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The best-known trademark mn the world
designating the products of the Victor Talking Machme Co.

Entered as secomd-class matter May 2. 1905, at the post“office at New York, N. Y., under the act of Coo ngress ol March J, 1879,
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Distinctive Designs
Build Sonora Sales

Baby Grand
$200

Imperial

$150

Next to Sonora’s matchless tone, its pop-
ularity has ever been especially associated with
its distinctive upright designs, notably the “bulge”
models.

This unique and graceful construction, ex-
clusive to Sonora, laid the very foundations of
Sonora success.

The bulge models reflect that quality which 1s
inherent in the Sonora—for it I1s an expensive con-
struction, requiring carefully selected woods and
expert workmanship. It also instantly identifies

““The Highest Class
Talking Machine in
the World’’

Such facts bring sales and customer confi-
dence to the dealer. .There is never any question
about the life-long service and beautiful tone
which the instrument in a Sonora cabinet will
deliver. Sonora bulge models are their own best
advertisement.

Are you Interested in a franchise
to sell this remarkable instrument?

SONORA PHONOGRAPH COMPANY, ‘Inc.
GEORGE E. BRIGHTSON. President

New York: 279 Broadway
Canadian Distributors: 1, MONTAGNES, Toronto
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SCHOOL LECTURES INCREASE SALES

S. L. Schott, Inc., Victor Dealer, of Mt. Vernon,
N. Y., Makes Many Sales of Machines Through
Lectures to Teachers and Pupils

The opportunities for making talking ma-
chine sales to schools, which are so often over-
lcoked by dealers, have proved worthy of consid-
crable effort on the part of S. L. Schott, head of
the firm of S. L. Schott, Inc, which recently
secured the business of Brodbeck & Co., at 64
South Fourth avenue, Mt. Vernon.

The Victor line is handled exclusively at this
establishment and through Mr. Schott, who is a
brother-in-law of the Landay brothers, who con-
duct a chain of retail talking machine stores in
New York and New Jersey, is giving a series of
lectures to the heads of the music departments of
various schools in the territory covered by him,
in which the booklets prepared by the Victor
Talking Machine Co.. entitled "The Victrola in

Kural Schools,” “The Victrola i Correlation
With English and American Literature” and
“The Vietrola in Music Memory Contests” play

an important part. These lectures have already
resulted in a nuinber of sales and the prospects
of several more in the necar future. Mr. Schott
has been most successiul in this campaign.

DELAWARE CONCERN INCORPORATES

The Globe \Wholesale & Distributing Co., of
Wilmington, Del., bas been granted a charter of
incorporation under the laws of that State to
deal in talking machines, with a capital of
5100000
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N a rccent address before the convention

of the Texas Music Merchants’ Associa-
tion in Ft. Worth, William L. Bush, head of
the Bush & Gerts Piano Co.. one of the
largest piano manufacturers and retailers m
the country, whose stores also feature talk-
ing machines, took occasion to review con-
ditions and make suggestions regarding
what should be done to stimulate sales. In
his address Mr. Bush paid a tribute to The
Talking Machine World that is not only
gratifying as showing an appreciation of
what this publication is accomplishing for
the industry, but is important to those who
have not yet fearned the real place held by
trade publications in their own businesses.
In his address Mr, Bush said in part:

*] say to every salesman, ‘Read your trade
journals,’ and secure the benefit of the best
advice, experience, intelligence and creative
genius of sales people that arc all represented
in the columns of several of your most repu-
table publications. In one issue of The Talk-
ing Machine World [ have read articles of
which 1 will just give you the captions.
These were published on April 15 and are
only a sample or suggestion of what every
salesman and saleslady in the talking ma-
chine field may have access to, week after
week and month after month, to add to his in-
telligent and proper conception of the dignity
and opportunity represeated in the phono-
graph business. These articles | will enumer-
ate as follows: (1) 'One Dealer Learns His
Lesson’! The only comment that 1 have on
this article is that the dealer had advertised
‘Buy $10 worth of records and secure a talk-
ing machine for §1 down' A woman who
read this ad visited the store to find out
whether this was a bona fide and depend-
able advertisement and the proprictor told
her it was cxactly as advertised, whereupon
the woman left the storc and returned with
$10 worth of records that she had bought
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CO-OPERATIVE SALES HELP TRADE

Merchants in Various Cities and Towns of Wis-
consin Unite in Putting Over Sales

Merchants of Wisconsin, in an ecffort to put
retail sales of 1922 above those of preceding
vears, are holding co-operative sales days. Four-
teen cities of the State have held from one to
five co-operative sales since January 1. Music
merchants, in common with other retail dealers,
are reaping the profits of these cvents.

It is generally agreed by secretaries of busi-
ness organizations that a wave of co-operative
merchandising is sweeping \Visconsin as it has
swept other parts of the country. Not only are
merchants in one line of business co-operating
for increased sales, but the new developmnent
shows that an entire city can put over a tremen-
dous sales event in a co-operative way. Neigh-
borhoods in the larger cities have found that this
method of attracting trade has been very ef-
fective.

The sales reported that are bringing unusuwally
good results include not only style week pro-
grams and dollar day sales, but many novelty
stunts such as Sport Day, Made-in-La Crosse
Day, Made-in-Fond du Lac Day. In fact, as
several secretaries reported, merchants of \Wis-
consin are ever looking for a good “excuse” for
co-operative advertising and co-opcerative sales
wecks.

The game of business takes grit of the first
water. It is a real red-blooded, man-size game,
and, like most worth-while things in life, it takes

cou rage to succeed.
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: Tlmely buggestlons on the Yalue of Selling

cl:ewhere and advised him to send the ma-
shine out for $1 down. He should have
advertised "You must buy $!0 worth of rec-
ords from us.' OQther articles, educational
essential and valuable in character are as
iollows: (2) ‘Some Esscntial Points in Rec-
ord Salesmanship,’ by Mark \W. Duncan.
(3) 'A Fair Knowledge of Music Is a Lig
Factor in the Success of the Retail Record
Salesman.’ (4) ‘Selfishness,” by E. Fraser
Carson. (5) ‘Creating Sales From the Broad-
casting of Records.” (6) ‘The Inside History
of Increased Record Sales.’ (7) ‘Little Ideas
That Will Make Big Sales,’ by Robert Gor-
don. (8) 'The Value of the Postal Card as a
Mcans of Stimulating Record Sules” These
articles and numerous others appeared in
one iscue of one paper, and I wonder how
many salesmen or salestadies have read any
or al! of them: that publication I recommend
as a source of valnable, usefu! and dependable
information and suggestions. 1 also believe
that where an cstablishment has a de-
partment of fales consisting of two or more
members, that it pays to get together to ¢co-
operate and to co-ordinate to evolve new
sales plans, origmal ideas, special equip-
ment, attractive displays and one hundred
other things that enter into the consideration
of an ambitious and successful owner, man-
ager or salesman in the phonograph field.” ¢

Mr. Bush's views regarding the value of
The Talking Machine \World are in line with
those of many other prominent executives
mn the industry who have realized for years
the importance of the great fund of trade
information and of practical business build-
ing ideas and suggestions that arc offered
each month in the columns of this paper. It
is to this practical help that has been so con-
sistently rendered to the industry tham The
\World owes its dom‘nating position in the
field in which it exerted a helpful influence
for seventeen years.
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NEW FIRM GETS VICTOR AGENCY

North Country Music Co. Opens First Store in
Bertin, N. H., With Complete Victor Line—
Plans Three Other Stores in Near Future

Bemitn, N. H., June 5.—~The first of a chain of
music stores to be operated by the North Coun-
try Music Co. has been opened here with a com-
plete line of Victor talking machines and rec-
crds, which were supplied by Cressey & Allen. of
Portland, Ae.,

Victor distributors in that terri-

North Country Music Co.'s New Store
tory. The company is planning to open addi-
tional establishments in Colebrook and Lancas-
ter, N. H,, and Istand Pond. Vt. The Victor
lime will be handled exclusively in all of these
stores, and in addition a complete line of pianos
and musical instruments will be handled. The of-
ficers of the company, which was recently organ-
ized, are B. Suow, president; George F.
Cressey, treasurer and Clinton W. Graffam, sec-
relary.

The Berlin establishimment has teen handsome-
Iy fitted up with the most modern equipment and
great care was cxercised t0 create an mterior

Froml Row, Left to Right: Geo. F Cressey, Treas.:

AMiss Ruth Dahl, Clerk, Chnton \V Graffam, Sec).

B. Saow, Pres., and Far! Young, Local Mar

ack Row, Left 1o Righi: l\:nrl l' Young, Salesman;
G. R. Magoon, Gen'l Mgr.

which offers the best opportunities for the dis-
play of instruments handled by the coucern. The
service cownters and record demonstration baoilis
have been so arranged that the center of the
floor is free. On the right is a laree record de-
partment, containing a complete line of Victar
records. Beyond this on the same side are sev-
eral glass-enclosed record demonstration booths.
The other side of the store is given over 1o the
display of pianos and small musical instruments.

Earl Youug is manager of the local estanhlish-
ment, and G. K. Magoon is general manaver oi
the company’s stores. Karl P. Young will act
in the capacity of salesman and Miss Rudi: Dabl,
clerk. The store, which was formally opened
recently, is located on Main street, opposite the
City Hall, an exceptionally fine center.

The man who allows himseli to be swerved is
not likely to get very far.

Scc ucond la-l page for Index of Articles of Interest in this issue of The World
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The secret of increcasing business lies not alone
in redoubling cfforts in accepted and famniliar
fields, but in discovering and operating in new
fields where it is possible to create a fresh de-
mand for a product. It 1> possible to ¢ite numer-
ous instances where businesscs have been stim-
ulated 10 a tremmendous degrce through the dis-
covery of new channels of distribution. and it is
quite possible that such new fields are awaiting
the efforts of the talking machine retailer.

As a matter of fact, the growth of the talking
machine business has beent due to the discov-
ery of new uses for machines and records. At
tive outset the talking machine was regarded pri-
marily as a commercial proposition designed to
take dictation from business men to be tran-
scribed by typists. Then came the realization that
the talking maclhine was really aun cntertaimment
factor and this proved for imany ycars its big
field. Later the value of the talking machine for
making perimanent records of the voices of great
artists of the day, and making it possible to
bring thosc voices into the home, for the edifi-
cation and education of the masses, was largely
appreciated. Finally caine the development of the
vse of 1he talking machine in educational work
generally, with the result that machines and rec-
ord libraries arc found in thousands of schools
throughout 1he country,

There is one field, however, that has apparent-
Iy been neglected or ignored by a inajority of
talking machine retailers, and that is 1he field of
selling records in foreign mwsic and tongues,
It offers possibilities that are quickly realized
when the facts are presented properly. Various
companies have for years been building up
libraries of foreign language records embrac-
ing the native music of a score of nations,
and with words in the foreign tongues.
These foreign record libraries, however, have
not received the attention that has been their
due probably because the haudling of the de-
mand for domestic records provided sufficient
occupation and profits for the average retailer.

Those who have gone into the foreign record
ficld earnestly and intensively, however, have
been rewarded with excellent results. The pos-
sibilitics that exist in that field are to be ap-
preciated when it is realized that in a great
many cities, and for that matter, a grecat many
districts of the country. from 60 to 75 per cent
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An Almost Untouched Record Selling Field |
With Millions of Prospective Customers

of the cutire population are foreign-born, or
children of forcign-born parents. In both these
¢ases there remains, or has been instilled, a
genume liking and longing for the music of the
countries from which the cmigrants originally
came. This is a condition that exists, and will
cxist, regardless of any plans of Americanization,
for it is simply an exhibition of human nature.

There are many good citizens—men who have
been successful m business and private life and
who stand high in their communities—who stil
have some sentiment for the land of their na-
tivity or the homeland of their parcuts, and 10
these men the native folk songs and native music
have a sufficient appcal to rcpresent a worth-
while asset to the energetic dealer.

Greater New York, perhaps, has the largest
foreign-boru population of any ¢ity in the United
States, and yet in this ¢city how few retailers show
an appreciation of the possibilities of the foreign
record catalog by featuring these rccords half
as prominently as they do the dance records in
the new monthly supplements? Tie population
of New York State in 1921 was cstimated at 10,-
525,000, and of that total 2,786,000 were foreign-
born whites. In other words, over 25 per cent
of the entire population of the Empire State
are foreign-born, and it is safe to say that they,
with their children, make up between 65 and 75
per cent of the entire population. In any field
of selling the ability to offer a product that should
appeal logically to such a percentage of pcople
in any oue territory would secm 1o insure success.

There are many mining, manufacturing and
fanining scctions where English 1s rarely hcard
among the inhabitants, who have clung to their
Old World mcthods and their 01l World lan-
guage. In the Northwest there are great colonies
of Scandinavians and Teutons who, so far as the
United States goes, arc in them but not of them.
In the mining and steel districts there are great
colonies of [talians, Slavs and Hungarians. New
York has a larger jJewish population to-day than
Jerusalemn itself had at any tune in its history, and
the Italian colony in New York City, nearly
375,000, is larger than the total population of a
number of the leading Italian cities, including
Genoa, Florence and DBologna. In New York
City alonc also there are ncarly 215000 Irish,
over half of the population of the entire city of
either Dublin or Belfast.

=
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When some of these figures are studied, and we
comprchend that they apply in proportion 10
Boston, Philadetphia, Cleveland, Detroit and
dozens of other cities of the country, particu-
larly east of the Rockies, we begin 1o realize
that it is worth while from a cold commercial
standpoint to offer these people something in
their native tongue that has already been pro-
duced and ueeds only the selling.

Several of the larger companies have gone into
this foreign language record field in a subsian-
tial way, advertising and getting oul special
hangers, supplements and catalogs in forcign
languages, and advertising regularly in foreign
language newspapers. In scveral of the cities of
the country individual dealers for some years
past have been carrying on this work in a more
or less limited way, using ioreign language news-
papers with surprising success.

It is to be understood that the foreign-born
elements of the United States have the same pur-
chasing power as the natives, and do their share
in purchasing records from the regular monthly
supplements. To offer them records in their
native tongues, or in the native tongues of their
parents, means simply to create an additional de-
mand. There is no more logical field right now
for the talking machine dealer, especially in the
larger industrial centers and in districts where
there are thousands of forcign-born, than 10 con-
ceatrate somewhat on the foreign record cata-
logs suitable for his particular location. A pum-
ber of dealers have proven that a miglity fine
business can be built up by concentrating on the
sale of records of Italian, Jewish or Irish music,
ctc., and other rctailers who may see the light
and follow a similar course are certainly not
likely 10 lose out.

A survey of the selections offered in foreign
record catologs will surprise many a music-lover
among our native Americans, for numerous selec-
tions that are accepted as classies and found in
concert and rccital programs are considered a
part of this foreign record list and so classified.

There is a real field open for the individual who
is tired of cultivating the same ground year after
year. He does not of neccssity have to be a
linguist, for the hangers, c¢atalogs and the rec-
ords do the tatking for him, and as payment is
in United States inoney therc is no complica-
tion in that direction unless it is in the counting.

THE TALKING MACHINE'S HELPMATE

the market.

23-25 Lispenard St.

STRENGTH

NYACCO ALBUMS are exception-
ally strong because they consist of
fewer parts than any other album on
The back of the
NYACCO ALBUM is a solid piece of
wood and two pockets are made of
one sheet of paper.
NYACCO ALBUM the strongest

made.
NYACCO trade mark guarantees strength.

Quotations and Prices on Regquest.

New York Album & Card Co., Inc. |

A. W. CHAMBERLAIN
New England Factory Representative
174 Tremont St., Bostoo, Masa.

NEW YORK

This makes the

The Only Loose-Leaf Record
Album on the Market

CHICAGO
415-417 S. Jefferson St.
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Il Victor supremacy F
1s the supremacy " ..7. ||
of performance

No other instrument compares with the e
ictrola . s |

Victrola in any way — musically or com- Mabosany or o
l mercially. It stands supreme among musical
mstruments and is the big reason for the
success of dealers in Victor products
everywhere.

Victor Wholesalers
h Atlanta, Qa......... Elyea Talking Machine Co. Milwaukee, Win. ... Badger Talking Maclune Cc
Phillips & Crew Piano Co. Minneupolis, Mian, . Beckwith, O'Neill Co. 1
Italtimore, Mu...... Coben & Hughes Moblle, Ala......... Wm, H. Reynalds
IE. ll"‘ ll:'_iroop & Sons Co. Newark, N. J....... Collings & Co. l
| L e "“"“T’mdl Sons. [nc. | .\ Naven. Cann...The Honon-Gallc «Creamer i
Birmingham, Ala.,,Talking Machine Co. Co.
Boston, Mass.......Oliver Ditson Co. New Orleans. La....Ihllip Werlein, Ltd,
‘The Eastern Talking Machine | New York, N. Y.,.,Blackman Talking Mach, Co. |
0. Emanuel Blout.
The M. Steinert & Sons Co. t‘.hals;'uno“& lS)‘on. lnst;'. -
Brooklym, N. \..,..Awmerican Talking Mach., Co. [leaj T Iisen Y ] [
4 H ¢ hackerbocker Talking Ma-
U, T. Williams Co.. Ine. . Fl"'l"i Cor Tnc. sﬂl . w
Buffalo, N. Y,...,..Curtis N, Andrews usical Instrument Sales Co, - i
uunl.uo‘n{m"nu Machine Co., S Jor Dy, Mk, Co Victrola Ne. 110
| - Fm : Silas E, Pearsall Co. $225
HBurlington, Vi..,...- Amepican I'bonograph Co. Ohtalioma Cliy, Mahogany, eak or walnut
Butie, Mont...... ++Urton Dros. Okla.......0ouneeee Oklahoma Talking Machine
Chileago, 1Nl........ .Lgmnl &d:)llt:l.:lyw . e 0
1 he Kudolp urlitzer Co. aha, Nebr....... I . .
Chicage Talking Machine Co. Gk — 'M‘::;ef B%:.ﬂ&) e
Clneinnatl, ©..,... .Oufo Talking Machine Co. | I'eoria, I........., Putnam-Page Co.. Inc.
t'he Kudeolph Wurlitzer Co. Fhiladelphla, Pa, .. Louis Buchn Co., Inc.
Cleveland, O........ ‘The Cleveland Talking Ma- L. ). Heppe & Son.
chine Co. 1'enn_i*honograph Co., Inc.
The Eclipse Musical Co, 'll'lht’\'l'a\l‘l;inu Mm‘s'."fs t.'o.l
Columbus, O........ e I? . Whitsit Co. GIELQE Sy S SIS an G |
u:u.: t"l:u 5;:"e: rl;:o? i N0y Buo. \V.CF.\frﬁ:)lergh Pl?:lw %
A (L P : [ER(eal 0., Lid.
Denver, Colo,....... The Knight-Camphell Mlusic SundardeTarlkmg Mach. Co,
O Poctland, Me... .C & Allen, Inc.
De> Molnes. in...,.. Mickel DBros. Co. |-:,||::d, 0:9 _s;:'::{n, Ch;n& Eo.
Leteoit, Mieh....,..Urinne)l Bros. Kichmond, Va.. .The Corley Co., Inc.
Elmira, N. ¥, ....... Elmira Arms Co. ltochester, N. Y....E J. Chapman Co.
El t'nso, Tex........ W. G. Walz Co. S et O ML 1 Jalis Rubagc ey €.
lionolnlu, T, ll....llergsm_)m Music Co., Lid. ::;:'“.l’:_“'\'\‘;:::l?:.cn'::gl;:::::: 8:{ : gg:
itounton, Tex....... The Talking Machine Co. of apouhane, Wash.... . Sherman, Clay & Co.
exas ». Louis, Mo,..,.. Koerher-Brenner Music Co.
Jacksonvilte, 1'ln,.The French Nestor Co. ;'\' '."‘“"- R," {) lf\y;irf‘“_‘ufé"o
Kunsas City, Mo....J. W. Jenkins Sons Music 1-;‘7“;;"6 . The Toledo Talking Machine
The S‘::'hmclzcr Co. - C Co‘ Hugh
l.os Angeles, Cal.. . Sherinan, Clay & Co, gERingYalnz DN Oy .Loh!-t_ll i)rm“g&esSon C
| A 2 . T D s Co. 1
Memphin, Tens,, ... . K. Houek Piano Co. Kogers & Fischer
| :
Victrola No. 120
o $275
I Vietrola No. 120, electric, $337.50
Mahogany or oak
. | |
i .l - . l C t I O a
v - ’E— =Y
“"HIS MASTER'S VOICE REG.U S. PAT.OFF.
Important: Look for these trade-marks. Under the lid. On the label.
i T ' ] Compan
| ictor lalking Machine pany
|
| Camden, New Jersey




6 THE TALKING MACHINE WORLD

June 15, 1922

WAL TG L I

Sl T

" EETUERL L TR e 1mlﬁ”-ﬂl

Dealers Wlth an Eye to Proflts Wlll Take |
Advantage of Summer Sales P0881b111t1es |

The business to be done by the talking ma-
chine dealers this Summer will be proportionate
to their efforts. To the man who makes little
effort at any time of the year the Summer has
no special appeal, but to the dealer who is keenly
alive 10 every possible advantage in promoting
sales, and augmenting his bank account, the
Summer months make a direct appeal with re-
sulting sales of machines and, in a larger meas-
ure, the sales of records.

There is not a hotel or boarding house in the
country which should be without a talking ma-
chine. And if they are {ortunate enough to pos-
seéss talking machines there is no reason- why
each boarding house and hotel should not have
a brand-new assortment of records, and in va-
riety to suit the requirements of every person.
The latest dance numbers, the popular hits, and,
better than all, the standard classical instrumental
and vocal records, should be sold to them. There
i+ nothing to-day that appecals so strongly to the
residents of the Sumnier hotel or boarding house
as the talking machine, and there is no excuse
for any dealer being aslecp to the tremendous
opportunities for increascd business in this spe-
ctal field of operations

Then there is the portable machine for the
lake, the scashore, the mountain or motor tour
in the Summer time. This wonderful little mu-
sical instrument should be more greatly in vogue,
and wilt be if dealers only do their share in the
development of sales by an intelligent cam-
paign.

Meanwhile every sale of a portable means the
sale of one or two dozen records if the dealer

rAR] e (e 1 i Ty
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or the salesman has the ability to make sales.
Everything depends upon the will—the desire to
sell—the desire to win.

In the small towns and villages where it is
impossible to get together a band the local dealer
can supply the deficiency by giving concerts once
a week in the public square or the much dis-
cussed “main street.” One cannot conceive of
a better means of advertising a store than giving

T TTETINEA SRR s
The Opening of Sum-

mer Resorts and QOut-
door Sports Provides
a Valuable

of Increased Revenue &

L T e mm%

a concert on a moonlight night to which the
citizens are invited, and if it is in a section where
there are many Suminer residents and boarders
it is an excellent mceans of advertising the prod-
uct of the store and the enterprise of the deater.

During the Summer the farmers must not be
overlooked, \Watch for the picnics of the
Grange—the farmers’ association. Be sure that
cvery Grange clubhouse or headquarters has a

Source
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mlkmg machine and keep after the secretary
or manager to the end that it is used and that
new records are frequently purchased.

Last year the Staylor Music Co. made a tre-
mendous hit when the farmers of Huntington
County, Pa. staged their annual picnic. [t ar-
ranged an exhibit and concert right in the heart
of the woods and added not only to the enjoy-
rtent of the picnic, but closed some very good
sales, This is the kind of effort that pays.

In these days the dealer must be vp and doing.
He cannot stay in his store and expect trade to
come his way. He must seek it and he must
scek it on the basis of the quid pro quo—he
must co-operate with others, win their good
will, and in this way sell his product, his per-
sonality and his establishment.

Meanwhile it does not matter where the dealer
is located, whether in the city or country town,
he can find plenty of opportunities of speeding
up business in the Summertinie if he only has
the desire to take advantage of them. It means,
of coursc, some thought, and, what is still more
necessary, action, to accomplish results, The
dealer must realize that the prize goes only to
the man who wins the race—to the one who is
best fitted to stand the strain. It is not the time
for the theorist, but for the man of action. The
latter is the type that will be able to increase
trade in the Summertime—in fact, any time.

The Concerto Lamp & Radio Cotp., of New
York, has been chartered under New York State
laws to engage in the talking machine business,
The concern has a capital of $250.000.

FEATURES

ARGE diaphragm

< and long stylus bar

lengthens  vibrations,

praducing a deeper and

more natural quality of
tone.

NENAREAR SRS

Perfectly balanced in
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 needle
sqcket. Saves records from
unnecessary scratching.

\‘-"-Tl‘-uu-unnnua
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KNO‘NN 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 umlshed with or
without Mute Tone Mod-
ifier, with Mica or

N Y.

HE JEWEL MUTE

ONTROLS volume just like the
human throat. Built in the repro-
ducer and functions in such a way

that the length of vibrations is minutely
rcgulated and the tone reproduced to a
softness and clearness that are remark-
able.

Operates by means of a thumbscrew
and is instantly adjustable. Tone has
free and unimpaired passage throughout
tone arm and chamber—Not *Muffled” or
“Choked” as with ordinary type of tone
modifier.

Perfect regulation without in any way
changing character of tone.

No 2 Round Arm Tone Arm
and Reproducer

JEWEL PHONOPARTS COMPANY

154 Whiting Street

Chicago, lll.
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LIVE TRADE PROMOTION CAMPAIGN NEEDED

ONFIDENCE and courage were never so necessary i the talk-
ing machine industry as to-day. Although we have long sinee
passed the reconstruction period following the war and arc marching
onward to new and greater business achievements, there is a broad-
casting of pessimism among a great many jobbers and retailers re-
garding the present and future of the industry that is incompre-
hensible and inexcusable.

Those who have been courting this mental viewpoint excusc
themselves on the ground of expediency and conservative action.
But isn’t it a misnomer to describe it as conservative? Shouldn't it
rather be termed evasive? The man who cannot fight when hard
pressed should not be a soldier; the same applies to the business man.
In the commercial field things cannot always move smoothly, and, as
in life itself, financial ups and downs must be mef in an intelligent
and masterful way.

In the talking machine field. for the past twelve months espe-
cially, trade has been uneven. For a whilc complaints were made re-
garding machine sales which have now changed for the better.  More
recently we hear complaints regarding the slowing up in the demand
for records.

Those who have given the business situation careful consideration
will observe that the concerns that have formulated a definite policy
in going after trade—in making unusual efforts to win public notice
for their products and in forcing the sales issue, so to speak—are not
complaining. They are devoting all of their time and efforts to
getting more business. The executives, and every man in the cm-
plov of these concerns. have been not only thinking out plans that will
advance their business—they have put them into practice and they
have been getting results.

In normal times trade, after all. is just as we make it

For a while in this country we had an abnormal retail demand.
It was not necessary to go after trade. [t came unsolicited. Things
arc now back to “befo’ the war”. and the old ways of getting on the
job and commandeering business must be observed. Knocking one’s
head against a stone wall, or emulating a famous bird by putting one’s
head in the sand. gets us nowhere. There must be constructive ac-
tion—the public must be educated to the importance and essentiality
of the talking machine in the home.

No other instrument in the musical world has behind it such

claims for popular appreciation. But this renewal of recognition
from the public will not come volumntarily. It must be forced. It
must be won by a great, vigorous campaign of advertising and per-
sistent sales promotion.

Ways and means are a inatter for the individual manufacturer.
jobber, or dealer. But one thing is sure—some definite, stimulative
action must be inaugurated to win for talking machines and records
a larger national recognition.

In order to arouse the public there must be faith, courage and
confidence among those making, distributing and selling these prod-
ucts. As Saimt Paul said “Faith without good works is dead,” so it
is that mere faith will not be sufficient. There must be the “good
works”’ of intelligent trade building that wili bring results.

Members of the talking machine trade should stop wearing
“blue” glasses so as to enable them to sce the bright, clear light of a
greater industry and a greater business ahead. It is not a time to be
fearful of calamity because there exists keen competition, actual or
imaginary. Strong men court competition. If they have faith in their
own product and its possibilities in the musical and educatioml helds
they will win out, and when they enter the real battle for trade they
are bound to come out of it the vietors. It is time for the tatking
machine men to go into the highways and byways and proclaim the
faith that is in them, .

