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Sonora takes the Lead

in Price Reductions

Here are a few of the
popular Sonora Sellers
at New Reduced Prices:

PERIODS

Canterbury - - - - - - $200
Queen Anne (Improved) 250
Louis XV, Standard - - 300

Lafayette - - - - - .- - - 165
Pembrook (Improved) - 165
UPRIGHTS
Melodie - - - - - - - - $50
Etude ¥ . v B = 100
Elite « «cca-ceon-- 250
Grand - - - - - - - - - - 300
Invincible - - -« - - 350

\V ITH the substantial reduction of price

which went into effect April 1lst on
many Sonora models, regardless of aston-
ishingly improved tone quality, Sonora be-
comes the first of the leading phonograph
manufacturers to take a step in the right
direcuon to instill confidence in the public
mind.

Coincident with this announcement is
the further assurance that there will be no
other price change this year.

These facts, combined with Sonora’s fair
and square policies with relation to its repre-
sentatives whereby rebates are made on all
unsold models affected, are significant of
Sonora’s sound financial strength, far-
sightedness and loyalty to its dealers.

“A Good House to Represent’’

Sonora Phonograph Company, Inc.

GEORGE E. BRIGHTSON, President

NEW YORK: 279 BROADWAY
Canadian Distributors: I. MONTAGNES & CO., TORONTO

“The Highest Class Talking Machine in the World”
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PAYS TO MAKE STORE ATTRACTIVE

Some Pertinent Reasons Why an Attractive
Store in a Poor Community Pays—The Ex-
periences of a Talking Machine Dealer

In every town or city there are quarters where
the people are of the poorer class and invariably
the talking machine establishments in these scc-
tions are in keeping with their surroundings to
a certain degree. One of the most successful
merchants in a poor quarter of the metropolitan
district has just opened a store, the cqual in ap-
pearance of any in the city. What he says con-
cerning his reasons for spending a large sum
of money in opcning a fine and artistically ar-
ranged store in that section may be of interest
to other dcalers located in similar positions. His
statement follows:

*\We have becen in business here for a num-
ber of years and close investigation of the atti-
tude of the people and their reaction to a high
class of service and anything beautiful has con-
vinced us that an artistic store here will be
appreciated more than the attractive store in a
neighborhood where the customers take it for
granted.

“\Ve aim to make our establishment the music
center for the people living here; a place that
i3 the equal in beauty of any in the city. They
will get service of the best quality and there
will be" no comparison in any way between our
method of conducting business and that of the
house where the customers are financially in
better condition.

"Owur reasons for this are duc to the fact that
among the poorer people, who have few pleas-
ures other than simple ones, the love of music
and beauty is an outstanding feature. It formns
a larger part of their lives than in the casc
where greater abundance of money makes pos-
sible other pleasures which our prospective cus-
toiners cannot afford.”

The soundness of this rcasoning was evident
on the opening day of the store. Open house
was held and during the cntire day people
crowded in to inspect the line of machines han-
dled by this concern and to lListen to rccords.
Not a few records were disposed of and the
chances arc that whoever is in the market for
a talking machine in that neighborhood will
patronize this enterprising type of dealer.

JOINS OKEH JOBBERS' STAFF

Vernon T. Stevens Appointed Manager oi Okeh
Department of Doerr, Andrews & Doerr—
Well Qualified for New and lmportant Post

Mixxearonts, Mixn, May 4.—Vernon T.
Stevens, popular songwriter and for several
years connected with the music publishing
business, has been appointed manager of the
Okeh division of Doerr, Andrews & Doerr of
this city, distributors of Okeh records. Mr,
Stevens was at one timme general manager of the
A. J. Stasny Music Co. of New York, and re-
cently Northwest manager of the Richmond-
Robbins Music Co. In addition to his commer-
cial activitics he has written a number of songs
which have proven popular successes, and he is
in close touch with the lecading orchestra leaders
and professional pcople throughout the country.

Mr. Stevens has already started an intensive
sales campaign in behalf of Okeh records along
lines similar to the campaigns inaugurated by
popular music publishers. He has solicited and
received the help of orchestra leaders, branch
managers of music publishing offices as well as
theatre managers. As the result of Mr. Stev-
ens’ live sales campaign, Doerr, Andrews &
Doerr report a material increase in the sale of
Okeh records and state that many new dealers
have joined the Okeh distributing organiza-
tion recently, :

Sce second last

VICTOR FACTORY WEEK IN OKLAHOMA

Oklahoma Talking Machine Co. Arranging for
Special Factory Displays by Victor Dealers in
That Territory During Week of June 4

Okuantoma City, Okra, May 2—The Oklahomna
Talking Machine Co., the new Victor distributor
here, is arranging a “Victor Factory \Week"
among Victor dcalers for the week of June 4.
The plan, which has been well reccived, includes
the arrangement of a special factory window in
all Victor stores in the State, the idea being that
the cumulative cflect will result in business for
all concerned.

The “Baby State” of the Union is onc of mag-
nificent distances, but recgardless of that fact,
Oklahomans are a migratory people, Tulsans
having interlocking interests in QOklahoma City
and Oklahoma Cityans having a similar interest
in Muskogee and Okmulgee. Because of the
residents of the State spending so much of their
business time visiting around, the Victor dealers
have realized the value of this advertising and
have ¢ntered into the plan most enthusiasucally.

VICTOR LINE WITH HOME FURN. CO.

Bravwock, Pa., May 3—The Home Furniture Co,
852 Braddock avenue, this city, recently added
the Victor line of talking machines and records,
according to an announcement made by Alex-
ander Goldsmith, sales manager. The company
ts planning a vigorous sales campaign in the in-
terests of its new product. Immediately follow-
ing the acquisition of the Victor line full page
advertisements in which the various models were
illustrated were run in the local papers. In dis-
cussing the acquisition of the Victor line, which
has been long sought, Mr. Goldsmith remarked:
“We fecel, to use baseball vernacular, that we are
batting in the big league with Vigtor products.”

CHANGE IN BUFFALO FIRM

E. R. Burley has purchased the intercst of H.
E. Biesinger in the firin of Burley & Biesinger,
\ictor dealers of Buffalo, N. Y., and will con-
tinue the business at the same address on West
Ferry street as its sole proprietor.

WHY NOT ANNOUNCE THE RECCRD ?

Names and Prices of Records Played on Machines
Before Stores Impart Knowledge to the
Listener Which Induces Action

Talking machine dealers who make it a point
to attract the attenation of passers-by by playing
a talking machine necar the doorway of their
store are overlooking a golden opportunity of
making more record sales and increasing interest
in their store and its display by not announcing
to the public, either in the window or at the door-
way, the exact musical number which is being
played. In his peranbulations the other day the
writer passed some stores where a large number
of people were attracted to the windows of talk-
ing machine stores by the music which cmanated
fromn some very pleasing records. One of the
party who was quitc enamored of the music
turned to the writer and remarked, It is a pity
that the name of that record and the price are
not placed at the door or in the window so that
we may know what piece is being played. 1 am
sure that it would result in a great many sales
being made were the records changed cvery
twenty minutes or half an hour.”

There are thousands of people who, for one
reason or auother, do not take in the current
shows these days, but who would like to hear
the best “hits” from these performances, hence
the value to be derived fron publishing the
name and the price of the record when it is
exploited publicly by the dealer. The suggestuon
is certainly along the right line, and is passed
along to talking machine men for consideration.

CHALMERS STORES ADD CHENEY LINE

Company Operates Seven Talking Machine
Stores in Various New Jersey Citics

One of the largest orders ever booked by the
Cheney Sales Corp., of New York, jobber for
the Cheney line of phonographs, recently re-
sulted from the addition of this line by the
Chalmers Music Co.,, of New Jersey, which
operates seven stores. The concern has stores
in Newark, East Orange, Montclair, Orange,
Summit, Morristown and \Westfield.

ACCESSORIES OFFER A PROFITABLE FIELD FOR DEALERS

Every Talking Machine Owner Is a Prospective Customer for Accessoriecs—Every Sale of a
Machine or Records Opcns an Avenue for the Sale of This Class of Merchandise

Every talking machine owner is a prospective
customer for accessories of all kinds. In view
of this fact it is indeed strange that merchants
pay so luttle attention to this source of revenue.
Window display space is given to talking ma-
chines and records, but it is seldom that even a
corner is allotted to necedles, record-cleaning
brushes, albums, ete. The writer, in an investi-
gation covering half a dozen supposcdly first-
class stores run by live .wire merchants, was
surprised to find that comparatively little at-
tention was paid to pushing this class of mer-
chandise.

Accessories are a real necessity to the talking
mmachine owmner. They are vital aids to the
fullest enjoyment of the musi¢c and as such their
importance and profit-producing probabilities
should not be overtooked. The chances are that
very few talking machine owners are equipped
with the nccessary accessories, and the oppor-
tunities for increasing the revenue in this direc-
tion are wide open to the dealer who cares to
take advantage of them.

The walking machine owner, as a rule, is cager
to take advantage of anything which will add
to his enjoyment of the records and compara-
tively little argument will be found necessary to
tnake sales because of the smallness of the
amount of money involved in these transactions.

No dealer would think of selling a machine with-
out making an attempt to dispose of some records
at the same time. Along the same line of rca-
soning it would be very much worth whilc to in-
clude accessorics, not only irom the standpoint of
the :mumediate profits resulting from these sales,
but because if the purchaser has the proper equip-
ment to gain the full measure of enjoyment from
his instcument he will be more satisfied with his
purchase and the dealer will have gained added
prestige.

True, the profits from the sale of a few rec-
ord albums or record brushes are small when
tuken individually, but in the aggregate, say
during the period of a year, they amount to con
siderable proportions and will go far toward
making the annual business reach a satisfactory
volume.

Insiead of merely placing this merchandise in
the showcase or a dark corner, it should be ac-
tively cxploited, and the members of the sales
staff should be given definite instructions to con-
hne some of their efforts in this direction. The
usual display of machines and records in the
window might also be occasionally vanegated with
a display of accessories and a circular letter to
the customers mailed with the monthly record
supplement would undoubtedly prove instru-
mental in sccuring some of this business.

page for Index of Articles of Interest in this issue of The World
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F ollowmg Up Record Sales as a Means of

Retammg Former Customers -
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In the Fali of 1920 a man and his wife went
o a large department store and Dbought a
Ired and fifty dollar talking machine. At the
same time th sclected and purchased a small
collection of rccords. Since then they have
bought records at six different stores, yet their
total collection is still small,
Some of the records have been purchased on

harge account Some have been paid for at
the timte of purchase, and then dehvered by the
store. Some have been paid for and earried away

at the time of the purchase. All but two of the
stores patronized have the name and address of
this family and data that show it owns a phono-
graph.

There are a great many other famities just like
this one and it may be interesting and instruc-
tive to learn just what could have been done to
increase the sale of records to this phonograph
owner. To date nearly all the records pur-
chased have been bought because some friend
mentioned them and spoke about what fine rec-
ords they were. Some were purchased because
oi information given in local newspaper adver-
tising few were sclected from the catalog
r from the national advertising of the maker.

All these years it has been much casier to
keep from buying than o buy. Many a time a
magazine or a newspaper has nearly sent one of
the family to the store to buy a record, but be-
fore the trip was actually made something else
came up and the purchase was delayed. Then
some other record seemed more desirable and the
first once was forgotten. This has probably hap-
‘pened in the case of no less than a hundred dif-
ferent records, not one of which has been pur-
chased.

Why has this happened? One reason has been
that when it has almost been decided to buy a
record the problem has come up of deciding at
which store to buy it. The family is not now liv-
mg in the same city it did when the machine was
purchased. Before it moved to the city where
it is now located it bought all records at the
store where it bought the machine. Every rec-
ord bought at this store was sealed in its enve-
lope. and a rccord once purchased could not be
returned. This was a guarantee that every record
was new and had never been used by anyone
else. There was a feeling that one was getting
full value for his money.

AR | MY |
No store in the city where the family now lives
has been found that has this practice. There is
always a feeling that perhaps the record bought
may have been used for demonstrating purposes
or has been returned by somcone else. There is
a slight lack of confidence and this is deterring
purchases.

What is of greater importance, however, is the
fact that no store seems to be especially inter-
ested in selling records o this family. Any store
that did show real interest along this line ought
to be able to sell several records every month to
this talking machine owner. The collection that

000 L CLAEEECUPE OR0MAT X 1OWERAET COBSINOBLMILCILY ; s
Many People Buy
Records From Several
Stores Because No

Merchant Shows a De-
sire forTheir Patronage

o 0T (U TCCCOTRAR G DCCLRICH TCmm TCthTCvnD
now contains only a few dozen records would
soon grow to several hundreds.

This interest could be shown in an effective
manner by means of the following method: First,
the store would have to convince this customer
that all records sold were new and had never
been used for any purpose whatsoever. This
would have to be done in order to win the comn-
plete confidence of the customer.

The next step would be the mailing of letters
to the family to call attention to special records.
If a little attention were given to the class of
records this family has been buying these let-
ters could bring to its attention the particular
kind of records in which it is most interested.
Ii this werc done an appeal would be made to
some member of the family, and made in such a
iorceful manner that it would not be possible to
resist the temptation to spend the amount neces-
sary to buy that record.

Should these letters point out the fact that the

[ PARSE

TR RN TR RN R

I AR SR i TR iR e AT RN

:: By Robert Falconer
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particular records were selling at a rapid rate,
and that a prompt purchase would be necessary
i order to make sure of getting the record de-
sired, then the purchase would be speeded up.
Still better, if it happens to be a store at which
the family has a charge account, and it was sug-
gested that the order be telephoned in at once,
many a sale would be made as soon as the letter
was read.

Assuming that it cost five cents a letter to pre-
pare and mail them, and a letter was mailed each
month, this would mcan an expenditure of sixty
cents. Such an expenditure on well-prepared let-
ters would lead this family to increase its pur-
chases from $23 10 $30 a year. It wouldn’t seem
like an abnormally high expense to increase sales
in this way.

Of course, no such returns could be expected
from every family, but they could be expected
from this particular family. Even a letter once
in three months, or twice a year, would surely in-
crease the sales.

At the present time no one seems to be partic-
ularly interested in seclling records to this par-
ticular machine owner. No member of the family
visits any record departinent of a talking machine
store often enough to be known there. Some-
how it seems as though the clerks were not
especiatly interested in making sales.

Not a clerk has offered to take down the
name and address in order to keep this purchaser
informed in regard to new records and other
records there may be in stock that will prove
especially interesting. No one has taken the
trouble to mail any special letters calling atten-
tion to any desirable records.

Yet six stores have been patronized. At least
onc purchase has been made in each of them.
Every one of these stores has lost an opportunity
to incrcase sales,

The chances are that had this family bought its
machine from a mail order house which belicves
in following up all its cnstomers its present col-
lection of records would be larger, the machine
would be used more and more needles would have
to be bought. As it is, no one cares enough
about making sales to make an investment of
cven twenty-five cents a year in special direct
appeals. That is why this family doesn’t buy
more records. Many merchants are probably
losing profits in a like manner.

|
|
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EQUIPPED WITH

23-25 Lispenard St.

QUALITY

NYACCO ALBUMS are quality albums,
not only in workmanship and materials but
in their lasting qualities as well.
life of NYACCO ALBUMS has been made
possible through the proper selection of
the best material for each specific purpose
and through their being built by thoroughly
experienced workmen.

In spite of the high quality, NYACCO
prices are reasonable.

Quotations and Prices on Request.

New York Album & Card Co., Inc.

A. W. CHAMBERLAIN

New England Factory Representative
Boston, Mass.

