edison game less than one year. He
attributes his success to the great assistance
given him by the Edison laboratories, with their
various sales plans. Conditions in our terri-
tory indicate that we are going to have the last-
mminute rush that always appears during the
holiday season.”
Takes Both Auto and Victrola

E. F. Routh, Victor dealer at Salem, Ind, is
looking for a thief who stole his Hudson super-
six and a $250 console model Victrola. The
Victrola was in the automobile when the thief
decided to depart with the car. Routh is offer-
ing a reward for the return of the property.
The serial number of the Victrola is 26,238. The
series number of the automobile is 100,452, the
license number is 279,131 and the motor num-
ber is 153,624.

Says the Outlook Is Rosy

O. C. Maurer, manager of the talking machine
department of the Kiefer-Stewart Drug Co.,
Sonora distributors, says the outlook for Sonoras
is “rosy.” The dealers have responded, he
says, to aid given them by the Sonora Co., with
the result that there has been considerably in-
creased enthusiasm among them all and a general
toning up of business throughout the State.

Much Advertising in Evidence

1t was estimated by a phonograph dealer of
Iudianapolis that one of the city’s newspapers on
the afternoon of Friday, November 235, carried
$£1,500 worth of phonograph advertising. This
advertising included announcement of a $42,615
purchase of Sonata talking machines to be sold
at one-third the factory price, an offer of Vitan-
olas and other machines at special prices.

SELLS SIXTY-FIVE MACHINES

Enterprising Columbia Dealer in Texas Closes
Successful Week—Intensive Sales Efforts Pro-
duce Results Which Convey a Salutary Lesson

Darras, Tex., December 5—In the books of the
Dallas branch of the Columbia Graphophone
Co. Eagle Pass was formerly indicated by a
small dot representing a town of 35,655 people.
At this writing, however, the dot has assumed
imposing proportions, owing to the unusual cam-
paign conducted by the New Furniture Co.,
Columbia dealer in that city.

This dealer inaugurated a Grafonola \WVeek re-
cently and, working in conjunction with Mr.
Parker, of the sales staff of the Columbia branch
in Dallas, sold sixty-five Grafonolas in one week.
Newspaper advertisements, sales letters, personal
calls and, in fact, every form of sales effort was
utilized in making this campaign a success and
the New Furniture Co. is well deserving of the
congratulations which it has received from the
Columbia organization at Dallas.

Now with the smoke of battle cleared away
is not the time to discuss about what might
have happened. See that you are prepared for
the next fight—we mean the fight for business
in 1922. :

1103 OLIVE ST,,

Complete Stock and Excellent Service on

Osz Records

THE ARTOPHONE CORPORATION

ST. LOUIS, MISSOURI

Wholesale distributors of (OKefRecords for the South and Southwest
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Imagine “Rocked in the Cradle of the Deep”
as a saxophone solo!
ure, Clyde Doerr records “Jeunesse,” 100,
as the coupling. A-3491 will sell big to
your customers.

And for good meas-

Columbia_Graphophone Co.

NEW YORK

ACTIVE HOLIDAY BUSINESS PROMISED IN NEW ORLEANS

Retailers Encouraged by Fact That Christmas Savings Funds Are Large—Extensive Advertising

Bringing Results—General Improvement in Business Reported This Fall

New Orreans, La., December 5.—With the pay-
ing out of over $2,000,000 in Christmas savings,
and with the holiday season just opening, the
talking machine trade is preparing for a deluge
of buyers. From the early start made by the
shoppers and with the savings twice the amount
of 1919 the merchants predict a bigger season
than last year. All stores have attractive and
inviting window advertisements, and with the
club plans in operation, providing easy payments,
they expect to put talking machines in the homes
oi rich and poor alike.

In the words of B. G. Powell, manager of the
Victrola department of Philip Werlein, Ltd., the
public this year is not as reckless as it was last
year, for it has learned the lesson during the
period of depression better than the War Sav-
ing and Thrift campaigns could ever hope to
teach them—it has had the effect of making the
people ponder longer before buying and in the
end buying better machines—machines that would
last. In brief, the people are buying closer this
year than they did in 1920.

In commenting upon the Victrola business
done by the Werlein house, Mr. Powell claims

that while the month of November as a whole
was not exceptionally good and sales were slow,
the last week of the month was notable for
a whirlwind fnish which is still in evidence the
opening days of December, and which will merge
into the regular Christmas rush. Mr. Powell has
inaugurated a Red Seal derby among the selling
force which has stimulated sales considerably.
It will be a regular monthly feature beginning
with November.

Another thing brought to the attention of your
correspondent by Mr. Powell was that a survey
of the papers of New Orleans and of other

- Southern cities showed that the talking machine

people here have heen advertising more exten-
sively than any other city in the South.

The Edison Co. conducted the Elizabeth Spen-
cer tone test at the Little Theatre in the Grune-
wald, November 23, at which there were 1,500
people. She was accompanied by Emil Bertel,
pianist. The Edison people have also been con-
ducting a drive among the restaurant people and
have placed fifteen machines in the restaurants
in different parts of the city. Among the big
buyers were Harris Ice Cream Co., $1,000; Comus

PHONOSTOP

ACCURATE—SIMPLE—DURABLE

5th Successful Year

Reasonable
Price

Guaranteed Fully

Nickel or Gold

UNIVERSAL
STANDARD

NEED-A-CLIP

New Fibre Needle Clipper

THE PHONOMOTOR CO0., 121 West Ave., Rochester, N.Y.

Guaranteed

RETAIL

: '-' 75 éTents

Trade Discount

A" SUPERIOR TOOL

Restaurant, $900, and the Thermol Chain. Edi-
son rccord sales have been increasing steadily
and popular hits have been appearing even be-
fore the selections were released by the publish-
ers. Sales of Edison record cabinets also show
a big increasz,

The Maison Blanche has just finished a Vie-
trola week which kept themn hopping for the
whole six-day period. The $150 machine proved
to be the most popular and the best seller. In
the Brunswick machine the Console type was
the best seller. “Ma” and “Wabash Blues” are
two records that they have been unable to keep
in stock, so fast have they been selling, says
J. D. Moore, in charge of the department. Mr.
Moore had been kept at home for the past two
weeks with his son, who had been critically ill,
and has just veturned.

Guenard’s Music Shop on University Place,
which at the last report was rather upset, having
just opened, is now quite an up-to-date music
store. Starting with tlle Columbia line exclu-
sively, Mr. Guenard has now added the Kranich
& Bach pianc and the U. S. player roll to his
stock, in addition to musical merchandise. Both
this shop and the store on Dryades street are
going at top speed. Ted Lewis records are in
great demand, says Mr. Guenard. With the
player rolls he is inaugurating an exchange plan
whereby his customers may exchange old rolls
for new, allowing 33 cents on every roll re-
tnrned.