SEEKING NEW FIELDS FOR RECORD SALES

ALKING machine retailers in various sections of the country

during the past few months have had the unusual experience of
finding numerous records, even from the current lists, piling up on
the shelves and have been under the necessity of devising ways and
means of moving those records instead of waiting for customers to
come in and make their selection.

Many dealers, realizing the situation, immediately sct about put-
ting forth real selling effort, with the result that they have inaintained
their record business on a basis that compares favorably with that
of last year. Others have not been so energetic and have suffered
accordingly.

An interesting development of the situation has been the tendency
on the part of live retailers to seek new fields for record sales, and
to adopt new methods for mowving stock that ordinarily is rather in-
active. Ome of these fields that has been given a larger measure of
recognition lately by both manufacturers and dealers is that devoted
to the sale of foreign records, or at least records of the native music
of foreign countries and in languages other than English.

The success that has been met with by dealers in this field has,
in a number of cascs, been most impressive, particularly where for-
cign record posters have been properly displayed, catalogs distributed
widely and advertising campaigns carried on in foreign language
newspapers. When it is realized that in many scetions of the country
25 per cent of the population is foreign-born, and that 75 per cent of
the total population of a number of industrial centers is foreign-born
or children of foreign-born parents, the number of possible cus-
tomers for foreign records is realized.

Business authorities agrece that a return to normal conditions
depends largely upon the discovery and utilization of new fields of
distribution as a means of stimulating production. So far as the
talking machine dealer is concerned, the Toreign record field repre-
sents one of these opportunities. But there are others!

| HOW MUSIC MEMORY CONTESTS HELP TRADE

USICAL taste in America has made tremendous strides during

the past few years, and in this connection the Musie Memory
Contest has been a factor of great moment, particularly in interesting
school children in music and making them familiar with the standard
compositions and the great composers. It has advanced to a pomnt
where all interested in the development and a wider knowledge of
music recognize that it is an ideal method for getting talking ‘machine
records into the home and an effective means of mowving stocks of
standard records that might otherwise prove shelf-warmers for a
considerable period.

It has been proved conclusively in numerous instances that both
talking machine records and perforated music rolls are indispensable
1o the successful conduct of a Mnsic Memory Contest, and in cases,
particularly in the larger cities, where many thousands of children
have been cnlisted in such a move, the actual sales have run into
considerable figures without in any way curtailing the cumulative
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effect of the advertising that is realized for the 1alking machine busi-
ness through the contest itself.

The talking machine companies have given full and gencrous rec-
ognition to the possibilities of the Music Memory Contest and have
encouraged dealers to aid it in every way possible. They have is-
sued booklets containing suggestions regarding the conduct of the
contests, together with lists of records most suitable for use i con-
nection therewith, and those dealers who have taken full advantage
of the opportunities presented through the Music Memory Coutest
have naturally profited from their co-operation and enterprise.

Everybody intercsied in this campaign for the development of
musical knowledge has recognized the great service contributed by
C. M. Tremaine, Director of the National Burean for the Advance-
ment of Music, who originated this plan. It is hard to conceive of
a more effective means of bringing the works of the great composers
to the attention of the general public, or acquainting them with the
value and beauty of the records of these great artists, than can be
accomplished through the Music Memory Contests. It stinulates a
desire among the young people to get acquainted with the great mas-
ters of music, resulting in a wider appreciation of the best in music.
[t serves to wean the public away from the idea that music by noted
composers is of necessity heavy and uninteresting or difficult to un-
derstand and appreciate.

Through the Music Memory Contest there can be no question
but that the children now growing up will, as men and women, have
a wider knowledge of music, thanks to the wonderful possibilities of
the talking machine record, than those of the present generation. The
talking machine has brought joy and pleasure into thousands of
homes, and the contest idea is a systematic educational plan that
makes them acquainted with the comnposers and the character of the
music on the record. This is certainly progress of the right kind.

| DEVELOPING TRADE IN THE SUMMER MONTHS

HE approach of the Summer scason has been nade evident by
the forehanded efiorts of a number of retailers to line up oppor-
tunities for the sale of portable machines and small table models to
those who spend their vacations, or perhaps the full Sununer season,
in camps or bungalows, Already we begin to see in a mpunber of

WARNING
HALL FIBRE NEEDLES

Are Patented—UJ. S, Letters Patent—870723
and are therefore the ONLY fibre needles

licensed for sale in the
UNITED STATES

In order to protect our jobbers and dealers
we will prosecute any infringement of our
patents.

TR NTRATEE

TION CARTON |

R PRI SRR LR

33-35 West Kinzie Street

(LA AR

PACKED IN THIS VERY ATTRACTIVE FOUR-
COLORED COUNTER DISPLAY. COMBINA-

25 IPKGS. NO, 1=100 (o Tiig,
i3 PKCGS. NO, 6= 60 jo Pkg.

CARTON NO. 1— 50 PACKAGES—100 to Pkg.
CARTON NO. 5—100 PACKAGES— 50 to Pkg.

HALL MANUFACTURING CO.

Successors to B & H FIBRE MFG. CO.

newspapers special announcements regarding the recognized value of
the talking machine in adding to the pleasures of the Sunmuner vaca.
tion season, and the publicity started thus early and carmed on
consistently is bound 10 get results.

he real value of the special Summer business lies not alone in the
business realized on the sale of small machines and portable inodels,
but in the possibility for selling larger and more expensive machines
to the same people in the Fall or Winter for use in their pennanent
liomes. The real reason for the small machine, in fact, is to acquaint
the customer with the possibilities of the talking machine and to ¢n-
courage hin to secure a larger inodel in order to get the best results
from a steadily growing library of records. And the idea is not based
on theory. but has worked out successfully in practice.

I THE VALUE OF ASSOCIATION ACTIVITIES

ITININ the past few wecks there have been held a number of

trade conventions, national or local in scope, which have war-
ranted the attention and attendance of members of the talking machine
industry, and it is quite likely that there will come as a result of these
meetings a new stimulus to iachime and record selling

There is 1o question regarding the definite value of association
activitics in helping business. There are those, it is true, who fail to
sce any real benefit to the individual from much of the association
work, but if little of practical value camne out of the sessions themn-
selves the fact that retailers in the saine line of business have a chance
to get together and talk over their problems reverts to the advantage
of all.

There has been a noticeable inprovenent in convention pro-
grams during the past year or two, due probably to changing condi-
tions. The addresses and discussions have been carefully selected
with a view to giving to the convention delegate something practical
and usable rather than sunply theoretical. This new tendency adds

weight to association work, whether the body be local or national.

At the present time there are enough associations of wholesale
and retail talking machine men actually functioning and holding ineet-
ings at regular intervals to give to a fair proportion of the dealers
of the country the benefit of business intercourse, but more such
bodies are needed.
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"a Machine Should Be Carefully Selected |
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The talking machine is essentially a inusical
instrunient. and. as such. one of the fundamen-
tal necessities in this class of merchandising is
to impress on the mind of the prospective pur-
chaser the value of the instrument handled as a
source of musical entertainment. Mechanical de-
tails and perfection of finish, while of impor-
tance, should be mercly an appendage to the
sales talk instead of the feature of it. Pecople
buy a talking snachine for one purpose, and one
purpose only. and that is to furnish inusical en
tertainment. \When the prospect has been con-
vinced that the line shown is the one best suited
for the purpose of supplying the musical enter-
tainment he likes best the task of closing the
sule has been much simptified. As a matter of
fact, the prospect will be so anxious to securc
that particular type of machine that he will prac-
tically sell himself.

Granted that the talking machine should be
sold as a musical instrument, it naturally fol
lows then that the records, which actually fur.
nish the musi¢ reproduced by the instrument
play an important part in the making of a sale.
Therefore, in addition to a thorough demonstra-
tion of the reproducing qualities of the instru-
ment, the salesman should stress the fact that
the records handled by him and played on the
machines are of wide variety, by the best and
most famous artists and can be secured in all
classes of music, the classics, popular, etc.

The foregoing paragraph naturally leads to the
analyzation of the customer’s desires in music.
In most. communitics there are two or more
talking machine establishments. and the merchant
must be exceedingly careful to hold a customer
once he enters the store. The casiest way to

i BRI 1 oy 6 B B

retain confidence is to keep the customer in a
congenial frame of mind, and, obviously, one
way to accomplish this desirable result is to
play a record which will appeal to that par-
ticular prospect. Thus the necessity of analy-
zation. A few questions by the salesman
couched in diplomatic language will in most
cases accomplish this.

There are some readers who will undoubtedly
declare that this suggestion is based on theory

AREREY L e LT TRV

The Prospect Can Be
Put in a Receptive
Mood by Playing the
Kind of Music Which
- Appeals to Him Most

i T TR AT T

and not on fact. Therefore, the following state-
ment from an cxtremcly successful dealer who
sclls many machines on this basis may carry
some weight. The enterprising merchant re-
ferred to is S. L. Schott, head of S. L. Schott,
Ine, Mt. Vernon, N. Y. When Mr. Schott was
asked recently what methods he found most pro-
ductive of results in selling talking machines he
answercd as follows:

“My methods are simple enough, and
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achieve the desired results. In the first place,
selling talking machincs does not, in my mind
at least, present any greater difficultics than
many other lines of merchandise. One thing
which I have found of paramount importance in
securing the best results in handling a pros-
pect is the ability to immediately size up a per-
son as soon as he or she enters the store.
When a prospective customer enters my estab-
lishment 1 first try to determine his or her nation-
ality. This is very important, due to the fact
that from experience 1 find that the majority
of foreign-born people, and many born of for-
eign parents in this country, have a leaning
toward the music of their homeland, and when
I place a record from the foreign catalog on the
nachine for demonstration purposes they are
delighted to think that they can get most of
their favorite old-country airs on the talking
machine. This tends to place them in a happy
frame of mind, crcates confidence in the line of
machines and records which 1 handle, and last,
but not least, arouses the desire in their minds
for ownership. These people are also good rec-
ord prospects if properly followed up.

“For example, if an Italian comes into the store
it is a pretty safe bet that music which savors
of Italy will please him far more than any other
kind. Of course, I make sure of this before I
place a record on the machine. 1f I am in doubt
a few casual questions settle the point. There
are some people with a decided preference for
certain kinds of music. Any other kind irri-
tates them. Other customers are more easily
pleased. They buy all kinds of musie, from
the opcras to the jazziest of jazz. If I make
an error and play the wrong kind of music I
have found that it requires much harder work
to make the sale and sometimes the customer
is lost.

‘“When 1 have definitely found out what the
prospect likes most in the way of music I select
records of that nature and proceed to demon-
strate the qualities of my line. I have explicit
confidence in the machines I handle and I make
it a point to give a complete demonstration,
using various kinds of needles so that the pros-
pect can se¢c how the machine reproduces under
various conditions.”

NEW AGENCIES IN LOS ANGELES

Fitzgerald Music Co. Secures Brunswick Line—
Broadway Department Store Takes on Victor

Los AxgeLes, Car., June 6.—The Fitzgeraid
Music Co. announces that it has obtained a
Brunswick phonograph agency, which it will
represent in addition to the Edison. The Fitz-
gerald Musiec Co. has for several ycars been an
exclusive Edison represcntative, and it was con-
sidered one of the largest Edison dealers in the
entire country. The Brunswick Co. is to be con-
gratulated upon obtaining this famous house as
its represcntative.

The Broadway Department Store has also an-
nounced that it is now the agent for Victrolas and
Victor rccords.

C. J. KEIL ADDS EDISON LINE

Cuinton, Mo, June 5.—C. J. Keil, who was the
Edison dealer here for five years, has again taken
the agency, and has stocked up with a complete
line of Edison machines and records. Mr. Keil,
due to his many years of experience in handling
the Edison, thoroughly understands the mer-
chandising of this product.

The man who is defecated even after he has
excrted his best efforts need not be ashamed.
Better try and fail than not try at all
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Potential Record Sales
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vantages of the talking
machine outfit at shore
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The selling of talking machines a1 retail is, in
effect, the selling of records. The statement
sounds as if it were intended to be clever rather
than accurate; yet accurate it is.

Perhaps the gentlemen who
guished for cleverness than for painstaking will
appreciate a little elucidation. So here goes.

A~ talking machine business could not live if
it were not for the sale of records. A store
which existed merely (0 setl machines would
neither be successful nor of lengthy existence.
On the other hand, a store can exist, and exist
very well, on the sale of records only.

To put it another way: The talking machine
iz primarily a medium through which the rec-
ords may becomc audible, Once the customer
has been convinced by means of hearing music
that a certain machine, or type of machine, within
a given range of possible price, will produce
the music he or she wants, then that customer
is "“sold.” [t is the music that has done the
seiling, however, not the machine.

Truly, of course, a machine of high price, with
the very best of everything, is better than a
machine of low price with none of the best.
But if the salesman is selling a machine whose
name is known, or if the reputation of the house
15 sufficiently high, then therc is nothing further
to be said. The customer will listen to the talk,
and the intelligent salesman will key that talk
s0 as to fit in with whatever style of machine
in the given make seems best adapted to the
purchaser’s need. Yet all the time that pur-
chaser is primarily thiuking of the music he or
she is to enjoy, and not at all, save incidentally,
of the fAttings, mechanism or style of the ma-
chine itself, considered as a machinc.

This statement is not meant to depreciate the
value of fine talking machines, of fine archi-
tecture or design. It is intended simply to show
that the sale of talking machines is the sale of
the musi¢ they render audible. That 1s simply
another way of saying that the sale of talking
machines, considered as a business, rests upon
the sale of records.

For that reason, if for no other, it follows
that the art of salesmanship as applied to the
tatking machine business is also the art of scll-
ing music, and that means that the test of good
tzlking machine rctail salesmanship is the abil-
ity to sell good music, and plenty of it, good
records and plenty of them.

This brings up the old, the ever persistent
question, “How much ought a salesman to know
about musi¢?”

The answer is simple. The salesman ought to
know about music just as mwuch as is needed to
acquaint him or her intelligently with as many
records as possible, from the total collection of
the manufacturer whose line is represcntcd.
That again is simply another way of saying that
the salesman cannot know toe much about mu-
sic, as musical knowledge may be looked at from
that point of view. That is to say, as a mat-
ter of knowing the content of the various rec-
ords, of being familiar with the titles, composers

are Jess distin-

and music, of as many of them as possible, the.

salesman cannot know too much about music.
Prosperity Rests on Fine Records

The statement applies to every kind of music
Granted that a great number of people like popu-
lar dances, songs and all that. Granted that the
popular taste is not distinguished for artistic
quality. Nevertheless, the prosperity of the talk-
ing machine business is built, not on the popu-
lar records but on thc operatic numbers, on the
great voices and on the great instrumental
pieces. LEverybody wants one Galli»Curci or one
Caruso record. 1f hot actually prcvented from
doing so, the average customer will buy one of
these just out of curipsity. 1t is only a step from
this to persuading such a customer to try a
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Casals or a Kreisler instrnmcnlal record. And
so on. Once the good work is started with that
customer, there is no end to its possibilities; pro-
vided the salesman is capable of guiding the
gradually awakcning love of the purchaser for
fine music. For it can be safely wagered that no
normal man or woman is without a latent fove for
something good in music. “Popular music is sim-
ply familiar musi¢,” said Theodore Thomas long
ago; and he was pre-cminently right, as all ex-
perience plainly shows.

On the other hand, of course, no one wants a
salesman who knows not when to stop or who
strives to impress upon the purchaser the idea
that he is a very clever person. The greatest
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Convince a Customer

. That a Certain Make
of Machine Will Pro-
- duce the Best Music
and the Sale Is Made

SATL AR SE TR |

art is that art which coneccals art, which works
its purpose without allowing the machinery to
be seen, as it were. The salesman who knows
his or her busincss is the salesman who can ad-
vise, guide, help. and who all the time is striving
to bring 0 the customer's favorable attention
the sort of thing in musi¢ which that customer
rcally needs in order to obtain the utmost from
the talking machine which he is buying or al-
rcady possesses.

Such finesse is, of course, not acquired without
carcful study. When the salesman really is
thoroughly familiar with the contents of the rec-
ord catalog, really knows by ear a large number
oi pieces of { evcry sort. 1nd has taken enough
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Turntable Felt

The name of a special product made by the American Felt Company for
It possesses features which distinguish it from [elts made by tius com-

Only our special Turntable Felt is good enough for leading Talking Ma-
chine Manufacturers, who use it exclusively.

American Felt
Company

13
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Sold as Instru-
By W. Braid White
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trouble to lcarn something bLiographical or topi
cal about every well-known composer and every
famous composition, especially in the ficld of
opera, then that salesman, if a wise salesman
will take ¢are never 1o obtrude this knowledge
But It will always be on hand, always ready to
be used, always at the disposal of questioner,
prospect, buyer or fellow-salesman., No one
need fear that opportunities for its use will be
lacking. Everything else may be lacking, but
the salesman will never fnd lacking musical
questions or musical nceds.

It is the sale of fAine records which measures
the prosperity of a talking machine business. A
retail merchant who is selling large numbers of
finc records each month is a nerchant who can
scarcely help being prosperous, if he is not mak
ing some incalculable ¢rror in another branch of
his business. For when fine records are being
freely sold, that in itself is proof that the mer-
chant’s clientele is intelligent and cultivated. This
type of music-lovers buy records steadily month
by month. because they want to acquire a per-
manent library of fine music which will not be
thrown away or leit unuscd after a few weeks
or months. That 1s the sort of game to go after.
and it's game much morc plentiful than is gen-
erally supposed.

Catch Them Young

There are merchants in many communities, and
some of them we know personally, who make it
their business to obtain salesmnen from among
music students and bright young persons who
combine some talent for making themselves
agrecable, with a love for, and willingness to be-
come famibar with, a lot of finc music. Not in the
least disparaging the nasses, but trained to give
the people what they want, these boys and girls
are constantly striving to tcad their customers
gently in the direction of better records, and are
rcmarkahly successful in starting “low-brow’
purchasers up the road to "high-brow™ musical
taste.

The talking wmachine business is a music-selling
business. The salesman is a music salesman.  He
cannol kunoso too much abou! wusic, and he cannot
obtrude his knoiwledge too little.

We are prepared as never before to gwve
prompt delivery.

— m*ﬁ“%
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The STRENGTHENING of 3 STRONG LINKS

ORNMIES service has been and always will
be based on strengthening the three
strong links between the successful
Victor jobber and the progressive Victor
dealer -

Confidence

Good-will
Stability

ORNMIES is winning the confidence of the
Victor dealers by giving them efhcient,
trustworthy service; the good-will of the
trade 1s being carned through taking a
personal interest in the individual dealer’s
problems and the stability of the ORMES
organization is reflected in banner sales
totals for the first five months of the vear.

15 West 37th Street
NEW YORK, N. Y.

Telephones: Fitzeoy 3271-2-3

ORMES, Inc.

WHOLESALE EXCLUSIVELY
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Tli;Need of Vitalizing and Humanizing

Bt

Advertising and Wlndow Dlsplays

B s i LTI R S 1 b I

“\V'\N'l ED ‘A stage manager to luspire the
purchasing public; a veritable Belasco in the ad-
vertising ficld; a man who would stage the sales
of pianos and phonographs before various mar-
kets with as sure a sales punch as the inspired
and cxperienced stage dircctor promotes and
presents a star.

*This genius person need not have a knowledge
of markets and media, but must have the intelli-
gence 10 adapt the knowledge of others and with
an illuminative idea make the advertising of in-
terest to large purchasing audiences.”

The music hcld is not lacking in keen mer-
chandising experts, able advertising men, kcen
copywriters and artists, but some day a light will
shine, an impresarioc will grasp the ideas and
experiences of many and the art of advertising
musical instcuments will suddenly become pos-
sessed of seven-league boots,

Think of the planning, the promoting and ex:
pense which have preceded many a merchandisc
debut and when the curtain was raised on the
stage set to feature the product a cold public
has failed to respond.

The manufacturer claimed the commodity was
perfect. The merchandise man stated the plans
were right, distribution arranged. The adver-
tising manager said cvery detail was ready.
Copy staff and artists contributed inspired ideas.
The magazines and newspapers were more than
considerate, and yet the big merchandise show
opened, flickered expensively, fivvered and died.

No department in the promotion scemed re-
sponsible, cvery item was consistent, but that was
not enough; in the assembled campaign there
must have been a spark lacking—the sales per-
formance was dull. The purchasing audience
failed to applaud. There was no hand of ap-
proval, much less an encore sale,

What was needed was an expert in human
appeal to bridge over the distance from the
staged merchandise right into the purchasers’
mind and heart—a merchandise Belasco with the
psychology of purchasing audiences.

Music. with its rich tradition and tremendous
emotional appeal, has so many human interest
angles that it seems doubly tragic that any
music sales plan should be dull.

Pianos and phonographs can be merchandised
in so many ways to so many types of prospects
that it seems merely a matter of putting your
message before the right market at the oppor-
tune time; but this is not so, as has been dem-
onstrated by the failure of many campaigns.

As in the theatrical world a popular star and
good play miss fire because the producer does
not have the genius quality to satisfy the human
interest demand, so in the commercial ficld the
star product may give but one flash and die for
lack of the inspiration of the wizard on piano
and phonograph turnovers.

Through the field of advertising there are al-
ways examples of a human way of vitalizing an
account. For instanee, the internationally known
“Phoebe Snow” was much more than an attrac-
tive companion on a trip to Buffalo. She took
the cinders from travelers’ eyes, the soot from
clothing and in war-time c¢onservation made re-
duced portions on a diner scem a patriotic privi-
lege instead of a discomfort. The genius stroke
to Phocbe was the humanizing of travel and by
cleanliness and comfort banishing all negative
thoughts regarding railways. Phoebe as the in-
stilutional copy of the Lackawanna is now serv-
ing as a charming courier through halls of rail-
way traditions.

There have been many examples where merely
cutting a thought on the bias has given human
appeal to merchandise. A notable instance of
this is the Rogers Peet & Co. publicity which was
instituted at a time when men's apparel copy
was only a type set-up of stvles. sizes and orices.

[t was an innovation with its eye-¢catching cuts
and has held its interest for many vears,

Many incidents are recorded of sales windows
which stopped trafhe by a genius stroke of light-
ing or display of merchandise.

Two seasons ago R. H. Macy & Co. had a
straw hat sale. They used a wax hgure in the
act of choosing between two styles. The display
manager twisted the neck, bent the arms for-
ward and back to get a truly human position
and was rcwarded in the morning when he re-
turned to work by seeing the police regulating
the crowds. “He is alive, I saw his hand move.”

The Human Elcment in an Attractive Display

"Ilis left eye moved.” “No, it didn’t. Yes, there
gocs his hand.’

These remarks were oiten followed by “a pretty
good hat for $249." So the message had reached
the buyers. The genius stroke was in placing
that figure so the shadows of the window glass
produced the effect of movement in a very life-
like hgure.

During the bombardment of French cities
many shop windows were broken and soon some
inspired storekecper put cross sirips of paper on

By H. S. Jewett

his windows to prev
cutting passers-by. O
beautiful designs from ornate silv

paper soon were scen on the main boulev
After the Armistice, the French windows were
so crowded with merchandise that in endeavor
ing to show everything they displayed nothi

One jeweler reacted from this and got a crowd
comprising the many nationalities filling Paris at
that time by displaying just one article in a beau-
tifu! setting. The article was a garter buckle
and instead of showing the accepted idea of ar
amputated leg in brilliant hosiery or a dancer
kicking the hat of an inebriate rounder, the win-
dow was set in a rich purple velour and in the
center was a medium-size marble of the Winged
Victory. = A steel-biuc light concealed at the
front top of the window brought out the white
of the statuc and illuminated a small purple pad
where the gold buckle gleamed and glittered. It
was called “The Victory Garter,

A pair of moving hands recently stopped the
crowds before the Vocalion Store in Boston.
The hands demonstrated the Graduola feature
of the Vocalion and if they had been stationary
would have excited no interest, but the human
ovement was irresistible to the ¢rowd.

A mob-collecting feature of many windows
this Spring bas been the phonograph record re-
peater, which would hold people three and one-
half minutes for the final ronnd. which woull
start the record again.

Simple elements like these barely suggest the
possibilitics in featuring musical merchandise in
newspapers, magazines, windows and outdoor ad-
vertising. They are proof that the inspired
thought is preseut, that the stage is sct for the
appearance of a inerchandise maestro. Maybe
one will develop, but he is more likely just to
happen. Geniuses usually do.

1t glas flying

The McKinley Phonograph Co.. 1505 East
Fifty-hfth street, Chicago, [ll., has heen incorpo-
vated in thar State, 10 manufacture and deal in
musical instruments and accessories. with a cap-
ital of $20.000. Incorporators are William N
Duffield, W. F. Dufficld and P. D. Armstrong.

Greater TitpPhonograph o, me

311 SIXTH AVE. Tel:Chelsea9237 NEW YORK

SONORA DISTRIBUTORS EXCLUSIVELY
for NewYork, Staten Island & the lower Hudson Valley

The superiority of the Sonora 1s as marked
as the ease with vhich it sells

“Sonora & Sales are Synonymous”
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Eight Columbia

to Retail at $200, and Less

NOWING that a big market exists for Console

Grafonolas at around $200, we are offering Columbia
Dealers a complete line of highest-grade Consoles priced
to meet that market.

As always, our policy is to supply dealers with a product
designed for the actual market that exists, and priced at
a figure that will tap that market quickly.

A Complete Line of
High-Grade Consoles

Look at the Consoles pictured on these two pages. Each
is a masterpiece of beauty, workmanship, and utility.
Authentic, artistic designs, the finest kind of cabinetwork,
spring and electric motors, up-to-date Columbia features,
excellent material and workmanship throughout.

People who appreciate fine furniture, who appreciate
appropriate and beautiful accessories to the home, people
who love good music, who want to keep abreast of the new
ideas—such are the people who will buy these instruments.

With this line of 8 Consoles you can offer the exact
model to harmonize with the furniture and general deco-
rative scheme of any home, and to suit the taste of each
prospective buyer,

Equipped With Electric Motor

In addition to the fine cabinetwork, the numerous
Columbia reproducing features, and general design,
these Console Grafonolas are also equipped with electric
motors. That feature alone gives you a big talking point.

Think of being able to offer your customers a brand-
new, highest-grade Console with the many Columbia
features, authentic design, fine cabinetwork and equipped
with an electric motor—all for only $200!

We are ready to supply this complete line of quality
Consoles that you can sell at a price that people will gladly
pay. All that is necessary on your part is a little selling
effort. Just a little effort will tap this Console market that
1s at your door.

Make that effort. Capitalize on this moderately priced
line of high-quality Consoles.

COLUMBIA GRAPHOPHONE COMPANY
New York City

William and Mary
Simplified
With spring motor, $200
With electric motor, $225

Jacobean
With electric motor, $175

June 15, 1922
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Console Grafonolas

Queen Anne
With spring

Heppelwhite

Mahogany
motor, $185 | {i A With
With etectric i | ' electric motor
motor, $200 || ][ ¥ $200

Adam Mahogany

With electric motor
$200

Louis XV

With spring motor, $200
With clectric motor, $225

Heppelwhite

With electric motor, $175

Simplified Adam

With spring motor, $200
With electric motor, $225




THE TALKING MACHINE WORLD

June 15, 1922

-

SELECTING THEIR FAVORITES

To the Trade:

it——is at your command,

our production.

fied customers and repeat orders,
to justify it.

ALL OTHER DISC RECORDS

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

New York Ollice, 54 Franklin Street, Telephone, Franklin 1227, James E. Maguire, Representative

Our Rccord Album factory—all or any part of
Hundreds of customers
can and will gladly testify as to the good quality of

Our large and growing business is due to satis-

Imprint (firm name or trade mark) stamped on
covers if desired when orders are sufficicntly large

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

THE PERFECT PLAN

Al

DEMONSTRATES RECORD MAKING

Gimbe!l Store in Milwaukee, Wis, Attracts
Crowds to the Talking Machine Department
and Greatly Stimulates the Sales of Records
MiLwaAUKEE, June 3.—Thousands of residents were

treated to an insight into the method of manu-

facturing talking machine records through a spe
cial demonstration put on at the Gimnbel store.

A huge press was obtained from a talking ma

chine record manufacturing concern and placed

in operation in the Gimbel phonograph depart
ment. \Vhile the people watched they saw record
after record stamped from the master record in
the machine.