NEW YORK

174 Tremont St.,

The long

The Only Loose-Leaf Record
Album on the Market

CHICAGO
415-417 S. Jefferson St.
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Victor supremacy =
1s the supremacy

of performance

The commercial triumphs of the Victor
naturally follow 1ts musical superiorityv.
This inevitable result 1s a consideration of
vital importance to every dealer in Victor

products.

Victor Wholesalers

Atlanta, Ga......... Elyea Talking Machine Co.
Phillips & Crew Piano Co.
Baltimore, Md...... Cohen & Hughes

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

Birmingham, Ala,.,,Talking Machine Co.

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

Co.

The M. Stcinert & Sons Co.
...American Talking Mach. Co.
G. T. William$ Co., Ine.

Buffalo, N. Y....... Curtis N. Andrews
Buﬁlall'o Talking Machlne Co.,
.

Brooklyn, N. X..

Barilngton, Vt...... American 'honograph Co.
Butte, Mont........ Orton Bros.
Cbicago, Til..,...... Lyon & Ilecal

y
The Rudolph Wurlitzer Co.
Chicago Talking Machine Co.

Cinclanatl, O,...... Ohio Talking Machine Co.
The Rudolph Wurlitzer Co.
Cleveland, O,.,..,.. The Clevcland Talking Ma-
chine Co.
The Eclipse Mlusical Co.
Columbus, 0........ The Perry B. Whitsit Co.
Pailos, Tex......... Sanger Bros.
Denrver, Colo,....... TheCKnighl-CJmphell lusic
0.
Dex Moines, In...... Mickel Bros. Co.
Detroit, Mich......, Grinnell Bros.
Elmlea, N, ¥........ Elmira Arms Co.
El Paso, Tex........ W. G. Walz Co.
flonolulu, T. H....Bergstrom Music Co., Ltd.
Houston, TexX....... The Talking Machine Co. of
Texas

Indianapolls, Ind...Stewart Talking Machine Co
Jacksonville, Vla..The French Nestor Co.
Kansas City, Mo....J. W. Jenkins Sons Music

The Schmelzer Co
Los Angeles, Cal....Sherman, Clay & Co.
Memphls, Tean..... 0. K. Houck Piano Co.

“HIS MASTERS VOICE

Important: Look for these trade-marks. Under the lid. On the label.

Victor Talking Machine Company

Milwnukee, Wis.....
Minnenpolls, Minn.,
Mobile, Ala.........
Newark, N. J......
New Haven. Conn...

New Orleans. La...
New \‘ork, M Xy

Oklalioma City,
ORIl v visinersens

Peorin. INM..........
hiladelphia, Ta....

Pittsburgh, Ya...,.

Portland, Me..o., ...,
Portland, Ore.......
Itichmond, Va..,....

Roechester, N, Y., . E.
.The John Elliott Qlark Co.

Sal{ Lalte City, U..
S8an Vraneiseo, Cal,,

Badger Talking Machine C
Beckovith, O Neilt Co.
Wm. H, Reynalds

.Collings & Co.

The llorton-Gallo-Creamer
Co.

. Philip .\Vcr lein, Ltd.

Blackman Talking Mach. Co.

Emanuel Blout,

C. Bruno & Sonm, Inc.

Charles 1. Ditson & Co.

Knickerbocker Talking Ma.
chine Co., Ine.

Musical Instrument Sales Co.

New York Talking Mach. Co.

rmes, Inc.

Silas E. Pearsall Co.

Oklahoma Talking Machine
Co.

Koss P. Curtice Co,

Mickel Bros. Co.

Putnam-Page Co., Inc.

Louss Buehn Coa., Inc
tleppe & Son.

Penn Phonograph Co.. Ine.

The Talking Machine Co.

H. A. Weymann & Son, Inc,

W. F. Frederick Piano Co.

C. C. dellor Co., Lid.

Standard Talking Maeh. Co.

Cressey & Allen, Inc.

Sherman, Clay & Co.

The Corley Co., Inec.

J. Chapman Co.

Sherman, Clay & Co.

Seatltle. Wash....... Sherman, Clay & Co.
Spokane, Wash,....Sherman, Clay & Co

8t. Louls, Mo...... Koerber-Brenner Music Co.
St. P'aul, Minn..... W. J. Dyer & Bro.
Syracuse, N. Y..... W, D. Andrews Co.
Toledo, O....0000cee

Washington, D, C.,

The Toledo Talking Machine
Co.

.Cohen & Hughes

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

REG.U S PAT.OFF.

Camden, New Jersey

Victrola VI, $50
Oak

Vietrola No. 100, $150

Mahogany, oak or walnut

Victrola No. 130
$350
Victrola No, 130, electric, $415
Mabogany or oak

Victrola
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' The First Prmmple of Smentlflc Ta.lkmg

Mgchme and Record Selling

The selling of talking machines mvolves, as iis
first consideration, i order of time, as well as of
importance, the clear realization that the object
of a sale is, fundamentally, to put the buyer in
possession of means for entertainment, pleasure,
interest, through the medium of reproduced music
in any of its forms.

The statement seems sclf-evident, but one learns
by experience that the scli-evident is not always
the same as the self-acted-on. 1t does not in the
least follow that a man will straightway begin to
practice a certain scries of actions merely be-
cause it has been demonstrated to hum that the
practice will be uscful, advantagcous, or even
very pleasant. In the practice of salesmanship
there 15 no doubt whatever that the most impor-
tant single principle is the principie of prelim-
inary analysis, the practice, that is to say, of
splitting up into its component parts every propo-
sition which may be laid down, every proposal
which may be made, every case involving mer-
chandising problems which may present itself.
Unless this analysis is habitually carricd on there
can be no such thing as systematic salesmanship.
It will be admitted, 1 think, that systematic sales-
manship, analytically directed to ends foreseen
and correctly envisaged, is a need of the talking
machine industry.

Unfortunately, however, it is one thing to be-
come convinced of this fact and quite another
thing to put it into practice. The human mind
dislikes intensely taking up new habits, because
to do so means to undertake a process which in
its beginning is always more or less irritating
and difficult. It is so much casier to cling to old
habits, of which the most powerful represent
always actions which have involved the least
mental activity in their production. That is one
rcason why bad habits stick and why, for that
matter, most habits are more or less bad anyway,

Still, if we are going 1o attack systematic
scientific salesmanship for the talking machine
retail trade it is plain that we must begin by
making up our minds to the nced of some new
mental habits, some new ways of thiuking and
some new actions based on those thoughts. Let
us then assume, for the purposes of this article,

i

that we are ready to take up these littlc burdens
and then we can go on more easily.
The Principal Objective
I have said that the object of a talking machine
sale is to provide means for entertainment in
the home via reproduced music. The physical
form and cost of the machine itsclf do not con-
stitute the principal objective. The customer,
upon entering a talking machine store, or after
reading a talking machine advertisement, nay be
cxpected to be in possession of certain concep-
tions, more or less dehnite, more or less well
argued out, more or less in accord with facts, bult
all relating 1o the general idea, “talking ma-

2l (0 TTAPRRR TR L7 TOR00 L L]
The Prospective Buyer
Mustbe Made to Real-

ize the Entertainment

and Pleasure Value of
the Talking Machine
Smmm., PO R 1L AT

chine” and "records.” The nature of these con-
ceptions will depend upon a variety of consider-
ations which may be smnmarized somewhat
roughly after this fashion:

(1) The idea that talking machincs give nice
music,

(2) The idea that it is nice to have music at
home when you want it.

{3) The idea that a grcat many other pecople,
friends and acquaintances have tatking machines.
(4) The idea that the children will like it.

(5) The idea that the prices do not appear to
be high, judging from what one hears through
the neighbors.

There may also bc counter-ideas suggested hy
advertising, by sceing some special machine in
somebody’s possession, or by +the gossip of
friends. They may take the form (1) that a

m|m\mm‘nummmmmmmmll
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Will Make Money

styles are selling best.
many Victor dealers.
Costs little but is worth a lot.

Date Ordered.
Quantity.
Finish.
Balance Due.

Jobbers' Inquiries Invited.

CURTIS N.
Victor Wholesaler

A Machine Stock Register Book That

Requires no book-keeping knowledge to keep it up-to-date.
instantaneously what stock is on hand, what is “on order” and what
Highly prized for more than a year past by
Now available for the entire Victor trade.

IT TELLS YOU AT A GLANCE
\Where Each Machine Was Ordered

From Whom Each Machine Was Received.
ALL ON FACING PAGES

Dealers’
Through Regular Victor Jobber or Direct to

for Victor Dealers

Tells

Serial Number.

Date Received.

Date Sold.

Name, etc., of Buyer.

Orders May Be Placed

ANDREWS
BUFFALO, N. Y.

P S it T
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:: By W. Braid White .
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good dcal of expense is connected with the
game, or that (2) records cost a great deal and
break easily.

A still further counter-idea is occasionally dis-
covered, namely, the idea that talking machine
music is “canned music” and therefore inar-
tistic. But persons who think thus will not come
into a store and will be discovered only by can-
vassers out prospect-hunting. We shall discuss
the treatment of their case at a later date,
Meanwhile, we dismiss them.

Now, the counter-ideas enumerated are not
likely to be strong cnough to stand by themselves.
The casual visitor to a talking machine store is
safely to be regarded as in a receptive mood
almost always. What is nceded is to forget the
physical facts involved, the kind, form, type, fea-
tures and price of the machine. All these must
be resolutely put aside, save by way of briefly
answering any questions put by the customer,
until the latter has become satisfied that the
desired musical entertainment may be had in
every imagined variety by a talking machine.

Convincing Demonstrations

That is to say, the object of the salesman must
be to effect a convincing demonstration. It
should not be a question of saying, “What sort of
a machine do you want?” For if onec thing is
more certain than another, it is that there is no
defined sense of values in the mind of the ordinary
prospect. The ordinary prospect has no expert
knowledge, and if asked such a question would
probably ask to sec somcthing cheap. It is only
after the demonstration has been made that the
Question can be raised as to the particular physi-
cal embodiment of this music-in-the-home idea
most hikely to be suitable, \What will be suitable
will in each individual case differ. according to the
many individual differences which exist among
the circumstances and tastes of different persons,

This effectuation of a convincing demonstra-
tion is not quite so silaple a task as it may at
first scem to be. [t involves (1) a tactful leading
away from the vague, crude idea *I-half-wish-]-
had-not-got-inta-this” which the cntering pros-
pect always entertains for some moments at least
after his entry. (2) Gentle introduction of the
prospect into the sort of atmosphere which sug-
gests the living-room at home. (3) Skillful ex-
traction from the prospect of pertinent informa-
tion about his musical 1astes. (4) Satisfying that
taste by appropriate music. (5) Patient service
which alloavs the music and the spirit of the idea
10 work into the personality of the prospect.

"Let Them Sell Themselves™

Then, and then only, when the prospect has
soaked up the atmosphere, and has brought him-
sclf by gradual stages 10 the right point of inter-
est and desire—then. and then only, the prospect
will take the next step by asking, “\Well, now,
how much will it cost me to get all this?”

There is a wise saying attribnted to some wise
salesmien in the player-piano game. It says
*Lcave them atone and they will sell themselves™

If what I have said above has any mecaning at
all, then the same wise saying is applicable to
the talking machine trade and should form one
of the prmciples of all systematic salesmanship.

And that this principle is so applicable there
cannot be the slightest doubt. In fact the talking
machine is to be sold only sccondarily and inci-
dentally. That which is primarily and as a mat-
ter of principle, to be sold, is the music to which
the talking machine is the means, The art of
talking machine salesmanship is the art of sclling

music, It involves, runs parallel with, and is
equal in importance to the sale of records.
The record and the machine go together

and neither should be separated from the other.

This. then, i1s the rcsult of considering the
first principles of sysicmatic salesmanship, sum-
marized in last month’s Talking Machine World.
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Victor supremacy 1s the
supremacy of performance |

Its evidence 1s all

Vietrola VI Vietrola 1X
E ’ $75
\!ano;.-ixsysor oak arOLlI]d E‘Ou- rl]e Lll]" Mahogan;" or oak |

equaled group of famous
artists, the perfection of
the Victrola, the great
varietv of instruments
and entertainment — and
the success of dealers in
Victor products every-
where.

Victrola No. 80
$100 Victrola No. 120 [
$275
Victrola No, 120, electric, $337.50
Mabogany or oak

Mahogany, cak or walnut

Victrola No. 280
£200

)l.‘ 1o ny or walnu

Victrola No. 240 Victrota No. 260
$115 3160

Mubogany or walnut Mahogany or walnut

HISASTERS s
Important: Look for these trade-marks. Under the lid. On the label. ||

Victor Talking Machine Company

Camden, New Jersey
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| STUDY OF TRADE CONDITIONS NECESSARY

OR some months past the talking machine trade, at least that

portion established on a permanent basis. has been faced with
the problem of doing a legitimate business and maintaining list prices
in the face of hundreds of sales of machines of various kinds offered
at low prices to effect the liquidation of stocks. The problem has
been a serious one, but. so far as present indications point, it is
rapidly coming to an end as the excess stocks are being absorbed and
the public again is turning to machines of known standards. On top
of the liquidation problem, however. has come that of meceting the
terms offered by numbers of dealers who insist upon resorting to
the price appeal whenever the demand slows down a bit.

For some time past the newspapers have been full of advertise-
ments offering machines of well-known nakes, not at cut prices, but
on terms ranging from nothing to $5.00 down on instruments re-
tailing at $100 upwards. It is a question of just how far this
practice can continue without threatening permanent injury to the
industry. There is no question but that a certain amount of business
can be brought in by a direct appeal of terms, for the fact that the
individual can purchase a valuable talking machine and spread the
payments over several months means much more sales than though
all cash were asked for it.

There should be a limit, however. to the low level to which
terms may be allowed to fall. The public generally realizes to-day
that it is impossible to obtain something for nothing. and the offer of
a valuable piece of property such as a talking machine selling for
$100 to $130, for instance, for nothing down and payments to begin
a month hence, is not likely to promote public confidence. Of
course, the talking machine dealer has the advantage of being able
to demand that the customer purchase a definite quantity of records
for cash before obtaining the machine, but the point is that the
machine itself is given free for a specified period. If terms must
be advertised, and in certain instances it may be a wise move, let
them be sufficiently high to represent a fair proportion of the sale
price.

It is gencrally conceded by those specializing in instalment sales
that the charge of the first payment should be from 20 to 25 per cent
of the purchase price. If talking machine dealers would even cut
that figure and demand 10 per cent it would at least be giving the
public the impression that while their attitude was one of generosity
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they still had in mind the real value of the product they were selling.

It is quite certain that an individual who cannot pay from ten
to twenty dollars down on a good talking machine is certainly going
to be a bad credit risk if he is able to secure the same machine for
nothing down. It is also significant that those who insist upon
proper terms are doing their share of business even in the face of
discouraging conditions. In the matter of terms the talking machine
men might take warning from the piano dealers, and not do likewise.

DEPARTMENTAL CO-OPERATION HELPFUL

ANY retailers of talking machines who operate talking machine
departments in conjunction with departments handling other
products, while realizing that the talking machine line must be
handled as a distinct proposition, have also come to realize that sales
resistance will be overcome to a material degree by promoting the
spirit of co-operation between the various departments of the store
in order that one may profit to some degree through the publicity of
the other,

The sales argument of the department store manager is not so
much that the public likes to shop and do as much of its buying as
possible under one roof, but rather that coming into the store to pur-
chase some definite thing the customer must of necessity pass through

.various departments handling different lines of goods and is quite
likely to stop and make additional purchases not contemplated in the
first instance.