Junius Hart Piano House reports an increase
in every month this year over the same month
of last year, the greatestaincrease being in the
medium-priced machines.

As a whole the New Orleans trade seems to be
very optimistic over the outlook for the holiday
season and for 1922, There has been no price
cutting in this section of the country, though
some dealers complain that other dealers are
selling terms instead of phonographs.

PERFECT CARUSO FOUNDATION PLAN

Plan to Raise $1,000,000 Foundation Fund by
Public Subscription

At a recent meeting of the Bankers Club in
New York steps were taken to perfect the or-
ganization of the Caruso Memorial Foundation
which was started some time ago. The plan pro-
vides for the raising by public subscription of
$1,000,000, the income from which will be used
to establish scholarships in music and to de-
velop a wider appreciation of music in this coun-
try as a perpetual and practical memorial to the
noted tenor. The headquarters of the Founda-
tion are in the Woolworth Building at 233
Broadway, New York.

PHONOGRAPH SALES CO. BANKRUPT

OmaHnA, NeBr., December 8—A petition in bank-
ruptcy against the Phonograph Sales Co., 2415
Farnam street, this city, has been filed by credi-
tors, including the Knittel Music Co. and the
Columbia Phonograph Cabinet Co. Liabilities
are estimated at $40,000.
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Owners of phonographs throughout the country have been quick
to see the many advantages of the compact little Shelton Motor
which transforms any phonograph—Edison—Victor—Columbia—into
an electrically driven machine. There are more than 20,000 satisfied
users today.

Can be installed in a minute. So small it will fit in yout pocket.
Invisible when lid is closed. Cost of operation less than five cents
a month. Never gets out of adjustment. Guaranteed indefinitely.

16 EAST 42nd STREET

My. John D. Rockefeller—Mr. Alfred I. Dupont—Myr. Henry Ford
—Have Equipped Their Phonographs With

THE SHELTON MOTOR

The Perfect Motor for Phonographs

EDISON and VICTOR DEALERS! ARE YOU INTERESTED
IN SELLING THE BEST?

Exceedingly simple to operate. A light push on turntable auto-
matically turns on current. Motor always runs at even, uniform
speed, which insures perfect musical reproduction. Absolutely
noiseless.

Your customers will want the Shelton Motor when they see what
an ideal addition it will be to their machines. Takes only a minute
to demonstrate its superior points.

Write today for name of your nearest distributor.

Eliminates Winding—Never Runs Down—Noiseless—Not a Winding Device

SHELTON ELECTRIC COMPANY

NEW YORK, N. Y.
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hatiE MUSICALZ

POSSIBILITIES o

JALKING MACHINE

[Epitor’s Norte:—This is the fourteenth of a new series
of articles by William Braid White, devoted to the various
interesting opportunities which prevaxl in the domain of
education for the retailer of talking machines. The suhject
is one of great interest and we commend these articles to
the consideration of all who are devoting attention to the
featuring and developing of the musical possihilities of
the talking machine.}

“KNOWLEDGE IS POWER”

The simplest and most obvious principles are
often the hardest to put before the consciousness
of bodies of men in practical form. Nothing should
be easier to understand than that the talking ma-
chine business is simply the business of mer-
chandising music. Yet the merchant who acts
upon this obvious principle is the exception.

Let us take one of the simplest examples.
Anyone who troubles himself enough about the
internals of his business to study them at all
must realize that the record catalogs contain vast
quantities of music which is imperfectly known
and very little exploited. Yet there is as much
profit in each dollar’s worth of these records as
in any others. A well-balanced retail business
will be one which can command the sale of all
parts of its stock with relatively equal facility.
A badly balanced business is one which runs to
extremes, which is always short on whatever
happens to be the fad of the moment and always
encumbered with dead stock of everything else.
No merchant is foolish enough to wish that a
condition of this sort should continue, but, very
often, merchants simply do not know what to
do about it and so let it continue against their
own better judgment.

The Clear Aspect

The musical aspect of the talking machine is
the aspect which ought most clearly to be kept
inn view in all decisions as to merchandising pol-
icy. But this musical aspect cannot be so kept
in view when there is no settled principle on
which to base a policy. If one just sells what
the uninstructed public wants to buy then it is
certain that one’s selling will be one-sided and
ill-balanced and that neither the manufacturer nor
the dealer will make much profit out of the
efforts which are put into the business.

The value of the talking machine, of course, is

A RECORD RACK

Particularly for

DEALERSIN WARM CLIMATES

Vertical racks
cause warped
records.

TRTIR
)

Warped records
are a dead loss.

This handsome
horizontal rack
holds 400 twelve
inch, and 800 ten
inch records, in
addition to
drawer space,
occupies anarea
only 1 foot by 3
feet, 8 feet high, solid dustproof
back, enamel or mahogany
finish ; ready for shipment; write
for price.

VAN VEEN & COMPANY

Hearing Rooms, Record Racks
and Counters

47 West 34th Street, New- York City
1711 Chestnut St., Philadelphia, Pa.

TR

T

relative to the use which is made of it. The
talking machine can only be sold at all for what
it will do. The record, then, is the determin-
ing element in the talking machine business, and
it is the first affair of the seller to master all
available knowledge as to the contents of the
record catalogs, the styles, types and values of
various instrumental and vocal recordings and
the relative success which each meets with in
filling the wishes and fancies of the buyers, the
people.

All this seems obvious enough when it is put
down on paper, but there seems to be a good
deal of difficulty in applying it. Yet this diffi-
culty is more apparent than real.

A Practical Example

There is a certain retail talking machine store
in a large city which represents almost to per-
fection the results which flow from applying
steadily the principle of knowing the goods one
sells. The store is not large, but it attracts the
most cultivated and musically wise people in the
community. The proprietor is himself interested
in music, though he is not a musician by any
means. He, however, first became interested in
the talking machine after he had bought a good
machine years ago. He gradually collected a
library of fine records, which he has built up
year by year, till to-day he has one of the finest
private collections to be found in the country.
Now, this man became so much an enthusiast on
the subject of talking machine music that he pro-
ceeded to enter the selling field himself. One of
his most sincere convictions is that he owes the
success he has made principally to the extensive
and minute knowledge he began to acquire years
ago concerning the riches of the record catalogs.