'I'lu dcmonstratlon was the first of its kind in
the tr J. H. Hoffheimer, and

nuinber of dcpamncnt store managers and
1alking machine distributors from the East were
atiracted to the local store to watch the show
and its cffect upon the public.

A notable stimulation was felt in the sale of
records during the demonstration.

HEALTH BUILDERS’ RECORDS SCORE

New Havew, Coxx., June 3.=—-The recent demon-
stration of the Hcalth Builders’ record course of
\Walter Camp's Daily Dozen, made by Health
Builders, Inc.. New York, which was produced
in the windows of the Loomis Temple of Music,
drew large crowds. A demonstrator went through
the entire sct 10 the accompaniment of the music
and commands on the records.

TOY PLANT MAKING CABINETS

Osweco, N. Y., June 3.—Operations at the Dia
mond Toy plant, which had been susnended for
several months. have been resumed. The plan
has been diverted from the manufacture of toys

1o radio boxes ulid la“" 1IZ mac --|| r,__

SCHWABACHER ADDS OKEH RECORDS

Prominent Talking Machine Dealer, of Lynch,
Takes on Complete Line of Paramount Ma-
c¢hines—A Record Sales Record

Ben \W. Schwabacher. talking machine dealer, of
l.ynch, Ky, has recently taken on the local rep-
resentation for the QOkeh records. A complete
line of Paramount machines has also been in-
stalled in addition to the Granby line and the
firm is stocking a full line of music rolls and
simall musical instruments.

The value of knowing how to follow up rce-
ord sales with more sales is evident from the
concluding paragraph in a lctter from AMlr.
Schwabacher to The Talking Machine World,
which states that: "We have a record of having
sold 221 records to one custonier since we sold
him a machine. Do you know any dealer who
is able to beat that?”

JOHNSON JOINS METROPOLITAN CO.

The 1many friends of Edward Johnson. the dis-
tinguished tenor and Victor artist, arc delighted
that he has joined the forces of the Mectropoli-
tan Opera Company next scason, when he will
sing leading tenor roles. Mr. Johnson has sung
with some of the famous opera companics of
Europe, and more rccently with the Chicago
Opecra Company. His name ranks with those
superlatively great artists who have so notably
¢ontributed in bringing the world's admiration
to American musical genius. And when we
ay America, we include Canada, because it was
in the city of Guelph that Mr. Johnson was bora.
Thus the honor achieved by Mr. Johnson is re-
flected on the continent as a whole

Don't belittle the opinions of your associates.
They are human, have brains, and the chances
are that they know how to use them

GRINNELL BROS. EMPLOYES SCORE

“Steinway Four” and Male Chorus of Grinnell
Bros. Make Big Hit at Recent "Sing” of De-
troit Stores Music Association

Derrorr, Micit., June 5.—One of the big hits of
the recent “sings™ of the Detroit Stores Music
Association held at Arcadia Auditorium were the
four young ladies of Grinnell Bros., Victor dis-
tributors, and the male chorus of the samne con-
cern, numbering twenty-four voices. These four

— - T -
Grinnell Bros.” “Steinway Four”
yvoung ladies, popularly known as the “Steinway

Four,” scored a tremendous success, and the
same may be said of the male chorus, which is a
well-trained body of singers. Both of these mu-
sical groups entertained thousands of radio fans
recently when the Detroit News broadcasted the
playing of the “Steinway Four” and the voices
of the male chorus.

The Detroit Stores Music Association is the
outgrowth of Michigan's first Music Week held
last October. There are over eight thousand
cmployes of the stores represented in the Asso-
ciation. Morning “sings” arc held once or twice
a weck by each of the organizations, and all join
in the big general musical events. Grinnell Bros.'
“Steinway Four,” and Grinnell Bros." male chorus
appeared in the second of these events.

Patented
1914

Patented
1914

dence.

business.
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YOU OWE ITTO YOUR CUSTOMERS

The successful merchant alwayq appreciates the fact
that his customers place in him their utmost confi-
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 not have to worry and think
up all kinds of schemes in order to increase his
His
BOSTON ALBUMS—with their wooden backs and
~ interchangeable leaves—are goods of this character,
and business builders.
of the latest Bostonian?

BOSTON BOOK COMPANY

501.509 Plymouth Court

He knows that

business increases automatically.

Have you sent for a sample

CHICAGO, ILL
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ICTOR products are known
wherever music is known for
Victor advertising constantly spreads
the Victor message over the entire faé:"
country. Through the advertise- | = o
ments which appear in the general
magazines, newspapers, farm papers,
educational publications, labor papers,
foreign language newspapers, musical
publications, opera programs, etc., the
thoughts of people everywhere are
turned toward the Victrola and their
foot-steps directed toward the stores
of dealers in Victrola products.
And then along comes—
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crrola i“Struments
. or use
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Victor Talking Machine Company, Camden,N.J.
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March 1922

Victor in italiano

Erucifivus from fhE

Wesse Solennelly
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This magnificent record is

4 the first Caruso number to
L be issued since the great
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Victor
Records

the multitude of trade helps—helps \n}'ﬁicl', bring
the people ever closer to the store” and make
them steady customers. Catalogs, m’gnthly record
supplements, foreigh language $upplements,
hangers, window trims, bookiets, folders, special
educational literature, com&ef’e ready-made
advertisements, lantern slides, cat‘ﬁ:ards, all have
their part in connection with the' Victor national
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. advertising campaign. Every piece of this
| advertising matter is of value to every dealer in
Victor products. Every piece impresses the public
with the superiority of Victor products, by
furnishing ample evidence that Victor supremacy
is the supremacy of performance.
Once you have the prospects inside your
store—
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Victrola No. $0
$50

V¥

Victrola 1V, $28 Victrola V1, $38
Onk Mahogany or oak

Victrola V111, $50 Vietrola 1X, $75
Qak Mahogany or oak

Victrola No. 90

fiages. Ul $125 Victrola No. 100
RS ] Mehogany, oak or walnu. $150 Victrola No. 110
Mahogany, osk or walnut Mahogany. osk or walnut $225

Mshoganyoak or walnut

a sale is simply a matter of supply-
ing the particular style Victrola
which suits their needs. That is
easy to do with Victrolas in such
complete variety—every instru-
ment representing the highest
quality and the utmost value. Be-
sides the profit on every sale, there
is satisfaction and good-will and
prestige in being a dealer in

. Victor products. Vicrola No. 130
Vicerola No. 120 $350
=y . Victrola No. 130, clectric, $415
Vicerola NO. 120; clcclﬂc. $337.50 Mahogany or oak

Mahogany of osk

Victrola No. 240
$115

Mshogany or walnut

{ _ /.’ ma W ' Vicerola No. 260
.Hls MASTER-S VOICE- Mahogany or walnut

Victrola No. 330

Victrela No. 300 A $350
Victrola No. 280 9259 Vi la No. 330, clectric, $4151 |
$200 Victrola No. 3€0, electric, $3157 el R .
Mahogany, osk or walnut ! Mshogany \f

Mahogany or walnuo

Victor Talking Machine Company, Camden,N.J.
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The deplorable lack of business ability and ag-
gressiveness on the part of many talking machine
dealers is one of the outstanding reasons for many
of the reports concerning poor business in circu-
lation 2among the trade. The writer, in an investi-
gation covering approximately twelve stores in
widely separated localities, including the large
city and the so-called stnall town, found only one
dealer who measured up to the standard of a
real live merchant. In any business, and espc-
cially the talking machinc business, an attitude
of far-sightedness and clear thinking for the fu-
ture must be adopted if any degree of success is
to be attained.

Some who read this article may feel offended,
but frankness never hurt anyone and there is no
time like the present to correct faults which are
detrimental to good business practice. As you
rcad about the faults of the several merchants
analyze your own mcthod of conducting your
establishment, and if you find that you are mak-
ing similar mistakes take measures to correct
them at once.

The first establishment visited proved to be a
fine, large store in a good-sized city. This mer-
chant handled talking machines, records, pianos
and musical instruments. When questioned as
to his methods of obtaining customers and mak-
ing sales he replied as follows:

“We do not concentrate very much on the
sale of talking machines and records because they
are more of a side line with us than anything clse.
We devote most of our attention to our line of
pianos. We make no special effort to inerease
our sales of talking machine accessories. If a
customer asks for them we have them in stock
and can make a sale, but we do not push them.
As for increasing our list of prospects, the only
method we use 4s to get the names of people
who enter the store. To these we send the
inonthly supplement.”

What a confession of poor business policy for
a firm which has spent several thousands of dol-
lars in the construction of talking imachine dis-
play rooms and sound-proof record demonstra-
tion booths! Despite the fact that he considers
the talking machine as a side line his sales in this
direction, from all indications, are very nearly the
equal of his sales of pianos or other instruments.

This merchant could materially increase his
business if he systematized his conduct of the talk-
ing machine department, adopted some method
of increasing his prospect list, hired a couple of
outside canvassers and salesmen and made a
more personal contact with his customers, in ad-
dition to the sending out of record supplements.

Another merchant in the same city, who han-
dles three lines of machines of well-known make,
complained bitterly of poor business. A glance
around the store was sufficient to find the rea-
son for this. First, the window, instead of at-
tracting passers-by, tended to repel. The dis-
play itself was fairly good, but the point was that
it had not been changed for so long that a hcavy
dust had settled on every object therein. The
window glass itself was covered with a film of
dust which partly obscured the display. The in-
terior was in keeping with the window. A fine
large showcase was in a deplorable state of dis-
order and a pile of record supplements and talk-
ing machine descriptive matter on a small table
was bunched together in a conglomerate mass
which precluded the finding of any particular
piece of literature descriptive of the machine
asked for without a search, unless one happened
to be in luck. Of course, this is an extreme case,
but within a radius of five miles two more cases
of a similar nature were discovered.

The writer entered another store in a medium-
sized city a few miles distant and one of the
members of the firm gave him such a cold greet-
ing that he was glad to get out of the place.

' Seeing Ourselves as Others
! Few Hints on Business Practice -

See Us, and a

By k. C. Parsons

L | § |

market for one? I should say: Not on your life!

This article is written intentionally to bring
forcibly to the minds of dealers just what mis-
takes arc being made by some decalers and how
they strike an impartial observer, How much
more unpleasantly they must affect a man or
woman who enters with the idea of making a
purchase, has money to spend, and expects con-
sideration and service. For, after all, it 1s well
to remember that there are other stores and a
c¢ustomer is conveying a favor, strictly speaking,
in doing business at any one of them. If these
few paragraphs make only one merchant sit up
and take notice, so to speak, they will have ac-
complished some good and the time and trou-

ble of investigation will have been repaid.
= =

w e T -
I &

As a matter of fact, this man did not know
whether or not he was addressing a prospective
customer. The writer asked if he could speak to
the manager and in reply he reccived an un-
gracious “No.” This firrn has an attractive store,
but the personality of this one man pervaded the
atmosphere. He made no inquiry as to whether
he could be of service, but stared steadily out of
the window without saying a word more. He
did not know or attempt to find out whether the
writer was a customer who desired to sece a ma-
chine, make a complaint or was merely a friend
oi the manager. If the writer had been a friend
of the manager do you suppose for one instant
that he would ever come to that store to buy
a machine or records if he happencd to be in the

Rad

10

Console Cabinets Equipped with Radio
Receiving Sets

We are now manufacturing four beautiful Console Cabinets, fully equipped with high
grade Radio Receiving Sets having a range of several hundred miles and with the tonal
chamber fitted with a loud speaker.

Or,—these Radio Console Cabinets may be purchased without the Radio accessories,
ready for special Radio Assembly.

Phonograph Dealers, Jobbers and Assembling Manufacturers know what an unprece-
dented demand there is for Radio Sets—a demand that is growing greater every month
with a marked tendency toward models that may have a permanent place in the living-
room alongside the piano and rcading table—sets that are not only cfficient and easy
to adjust, but ornamental as well.

Big Profits Await You in This Field. Prices and Particulars Upon Request

THE HARPONOLA COMPANY

Makers of the Phonograph with the Golden Voice

CELINA, OHIO
Edmund Brandts, President
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Sell Your Trade

American-Made Needles

\void handling the cheap and unsatisfac-
torv foreign needles. ‘Thev're trouble-
makers. Sell vour customers

BRILLIANTONE NEEDLES =

and vou'll eliminate forthwith all com-
plaints and “come-backs” from your needle
business.

f

‘k‘:ﬂl\lﬂ\\\lll I ey 11

)

Every Purchaser of Needles
Holds You Personally
Responsible

if his records are scratched and damaged by
cheap foreign needles he buys from vou.
Don’t take such long chances. Stock
Brilliantone Needles and keep vour cus-
tomers in that satisfied frame of nind which
helps vour business to grow.

[

Send for samples and prices

. BRILLIANTONE &#%Exiea: i

Scliing Agent for W. H. Bagshaw & Co.

e o)
Factory: Lowell, Mass.
g 347 FIFTH AVENUE NEW YORK

RISiJ-PlE-RIIZRNST;lF_—EbNE

REGISTERED TRADE MARK

NEEDLES
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It would take a brave man to deny the fact
that advertising is helpful to dealer or manufac-
turer. Yet there are those who complain thai
they cannot afford an appropriation {or the kind
of publicity they would like to use. We be-
heve, however, that there is no merchant so poor
that he cannot afford to advertise in some form,
and the most inexpensive form of advertising, and
in a great degree the most effective med.um, is
the display window.

But how many dealers realize this fact? \When
once you get off the main avenues, and strike
the side strects and avenues in the average
business sections of the city, therc are plenty of
stores handling talking machines the windows
of which need attention, not merely in the mat-
ter of display, but, to put it bluntly, in cleanli-
ness. The dirty window with its dusty stock
does not invite customers to the store. It
merely advertises the dealer as a slovenly, un
progressive personage. A clean window is help-
ful; a cleverly concecived display is more help-
ful and, better still, the cleverly designed display
card is a most effective means of interesting the
public in the window, in the line handled and
in the store as a whole.

To-day the big merchants and the owners of
the most prospcrous stores fAnd neatly lettered
and tastily arranged window cards carrying
timely messages about records and talking ma-
chines, or about music generally, to be a very
effective means of attracting customers. Still,
a great many small merchants apparently over-
look this means of intcresting the public. The
latter type of dealer is morc apt to use hand-
bills or a similar form of ¢heap publicity.

Many dealers avoid the window card, because

of its cost, bt this cannot be a deterrent as far
as the talking inachine man is concerned, for
the leading companses arc supplying sonic very
striking display cards which, if the window is
properly “dressed,” should invite consideration
that should be helpful as a sales promoter. If
the dealer desires to have his own cards made
up along individual lines the expense is not con-
siderable, for there are many companies making
a specialty of printing or designing window

::T AL TR B33 THTER S
E, The Value of the Win- §
; dow Display Can Be E
E:: Greatly Enhanced by E‘
%the Use of Attrac- %
* tively Printed Cards %
N O

cards and the cost is small compared with the
value to be derived.

Every store window has a definite value in
dollars and cents, and no dealer who is in the
business to succeed should overlook its poten-
tiality. Hence the merchant should not fail te
appreciate the value of window cards as a means
of advertising. AIll successful institutions use
them because every one will read the signs in

The Cleverly Designed Window Display
Card Is a Powerful Sales Factor -

L BETR I

By Aug. G. Baker

the window. 1t keeps them in mind of
play twice as long as ordinar: It makes p
stop and look at the wan do“ wonld pa

if there o |
quisiliveness.

In fixing a value on your window just consider
how many people pass your cvery da
and every night, and then figure out how you
may attract the attention of this vast number
of pcople to your individual display. Onece you
arrest the attention of these pcople, and their
interest 1s focused on your window by striking
display cards or other attractive features, you
have then got in contact with a large number
of prospects who are not only interested in
what you say to them by means of the cards.
but also in your product, and when they desire
to make a purchase your storc is kept in mind
As las been remarked before, the store window
is a reflex of the character of the owner. You
cannot disassociate the clever display window
from the enterprising merchant, and people like
to deal with such a type of merchant becausc he
keeps the latest and the best in his line.

In these days when one is apt to hear com
plaints about the slowness of business is it not
the time to concentrate inorc earnestly than
ever before on ways and means of getting out
of the rut, and of interesting the public in the
talking machine and record trade? Those who
do this systematically are bound to be rewarded.
There is no question but that the cheapest way a
merchant can advertise to-day is through his
window, and when he gives this subject seriouns
consideration he is bound to stimulate interest in
his product and necessarily increases his busi-
ness.

store

Improve Your Service
AND

Increase Your Sales

By Equipping With

The OGDEN “UNIT”

or Sectional System

which has been used by thousands of dealers
for the past six ycars and “Sold” to all on our
UNCONDITIONAL GUARANTEE OF
SATISFACTION, QUALITY AND
PRICE.

41§ Inches

Hiscres

| op Section
"

ey
v

300 - nuul. 5

rs  MHinches  Hiociws
_— ==

Winches  Himdes

Model No, | and No.

31 Sectional Cabiaet

FILES YOUR RECORDS so you can find
them for QUICK SALE and SERVICE.
Fits any space and Stock.

Visible Tab Indexes locate every Record
Instantly. $14.00 per 1,000.

ORDER PORTABLE

VICTROLAS NOW

and be ready to “Tie Up” with National Advertising and “Cash In" this
opportunity for an extra profit by Selling

OGDEN STAND YOU-NITS

For the Portable Victrola No. S50,

Don’t wait but be ready and go after the Summer
Business with a VICTROLA-STAND OUTFIT for
Sea Shore or Camp,—Town and Country, with Music

for every Occasion.
Order a Stand for every Portable

Displayed and Advertised.

Positively Rigid and Strong

Matches the Victrola in Material,
sign.
direct and we will deliver them FREE.

Improved Model No. 50a is a dandy.
Delivered $7.00 cach
Write for New Calalogue end Culs free.

OGDEN SECTIONAL CABINET CO., Inc.

LYNCHBURG, VA.

ing Case

r Victrola (to
Match) and we will Guarantec the Sale if only

Finish and De-
If your Jobber does not have Stock order

Weight, each, 10 Ibs,
Packed in a Poptable Carry

Sin Pleces
Assembiled or

as a Record
Carrler In
Five Minutes

“Facked Down'

Also No. 1V and No. V1




22

THE TALKING MACHINE WORLD

Juxe 15, 1922

INVENTION ALLOWS RADIO SECRECY

Prevents Any Station From Receiving Messages
Except Those for Whom Intended—Tested
by Navy and War Departments

GLOUCESTER, Mass., June 8.—An apparatus for
preventing any station from taking messages ex-
cept those for which they arc intended has been
perfected by John Hays Hammond, Jr.

The same wave ¢an be made to carry several
messages at the same tine, and, further, it is
stated, both voice and code may be transmitted.

The new apparatus will allow a far greater
number of stations to communicate over a lim-
ited number of wave lengths. Accidental inter-
ference from other stations is greatly reduced.
Efficicney is increased. Atmospheric clectricity,
or static, is diminished in its effect upon the new
system to such extent that the system may be
operated under conditions when the standard ra-
dio apparatus cannot successfully receive.

Mr. Hammond's statement dcclares that he
has been at work upon these problems for the

past fourteen years. A demonstration was given
recently before officials and experts of one of the
leading radio companies, and Mr. Hammond says
the United States Navy and War Dcpartments
have given his latest discoveries exhaustive tests.

The system, it is declared, embodies a direct
and simple means of insuring privacy, and it will
be practically impossible under ordinary condi-
tions for any other than the proper rcceiving sta-
tion to hear anything but a jumble.

PAYS TRIBUTE TO AUGUSTA DEALER

The W. P. Manning Music Co., 311 Jackson
street, Augusta. Ga.. which features the Colum-
bia Grafonelas and Columbia records most suc-
cessfully in that territory, was recently the sub-
ject of a two-column article in the Augusta
Herald, which credited \V. P. Manning with be-
ing the oldest music dealer in Georgia, and told
of the success that had been achieved by him.

The line of least resistance often has an un-
happy ending.

GRANBY Personal MESSAGE

Number Two

Sent by Granby Phonograph Corporation, Newport News, Va.,

for YOU, to sell.

cye of the discriminating buyer.

manufacturers in the country.
highly polished

Granby prices are fair.

chandise.
policy of CO-OPERATION.

Newport News,

You, Mr. Dealer, want the one best Phonograph in the country
Whatever standard you set, you want your
line to be the Best for your purpose.

By the One Best Phonograph we mean the one that is Best Suited
to your trade, that sclls casiest and STAYS SOLD. The one that
calls for the LEAST SERVICE. And last, but by no means lcast,
the one that shows you the best margin of PROFIT.

That mects with YOUR ideas, doesn’t it?
Well, if that IS so, then you should handle the Granby.

In Design, Finish, Construction, Equipment and Tonc the Granby
is the peer of any phonograph at anything like its price.

Granby period models are perfect copies that appeal to the artistic

The finish we believe is superior to that of any competitive line.
The Construction is sturdy. Granby is built to last a lifetime.

The Motor is specially built for us by onc of the largest motor
It embodics many unique features.

The Granby Dual Tonearm is distinctive and, with the
horn, develops the unusual tone
quality that has put Granby in a class by itself.

Discounts are generous—
showing you DOUBLE THE NET PROFIT you
can make on any of the so-called standard lines.

Moreover, the Granby sells easiest in competition.
It MOVES. And you have the benefit of a generous

If these are facts, as we claim, you will admit that the Granby
proposition is at least worth investigating.

Then why not ask us to SHOW you?

GRANBY Phonograph CORPORATION

Offices and Factory

It s live mer-

Virginia

FINE SERVICE HELPS BUSINESS

Wolf & Dessauer, Victor Dealers, of Ft. Wayne,
Ind., Will Inaugurate Several Service Plans
Which Prove Good Business Builders

Fr. Wayng, Inn, June $—The Wolf & Dessauer
store, of this city, has inaugurated several plans
in its Victrola department which have proved
cffective in building good-will for thie concern and
have also been instrumental in greatly incrcasing
sales of machines and records.

The company has secured the good-will of
various organizations and societies by catering to
their desires. For example, card tables and
chairs have been provided for card parties, and
whenever an organization plans to entertain in
any manner the company offers the services of a
Victrola and a selected list of records. Another
service which is proving a sales maker is the
demonstration of records over the telephone to
customers who arc unable to visit the store.
Where machines and records are loaned to or-
ganizations of various kinds the company attends
to the delivery up to a distance of seventy miles
from the store.

“Courtesy Days" are frequently held. No mer-
chandise is sold on these days, but the members
of the sales staff show visitors through the store
and explain the merits of the various things
which interest them.

VANDEYEER BUYS FORBURGER STORE

Will Push the Sales of Edison and Brunswick
Machines Exclusively

Ronixson, Irr., June 3.—J). Vandeveer, of the
Vandeveer Music Store, North Cross street, has
purchased the Forburger Music Store, on the
north side of the square.

At present it is Mr. Vandeveer's intention to
confine his cfforts to the retail sales ficld, and
push his present line of talking machines and
records, consisting of the Brunswick and Edi-
son. These, with his large stock of pianos and
other musical instruments, will be moved to the
new location. In the meanwhile both places will
be conducted under his management.

WILL CARRY OUT N. C. R. IDEALS

F. B. Patterson, President of National Cash Reg-
ister Co., to Carry Out Plans Established by
the Late John H. Patterson

Davron, O., June 3—When F. B. Patterson, pres-
ident of the National Cash Register Co., and son
of the late John H. Patterson, was asked as to his
future plans, he firmly stated that he fully ex-
pcets to devote his life to advancing and carry-
ing out the ideals which were established by his
father.

He said: “The policies which have developed
our business from a one-room factory to an or-
ganization employing more than 10,000 people in
all parts of the world will be continued. I also
will devote a portion of my time to promoting all
uplifting activities in this community.

“1 am especially interested in the progress of
Dayton, and will do all within my power to fur-
ther community betterment, welfare work and
auything that will help improve the conditions
under which we live.”

SIMON SALTER OPENS NEW STORE

Pert Awmsov, N. J., June 3—Simon Salter, who
khas been in the music business here for a num-
ter of years, recently opened attractive new quar-
tces at 168 Smith street. The new store has
been equipped with the most modern fixtures ob-
tainable for a talking machine and musical instru-
ment business. The Sonora and Columbia lines
will be featured in a spacious dcpartment and a
complete line of records has been installed.

The dcaler who blames all reverses on hard
luck had better retire to a quiet corner and
analyze the situation again to see if perhaps he
was not partly to blame.
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N5 FLETCHER UNIVERSAL
TONE ARM and REPRODUCER ¢

Gives Proper Playing Weights for All Records. No Adjustment Screws or Springs
SAMPLES $8.00 Specify 814" or 91" arm

FLETCHER-WICKES CO., 6 East Lake Street Chlcago, Illinois

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD. ONTARIO, EXCLUSIVE CANADIAN AGENTS

UiG.TRADE MARK

MEG.TRADE MARK

REPRODUCER®

Reproducer

and Connection
or

Dealers, Send for

Pr.l'ccs and Terms NEW EDISON

Plays all Records

FLETCHER-WICKES CO. 6 East Lake St., Chicago, Ill.

THE Mcl. AGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS

SOMETHING ENTIRELY NEW IN TONE ARMS

THE FLETCHER “STRAIGHT?”

STRAIGHT INSIDE—Taper Outside
BALL BEARINGS THROUGHOUT

NEW DESIGN NEW CONSTRUCTION

4 i . : 5
Yes, it is universal and equipped with the Regular Fletcher
Reproducer, giving the same natural tone quality as heretofore

Made in two leagths, 8%" and 9% SEND FOR PRICES AND TERMS

FLETCHER-WICKES COMPANY GE;;___, _

6 EAST LAKE ST. CHICAGO

THE MclAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS
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O f the most important assets that a live
taltking machine dealer can have is a live pros-
pect i From such a list, in a large ineas-
ure. s the development of the business spring.
provided the proper measures are taken to fol-
lou up the prospects with the idea of making
sales. There are a number of methods by which

rly good prospect list can be obtained with

aratively little effort. Securing the names
from the directory or telephone book is not
the most resultiul, for the simple reason that
many of the people listed thercin must be weeded
out. This is done for several rcasons. the most
important of which is that a great number oi
people are poor risks and the merchant cannot
afford to sell an expensive machine or a num-
ber of records to a person who is pretty surc to
fall down on his or her contract.

From the preceding paragraph it may safely
be deduced that the first essential of a good
prospect list is that the names thereon be of a
selected class. In other words, the names of
people who not only offer an opportunity for the
sale of a machine or records but people who are
in a financial position to meet their obligations.
The question, then, which naturally arises in
the mind of the merchant is: "“Where can 1
obtain a list of the people in my community
who fall in the sclected category?”

The answer is simple enough: Clubs, societies,
churches, schools. country clubs and all other
organizations where the membership is made up
of good substantial citizens of the communitics.
The names of all other merchants in your com-
munity may be added to this list. In other
words, the middle class and the well-to-do pcople
of the city, town or country offer the best op-
portunities to the merchant of making a sale
with a reasonable certainty of receiving pay-
ment for his merchandise. In every commu-
nity there is a shiftless class of people which
it is safer to steer clear of. Then there is the
extremely poor class of people who cannot af-
ford to invest in a musical instrument of any
kind. In the first.-named instancc the sale may
bc consummated and the name affixed to the
dotted line, but the purchaser, who is possessed
of little or no sense of responsibility or what is
right, is reasonably certain to try to "get away”
with anything possible. In the second case the
contract will probably be entered into with good

June 15, 1922
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faith and the determination to meet the pay-
inents, but the condition of the finances of an
extremely poor family makes the possibility of

rompiness very rcmote, and the dealer takes a
greater chance than is justified.

In order that the talking machine dealer may
insure the possibility of securing the names of
the proper people, hc must engage in civi¢ ac-
tivities of various sorts and actively enter into
the interests of the community in order that he
make himself known to as large a circle of
people as possible. In this manner his ¢hances
o' gaining access to the rosters of clubs and or-
ganizations will be greatly increased, and, be-
sides, the fact that he is known to a large num-
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Securing Prospects
Financially Able to

Meet Obligations E-lim-
inates Loss of Profits
and Wasted Time
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ber of people will react directly to his benefit
by increasing the number of customiers who will
voluntarily come to his establishment to make
their purchases.