It has been found in department stores that by a little tactful
work the buyer of dress goods can be interested in some other line—
possibly talking machines, It is, therefore, much more likely in a
general store that the purchaser of a piano or some band or on “:estra
instrument, having once become acquainted with the store, is most
casily induced to visit and patronize the talking machine departinent.

Inter-department co-operation simply means the capitalizing of
an acquaintanceship that has been built up probably at considerable
expense, time and effort, but if that acquaintanceship is confined to
a single department it proves an expensive proposition. If, on the
contrary, it can be made to bring business to scveral related or un-
related departiments the development cost of each individual sale is
reduced materially.

It does not pay for any department manager to remain aloof
with the idea that he can paddle his own canoe without worrying
about the other departments of the stofe. Perhaps he can, but a
little real co-operation is going to make the paddling easier for all
hands.

| GREAT PROGRAM FOR COMING CONVENTIONS

lT is likely that members of the talking machine trade will play a
prominent part in the program at the annual conventions of the
Music Industries Chamber of Commerce, the National Association
of Music Industries and allied associations, which will be held at
the Hotel Commodore. New York, during the week of June 5. As
a matter of fact, several features of the program of the Merchants’
Association will be contributed by the talking machine men them-
selves and will be directly applicable to that division of the music
industry and at least one big feature of the entertainment prograin—
a gala concert at Carnegie Hall on the evening of June 6—will be
provided by a talking machine company.

Various music trade associations, particularly the National
Association of Music Merchants, have for several years been making
strong efforts to interest and secure the active support of the talking
machine men in the conduct of their association affairs, but the
response to date, for one reason or another. has been rather dis-
appointing. There is reason to believe, however, that the co-opera-
tion of the talking machine interests with the other divisions of the
industry on a proper basis would work out to the advantage of all
concerned. The interests of the various divisions are so closely
mterlocking at many points. particularly in the matter of distribution
at retail, that the problems of one division are properly the problems
of all.

PUTTING PERSONALITY INTO SALESMANSHIP

A MOVE on the part of many members of the talking inachine
trade that is worthy of particular cormnendation is that of
bringing into their stores and recital halls prominent record artists
of recognized standing that they may sing before the dealers and give
to those who sell their records the benefits of personal contact and
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acquaintanceship. Chas. H. Ditson & Co.. Victor wholesalers in
New York, for instance, have been conducting a weekly series of
recitals at each of which some prominent Victor record artist appears
and sings recorded and unrecorded numbers for the benefit of a
goodly number of dealers who attend by invitation. In other
cities of the country dealers in various lines have followed out the
same idea, although perhaps not so systematically. and in every in-
stance the appearance of the artists has resulted directly and nnme-
diately in an increased demand for his or her records. It simply
follows out the idea of putting personality into salesmanship, for it is
but natural that the retailer and his salesmen will show more interest
in exploiting and selling records made by some one whom he knows
personally than he will in sunply disposing of records made by those
who. so far as he is concerned, represent only names.

During the course of the mnsical season there 1s hardly a section
of the country that is not visited by at least several grand opera and
concert stars who have made records for one or another of the
various companies and, if properly approached, the majority of these
artists are only too willing to appear-in some central hall or salon
and sing a few mnnbers for the benefit of a group of dealers. The
average artist is proud of his records and s anxious to see that they
sell readily and in goodly numbers, for that reflects credit upon him.
He realizes also that when he gives a private recital for a group of
dealers he is simply increasing his own popularity and stimulating
sales. The opportunity is present and should be capitalized.

SPECIAL RECORD RELEASES HELP SALES

MONG the factors that have served to stimulate record sales

at a time when they have most urgently needed stimulation
have been the special rccord releases by practically all the leading
companiés, and the great majority of retailers are enthusiastic over
the practice.

Under the old system a full month elapsed between new record
releases and, after the interest in the current list had worn off, it
meant a week or two in dragging and strong selling effort before
the new supplement appeared to bring machine owners again into
the stores. The special record relcases—generally well-selected num-
bers, although comparatively few in number—nevertheless served to
fit into this quiet gap very acceptably. and to provide a sufficient
revival of public interest to keep things moving until the next full
list 1s ready.

There always has been and alwavs will be a certain stcady
volume of trade throughout the month on standard and semi-standard
numbers—a trade which many dealers have managed to cultivate
to a very substantial point—but there is no denying the fact that the
popular types of records, particularly of dance music, still make up
the great bulk of sales, and the class of people who favor such records
for the most part buy them as soon as they are released and then
wait impatiently for the next month’s batch. Special releases serve
to keep these people in line and interested. So long as thess special

releases are not sufficiently {requent to
serve the same purpose as monthly bu

buying public with the fact that Om¢
listen to and purchase

I INCREASED HOME BUILDING HELPS TRADE
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country, including New ¢, tor the
home building on a la
which has existed so acutely for several past, i
the support of talking machine merchants particularly, and business
men generally, for any material increase in the number of homes in
the country means that just so many more families have been placed
in a position where they not only can buy home furnishings and the
things that give pleasure. but thev will have a place to put them.
To-day there are thousands of prospective buyers of talking machines
and other musical mstruments who are dividing homes with other
families, livimg in furnished rooms. or in small apartments where
there is no room for placing even a diminutive musical mstrument

The legislature of the State of New York during the session just
closed gave guite a stimulus to housing projects through the passage
of ameliorative laws, while other states and cities are also encour
aging building on a big scale. It must be borne in mind that each
house or full-sized apartment building occupied means in most cases
a place in which to put a talking machine or some other musical
instrument ; hence in supporting such projects talking machine mer-
chants are assisting in a most practical way in opening a new and
proper field for their products—they are aiding not only in a matter
of getting business but in supplying an essential need for comfort
and cnjoyment of our people.
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] SELLING THE HIGH PRICED RECORDS

E sometimes wonder whether a real. carnest effort is made by

talking machine dealers to feature in an effective manner the
better class of records. The rank and fite of the retail trade to-day
has concentrated very largely on the popular “hits” of the day. in-
cluding all the popular dance numbers. This is commendable sales-
manship, but we have noticed that those dealers who are placing
special emphasis on the records by our noted singers, violinis:s. and
pianists are being rewarded by a volume and class of trade that is
bound to enhance the prestige of their stores as well as place a good
profit on the right side of the ledger.

It should be the duty of salesmen, even in stores where popular
records are largely in demand, to call attention to the records of the
leading artists, because in this way they are educating the pubhc to
a knowledge of the fact that the world’s most noted musicians are
not onlv to he found represented in record catalogs but that they
consider the talking machine a most admirable and sausfying medium
for bringing their talents to the attention of the musically inclined
people of the nation,
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TELEPHONE NUMBERS
FITZROY 3271—3272—3273

FOUNDED ON EXPERIENCE

The efficient Ormes Victor distributing organization is not
an overnight development.
experience and intensive effort in the proper distribution and
merchandising of
splendidly equipped to render valuable assistance to Victor
retailers in the profitable development of their business.

Ormes Service is Worth a Trial.

ORMES, Inc.

15 West 37th Street
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It is the result of years of practical

Victor products. Ormes, therefore, is

Wholesale Exclusively
New York
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Analyzing the POSSlbllltleS of the Radlo for
the Talking Machme Dealer

TET™T

Is there any basis for the somewhat prevail-
ing opinion among talking machine and music
dcalers that radio is going to cither put them
out of business or going to cut heavily into their

profits? I am asked this question very frequently
d [ always answer it with a very
cmphatic "No!” I make this statement without

reservation because I am convinced
the soundness and reliability of the analysis
vhich we arc basing our production and

1
a single

sales.

As a matter of fact, we are of the opinion that
radio presents t6 music dealers the greatest op-
portunity for added profits they have ever had
Some people express the opinion that radio is
merely a fad. This is not true. but what is true
is that radio is passing through a faddish stage
on its way to stability, You will remember if
vou will let your mind go back a decade or so
ago that the telephone, automobile and phono-
graph passed through a similar stage before both
the producer and ¢onsumer brought about definite
and standardized practice in design and wutility.

The time is coming. and it is coming quickly.
too, when radio is going to be as much of a
necessity as the telephonc or the automobile.
Every requirement in the appearance and opera-
tion of both the automabile and phonograph has
been due to the influence of the woman of the
house. She has—for the noveity of the thing—
been content to have a radio receiving set in-
stalled in her home, if it did turn onec room
into a mimature and untidy inachine shop, but
now that the novelty is wearing off she wants
radio in somewhere where it will be properly
housed in cabinet form and which will har-
monize with the other surroundings of her home.

Mr. Victor Retailer—

finaihya i g
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We are absolutely convinced that a demand of
this nature does exist and that such a demand
is going to be cmphasized in the very ncar
future.

You may ask just what bearing this has on a
connection between radio and the musie dealer—
it has a great deal. Under present conditions
radio has reached the state where it is practical
and utilitarian and it has rcached that stage
primarily by virtue of the cfforts of those who

i B ol 3 i 01 od .
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gt By Kenyon W. Mix

Director, Lyradion Sales & Eng Co.

TN

o vy TRT -+ bkl W

TR 1

an instrument of entertainment, a large portion of
which consists of musical broadcasts. it is really
a musical merchandising proposition belonging to
the talking machine and music dealer.

As manufacturers of phonographs and radio-
phonographs we recognize this fact,

Radio is not going to supplant the phonograph,
the piano or the player-piano, but it will serve
to cnhance all of these. Under any possible set
of circumstances the person who owns a radio

——
Brosdcast from
Detroit News

PRESERVE THE RADIO PROGRAM IN YOUR HOME

Player Rolls Publisher

Station for —
May, 1922 | Records
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Plan of Helping the

are clectrically inclined and by virtue of the fact
that radio receiving scts have been sold up to
the present time by electrical dealers. The aver-
age electric shop is not, and I do not think any-
one will deny this, under the direction or
ownership of men who are really capable of
handling the radio proposition with modern re-
finements, such as | have in mind. A radio is
not an clectrical shop or a specialty shop proposi-
tion, As long as a radio receiving set is essentially

O ez

For-You Alone
e

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 Wheolesalers

138 West 124th St.

New York City

Dealer Make Sales

receiving set has no choice of a program, but
must take what is sent, when it is sent; on the
other hand, popular musi¢ broadcasted by radio
may make a marked appeal to the owner of the
radio set, and it is altogether likely that he will
want to make permancnt on his phonograph, his
piano or player-piano the sclection which pleases
his fancy. Realizing that this is true, we have
been advocating a plan which is accepted by
various newspapers and onc which renders a real
service to the readers of the newspaper, and un-
questionably renders a tremendous service to the
musi¢ dealer. Under this plan, which is sim-
plicity itsclf, the newspapers who are already
devoting a great deal of space to radio give this
added space. The definite broadcasts sent out by
the various stations are listed; in the next six
columns are listed the various makes of phono-
graph records, and then the player rolls are
listed, then the various publishers are listed. As
for cxample, the Detroit News broadcasting sta-
tion on a certain day broadecasts “Hurry Back
Home” and this selection appeals to those who
hear it and they wish to make it permanent in
their home; they will find that the same sclection
is offered by the various record companies and
piano rolls and the sheet music by different pub-
lishers. Definite and concrete tie-up is thus made
which cannot but act favorably upon the news-
papers, the readers and the music dealers. Radio
is being made and housed in period cabincts simi-
lar to the various phonograph period cabinets
which are extremely pleasing to the eye, and
the only ones actually in a position to sell such
sets to the public are music dealers by virtue of
their long years of experience in similar lines.

A radio if properly installed is not a com-
plicated affair from the standpoint of service—at
least, therc is no more scrvice connected with
it than there is to the phonograph or a player-
piano and what small amount of service therc is
can be handled just as casily and efiiciently by
the music dealer.

Ve bcelieve in all sincerity that the talking
machine and music dealer is the logical man to
sell radio cquipment, provided such equipment is
properly housed in a cabinet which will fit in
with the surroundings of any home of refincment
and good taste. There is to-day a strong demand
for radio equipment—we have convinced our-
selves that there is a stronger demand for radio
receiving scts which ¢an go into any home and
occupy a small space and which will be an orna-
ment to that home. We belicve it is up to deal-
ers to capitalize this fact.
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A “Go-Getter”’
Sales Plan

Vacation days are
coming —schools will
be closed.

How many responsi-
ble boys are there in
your neighborhood
who would welcome
the opportunity to
make a little vacation
money right now?

Call eight or ten of
them in. Give each
an album filled with
twelve of the latest
records. Send them
out among their
friends to demonstrate
and sell the records

and the albums. A

small commission to
the boys will bring you
some mighty good and
profitable business.

Now is the time to
start—some of the
best boy salesmen
might wish to work
for you all summer.

et A

Note:

because:

1— Quality, the first consideration,

i1s evidenced in every Peerless
product; which is represented by
better workmanship and choice
material.

—Price, the next consideration,
1s always the minimum with
Peerless, due to modern manufac-
turing methods. Quality consid-
ered, Peerless prices are right.

3—Of paramount importance to
the Peerless organization is a
helpful co-operation with every
branch of the industry—particularly
the requirements of the individual
dealer.

/mwo.?

YOUR EXPENSIVE n:ﬁ., ]

tnsisT on Tl |
GEMUINE 1T COSY

“Home Run” With Peerless Albums

Peerless enjoys an enviable repu-
tation, established over a period
of long and faithful service, and
stands behind every album sold.

If there were a hundred album
manufacturers in America.
Peerless would be the foremost,

Peerless albums are covered

and bound with Interlaken
cloth

them.

Interest extends

4—- Our

beyond the mere sup-
plying of the best album at
the lowest possible price.
We try to suggest means of
selling
sign which will help the sale
of Peerless Albums in your

Here 1s a

store — write for one — or more if you need them.

Three years ago, when Peerless began to serve the trade in a

big way, we said, “An empty album is an invitation to the purchaser to

fill 1t with records.”

their opinion of our new slogan, “Albums sell records”?

PEERLESS ALBUM COMPANY

WALTER S. GRAY

San Francisco

942 Market St.

PHIL. RAVIS, President
636-638 BROADWAY
NEW YORK

W ill our friends now be kind enough to write us

L. W. HOUGH
Boston
26 Sudbury St.
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Compiling an Authoritative Pros;l)ect- LlSt
by Thoroughly Canvassing '.t_he_

1crchants have any

ro: » number of homes in
their territories equipped with a musical instru-
ment of one sort or another, or of the number of
homes that, lacking any kind of musical instru-

ment, may be legitimately regarded as being
worthy of a place on the prospect list? Judging
from experience. the number of retailers so in

formed. or who have available approximate hg
ures upon which to base any sort of a fair cal-
culation, are few in comparizon to those who
are uninfors

For a number of years there has been much
discussion in the trade regarding the advisa-
bility of carrying on a gencral canvass of the
country to ascertain the proportion of homes
musically equipped, but it was considered that the
venture was too ambitious and would probably
prove 100 cxpensive 1o warrant going into.

\What has been advised. and to some degrce
considered, however. has been the possibility of
retailers making surveys of their own immediate
territories to eliminate guesswork as far as
possible from their sciling plans. \What sta-
tistics have been gathered regarding musical in-
struments in homes have been gathered largely
by interests outside the trade and for reasons
yther than that of the direct sale of musical
mstruments. Not long ago a farm publication
niade a survey of its subscription list and brought
forth somc interesting information regarding the
number and types of musical instrumeats in the
homes of the rural population.