This man knows the line of records which he
sells. He possesses in his private collection
specimens of every style of recording, voices of
all sorts, ranges, powers and qualities, orches-
tral records, solo instrumental records, quartets,
trios and quintets. He has the complete operas
“Faust” and “Pagliacci.” He has specimens of
accordeon, concertina, barrel-organ, bag-pipe
(Scotch, Irish and Italian), ocarina, zither, xylo-
phone. He knows them all. He knows the tone
of each one instrument and how that instrument

is distinguished from its associates in the or-
chestra and in the band. He knows the selections
under the different headings, orchestra, military
band, string quartet, etc. He can pick out from
the catalog an orchestral number which will suit
a cultivated customer who shows a knowledge of
music. His knowledge embraces, likewise, the
entire range of modern popular music in voice
and instrumental recordings, and he is at no loss
to suit any taste. But he knows that any fool
can keep up with the hits of the moment which
are here to-day and gone to-morrow.
The Foundation of Good-will

On the other hand, he also knows that his
talking machine business, if it is to continue as
successfully in the future as it was in the past,
must continue to be built on the good-will of
the entire community. He knows—what so few
merchants seem to realize in a practical way—
that the patronage of the best and most highly
cultivated families in the community has a reflex
effect far greater than can be measured in any
direct amount of buying by these families. He
knows that if he is the purveyor of home music
to these cultivated circles by means of the talk-
ing machines and records, if he can advise these
customers of his, show them that he knows their
wants and can anticipate them intelligently, that
he has the same love for the beautiful that they
have, and that he can speak their own language
in these matters, they in their turn will cry
aloud his virtues and the beauties of his store
from one end of the city to the other. He
knows this and profits by his knowledge, which
he applies in practical fashion.

It Does Pay

It does pay directly and definitely to know the
records one sells, to know them not merely by
name but by actual acquaintance. It does pay
to know why the records of a band conducted
by Sousa differ from similar records made by
a band under the baton of Pryor. It does pay
to know what a concert overture is and why
Mendelssohn’s “Fingal’s Cave” differs from Bee-
thoven’s “Consecration of the House.” It does
pay to know the sound of an oboe and to dis-
tinguish it from the sound of a clarinet.

So. also, it pays to know why the Kneisel Quar-

Soss Invisible Hinges

preserve beauty.

The fine cabinet work which is re-

quired in many instances to preserve the disguise of
talking machine cabinets requires that hinges be as in-

conspicuous as possible.

invisible.

Soss Hinges are

Write for Catalogue

SOSS MANUFACTURING COMPANY

778 Bergen Street,

Brooklyn, N. Y.
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tet was once world-famous and why the Flon-
zaley and the London quartets are famous to-
day. It pays to know something of the differ-
ence between the fiddle styles of Heifetz and of
Kreisler, between the vocalizations of Galli-
Curci and of Florence MacBeth, between Mura-
tore’s mannerisms and Caruso'’s.

“Blues” and Burr!

Yes, and it pays to know why a saxophone
is needed to give the “blues” effects in music
and why Mamie Smith and Marian Harris have
totally different styles in blues work. It pays
to know all about Henry Burr, beloved of thou-
sands for years back, Henry Burr of the sweet
high tenor. It pays to know his history and
how many records he has made and which are the
best-liked by the general public.

It Pays
It pays to know all this and a great deal more.

For how can the talking machine be sold profit-
ably save by featuring Its musical possibilities?
And how can its musical possibilities be fea-
tured if not by means of its records? And how
can records be used for that purpose and sold
at a profit—how can it pay to keep records at
all if the selling of them is not guided by some
system?

The man or woman who is unwise enough to
suppose that a knowledge of music, and espe-
cially of music as given by the records listed in
the great catalogs, is not essential is too silly
to stay in the talking machine game. There can-
not be too much knowledge of the sort. There
cannot, we repeat, be too much knowledge of
that sort. And the more profound it is, the
broader, deeper, clearer, more extensive it is, the
better for the talking machine business of the
man or woman who possesses it.

SENTIMENTALITY OF MEN OFTEN A REAL SALES FACTOR

Study of the Men Folk as Buyers of Talking Machines and Records Well Repays the Inquisi-
tive Progressive Dealer or Salesman—Some “Experiences” Here Set Forth

It is an established fact that women are the
buyers of the country and merchants, knowing
this, concentrate their attention on them, often
excluding entirely the possibilities of making
sales through the head of the house, the man.
The man offers a mighty good field for the talk-
inng machine dealer and he should not be
neglected as an avenue to sales.

While it is true that men, as a rule, allow the
women to do most of the buying for the home,
there are a number of methods of influencing
them so that they either will buy themselves or
use their influence with their wives to purchase
a certain article at a certain store.

The best method of approaching most men is
through sentiment. Men to-day are just as
chivalrous and sentimental as they were in the
days of old, despite reports to the contrary, and
if the talking machine merchant approaches a
prospective male customer and tackles him from
the standpoint of sentimentality he enhances his
chances of making a sale. Of course, any man
with a grain of sense will have to be convinced
that the machine he is interested in is durable
and that he is getting his money’s worth, from
a practical standpoint, but no man is going to
buy a talking machine simply because he makes
a good bargain and it is up to the dealer to
convince him that he desires music in the home
and the particular make of machine which is be-
ing demonstrated to him before he will buy.

For example: John Smith is a hardheaded
business man. He has a wife and perhaps chil-
dren at home, but personally he doesn’t care a
hang about a talking machine. However, his
name is on the prospect list of Jones, the local
dealer, who decides to sell Smith a machine.

Jones tries all the usual ways of interesting
the prospect in a talking machine and fails.
Circulars, ads, letters and the usual sales talks
are without any visible effect. Jones is persist-

ent, however, and spends much time in thought.
He recalls that Smith is devoted to his wife and
decides to approach him from.a new angle. Ac-
cordingly he sends Smith a personal letter, using
distinctive paper of good quality, in which he
draws a pen picture of the home, how a woman
loves music and how the gift of a talking ma-

chine will be appreciated and how the record-
ings of the great artists will be enjoyed, etc.
He emphasizes the surprise and pleasure of
such a gift from husband to wife and sets Smith
to thinking.

Jones waits a few days and sends a follow-up
letter to Smith requesting an appointment, and
in many cases the sale follows. Of course, the
sale sometimes falls through, but if the letters
are tactfully written Smith will at least try to
find out from his wife whether or not she favors
the idea and 1f he is disinclined to make the
purchase himself he may delegate to his wife
the task of selecting a machine.

TAMPA HOUSE FEATURES COLUMBIA

Tampa Hardware Co., Columbia Grafonola Dis-
tributor, Institutes Big Ad Campaign

Tampa, Fra, December 8 —The Tampa Hard-
ware Co., the only exclusive wholesale hardware
jobbing concern in Florida, and one of the larg-
est concerns of its kind in the South, has in-
augurated an extensive publicity campaign in the
Tampa Sunday Tribune in which Columbia Graf-
onolas, for which it is a distributor, are featured
prominently in a full-page spread. The adver-
tisement of the company in one edition of the
paper covers many pages and urges the buying
of Columbia Grafonolas and other merchandise
from local dealers.

to play lateral cut records
= —

DID YOU GET YOURS?