There tmay be some “doubtful Thomases”
among the readers of this article whe declare
that it cannot be done, but it most emphati-
-ally can and has been done. This article it-
self is the result of a conversation with a cer-
tain live dealer who has successfully accom
plished that very thing and is now reaping the
profits of his labor by an ever-increasing num-
ber of sales. This dealer declared that from the
Y. M. H. A. and several country clubs in his
community he had secured the names of 1.200
worth-while peaple in one month. He is now
ngaged in making a special effort to secure
the namnes of the members of scveral women's
clubs with good results. The Y. M. C. A. and

RSN OV TLLL VL ORI

0D P TR T TS Sl e

bs Offer the Dealer
| the Opportunlty of a Live Prospect LlSt

T

o bl *‘-mmﬂllm

& N

T EE R

the Y. W. C. A, as well as several churches in
his city, have also contributed live prospects.

The securing of the namnes is but the first
step in obtaining a prospect list which will de-
liver returns in sales and consequently greater
profits. The second, and equally important, step
is 10 eliminate the names of persons who al-
ready possess a machine and those who are not
m the market. There is little use of wasting
a great deal of 1ime and effort in trying to make
a sale to pcople who already own a machine or
to those who for some reason or other are not
in a position to have one, when there are a
large number of prospects who can be induced
16 buy with a great deal less effort.

The dealer referred to accomplishes this re-

PO

sult as follows: After the names have been
secured they are indexed alphabetically and
placed on filee  Then for three consecutive

months personal letters, cireulars, monthly sup-
plements and other direci-by-mail efforis are
made 0 securc the prospects’ attention and in-
terest in the line handled. The letters are so
worded as to encourage in every possible man-
ner that the prospective customer communicate
with the merchant as 10 whether he or she is
interested. If, after the expiration of the allotted
three months, no reply is received the dealer
makes one more effort to gain the desired in-
formation by making a personal call. Having fin-
ally assured himself which are the people who
cannot be induced to buy, he drops them from
the list and concentrates on the others.

Of course, there are some who will point to
this mecthod as involving a great deal of time
and cxpense and to them the only answer is
that cvery merchant pays rent and most of them
pay for advertising, some of it non-productive.
and for what? \Why, to secure business, ot
course. In proportion to these expenses, when
the sales possibilities to prospects secured in the
manner described are analyzed it will be found
that the cost of making sales is very small.

TO EXPAND BOBOLINK SALES

New Haven, Conn,, June 5—Steady demands
for the Bobolink record books and talking ma-
chines are reported by the LaVelle Mig. Co., of
this city. Plans for further distribution during
the Summer months are being made. )

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.,

Ltd., 1209 King St.,

The Russell Gear & Machine Co.,

Na 3 TONE ARM
No. § REPRODUCER

149-151 Lafayette Street
New York City

West, TORONTO, CAN., Exclusive Distributors for Canada and All Other British Possessions
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AN NOUWUNT CING
Jewett RadiO'Phonodraphz

The

Radio-Phonograph

Adam Console Style

THE TALKING MACHINE WORLD

S

Radio enthusiasm 1is here to stay. Ie wall nor put the
phonograph out of the “picture™ as a few people have pre-
dicted, but the combination of these two mmventions will
simply help to make your phonograph business better than
it has ever been.

The trade 1s alreadv familiar with the remarkable qualities
of The JEWETT, as a phonograph — and now we have
added “quality” to “quality” and are offering vou The
JEWETT Radio-Phonograph.

The JEWET I Lqumpcd with a two-stage, regenerative
sct, 18 ready to “pep” up vour business.

Write or wire for detailed information.

Territories Are Now Being Assigned to Jobbers and Dealers

THE JEWETT PHONOGRAPH CO.
General Sales Offices: 9th Floor Penobscot Bldg., Detroit, Mich.
Branch Office: 1624 North American Bldg., Chicago, TlI.

EWETT

PHONOUGIRAPTH S

No. 10-W
Jewett

Style No. 6-W
Jewent
Radio-Phonograph

LICENSED UNDER BASIC PATENTS

Queen Anne Console
Style No. i1-W

Jewett
Radio-Phonograph
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Anyone who likes dancing will like this
July record. Two fox-trots.
Land,” by Paul Biese’s Orchestra, and “I
Want You” from Marjolaine, by Ray Miller
and his Orchestra.

A-3610.

Q

Columbia Graphophone Co.

“In Blue Bird

NEW YORK

———— v

CONSTRUCTIVE PLAN FOR USING RECORDS IN SCHOOLS

Henry D. Tovey. Director of Fine Arts in University of Kansas, Offers State-wide Musicai Edu-
cation Plan That Will Help Stimulate Use of Talking Machines and Records

Litmie | ArK., June 8—The credit for the
development of the State of Arkansas from a
music desert into a music oasis is frankly given
to the talking wachine and to the foresight of
Henry D. T s. Director of Fine Arts in the
University of Arkansas, in wrging the use of
talking machines in schools and preparing and
laying out definite record programs

Mr. Tovey found that not enough attention
was being given to music in the schools, and
conceived the idea of sending a bulletin to schools
and women’s clubs throughout the State offering
seven programs of records with pictures and
written tatlks. The records were to be retained
two days and then sent on to a designated school
or club. There was no charge for the loan of
the record. The only expense was for the ex-
press charge one way on the records. A postcard
was scnt to every person receiving the records
telling when they would arrive and from whom
and when they were to be forwarded and to
whom. Later the loan time of two days was ex
tended and the circuits shortened.

Almost immediately Mr. Tovey reccived twen-
ty-four applications for the records from women’s
clubs. Not a request came from the schools
of the State. The clubs plaved the records on
their own machines and then took them to the

schools. As a result there were many applicants
for records from the schools the second year
and the number has increased yearly since.

The fame of Mr. Tovey's state-wide musical
education plan has spread the world over. Re-
Guests for information in regard to it have
reached the originator from every State in the
Union but four and from seven foreign countries.

In the majority of the schools of Arkansas the
talking machine is as much a part of the cquip-
ment as the blackboard. There is a growing in-
terest in the better class of music. and several
State high schools now give credit for music.

This year the university has in circulation dur-
g ten months fifty programs, including music
history, the art songs, the different voices, or-
chestra and instruments, operas, oratorio, etc.

The entire expense, except the purchase of part
of the records and the express charges, is borue
by the university,

Each set of records is accompanied by snotes,
explaining the music about to be heard and giv-
mg interesting facts regarding the origin, the in-
struments, the singers. etc. In the case of the
records on musica! history, and the world his-
tory of music. advance shecets are sent, so that
the historic background for the music can be
studied before the records arrive.

“BRUNS MADERITE”

DELIVERY COVERS

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

PORTABLE TALKING MACHINE

COVERS

\We 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 flecece lined rubber-

ized material—just the thing for the
Spring season.

. BRUNS & SONS
50 RALPH AVE.
BROOKLYN
5

A. BRUNS & SONS
50 Ralph Ave,, Brooklyn, N, Y.
' Manufacturers of Everything Made of Canvas

The collections include some of the finest and
niost valuable records made. They are shipped
in new and easily handled boxes, with special
packing which insures them against breaking.

Following are the rules governing the use
of the records:

l. The collections are loaned free except for
transportation charges, The borrower must pay
charges from the person preceding him on the
circuit, or, if he receives individual service, to
and from this office.

2. No admission fee may be charged for the
prograins, except by public institutions, when the
funds raised thereby go toward the purchase of
material for musical education.

3. Only half tone necdles must be used.

4. The turntable of the inachine must be kept
revolving at 78 times a minute.

5. The records must be carefully packed and
shipped on the day specified by this office to the
next borrower.

6. A report must be mailed immediately to
this office on the blank supplied for that purpose.

7. The borrower must make good any dam-
age to the material which occurs while it is in his
possession.

The borrower must give at least two weeks’
notice to be included or removed from a circuit.
Requests for individual service will be handled
in the order in which they are received.

9. In applying for material, the borrower
should state for what purpose he desires it, and
that he will conform to the regulations given
above,

AUTOMATIC MUSIC SHOP HAS VICTOR

New Havex, Coxy, June 3—The Yale Talking
Machine Co., trading as the Automatic Music
Shop. has purchased the Victor retailing busi-
ness in this city formerly conducted by A,
Fasano. The warcroomns have been newly deco-
rated and modernly equipped, and will be con-
ducted on an exclusively Victor basis.

TO LEARN SPANISH FROM RECORDS

Learning a language by listening to records
played on the talking machine is the latest in-
novation in New York University, New York
City. Maxuno Iturralde, a native of Spain, and
a graduate and assistant professor at the Uni-
versity, proposes to teach Spanish in this manner.
Ten double-disc ten-inch records have been made
¢specially to give this method of teaching a trial.

OPENS COLUMBIA DEPARTMENT

\WayNgsgoko, Pa, June 3.—W. F. Day, jeweler
and optometrist here, recently opened an attrac-
tive new establishment in which a Columbia de-
partment is the feature. On the opening day a
clever stunt was used to securc the names of
prospects. A gift of a record was made to each
persont who signed his or her name in a book
provided for that purposc.

M. Philips has opened an attractive music store
at 1128 Seventh street, N. W., Washington, D. C.
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GRAPHITE PHONO

ll-‘s LE Y - S SPRING LUBRICANT

Ilsley’'s Lubricant makes the Motor make good
1+ preparsd in the proper consistency, will ne: runm out.
dry ups or become sticky or rapeld.  Remalny 1 10

origlnal (orm indednitsly,
Put up in 1, S, 10, 25 and 50-pound cans for dealers

This lubricant is also put up in 1-ounco cans fo retall at

25 renls sach under the trade name of

EUREIKA NOISELESS TALKING

MACHINE LUBRICANT
Write for special propesition to jobbers
ILSLEY-DOUBLEDAY & CO., 229-231 Froat St.. NewYork

A NEW TURN TO AN OLD TRICK

Plays Taiking Machine in Manholc on Sidewalk
and Places Dummy Machine in Window—
Stunt Attracts Considerable Attention

Concealing the talking machine beneath the
grilled cover of a coal manhole on the sidewalk,
while the horn of another instrument was pressed
tightly against the show window of the shop, an
Indianapolis talking machine merchant attracted
much attention from the people passing by and
also succeeded in drawing many curious folks
into the shop.

The usual stunt of letting the public hear the
instrument in action by means of a horn pro-
truding through the window or door of the shop
was too ancient a plan for the merchant, who
wished to do something different.

So the manhole scheme was finally hit upon
as one that would make the passers-by pause and
guess, The people naturally looked at the in-
strument the horn of which was pressed against
the window and the majority wondered. Few
discovered the real source of the music and
many prospective customers and sales resulted.

NEW YORK CONCERN CHARTERED

The Seymour-Forsman Music System, of New
York City, has sccured a charter of incorpora-
tion under the laws of New York State, for the
manufacture oi talking machines, etc. The con-
cern has been authorized to issue 150 shares of
preferred stock at $100 per share and 100 shares
of common stock at no par value. Incorporators
are M. M. Bartholomew, L. W. Scudder and R.
Forsman.

SELLING VICTROLAS TO SCHOOLS

The Cline-Vick Drug Co., which conducts a
chain of stores in Illinois and handles a complete
line of Victor talking machines and records, has
been paying comsiderable attention to the schools
as Victor prospects, with the result that recent
sales include a Victrola to the Logan school and
the Marion Township High School. Fay Luyster
15 the wide-awake manager of the Cline-Vick
Victor department.

EDISON’S PLAN TO HANDLE CROPS

At an agricultural inquiry recently held in
Washington, D. C., members of the joint Con-
gressional Conunission considered a plan for
marketing farm crops placed before them by
Thomas A. Edison. Among other suggestions
he urged the marketing of crops through a sys-
tem of warehouse receipts and the establishment
of a chain of great warehouses for storage pur-
poses. Mr. Edison believes that more orderly
marketing with benefits to the producers and
consumers would result from the adoption of the
suggestion

G. S. HARDS' STRIKING FLOAT

Geo. S. Hards, Victor dealer, of Dormont. Pa,,
was recently represcnted in a business men’'s
parade in Dormont by a very finc float, which at.
tracted a great deal of attention. Mr. Hards re-
produced the Victor trade-mark, using a Victrola
with a horn and the well-known white papier-
mache dog.

The man who congratulates himself on the
easy job he holds down is usually incapable of
holding down a more responsible position. Also,
any job can be made easy by shirking responsi-
bilities.

THE TALKING MACHINE WORLD
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PRODUCING BETTER CABINETS

Consensus of Opinion Among Veneer Men Is
That Cabinet Makers Are Turning Their At-
tention to Making Better Products

An interview with the heads of several promi-
nent veneer houses brought out the fact that
sincc the war manufacturers are steadily striv-
ing to produce the best cabinet work possible.
The head of one of these firms stated: “Before
the war many concerns were in the market for
the cheapest quality of vencer which they could
possibly use, This condition has been entircly
reversed during the past year. Many of these
firms have gone out of business and the balance
have turned their attention to turning out a qual-
ity product. They cheerfully pay the price for
the best quality woods and their cabinet work
shows the results. This was brought about by
the fact that the average purchaser is more dis-
criminating than formerly and will not buy the
cheap-appearing product, realizing that it pays
i the end 10 buy something worth while.”

i F_INE AE FEATURE MUSIC WEEK

Johnstown, Pa., Paper Devotes Entire Scction to
Pennsylvania Music Week

Jouxsrtows, Pa, June 3—In connection with the
recent Pennsytvania Music Week, the Johnstown
Sunday Ledger dcvoted an entire section of the
paper to a music section. [n addition to articles
relating to the history of local concerns promi-
nent in the music business a number of fine ad-
vertisements appeared. Among the ads, which
were especially attractive, were those of the
Modernola Co., manufacturer of the Modernola
phonograph; Nathan's, featuring the Edison;
Swank's, the Victrola, and Rothert's, the Voca-
lion and the Columbia Grafonola.

A charter of incorporation has been granted to
the firm of Osland, of New York City, to handle
talking machines, electric parts, etc. The con-
cern, which has a capital of $25,000, was incor-
porated by R. \V. Osland, G. E. Cook and T. K.
Jones.
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you.

18 West 20th Street

Make the test—
then the decision!

On top of that 1t furnishes thor-

ough, consistent advertising
co-operation.
Complgte
i';?di'“ Write for the complete facts! |
Now!

Make the test!—then your decision'!

PLAZA MUSIC COMPANY

Pin to your business card. Mail today!

BANNER 50c RECORDS have
come to the fore in the popular-
priced record field — deservediy!

The BANNER organization offers
a product that gives to your public
full 75¢ worth of record value for
| S0c—in every respect!

It backs this unusual quality with
dependable, efficient dealer service
—both in releasing the big hits
first and in dehivering these hits to

New York

——— —— —— e et py— — g—— D I M S GGy G —— L U e S " CU S G (Rl gE— - S————

PLAZA MUSIC CO. (BANNER RECORD D1V.)
18 West 20th Street, New York.

Send sample record and details on the BANNER RECORD proposition.

Address oo oo eecnconscmee s
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he CHENEY

THE MASTER INSTRUMENT

|

Testing the Heart of
The Cheney with a
Stethoscope

Freedom from noise, throbs and pulses is one of
the outstanding characteristics of the Cheney motor.
The ummost simplicity of design and the most ex-
acting standards of manufacture have made the
Cheney motor as nearly perfect as it is possible to
achieve. As one of the men in our factory said,
*We pride ourselves on the fact that our motors are
held to closer standards than any other phonograph
motor that is made.”

Above is illustrated the first test of a Cheney
motor after it is assembled —the stethoscope test.
While every part of the motor is in motion the
stethoscope ic applied. The slightest noise is so
magnified by this device that a loose bearing or the
least eccentricity is easily discovered.

No Cheney motor is allowed to pass to further
tests until it has satisfactorily demonstrated its
ability to run smoothly and silently.

THE CHENEY TALKING MACHINE COMPANY
CHICAGO

The Assembly of the Cheney Governor

This delicate pant is the balance wheel which keeps
the speed of the motor and the rurntahle consanc,
Special care 13 used to make it accurate,

-

The Cheney Motor Assembled
Befote it may take fts place in the finished Cheney,
it must pass four of the mow exacting tests which can
be given to any piece of mechanjsm. The firt of these
12 the stethoscope test for noise, 3¢ described.

“Genius is but the infinite
capacity for taking pains”
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(NO. VI)
Dear Bill:

Reading betwecn the lines of your most wel-
come letter. I have come to the conclusion that
you are quick-tempered and that you are harm-
ing yourself and will continue to do so unless
you mend your ways. and that without delay.
The fact that vou let your temper get away from
you because of Brown's sceming unreasonable-
ness and gave him a piecc of your mind ccrtainly
has not done you any good. On the contrary,
it undouhtcdly has done you considerable harm.
One thing is sure. Brown will do no more busi-
ness with you [ven if his complaint se~med
unreasonable and childish. you would have ac-
complished much better results by resorting to
diplomacy and making an effort to reason with
him. The chances are that if you had tactiully
pointed out to him that the trouble with the ma-
chine he purchased fromi you was the fault of
the lack of attention it reccived at his hands
and courtcously offcred to send somc one up
to look into the matter for him he would prob-
ably have cooled dowu and he would also have
left your establishment with good fecling toward
you instead of the ill will he now bears. In this
manner yon would have made a good customer
of him.

Many years ago when 1 first entered the sell-
ing game 1 lost an important customer through
a display of temper and the chastisement 1 re-
ceived at the hands of the boss was sufficient
to stick in my memory all these yecars. In short.
1 learned a lesson which I have never forgotten.
Concluding his “bawhng out,”” my boss said to
me: “And never forget that no matter how un.
rcasonable a customer seems to be he is always
right. Be sure that you place yoursclf in his
position and attack the matter from that angle.”
Many times after that when I have had occasion
to deal with an irate customer 1 have remem-
bered that advice, and I certainly have had no
reason to regret using it. It pays to have full
control of one’s temper,

You must remember, Bitl, old chap. that no
man or woman will take the troublc to come 10
your store with a complaint unless there is a
rcason for it, Perhaps the customcr may be
wrong in assuming that the fault lics in the ma-
chine which you have sold. A complaint should
be wclcomed as an opportunity to make a fast
friend instead of a chance to show the customer
what you think of him or her. A little diplomacy
will do the trick.

Amability is onc of the most important asscts
a business man can have, and this applies cqually
te every line of business. i you feel your tcmper
rising make cvery effort to control it. Checr-
fulness can bhe cultivated as easily as a frown
and the reward is certainly worth the trouble.
Remember that if you act in a nasty manner to
one customer you may lose more than merely
the patronage of that onc person. The average
person has a habit of passing along news of
this character to friends and neighbors and
you can readily see what chance you will have
of doing business with any of thesec.

On the other hand, if you ¢an convert this
person into a Airm friend of the house through
courtesy, tact and cheerfulness the word will be
passcd along just as surcly as in the case men-
tioned above and your circle of friends is imme-
diately widened and your chances of enlarging
your patronage is considerably increased. One
thing is sure, courtesy always pays.

With best wishes,
JIM.

VICTOR SALES SCHOOL IN BUFFALO

Over Threescore Dealers and Salesmen Attended
Scssions Held in That City Last Month

Burrano, N, Y., June 3.—The Victor Talking Ma-
chine Co. recently decided after considerable
thought to carry the School for Salesmanship to
the dealers in the various localities rather than re-
quire the retailers and members of their staffs
to go to Camden for instruction, and the idea
which is now being carried ont has proven most
successful.

The first point visited by the Victor School i
Salcsmanship was Buffalo, where the scssions
opencd last  month
with an atiendance of
sixly-six and continu-
ing for four days. The
majority of thosc at-
tending were  from
Buflalo, but there was
a good rtcpresentation
from west of New
York gencrally and
several from Pennsyl-
vania. The sessions
were held in the Buf-
falo Consistory, 164
Delaware avenuc, a
central and most con-

SOME INTERESTING STATISTICS |

Figures Compiled by New York Merchants’ As-
sociation Show That 138,897,981 People Visited
New York Last Year—Some Pcople to Sell

Every day of last year the railroads brought
to New York Ciy 97000 visitors, an< in acddi
tion the same roads carried 307,700 persons inf
the city cach day from surrounding connnunitic
who have regular occupations her During t
ycar a total of 138,897,981 pcrsons came to New
York. according to statistics just madc public by
the Traffic Bureau of the Merchants' Association.
Read, and think tlis over, you merchants who sit

venient location.

The school was in charge of F. A. Deluno, who
has had charge of the Red Seal schools at the
\ictor factory, and he found time following the
closing of the school to visit and study the Vie-
trola departiments of a number of local dealers,

The Buffalo jobbers, the Buffalo Talking Ma
chine Co. and Curtis N. Andrews acted as host
to the visiting dealers on \Wednesday evening and
entertained them at a dinner and theatre party,
and arranged to have a group picture of the
class taken, a print of which was given to cach
moember upon leaving Buffalo.

Dcalers and Salesmen Who Attended Victor School_for Salesmanship

in your stores with gloomy micn waiting for
business to cone to youw. and remember that
nost of these people read the Mcetropolitan papers.
The answer is: Advertise and get the business.

MAKING RADIO HEAD SETS

The Triangle Phouo Parts Co., 722 Atlantic
avenue, Brooklyn, N. Y. well-known manufac-
turer of motors and tone arms, recently cntered
the radio ficld as the manufaciurer of head sets
for radio recciving apparatus.

medium.

WALL-KANE NEEDLES

Used by 809, of the population, sold by the
leading jobbers throughout the world.

{\ nn(io'nally advertised nrticle that has been in ever-
increasing demand since it was established in 1913

WALL-KANE needles are packed in metal

display stands holding 60 packages, 24 loud,
24 extra loud and 12 medium.

They are a|_so packed in cartons of 100 pack-
ages ol a single tone, either loud, extra loud or

JOBBERS ONLY—APPLY FOR
SPECIAL PROPOSITION

Wall-Kane Needles
Protect the Record

'\/)

WALL-KANE NEEDLE MANUFACTURING CO.

Successors to

The Greater New York Novelty Co.

Sole Manufacturers of

WALL-KANE NEEDLES

3922 Fourteenth Avenue

Brooklyn, N. Y.




THE TALKING MACHINE WORLD Juse 15, 1922

The New EDISON

William and Mary

Console

[See page facing thii)
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On the opposite page is illustrated the
new William and Mary Console Model of
the New EDISON Phonograph

ANOTHER new and popularly priced Console
takes its place in the New EDISON line—a
William and Mary design at $325.

Authentic 1n design, exquisite in finish, and rich
with the characteristic craft of this delightful period
in furniture design, it is one of the handsomest and
easiest-to-sell Models that Thomas A. Edison, Inc.
has ever offered at any price, and at this price of
$325 1t 1s one of the best values that has ever been
produced by any manufacturer.

It is made in Mahogany (Brown only).

New Prices on Three of the New
EDISON Period Designs

In line with the long-cstablished EDISON policy of re-
adjusting prices whenever changes in manufacturing costs

permit, new prices have been made cffective on the follow-
ing Period Models:

The New EDISON XVIII Century English
(Adam) lowered from $500 to $375

The New EDISON Italian (Umbrian) lowered
from $500 to $350

The New EDISON Louis XIV lowered from
$350 to $295

THOMAS A. EDISON, Inc.
Orange, New Jersey
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E. L. GRATIGNY JOINS FORCE

Becomes Vice-President of the Oklahoma Talk-
ing Machine Co.—Valuable Addition to Oi-
ficial Force of This Live Organization

Oxranona City, Oxkera, June 8.—The executive
sounel of the Oklahoma Talking Machine Co.,
Victor distributor. with hecadquarters in  this
ty. was completed last week when E. L. Gra
joined the staff ro take active part in the

E. L. Gratigny
company work and has been clected to the of-
fice of vice-president in the organization.

E. L. Gratigny, who is a brother of B. W.
Gratigny, president of the company, has been
onnccted with the C. D. Smith Drug Co., of St.
Joseph, Mo, for twenty-five years—in the later
years as secrctary and director. The latter is one
of the largest wholesale drug houses in the West
and Mr. Gratigny's recent sales promotion activi-
tics there have been largely in the line of foun-
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tains and store fixtures and in modernizing
storcs—an cxperience which will be of value to
himy an his work with the Oklahoma Talking Ma-
chine Co. Hc will bring to this organization a
wide cxperience in store nanagement and spe-
cialty selling as well as sales promotion work,
and his efforts will be given largely toward dealer
service and deater developmcent.

The existing personnel of the company will not
be disturbed by Mr. Gratigny's addition—it is
inn the nature of an expansion and addition to the
Victor distributing organizaltion.

A LITTLE STORY WITH A MORAL

A Few Pointed Facts Which Are the Reason for
Dull Business and Lecad to Disaster

A music merchant who had been in business
for a number of years and did not scem to be
imaking much progress onc day complained
that his business was extremely dull. The writer
asked him if he did anything to get new cus-
tomers outside of a few inches of space which
he used in the daily papers; whether he used
outside salesmen and canvassers; whether he
kept track of old customers in any way and made
any effort to bring them back into the store.

To all of these he answered: “No, what's the
use?”  The writer also suggested that the fact
that his windows wecre dusty, dirty, disarranged
and the displays changed once in a “blue moon”
might have somecthing to do with the condition
of his business. This man will not be in busi-
ness very long. The handwriting on the wall is
plain for all to sce.

OPENS “TALKER” DEPARTMENT

Hartrorp, Conn., June 3.—Sage-Allen & Co., Inc.,
of this city, has openced an attractive talking ma-
chine and radio department. A complete line of
Rrunswick phonographs and records has been
installed. Radio outfits and accessories of all
kinds occupy a considerable portion of the new
departinent.
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YES—THE BEST

De Luxe Needles may cost more but they are
made to deliver a Result and not fit a price

Always Insist on Getting

DE LUXE NEEDLES

and you won’t be disappointed.

| Full Tone

; Three for 30 cents

DiUoJoNE Company, INCORPORATED

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

DON'T FORCET THESE FACTS.

(40 cents in Canada)

RAISA AND RIMINI IN ITALY

Opera Stars and Vocalion Artists to Tour That
Country During the Summer

Rosa Raisa and Giacomo Rimini, prominent
members of the Chicago Grand Opera Company
and cxclusive Vocalion record artists, sailed on
May 18 on the S. S. “Christopher Columbus” for
Italy, and plan to spend the Suminer touring that

Giacomo Rimini and Rosa Raisa
country in their new DPierce-Arrow car, which

they purchased before leaving. Beiore Icaving
for ltaly Mine. Raisa and Sig. Rimini made sev-
eral new recordings for the Vocalion, which will
be released shortly.

Making money by questionable methods is a
losing gamne. Rcad the records of gamblers
and crooks and you will find the cases rarc
where any of them secure wealth and hold it.

Stubbornness is a fine quality when you are
absolutely sure that you are right.
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Perfect Reproduction of Tone - No Scratchy Surface Noise

PLAYE f00~200 RECORDS

Medium Tone
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g : CHEERFULNESS = ||

By EDWARD FRASER CARSON
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I do not know just how many cardinal vir-
tuce there are, but this I do kuow—I am sure
oi it—that one of said virtues is Cheerfulness.

i The chap who al-
ways looks on the
bright side of lile is

-

You know “the man
worth  while is the
man who ean 3#nule
when everything goes
dead wrong.”

On the other hand.
if there is one kind of
person that  every
other kind of person
hates it is the crape-
hanger—the black face
actist—the sorehead who is always bemoaning
the past, kicking at the present or fearing the
future.

They say it's love that makes the world go
round. Maybe it is. But if so it is Cheerfulness
that lubricates the works.

I know how hard it is to feel Cheeriul when
things are not breaking right. But it is surpris-
ing how much easier it is to feel Cheerinl if you
only look so. You can easily look Cheerful if
you only make up your mind to do so.

If you will just smile you simply can’t help see-
ing the sun shining. You simply ¢an't hold hard
feelings against any man. Try it and see. All
your troubles disappear as if by magic the in-
stant a smile chases away the clouds from your
face.

One of the most successful merchants in Phil-
adelphia—a seli-made man—born in poverty and
forced to support himself before he was ten
years old, told me the other day that he was
often asked what was the secret of his success.