The biggest thing in this line. however, has
been done by the Milwaukee Journal, which a few
months ago made a thorough canvass of homes
in Milwaukee and vicinity to ascertain how they
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were supphed with musical nstruments, and
which compiled a report covering 10,000 homes

‘here the questionnaire offcred by the newspaper
was answered in fulll  The results of the sur-
vey. for which the newspaper deserves full credit,
indicated that of the 10,000 homes 7,236 or 72.4
per cent were homes with children, which fact
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= A General Canvass of
~ Homes to Determine =
g Those Equipped With =
= Music Will Yield

Valuable Information
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proved very significant in its effect upon the
musical instrument equipment.

Of the 10000 homes, also, 7,942 or 79.4 per
cent had some kind of musical instrument. Oi
homes in which there were boys only 80.47 per
cent had some musical instrument. and where
there were girls §5.77 per cent had soine musical
m:strunient, while of the homes without children
6¢.2 per cent had some sort of musical instru-
ment.

A general survey of the 105.000 families in
Milwaukee indicated that 4591 per cent have
pianos. 4243 per cent have phonographs, 6.96 per
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Territory

cent have violins, 423 per cent have player-
piavos. and .14 per ccnt have pipe organs, while
the balance have a miscellancous assortment of
instruments. These percentages are particular-
ly interesting in that they show a condition that
existed with the beginning of the present year.

Judging from limited surveys that have been
made in other sections of the country and by
various agencies, Milwaukee may be said to be
particularly well-supplied in the matter of musical
instruments and to be possessed of a citizenry
that 1s in itself distinctly musical. Figuring
the proportion of sales to the country's popu-
lation it would seem that the percentages in
Milwaukee are high. but the very interesting
showing made there should serve to encourage
music trade intcrests in other localities to seek
similar information for their own guidance, in
cases where no outside agencies can be relied
upon to undertake the task. H a newspaper with
many fields 10 draw upon for advertising finds it
worth while to spend some thousands of dollars
in making a careful survey of a single city in
order to find a basis for fresh advertising argu-
ments, how much more important is it for the
manufacturers. and particularly the sellers, of
musical instruments to gather such information
for their own use?

It is certain, however. that in most localities
such a survey, cven though not as extensive as
that carried on by the Milwaukce Journal, will
serve to prove to retailers that there is still a
tremendous field available for mnusical instru-
ment sales. Having once been convinced of that
tact. the retailers can concentrate their efforts on
consideration of ways and means for reaching that
field

| L8
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Victor Victrolas—Victor Records—Victor Accessories

Pacific Coast Distributors

Five Wholesale Depots for Your Convenience

Main Wholesale Depot:

741 Mission Street, San Francisco

Branch IWholesale Depots:
10th and Santce Sts., Los Angeles, California
N.W. Corner 13th and Glison Streets

Occanic Bldg., Cor. University and Post Sts.
Scattle, Washington

330 W. Spraguc Ave., Spokane, Washington

Portland, Oregon
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Beauty of Design sl
Rare Tone Quality gi;’-
Fine Cabinet Work
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Console

A handsome new model
furnished in mahogany or
butt walnut with black in-
lay, Standard Jewett con-
struction, height 34%
inches, width 3274 inches,
depth 20 inches. !

List Price $185
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Where Can You Find Another Line that
Combines These Three at a Popular Price?

There may be other lines of find these three essential qualities in
phonographs besides the Jewett that any one line at a popular price.

can boast beauty of design— We ask you to hear the Jewett in

your own store—to compare it point
by point with any line you choose.
See if you do not agree that it is
equal or superior in design, tone

. ) quality or workmanship to any
And you can possibly point out instrument you have ever seen or

other lines that are splendid peqpd.
specimens of cabinetwork—

There may be others that in your
opinion have the tone quality a high
grade phonograph should possess—

! Then see if you can match Jewett
But not until the Jewett was yjlues with any line of similar

offered to the trade was it possible to  quality on the market.

JEWETT PHONOGRAPH COMPANY

GENERAL SALES OFFICES: 9TH FLOOR PENOBSCOT BUILDING, DETROIT

J EWETT
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OPENS FINE NEW VICTROLA SHOP

Unique Features of M. Goldsmith & Son Store
Make It One of the Finest Victor Establish-
ments in the Metropolitan District

The formal opening of the new Victor shop
) mith & Son. 1493 First avenue, New
York recentlv. marked the addition of one
of the finest talking machine stores to the music
establishments in the mctropolitan district The
new store. while not large in comparison to
many other music houses in the city. ranks
with the hest in attracuvencss and completeness

of ap tinen

[ app
The record demonstration hooths and interior
rations. which were installed by the Broad-
man Construction Co.. of New York, arc mique
im several respects. The booths, ten in number,
h been so arranged that advantage is taken
of every available space. They are construcied
of carved walnut and pancling of the same mate-
rial has been used on the walls, In cach booth
there is an electric button, which the customer
pushes when the service of a salesman is de-
sired. In the rcar of the establishment, in plain
view of all who enter the store, is a show case
built flush with the wall, in which will be dis-
played a single talking machine. This case is
iluminated by clectricity at all tmes, making
the display stand out distinctly. On the main
floor there are record racks with a 10,000-disc
capacity and in the bascmient record shelves
have been constructed to hold a 15.000-record
surplus stock.

During the opening, which was attended by
many pcople, handsowme souvenirs were distrib-
uted. These included 10 and 12-inch record
albums, with the firm name on the cover, rec-
ord brushes, mirrors, on the back of which was
reproduced a likeness of the Eight Famous Ar-
tists, and Victor dogs. During the day a concert
was staged and members of the trade were
served with refreshinents. The store will be
under the management of Morris Goldsmith, Jr.

In the evening the crowd became so great thai
the services of the police were necessary to pre-
serve order. Chas. Harrison, Williaim Robyn, Chas.
Hart and Elliot Shaw, Victor artists, entertained
with some of their most popular songs and auto.
graphed a number of rccords for cager pur-
chasers. Further music was furnished by an
orchiestra hired for the occasion. Messrs. King
and Shilkret, of the Victor Co. forces, were pres-
ent and helped 10 make the event a success. Later
in the cvening the company served a buffet sup-
per to more thai fifty gucsts. J. N. Blackman, of
the Blackman Talking Machine Co., delivered an
address on modern tendencies i merchandis-
ing. The interest manifested by the cntire trade
in the cvent was atiested by the wmany tele-
grams of congratnlation and floral tributes re-
ccived by the proprictors.

PHONGVATIONS CO. CHARTERED

A charter of incorporation was recently granted
10 the Phonovations Co., of New York City, with

capital stock of $I10.000. Incorporators are:
C. Peck, . Albert and A. J. Messing.

Cash in on the Wireless Demand

Our specially equipped Cabinets, with horn and all apparatus

out of the way, sell themselves.
Phonographs or Cabinets for assemblers.

Also in stock as complete
Write for Prices

{

Seaburg Mfg.Co.

Jamestown, N, Y.

No.250T,List Price $195.00
Usual discounts to dealers

48"x28"x31" high. Finished all
around
Geauine Mabogeay, Walsut or Oak

The Bigueat Valug onjihe Market, A Trial Order Will Convinee

WORLD

Mav 15, 1922

WELKER JOINS MICKEL STAFF

Well-known Victor Man Head of Mickel Credit
Department at Des Moines-—Prominent in
Western Talking Machine Trade Circles

Des Motxes, 1a, May 7.—\W. O. Welker, one of
the most popular men in the Victor trade in the
Middle West, has joined the forces of Mickel
Bros., of this city, Victor wholcsaler, and will
thave charge of the credit department. Mr.

o~

W. 0. Welker

Welker. who has had considerable experience in
Victor retailing and wholesaling, has an exten-
sive acquaintance among lowa dealers.

When he first entered the talking machine in-
dustry Mr. Welker was associated with Case
& West, of this city, who at that time were
Victor wholesalers, and upon their retirement
from the wholesale field he spent several seasons
representing the Putnam-Page Co., of Peoria.
IN, in castern lowa. For the past four years
Mr. Welker has been purchasing agent for the
city of Des Moines, and he brings to his new
post a wealth of practical experience that will
be used to advantage by Micke! dealers.

DERIVATION OF THE WORD RADIO

Few persons, cven among the experts, know
the derivation of the word *radio” as distin-
guished from the older generic term “wircless.”
Of course. radio is wireless in a scnse, but the
latter applies to so many other forms of free
communication that it was fonnd nccessary to
scck a new word that would express wmore ex-
actly the peculiar activity of the broadcasting sta-
tions as we know them to-day.

Radio applies specifically to electric connmuni-
cation by means of cther waves. There arc many
other forms. flectric discharges may be con-
ducted through water or the carth. They may
be conducted through light waves, just as cther
waves are employed for a similar purposc. Even
induction between wires strung short distances
apart has heen used by telegraph companies, Te!
cgraphic communication has been established be-
tween frec-imoving trains and the telegraph wires
strung along the sides of the road by the simple
cxpedient of taying metal sheets on the roofs of
the cars. And successful experunents have been
conducted between balloons equipped with a cov-
cring of unfoil. Al these may be called by the
name of wircless. So may radio. but it is a thing
apart.

GRANBY OFFICES NOW IN NORFOLK

Nowrork, Va, May 4.—The general sales offices
of the Granby Phonograph Corp. of this city.
which were located for a short period at 21
West street. Boston, Mass.. are now housed
with the exccutive offices of the company in this
city. It has been found more advantagcous to
have the sales offices located in close proximity
to the production and executive hecadquarters.
Edward FF. Carson, assistant general manager of
the company. who was in charge of the offices
in Boston, returns to Norfolk.
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The Merchant Who Secures Even Distribu-
tion of Business Can Render Better Service
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Most talking machine establishments are busiest
during certain periods of the day and at others
thiere is an absolute dearth of business. The
average wnerchant tries hard to give the best pos-
sible service, realizing, of course, that upon this,
to a great extent, does the reputation of his
cstablishment depend. No matter how much ef-
fort is expended by the merchant, if his store is
crowded with customers during the peak lhours
of the day some of them are bound to wait be-
fore they can obtain the services of the clerks.
This naturally results in a certain amount of
ill fceling on the part of customers who are com-
pelled to await their turn, and there are some
people who will visit other stores in the future
with the hope that their deinands can be satisfied
with more speed, and where this occurs the
dealer will, in all probability, lose a customer.

There are two methods of overcoming this
¢ondition. One is to provide some plan so that
the arrival of customers will be more evenly
distributed during the day and the second is to
provide some means to ease the waiting period.
In any event it should be impressed upon the
minds of the clerks that customers should be
waited on in their proper turn. If a customer
enters a store and finds two or three persons
there before her and more follow her in she
docs not expect to be waited on last. \Where this
occurs it is pretty certain that the customer dis-
criminated against will take her trade elsewhere,
and with good reason.

In most talking machine establishinents the
morning hours are the quietest and in the after-
noon the rush hours occur. Therefore, the dealer
should make an effort to get some of his cus-

tomers to do their record shopping in the morn
ing

There are several ways of doing this, and they
all require most careful handling to eliminate the
possibility of offending customers. .\ simple
method is to try, wherever possible, to impress
on the customer’s mind. by personal conversa-
tion, the fact that in the morning hours your
store is not so crowded and, consequently, bet-
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ter service ¢an be rendered and more time can
be given to record demnonstrations,

T'he dealer might also enclose a personal letter
to the customer with the monthly supplement,
diplomatically urging that record shopping be
done in the morning. Of course, thiese letters
must not be too strong or insistent. The printed
word it often crude and somictiines comveys an
entirely different meaning to the reader than the
same message in a personal chat.
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On the Trail of Your Wants!
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note of invitation is sent to a selected list
customers and the records t p a

listed. The recipients of the invitations ar
carcfully sclected through data on file i
oifice of the store. For exammple: On the car
bearing the name of each customer there
notation concerning the particular qualit f
music prefcrred by that person. [f the dcaler
arranges a Red Seal record concert he takes
care to send invitations ouly to those customers
who have evinced liking for that class of
music. It is obvious that a person is fou
of jazz and docs not care for the better music
will not make any particular cffort to :mcnd a
concert of this sort. On the other hand, this
dealer finds that classical record enthusiasts do
make an cffort to attend the concerts, which are
well patronized. The plan has been instrumental
in selling a considerable number of records dur-
ing those hours when business is dull in most

ectahlichiments

and the thinnine of the l’af‘l'

afternoon shoppers has cnabled the salesmen to
devote more tinie to cach customer, greatly in-
creasing the efficiency of the house and promot-
ing good will of patrons,

SHORE MUSIC SHOP IN NEW HOME

The Shore Musi¢c Shop. formerly located at
Tenncssce and Pacific avenues, Atlantic City,
N. J., is now in its handsome new cstablishment
at 924 Pacific avenrue. A complete line of Vie-
trolas, Starr phonographs and Victor and Gen
nett records is handled in addition to pianos.
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There is no MAY 1in our organization.
Pearsall Service means MUST.
You want it— We've got to find 1t.

T T Ir T

Ask any Pearsall Dealer—He'll tell you

“‘Desire to Serve Plus Ability’’
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Announcing the

Columbia

ldustration above shows how compact, attrac-
tive, and easy to carry is the New Portable
Grafonola, Weighing only 22'%4 pounds, it is
no heavier than an ordinary hand-bag.

The New Port-
able Grafonola
open and ready
for playing.

ERE'’S big news for every Columbia Dealer!

The New Portable Columbia Grafonola—
the instrument you have been waiting for—is
now on the market. The improved, compact,
handsome Portable Grafonola embodies the iden-
tical method of sound reproduction found in the
large, cabinetted Columbia Grafonola, and this
feature now places all other portables on the
defensive.

Believing that it is wrong to subordinate the
reproducing qualities of a portable phonograph
for the sake of compactness, we have produced
a highly scientific instrument with all the best
reproduction features of the cabinet model
Grafonola, and yet an instrument that can be
carried as easily as a hand-bag.

Think of what a wonderful selling proposition
this Portable Grafonola offers you for summer
business!

Just the thing for vacation use, for week-end

trips, for summer bungalows, picnics, lawn par-
ties, day trips, porch dancing, beach parties, to
take aboard the motor boat, automobile or
canoe—in fact, it will be found indispensable to
all who like to take music with them wherever
they go.

Being covered with heavy, durable, black
Fabrikoid, reinforced at the corners, this new
Portable Grafonola i1s a light-weight, handsome
piece of luggage which no one will object to
carrying and which will withstand all sorts of
hard wear.

From every standpoint of beauty, utility,
quality, and volume of reproduction and service-
ability the New Portable Grafonola 1s beyond
doubt superior in every respect to anything
of its kind on the market, and as a musical
instrument 1s something on which you can
go the limit in pushing, knowing full well that
it will give complete satisfaction.



Mav 15, 1922

THE TALKING MACHINE WORLD 17

new Portable

Gratonola

Look at these
improved features

A — Two pivoted tone-control leaves at the mouth
of the amplifying chamber permit modifying the
volume of tone as desired.

B — The cover encloses the scientifically shaped am-
plifying chamber (or horn) which permits the
full and natural development of the sound.waves
(as in the big cabinet Grafonolas) from the neck
of the tone-arm to the mouth of the horn.

C — An escutcheon at this point fits over the motor
pinion and secures the turntable against rattle
or damage during transportation.

D — The standard Columbia bayonet-joint tone-arm
conveys the sound-waves directly into the am-
plifying chamber in a continuously widening
channel without obstruction or the necessity of
employing special turns or adjustments to suit
this type of a phonograph.

E — Covers seal needle cups when top is lowered for
carrying.

F — Three nickel needle cups (one for used needles)
prevent aggravating forgetfulness.