If not, write today for circular illustrating our latest creation,

THE KENT “SPECIAL”

only on THE EDISON DISC PHONOGRAPH

Operates only with the lever, same as EDISON.,
Made of brass tubing, carefully finished, beauti-
fully fashioned and modestly priced, it is easily
the best buy on the market.
this opportunity of supplying your trade with a
product really worth while.
KENT “SPECIAL” to add materially to your
profits and prestige.

We specialize in attachments for Edison and
Victor machines,
sapphire and steel needles.
arms made to order.
kinds successfully executed.

- F. C. KENT COMPANY

Whose phonograph accessories’Win their way by their play'’

Do not overlook

We guarantee THE

also sound boxes, diamond,
Drawn brass tone
Tube and pipe bends of all
Inquiries solicited.

IRVINGTON, N. J., U.S. A.




74

THE TALKING MACHINE WORLD

Decemser 15, 1921

NEW EDISON JOBBER IN IOWA

Silzer Bros. Succeed Harger & Blish in Des
Moines and Sioux City—H. H. Blish Will
Move to California—C. G. Silzer Heads New
Jobbing House—Well Equipped to Serve Edi-
son Dealers in Important Territory

OraNGE, N. J., December 3.—Announcement was
made to-day at the Edison headquarters to the
effect that a new company, to be known as Silzer

C. G. Silzer
Bros., will be organized within the next thirty
days. The territory embraced in this jobbing
enterprise will be the same as that covered by
Harger & Blish, the concern to which Silzer
Bros. are the successors, and the headquarters
and executive office address will be the same, in
both Des Moines and Sioux City, Ia., as was
formerly occupied by Harger & Blish.

The change described above is the result of
the failing health of H. H. Blish, who will hence-

X7
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forth make his permanent residence in Califor-
nia, It is his intention to organize and operate
in that State, in conjunction with his son, H. H,
Blish, Jr., a financial company, which will dis-
count Edison paper.

C. G. Silzer, who has for many years been a
prominent member of Harger & Blish, will head
the new company of Silzer Bros. He will have
associated with him his two brothers, G. U. and
Herman F. Silzer.

In chatting with a representative of The World
C. G. Silzer stated that conditions in the Middle
West covered by the business operations of his
company are showing steady improvement.
While the corn market is not in satisfactory
shape at the present time, the hog market is in
excellent condition. In a recent trip which Mr.
Silzer made to make an analysis of the territory
which his business covers he found that 60 per
cent of the farmers own their own farms and
that 80 per cent of the farmers are practically
certain to go through the depression of 1921
sound and solvent. Of the remaining 20 per
cent he estimates 15 per cent will have a very
hard time to pull through and 5 per cent will go
under. This analysis, Mr. Silzer believes, indi-
cates a fundamentally good status and one which
will mean a substantial volume of Edison busi-
ness during 1922.

At the present time, he says, business is some-
what spotted—very good in certain cities and
behind in others. He believes that this varia-
tion indicates positively that the opportunity for
sales exists, provided the retail merchant and his
sales staff are fighting aggressively every hour of
every business day. He also said that price-
cutting of standard lines has not assumed the
threatening aspect which is the case in some of
the large Eastern cities.

RECENTLY INCORPORATED

The \WWonder Phonograph Co., of Dover, Del,
has been granted a charter of incorporation un-
der the laws of that State, with a capital of
£150.000.

%%%§éE3%g%%&%§é%E§§%%H%§é%ﬁ%%é%H%§ﬁ%&§§€%8%§%8£§é23%§€%%2§%?*?-€¥%§§?“€$??-ég?f‘ﬁgﬁﬁﬁiﬁ
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THE RESURRECTONE

‘‘Even pressure fulcrum’’

Trade-Mark
Registered

Patented
June 15th,
1915

June 22nd.
915

Jan. 21st,

patents Pending
QOur new Tuning-fork and
Single Prong models are
| standards of simplicity
and perfection. Superb quality — increased volume.
Order sample, return if not satisfied. Reasonable prices.
HOFFAY PHONOGRAPH CO., (60 Pearl St., New York City
Makers of the -“‘air-tight’" Tone-arm and Hoffay Phonograph

CATHEDRAL CO. PROPERTY SOLD

Real and Personal Property of Bankrupt Phono-
graph Co. Disposed of at Trustee's Sale

June  21st,
1921

MarioN, O, December 3.—Real and personal
property of the Cathedral Phonograph Co., bank-
rupt, was sold at a trustee’s sale on November
26 to Dimon Herring, Mansfield, O, for $44,900.
Mr. Herring stated that it was his intention to
open the local plant for the salvaging of the
personal property.

The real estate in Marion County went to Mr.
Herring for $24,500. The appraised value of
this property was $35,000. The personal prop-
erty was sold in bulk to Mr. Herring for $20,400.

Personal property of the company consisted
of some 800 completed phonographs, 100 other
phonographs previously sold on consignment, of
which seventy are at San Francisco and thirty at
various other points; one lot of other phono-
graphs, approximately 900; raw materials, mis-
cellaneous hardware and machinery located in
the plant; miscellaneous tone arms, parts and
dies at Chicago, and all accounts, bills receivable
and claims due the bankrupt company.

The Deeken Music Co., at 2017 East Grand
avenue, St. Louis, Mo., one of the latest addi-
tions to the local talking machine business, is
featuring Victor products.

;
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1922

1s going to be a RECORD vyear

Let us help you make 1t so by pressing

your records

Samples and Prices on request
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THE BRIDGEPORT DIE AND MACHINE CO. |

170 ELM STREET
BRIDGEPORT, CONN.

P\
%
&
§§
A
b

TEA



The Talking Machine World, New York, December 135, 1921

[_I__ IR IR IS FR IR IR IR IR FHR IR IR IR I IR ERFA AR IS

Patas

= WIek
LM

0

N !
L= =

“Stratford

\

)
| THE BRUNSWICK COMES
| TO HARDMAN HOUSE

As its inherent fitness made manifest the Brunswick's right
to highest musical recognition, it became manifestly fitting
that we should welcome it to Hardman House.

| Our ideals of artistry and the artistic achievements of the
Brunswick were too alike to remain permanently apart.

Sonow the inevitable becomes the actual. T he Brunswick
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and mutually complimenting.

The brilliant gem in a rich new setting; the lovely blossom
on a thriving stem; a distinguished stage for a new attraction.

Fifth Avenue's Phonograph Headquarters now invites
you to new Headquarters for the Brunswick.