“There is no secret about it,” he said. “I simply
‘smile my way.! I used 1o sell newspapers and
I found that I always sold more papers when I
was fceling good. Business was always poor
when I had a grouch. [ figured it out that smil-
ing had something to do with it and 1 got the
habit. It has never left me. for 1 find that it has
paid me well in cash.”

That man is not a Rockeieller or a Vanderbilt
or a Morgan, but he has passcd the point where
he has to worry about where his next meal is
coming from. You may not believe it, but this
man’s “secret” will just as surely work for you
as it is working for him—ifor hc is still pros-
pering. Just try it out. Prove it to yourself.
Make up your mind to be Cheerful and smile.

If the boss or customer or friend asks you to
do something do it Cheerfully. Do it with a
smile. Better not do it at all than de it
grudgingly. No onc wants to be waited on by a
grouch. So in every reuail store it is the Cheer-
ful smiling face whosc sales show the biggest
increase. It is sales that count when the time
comes for the boss to pass out the raise in pay
or 1o pick the man to fill the job on the next
step up the ladder in his organizavion.

Ye¢s. sir, Cheerfulucss i1s the cream on the

Edward Fraser Carson

good to have around.

strawberries of life. The fage with the smile
does win. It wins happiness—it wins friends—
it wins business—it wins prosperity. It dis-
arms your enemy and leaves him nothing on
which to vent his spleen.

So 1 say to you, "Young man, be Cheerful—
be Cheerful and smile—be Cheerful if only be-
cause it will put money in your pocket and it
surely will,

But—be Cheerful—smile.

EDISON’S EARLY RADIO DISCOVERY

Plienemenon Bared in Studying Incandescent
Lamp of Importance in the Field of Wireless

\lthough the name of Thonas A. Edison is
rarely, if ever, connected with radio in the minds
of the cnthusiasts. he was, nevertheless. one of
the carly experimenters who discovered a phe-
nomenon which later proved to be of vast im-
portance in the field of wireless.

Mr. Edison was busy working on other phases
of electricity at the time that he made his ob-
servations, so that nothing then came of them.
Later, however, [Lee de Forest and many other
investigators went further along the same line
and the result was the vacuumn tube, the marvel-
ous bulb which has made the modern radio pos-
sible

Mr. Edison, in studying the action oi the in-
candescent lamp, observed that a curremt conld
be passcd from the filament across the vacuum
in the bulb to a wire or plate inserted in the tube.
He found that this current flowed as soon as the
filament became incandescent and flowed only
in one direction, toward the extra wire of plate.
What was happening was that a great number
of electrons of negative clectricity were leaping
the gap from the negatively charged filament to
the plate, which was positively charged in relation
to the filament. This phenomenon later became
known as “the Edison effect.”

H. V. STEER OPENS FINE STORE

Moxtcomery, N. Y., June 3.—An attractive music
store has been opencd here by H. V. Steer, of
Walden, N. Y. A complete hne of Brunswick
phonographs is being displayed and a large stock
of Brunswick records has been installed. Talk-
ing machine suppliecs and music rolls arc also
handled.

MANUFACTURING FIRM CHARTERED

The Union oi Irish Industries, of New York
City, has been granted a charter of incorporation
vnder the laws of the State of New York. to
manufacture talking wmachines. with a ecapital
oi $1.000.000. C. Hemry, P. D, Benson and A. E.
Claffey arc the incorporators.

A. E. Landon, manager oi the Toronto. Can..
branch of the Columbia Graphophone Co.. was a
recent visitor to the executive offices of the com-
pany in New York.

Let us
MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets
figure on your

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills ia Ve., N. C. and 8. C,

requirements

WORLD
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Recorded in Italy
by the best
known ltalian Singers

LATEST RELEASES

098gx  Mia Delee Amiea. .. Cav. Uf. Q. Gwdono
Vaoce I \iwr. .. Cav. UM, G, Cudet

Mbix  Tolonwne *F Quaglisrella.. ... Cliaramell
o {1 S Yo = i v = e faangella

100)x =igonoera Mia (Detto),
aonarumma-Claramella

‘A Cuen "E Mamma’ (Duetto),
Lennarumma-Ciaramella

1003x  Canzone Amerlcana

Donoa FIfI' .......

...Donparumwma’®
..Claramella

MG x Mo Hsee Achille.
M Cavawmarehibe.

Scena Comica.
Scena Comien.

Ioix GU Uesuri. Iolka,
Ricordi Del Villaggio. Orchestra
1013x Momeatl Giolowt. Orchestrn.

Al Boaforo, Polkn,

Carmen (Selection). Itel]
Nozze D'Oro.  Match.

Abat—lonr (Sajowe),
) Claramelia-Rondineila
Ninnols. .. .Cav. U, G. Godono. Tenore

1043x  Momenti Fellel,

Tulle L'Awmore.,

Vieline Solo.
Violtno Sotlo.

F04x Kempre Avanti,

Ricordi MUnness,

Mareh,
Waltz.

1011x Vinor Ridente.

Hona,  Mazurks.

Waltz.

— e

We Are Also Manufacturers & Distributers of

Italian Popular Music Rolls

New Hits Heleased the 15th of Fach Month

JUST OUT

01 —=Te¢ Culamme Marin. Vers] df [
Borlo, Muslea d3 G, Lama. (Word
Roll) ..oooiiieniin.... P T )

XIRG—Acynun Jmacea.
razl,
Holl)

Versl df R. Chlu-.
Musica di R. Falvo. (Werd
....... is 198

051 —Nanule, Addlo! Versi df R. Cacace.
Musign di D, [etti. (Word Roll) 1.43

X208=—=S81cllu Marina. Waltz by A. 4. Egidi g0
XIBT—=S%c M1 Baelussl,  Mazurka Ly 11,
Claurl ........ . 90

ITALIAN BOOK CO.

Music Dep't
145-47 Mulberry St.

New York City

DISCOUNT TO DEALERS—ASK FOR
CATALOGUES
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hot oft the griddle.

Here’s Frank Crumit with two new ones
“Down on Avenue A”
and “Mamma Loves Papa—Does Papa Love
Mamma?”—both on one record. Both sure-
fire hits.

A-3613.

Columbia Graphophone Co.

NEW YORK

WORK FOR TRUTHFUL ADVERTISING

Birmingham Music Merchants Participating
Actively in Local Campaign

Bmryminguan, Ara., June 3—Birmingham piano
and talking machine dcalers, together with other
merchants of the city, are co-operating with The
Birmingham Age Herald in a new movement of
“wruthful advertising.” The Age Herald guaran
tees to its readers the reliability, the honesty and
truthfulness of all Birmingham firms advertising
in that publication.

This mecthod of advertising is sowncthing new
in the South, but it is proving most popular with
the merchants of the city in general. The re-
liable merchants say this method of advertis-
ing will drive from the city snide stores, sclling
inferior goods with an effort to deccive and de-
fraud the public.

“That day has passed when an unscrupulous
music dealer can setl an inferior piano, talking
machine or other musical instruiment to the peo-
ple, claiming it is a first-class instrument,” said
a well-known piano dcaler of Birmingham. “The
public is too wise nowadays to be humbugged
as a general rule. Howcever, there arc tines when
an untruthiul advertisement will sell an infcrior
piano or talking machine, thus knocking the
honest merchant out of a sale. and at the same
time making a dissatisfied customer of the pur-
chaser later on, when that person has learned
what he has really bought. This kind of adver-
tising always injurcd the business, and it always
will. This is an age when business must be con

ducted along business lines and the merchant
must advertise and tell the truth, if he expects to
rcmain in business and prosper,” said this mer-
chant.

Some of the piano dealers, as well as merchants
engaged in other lines of trade. say that the
“truthful advertising™ plan is increasing their
business. This mcthod oi advertising is espe-
cially bringing more and more out-of-town busi-
ness to the city, a number of merchants say.
“Pcople outside of Birmingham have learned that
they can depend on the advertising they rcad in
the Birmingham newspapers—knowing that when
they visit the city they will find the goods as ad-
vertised—and, [ tell you, it is helping trade, too,”
said ove big talking machine dealer.

RADIO ON TRAINS A SUCCESS

Experiments of Two Railroads With Radio In-
stallation May Resuit in Other Lines Equip-
ping Trains With Rcceiving Sets

The successful installation of radio cquipment
on trains of the Chicago, Milwaukee & St. Paul
and the Lackawanna railroads is attracting con-
siderablec attention and the ncar future is likely
to sce equipment of a similar character on other
lines. The buffet cars on trains of both these
companics have been equipped in this manner
and the monotony of a long, tcdious rail jour
ney has been broken by music, etc. The next
step will probably be the installation of trans-
milting apparatus on trains, so thal travclers
may send messages while e¢n route.

VELVET COVERED TURNTABLES

ADD TO THE QUALITY OF MACHINES

THE BEST TALKING MACHINES ARE EQUIPPED WITH

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

WRITE FOR SAMPLES AND PRICES

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

ESTABLISHED 1845

VELVETS

WOODBRIDGE ELECTED PRESIDENT

Sales Manager of Dictaphone Division of the
Columbia Graphophone Co. Elected Head of
the Advertising Club of New York

C. K. \Woodbridge, sales manager of the Dicta-
phone division of the Columbia Graphophone Co.,
New York, was recently given a signa! honor in
being elected president of the well-known Ad-
vertising Club of New York City. In his new
post of distinction he carries with him the good
wishes of his many friends in the talking ma-
chine trade for a thoroughly successful adminis-
tration of the Club’s affairs during the coming
year. Mr. Woodbridge is well known in adver-
tising talking machine circles in New York City
and his clection to the presidency of this live
organization is a flattering reflection of his popu-
lanty among advertising men in this city,

THE ART OF SELLING DEFINED

The Essential Points So Necessary to Success in
the Sales Field Intercstingly Presented

The art of selling includes: The ability to lead
the customer by diplomatic suggestion and the
exercise of tact. Otherwise the salesman de-
scends to the status of a mere order-taker.

The treatinent of various types of personalities
in order to get the best results. No two peo-
ple will react in the same way to the same kind
of trcatineat. \What is sauce for the goosc in
many instances is vinegar for the gander.

A knowledge of human nature sufficient to per-
mit the salesman to study quickly and accurale-
ly the character of the customer with whom he
is doing business in order that he may select
the type of merchandise which will most please
the prospect.

Kuowing the line handled thoroughly so that
there is absolutcly no hesitation in the presenta-
tion of the sales argument. Lack of this
knowledge is detrimental to the best results in
trying to make a satisfactory sale.

DEALERS TIE UP WITH HAPPY SIX

Miller & Kades, of Harrisburg, Pa., Profit by
Local Appearance of Columbia Artists

Harrispure, Pa., Ma; 31.—Miller & Kades,
Columbia dealers of this city, reccived some ex-
cellent publicity through the recent appearance at
the Willow Garden, licre, of the Happy Six, ex-
clusive Columbia artists. Previous to the appear-
ance of the artists Miller & Kades ran a number
of “hook-up” advertisements in newspapers and
also placarded the various dance halls, telling
the dancers where records by the Happy Six
could be obtained. On the night of the concert
the dealers had a Grafonola placed in the main
entrance of the hall and a boy to keep it in con-
tinuous operation. The stock of Happy Six rec-
ords was checked up by John F. Trace, sales rep-
rescntative of the Philadelphia Columbia branch,
so that it was complcte and ready for the rush
which followed,
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What Okeh Dealers Think of

OKEL Record

Okeh Records bring bigger business to
Dealers Everywhere. Read what they say

I sell more Okeh Records than others because of their We are well satisfied with Okeh Records. Customers
wonder fully smooth suriace. Customers always come who buy them return for more. We think they are
back for more.—~d. J. W hartnaby. Philadelphia, Pua. the best and sweetest toned records on the market

G. I. Hollund. Arlington, Mass,

Since | have begun to handle Okeh Records my trade

will have nothing else. Am dropping other lines; We handle three lines of records, and Okeh are two
Oket exclusively hereafter!—/. A. Schillinger, Syra- to one the best sellers. Our business in Okeh Records
cuse, N. ¥. is double that of last year. Most of our customers

will not buy any other kind.—T. Fi. Perkins, Furniture
Ca.. Brookhaven, Miss.,

l am agrecably surprised at the way people colei-
ment us on Okeh Records. It surely is a line no live
dealer can be without. 1 personally think they are
the peppiest records on the market, and the line of
foreign language rccords is marvelous—/{illman’s,
C. Buell, Record Department, Chicago. I,

\We take pleasure in saying that we have found the
Okeh Records entirely satisfactory and one of the best
sellers of three leading lines. QOur customers espe-
cially appreciate the wide range of up-to-date music
obtainable on these records, and the fact that there is
always a good selection on both sides of the Okeh
Record.—Barker Brothers, Greensboro. N, C.

We are having splendid success with Okel Records
since taking on the line and the records are giving
universal satisiaction. The people are coming in
every day and asking for Okeh. This is the best in-
dex we know of as to what they think of them.— Okeh Records are good. snappy and clean. The
Harry N. Chescbrough, Oakland, Calif. manufacturers have done well in keeping them so
They are fast sellers.—Smith & Niron Piano Co..
Cincinnati, Olio,

Okehr Records sell fast, and make friends. Three
hours’ record was 25 sales consisting of three old

friends and 22 new ones.~—Aoore AMusic. Royal Oak, I like to handle Okeh Records because they are easy

Aich. to sell, they stay sold and every record sold mieans
futur‘chales.—C. Gether, Gether Piano Co.. Mikean-
kee, IVis.

We wish to go on record as saying that we consider
Okeh Records the best lateral cut record on the

market, without exception. The Okeh policy of being We find that Okeh Records are first with the latest
first with the hits makes them a most valuable asset hits, and last to be discarded on account of their
to any dealer.—Cozwling Music Shop, Wyandotte, clear, natural tone, and wonderful durability.—Ade!
Mick. Drug Co., Adel, Ga.

Now is the time for you to establish an Okeh Agency

Write us for your nearest Distributor

General Phonograph Corporation

RIFCORD
Ly 'LJ
OTTO HEINEMAN, PRESIDENT o, oF &

25 West 45th Street, New York City
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'OPENING OF PACKARD MUSIC HOUSE

Eilaborate Musical Program and Eight-page
Newspaper Supplement Mark Opening of
New Retail Quarters in Ft. Waync—Two An-
niversaries Fittingly Celcbrated

Fr. Wavxe, Inp, June 5—The formal opening of
the attractive new gquarters of the Packard Mu-
sic House, which was held in this ¢ity recent-
ly and marked the twenty-fAfith anniversary of
the establishment of the retail store, and the
fiftieth anniversary of the Packard Piano Co., was
made the occasion for compiling a special eight-
page newspaper supplement which appeared in
the Fi. Wayne Journal-Gazette on Sunday, May
14. The supplement gave a complete . history
of the music house with details of the interior
arrangement and views of the various depart-
ments, Those decorators and supply houses
who played a part in the decoration and equip-
ment of the new store fitled much of the space
in the supplement with their congratulatory
advertisements.

The new home of the Packard Music House
15 at the corner of Harrison and Wayne streets
in the heart of the business section and com-
prises over 14,000 feet of floor space. The main
floor, which has five large show windows facing
the street, is given over to the Victrola depart-
ment, band instrument and musical merchandise
department, the shect music library and the inain
office. The Vicirola department is well equipped
with sound-prooi booths and includes a large
record library. In the band instrument scction
are carried the C. G. Conn, Pensler, Mucllter &
Co., Ludwig & Ludwig, Deagan, Schuster and
Vega lines of instruments.

The second floor of the building is given over
to -piano showrooms, where the Packard and
Bond pianos and players arc handled exclusively.
The showrooms are handsomely decorated aud
hung with a number oi valuable paintings. The
third floor has been laid out as an auditorimin
with a seating capacity of 400.

An claborate musical program was arranged
for the opening with concerts by Johuny Watt's
Orchestra. The Packard reproducing piano was
fecatured in the concert with a number of tocal
artists appearing.

In the newspaper supplement two full pages
were devoted to the history of the Packard
Piano Co., cmbellished with pictures of Albert
S. Bond, president of the company, with various
officials and departinent heads.

WIRELESS RECORDS ON PAPER

Wireless Station in France to Receive High-
speed Messages on Paper Disc

Two systems of receiving high-speed messages
which will be installed in a new wireless station
in Lyons, France, are described in a recent issue
of Popular Mechanics. One is the method of
making a photographic record on a strip of sen-

*sitized paper, and in the other method the mes-
sage is 1aken on a special high-speed phonograph.
After the message has been recorded on the ex-
tra-heavy disc. the latter is placed in a machine
ruming at much slower speed, and can then be
transcribed by an operator. The reverse of this
system can also be used in transmitting messages
at speeds up to 150 words per minute.

FIRE DAMAGES MELODY PHONO. SHOP

Paterson, N. ], June 3.—"The store of the Melody
Phonograph Shop, 364 Main street, this city,
was scriously damaged by fire recently. Follow-
ing the fire thieves entered the store and made off
with a number of talking machines and nusical
msiruments,

NEW QUARTERS IN COLUMBUS

Corumsus, O, May 23.—The Robbins Piano Co.
has secured a ten-ycar Icase on the storeroom
at 80 South Third street and will move from
its present quarters at 172 South High strect.

EXCELLENT PROGRESS WITH CENSUS

Figures for 1921 Will Be Published About QOc-
tober of This Ycar

Wasimineron, D. C, May 12—Very good progre
on the 1921 census of manufactures is reported
by E. F. Hartley, chief statistician for manu-
facturcs, of the Census Burcav, who states that
approximately 80 per ecnt of all the reports have
alrcady been received in less than four months’
actua! working time. Mr. Hartley's division 1s
making cvery cffort to cut down the time which
must elapse between the 1aking of the census
aund the publication of the fgures, and expects
to be able to issue the first preliminary state-
ments by Qctober, cutting down by more than a
year the time required for the publication of the
1919 census.

A new method of handling the work i1s 10 be
adopted whereby the reports of production in
various industries will be issued before reports
showing production by areas, it being Mr, Hart-
ley's belief that the desires of the business men
can be best met by furnislung themn as soon as
possible with a report showing the total pro-
duction in their industry and following it with
reports giving dctails of manufacturing in the
various sections.

OPENS MUSIC ROLL EXCHANGE

Horace M. Hul! Heads Company Supplying
Music Roll Service to Motion Picture Houses

Horace M. Hull, formerly connected with the
Acolian Co., has organized a New York Music
Roll Exchange with headquarters at Columbus
Cirele, and is engaged in supplying music rolls on
a regular rental service basis 10 motion picture
houses. Mr. Hull tried the plan out on the Pa-
cific Coast very successfully, and is meeting with
much encouragement in New York. Mr. Hull is
president of the new company, and his brother,
Charles Hull, is secretary and treasurer.

emergencies.

needed.

Clinton & Beaver Sts.

\

Collings & Co. And You

Collings Record Delivery Service meets all

Special messengers carry our Dealers’ re-
quirements all over

Northern Jersey as

And over-night deliveries are maintained
to all towns in Southern Jersey and North-
eastern Pennsylvania.

When minutes mean money—

“Buy Where You Sell.”

“Collings Covers Your Wants.”

COLLINGS & COMPANY

Victor Distributors for Northern New Jersey and Northeastern
Pennsylvania

(Plum Building) Newarlk, N. J.
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on the Home by the

Selection and Use of Good Record Music

Too many people are prone to overicok the
distinction conferred on the home by the selec-
tion and use of good music. Before the advent
of the tatking machine millions of peopie in
America were unable to enjoy good music in
their homes because a great majority of them
did not play any musical instrument. [Ii they
played at all it was indifferently. They had to
g0 to the concert halls to hear the great pianists,
violinists or famous orchestras. PBut what a
change! To-day rich and poor alike can in their
homes hear and enjoy the greatest artists and
organizations in the world supplying music that
reflects their tastes and inclinations. The great
artists, as well as the great soloists of world
fame, are at their conunand, and with a good
book and a happy spirit no millionaire or kingty
personage can enjoy a greater treat or one that
exalts the spirituality of the humblest citizen. The
selection of records in the home invariably mir-
rors personality, and in this connection there
were some very timely words in a recent article
in the record department of the New York
American which fit in very aptly with the line
ot thought just expressed., It read:

‘\When a inan has, in heat of batile, done a
fine and fearless act of heroism he is rewarded
by a mark of distinction. With regiment drawn
up in panoply, he is called from the ranks and
recognition is conferred. A medal, as a mark of
valor, is pinned over the stout heart that beats
rapidly in his breast, for it is the emnblem of his
fellow man's respect that lies above it

“This mark, this medal, is but an inanimate
lump of metal dangling irom the bosom of his
uniform that, but for the difference of a die,
might as well have been a button on his coat,
yet it lies there and marks him apart among
men—the mark of distinction, of character.

“We, all of us, have our marks of distinction.
Some are conferred, like the friendship of a
worthy fetlow man; others are acquired and we
display them unconsciousty in our every act and
speech. Good breeding, education, honesty and
clean living are some of them.

We are judged, in a great measure, by the
company we keep; like attracts like, birds of
a feather flock together. \Worthy friends serve
worthy ends.

“In the same sensc are we judged by our char-
acteristic differences of personality, of refine-
ment and by the things of beauty and charm
with which we surround ourselves. The homne
i$ the mirror that reflects, in a hundred different
ways, our good taste through the silent ex-
pression ofi the things it contains that distin-
guish it as different.

“It may be an old-fashioned but home-like
place that breathes a spirit of sweet simplicity,
or it may be garishly over-furnished and un-
comfortably oppressive—the sign of sudden af-
fluence and a pronounced desire to show it. In
any event, these things have a marked tendency
to indicate the character of its occupants. llow
often have you been judged thus unknowingly?

“But of ali things, our music and our books
are the most important gauges of the true cul-
ture of the individual, If my friend has a 100
per cent collection of the latest popular jazz
numbers, and no good music, I am moved to
conclude that he is perhaps a little light-headed
but, withat, a very jolly fellow and endowed
with certain social graces that center mostly
around a pair of nimble feet. On the other
kand, should he have a well-balanced collection,
comprising the finer music, I very naturaily as-
sume that he has an appreciation of the beauti-
ful; that he is not shallow and that there must
be much in his nature that is in harmony with
these finer things. 1f, also, [ notice a volume
of Keats or Longfellow or Shakespeare lying

on the library table, it is just another indication
in support of my deductions,

"You might answer me by saying that sur-
roundings count for very little. *‘Was not the
Keats you speak of born in a stable, the son of a
stabteman? Did not Poe write his "Raven" in
a garret? \Was not Lincoln born in a log cabin
where he had none of these things?’

“True, but these conditions were but the cir-
cumstances of birth and fate, they were not

CHANGES IN COLLINGS PERSONNEL

Promotions for H. A. Lamor, A. }J. Wilckens and
R. P. Vause Announced by L. W. Collings

Collings & Co., Victor distributors of Newark,
N. J., who confine their activities to New Jer-
sey and northeastern Pennsylvania, recently an-
nounced changes in personnel which were inade
necessary by the untimely death of John L. Spil-
lane, secretary of the company.

L. W. Collings, general manager of the com-
pany, stated he thought the best interests of the
trade would be served by the gencral promotion
of the staff. In this manner the company will
be able to continue its past policies with as hittle

matters of choice. If you coutd have gone into
their literary workshops, if you could have
pecped over Keats' shoulder or Poe's and read
the stuff they were crcating, you would hav
said, 'Not for the lack of these things but in
spite of the fack of them genius prevails.” Bu
ihen, again, that is the way of genius, and m
friend of the books and records, after all, is not
a genius and therefore has a greater need of
these things.”

interruption as possible and secure the co-opcra
tion of a set of men to promote the interests of
its customers who are already acquainted with
their particular needs.

The new appointments are as follows: Harold
A. Lamor, inanager sales and order departments;
Alexander J. Wilckens, special sates representa-
tive for northern New Jersey and northeastern
Pennsylvania; Raymond P. Vause, manager
shipping and stock departments.

The Pizarro Phonograph Co., with headquar-
ters at 3217 Avondale avenue, Chicago, .. has
filed a voluntary petition in bankruptcy. Lia
bilities are listed at $2.074.37 and assets are val-
ued at $1,250.

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.
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- No.250T,List Price $195.00
Usual discounts to dealers
48"228"x31'" high. Finished all
around
Geonine Mabogaoy, Walsat or Ouk
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The Biggest Value on the Market. A Trial Order Will Convince
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New Gennetts Every Week!

In the Blue Label Gennett Records are released the latest popular songs and dance
hits and s:andard numbers. Their timeliness. wide range and quality have given them
treinendons popularity.

Geunett Records released under the Green label represent the highest attanument
in the art of sound recording. The best standard numbers come under this label. which
assures variety in selection, perfect reproduction and the real musicianship of the artist.

“First and Best on Gennetis” is the slogan taday. There is an opporuunity for you
in selling Gennetts. Get acqnainted with them.

GENNETT RECORDS

Manufactured by
THE STARR PIANO COMPANY

Richmond, Indiana

New York—Chicago—Los Angeles—Birmingham — Detroit—Cinclnnatli—Clevelanil—Indinnupolis
Boeston—Jacksonville=1lomdon, Canala
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Van & Schenck, the universally popular entertainers,
have come through with two home runs for July.
«California” and “Sweet Indiana Home” —both on
one record. Every Van & Schenck fan will want

Columbia Graphophone Co,
NEW YORK

A SUGGESTION FOR EDITING AND IMPROVING RECORDS

New Yorker Suggests Method for Inscribing on Records Lines and Indentations Not Actualty Re-
corded, but Which Will Tend to Improve Reproductive . Qualitics

Dr. N. Sulzberger makes a rather original sug:
gestion in a recent communication to the New
York Times in which he points out that in or-
der to utilize the talking machine, or rather its
records, creatively, he wonld inscribe on these
records (which may possibly be modified as to
material and shape of the present onces) lines and
carious other indentations by sharp-pointed in-
struments (pencils, etc.) and other mechanical
means, such lines and indentations being similar,
more or less, in their nature to those which are,
up to the present, inscribed on the records by
cound waves only. "By the use of such inechan-
ical mneans it is readily understood and scen.” says
Dr. Sulzberger, “that lines and markings can be
made which have never been heard or in aud-
ble jorm before being inscribed on the records.
The first time these mechanically inscribed in-
dentations and markings on the records will be
transcribed into audible form will be when these
records are placed in touch with the reproducing
necdle and sounded into the air. '

“In using the records and talking machine in
this ‘creative’ way one casily sces that entirely
new sound effccts, which no known instrument of
to-day (or even of any time) can produce, may
be obtained. depending entircly on the nature of
the mechanically inscribed markings of the rec
ords. Of course, carciul study of the sound
value of markings and indentations of records

Stop.

948 Pcnobscot Building

Sherburne Automatic Stop

You Manufacturers who are having trouble with
your automatic stop — Investigate the Sherburne

Sample sent upon request.

SHERBURNE MANUFACTURING COMPANY

will be required to produce pleasing and the de-
sired effccts. But when once these sound values
are and have been ascertained therc is practically
no limit to novel and beautiful and artistic ef-
fects, and the inusical composer, for instance,
may find a new way of expressing his ideas and
inspirations by novel combinations of notes and
chords, and by sounds which no instrument or
other means could produce.”

In view of the foregoing it is interesting to
note that a new device has just been completed
by students at the University College in Eng-
land, whereby vibrations and sounds of a talking
machine record are by special means magnified

ORDERS CUT IN FREIGHT RATES

Average Reduction of 10 Per Cent to Be Effec-
tive July 1, Under Orders of Interstate Com-
merce Commission—A Big Saving

WasHingtoN, D. C.. June 6.—Under a decision
of the Interstate Commerce Commission railroad
freight rates will be reduced on July first by
amounts equal to 10 per cent of the present devel.

Practically all classes and commodities of trafiic
are affected by the decision concluding the in-
vestigation begun last Autumn into the reason-
abieness of existing freight levels.