G — The position of the winding spindle gives the
crank a wide swing, which permits easy and HNlustration above shows
safe winding of motor. how the Portable Gralo-

nola is made ready for

H — Complete exterior is covered with the best grade Py

of heavy black Fabrikoid.

I — Heavy nickeled corner protectors give strength,
withstand abuse,and save scratching of furniture.

J — The inside is finished in highly polished Red
Mahogany, which, with the highly polished
nickel parts and black Fabrikoid exterior, makes
this instrument very attractive in the playing
position.

K — Tone-arm and improved standard Columbia re-
producer swing back without adjustment and
are safely positioned by a spring for carrying.

L — Winding crank is conveniently positioned here
for transportation.

M — Ingenious safety catch permits dust-proof clos-

ing of cover. COLUMBIA GRAPHOPHONE COMPANY, New York
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To the Trade:
Our Record Album factory—all or any part of
it=~is at your command. Hundreds of customers
can and will gladly testify as to the good quality of
our production,
Our large and growing business is due to satis-
fied customers and repeat orders.
Imprint {firm name or trade mark) stamped on
covers if desired when orders are sufficiently large
1o justify it.
OUR ALBUMS ARE MADE TO CONTAIN VICTOR,
COLUMBIA, EDISON, PATHE. VOCALION AND
SELECTING THEIR FAVORITES ALL OTHER DISC RECORDs
NATIONAL PUBLISHING CO., 239 S. American St., PHILADELPHIA, PA.
New York Oifice, 54 Fracklin Street, Telephone, Franklin 1227, James E. Maguire, Representative THE PERFECT PLAN
MANY NEW JEWETT DEALERS with Jewett dealers everywhere, who are exploit- ANNOUNCES TALKING MOVIE
— ing it to splendid advantage in their respective
Important Accounts Opened Up by Jewett localities. Lee De Forest, of De Forest Radio Telegraph &

Phonograph Co.—March Sales Greater Than
January and February Combined

D 17, AMick , May 8.—The Jewett T'honograph
( f this e¢ity, manufacturer of the Jewett
phonograph, has closed a nuinber of important
accounts recently. Among the dealers who have
arranged to handle the Jewett phonograph dur-
ing the past few weeks are the following: \W. S.
Barringer, Kokomo. Ind.; Carr & Hicks, Fos-
toria. ; John Decans, Eddystone, Pa.; F. H.
Frazelle, Toledo .. Grosse DPointe Furniture
Co.. Detroit; Gardner \White Furniture Co., De-
troits John J. Howard, Detroit; C. Kobe & Son,
“indlay, ; Ralph Lloyd, Flint, Mich.; Eugcene
C. Laurent. Morton, Pa.; C. J. Lenhard, South

Bend. Ind.; Newman & Kettler, Lima, O.; Pathé
Shop. Columbu: People’s Outhtting Co.,
Detroit; Sprow’s Music House, Carlisle, Pa.:

mliz Humm. Caro. Mich.: Tepper Bros.,

rt Wavne, Ind.; Thomas Furniture Co., Pon-
t Mich.: W. B. \Wood Piano Co.. Parkersburg,
\ : Wat Shand, Lancaster. Pa.: \White

A. A. Fair, sales manager of the company.
states that the new William and Mary console,
retailing at $185, is ineeting with a hearty recep-
tion from the trade. The new upright line intro-
du a month or so ago is also proving popular

As indicative of the progress that the Jewett
phonograph is making, it is interesting to note
that Mr. Fair reports a total business for March
greater than January and February combined.
Ofticial fgures for April have not yet been com-
piled, but preliminary totals indicate that April
showed a substantial in¢rease over March sales.

AMERICAN “TALKERS” IN CHILE

Good Market for Talking Machines and Rec-
ords—Heavy Import Duties Add to Expense—
Very Little Competition to Contend With

During and since the war musical instruments
have been imperted into Chile almost exclusively
from the United States, according to a recent
report by Consul D. C. McDonough, who is
stationed at Concepcion. The report states, n
part, that: “The market for talking machines
and records is very good, although not large.
and American instruments have very little com-
petition. The import duties make them rather
cexpensive, especially heavy dises or records. Im-
porters receive a credit of ninety days.

G. S. Crawford. formmerly with the Jones Dry
Goods Co., of Paris, IlL, is now with the J. E.
Rice Music Co. Mount Olive, lIl.

YOU OWE IT TO

Patented
1914

their utmost confidence.

increase his business.

business builders.

501-509 Plymouth Court

The successful merchant always appreciates the fact that his customers place in him
Therefore, he makes it a point to supply them with goods
of a kind that he would appreciate were he a prospective customer,
in doing this he does mot have to worry and think up all kinds of schemes in order to
His business incrcases automatically. BOSTON ALBUMS—
with their wooden backs and interchangeable leaves—are goods of this character, and
Have you sent for a sample of the latest Bostonian?

BOSTON BOOK COMPANY

YOUR CUSTOMER

Patented
1914

He knows that

CHICAGO, ILL.

Telephone Co., Tells of Perfected Device for
Talking Motion Pictures—Arouses Interest

Lec De¢ Forest, pioncer in wircless telegraphy
and telephony, returned from Germany recently
on the “Mauretania,” with an announcement that
he had periected a device for talking motion pic-
tures. The action of the photoplay and the voice
were registered on the same strip of film, which
could be used in an ordinary projection machine
with an attachment, he said.

Enthusiastic over his invention, which, he pre-
dicted, opencd great possibilities, Mr. De Forest
exhibited a strip of film of a spcaking movie.
The voice, he said, was registered on the narrow
margin of the strip by action of the light on the
sensitive cells. The margin thus bore a picture
of the voice. Through the medium of a special
device the voice was reproduced in perfect syn-
chronism with the motion picture.

“] am convinced my invention will revolution-
ize the motion picture industry,” Mr. De Forest
said. "An entire play or opera of an evening's
length will be one of the novelties of the speak-
ing movics."”

Mr. De Forest said his voice registration
method could be applied to the talking machine
—ordinary films could be played without a
needle. He said experiments with the “photo-
phonc” demonstrated that musical sounds were
more pronounced than those from the talking
machine.

Mr. De Forest, who is president of the De
Forest Radio Telegraph & Telephone Co., said
he would return to Germany in two weeks to
continue his work on the talking motion pic-
turec machine, which he expects to put on the mar-
ket soon. He said he found technical labor
casier to obtain and experimental conditions
more favorable there. \While here he would add
another factory to his business of manufacturing
radio telephone products, he said.

“TALKER" CONCERTS ON TRAINS

The management of the C. I. & L. R. R, bet-
ter known as the Monan Road, has installed a
Brunswick phonograph and a number of records
on one of its dining cars for the entertainment
of passengers. Concerts are held cach evening
to break the monotony of the trip. The invita-
tion to the concert is printed at the bottom of
each nienu.

N. A. BURKE BUYS VICTOR BUSINESS

Nvack, N. Y., May 3—The Victor talking ma-
chine and stationery business of Tunis S.
Dutcher, of this city, has been purchased by
Norman A. Burke, proprictor of a Columbia
Grafonola shop here. ANr. Burk moved the
Victor stock of machines and records to his
establishimment on South Broadway.




Walter Camp’s

“DAILY DOZEN”

Set

Inspiring
Music

Field Unlimited
— forr Men, Women
and Children

Every One a
Prospect—Even
Trained Athletes

Mr. Walter Cam p

Famous Yale football coach and athlete who for more than 30 years has been considered
AMERICA’S FOREMOST AUTHORITY ON AMATEUR ATHLETICS.
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The “Daily Dozen”

One of the most remarkable endorsements ever accorded a man’s achieve-
ment, given to Walter Camp’s Daily Dozen by twenty dominant men
of International Prominence.

On Board
S. S. George Washington

Brest, France I
Dedicated to

TO WALTER CAMP “_Walter Camp

Your drill has been the test of us;
You’ve better made the best of us;
You’ve much improved the rest of us;

You’ve raised each sinking chest of us; "
You’ve much reduced each vest of us;

You ever will be blest of us;
North, south and east and west of us;

Signed with the seal attest of us.

FRANKLIN D. ROOSEVELT
C. M. SCHWAB
VANCE C. McCORMICK

HENRY M. ROBINSON

GUY T. HELVERING [ By 20
HOWARD HEINTZ )

JOHN H. FINLEY . Inleruatlonally
WALTER S. TOWER F M

C. K. LEITH T —— RINGUES CI5CH
e Who Have Used the
S. A. BROWN ee . 99
= e Dally Dozen
A. H. BROWN

E. B. REED

M. COOLIDGE

PAUL D. MOODY
PRESTON HERBERT
M. SWENSON

E. A. SCHUMAN

—— —]

The * Daily Dozen” Exercises were used by a President’s Cabinet and endorsed by
many men of National Prominence
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The “Daily Dozen”

Builds Up Good Hard Flesh and Muscle and Eliminates Useless and Excess
Flesh Without Undignified and Irksome Positions or Harmful Exercises
That Injure the Heart, Body or Health.

The Health Builder System is one

Following Publications Are
Now Running Advertisements

of the “Daily Dozen™

that appeals particularly to diserimin-
aling stores that are very careful of
the type and class of merchandise

Saturday Evening Post

American Magazine

Mentor Magazine

Current Opinion

Nautilus

Review of Revietvs

World’s Work

Wide World

Columbia

Crescent

Popular Science

Adult Student

Asia Magazine

N. Y. World Magazine
Section

American Legion

Detroit Free Press

Literary Digest

Forbes Magazine

Outlook
Hartford Courant
Washington Post
Chicago Tribune

Red Book

National Geographic
Metropolitan
Association Men
Magazine of Wall Street
Physical Culture
Success

Normal Instructor

Journal of Nat'l Educa-
tional Association

National Pictorial
Elk’s Magazine
McClure’s

House and Garden
Atlantic Monthly

New York Tribune
Cleveland Plain Dealer
Indianapolis Star

N. Y. Times

Los Angeles Times

St. Louis Post Dispatch
New Haven Register
New Republic

Denver Post

which they offer for sale.

Herewith is a list of stores handling
the “Daily Dozen”, selected at ran-
dom from some of the largest cities
of the country. It indicates clearly
the standard and merit of the “Daily

Dozen” records.

John Wanamaker, New York and Philadelphia
Marshall Field & Co., Chicago

Lord & Taylor, New York

Jordan, Marsh & Co., Boston, Mass,

The Landay Stores, New York

S. B. Davega Stores, New York

J. L. HHudson Company, Detroit, Mich.

L. S. Ayres & Co., Indianapolis, Ind.

Baldwin Piano Co., Cincinnati, Ohio

Wm. Hengerer Co., Buflalo, N. Y.

Grafonola Co. of New England, Boston, Mass.
Woodward & Lathrop, Washington, D. C.

S. Hamilton Co., Pittsburgh, Pa.

Maison Blanche Co., New Orleans, La.

Chase & West, Des Moines, lowa.

Scruggs, Vandervoort & Barney Dry Goods Co.,
St. Louis, Mo.

Frederick Loeser & Co., Brooklyn, N. Y.
R. H. White & Co., Boston, Mass.

THE “DAILY DOZEN” IS A PROVEN SUCCESS

The “Dailyozen” Is One System That You Can Conscientiously Recommend
To Your Wife, Mother, Daughter or Sister
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The “Daily Dozen”

Makes You Fit by Building Up or Bringing Down to Normal. A System
of Class and Merit. Scientifically Correct. No Harmful or Heart Straining
Exercises.
Nothing Abnormal or Grotesque. No Restricted Class Appeal.
Never Irksome. No Contortions.
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It takes a few minutes to dem-
onstrate a regular musical
record.

It only takes a few minutes
longer to demonstrate a Health
Builders’ set, and your profits
are 20 times greater.

All Records Double Faced. (Not Single F aced)
Music on Both Sides

HESE Health Builder Records are sold in sets,

each set comprising five ten-inch double-dise
records with twelve charts containing 60 real
photographs and a booklet of instruction written
by Walter Camp—the whole course enclosed in a
beautiful black and gold album. They are pro-
duced by a special exclusive arrangement with

Mr. Camp.
A Proven Profit Maker

The Health Builder System is a quick-selling,
profitable phonograph record proposition. Its ane-
cess is proven. Mai‘ the coupon today for sample
double-faced ten-inch record, with booklet of
charis and instructions for the complete course and
full particulars of our special offer. We will tell
vou all about this profitable movement that is
- : making good everywhere. Splendid dealer co-
ATER CAMYS R . operation to promote sales freely given. Send the
DA DOZEN B \U coupon uow for sample outfit. There is no ohliga-
WEALTH B“\\D\m > ‘ tion.
EXERCISES ‘ Health Builders, Dept. W.5
SIS ' 334 Fifth Avenue New York

Health Builders, Dept. W-5
334 Filth Avenue, New York.

Please senid me. prepaid. one 10-ineh double-dise Healih
Builder Reeord, comprising four of Walier Camp’s “Daily
1ozen™ exercises—with booklet comaining ceharts and in-
structions on the complete “Daily Dozen” —and your special
proposition to dealers. | have the privilege of returning the
omin.
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“MODERNOLETTE” MAKES ITS DEBUT

New Portable Machine Attractively Designed
and of Distinct Merit Placed on the Market
by the Modernola Co., Inc., Johnstown, Pa.

Jousstowx, Pa., May l—The Moderola Co.,
Inc., of this city, which is well and favorably
known throughout the talking machine ficld
through the production for many years past of
the Modernola phonograph, has annouunced the
advent of a new member in the Modernola fam-
ily. The new arrival has been named the Modern-
olette and is a portable machine of attractive ap-
pearance weighing twenty-one pounds, twelve
ounces, and is produced in either wax fnish or
leather covered. This new portable has been
in the process of development for a long time
past. It had to meect many rigid tests before it
was finally placed on the market, and in its
present condition it has the unqualified endorsc-
ment of the Modernola Co. which makes many
exceptional claims for it. This new portable
has been placed on the market at a particularly
appropriate time, and in secason to permit the
dealer to have it in stock in time for the Sum-
ner months, which is usually the heaviest sales
season in this type of machine. The accom-
plishments of the Modernola Co. in the past be-
speak a bright future for the Modernolette.

ROBERT RINGLING TO MAKE RECORDS

Robert Ringling, only son of Charles Ringling,
circus owner, and a baritone of distinction, has
just signed a contract with R, E. Johnson, con-
cert manager, of New York, for concert and
operatic appearances and singing for talking ma-
chine records during the next two years. Mr.
Ringling is twenty-five years old, and has been
studying singing since he was eight, finishing up
with some of the great masters in Europe,

A new music store was recently opened at
Teppers, Ind., under the management of A J.
Fedewa and C. G. Cauers. Brunswick phono-
graphs and records are handled.

No.
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[This is the sccond of a scrics of four-minute conferenees
on topics of direct interest to husiness men in the talking
machine trade which have been preparcd for this publication
by Lestcr G. Herhicri.—Ebpizor.

Business loss includes waste through mis-
management as well as through unavoidable
cconomic conditions. By eliminating prevent-
able loss and waste we fortify ourselves against
emergeicies and disaster.

One of the most frequent causes of waste in
business is failure to furnish continuity of em-
ployment for the different workers. Each and
every onc of the cmployes rightly expects full
pay for all time put in, and it is the fault of the
management if there are gaps which are unpro-
ductive and time which must be paid for, and yet
which shows nothing in return in the way of
profitable production.