Individual Concert Chambers at Your Disposal

We invite you to hear the Brunswick in
repertory of your own choosing. Convenient
main-floor Concert Chambers! Sound-proof.

CONVENIENT TERMS H

HARDMAN, PECK & CO.

Gighty Years of Fine Piano Jslaking

433 FIFTH AVENUE - NEW YORK
Also at 47-51 Flatbush Avenue * * Brooklyn

==
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Fifth Avenue’s Latest Convert

Above, a reproduction of a 400-line advertisement inserted in
The New York Times of November 4th, and other papers,
by the famous old music house of Hardman, Peck & Co., of
New York and Brooklyn.

“A man is known by the company he keeps’’

THE BRUNSWICK-BALKE-COLLENDER CO.
General Offices: 623-633 S. Wabash Ave., Chicago
Branch Houses in Principal Cities of United States, Mexico and Canada
New England Distributors: Canadian Distributors: The Brunswick-Balke-Collender Co.
Kraft, Bates & Spencer, Inc. Musical Merchandise Sales Co. la Calle de Capuchinas No. 25
1265 Boylston Street, Boston, Mass. 79 Wellington S reet, West, Toronto Mexico City, Mexico
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One of the leading phonograph man-
ufacturers in the country having
more than 70 per cent of their output
sold, wants a few high grade distrib-
utors in territories where they are
not now represented. The proposi-
tion is a very attractive one for the
right concern. Get particulars. Box
No. 2, Talking Machine \World, 373
Fourth Ave., New York.

SALESMEN ARE MADE, NOT BORN

The Most Successful Salesmanship Can Be
Analyzed as Merely the Unremitting Applica-
tion of Essential, Every-day Qualities.

Frederick W. Nash, writing in a recent issue
of the American Magazine, says that in his
opinion good salesmen are made; not born, and
says in part:

“The object of salesmanship is to sell and it
is proper and normal for the prospect not to
want to buy. The reason that men fail as sales-
men is that they think of themselves more than
they do of those they want to have as custom-
ers. The first principle of salesmanship is not
persuasion. It is not a division of oratory or
hot air. Neither is it a kind of glorified beg-
ging. We speak of ‘selling a man’ or ‘putting
over’ a deal. A real salesman does not think
in those terms; he thinks how what he has to
sell can make money for someone else, and
when he has that all planned he goes out and
tells that someone of the plan. Not infre-
quently salesmen who are unable to place a
satisfactory order with a doubting merchant go
right out into the neighborhood and by a house-
to-house canvass prove to the merchant that a
demand exists for the goods.

“Sometimes a salesman becomes too accus-
tomed to his territory. At first he will know
that he has to sell, and, if he is a good man, he
will sell part of the trade so well that he be-
comes an order-taker as far as they are con-
cerned. He will try for months, and perhaps
for years, a certain number of other prospects,
until it comes about that they know exactly how
to refuse him. His arguments and their argu-
ments stalemate; finally he stops calling. It is
very difficult to keep a fresh fund of arguments
over a well-beaten, accustomed route, and more
especially when a satisfactory portion of the
people on the route buy anyway. The sales-
man loses his resource, and for his good as
well as for the good of his employer he ought
to be shifted to harder ground. Easy going will
spoil any salesman that ever lived.”

In spite of all the opinion that salesmanship
is an art and that sales come through the activ-
ity of inspired salesmen, Mr. Nash clings to the
belief that salesmanship is merely an unremit-
ting application of essential, every-day common-
sense qualities.

FILE PETITION IN BANKRUPTCY

A voluntary petition in bankruptcy has been
filed by Walters & Barry, Buffalo, N. Y., talking
machine dealers. Liabilities are given as $46,-
670.32, and assets are listed at approximately
$19,637.39.

Sound Boxes to fit Victor and Columbia.
Samples, $.60 each.

Tone Arm and Sound Box, Per Set $1.35.
We carry in stock parts for all makes ma-
chines. rite for our catalog and prices.
Pleasing Sound Phonograph Co.
Manufacturers—Jobbers
204 East 113th St., New York City
Jobbing Territory Open

J. J. REILLY JOINS JEWETT STAFF

Well-known Wholesale Traveler Will Cover
Pennsylvania for Jewett Phonograph Co.—
Identified With Trade for Many Years

Detroir, MicH., December 6.—A. A. Fair, sales
manager of the Jewett Phonograph Co., of this
city, announced recently that John J. Reilly had
joined the company’s sales staff and would cover
Fennsylvania territory. Mr. Reilly has already
started work in this territory and is producing
splendid results.

John J. Reilly is well known to the retail music
trade, as he has been identified with the industry
tor many years. For over four years he was de-
partment manager of the imusic roll section of
John Wanamaker, and for two years traveled for
the Aeolian Co., visiting the trade in Pennsyl-
vania, New York, New Jersey and Virginia. He
then joined the staff of the Philadelphia Show
Case Co., Vocalion jobber located in Philadel-
phia, being appointed sales manager of the Mel-
O-Dee branch of this business. He resigned

from this position to become identified with the
Jewett organization, and his thorough knowledge
of the retail business will undoubtedly enable
him to co-operate to splendid advantage with
Jewett dealers in Pennsylvania.

EDISON ARTISTS IN CANTON, 0.

Interesting Recital Held Recently Under Aus-
pices of Rhines Edison Shop

Cantox, O., December 2—A novel and thorough-
ly pleasing recital was offered Tuesday c¢venin
November 29, in the new McKinley high schc
auditorium under the direction of the Rhines
Edison Shop. The artists appearing were Sil
Anderson Fagan, whistler; George Wilton Bal
lard, bharitone, and Willard Osborne, tenor. T h
artists performed in comparison with their re
creations on the New Edison phonograph.

A capacity audience attended a similar concert
at Alliance, O., given under the auspices of J. H
Johnson & Sons, music dealers in that progres-
sive city.

Durable —

il

some at once.

and profitable.

Wheeler-Snyder). Fox-trot.

3025 Merry Melody Men
It's You ({Davis-Conrad).

-8 Fox-trot,

{I Wonder If You Still Care for Me (Smith-
Lanin’s Famous Players

Dapper Dan (Brown-Von Tilzer). Orch.
Acromp. ... ... Sung by Irving Kaufman

Oh, Brother, What a Feelmu Oreh. Accomp.
Sung by Ernest Hare

Bring Back My Blushing Rose.
(Intro.:  *'Sally, Won't You = Com
IR Q1 Wm0 Sy Merry Melody \Ien
Cho Cho San. Fox-trot.
Harry Raderman’s Orchestra

{Bnmini Bay (Kahn- E"in Whiting). Fox-
trot

Fox- trot

3027
Inst.

............. anin’s Famous Players
Leave Me With a Smile (Hoehler-Burtnett).
) IR (| A Lanin’s Famous Players

1've Got the Joys (Askz)
**Cry-Baby Blues”™

Bennle Kreuger’s Orchestra

Wabash Blues. Fox-trot..Lanin’s Famous Players

Gypsy Blues (Sissle-Blake).