Agricultural products in alt sections of the

Detroit, Mich.

and reproduced on a chart. It is ctaimed that
by this device inventors arc enabled to improve
records by remedying any cxisting defects, and
in this way procuring a perfcct tone. On the
chart appears an actual imprint of the recording
ol the music or voice sufficiently enlarged to en-
able one to study and analyze the movements of
vibrations. and by the use of expert tools, such
as are used in watch making and other minute
lmgh-grade work, to correct any defects which
may exist,

It is asserted by record fans that this mag-
nifying device would be invaluable in the record-
ing laboratory because a great many records of
great voices which may contain minor faults
could be made perfect, and from them could be
made a master or mother record from which oth-
ers could be pressed. in this way securing the
perfect record creation.

country outside of New England, live stock and
\Western grain and grain products are the chief
comnmoditics excluded from the reduction, these
comnprising the freight classifications recently re-
duced, Passenger charges and Pullman {ares
are left unchanged by the decision.

With its decision the Cominission aanounces
also its determination of 5.75 per cent as the rea-
sonable ammual return which carriers in the future
will be entitled to earn on their actual capital in-
vestment. This compares with 6 per cent fixed
under the Transportation Act for the period ¢x-
piring March 1.

Railroads were required to signify to the Com-
mission before May 31 whether they would volun.
tarily make new schedules or require the Com.
mission to issue its detailed order for the altera-
tion. The full weight of the Commission ap-
pearcd to be thrown behind the statement made
in the majority and controlling opinion that “gen-
eral reduction in the rate level as substantial as
the condition of the carriers will permit will tend
to stabilize the conditions under which com-
nerce and industry are carried on, with conse-
quent fuller assurance to carriers of recalizing a
fair return.”

On the statcment of the Cominission that rail
freight revenues in 1921 approximated $4.000,
000,000, to-day's decision will reduce the national
freight bill by $400,000,000 per year.

AN ADVERTISING YARDSTICK

The four essentials of a good advertisement
are defined by the \Wales Advertising Agency,
New York, as follows: First, it must attract at-
tention; second, the first glance muyst arouse
interest; third, it must be persuasive; fourth, it
must determine action. This is a yvardstick for
measuring the worth of advertising, which is
worth considering.

ANDREW McCARTHY A VISITOR

Andrew G. McCarthy, manager of the whole-
sale Victrola department of Sherman, Clay & Co.,
San Francisco, was a recent visitor to New York
and nearby cities. His many friends were de-
lighted to greet him,
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Dealers Tie Up 1ith Cor.-c. rls—
Evrnest L. Arthur Iith Elder-
Johnson Co.— Trade Activitics

ColLunnys, O. June 3.—Announcement has just
been made by the Women’s Music Club of this
oty of the artist concert coursc to be presentcd
during the next season and in that course it is
gratifyiug to note that three Victor artists of
the first maguitude have been engaged. They
are Frances Alda. famous soprano of the Mctro
politan Opera Co.r Merle Alcock. American con-
tralto, and John McCormack, the noted tenor.

It is of interest to show that all threce of these
artists have given concerts in this city bciore,
and, in view of this fact, the general public is
leoking forward with pleasure to their appear-
ance.

The local Victor dealers are co-operating with
the Women's Music Club for the reason that they
sce a distinct advantage in having these great
Victor artists here.  QOutstanding  among  the
dealers who arc helping to make this course a
success is lHeaton's Music Store, at 168 North
High strect. The scat sale is being conducted
i the box oflice of this firm at the present time.
Otto B. Hceaton, president of the Heaton’s Music
Store, is also running large display advertise-
ments of this course in the local newspapers.
Mime. Frances Alda and her concert conpany
will open the course on Friday evening, Octo-
ber 6. Merle Alcock appears during the sccond
week in January. The course will be concluded
with the appearance of John McCormack, who
will sing here on the 19th of April.

Ernest L. Arthur, formerly of the Starr Piano
Co., Indianapolis, Ind., has joined the Elder-John-
son Co. at Dayton, O. Mr. Arthur is an accom-
plished vocalist, having sung tenor roles at festi-
vals given at Ann Arbor and Evausville, on which
oceasions he appeared on the program with
Fricda Hempel. More recently he has been sing-
ing in the Jewish Temple in Indianapolis. Be-
cause of his thorough knowledge of music Mr.
Arthur is very much interested in his work and
the fact that he is in the Victrola department of
the Elder-Johason Co. is considered by him a
splendid opportunity to serve his firin through
his service to the public.

Don Johns, of the Johns Music Store, Lima, O.,
reports a steady increase in the sale of records

Juxk 15, 1922

to the schools. Practically all the schools are
showing a marked hmprovement in their record
libraries. according to Mr. Johins.

Through the gencrosity of the Elite Music
Store, 211 South H:gh strect, the field day ex-
ercites in a number of the local public schootls
were made more attractive, Not only were ma-
chimes loaned to somce oi the schools, but mcm-
burs m this firm s salcs force worked in co-opera-
t:on with the school tcachers in picking om the
appropriate records for the folk dances, drilis
and marches, which records also were loancd to
the schools for these occasions. Perhaps it is
because thus finn is so rcady and witling to assist
the tcachers in bringing wmusic 10 the school
rooms that it enjoys a large school trade. Harry
Patton, gencral manager of the Elite Music
Store, Lias also arranged the presentation of Vie-
trota concerts in the Kunickerbocker Theatre as a
part of this theatre’s program.

So well plcased was Frieda Mempel with the
Z. L. White's Jenny Lind window display that
before lcaving Columbus, following her concert,
she came in person to the talking machine de-
partment of this finm and thanked the attachés
of the concern for it. She told meimbers of the
firm that m all the cities that she had wvisited
she had not seen a window that was morce artis-
tically designed or that she liked better than that
of the Z. L. White Co.

All the Junc records relecased by the Victor
Talking Machine Co. will be offecred in councert
before the patrons of the Z. L. White Co. on
Monday, June 5. A wecll-known vocal soloist will
also be on the program. This is 1o be the third
concert that Mr. Connor will have presented to
the patrons of his firm. “QOur customers arc in
the habit of looking forward to these concerts
now. They find it a help in their selection of the
new records and we arc glad to let them know
the records that arc released,” said Mr. Conmor
m conunenting on these concerts.

Through the cflforts of Phillips & Son, Vic-
trola dealers, Mt Gilead, O., approximately scv-
cnty rural schools have purchased Victrolas and
records. These machines arc being used in teach-
ing music appreciation and folk dances.

During the past two ycars the Shakespearc
Club of Kenton, O., has devoted a great dcal
of time to the study of music. In 1920 a coursc
on the opera was taken by imembers of this
organization. The following year this club
studied the history of music. In this coursc the
members used the book entitled “What We Hear
in Music,” which is published by the Victor Co.
As a cubminating fcature of the club’s progress

W. F. HITCHCOCK. Proprietor
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THE PHONOSTOP

THE PHONOMOTOR CO.

5 years of success everywhere

Efficient

Two Well-known Phonograph Accessories Needed in Every
Instrument of Class. Satisfaction Guaranteed in Every Case

Once adapted becomes permanent.
A WHOLE PAGE of references if desired.
DON'T DALLY with inferiors, get THE BEST.
PHONOSTOPS are universal, STANDARD, and finished in nickel and gold.
NEED-A-CLIPS in nickel only.

Get Our Printed Price List Immediately

Samples sent by parcels post C. O. D.; money back if unsatisfactory, but you'll
want more,

121 WEST AVENUE
ROCHESTER, N. Y.

THE NEED-A-CLIP

OKEK Records

GRANBY PHONOGRAPHS
MASTER-TONE TALKING MACHINES
OUTING PORTABLES

0 N

NEEDLES
Okeh — Truetone — Wall Kane
Tonofone — Gilt Edge

Accessories, ctc.

Complete Stocks—Prompt Service
IROQUOIS SALES CORPORATION

Wholesale Distributors

210 Franklin St. BUFFALO, N. Y.
B ulihig CeTRRy el TR R bt
m the study of mmisic a music mcomory contest
will be held at the end of this ycar. The pro-
gram for next year will be considcrably more
comprehensive than the present year and will
include the study of oratorios and symphonics.

Albert Fink Music Co., of this city, is co-oper-
ating with the Shakespeare Club, as well as the
schools in their efforts 1o lcarn more about the
broad subject—music.

Mrs. J. F. Bowers, Chicago, spent two weeks in
Columbus recently. During her stay here Mrs.
Eowers was entertained by Mrs. Perry B. Whit-
sit. Mrs. Bowers is the wifc of J. F. Bowers, of
Lyon & Healy, Chicago.

Recent visitors to the Perry B. Whitsit Co.
imcluded H. C. Summers, Jackson, O.; F. G.
Mardis, Mt. Vernon, O, and M. G. Chandler,
Chillicothe, O. The Perry B. Whitsit Co. is a
wholesale jobber of Victrolas and Victor records.

ASSISTANT TO SECRETARY HOOVER

David L. Wing Appointed to Take Charge of
Trade Association Activities

Delivery Bags,

WasxinegroN, D. C., June 6.—David L. Wing,
formerly with the Federal Trade Commission,
has becen appointed an assistant to Sccretary of
Comimerce Hoover, and will be in charge of all
the department’s trade association activitics. The
announcement recently that the Department of
Commerce was anxious to confer with all trade
associations regarding co-operation in the gath-
ering of statistics, information regarding for-
cign trade, etc., has resulted in a number of or-
ganizations asking for conferences, which the
crowded calendar of the Secrctary will not per-
mit him to hold. He has, therefore, designated
Mr. Wing to meet with the representatives of
the associations and to work out with each asso-
ciation individually the method in which the or-
ganization and the department ean co-opcrate
with the best possible results.

Because of the different activities of the vari-
ous associations, no formula can be devised for
working out a program that will apply to ali,
and it will be necessary to do this association by
association.

PHONOGRAPH JOBBERS CORP. FORMED

Among the recent additions to the New York
City talking machine jobbers is the Phouograph
Jobbers Corp., which has been gramted a char-
ter of incorporation under tlic laws of New York
State, with a capital of $50.000. B, and R. K.
Anarnck and B. Abrams arc the incorporators of
the concern.
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What Makes the Strand Sell NOW

The popular type of talking ma-
chine—the type that today is bringing
the dealer a big volume of business
and good profits—is the moderately

Strand Louis XV Console
Lists at $150

priced, flat-top period console. Strand
Period Consoles are flat-top, have the
correct lines and can be profitably
retailed at common-sense prices.

Our sales to date on the Strand
model illustrated at the left (our
Louis XV $150 Model) show that
the trade recognizes its quality as
well as its sales value.

We also offer models listing at
$125, $175 and $200—all true to
the period.

Every Strand is guaranteed not
only as regards tone, finish, design
and workmanship in every part,
but also in packing. Our packing
and shipping system is trouble-
proof.

The Strand dealer policy: “Te
man who does the selling is enti-
tled to a REAL profit.” And

“Better merchandise, lower [ist
and faiter discounts”

Protected territory for Strand
dcalers.

Write for full information on this fast-moving
line and learn why Strand dealers are the most
enthusiastic in the phonograph trade.

These Direct Strand Representatives are Ready to Serve You:

RICHARD H. ARNAULT, 95 Madison Avenue, New
York City

W. O. CARDELL, Tulsa, Okla.

A. H. DANKMAN, 327 Adams Street, Buffalo, N. Y.

CONSOLIDATED TALKING MACHINE CO., 227 W
Washington Strect, Chicago, 11l

A. C. ERISMAN, 174 Tremont Street. Boston, Mass.

W. S. GRAY, 942 Market Street, San Francisco, Cal

STERLING ROLL & RECORD CO., 137 West Fourth
Street. Cincinnati. Ohio

ARTOPHONE CORPORATION,
St. Louis, Mo.

1103 Olive Stree,

G. C. SILZER, 1019 Walnut Street, Des Moines, Ia.
\VAII;TER L. ECKHARDT, Empire Bldg., Philadelphia,
a.

RICKEN, SEEGER & WIRTS, Globe Bldg., Detroit,
Mich.

. F. STANDKE, 1120 Grand Avenue, Kansas City, Mo.
MERVIN E. LYLE, 214 Pcachtree Arcade, Atlanta, Ga.
R. J. JAMIESON, 25 Taylor Arcade, Cleveland, Ohio

H. J. IVEY, General Delivery, Dallas, Texas

OTIS C. DORIAN, 11 Bloor Street, E. Toronto, Ont

R. L. CHILVERS, 49 Lincoln Avenue, Montreal, Que.

MANUFACTURERS PHONOGRAPH CO., Inc

95 Madison Avenue

New York

GEO. W. LYLE, President
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To hear the warm contralto voice of Carmela
Ponselle singing Handel’s Largo, “Ombra
mai fu,” and “Ave Maria” is to want this
wonderful July record. For all lovers of
good music.
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Columbia Graphophone Co. /

NEW YORK *(\}|

e

TRADE REVIVING., SAYS HARDING

Speaking Before Chamber of Commerce of the
United States, President Urges Honesty in
Business as a Vital Necessity to Success

Wasningrox. D. C.. June 3.—President Harding,
speaking before the Chamber of Commerce of
the United States here recently. declared that
the country “at this very moment is on the
threshold of a new era”; that business 1s reviving
and the “coyntry is finding itself.”

The Government, he said., was greatly inter-
ested in restoration of normal world business
and economic conditions and he added that there
was no disposition on its part to hold aloof
from other nations. American industry, how-
ever, he said, should not be destroyed to build up
the commerce of other lands.

“If there is any one realization.” he said,
“which fixes itself more firmly than another in
the mind of one charged with great responsihility
it is the conviction that the business life of the
Republic is the reflex of all its good fortunes. 1
think | can venture to say that commerce and
civihzation go hand-in-hand, and were it not
for commerce there would Le no civilization,

“From the vicwpeint of one in authority and
having responsibility comes another considera:
tion. Commecrce finds its place in all our con.
siderations. Undoubtedly it had much to do
with the bringing about of the \World War and

I think | can say just as confdently that it was
never once forgotten in the negotiation of peace.
It is so inextricably associated with all we do
that commerce is always foremost in the life of
any pcople.

"While [ am speaking very briefly [ wish to
speak for a commerce with a conscience.

“If 1 were to bring only one admonition to
you | would like to charge you men and women
of influence and responsibility with the task of
climinating from American commerce those who
do not have conscience, whose conscienceless
practices bring that criticism which sometimes
attends our American activities.

“There is not an agency i American life
which can so quickly put an end to abuses and
offenses in American commerce as those who
are conspicuous in the leadership of that com-
merce.

“At the very moment we are on the threshold
of a new era, Undoubtedly there is more than
a mere business revival in sight. QOur country
is hnding itself again. We are fundamentally
right and we do not intend ever to be discour-
aged for a long time.

“Business is reviving and we are soon to re-
surnc our onward sway.

[ know you are interested in world restora-
tion. So is your Government. But [ beg to re-
mind you we¢ must always be right at home
before we can be very helpful abroad. We do
not mean to hold aloofs we want to play a great

[ HENRY BURR.

Y

1658 Broadway
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EIGHT FAMOUS
VICTOR ARTISTS

[n Concert and Entertainment
Personal Appearance of

Eight Popular Victor
Favorites on One Program

A live altraction for live dealers and jobbers

Bookings now for season 1922.1923
Sample program and paniculars upon request

P. W, SIMON, Manager
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FRANK CROXTON

4

New York City

MONROE SILVER.

JOHN MEYERS

Famous Ensembles including

Campbell & Burr - Sterliog Trio - Peerless Quartet

FRANK. BANTA.

mation’s, aye. a great people’s part in the world.
I do not know of anything that would help
more than to give the world an example of a
commercial nation with an abiding conscience.”

BANNER RECORD DEALERS' SERVICE

New Department Opened to Co-operate With
Retailers in Arranging Window Displays,
Advertising Campaigns, ecte.

The Plaza Music Co.. New York City, manu-
facturer of the Banner records, has opened
a scrvice department which will co-operate with
retailers in arranging window displays and carry-
ing out advertising campaigns. A series of
advertising mats has just been forwarded to
Banner dealers to be used in local papers and
special dealer circular matter. These mats are,
of various sizes, making them available for either
a small or large advertising appropriation. They
include illustrated matter, publicity on current
hits and gencral constructive copy. These mats
are sent to the dealer free.

The window display service includes frec
multi-colored prints resembling oil paintings.
They are most attractive and have the appear-
ance and qualities which should make them avail-
able for any dealer’s window. Full instructions
are sent with cach set and the designs, copy and
titles are changed each -month. In connection
with the cxploitation of Banner records, the
Plaza Music Co. has copyrighted the name
“Opera-Trots.” This is a special series of dance
records the themes of which are based upon
famous operas. The arrangements, however, are
most modern, carrying a snappy fox-trot rhythm,
Since their original introduction last month
the “Opera-Trot” records have madce notable
progress in the talking machine trade.

WHITEMAN PLAYS IN WOONSOCKET

Noted Orchestra Gives Concert in That City
Under Auspices of LaRoe’s Music Store

Woonsocker, R. 1., June 1.—Paul Whiteman and
his famous Palais Royal Orchestra gavé a most
successful concert at the Laurier Theatre. this
city. recently under the auspices of LaRoe's
Music Store, exclusive Victor dealer, who em-
phasizes strongly that the \Whiteman Orchestra
made the popular Victor dance rccords.

Ear! J. LaRoe. proprietor of LaRoe’s Music
Store, has been instrumental in bringing a num-
ber of Victor artists to Woousocket, ammong thcn
Reinald \Verrenrath, Lambert Murphy, Lucy
Marsh, Charles Harrison, the All-Star Trio. the
Eight Fammous Victor Artists, etc., and as a re-
sult has increcased the company’s business to a
mmost substantial degree. Naturally, he is among
the optimistic ones regarding Fall trade,

Acting without thinking is like lookiug into the
business cnd of a gun and pulling the trigger and
trusting to Providence. The inquest usually
follows. both in busincss and personal life.
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DISCUSSES BRUNSWICK DEVELOPMENT

Interesting Article by D. M. Hubbard in Print-
ers’ Ink Tells of the Success of the Bruns-
wick-Balke-Collender Co. in Entering and
Establishing Itself in the Phonograph Field

One oi the feature articles in Printers’ Ink for
May 25 was entitled “"New Hall of Fame of Mu-
sic Rises Out of Bar Fixture Ashes.” and re
ferred at length to the success of the Bruns-
wick- Batke-Collender Co. in the talking miachine
ficld following prohibition and the dropping off in
the demand for billiard equipment. The article
was by D. M. Hubbard. who put the matter well
when he said: “It is a far cry from bar Axturcs
te baritones,” and who described most interest=
ingly the progress of the Brunswick Co. in build-
ing a dehinite place for itself in the talking ma-
chine ficld and building up a catalog of record
artists of international standing.

One of the most important fcatures of the
article was an interview with A. J. Kendrick, sales
imanager of the Phonograph Division of the
Brunswick-Balke-Collender Co., who is quoted as
saying:

“When we entered the phonograph field we
had a ready-made jobbing organization in the
form of a number of branch houses in different
parts of the country. These had handled our line
of billiard and bowling c¢quipment for years and
they simply added our phonographs and records.
This condition led us to concentrate on the retail-
er, and ler me say that the average retailer needs
help in rolling selling obstacles out of his path.
Fortunately, we have not had to push our line
with the jobber and we have accordingly been
able te give the dealer more time and help than
many manufacturers,

“One oi the first things we found out was that
our line would become known by the company
it kept—that is, by the dealers who handled it.
That is a cardinal principle with us now, 1f we
sign up a dcaler who is asleep and unprogressive
to represent us, we know that Brunswick phono-
graphs and records will not get across in his
territory. So we have picked dealers. We have
never drafted them. We have recruited volun-
teers and wc have always rcjected more dealer
applications than we have accepted.

“In working with the dealer we found that

there was an immense field for education. We
have had to scll dealers on advertising. \We have
had to teach them cffective display methods. We

had to detcrmine what was the kind of booth in
which the customer could best listen to Bruns.
wick records and then get the dealer to install
that kind. Some of our dealers felt that the
phenograph market had about reached the sat-
uration point. We sent out a man (0 study the
held. The results of his investigations proved
interesting and enlightening. For example, in
and around Columbus, O.. territory. his census
showed that there were phonographs in only 23
per cent of the homes. That convinced us and
the dealer as well that there was business still 1o
be had for the man willing to supply what the
remaining 77 per cent wanted,

“The Brunswick sales force has always cen-
couraged and helped our dealers to advertise.
And in working with them we have furnished the
copy and cuts and shared their expense. But it
has been our aim to have the retailer put his
advertising on a schedule basis so that it would
run systematically and regularly instead of sim-
ply now and then.

“As for the retailer, he has been willing to work
with us because he has felt that we were doing
our hest to help put him on the map. For ex.
ample, last year when values were changing we
protecied dealers when a number of new models
which we were bringing out made old phono-
graphs hard to move. \Ve called in 15,000 old
models, took them to our ifactories and rebwlt
them, therchy puiling many a dealer out of a haz-
ardous position. You can imagine what that did
for dealer morale.”

The person whose activitics are not actnated
by the divine discontent will not travel very
far on the road to success.

VAN WICKLE OPENING CELEBRATED

Elaborate and Interesting Concerts Mark For-
mal Opening of New Washington Store

Wasnincron, D. C, June 3.—The forinal open-
ing of the elaborate new store of the Van Wickle
Piano Co., at 1222 F street, previously announced
in The \World, was cclebrated inost effectively
during the middle of May with a concert at thc
company’s store in the afternoon and evening.
followed by an elaborate public concert in the
Willard Room of the \Willard Hotel, under the
auspices of the Van Wickle Co. at which a
number of prominent artists appeared, includ-
ing Blanche DaCosta, soprano; Elizabeth Win-
ston, pianist, and Henri Sokolov. tenor. Ger-
trude McRae Nash appeared as accompanist.

A feature of the concert was the presentation
of the A. B. Chase¢ reproducing piano, which re-
produced the playing of Gabrilowitsch and other
noted pianists. The instrument made a distinct-
Iv favorable impression.

flags and bunting and on the interior with palm
and baskets of cut flowers. Many floral piece:
were sent by trade and personal friends of Mr.
Van Wickle,

The concert at the store was given by Meyer
Davis’ New Willard Orchestra, which played
both aftcrnoon and evening. Sclections were also
played by the A, B. Chasc reproducing grand,
the Price & Teeple reproducing upright piane
and the Victrola.

SATISFIED CUSTOMERS BOOM TRADE

There are many talking machine dealers who
make it a point in their advertising to impress the
public with the service they render. In many in-
stances this so-called service is merely a myth,
as the customer soon discovers to the harm of
the merchant. If a statement of this sort is
niade the firm should back it up to the limit of its
ahility, becausc the satisfied customer is the best
adveriising which a business can receive.

For the formal opening thc Van \Wickle Build- The Art Music Shop, Chicago, 111, has changed
ing was profusely decorated on the outside with its name to the Brunswick Music Shop, Inc.
+ —e +*

hard usage.

ESIGNED to stand the shocks of

EUILT to run smoothly and noiselessly
under varying conditions.

PERATED with uniformity, and
constant in speed.

Write for prices

-4

SPHIRX CRAMOFWONT WNOTORY im:
aow Teew. B

Sphinx Gramop]'tone Motors ].nc.

21 East 40th St.
NEW YORK CITY

Built hy Engincers
with the highest
Engineering Skill.
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ANDREWS’
VICTOR SERVICE

i

Ul STEP by STEP

N\ Y : = 3 v .

,? / The growth of the Curtis N. Andrews business has not

|1 been spasmodic or spectacular, but has been steadv and con- 1
| :', sistent, going forward step by step. This 1s the kind of |
l
1

progress that reflects the confidence and good-will of the
1Mt Victor dealers

For 1922 we have developed several new forms of dealer
co-operation that are meeting with the hecartv
approval of our dealers. These plans arc prac-

tical and result productive—why not investigate

them?

CURTIS N. ANDREWS

Victor Service rebresents the highest
type of Dealer Service
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music lovers.

This record will sell itself to all fun-loving
“Mr. Gallagher and Mr.
Shean” and “When Those Finale Hoppers
Start Hopping Around.” Tenor and baritone
duet by Furman & Nash.

A-3609.

Columbisa Graphophone Co.
NEW YORK

F——

ADVERTISING AS A TRADE SOLUTION

Wm. H. Rankin, Noted Publicity Speciatist, Tells
How Advertising Is More Necessary To-day to
Manufacturers and Dealers Than Ever Before

Discussing the importance of advertising as
one of the great factors in developing and stabil-
izing business, \Wm. H. Rankin. the well-known
advertising specialist, made the following re-
marks in the Chicago Journmal of Commerce.
which are well worthy of the consideration of
those who have not given his viewpoint atten-
tion. He said:

“Nearly every business man is asking what
can 1 do to help business and unemployment.
Here is the remedy

“Advertising is more necessary to-day to man-
wfacturers and retailers than ever before. It can
be used to help restore the proper balance of
trade and produce more work through empty-
ing the dealers’ sheives. The sooncr any busi-
ness—and especially the retail business—is able
10 price its present inventories so that the pub-
lic will rush in and buy the sooner salesmen will

Main-Springs

For any Phonograph Motor
Best Tempered Steel

Each
3 inch x 10 feet for all small MOtOrs. ., corouernenes 3 .30
%  x10 ' Pathe Columbia, Heinem e 33
1 210 “  Columbls ............ 40
1 z 11 ** Columbla with hooks........... .50
1 13 " Victor, old style..... 45
1 z 15 ° Yictor, new Slyle.. .50
1% z 18 “ YVielor, new or ol style........ .70
1 =z 12 * Helnercan and Pathe........ 4%
1 & x I ** 8sal, Silvertone, Krasberg...... .45
1 O | | * Saal, Stvertone, DBrunswiek..... .50
1 oz 16 * sonors. Brunswick, Saal........ .80
13/36° x 18 ** Vleineman and Pathe......... .'ES
1% ° x25 ° Edison Mee ...... sanie 1L.%

SAPPHIRES—GENUINE
Patbe, very loud lone, each 3¢, 100 lots §i1.00.
Edison Loud-tone, each 13¢; Lo 100 low, $15.50.
TONE-ARMS

The very best, loud shd clear, throw-bark....,..... $4.50
WIth large reproducer, wery loud, Universal......... 4.00
With smalier reprodurer, but loud and clear....... .. 1.50

PHONOGRAPH NEEDLES

We ¢an qn you best Drice on Brilllantone, Magnedo, Wall-
Kane, Tonofone, Nupoint, Gilt Edge, Incas and Velvetone
Keadles

ORDER RIGHT FROM THIS AD

Send for price Vst of other repalr parts and mators

Termy—F. O B Bt. Louls. Mo, Send enough 1o rover
postage or goods wiil be shipped by express,

The Val’s Accessory House
1000-1002 Pine St. St. Louls, Mo.

have an opportunity to get real substantial or-
ders from the retailers.

*Orders from retailers will help the manu-
facturers make up their minds to help sell their
goods to the consumer through advertising. Such
advertising. provided the price and the quality
of the merchandise is right, will help the retailer
scll the consumer at less cost than through any
other mcans.

“*Consumer buying will help the retailer—when
the retailers’ shelves are clcared. Then the man-
ufacturer’s salesmen will have the opportunity
not only to book orders for immediate delivery.
but for future delivery as well. These orders
will start the smoke in many factorics which
will give employment to thousands that are now
unemployed—and to get to the seat of things—
advertising can and will start this wheel of em:
ployment and prosperity if it is given the chance.

*1 know of a half dozen instances where ad-
vertising is doing and has done during the last
six months just what [ have described in this
article, and 1 will be glad to gives names and
show plans that have worked out successfully.

"When you stop to consider that an adver-
tiser may use a national or local newspaper cam-
paign at a cost of one-tenth of a cent for each
home reached you caun understand why news-
paper advertismg pays so well,

"If advertising can be used to restore proper
buying by the consumer—and I know it can if
properly used—then automatically the uvnem-
ployment problem will be solved, and solved
quickly.

“So let us all set about to see what we can
do to help solve this uncmployment problem by
getting behind a campaign to help the retailers
clear their shelves through cnergetic and per-
sistent advertising and salesmanship, and thus
create orders for the manufacturer, which, in
turn, will put the unemployed to work.”

A CLEVER USE OF THE POST CARD

Quixcy, Iir, Junc 6—The Halbach-Schroeder
Co., Brunswick dealer of this city, has evolved a
clever stunt, which is proving cffective in keeping
his store before the public. At periodical inter-
vals post-cards containing a picture of the store
on one side are sent to customers. On the other
side of the card are listed certain records which
it iz believed will interest the custoniers.