It does not make any difference who the em-
ploye is or what sort of work is being done—
continuous employment of the right type is nec-
essary or there will be a tremendous leak which
will express itself in unnecessarily high over-
head expense

Then many einployers fail to plan their work in
sufficient detail that it may be done to advantage.
It is possible to trust trained and experienced
helpers to go ahead with their work, for these
people have developed a sufficient sense of per-
sonal responsibility to be interested in and con-
cerned for the final results of their work.

But it is unsafe to take anything for granted
especially if changes are planned or new workers
are being employed. It is only fair 10 old em-
ployes who are being put 1o new tasks that their
titme will not be wasted or the work done to poor
advantage.

Sometimes we think that cinployes have had
more experience or a broader vision than they
really have. Then, too, we may forget that good
as their judgment is, often they arc not in touch
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Four-Minute Conference on Business Topics

2—Your Losscs—In Part q

sl + L

with the inner conditions of the business as we
are, and so are haudicapped. In any event, jc
planning is sure to be a decided advantage in that
both individuals contribute constructive ideas and
benefit by the conference and its suggestions.

A third cause of waste is now being recognized
as high labor turnover. Pcople are discharged
who might be trained if a little interest were
taken in them; or a worker who is a failure at
onc job inay be cspecially good at some other
part of the task.

Investigation in the building industry showed
that one man in the course of five and a hali
years worked for no less than seventy-six differ
ent contractors, and was hired 108 times. This is
an extreme case, but it shows how much time the
man must have lost and the expense he repre
.cuted in starting each new job.

1t is better to develop efliciency in the busi-
ness and then to make continuous use of it. A
wise employer will plan business to keep his
organization profitably employed.

ISSUES COMPLETE CATALOG

René Mig. Co. Distributing Catalog of Complete
Rcepair Parts—Valuable Book ior Dealers

The René Mfg. Co., Montvale, N. J., has just
issued an attractive catalog featuring the complete
line of repair parts that it manufactures. This
company has won signal success as a manufac-
turer of mainsprings for every type of motor and
it also makes a complete line of repair parts.

This new catalog is arranged to afiord maxi-
mum convenience when used for reference pur
poses and there is hardly a repair part in gen-
eral use thatis not listed in the catalog. The com-
pany has already received requests for copies
from all parts of the country.
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“SHOP AROUND,” ADVISES HOOVER

We Want You to Test and Compare

E LUXE NEEDLES

And You Will Know Why We Consider Them

‘““The Best Semi-Permanent Needle Made’’

Let the De Luxe Speak for ltself and Send for Samples and Discounts.

Full Tone
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Three for 30 cents

Duo.Jone Company, INCORPORATED

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

DON'T FORCET THESE FACTS

Perfect Reproduction of Tone - No Scratchy Surface Noise

PLAYS 100-200 RECORDS
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(40 cents in Canada)
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Medium Tone

SITLIISLLEIEVIILI L EI AL LS F YL LIS EL LSS IIAT LS SIS LIS SIS SIS S S PP SIS At Ft

J



20

THE TALKING

AN INTERESTING COURT DECISION

In Injunction Sought by E. S. Geer and W. H.
Huth to Restrain the Manufacture and Sale
of Gold Seal Record Repeaters, Defendants
Ordered to File Bond of $10,000 to Secure
Plaintiffs' Loss of Profits, and Damages

The latest development in the action brought by
Edmund S. Geer and Walter H. Huth against
George M. Browning and others for a prelimi-
nary injunction restraining the defendants from
continuing the manufacture and sale of the Gold
Seal record repeater occurred on April 18, when
Judge Knox, in the U. S. District Court, South-
ern District of New York, decided not to grant
the injunction, provided the defendants filed a
bond of $10,000 to secure plaintiffs against loss
of profits and damages. The attorneys for the
defendants stated that the necessary bond would
be filed immediately. The suit will now come to
trial in the usual course. The decision of Judge

Knox was, in full, as follows:

KXON, D. J.: The great number of claims contained in
the Geer patent imposes no little hurden upon the Court in
rcaching a conclusion as to their range and the extent of
any infringement thereof hy defendant, and [ shall now not
attempt to do so,

It is admitted by dcfendants’ experts that the alleged
infringing device may read upon c¢laims 4, 23, 24, 30, 33,
34, 37 and 40 of Geer, and assuming them to be valld, and
not anticipated, thls is enough, upon proof of sales within
this district of the infringing artlcic, to jJustify a pre
liminary injunction.

It is sought to avoid what would ordinarily he the effect
of such an admission hy the argumentative statement that
the Geer claims mentioned above fead equally well upon the
device disclosed in the German patent to Goepper, No.
249.872, patented August 1, 1912,

The rejoinder which plaintiffis make to this answer is
that Geer has successfully fixed the time of his invention
as of a date pror to August 1, 1912,

Geer's own affidavit of Septemher 23, 1914, is couched
in most general terms, and, filed in the Patent Office, was
sufficient to get his patent allowed over a eftation of
Goepper. By an affidavit filed herein hLe fixes the date of
the reduction to practice of his device as in March or April
of 1912. This afdavit is corrohorated by one made hy
Arthur  H. Kirkpatrick, who swears that he saw Geer
comstructing his device in April, 1912, and that he actnally
saw it used upon July 13, 1912,
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Further affidavits made by Geer’s sister show that he
accomplished sufficiently early what was necdful to an-
ticipate Gocpper.

It may be that the defendant upon the trial will he ahle to
so qualify the apparent anticipation as to make it impossihle
to sustain the Geer patent; but as the case now stands the
lack of invention upon the part of Geer is not so obvious
as to disentitle him t0 the protection for which his patent
presumally calls.

If he docs not now receive such protection, and here-
after he should win his suit, I am of opinion that his
success will be of small henefit. The marked difference
in ¢ost hetween the two articles, the somewhat evancscent
(1 should Imagine) demand for phonograph repeaters,
mcans that Geer must have his monopoly now or never.
As between the parties the convenience of the plaintiffs
should receive first consideration.

Upon the question of infringement within this district
by defendant [ think there is small doulit hut that the saks
complained of took place in the manner described hy plain-
tiffs. [ also feel that what the individual defendants did
was done for and upon hehalf of the Geld Scal Co.

The fact 1hat the Gold Scal Co. carried on business in
New York “inadvertently”™ seccms to me of small conse
quence. [ dare say the "inadvertence” was probahly a lack
of appreciation as to the possible eflect thercof.

After consideration of all the matters submitted 0 me,
including the financial statement (the werth of which is
almost wholly dependent upon wiicther defendants’ article
may Jawfully continue to be marketed), [ have con¢luded
that a preliminary injunction shall lssue unless defendants
secure plaintifis against loss of profits and damages hy
filing herein a good and sufficient bond, to he approved by
the Count, in the sum of $10,000. Should such hond not
be given an injunction will issue upon the filing hy plainilff
of the vsual injunction bond in the sum of $5,000.

Ducll, Warfield & Duell (D. A. Woodstock,
of counsel) for the plaintiis and Cooper, Kerr
& Dunham (Drury W. Cooper, Parker W. Page,

Thos. J. Byrne, of counsel) for defendants.

NEW MUSIC SHOP IN ROCHESTER

Lew Berk is the manager of a new music store
recently opened at 209 East Main street, Roch-
ester, and dealing exclusively in sheet music and
phonograph records. The new business bears
thie name “The Song and Gift Shop.”

Max Landay, head of Landay Bros., Inc, is
back at his desk following illness. Landay
Bros. operate a chain of stores in New York.

TYING UP WITH RECORD ARTIST

Appearance of John Steel at Keith's Riviera in
Brooklyn Capitalized Most Successfully by
Baim Bros. & Friedberg Co,, Victor Dealers

When John Steel, the popular tenor and Victor
record artist, appeared at Keith's Riviera Theatre
in Brooklyn recently arrangements were made
with the management of the theatre for the plac-
ing of a Victrola in the lobby and the playing
thereon of a number of Mr. Steel’s records. The
machine and record display was arranged by
Charles M. Unger, manager of the branch store
of Baim Bros. & Friedberg Phonograph Co., St.
John's place and Utica avenue, near the theatre.
Mr. Steel autographed a number of his records
at Mr. Unger’s suggestion, and signs on the
Victrola at the theatre called attention to the
fact that such records were available at the Baim
Bros. & Friedberg store.

Mr. Unger is most enthusiastic over the suc-
cess of the display, and Mr., Steel's interest in
the exploitation of his records. It is the sort
of tie-up that gets results with the public and
Mr. Unger suggests that Victor dealers wherever
possible endecavor to get direct publicity out of
the appearance of record artists in theatres near
their stores. In Mr. Steel's case, for instance,
it was found that quite 2 number of people were
made aware for the first time of the fact that he
had made records.

LOUIS JAY GERSON TO EUROPE

Leuis Jay Gerson, foermerly manager of the
talking machine department of the John \Wana-
maker store in New York, and now general man-
ager for the Interocean Holding Co. Inc, im-
porters and exporters, sailed recently for Europe,
where he will investigate the business situation
in various countries, especially with reference to
the talking machine, record and piano business in
relation to South America from the viewpoint
of the manufacturer.
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FEATURES

ARGE diaphragm
and long stylus bar
lengthens vibrations,
producing a deeper and
more natural quality of
tone.
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Perfectly balanced 1n
accordance with carefully
worked ratios and with re-
gard to co-ordinate parts,
this tone arm and reproduc-
er permits a freedom and
sweetness of tone hereto-
fore thought impossible.
Surface sounds.almost en-
tirely removed.

Throw-back design permits
of easy access to needie
socket. Saves records from
unnecessary scratching.
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NOWN the country over for

its excellent quality of tone

and natural, life-like reproduction

of all musical tones, and its great

volume. This tone arm on your

machine spells success, because of

its high standing in the Phonograph
World.

Made only in 8%-inch length. Can
be furnished with or
without Mute Tone Mod-
ifier, with Mica or
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THE JEWEL MUTE

CONTROLS volume just like the
human throat. Built in the repro-
ducer and functions in such a way
that the length of vibrations is minutely
regulated and the tome reproduced to a
softness and clearness that are remark-
able.
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Operates by means of a thumbscrew
and is instantly adjustable. Tone has
free and unimmired passage throughout
tone arm and chamber—~Not “Mufiled” or
“*Choked” as with ordinary type of tone
modifier.
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Jievies

Perfect regulation without in any way
changing character of tone.
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No 2 Round Arm Tone Arm
and Reproducer
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JEWEL PHONOPARTS COMPANY

154 Whiting Street

Chicago, Il
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At this season of the year when everyone
likes to get out-of-doors, Columbia Dealers’
Road Signs with your imprint send busi-
ness to your store. Ask your Dealer Service
Man about outdoor road sign advertising.

Columbia Graphophone
NEW YORK

GATHERING OF COLUMBIA DEALERS

Connecticut Columbia Dealers’ Association
Meets in Bridgeport—Elect Officers and In.
spect Columbia Record Department

Bringerort, Coxn., May 2—Benjamin P. Mor-
rison, of this city, was re-elected president of the
Connecticut Columbia Dealers’ Association at
the quarterly mecting held recently in the Strat-
ficld Hotel. More than fifty State dealers at-
tended the gathering. The other officers elected
include: L. H. Merwin, New Haven, vice-pres-
ident; J. W. Ballou, New Haven, treasurer; C.
G. Brodrib, Waterbury, secretary, and directors,
L. C. Warner, New Britain; Joseph B. Zellman,
Waterbury; L. H. Merwin, and J. W. Ballouy,
of New Haven.

Prior to the meeting, the dealers made a visit
to the record department of the Columbia
Graphophone Co. here, where they were es-
corted through the plant by A. V. Bodine, gen-
eral superintendent; E. S. Coldwell, assistant
superintendent, and J. F. Kilbride, assistant
superintendent of the record department.
Methods used in creating the finished record
were shown to the visitors and all appliances
and machines used in making the finished prod-
uct were described by the guides.

The members of the Association enjoyed a sup-
per at the Stratfield in the evening at which more
than 100 members and guests were present.
Secretary of the Chamber of Commerce Se-
ward B. Price was chairman. After welcoming
the out-of-town guests he gave a short history
of the settlement and further development of
the Columbia plant here. He introduced the
speakers of the evening.

H. L. Tuers, manager of the dealers’ sales
service department, told of the work of the serv-
ice department in conjunction with dealers and
gave a number of developed ideas with a re-
gard to increase in sales. Manager Oliver Benz,
of the record department, spoke on methods of
selling machines and records. He gave origi-
nal ideas for large record sales by dealers and
their salesmen.

Manager Kenneth Mills, of the New York
branch, told of increased sales of machines
during a recent sales campaign held throughout
the Eastern section. G. W. Hopkins, vice-pres-
ident and general sales manager of the company,
spoke on the service of agency managers and
told of the work of the sales bureau in devel-
oping Columbia graphophone sales to the high-
est pinnacle.

He spoke on the new machine which will
come out next week, a revelation in graphophone
circles with a number of improveinents. A new
portable machine will be ready for delivery
during the month, he said.

A number of vocal and instrumental artists
from New York who are engaged by the Co-
lumbia people to make records gave a program
of unusual interest. Latest New York song
successes were rendered by George Cornell and
Edward Porray, through the courtesy of Irving
Berlin Co., Harry Hoch and Harry DeCosta,
of Waterson, Berlin & Snyder; Bob Miller and

Herbert Steiner, of Leo Feist, Inc.; William Pa-
gan, Joe Sherman and Frank Damstadt, of M.
Witmark & Sons, and Joseph Santley, of J. H.
Remick. A number of the latest records made
by the company were played and greatly enjoyed.

LIONS CLUB HONORS L. M. COLE

Popular Wholesale Traveler Featured in Busi-
ness Club's Publication—His Success in In-
dustry Well Deserved

Burraro, N. Y, May 6.—One of the most popu-
lar men actively engaged in the selling end of
the phonograph and record business in New
York State is Lionel M. Cole, sales manager of
the Iroquois Sales Corp., of this city, wholesale
distributor of Okeh records and Granby phono-
graphs. Mr. Cole owes a considerable mcasure
of his success to his host of real personal
friends in the trade, and to the fact that he
possesses the rare quality of working effectively
both for his house and his customers in a man-
ner that produces permanent relationships and
lasting results.

The Lions Club of Buffalo, New York, of
which Mr. Cole is a member, recently intro-
duced him in the “Get Ac¢quainted” column of
the club’s publication through the medium  of
the following prose poem:

“Songs that -masters great have sung us
pever need we now to lack. Here's Lionel
Cole among us, who can bring the masters back.
For their greatness they've recorded on the
Okeh record’s scroll. Listening we feel re-

warded as from Granby’s throat they roll. Here's
a thing that's worth the telling. Li's well liked
among the trade. In the years that he’s been

L. M. Cole at His Desk

selling, many are the friends he’s made. Used
to be quite athe-letic, in which ficld ‘he also
shone; now his efforts energetic are into his
business thrown.”

MARKETS RADIO AMPLIFYING HORN

The F. C. Kent Co., 67 Grace street, Irving-
ton, N. J., the well-known manufacturer of at-
tachments for talking machines, has placed
upon the market a new radio amplifying horn
under the trade name Kentone. The instrument
is made of brass tubing and in such form that
there are no sudden angles to deflect sound. It
will fit any of the popular makes of radio re-
ceivers and is guaranteed by the manufacturer.
The styles are in black, nickel and gold plated.
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The superiority of the Sonora is as marked
as the ease with vhich it sells.
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The New EDISON

Chippendale Console
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Illustrated on the opposite page is the NEW
Chippendale Console of the New EDISON

Phonograph

HIS is one of the latest additions to the

EDISON line . . . . a new, popularly priced
Console Model in the much-favored Chippendale
design.