Fox-trot (Intro.:

Fox-trot,
Connorized Jazzers
I've Got the Blues, But I'm Just Too Mean

to Cry (Parish-Young-Squiers). Fox-trot.

PHILADELPHIA

PHONOGRAPH
RECORDS °

If you have not tried these records send for
Their reproducing qualities
will prove to you why they are so popular
The latest hits are found in
the list for December.

CONNORIZED MUSIC CO.

ALSO MAKERS OF CONNORIZED MUSIZ ROLLS
817 E. 144th St., -

UNITED MUSIC STORES

47

10-inch DOUBLE DISC ' O

WITH A POPULAR HIT
ON EACH SIDE |

Clear Tone

|

Musical

[
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Sabre and Spurs (Sousa). Mareh,
Enights of Columbus Band
Knights of Columbus March (Clifford).
Knights of Columbus Bamnd

o Sanchssnma
himes and Sterling Brass Quintette

Adeste Fldeles
Chimes and Sterling Brass Quintette

NUOVI DISCHI ITALIANI

Voca E Ganta—Barcarola {Cinquegrana-Va-
10 |n

lente}). Acce. Dell’ Orchestra Napole-
(117 R Sung by V. Summa, Tenore
E Chitarre (Bovio-Silvestri). Ace.  Dell’
Orchestra Napoletana.
Sung by V. Summa, Tenore

Filava Filava (0. A. Bixie). Ace. Dell”
Orchestra Napoletana.
127 Sung by M. Scialpi, Tenore
£2.in.) Come Pioveva. A. Gill (M. Testa). 4o
L Dell’ urchestra Napoletana.
Sung by M. Scialpi. Tenore

Gore Signore {N. Valente).
128 chestra Napoletana.
10 in. ¢ $ung by M. Srialpi. Tenore
Vocaj | 'A Ganzena Sittu! (Murolo- DeCums) Acc.
Dell’ Orrhestra Napoletana.
Sung by V. Summa. Tenore

Acc. Dell’ Or-

- New York

]

BALTIMORE

N
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Gennett Records

The charm of the Gennett Record is its truthfulness. It is not an imitagion—noi; an approxi-
mation—it is the artist. The tones, full-rounded, pure, the subtleties of expression, the individuality,
the personal magnetism of the artist are in the Gennett.

NEW GE > NETTS FOR JANUARY

. Akst Intro.: “Cry-Baby IOWA CORN SONG (Lockard-Rlley-Hamllton),
4793 'VEB.EJS’I)_T}'&.J-&T,S,,,‘,,,sglnn ° |;(rueger'l;y Orchestra 4798{ Criterion Quartette, with Orchestra Acc.
. -Ruby)— .75] ON THE BANKS OF THE WABASH_(Dresser),
25| MY nyzgtYTENNESSEEBgm:&y l|<(:|i-:1rgga:;r'su(}ll?chestra Criterion Quartette, with Orchestra Acc.
- —Fox-trot, BIMINL BAY (Whiting-Kahn-Egan),
ol GYPSY BLUES (8lssle-Blake)—Fox Lr:dd's Black Aces 4799{ Irvan Kaufman, Tenor, with Orchestra Acc.
' —Fox-trot, .75 | DAPPER DAN_(Brown-Von Tilzer),
.75 I'M JUST TOO MEAN TO CRY (S“"l[";gdys onlack Aces Irving Kaufman, Tenor, with Orchestra Acc.
g Intro. : KENTUCKY HOME (Brashen-Weeks), )
— Hov‘v,mvn;mv wm.?fEsm?amSrgoblsn;g:kwii)f'oxftrot. 4800 Strand Theatre Quartette, with Orchestra Acc.
. Balley's Lucky Seven .75 | PLANTATION LULLABY (Stevens-Gillette- Holmes).
75 wlMl\cMNt “'r‘ﬁ GoToTo lilAVE 'EhéhITH'AT?uc%L%even Strand Theatre Quartette, with Orchestra Acc.
. —One-step. ..... s
AP I = IR T & I AIN'T GIVIN’ NOTHIN' AWAY (Zoeller),
LEAVE ME WITH A SMILE Koehler-Burtnett)— 4801 Eliza Christmas Lee and Her Jazz Band
4796 Fox-trot.... .ooccovieniiiins anin’s Famous Players .75 ARKANSAS BLUES (Lada-Williams),
757 WABASH BLUES (ngle-Melnkin)—Fox-trot. Eliza Christmas Lee and Her Jazz Band

anin's Famous Players
2 J BRING BACK MY BLUSHING ROSE (Friml) (In-

H

§ STACK OF BARLEY, tro : “Sally, Won’t You Come Back?" from

H 4797, Peter J. Conlon, Accordeon—Piano Acc. John Muller 4802 “Ziegfeld's Follles of 1921')—Fox-trot,

H .75 ] MoBAN’S REEL—Irish Reel, 75 Merry Melody Men

H Peter J. Conlon, Accordeon—Piano Acc. John Muller SAL-0-MAY (Stol2)...... ..Harry BRaderman’s Orchestra
THE STARR PIANO COMPANY, Richmond, Indiana
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REPAIRS

TALKING MACHINE TROUBLES AND
HOW TO REMEDY THEM

Conducted by Andrew H. Dodin

EFFECT OF A DOUBLE .DIAPHRAGM

Baltimore, Md., November 22, 1921.
Editor Talking Machine World:

Will a reproducer with a double diaphragm
worked with one needle give greater volume and
clearer tone than a single diaphragm?

R. Eisenberg.

Answer: The question of using a double dia-
phragm vibrated by one needle is one that has
been worked over by almost all sound-box ex-
perimenters.

There are many things to be considered in suc-
cessfully making a sound box of this description
which will produce any greater volume of tone
without blasting or blurring.

In the first place, it is absolutely impossible
tc get two pieces of mica or of any other ma-
terial that are exactly the same. They may
measure alike to the ten-thousandths part of an
inch as to thickness and diameter, but still the
fiber and vibrating qualities of each will vary.
As a consequence the tone or pitch of each dia-
phragm would be different, sufficient to cause
blasting or blurring.

To overcome these inherent defects certain
experimenters have worked out the following
method of constructing a sound box in order to
get the maximum results.