CHANGES IN NEW TARIFF BILL

Senate Finance Committece Reporis Many
Changes in Section Bearing Upon Talking Ma-
chines, Records and Supplices for the Trade

Wastineron, D. C., June 5.—The new tariff bill,
as prepared by the Scnate Finance Committee,
contains many changes of imterest to talking ma-
chine and musical instrument dealers. The bill
is now being considered by the Senate. Some of
the provisions of vital interest to our trade are

Phonagraphs, gramophones, graphophones ansl
sinilar articles, and parts thereof, 30 per centwin
ad valorein,

Mica, unmanufactured, valued a1 not above 15
cents per pound, 4 cents per pound; valued above
15 cents per pound, 23 per centuin ad valorem;
mica, cut or trimmed, and nica splittings, 3O per
centum ad valorem: mica plates, and built-up
mica, and all manufactures of mica or of which
mica is the component material of chief value,
40 per centuin ad valorem; ground mica, 20 per
centum ad valorem.

Felts, not woven, wholly or in chief value
of wool, valued at not more than 50 cents per
pound. 20 cents per pound and JO per centum ad
valorem; valued at morc than 50 cents. but not
more than $1.50 per pound, 30 ceuts per poind
and 35 per centum ad valorem: valued at more
than $1.50 per pound, 40 cents per pound and 40
per centumn ad valoremn.

Albums for phonograph records, wholly or
partly manufactured, 35 per centum ad valorem
(House Bill, 23 per centum).

The bill places the following on the free list:
Music for educational purposes; discs of soft
wax, commonly konown as master records, or
metal matrices obtained therefrom, for use in
the manufacture of sound records for export pur-
poscs admitted free of duty under such regula-
tions as the Sccretary of the Treasury may pre-
scribe: cedar, lignum vitac, lancewood, ebony,
box, granadilla, mahogany, rosewood, satinwood,
and cabinct woods, in the log, rough or hewn only,

The rates on graphite fixed by the Senate
Finance Commitiee have been approved by the
Ilouse and the Senate. The duties recommended
hy the Finance Committee consist of a 10 per
cent ad valorem tax on amorphous graphite. 20
per cent on crystalline lump and 2 cents per
pound on crystalline Aakes.

The “VICSONIA”

For Perfect interpretation of Edison Disc

Records on Victrolas and Grafonolas.

Fitted with permanent jewel point.
Meet the demand—Serve your customers

Sample Model A" or *B" Viesonia, nickel plated,
will be sent on receipt of $4.50.

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

[IVICSONIA MFG. CO,, Inc.

313 E. 134th STREET

REPRODUCER

INo loose parts,

Retail price $7.50.

NEW YORK, N. Y.
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Reason Six—
: he t?)

Sonora has never surrendered its leadership
in tone—nor has it ceased to develop and refine

the perfection of tone with which it began.

IX

The Sonora of today 1s vastly greater than
the Sonora which won highest score for tone at
the Panama-Pacific Exposition. Such an instru-
ment as the new Baby Grand—to mention only
one of the many new models—is a miracle of
clarity and naturalness never before equaled.

Baby Grand
$200

'he more the great mass of phonograph
buyers learn about phonographs and music, the
more they believe that ultimate satisfaction lies
in Sonora for 1ts matchless tone.

To the dealer this prestige means less sales
resistance and lower selling costs. And with
Sonora quality taking new strides forward,
Sonora prices are lower than they have ever

been.
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The distributor named below who covers the ter-

THE TALKING MACHINE

WORLD

ritory in which you are located will be glad to answer
all inquiries regarding a Sonora agency on receipt of

a letter from you.

Syracuse, N. Y.

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

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

Memphis, Tenn

Arkansas, Louisiana, Tennessee, Mis
SISSIpPL.

Indianapolis, Ind.
State of Indiana.

Omaha, Nebr.
State of Nebraska.

221 Columbus Ave., Boston,

Mass.

Connccticut, Rhode Island, Massachu-
setts, Maine, New Hampshire and
Vermont.

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

616 Mission St., San Francisco,
Cal.

Washingion, California, Oregon. Ari
zona, Nevada, northern Idaho, Ha-
waiian Islands.

ESIDES possessing im-
po:tant patents of
its own, Sonora is licensed
and ope:ates under BASIC
PATENTS of the phono-
g aph industry. Sonora’s
future and the futwre of
Sonora’s dealers’ business
are secure,

Houston, Texas.
Southeastern part of Texas

310-314 Marietta St., Atlanta, Ga.

Alabama, Georgia, Florida and North
and South Carolin

Wichita, Kans.

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

Minneapolis, Minn.

States of Montana, North Dakota
South Dakota, Minnesota.

613 Arcade Bldg., St. Louis, Mo.

St. Joseph, Mo.
Missouri, northern and eastern part

of Kansas and 35 counties of N.E.
Oklahoma

1751 California St., Denver, Colo.

S:ates of Colorado, New Mexico and
Wyoming east of Rock Springs

Salt Lake City, Utah

Uiah, western \WWyoming and south-
ern Idaho

720 8. Michigan Ave., Chicago, Il
INincis and lowa.

Milwaukee, Wis.
\WVisconsin, Upper Michigan

1214 Arch St., Philadelphia, Pa.
Eastern Pennsylvania, Maryland, Del-
aware, District of Columbia and Vir-
ginia

505 Liberty Ave., Pittsburgh, Pa.

Western Pennsylvania and West Vir-
ginia

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

311 Sixth Avenue, New York.

Counties of \Vestchester., Putnam
and Dutchess; all Hudson River
towns and cities on the west bank of
the river, south of Highland; all ter-
ritory south of Poughkeepsie, includ-
ing Greater New York, with the ex-
ception of Brooklyn and Loug lsland,

x 0.
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éTARR PHON_OGRAPH PRESENTS ITSELF TO BILLY SUNDAY

Over 1,000-Employes of Starr Piano Co. Attend Big Revival in Richmond When Starr Phono-
graph With Special Records by Rodeheaver Is Presented to Noted Evangelist

Ricanoxp, Ixnp., June 6.—~The evening of Thurs-
day, May 18, was “Swaarr Night" at the big
abernacle here where Billy Sunday, the noted
vangelist, was holding one of his successful meet-
ings, and over 1,000 employes of the Starr Piano
Co. marched to the meeting in a body wearing
appropriate ribbons with the Starr trade-mark
thereon and carrying banners bearing inscriptions
such as: "The Starr Piano Co.” “Starr Pianos,”
*Starr Phonographs™ and “Gennett Records.”

The main event of the evening was the pres.
entation of a Style X Starr phonograph to Billy
Sunday by the factory, the phonograph making
its own presentation spcech. A special Gennett
record was made by Homer Rodcheaver, the Sun-
day choir leader, at the Starr recording labora
tories at Riclinond for the occasion and caused
a great deal! of surprise and comment. A special
spruce horn four feet long was built and con-
nected to the regular horn of the phonograph, so
that the words of the prescntation speech could
be heard in the most remote corner of the great
building. The instrument was played by Clar-
cnce Gennett, treasurer, and Fred Mayer, super-
intendent of the Starr factory.

I'he obverse side of the record bore a talk
calling attention to the fact it was the first

BRUNSWICK DEALERS TRY NEW ONE

Sending Out Girl to Find Users of Brunswick
Machines Stimulates Record Sales and Results
in Considerable Publicity and Business

Dealers handling the Brunswick line of phono-
graphs and records throughout the Philadelphia
territory have adopted a new plan which is act-
ing as a considerable stimulant in the sale of rec-
ords and, in addition, is arousing keen interest in
the Brunswick line.

The plan is to announce in the papers that be-

thne a phonograph had ever presented itself to
an individual, in comynenting upon the manufac-
ture and equipment that made such a feat pos-
sible. The reverse side reviewed in well-chosen
words the development of the phonograph, how
it had the magical power of invoking happiness
and joy or sorrow and sadness, Its value in
spreading the Gospel! was also dwelt upon and.
in closing, the record said: "Many a soul would
rejoice and accept religion through my repro-
duction and many a family could be held to-
gether if 1 were allowed to speak out the truths
of Christianity.”

The reproduction of the special record aroused
tremendous and prolonged applanse and Mr. Sun-
day had dificulty in finding words to express his
appreciation of the gift.

Gennett records of the tabernacle songs recent-
ly recorded at the Starr factory by Homer Rode-
heaver were then played and enjoyed by the
crowd. An interesting feature of this was the
playing of one verse and chorus of various selec-
tions alternated with the singing of the same
piece by Mr. Rodeheaver, much to the delight of
the throng. The stage was decorated with sev-
vral large baskets of irises presented to Mr
Sunday by the women of the Starr Piano Co.

tween certain hours in the evenings a girl will
call at residences and wherever she finds a Bruns-
wick in use she will present the owner with a
certificate which may be used to pay for a §2
purchase of Brunswick records in the dealer’s
store. Among the dealers who have operated this
plan is M, J. Thormmn. of Bangor, Pa., who states
that winners of certificates often purchase more
than the amount called for.

There can be no question but that sentiment
is a great factor in making business. But keep
in nund that advertising makes sentiment.

NEW VAN VEEN INSTALLATIONS

Handsome Equipment for Grifith Piano Co. in
Newark—Lyons and Schwartz's Establish-
ments Also Fitted Most Artistically

L. Tobias, secretary of Van Veen & Co., Inc,
New York, points to the number of installations
ol wareroom equipment in process and coin-
pleted by his firm as evidence of the revival of
activity in the talking machine and piano busi-
ness.  Arrangements have just been completed
by T. M. Griffith, of the Grifith Piano Co., of
Newark. N. J, with Van Veen & Co. for the
coinplete equipment of its establishment, includ-
ing booths, record racks, ornamental screen
fronts and other appointinents.

The Griffith wareroom will rank without doubt
among the most beautiful piano showrooms in
the Eastern part of the United States. The deco-
rations will be in the Louis XVI period, finished
it ivory and blue. The walls will be laid out in
panel effect and the Griffith Co. is sparing no
expense in making it complete in every detail,
such as rugs, furniture and other appointments,
The Grifith Co. will feature the Steinway piuano
in this store and also Sonora phonographs.

Van Veen & Co. have recently completed a
very handsomne Sonora establishment for Mrs.
Margaret F. Lyons, 306 Seventh avenue, Brook-
tyn, N. Y., and also will equip a complete Colvan
department for the Schwartz Bros. Furniture
Co., in Norwich, Conn. The Schwartz depart-
ment will consist of four large hearing rooms,
approximately running from 9 by 9 w0 9 by 15,
and complete record department.

CAMPAIGNING FOR BUSINESS

Buuerietn, W. Va, June 1.—The Lemkuhl-
Shepherd Co.. Victor retailer of this city, is using
energetic methods to develop business. A Ford
truck was purchased last week and a house-to-
house canvass and demonstration in the sur-
rounding country will be made.

Ry
N =
P
“Mi MASTENS

Five

Victor Victrolas—Victor Records—Victor Accessories

Sherman [Glay & Oo.

Pacific Coast Distributors

Main Wholesale Depot:

741 Mission Street, San Francisco

Branch IWholesale Depots:
10th and Santee Sts.,, Los Angecles, California
N.W. Corner

Oceanic Bldg., Cor. University and Post Sts.

Scatrle, Washington
330 W. Sprague Ave., Spokane, Washington

Wholesale Depots for Your Convenience

13th and Glison Streets
Portland, Oregon
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DEATH OF JOHN L. SPILLANE

Secretary of Collings & Co., Newark, Passes
Away Suddenly as Result of Operation—
Widely Known in Talking Machine Industry

The death of John L. Spillane, secretary and
sales manager of Collings & Co., Victor jobbers
of Newark, N. J.. which occurted on Thursday,
May 18, a1 S1. Mary's Hospital, Brooklyn, N. Y,
from blood poisoning following a cut on the
arm incurred while working in the garden at his
home, was a severe shock to his large circle of

John L. Spillane
friends in the metropolitan district and New
Jersey.

Mr. Spillane was one of the best-known mem-
bers of the Victor trade. For many years he wa:
associated with the Blackman Talking Machine
Co.. New York, Victor wholesaler, holding the
position of assistant secretary with that impor
tant concern,

With the reorganization of Collings & Price,
under the direction of L. \W. Collings, and the
forming of Collings & Co® Inc, he was induced
to join this organization, Ile was generally
recognized as one of the foremost authorities
on Victor distribution, particularly as applied 1o
records, having specialized on the development
and growth of that deparunent.

H. N. McMenimen

Consulting Engineer

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

Recording, Plating and
Pressing

Motor, Tone-Arm and
Reproducer Design

Patent and Model
Development

Sales Promotion and
Advertising Plans

Laboratory:

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

2 Rector Street, New York
Tel. Ractor 1484

It is indeed with regret that the host of friends
which Mr. Spillane had in the trade will learn of
lis unexpected death. He was a man who
possessed those admirable traits of character that
endeared him to all with whom he had busiress
or social relations and who admired him for his
broad sympathies and desirc 10 help his fellow
man,

The funeral services were held at the fam-
ily residence, 376 Madison street, Brooklyn, on
Saturday morning, followed by requiem mass at
the Church of Our Lady of Victory, the inter-
ment being in Calvary Cemetery. Among those
from the trade atiending were Mr. and Mrs. L.
W. Collings, Mr. and Mrs. Harold A. Lamor,
Fred P. Oliver, George E. Thau, Mr. Pavie, of
the Chalmers Music Co.; Mr. Millard, of the
Ridgewood Walking Machine Co., Ridgewood,
N. J.; Hugo Traeger, Sr., of Stapleton, Staten
Island, and George Hirtzel, of Elizabeth, N. ].

Mr. Spillane is survived by his widow, three
sons, John, James, Charles, and a daughter,
Catherine.

CORLEY ACTIVITIES IN RICHMOND

Special Window for Virginian Historical Pageant
—Schwoebel Reports Business Improvement—
R. C. Gentry's New Post in Wholesale

Ricitmonp, Va., June 6.—The Virginian Historical
PPageant held here during the week oi May 22
was appropriately marked by many excellent
window displays.

One of the most attractive was that of the
Corley Co., Victor wholesaler, of this city. The
Corley window represented a cotton field, real
earth and plants being used. This formed the
sctting for featuring the Red Seal record of
‘Carry Me Back to OI' Virginny,” sung by Alma
Gluck.

F. W. Schwoebel, in charge of the Victor
wholesale department, recently completed a trip
through the Southern States. He states that
crops look good and that the Victor retailers ex-
pect a marked improvement in business.

The Corley Co. announces the appointiment of
R. C. Gentry to the wholesale sales staff. He has
ad a number of years of retail experience and
is well fitted for his new duties.

STOP SENDING MAIL TO DEAD ONES

Scme Excellent Advice on Avoiding the Wast-
ing of Supplements Offered by Victor Co.

To talking machine dealers who make a prac-
tice of developing business through the means of
a live mailing list the Victor Talking Machine Co.
in a recent circular letter offered the following
excellent bhusiness advice:

One of the best ways to stop duplication in
mailing lists is to stop sending the supplements
to the Victrola owner who is not patronizing
your store.

“Your time and effort and our time and effort,
to say nothing of the money involved, are delib-
erately wasted when you continue 10 send the
supplement to the customer who does not re-
spond—who fails to come to your store for the
new records,

“The monthly supplement produces business in
direct proportion to the amount of intelligent
effort made to place it in the hands of customers
buying from your store. But the finest piece of
sales literature cver written will fail to fulfill
its mission if it is distributed in a haphazard
manner.”

MAKES EXHIBIT DURING PALMA FESTA

Corunsta, S. C., June 1.—J. L. Mimnaugh, Victor
rciailer of this city, had a striking exhibit at the
Paima Festa, held here recently in Exhibition
Hall. In addition 1o the merchandise well-dis-
played operatic figures in costume drew much
attention.

Rhodes Bros., Inc., of Tacoma, Wash., recently
opened a phonograph department in which the
Brunswick line is featured.

SUCCESSFUL EDISON CONCERT TOUR

“Tone Test” Recitals and Mood Change Charts
Stimulate Interest in the Edison Product in the
Southern States Visited by Artists

Edison “tone test’” recitals given in a nuwnbel
of Southern cities by Elizabeth Spencer, soprano;
Jacques Glockner, ‘cellist, and Emil Bertl, pian-
ist, were received with enthusiasm by Edison
dealers and the public in Georgia, South Caro-
lina, Florida and Tennessee, the States covered
by the tour. The concerts were instrumental in
arousing the interest of the public in the Edison,
and the mood change charts, prepared at the
music rescarch depariment of the Edison labora.
tories, also came in for considerable attention.

BUTELER WITH ROGERS & FISCHER

WasmineroN, D, C., June 1.—Rogers & Fischer,
Victor wholesalers of this city, have announced
the appointment of Charles S. Buteler to the sales
staff of the organization. He was formerly con-
nected with the Corley Co

Mr. Edison Man:—

Don’t Say

“KANT,” sy “KENT”

Write for catalog of complete line

The KENT No. 1
With “S'" Sound Box

Has given complete satisfaction
for years

Rex. U. S. Pat. Off.

F. C. KENT CO.

Irvington, N. J.
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TALKING MACHINE MEN TALK RA[)IO

Subject Discussed at Length at Monthly Ses-
sion—M. P. Campbell Makes Address—New
Committees Appointed—Ball and Entertain-
ment 10 Be Held in October

The regular monthly meeting of The Talking
Machine Men, Inc.. the orgamization coniposed
of progressive talking machine dealers of New
VYork, New Jersey and Connectient, was held at
the Cajfé¢ Boulcvard. New York City. on May 17,
and as usual, the meeting proper was preceded
by a luncheon.

An unusually large attendance was on hand
and the important subje¢t of the day relating to
radio and ils relationship to the music dealer
was freely discussed. Max Landay, of Landay
Bros.: M. Max, of Gimbel Bros., and Sol Laza-
rus, well-known New York 1alking machine
dealer. all of whom have stocked radio appara-
tue, treated the subject in a way that was mosi
enlightening to their hearers.

It seemed to be the consensus of opinion that
the present rate of discount given 10 the dealers
by radio manufaciurers did uot justify the stock
g of such goods, although it was generally ad-
mitted that these discounts would be increased
shortly. Most of the dealers secimed to be under
the impression that radio was a permanent prop-
osition and that it behooved the dealer to give it
attenmtion. Some even suggested that the goods
should be staocked even with the low discounts
and await the further development of that in-
dustry.

There was some discussion on what is the
matter with business and ways and mecans of im-
proving conditions.

The committee empowered to investigate the
radio situation and report back at the fune mect-
ing was appointed and was composed of M. Max,
Henry S§. Conn and H. Goldfinger. The fol-
lowing were added to the membership of the
Association by unanimous consent: Jack Bliss,
ol the United States Music Co.; Cheney Sales
Corp.. Musical Products Distributing Co. and
Schliecher & Sons.

Mark P. Campbell, the well-known piano
manufacturer, was the guest of the Assotia-
tion and made an address in which he reviewed
the work oi the Music Industries Chamber of
Commmerce and its ally. the National Bureau for
the Advancement of Music. His remarks were
well received, and while some memlicrs of The
Talking Machine Men, Inc., are already mem-
bers of the National Association of Music Mer-
chants, there seemed to be an indication of addi-
tional members joining, in order, as they ex-
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pressed it, to be more closely related to the
work of the Chamber.

According to an announcement of the cnter-
fainment committee the annual outing of the
Association will be held some time in Augusi,
the commitiee looking over several sites for the
affair.

The annual public entertainment inaugurated
last Fall will again be held this year and the date
has been set for October 30. [t is widerstood
that the Pennsylvania Hotel will again be re-
served ior the purposec.

The foltowing committees have been appouned
for 1922: Entertaimment Committee, Sol Laza-
rus, chairman; Max Berlow, Oito Goldsmith, C
B. Riddle, Albert Galuchie. N. Goldfinger. B. G,
Evans, Henry Conn. Fred Herrman, C. Abelo-
witz, E. G. Brown and Valentine Faeth. Serv-
ice Conunittee, Joseph 1. Mayers, chainnan; Al-
bert Bersin, Sol lLazarus. Grievance Commit-
tce. Theodore Arison, chairman; J Goldberg, H.
Bersin. Membership Committee, Valentine Faeth,
J. C. May, Outo Goldsmith, C. Abelowitz, C. A.
True, F. Bullenkamp, Harry Davega, ). Fried-
man and L. Leibowitz. Auditing Commmiitee,
Milton Weil, chairman: Joseph H. Mayers, Henry
Comn, Ben Roth. Executive Committee, lrwin
Kurtz, Ernest Leins. Joseph Friedinan, Albert
Bersin, Joseph Tylkoff, Joseph H. Mayers, L. J.
Rooney, E. G. Brown and Albert Galuchie. Moth-
er’'s Day Committee, Max Landay, chairman:
Milton Weil, Matthew Levin and B. H, Roth.

SERVICE AND THE SALES FFORCE

We will have reached the millennivm when
everybody wakes up to the fact that he is a sales-
maw, and that the price he gets for his service
is potentially influenced by one of the same laws
that so largely regulate the sale of merchandise,
namely, that the price is very largely regulated

by the quaniity and quality of the goods deliv-
ered, “I'm no1 paid for doing that” never made
good goods in the way of service. “I’'m carning
my salary now, and I'tl be blessed if 1 will do any
more,” never brought a raise.

The man who is always looking to sce how
little service he can render never becomes a
master salesman, and that’s what every man in
the commercial world to-day should strive to be—
a master salesman; for a master salesman is a
wiaster business builder, and the master business
builder is the architect of a nation’s commercial
greatness.

A NEW PORTABLE PHONOGRAPH

Plaza Music Co. Announces New Portable
Model to Be Known as the “Pal”

The Plaza Music Co., 18 West Twentieth
street, New York City, recently placed on the
immarket a new portable phonograph which carries
the trade name of “Pal” and will retail at a
popular price. The case is delivered finished in
either walnut or mahogany, as desired. It is a
small compact machine, weighing about twenty
pounds, plays all makes of records and has a
special sounding board.

The sales department of the Plaza Music
Co. looks forward to a heavy demand ior port-
able machines throughout the Suniiner months;
in fact. they are using the siogan: "This is a
portable year,” in all their adveriising material.
Special literature to assist the dealer in selling
this new portable machine has been issued by
the company.

The fellow who thinks the world owes him a
living and tries to exist on that basis really
works harder than the chap who works hard
and long for a small weekly stipend.

LIBERTY MOTOR COMPLETE
Price $6.00
Double Spring Motor Complete

Suitabic tor Portable Machines

Price $3.25

Write for Repair Part Catalog
Jobbing Territorics Open

Pleasing Sound Phonograph Co.

Manufacturers—Jobbers
204 East 113th Street New York Clty
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The Talking Machine World Trade
Directory has filled a long standing want of
the industry. It is kept as a handy reference
volume on the desks of a large number of the
members of the talking machine industry
where, 1n an stant, it provides detailed
knowledge about this or that company and
the products made by each company.

It gives the kind of information 1t would
otherwise consume much time to secure.
For instance, 1t will give vou a com-
plete up-to-date list of the manufacturers and
jobbers who comprise the talking machine
industry, including the mmvaluable data about
each concern, such as location of factories.
names of officers, location of branch ofthces,
trade names controlled, policy of marketing
product, etc., etc.

HERE IS WHAT SUBSCRIBERS SAY:

“Your 1922 Nodel Talking Machine “We congratulate you on the appear-
World Trade Directory reached us all ance of The Talking Machine World Trade
right, and the writer went over it care- Directory and trust that you will make it
fully yesterday at his home, and we wish a yearly fcaturc of your business.

to compliment you. ‘T'here has never been

. : “We could use two more copies of this
a Trade Directory got up that has been -

publication in our organization to great

so accurate as regards firms listed and that advantage, therefore request that you send
has covered the field so thoroughly. them to us, proper b||]|ng

. “Therc is no question but that this “Just before closing wish to state that
Directory will prove of real, tangible we consider the move on your part of is-
who are listed in same, but to the general industry as being onc of the most forward
dealer trade at large, who have nceded a movements occurring in the industry for
directory of just this nature.” several ycars.”

Only 50 Cents Only S0 Cents =
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EDWARD LYMAN BILL, Inc,
373 Fourth Ave., New York City.

Gentlemen:
rr o L3 s - Plc.'-isc send me postage .prcmid a copy of the 1922 edition of The Talking
U, b b T l_l I D Machine World Trade Directory, in payment for which [ enclose 50 cents.
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COLUMBIA NEWS FROM LOS ANGELES

Many New Accounts Opened—Percy Grainger
Enthusiastically Received—Dealers Using Ex-
tensive Publicity—New Representatives Chosen

Los Ancgeres, Cat, June 3.—There has been con-
siderable activity in Columbia circles during the
past few weeks, and among the important events
was the opening of a new exclusive Coluinbia
store by Samuet Lavatt and John Cooper. This
store, which was opened at 229 \West Second
street, is one of the most attractive retail estab-
hshments in this city, and the clientele is already
under way of development. Mr. Lavatt has been
in the real estate business for some time past,
and Mr. Cooper is the owner of Cooper's Melody
Shop, exclusive Columbia dealer, at 432-A South
Broadway, in this city. The name of the store
will be the Los Angeles Phonograph & Record
Co., and it will be managed by Mr. Lavatt per-
sonally, Mr. Cooper continuing to manage his
other store. Mr. Cooper, in addition to being a
Columbia dealer, is a very well-known song-
writer, having to s credit such successes as
“Do You Ever Think of Me?”, "“In Siam,” and
“*Have You Forgotien®”

The Norma Talmadge picture, “Smilin’
Through,” which ran recently at the Kinema
Theatre in this city, created quile a sensation,
and the local Columbia dealers tied up very
strongly with it. Nearly every city dealer car-
ried a complete window display featuring the
photoplay and the “Smilin' Through” record by
Oscar Seagle. An added feature was the broad-
casting by wireless from the Kinema Theatre
broadcasting station of the Oscar Scagle record,
and the playing of the record at the Los An-

geles Athletic Club on a special machine which-

had a screen in the mouth of the tone chamber,
on which a portion of the piclurc was projected
at the same time that the record was played.

A new Columbia account, the International
Musiec Co., located at 229 West Third street,
opened its door recently. Mr. Van Grove, the
proprietor, also controls the International Music
Co., 124 West Second street, Columbia Grafo-
nolas will be handled exclusively, together with
a line of pianos at both stores.

Percy Grainger, the famous pianist and exclu-
sive Columbia artist, received a warm welcome
in Southern California on the occasion of his
recent concert appcarance here, particular effort
being made by Elliott’s Music Shop, 216 Pine
avenue, Long Beach, Cal. Mr. Grainger ap-
peared personally at this store in the afternoon
of the day of the concert, autographing all of
his records that were sold during his stay. After
his personal appcarance Mr. Elliott entertained
Mr. Grainger, Mr., Mills, local concert manager,
and H. J. Allen, of the Columbia sales staff, at
dinner at the Hotel Virginia at Long Beach.

A new exclusive Columnbia dealer opened re-
cently at Huntington Park, Cal., consisting of
the firm of Elliott & Youmans, The latter has
been for some time associated with Mr. Elliott
in a sales capacity and enters the new store as a
full-ledged partner.

The Eastern Outfitting Co.. exclusive Colum-
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An Announcement of
Interest to

TONE ARMS

Also a Complete Line of Machines

Manufacturers and Jobbers

il CHARLES POLLAK, a member of the firm of
J. WEISS & CO.
' BERLIN, GERMANY

has established temporary headquarters at

Room 723

PENNSYLVANIA HOTEL
NEW YORK, N. Y.

where he is displaying a complete line of

SINGLE SPRING MOTORS
DOUBLE SPRING MOTORS

SOUND BOXES

Quantity Orders Solicited
Immediate Deliveries Guaranteed
| PRICES Exceptionally Low

References—Equitable Trust Company, New York

bia dealer, at 620 South Main street, Los An-
geles, has opened with the Selected Dealers’ Graf-
onola Newspaper Campaign, series number one,
and from the first advertisement sold forty-two
instruments. They expect at least 250 sales from
the entirc campaign.