A few vears ago Thomas A. Edison, Inc. offered
the trade the first Console Period Models ever
manufactured in the phonograph industry. These
were the higher priced authentic Period designs.

With the broadening of the phonograph market in
late vears has come a desire for finer designs at the
popular prices, and Thomas A. Edison, Inc. has
met this desire with the official laboratory model in
this new Chippendale Console, which in quality 1s a
worthy peer of the earlier but higher priced models.

It is offered in Mahogany (brown only) at $295.
(In Canada $395)

THOMAS A. EDISON, Inec.
ORANGE, NEW}JERSEY
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3 The Playing of a Battered Old Talking Ma-
E chlne Is an Exceedlngly Bad Publicity Stunt

U TR

Upon droppmg into a neighborhood cigar
storc recently the writer had occasion to listen
to the conversation of the cigar man and sev-
eral customers regarding the annoyance caused
by a local talking machine dealer through the
constant playing of a rather scratchy 1alking
machine and apparently very much battered rec-
ords, with the “musi¢™ issuing from a type of
tin horn that did everything but improve the
tone. The conversation was far from compli-
mentary to the dealer. The cigar man offered
the opinion, perhaps biased, that people ac-
tally went to a cigar store located in another
direction rather than pass the talking machine
store and hear the discord.

A visit to the talking machine store proved
that the proprietor thought he was pulling off
a good publicity stunt. e did not simply put a
record on and let it play, but each time the
record was changed he put a sign into a special
frame at the sidc of the window rcading: "“The
machine is now playing the latest fox-trot,
‘Cherie,’ " or whatever the title might be. For
demonstration purposes the dcaler had dug up
an old-style horn machine. attaching a rubber
hose to the horn socket. with thc other end
fastencd to a hole in the doorjamb. On the
other side of the hole facing the street was an
ordinary tin horn. of what was one time known
as the “flower” type. The dealer carried one
of the leading types of machines and records
and was giving the public a demonstration of
the latest releases. The music evidently started
from the record all right, but all that came out
of the horn was a blare and rasp, with the
melody hardly distinguishable.
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The question was just how much good the
dealer was doing his business by continuing the
open-air demonstration, for it appeared more
than likely that he was driving away more trade
than he was attracting.

Certainly the layman, who had no idea of talk-
ing machine quality, would not be unpressed
with the reproducing powers of the modern

R T a0 TG s e
A Worn-out Machine
Is Not a Good Adver-
tisement for Records

and Arouses the An-
tagonism of Neighbors

AT T R R (T T
instrmment while listening to the tones emitted
from the horn, and there was nothing about the
demonstration that was calculated to make a
man enter the store and risk hearing such music
at frst hand.

The idea of conveying talking machine rec-
ord nmusic long distances through tubes and
through various contraptions to a point where
it can be thrown wildly at the passer-by on the
sidewalk is fast being cast aside. for although
such a demonstration attracts attention it also
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TONE QUALITY

par excellence

Purity, resonance, volume, individuality,
color—all
these qualitics are faithfully reproduced by
Nature’s
perfect resonating mcd;um—v:olm spruce—
is free from all the
inherent faults of mica and other vibrating

swectness. mcllowness, nuance,

the Violin Spruce Diaphragm.

scientifically adapted,

mediums.

Wins Instant Approval

The following excerpts are from letters in

our files:

A famous artist, " e g
ker of phomograph records, soy

mae” J gy i perfect, the most beau-
tiful rcproductum of my pl:\).ng [ have ever
heard.”

a phonogra h
B ' it pgmzs to be first-class :md the best

we have heard on classical records.”
From o builder of specinl designs only:
! “We bave concluded our tests _ . . it is su
perior 10 any we have tested hentoforc
we jntend to use your tone arm.
household oumers:
Prog, .' is the most wonderful 1 bhave ever
heard b
it bas b‘:-oug;lb tzu( tones from my
rec rds [ never heard before.’
4 1 tell my friends it is the perfect
reoroducet

mani fﬂrht rey:

From a sales utcuhvc. fourtcen ycors in the talk.

hive business:
Y ',w[ ha'\e trled it (the reproducer) on
every kind of record ?namnablc and the re-
! production is excellcat.”

Violin Spruce Diaphragm Reproducer as
itlustrated retails for $7.50

THE DIAPHRAGM COMPANY
Cieveland

wnder exclusime contract with a

L )

Of Special Interest to
Manufacturers

We are prepared to furnish in
any quantity the following
items adapted to any make of
phonograph Tone Arm.
equipped complete with Violin
Spruce Diaphragm Repro-
ducer; Vieolin Spruce Dia.
phragm Reproducer: or Violin
Spruce Diaphragm alone to as-
semblers in 2.9/16” diameter
only.

1 S EERLD llﬂﬂli_ﬂlm

attracts criticism, provcs a nuisance to the
ncighborhood and does not offer a proper dis-
play of the real musical powers of the machine
and records.

The modern plan in the Summertime is to
place a large macnine close to the doorway and
then play the new records at intervals with
sufficient rest period between demonstrations to
prevent the playing becoming tiresome to those
who live nearby and whose patronage is con-
sidered worth while,

Another good plan that has been adopted in
scveral instances is to place grille work in the
pance! under the show window, maintaining a
machine on the platform in the cellar so that
the tone chamber is directly on a level with the
strect and then letting it go. This requires the
presence of an attendant on the platform to
change the records and the needles, but the
cost of a hali-hour demonstration when the
crowd on the strcet is the thickest is little
cnough when possible results are considered.

The talking machine as a musical instrument
is frequently abused. The temant in Apartment
10 may enjoy immensely the playing over of a
livelty Irish rcel. time and time again, for an
hour or two cach evening. but the people who
live in Apartments 11 and 12 may be so unfeeling
as to prefer a little concert music in homcopathic
doscs. The result is that the tenants in 11 and
12 talk loudly of the talking machine as a
nuisance, although one or the other may have
an outfit of his own and with the sort of rccords
he prefers.

There are enough inconsiderate talking ma-
chine owners scattered about to cause trouble
and develop prejudice against even the best ma-
chines and records without the dealer lending
his help. A blary demonstration is bad cnough
in the c¢rowded business strcet, where it is
drowned during the day by the noisc of the
trafic and silenced after business hours, but to
keep the necighborhood flooded with mangled
jazz throughout the cvening. when people in
their homes feel that they have a right to con-
verse. read or sleep, as may be, in comparative
quict within the precinets of their own home, is,
on the face of it, maintaining a nuisance.

It might be well for the dealer who has been
carrving on such demonstrations, cven though
he has devised a pian for carrying the music
to the street without impairing its quality, to
have a iittle scouting done about the neighbor-
hood to get a linc on the cffect. He is in busi-
ness to scll goods to his neighbors and not to
annoy them. and even though the annovance is
unintentional it has its effect just the same.

Talking machine concerts of good music can,
at proper intervals, prove pleasing even in the
sclect resident neighborhoods, but a continu-
ous noisy demonstration does no good.

The public demonstration problem, incident-
ally, has been cleverly soived by a talking ma-
chine concern in a small city in the upper sec-
tion of New York State, which secured per-
mission from the town authoritics to block off
a section of the main strcet in front of its store
for the purposc of giving a demonstration con-
cert of special records. Undcr such conditions
a demonstration is bound to arouse general in-
terest and commendation.

MISS YATES HEADS DEPARTMENT

Cixcixxan, O., May 2.—Miss Stella Yates, who
has been counected with the talking machine
department of the H. & S. Poguc Co,, this city.
for the past scven ycars, has been promoted to
buyver and manager of the department, succeed-
ing C. S. Browning, who recently became man-
ager of the new talking machine departments
opened by Steinway & Sons.
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J. G. Heidner & Som, Inc., Springhicld, Mass

0. 1. Stout Drug Co.
Parkersburg, W. Ve.
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The Z. L. IWhite Company, Columbdus, Okfo

Are You Wasting Your Advertising?
READ THIS UNICO MESSAGE.
Then Get Out Your Pencil!

YOUR advertising says in effect, "Come to my store;

you will get Better Service here” Fine, that's your
logical argument because it is a mighty small community
where one dealer has an exclusive agency for a particular
line of machines and records.

UT what is “Better Service”? To be successful, adver-

tising must be convincing and your claim of “Better
Service” must be substantiated. Your customer must be
assured comfortable and convenient audition rooms, record
sales facilities that satisfy and store surroundings that are
artistic and in harmony with yvour quality merchandise,

AT this point Unico Service comes into the picture. You

specialize in selling music—we specialize in equipment
and service for producing sales. Equipment that guarantees
“Better Service” makes good your advertising. But, you
say, wherein does Unico Equipment differ from any I might
build and what is Unico Service?

AS one successful dealer recently described it. Unico

Equipment “provides the most effective sales facilitics
at the most economical cost”—equipment which, in addition
to its mechanical efficiency, creates a sales background
which is convincing in its appeal.

TS value as a selling force is permanent—through pat-
ented sectional construction Unico Equipment is insured
against depreciation,

UNICO Service is just as different as Unico Equipment.

Your problems are handled by a staff of experts com-
bining years of merchandising and construction experience.
It is this expert service together with unequalled facilities
which make possible the complete installation of depart-
ments of character, such as those illustrated above, within
two or three weeks from date of your order. Our record
of 2,500 installations is conclusive proof that yours will
be right.

T OW for that pencil! The selling force and the adver-

tising value of Unico Equipment alone make it your

wise and logical choice. However, figure it from a dollars

and sense standpoint as an investment—consider the sur-
render value.

VER 50% of the cost of any equipment you install is

represented by labor cost and when you have occasion
to move or trearrange vour department that S0%. in the
case of ordinary equipment, is practically all lost, together
with a good portion of the remaining 50% through material
that is damaged and destroyed. That’s why Unico Equip-
ment is your economical investment. Our patented units
are simply unlocked. All labor that entered into their
original construction is saved. Your equipment does not
have to be refinished. There is no loss of wmaterial. The

vaiue is still 1009%.

ET the full Unico Message! Write to-day to our
hoine office or one of our branches.

Unit Construction Company

RAYBURN CLARK SMITH, President

NEW YORK, N. Y.
299 Madison Ave.

ATLANTA, GA. DALLAS, TEX.
49 Auburn Ave. 209 Dallas Bank Bldg

SAN FRANCISCO. CAL.
924 Market St.

58th Street and Grays Avenue, Philadelphia, Pa,

CHICAGO, ILL.
30 N. Michigan Bivd.

SALT LARE CITY, UTAH
150 Main St.

DENVER, COLO.
1741 Champa St

NEW ORLEANS, LA.
506 Marine Bank Bldg.

H. A, MOORE & CO., LTD. (Salea Agent)
Premier I{ouse, London (W.C.1), England
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Here’s a great combination! Al Jolson sings
“Oogie Oogie Wa Wa,” while the Hart Sisters,
a new addition to the Columbia staff of
artists, sing the coupling —*“Littler Red
School-House.” A-3588.

Columbia Graphophone Co.

NEW YORK i

Q
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The character of every man shines forth in
the expression of his eye, and at first mecting
yne is either favorably or unfavorably impressed
by what he secs there. So it is with a dealer.
Every passer-by is cither favorably or unfavor-
ably impressed by the "eye¢” of your store, and
unless that impression is favorable you may be
losing money daily in lost business through such
an impression. \Where your rate of rental is
based on the value of your window, as it happens
to be in a good many cases, your loss will be
untold

An effective window display is one prepared to
tell a storv, and in addition to telling the story
should attract the ecye. Don't try to tell the
passcr-by too much of a story. If. for instance
you are making a display of records, then make
it solely a record display with nothing to detract
from that story.

Window trims can be classified under three
headings: selling, creating a desire and decora-
tive. These three headings dovetail more or less
into one another, but cach is planned differently

An actual selling window is one that sclls
chicfly by its being brought to the attention of
a passer-by, and without any premeditated intct
tion on his part. It may be a single record, it

ay several records of the sa lassificatic

A. BRUNS & SONS

50 RALPH AVE.
BROOKLYN

| The “Eye” of the Store Sl.loulle_ell a JS-tory

- By R. S. BAAS, of the Baas Music Shop

“BRUNS MADERITE”

You can't gowrongon BRUNS MADE-
RITE Phonograph Delivery Covers for
Upright, Console or Period type ma-
chines—Qur covers are also made for
the radio cabinets.

PORTABLE TALKING MACHINE

\Ve are making a line of covers for
portable cabinets in various shapes and
sizes—this type machine really needs
a serviceable carrying cover.

MADERITE DUST COVERS

Made of durable fleece lined rubber-
ized material—just the thing for the
Spring season.

A. BRUNS & SONS
50 Ralph Ave., Brooklyn, N. Y.

Manufacturers of Everything Made of Canvas

0

73 — — -

or it may be a Victrola of a certain type and
finish at special terms. No matter what kind, it
tells a story that produces immediate results.

A good window display grows on the looker.
Its attractivencss gets the attention and its ef
fectiveness makes the sale. For instance, at
Christmastime we show a huge fireplace with
the logs a-burning within. The fireplace. dummy
figures of mother, dad and the children, a Christ-
mas trec, toys and a Victrola standing near. A
window of this sort is apt to create a desire for
possession.

The decorative or display window is one that,
while telling no particular story. acquaints the
passer-by with the fact that here is a good place
to buy a Victrola and Victor records, and so im
presses him that when he is in the market for
your merchandise he thinks of you as being the
best one to buy from. Above all. your window dis-
play should never be slovenly or haphazard of
merchandise. Such a window mncans nothing and
invariably leaves an unfavorable impression of
your store.

Never overcrowd your displays. They then
become a jumbled mass and lose their effective-
ness.  Another thing. regardless of your ability
as a window trimmer. you can at least keep both
the glass and the floor clean. A clean. shiny

DELIVERY COVERS

COVERS

window always stands out sufficiently to attract,
attention. \While all dcalers do not possess the
knack of clever window trimming, nevertheless
a little thought and time given to your window
displays and with irequent changes will add to
the prestige of your store, which means addi- |
tional profits for you.

NEW SONORA EXPORT DEPARTMENT

Charles A. Richards Heads New Export Di-
vision of Sonora Phonograph Co.

The Sonora Phonograph Co. has added an
export department and all export business wili
be directed from the main office in New York

Charles A. Richards

hercafter. This division will be under the direct
supervision of Charles Arthur Richards, recent
head of the American International Steel Corp.
and during the war director of the Bureau of
Exports of the War Trade Board. Mr. Richards
was formerly with Bowring & Co. and Henry
\V. Peabody & Co.

Recognized in export circles as an authority,
Mr. Richards is also the author of “The Export
Commission House,” published by the Business
Training Corp., of New York. The Sonora
Phonograph Co. is confident that he has added
strength to the Sonora personnel and is looking
forward to a large cxport business.

SUCCESSFUL THOUGH BLIND

One of the most successful talking machine
record salesmen on the staff of the Eggleston
Pharmacy. Kingman, Kan.. is Robert Means,
who is totally blind. Mr, Means has been par-
ticularly successful in house-to-house selling.
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A Sensational Success
Sophie Tuckers

first release on
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The flood of orders Mt ig*pouring in for Sophie Tucker’'s first record release is
nothing short (i sei'l'snf'i(m in the record business. And this is only the beginning.
O her re: Oi(lﬁjgzj_b_‘"ller are 1o be released immediately.
- L : : :
The pii enal popularity of this premier vaudeville favorite could not have been
n}y.‘ii"éj‘ﬁhvincingly demonstrated than by this tremendous demand for her first
'

B This readv-made market for Sophie Tucker records is waiting for the wide-awake
dealer to take advantage of. You cannot afford to wmiss this big opportunity.
Any Olkeh dealer can make the new Sophie Tucker records a big event in lhis town
—and a correspondingly hig event for his cash register.  And that’s what counts.