Constructing the needle bar with a forked end
in such a way that 1t is connected to the center
ot each diaphragm, means is then provided to
take the sound waves from the same surfaces of
each mica and carry them off into the horn or
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tone tubes. It is obvious that were the sound
waves drawn from the opposite sides of the
diaphragms the result would be blurred or
jangled-up tones, for when one side of the one
diaphragm was pushing against the air the other
side of the opposite diaphragm would be pulling
away from the air.

I know of a sound box constructed in the
following manner in which this trouble was over-
come. The tones from one diaphragm were
drawn off into a large horn (attached in a fixed
position) and the tones from the other diaphragm
were drawn off into a smaller horn (placed paral-
lel to the large horn), which was made movable,
much in the same manner of the slide trombone.
In practice this smaller horn is moved in or out,

Superior Universal Reproducer on the Edison
Ghe Ideal All-Record Reproducer for the Edison Disc

Superior Reproducer with 21-E Connection for Edison—Sample Prepaid

Superior Specialties for Phonographs

BARNHART BROTHERS & SPINDLER
Monroe and Throop Streets CHICAGO

2OV DDD

in relation to the diaphragm, and the sound box,
as a whole, is tuned. The different lengths and
sizes of the horns compensate the difference in
time it takes the tone to travel from the dia-
phragm surfaces; it must be remembered that
the tone from: one diaphragm is always a little
ahead of the other.

This subject will lead one to consider the pos-
sibilities of taking the tone waves from both
sides of one diaphragm, and in doing this means
must be provided for the use of a double horn
system.

The actual result (answering your question)
is a considerable increase in volume, but not as
clear and brilliant a tone, with more liability to
blast and blur than with a single diaphragm.

INDUSTRIAL MUSIC BUREAU FORMED

Los Angeles Chamber of Commerce Forms Bu-
reau for Music Advancement in Industry

Los An~geLes, CarL., November 30.—Taking the
lead among American cities in a new line of
endeavor, the Los Angeles Chamber of Com-
merce has instituted a Bureau of Industrial
Music. The new department is said to be mak-
ing a strong appeal to the Jeading merchants
and manufacturers in this district.

In telling the objects of the Bureau, Miss An-
toinette Ruth Sabel, who has been made director,_
stated: “The aim of the Chamber of Commerce
is to furnish a clearing house for the musical
activities of Los Angeles—not for supervision,
but in order that the culture already existing
here, together with its further development, may
be available to newcomers, as well as to the
citizens who may now be at a loss as to where
they may use their musical ability to the greatest
advantage.”

“What kind of reception has the movement
received?” Miss Sabel was asked.

“The very kindest from almost everybody,”
she replied. “Heads of industries employing
large numbers of men and women have become
enthusiastic when the meaning of the effort has
been explained to them.

“The functioning of the Bureau will result in
the establishment of choruses, bands and orches-
tras among employes and their gradual training
and development into effective and permanent
forces, which will mean much to the city’s life.

“This is no experiment, for, a few years ago,
such a movement was started among the work-
ing people employed by Marshall Field & Co,,
of Chicago. To-day the Marshall Field chorus
is recognized as having passed the amateur stage
and is rated as a professional organization, giv-
ing great oratorios to large audiences every year.

“I have long since learned from actual con-
tact with the people that any amount of the
best talent is snuffed out because its posses-
sors are compelled to labor daily for a living,
without the opportunity or the means which
musical culture demands. To the thousands of
such people an opportunity like this comes as

a God-send. All of the city’s clubs are extend-
ing their whole-hearted co-operation, I am
strong in the belief that our efforts will meet
with success.”

RUDD & RIX OPEN NEW STORE

Central New York Victor Dealer Opens Attrac-
tive Branch Store in Herkimer

Herkimer, N. Y., December 8—Rudd & Rix,
Inc, of Ilion, N. Y., have opened an attractive
branch store on Greene street, this city, which is

the equal in appointments of any store in this
section of the State. A comprehensive stock of
Victrolas and records has been installed and, in
addition, a sheet music department is being ar-
ranged. Robcert Bothwell, formerly in charge of
the talking machine department of the Sheperd-
Norwell Co., of Boston, Mass., has assumed the
management of the new establishment. Miss
Helen Moyer has been placed in charge of sales.

The expansion of the Rudd & Rix concern is the
direct result of their aggressive sales policies in
connection with the Victor and other lines of
merchandise which they handle.

“BRUNS MADERITE”

Phonograph Moving Covers

Not mere price, but quality consistent with
price—that’s the basis of real economy

Made

in two grades—Grade

“A” eight ounce

Brown Duek—Grade “B” Standard Khaki Drill—
lined with heavy fiannel—interlined with heavy
cotton felt and eclosely quilted.

A—950 - - - - - - -
B= g50v 5 = & o ¥ [

REGULAR CLOSED TYPE COVER

Medium Size
43x20x23%

A—$7.00 - - - - - -
B— 600 - - - - - -

Large Size
493233243

- $7.50
6.50
With Moving Straps Attached
10.00
9.00

CONSOLE OR PERIOD TYPE COVER

Grade A—$9.50

Grade B—$8.50

Write us for special prices on the BRUNS One
Man Phonograph Moving Covers—also about the
MADERITE Fleece Lined Rubberized Phonograph
Dust Cover.

One way delivery straps with handles, $1.50
Two way delivery straps with handles, $2.50

A. BRUNS & SONS

50 RALPH AVE.
BROOKLYN

A. BRUNS & SONS

Manufacturers of Everything Made of Canvas
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CAMEO RECORD CORP. FORMED

Edw. N. Burns President of New Company Capi-
talized at $1,900,000—Will Manufacture Rec-
ords to Retail at Fifty Cents—Earle W. Jones
Vice-president of This Organization

Edward N. Burns, vice-president of the Co-
lumbia Graphophone Co. for eleven years, and
associated with that company in important ex-
ecutive posts for twenty-seven years, is now
president of the Cameo Record Corp.. a new
organization that was recently incorporated for
$1.900,000 under the laws of the State of New
York. Associated with Mr. Burns in this new
company are Earle W. Yones. who has been
elected vice-president: Samuel Geneen. who is
v ce-president and treasurer: Thomas F. Mec-
Mahon, secretary. and Carl Siemon, who is a
director.

Earle \W. Jones was formerly head of the
Jones Recording Laboratories, New York, and
these laboratories are now absorbed by the
Cameo Record Corp. The equipment has been
moved to the Canteo laboratories at 102 \West
Thirty-eighth street, where the executive offices
are also located. Mr. Jones has for many years
been prominent in the recording field and is
recognized as one of the best posted recording
experts of the industry. Samuel Geneen is owner
of the National Concerts, Inc, a well-known
and successful organization, and is also identi-
fied with several important industrial concerns
in New York. Thomas F. McMahon is a New
York attorney, and Carl F. Siemon is president
of the Siemon Hard Rubber Co., of Bridgeport,
Conn.. one of the finest equipped record-pressing

ZZ

plants in the country. The Cameo Record Corp.
has made arrangements to handle the entire out-
put of this record-pressing organization.