Ii you are not an Okeh dealer, now is the time to get on the band wagon.

TREMENDOUS SALLES ARE ASSURLD.

First Sophie Tucker Record Release

l“os_fnf HIGH BROWN BLUES  Contralto with Orchestra SOPHIE TUCKER

75¢ | SHE KNOWS IT Contralto with Orchestra SOPHIE TUCKER

General Phonograph Corporation
OTTO HEINEMAN, PRESIDENT

25 West 45th Street, New York City, N. Y.
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OKJV Records
GRANBY PHONOGRAPHS

MASTER-TONE TALKING MACHINES
OUTING PORTABLES

T LRI

s

LB L i YR LS BN,

NEEDLES
Okeh — Truetone — Wall Kane
Tonofone —  Gilt Edge

Delivery Bags, Accessorics, ctc.

Complete Stocks—Prompt Service
IROQUOIS SALES CORPORATION

Wholesale Distributors 3
210 Franklin St. BUFFALO, N. Y.

s P

EDISON DEALERS MEET IN DALLAS

Merchants From Texas and Oklahoma Convene
at Texas-Oklahoma Phonograph Co.'s Store

B T CREEEESEEEET I R Y

B

Darras, Tex.,, May 3.—Hali a hundred phono-
graph dealers from various points in Texas and
Oklahoma attended a conference at the Texas-
Oklahoma Phonograph Co.'s store recently. The
conference during the day was followed by a
banquet at the Oricntal Hotel in the cvening,
which was attended by dealers and their wives.

A. H. Curry, president of the company and
vice-president and general manager of the pho-
nograph division of Thomas A. Edison, Inc.
Orange, N. J., was the principal spcaker at both
the conference and the banquet. Mr. Curry
talked on the phonograph industry and business
conditions generally. He said that business con-
ditions were much improved in the North and
East, and predicted that a corresponding im-
provement would soon be noted in the South-
west and other sections of the country.

The Brunswick Shop, of Williamsport, Pa,, re-
cently gained considerable publicity through a
contest open to all, for the best essay on “The
Benefits of Music in Every Home.”

A DECIS!OI“)F WIDE INTEREST

Gramophone Co., of London, Eng.,, Wins De-
cision Against Polyphon Co., Barring Sale of
Its “Red Seal” Records in Sweden

The proceedings brought by the Gramophone
Co., of London, Eng. against the Decutsche
Graimmophon A, G. and the Polyphon Co, at
Copenhagen, Sweden, for alleged violation of the
copyright of certain “Red Seal” artists’ records
has been decided in favor of the first-namer!
concern, according to advices reaching here
recently. The Gramophone Co. is a subsidiary of
the Victor Talking Machine Co., of Camden,
N.J.

The sitnation was brought about by the sale
of certain records, including some made by
Caruso and other prominent artists, which had
been secured by the Polyphon Co. during the
war as a rcsult of the trading-with-the-enemy
laws. After the war the Gramophone Co. brought
suit to restrain the German concern from selling
these records in other countries, charging an in-
fringement of copyright privileges and property
rights.

This decision is important in view of a similar
suit of the Victor Talking Machine Co. which
is now pending in the United States District
Court in Brooklyn, N. Y., asking for an injunc-
tion against the sale of imported records by the
Opera Disc Co.

VICTOR I-IECORDS BY CARUSO

Attractive New Booklet Devoted Exclusively to
Caruso Records Just Issued by Victor Co.

The Victor Talking Machine Co. has just is-
sued an attractive little booklet, carcfully com-
piled and classified, and dcvoted exclusively to
the records made by the late Enrico Caruso.
The booklet opens with a short introduction out-
lining Caruso’s carcer, and then come the record
lists divided into the several classcs, such as
dramatic, lyric, in English, concerted, devotional,
love songs and Ncapolitan numbers,

Setting forth as it does in one group all the
records made by Caruso, the booklet serves to
emphasize most cimphatically the great work of
the late tenor, and should prove of distinct con-
venience to those who sell Caruso records. as
well as those who desirc to expand their libra-
ries of such records.

NEW POST FOR W. R. CASSELL

W. R. Cassell has been appointed a mnember of
the sales staff of the New York Talking Ma
chine Co.. Victor jobber. Mr. Cassell succeeds
H. F. Murchie, who has moved to California.

CHAMBER OF COMMERCE CONVENTION

Constructive Program Arranged for Tenth An-
nual Meeting of Chamber of Commerce of U, S.
to Be Held in Washington This Month

Wasuingron, D. C, May 6.—Europcan Con-
ditions and Their Effect on American Business™
will be the main topic at the tenth annual meet-
ing of the Chamber of Commerce of the United
States, to be held in Washington May 16 to 18,
This announcement was made by the Chamber
when it made public a tentative program.

Because of the interest of business men
throughout the country in the general subject
it is predicted that the convention will be one of
the largest ever held by the Chamber. More than
1,400 business organizations have been asked to
send representatives and an attendance of from
4,000 to 5,000 busittess men is looked for

‘In selecting the subject for the convention,”
said the statement by the Chamber, “there
was a desire to obtain a thorough discussion of
world business conditions as well as domestic
conditions for usc as a basis of judgment in plan-
ning mcasures to insure a continuing future pros-
perity in the United States. The situation abroad
has been constantly changing and the time has
come for a new inquiry into the facts. The big-
gest question before American business men to-
day is the problem of formulating intelligent
plans that may be of assistanee in restoring nor-
mal economic conditions.

“No plans can be made that do not take into
account the Europcan situation, including such
problems as the Allied debts, reparations settle-
ments, paper currency issucs, exchange fluctua-
tions, ocean shipping, cte.”

As in previous ycars the work of the conven-
tion will be donc largely in group sessions.
Groups representing the major divisions of busi-
ness will take up the questions before the meet-
ing in their relation to the particular interests
or industries within the group.

Among the subjects scheduled for discussion
are: Effect of the European Situation on Amer-
ican Business, Merchant Marine, Housing, Dis-
tribution, Production in Industry, Finance, For-
cign Commerce, Insuranee, Actual Resources,
Railroads, Highway Transports, Labor and Im-
niigration and Transportation and Communica-
tion Abroad.

The talking machine and furniture establish-
ment of B. Glass, in Suffern, N. Y., has been
redecorated. The talking machine department,
where the Vietor line is fcatured, has been con-
siderably improved by the addition of several
sound-prooi demonstration rooms and a large
room for the display of the machines.

MUTUAL

TONE ARMS & SOUND BOXES

There are three things that go to make up
satisfaction:

1. QUALITY
2. SERVICE
3. PRICE

And we can satisfy you in each particular.

A test will convince you that Mutual Tone
Arms and Sound Boxes are the Best on the
market. We give prompt and efficient serv-
ice. Prices from $2.15 up.

Mutual Phono Parts Manufacturing Corp.,

No 3 TONE ARM
No. 5 REPRODUCER

149-151 Lafayette Street
New York City

Tbe Russell Gear & Machine Co., Ltd., 1209 King St., West, TORONTO, CAN., Exclusive Distributors for Canada and All Other British Possessions
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Personality as a success feature worth devel-
oping is highly recommended to the ambitious
talking machine and music dealer. Emerson re-
marked that “an institution is but the lengthened
shadow of a man” and so the popular and profit-
able store is often the reflection of one man's
personality. To some personality is a miscon-
ception. Many believe that personality is merely
the business manner of being able to greet cus-
tomers with a glad hand and a smile. This is
but personality in its lowest cvolution.

The talking machine dealer who has cultivated
a pleasant personality has accomplished more thap
merely the knack of shaking hands while extend-
ing a smile. The type of personality which wins
success and prosperity is that which is founded
on sincerity. Personality means thoughtfulness.
fricndliness. wholesomeness and many other vir-
tues. Sometimes the best personalities are to be
found among dealers who do not possess the
effervescent smile and practiced handshake. Per-
sonality originates in a man’s mind and should
not be donned as part of business equipment to
be used merely during the day. A successful
personality is not the result of endeavoring to
copy the ways or mannerisms of another, but in
the thorough analyzation of one's sclf to find first
what powers should be best cultivated. Person-
ality represents the highest cultivation of these
powers.

Perhaps as a dealer or manager you have as
vour asset the virtue of paticnce. Again, you
may be endowed with a pleasant voice or it may
be that you are favored with a pleasing address,
a good sense of management, original qualifica-
tion in advertising or other powers. On these
your personality can rest if vou will but take

IR AL s i
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an inventory of the manner you should best culti-
vate,

It has been stated that almost any twelve-year-
old boy can, as automobiles pass, tell the make and
cost of cach one and describe with surprising
knowledge the mechanics of each car and all
about it. Many men at later ages pride them-
sclves on being able to do the same thing. Most
of us are familiar with the lives and histories of

R LU AR R R LVRALT TP P T
A Sincerely Pleasant
Attitude Is an Asset
W hich Should Not Be

QOverlooked by Talk-
ing Machine Dealers

gumm RLI TR AR R TS
our leading ballplayers, actors and prizefighters
—yet how few of us really know anything about
ourselves? The talking machine dealer has dis-
covered that by making a study of records and
human nature an interesting and profitable busi
ness has been created. A knowledge of business
methods is necessary in order that one may qual-
ify as a successful talking machine dealer. In the
same manner a knowledge of yourself is essential
in order that you may benefit with the best re-
sults from others. The good features of your

The

or

Retail Price

Wax Fimsh
Case

535.00

Leatherelle
Covered Case

540.00

No 929 Broadway

ol

MODERNOLA CO,
The Modernola Sales Co., Inc.

A REAL

Talking
Machine

in

Portable Form

Johnstown, Pa.

New York City

T O T L T T T TN L A

The Development of an Attractive Peson-
ality Is an Essential to Success
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2 By Chas. T. Hubbard

own personality are well worth cultivating in this
worthy effort—for they are very likely to be
characterized throughout your whole organiza-
tion and its results.

NOW DESCRIBED AS “A MENACE”

Princeton University Professor Makes Excited
Attack Upon Talking Machine and Its Influ-
ence Upon the Life of the Students

Although the work done by the talking ma-
chine in the development of musical interest and
appreciation is generally recognized throughout
the country, and recognized by those in a posi:
tion to observe and understand the great results,
there are still those who for one reason or an-
other like to take a fall out of the talking machine
and talking machine musi¢ whenever the oppor-
tunity presents itself.

Now comes a professor of Princeton Univer-
sitv, backed by the Daily Princetonian, the
University paper, to declare that the talking
machine is to be regarded as a menace at the
University as tending to cause waste of time
and interfere with the work of the students. The
charge is embodied in the iollowing dispateh

which appeared recently in the New York
Herald:
“The phonograph has become one of the

greatest menaces to serious study in American
universitics, say several professors in Princeton,
It now ranks with bridge, dances, ‘petting’ and
other diversions which attract the undergraduate
from his books. Says Prof. Randolph Her-
mance, supervisor of freshmen:

“‘One man goes to visit a friend’s room and
immediately they indulge in a phonographic ses-
sion, playing one record after another with no
apparent interest in the music. And so one more
perfectly good hour is wasted in the idle and use-
less amusement.’”

The worthy professor and his assoclates will
find few to agree with their contention. They
probably forget the times, if they ever knew
of them, when the average college frat house, or
dormitory, simply exuded so-called melodies
from the throats of ambitious glee club men,
properly stimulated, or plucked out of guitars,
mandolins or banjos. At least the modern talk-
ing machine offers real music, which same can-
not be said of the amateur efforts of other days.

OKEH ARTISTS AT RANIO CONCERT

Well-known Artists Appear at Bedloe’s Island
Station — Successful Concert Under® Fred
Hager's Direction—Plan Weekly Programs

Another Okeh record radio party was given
April 19 under the direction of Fred \V, Hager,
general manager of the Okeh recording library,
at Bedloe’s Island Broadcasting Station (\WVP).
Several of the selections on the program were
request numbers, among which were “Kiss Me
Bv Wireless.” sung as a duet by Jane Neilson,
soprano and Nat Sanders,  tenor. Nathan
Glantz, another well-known Okeh artist and
brilliant saxophonist, entertained with a new
novelty number “Step Along,” and also played
“Dardanella” by request. '

The Rega Dance Orchestra, an exclusive Okeh
organization, under the direction of Justin Ring,
played three selections, “The Sheik,” “The
Clock of Love” and “Swanee Smiles.” Other
numbers on the program contributed to the
success of the evening, and it is interesting to
note that Okeh concerts have been so well re-
ceived by radio fans that plans have been made
whereby Okeh artists will offer programs every
Wednesday night from Bedloe's Island Broad-
casting Station.



Mav 15, 1922 THE TALKING MACHINE WORLD

29

When we say that BANNER RECORDS
give full 75¢c worth of record value for 50c¢
we mean just that! We give just that!

Send for a sample! Make the test!

Play BANNER! Hear how good a record
it is! Look at the label! See whether the
recorders really are widely known! Make
sure of its wearing qualities! Play it again
and again! Use a microscope and see
whether the surface is worn! Make any
other test you may know of!

You will understand then why BANNER
has made so great an advance in so short
a time—why it has won the unqualified
favor of a great music buying public.

First Quality — then price! l

A Few Fast Selling Hits!

Some Sunny Day Gallagher & Shean, Vocal
Rosey-Posy Gallagher & Shean, Fox-trot
Honey Lou Georgia

Sing Song Man By the Sapphire Sea

Teasin’ Pick Me Up and Lay Me Down
My Honey's Lovin' Arms California

You Won’t Be Sorry Three O'clock in the Morning
Samson & Delilah (Opera-trot) Angel Child

Doo Dah Blues Atta Baby

Sweet Man O'Mine The Rose of Stamboul

_]L!st a Regular Girl Old Time Favorites, Vocal
Rigoletto (Opera-trot) Medley

An Oil Painted Window Display!

Entirely different from
anything that has yet
been issued in the rec-
ord field. A peculiar
type of illustration and
a different way of re-
production—beautifully
executed in four bril-
| liant colors of oil paint.
| Varnish finish, which
| gives each card the ap-
pearance of an original
| oil painting.

& -

“Gallaghér and Shean”

Their humorous little ditties have been laughed
to from Maine to California and from Canada
to the Gulf. Everybody knows them. Every-
body wants them. They're so typically G. & S.
that one little strain is cnough to put a giggle
through a whole house. As rendered on Banner
Record 1054, the song is a thunderbolt—one
hundred per cent mirth provoking, and sales
producing.

And here’s another idea—a Gallagher and Shean
fox-trot—wonderful '—with a talking saxophone
and a laughing trombone. You can almost hear
the words. “Absolutely” speaks the saxophone—
“Positively” says the trombone. The orchestra
has taken advantage of the opportunity and made
just that kind of a dance-thing that sells and
sells and sells—for months!

0 Opera-trots

A truly clever thought! Famous operas con-
verted into fox-trots—that is Opera-trot (name
copyrighted by BANNER). The beautiful strains
of operatic music have been used to wonderful
advantage and now we have snappy, rhythmic
fox-trots. Proof of success? New York orches-

tras are playing them in New York ballrooms
and New York folks are calling for more.

PLAZA MUSIC CO.

18 West 20th Street New York

Attach to your business letterhead and mail to us today!

PLAZA MUSIC CO. (Banner Record Div.),
18 W. 20th St., New York.

Banner Records.
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Send samples, together with complete details on
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