In a chat with The World, Mr. Burns outlined
his plans for the Cameo Record Corp., stating

Edward N. Burns
that the company will confine itself exclusively
to tlie production of records that will retail at
50 cents. The record library will be cofnplete,
comprising all types of music, and the records
will be nterchandised direct to the dealers. The

i’/////////I/I//I/I/I//II////I////I//////////////////I//////II////////////III////I/I/II///I/I/IIIII///II/////I/I//////I////I/I//I//I/I/I/I////ﬂ/////////////I/I///I////////I////////////////////////////II/I/I/I//////I///I//I/I/II///////I/////////Q

first Cameo record list will probably be ready
for.the trade within a fortnight and it is planned
to 1ssue regular supplements.

The company has taken over the ninth floor
of the building at 102 \WVest Thirty-eighth street,
New York, which incidentally was the home of
the recording division of the Columbia Grapho-
phone Co. for many vears. A complete and fully
equipped plating plant is located at Eleventh
avenue and Twentieth street.

Wallace Downing, formerly a member of the
Celumbia recording staff, has joined the new or-
ganization as recorder. John Pearsall, previously
connected with the plating department of Thos.
A. Edison, Inc, is in charge of matrix produc-
tion. Frank Hennigs, formerly associated with
the Emerson Phonograph Co., as general repre-
scntative of the recording department, has joined
the Cameco staff in a similar capacity. Among
the artists that will be represented in the first
supplement are Bennie Krueger’s Dance Orches-
tra, the Velvetone Trio and Lanin’s Roseland
Orchestra.

As vice-president of the Columbia Grapho-
phone Co., Mr. Burns concentrated his activities
or the recording end of the business, and he is
known through the trade as one of the
foremost authorities on recording. He is thor-
onghly familiar with every phase of the business,
and, assisted by his present executives. he will
Le :n a position to give the dealers invaluable
service and co-operation in the development of
record business.

The chief defect of the human mind is its
unwillingness to learn from those it considers
inferior.

N

Tn our many friends we extend the rompliments of the season and our best wishes for 1922

Mutual Tone Modifier
On Sound Box

will interest you.

149-151 Lafayette Street
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Throw back Tone Arm
No. 3

The MUTUAL TONE ARMS and REPRODUCERS

Are of the Highest Quality

We manufacture tone arms and reproducers for all makes of machines.
a reputation that will always be maintained. Sizes are 8", 815" and 9".

We are also manufacturers of the Mutual Tone Modifier, which does not muffle, but decreases the
sound and may be secured for every type of reproducer made. Particularly appropriate for the portable

Manufacturers, Jobbers, Dealers, write for our proposition TODAY

The Mutual Phono Parts Mfg. Co.

Manufacturers of Mutual Tone Arms and Reproducers
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Bostox, Mass., December 5—A holiday (Thanks-
giving), the two dayvs following, which were
filled with bad weather, and the subsequent
Monday and Tuesday, when scarcely anyone
ventured forth from their firesides because of
the inclement weather, made a big dent in
business right at the beginning of the holiday
season.
goods have been well distributed among the
dealers, but at this writing the trade has not
been coming in as fast as was hoped for,
though this is not to say that there will not be
a rush from now until the eve of Christmas.
The demand for records has been quite brisk,
but the volume of business thus far in machines
las not been of such a character as to make
the trade sit up and take notice. Competition
is very keen everywhere. and the concerns that
are doing the best business, always barring
those older houses which have built up a large
and dependable business, are those which ex-
ercise the greatest consideration, courtesy and
tact in dealing with that floating patronage which
is as likely to drop into one store as another.

Record Sales Are Helped by Concerts

One thing that has helped the sale of records
a great deal thus far this season is the excellent
talent that has appeared on the concert plat-
form here in the city, singers and instrumental-
ists alike. A very profitable line of advertising
is that in the concert programs and one cannot
take up any such sheet as a Symphony Hall
or Jordan Hall or Steinert Hall concert with-
out seeing the names of leading talking machine
concerns, most of them especially featuring the
singer or player of that particular day or eve-
ning. Jt is an interesting fact that many of
the patrons of thcse concerts do not wait until
after a concert to purchase an artist’s records,
Lut buy them in advance of the concert, and
are thus made familiar with the singer’s or
player’s ability and style, by the time they sit
through the concert.

Tired of the “Gyp” Stuff

One encouraging piece of news to the rep-
utable dealers is that the public is getting tired
to death of the “gyp” stuff that has been put
on the market in the past few months. As one
dealer said the other day, the public has been
fed on this material until it is sick and it will
have no more of it. Cut rates somehow or
other do not seem to interest the music lovers
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Jobbers had stocked up well and their

any longer, and the case is cited of a proposition
that lately was well advertised in the daily
papers at a low price and which carried the
endorsement of a large department store; but
even the weight of this name did not seem to
avail much and the sales petered out rather
unsatisfactorily. It all seems to come to this:
reputable dealers only carry reliable goods
which the public must pay a reasonable price
for, and this is the policy that these same
houses have not deviated from one single iota
throughout their honorable careers.
Well Satisfied With Columbia Progress

George W. Hopkins, vice-president and gen-
eral sales manager of the Columbia Co., visited
Manager Fred E. Mann a few days ago and
expressed himseli as well satisfied at the way
Columbia business was moving along in this
territory. At this writing Manager Mann is
making a tour of the dealers in the western part
of the State and will be away several days. He
has been writing back to the Boston office in
high appreciation of the manner business is
booming everywhere. For the last two months
the demand for goods here has been splendid
and carload orders seem to be the regular thing
these days.

J. O. Morris Guest of Jos. Burke

Manager Joe Burke, of the Musical Supply &
Equipment Co., had for his guest the middle of
the month J. O. Morris, president of the con-
cern, who came over from New York to attend
sales conference. A week or so later Mr. Burke
started off on a business trip which took him
through Connecticut and New York. He says
that the Sonora is making great headway in his
territory and that several new concerns have
taken on this line of machines.

Take on Okeh Agency

E. B. Shiddell, of the E. B. Shiddell Co., Okeh
distributors for the New England territory, has
lately .signed up with houses in Manchester,
Laconia and Berlin, N. H,, and all three con-
cerns have taken on a large line of the popular
numbers.

New Puritan Agencies in New England

The Puritan has lately been introduced to the
Fitchburg, Mass,, and Bristol, Conn., public, ac-
cording to John W. Ellsworth, of the Puritan
Co., who has lately signed up with agents in
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