A new Columbia dcaler, the Inglewood Music
Store, has opened in Inglewood, and Arthur
Domaschenz, the proprietor, is also owner of the
San Pedro Furniture Co., San Pedro, Cal
Columbia Grafonolas are carried exclusively at
both locations. &

The Italian Jewelry Co., 205 North Spring
street, Los Angeles, has opened withh a complete
line of Columbia Grafonolas and records exclu-
sively. This company caters to the ltalian trade,
and in addition to its jewelry and phonograph
business conducts the largest Italian newspaper
in this city.

A wireless broadcasting station has hLeen in-
stalled at E]l Monte, Cal, and daily concerts arc
being given at which Columbia records are used
exclusively. This is an achievement on the part
of A. D. Bassett, proprictor of the El Monte
Music Shop, exclusive Columbia dealer a1t El
Monte, Cal.

A. E. Stuelke, owner of Stuelke-Fullerton
Music Shop. Fullerton, Cal.,, has opened a new
store at Corona, Cal., which will be called
Stuelke-Corona Music Shop. The owners are
Albert E. Stuelke and Wm. H. Haaf, who has
been associated with Mr. Stuelke for some time
in a sales capacity. Columbia records and Graf-
onolas are carricd exclusively at both of these
stores.

Do NOT Delay Ordering the Lea
Phonograph and Talking Machine TRUCK,

if you expect to reduce your overhead, as we may
not be able to ship promptly later in the season.

With this truck one man is able to demonstrate the
largest machines in the home, the best place ever
to clinch a sale.

We hove a circular for you.

Piano Trucks, Hoists, Covers and Straps

Self Lifting Piano Truck Co.

Ask for it.
Also

Made ounly by

FINDLAY, OHIO

OPENS NEW STORE IN ALMA, MICH.

Sawkins Piano Co. Now Has Most Attractive
Quarters in That City

Arma, Micit,, June 3—The Sawkins Piano Co.
recently held the formal opening of its at-
tractive new music store in this city, where talk-
ing machines, records and pianos are dealt in.

" i

Interior of Sawkins Piano Co.'s Storc
The interior finish of the store and all the deco-
rations are in a rich shade of old ivory. Demon-
stration booths for talking machines line one side
of the store. while facing them arc the record
racks. The piano stock is in the rear. A num-
ber of manufacturers and jobbers took occasion
to express their good-will for the success of the
venlure through the mediuin of handsome floral
pieces.

The accommpanying photograph affords some
idea of the gencral arrangement of this new
establishment.

PERCY GRAINGER INHERITS ESTATE

WHite PLains, N. Y., June 6.—Percy Grainger,
well-known pianist and Columbia artist. whose
mother and constant companion. Mrs. Rose Annie
Grainger, was killed when she fell from a window
in the Aeolian Building. New York. recently, has
been named as sole beneficiary in his mother's
will, which has been filed in the Surrogate’s Court
here.  The estate is estimated to reach a total
value of close to $1,000,000,

NEW YORK CONCERN INCORPORATES

The Winslow Talking Machine Shop, of New
York City, has been granted a charter of incor-
poration, under the laws of New York Siate,
with a capital of $£35.000, Incorporators are:
G. S. Wittson, J. M. Edelson and R. Lowenstein.
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onvention of Southern Victor Dealers

Most Successful and Best Attended Convention of This Association Held at Mobile May 16-18—W. H. Reynalds Officiates
as Host—Unusually Effective Sales Talks and Addresses—Governor Harding Guest at Banquet—J. V. Dugan
Elected President for Coming Year—Many Visitors From Far Distant Points

MosiLE, Ara., June 5~-The fourth anmual con-
vention of the Southern Victor Dealers’ Associa-
tion, held in this ¢ity on May I6 to 18, was
by far the most successful held in the history of
this Association. There were almost one hun-
dred official registrations at the Cawthon Hotel,
headquarters of the convention, establishing a
new record for attendance.

\V. H. Reynalds, Victor jobber of this city,
was the official host for this year's convention and
he carried out his duties with typical Southern
kospitality and good cheer. On Tuesday morn-
ing, May I6, when the convention preliminaries
were scheduled for settlement, the members of
the executive cominittee were all on hand, to
gether with several out-of-town guests and job
bers’ réprescntatives from necarby points. Mr
Reynalds took charge of the party at noontime
and after luncheon was served they were con
veyed by automobiles through Maobile, visiting the
many points of interest in this famous Southern
city. Arriving at “Minnehaha Farm,” Mr. Rey
nalds” Summer home, the visitors were amazed at
the beauty and size of his farm, which has over
3.000 orange trees—one of the show places in
this section. At 7 o'clock in the evening the en-
tire party were Mr, Reynalds' guests at a shore
dinper, served at the Alba Hunting and Fishing
Club, on Dog River, one of the famous scenic
spots of Alabama.

- Wednesday Moming Session

The convention formally opened on Wednesday
morning in the auditorium of the Cawthon Hotel,
when Mayor Crawford, of Mobile, made an ad-
dress of welcome, handing the visitors the “key

to the city.” Gordon E. Smith, president of the
Mobile Chamber of Commerce, followed the
Mayor in extending to the Association a muast
hearty welcome. Both of these speakers con-

Wm. H. Reynalds
gratulated the Association and the talking ima.
chine industry upon having such an able and
popular representative in Mobile as \Wm. H. Rey-

nalds. B. B. Burion, of the Cable-Shelby-Burton
Piano Co., Birmingham. Ala., responded 1o the
aldresses in behalf of the Association.

Subsequent to the annual reports of the presi-
dent, secretary and treasurer, the business mect
ings were opened with R. G. Brice, Charlotte,
N. C,, president of the Association, occupying the
chair. The first paper, entitled the *Voice of the
Victor,” was read by J. A. Hofheinz, manager of
the wholesale Victor departnient of Philip Wer-
lein, Ltd,, New Orleans, La., who pointed out
in an interesting, practical way just how the
“Yoice of the Victor” could be used to splendid
advantage by the Victor dealers,

Under the heading of "The Problem of Trade
s \W. G, Quinn, of Adam Glass & Co., Maobile
Ala., furmished the dealers with plenty of food
for thought. Mr. Quinn treated his subject from
two angles: First, when the customer desires to
trade in a machine other than a Victrola and,
secoud, when the prospective purchaser wishes to
trade in a small Victrola to apply on the purchase
of a larger-type instrument. William Humes, of
the Humes Musi¢c Co., Columbus, Ga., followed
Mr. Quinn with a paper entitled “Why | Am an
Exclusive Victor Dealer.” The Humes Music
Co. is one of the best-known inusic houses in
the South and Mr. Humes™ paper was followed
carefully by those in attendance.

Martin L. Pierce, research and promotion man-
ager of the Hoover Suction Sweeper Co., Can
ton, O., was the principal speaker at the Wednes
day morning session, closing the mecting with an
inspiring talk, entitled "If 1 Were a Victor
Dealer.” Mr. Pierce is recognized nationally as
one of the foremost exponents of the most effi-
cient methods of merchandising, and in his im-

(Continued on page £4)
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Panorama Photograph of Mcmbers and Guests Attending the Convention of the Southern Victor Dealers’ Association Taken on a Visit to Fair Hope
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ortant capacity as research and promotion man-

er of the Hoover Suction Sweeper Co. has at-
tained phenomenal results. For many years Mr,
Picrce has been keenly interested in Victor activi-
ties and has made a careful study of the Victor in-
dustry, particularly in connection with effictent
and productive merchandising. His address was
oue of the convention features and at the close
oi his talk Mr. Pierce was given a rising vote
of thanks for the practical and valuable sugges-
tions that he had given the Associgtion.

Wedncsday Afternoon Meeting

The convention assembled at 2 o'clock on
Wednesday. when the mecting was opened by
J V. Dugan. of the Dugan Piano Co., New Or-
leans. La, on the subject of "Interest Charges."
As one of the leading Victor merchants in the
South Mr. Dugan was well qualified to handle
this interesting topic and at the close of his talk
there was a general discussion by the members,
which brought out many important points, J. D
\loore, manager of the Victor depariment of the
Maison Blanche Co.. New Orleans. La.. fol-
lowed Mr. Dugan with a talk on *Record
ftocks.”  Mr. Moore divided his subject into five
parts: First, systems of ordering and moving
stock in order to get the proper percentage of
turnover; second, advisability of carrving a rep.
rescptative stock: third, value of catalog num-
crs, as compared with supplement records; four,
building up Red Seal trade: five, selling records
on the club plan. Mr. Moore’s extensive experi-
ciuce in the Victor industry provided him with

cts and figures on this topi¢ that were keenly
appreciated by cvery one present.

J. B. Gressett. of the A. Gressett Music House,
Meridian, Miss., read a paper on “Go Qut and
Get 'im," his talk living up to its title in a most
convincing fashion. The main spesker oi the
Wednesday afternoon session was J. J. Davin,

cretary of the Reincke-Ellis Co., Chicago. who
gave an excellent discourse. entitled “Questions

Victor Dealers Ask Reincke-Ellis.” “Jimmy,” as
he is popularly known in the Victor industry
throughout the country, was in splendid form at
this particular meeting and furnished the dealers
with a series of practical, informative ideas re-
garding advertising and publicity plans that were
based on his many years' experience in the Vic-
tor industry. His talk was enthusiastically ap-
planded and at the close of the meeting Mr. Davin
gave an impromptu discussion anent dealer ad-
vertising and publicity, in response to the in-
quiries of many of the dealers.
The Annual Association Banquet

On Wednesday evening the fourth annual ban-
quet of the Association was held in the “Vine-
yard” on top of the Cawthon Hotel. A delight-
ful dinner was served and a number of informal
addresses were made, the speakers including
\WW. G. P. Harding, governor of the Federal Re-
serve Bank; \Vin. H. Armbrecht, a prominent
Mobile attorney: John G. Paine, of the Victor
Talking Machine Co.; M. L. Pierce and J. J.
Davin. The banquet was entirely informa! and
was one of the high spots of the convention
program,

The various addresses were enthusiastically re-
ccived, particularly the talk by Governor Hard-
ing, who is recognized internationally as one of
the world's foremost financial authorities. In his
address, Governor Harding suggested to the talk-
ing machine dealers that they take their local
bankers into their confidence, and co-operate with
them in cvery possible way. This is the first
time that Governor Harding has ever attended a
talking machine function. and W. H. Reynalds
was congratulated in securing this famous bank-
er as one of the speakers at the dinner.

Thursday Business Session

On Thursday morning the business meetings
were resumed with a talk by E. \W. Wilsen, Jr., of
the Collins Plano Co., New Orleans, La, on
“Closer Co-operation Between Competitive Deal-

history,

Confidence

By giving Victor dealers in
this territory helpful, con-
structive service, we have
won their confidence and
friendship; an
asset for any distribution.

The fall of 1922 promises to be one
of the greatest seasons in Victor
and Southern
dealers will find our organization
splendidly equipped to give them
the type of service that will produce
tangible results.
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1, M. L. Pierce; 2. J. ). Davin in action; 3. J.

A Hoflicinz, "Wl

Reynalds, W, H. Lewis; 4, On the grounds of the

Mobile Golf Club; §, John G. Paue

ers.” Mr. Wilson covered this topic thoroughly
and carefully. pointing out that co-operation and
not competition is the life of business to-day,
showing the dealers ways and means by which
competing dealers may get' together to their mu-
tual advantage. \V. R. Lewis, of the Elyea Talk-
ing Machine Co.,, Atlanta. Ga., appealed to the
dealers to have maximum faith in the product they
are handliug, complete confidence in the faclory
making the goods and to work together in every
possible way, Mr, Lewis pointed out the advan-
tages of the new types of horizontal Victrolas,
urging the dealers to give the new product every-
thing possible in the way of co-operation and
stimulation. On the subject of “Resale Selling”
Mr. Pierce again provided the Association with a
powerful and effective address, giving the dcalers
important statistics on the trend of business, and
emphasizing how sales cficiency could be inten-
sively developed.

Wm. H. Reynalds was called upon for a brief
address, and, although he insisted with charac-
teristic modesty that he had not prepared a talk,
he was still able to furnish the dealers with one
of the most inspiring addresses of the convention.
Mr. Reynalds was followed by French Nestor, of
the French Nestor Co. Jacksonville, Fla. the
newest entrant in the Victor Southern ficld. Mr
Nestor, who is widely known throughout the
Victor industry, having been associated with the
Standard Talking Machine Co., of Pittsburgh.
Pa., for a number of years, recently acquired the
Florida Talking Machine Co., Victor jobber. le
was given an enthusiastic ovation by the couven-
tion visitors and responded with a message of
appreciation of the cordial reception extended.

John G. Paine, of the Victor Talking Machine
Co., was the main speaker al the Thursday morn-
ing mecting and in the course of his address gave
the dealers interesting facts, based on the prac
tical knowledge oi every phase of Victor retail
merchandising, Mr. Paine cited as an example
the success attained by one enterprising Victor
dealer who had made a conscientious study of his
business. [ncorporated in this part of Mr. Paine’s
address were vital. practical sales suggestions
that conld be used to advantage by Victor dealers
everywhere. Mr, Paine emphasized the necessity
of all the dealers carrying a representative stock
of records and a representative stock of machines.
He illustrated how record sales had been stimu
lated by the particular dealer he had in mind and
how the most minute details ofi this dealer’s ac-
tivities were subject to careful consideration and
thought. Mr. Paine’s address was received with
tremendous applause and he was personally con-
gratlated by all of the members of the Associa.
tion upon the logic and practical merit of the
suggestions he had offered them.

New Officers Elected

After Mr. IPaine’s address, Mr. Brice an-
nounced that the Association had elected the fol-
lowing officers for the coming year: President,
John V. Dugan, of the Dugan Piano Co., New
Orleans, La.; vice-president. Dan  Orndorff,
Knoxville Music Co., Knoxville, Tenn.; secretary,
E. W. Wilson, Collins Piano Co., New Orlcans,
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La.: treasurer, W. . Cummings, Cummings
Hardware Co., Hunmisville, Ala.: executive com-
mittee metnher, R, B. Brice, Parker Gardner Co.,
Charlotie, N. C
The Sail Down the Bay

Oun Thursday afternoon the entire convention
party assumbled at the docks, where they boarded
the "Bay Queen, goos-sized stecamer, which
had been chartered by “Bill”™ Reynalds.  All the
way down the bay the dancing devotces had
plenty of time to excrcise their favorite sport,
while soime of the boys tried to prove that
“naturals” were inerely incidents and not neces-
sities. The boat landed at “Fair Hope,” where a
large Victor dog extended a welcome to the con-
veution party. 1t was announced that dinner
would be served at 5:30 and during the inter-
vening hour the switmming enthusiasts decided
to test out the famous waters of Mobile Bay
Jowmy Daviu gave a diving -exhibition that was
(Continucd on page 56)

Real Constructive Work

" ALKING machines today

are sold not only on their in-
trinsic merits, but also on their
tendency to harmonize with sur-
rounding furniture in homes that
reflect the owners’ taste.  Nahog-
any-made machines embody the
discriminaung genius of such
master  furniture  builders  as
Chippendale, Sheraton, Hepple-
white and others.

Far - seceing furniture manufac-
turers have fostered .and cuiti-
vated the public’s pride in correct
house appointments. Two long
steps in the night direction have
been taken toward placing thcir
business on a sound, healthy basis.
The Nauonal Councit of Furni-

ture Associations has published
standards that should govern deal-
ings between Manufacturers and
Dealers in Furniture.

and the Associated Advertising
Clubs, after conferences with
Manufacturers and Dealers 1n
Furniture, has established stand-

ards that should govern 1n the
Retailers’ relations with  the
Public.

Both standards are so much alike
as to indicate a genuine desire to
protect and foster the confidence
upon which all good business
rests, and the Mahogany Associa-
tion tenders its hearty congratula-
tions upon the results achieved.

MAHOGANY ASSOCIATION, INC.
New York City

After all — there’s nothing like

MAHOGANY



56

THE TALKING MACHINE WORLD

Juxe 15, 1922

CONVENTION OF SOUTHERN VICTOR DE.ALERS—(Conunued from page 55)

=

rara——

snthusiastically received. especially as Mr, Davin
is recognized as one of the foremost diving ex-
perts in the Victor industry.

\When dinner was served it was noticed that a
azz orchestra had been provided by Mr. Rey-
nalds, and during the course of the dinner the
latest \lictor hits were served as mwusic for the
dancers. The orchestra also provided music sub-
sequent to the close of the dinner and was in-
duced to join the party on the “Bay Queen” for
the trip back to Mobile. It was a tired but hap-
py party of conventioners who reassembled at
the Cawthon Hotel beforc the final good-byes
were in order. Mr. Reynalds was given threc
cheers and a tiger for the tireless efforts he had
made in behali of the Association. and for the
wonderful entertainment that he had provided for
their stay at Mobile. All of the dealers were
unanimous in stating that this year's convention
had furnished them with a greater number of
practical ideas than they believed could ever be
presented at any convention.

Among Those Present

Among the official registrations at convention
hcadquarters were the following: Mr. and Alrs
J. B. Gressett and Mr. and Mrs, M. A, Tavior

A. Gressett Music llouse, Meridian, Miss.;: R. G
Brice, Parker-Gardner Co., Charlotte. N. C.;: S
G \Wilson. Wilson Furniture Co.. Greenwood,

Miss.: Robt. H. Williams, \Villiams-Guttenberg-
er Co.. Macon, Ga.; A. D. Peden, Laurel Furni-
ture Co., Laurel. Miss.; Dan Orndorfi. Knoxville
Musi¢c House, Knoxville, Tenn.; W. R, Lewis,
Elyea Talking Machine Co.. Atlanta. Ga.; W, G.
Humes. Humes Music House, Columbus, Ga.:
Julius Dupont. Houma Mercantile Co.. Houma,
L.a.: Geo. J. Emanuel, Reynalds Music House,
Pensacola, Fla.: French Nestor., French Nestor
Co., Jacksonville, Fla.; A. R. Boone, Irving Bim
stein and Roy Weinberg. Talking Machine Co..
Hurmmgham Ala; C. \W. Troy, St Cl:urc Drug

Co., Tupulo, Miss,; Mr. and Mrs. John A, Hoi-
heinz, Mr. and Mrs. B. G. Powell, Mr. and Mrs.
H. \V. Clapperton and E. L. Staples, Philip \WWer-
lein, Ltd.. New Orlecans, La.; E. J. Lovett, Mathis
& Youmans Co.. Valdosta, Miss.; A. A. Martz
and \V. H. Smith, Gressett Music Honse. Jack-
son. Miss.: C. A, Tyler. Montgomery Talking
Machine Co., Montgomery, Ala.; B. B. Burton
and E. ]. Silliman. Cable-Shelby-Burton Co.,
Birmingham, Ala.: A. H. Howard, Howard Drug
Co., Tuskegee, Ala.; J. J. Davin, Reincke-Eilis
Co.. Chicago. 1H.: Mr. and Mrs. \V. H. Cum-
mings, Cummings Furniture Co., Huntsville,
Ala.; E. E. Mitchell, Montgomery Fair, Mont-
gomery, Ala; R, E. Jones and Miss \W. Clark,
Clark & Jones Piano Co.. Birmingham, Ala.;
John G. Paine, D. S. Pruitt and Knight Owen,
Vietor Talking Machine Co.: V. H. Thompson,
Montgomery., Ala.: \W. E. Thomas, Johnson
Thomas Hardware Co.. Dothan, Ala.: J. D.
Moore, Maison Blanche. New Orleans. La.; Lee
Robinson, Talking Machine World. New York,

N Y D Andrews, Andrews Music
Store, Charlottc. C.: Mr. and Mrs, W. G.
Quinn, Adam Glass Co.. Mobile, Ala.; Wil P,
Berry, Dwyer Piano Co., New Orleans, La.; A.

H. Williams and T. Williams, Williams Piano
Co.. Birmingham. Ata.: Martin L. Pierce. Hoov
er Suction Sweeper Co.. Canton. O.. Mr. and
Mrs. E. AW, Wilson, Jr.. Collins Piano Co., New
Orleans, La.: Leon Flammond, Foster Jewelry
& Music Co.. Monroe, La.: Mr. and Mirs, )

Dumnas and W. J. Laflan. Duinas Drug Co.. Folcy,
La.: Mr, and Mrs. [. M. Rosenbush. M. U. Ul
mer, Meridian Chair & Furniture Co.. Meridian,
Miss.; E. A. Bondreaux, Bondreaux Furniture
Co., Franklin, La.; Miss Holliday. P. E. Daniels
Music Co., Brewton. Ala.: J. D. Crane, Crane
Jewelry & Music Co.. Pascagoula. Miss.: Mr. and
Mrs. F. G. Murphey., Pincus-Murphey Music
}louse. Alexandria, La.: H. \V, Scofﬁcld Bosier,

La.; A. T. Woodruff, Woodruff I‘urmture Co.,
llamesburg. Miss.; A. C. Dom, Q R S Co., Chi-
cago, Ill; J. V. Dugan, Dugan Piano Co., New
Orleans, La.; Mr. and Mrs. Adam Glass, Jr.,
Mr. and Mrs. W. G. Quinn, Mr. and Mrs, Bar-
ton, Mrs. Sancier, Miss \Waller and Mr. Keeney,
Adam Glass Co.. Mobile, Ala.: W. H. Reynalds,
W. D. Miller, M. H. \Wheat and Miss Ruth
Hoeng, Wm. H. Reynalds, Mobile, Ala.; Robert
S. Fee, J. \V. Scales, Robert B. Davidson, R G.
Hoyen, A. A. Heldt, \V. G. Austin, Sr., \WW. G,
Austin, Jr, Albert Drago, Geo. W. Adams and
the Misses Flock, Council, Hinote, Anderson,
Crenshaw, Cox, Simons and Jensen, Reynalds
Music House, Mobile, Ala.
Bokaz and Brikbatz

The pre-convention cecremonies were held
Tuesday night in the park in front of the hotel
There was a convenient railing around the foun-
tain so that all catastrophes were avoided.

John G. Paine, of the Victor Talking Machine
Co., was with "*the boys" at all times. He not
only provided the most important address on the
program, but participated in the aquatic events,
danced with all the fair members of the party
and proved himself an “all-around good fellow.”

\Where was “Jimmy” Davin when the boat
pulled out? Possibly he was arranging for a
special course in advertising for some of his
friends down Sguth.

“Bob”" McDavid, secretary of the Association.
was unable to attend the convention because of
serious illness in his family. He was greatly
missed, as he is one of the most popular members
of the Association.

Governor \V. G, P. Harding, of the Federal
Reserve Bank, recalled the fact that he pur-
chased the first Victrola X VI to be sold m the
city of Birmingham, nentioning, incidentally,
that the instrument was stili in service

The Reynalds “dough boys,” Judge Miller and

Shmﬂmé Reproducer of

ewel Necdle E&uupmenl Turned
Up w Change Needle; Also Position W Not in Use

Equipment in
Vertical Cut Records onm Edison
Phonograph

Showing Reproducer of Needle

Jewel
Position for Playing

ﬁ -
E JEWE)

NOT

Just Another Equipment

BUT

improvement In

a distinct
Tone Reproduction as well as
in Mechanical Construction

and Finish.

Send for descriptive circular

.

of Jewel Needle Equipment in
teral Cut Records on Edison
Phenograph

Showing Reproducer
Position for Playing

cwel Needle Equipment in P Fiiy
ut Records on Edison Phonograph>?

Showing Back View of
tion for Playing Lateral

Plays all types of records.
the "ED]S"?N“ with the LEVER.

lateral to vertical cut records.
swinging to the right.

Ncedle scratch almiost entirely removed.

unnecessary scratching.

record, giving it a floating action.

Operates the same as

No adjustments necessary when changing from
Stop prevents

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

Is the ONLY cquipment that plays vertical cut
records in the proper "EDISON" position with
the Reproducer turned FACE DOWN to the

JEWEL PHONOPARTS COMPANY
R TS S ey e

which contains “HINTS RE-
GARDING THE CARE OF A
PHONOGRAPH."

If your jobber does not handle,

write us.

Price the same. Liberal dis-

count to dealers. zontally.
GUARANTEED IN EVERY

WAY.

MONEY BACK IF NOT sible
SATISFIED.

We handle highest grade

Jewel Point Needles.

Necedie CENTERS on all records.

Straight ai{-ligh} construction and absence of
movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and

freedom of movement both vertically and hori-

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

Indestructible NGM-Y-KA
blast, crack, split or warp, and are the greatest
deveiopment in phonographi¢ sound reproduction
in years,

154 W. Whiting St., Chicago

diaphragms do not
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“Just A-Wearyin’for You” is one of the most
appealing compositions ever written. Hulda
Lashanska sings it with her pure soprano
voice—a record that people will appreciate
and buy. No. 798356.

Columbia Graphophone Co.
YORK

NEW

Buck \Vheat, missed a few trains, but their
batting average compared fairly well with that of
Babe Ruth's 1922 figures. .

Messrs. Hofhcinz and Clapperton, of Philip
\Verlein, Ltd., were very quiet during the con-
vention proceedings, but their friends fecl sure
that they know the reason.

One of the features of the convention was the
wonderful window display at the Reynalds Mu-
sic House. The “Conmsccration” scene from
“Aida” had been worked out in cvery detail by
Robert Fee, of the Reynalds staff.

“Bill” Lewis, of the Elyeca Talking Machine
Co., wired home for moncy. It was forwarde_d
with the suggestion that hereafter he carry his
own instead of depending on Mobile African
wonders. ) .

One of the most enthusiastic convention visi-
tors was Mrs. Ned Wilson, of New Orleans.
\Vhen she wasn't rencwing old acquaintances or
mnaking new friends, she was always to be found
on the dance floor.

J. E. CLOKEY’S NEW POST

Appointed Office Manager of the Sales Depart-
ment of the Columbia Graphophone Co.

J. E. Clokey, who has been connected with
the sales departinent of the Columbia Grapho-
phone Co., New York, for some time, has just
been appointed office manager of the general sa!es
departiment, and is to take up his active duties
there in this capacity inmediately. Mr. Clokey
will have charge of the requirements of Colum
bia branches throughout the country. His pro-
motion to this important post was earned
through his good work, and it is expected that
he will be successful in the management of the
affairs of his new post.

Kecp after the old “stand-bys.” Don't let
themn slip away during the night to swell the
ranks of your compeiitor’s customers.
—

“BLACK DIAMOND?™”
CRAPHITE

Spring Lubricant
¢ The Lubricant
N Supreme

Guaranteed not
to dry u? or
become sticky
or rancid: re-
talns its
smooth, sllky
touch indetl-
nitely. Pre-
pared Iin Just
in 2 slzes. collapsible
30 1b. cans,

Manufactured only by
HARTZELL CRUCIBLE CO.
North S8ide, Pittshurgh, Pa.
Factory Representative
LOUIS A. BCHHIWARZ, INC.

1266 Broadway, New York City
8, F. LARRIMORE
8836 FEaston Ave., St. Louls, Mo.

tbe right consistenc
tubea; %, 1, 5. 10, '.’g

FOR SALE BY ALL LEADING JOBBERS

————

HEMPEL SINGS IN THE CHOIR

Sings in Christ Church, Brooklyn, N. ¥Y.—Closes
Busy Season and Sails for Europe

Frieda Hempel. cxclusive Edison artist, ccle-
brated Mother’s Day by singing in Christ
Church, Brooklyn. A special service marked the
cighty-seventh anniversary of the church. Miss
Hempel sang an old English vesper hymn, “I
Know That My Redeemer Liveth,” from the
“Messiai,” and joined the surplice choir in the
“Inflammatus” from “Stabat Mater,” and the reg-
ular hymns. Robert Gaylor, organist and music.!
dircctor of the church, played Miss Hempel's
wedding march foar years ago. He is also a
phonograph impresario of great renown, being
the Gatti-Cassaza of Thowmas A. Edison, Inc.

Frieda Hempel closed her season of more than
seventy appearances at the Ann Arbor May Fes-
tival, as soloist with the Chicago Symphony Or.
chestra. on May 19. She sailed on the “Aqui-
tania” on Tuesday, May 23, for a five months’
trip abroad.

The prima donna will sing in Albert Hall, Lon-
don, on June 11, Later she goes to Copenhagen.
where her debut last year caused such a furore,
for a number of concerts. Later she will go up
in ‘h.‘.’. Engadine, near; St Moritz, her favorite
mountain resort, to follow the trails for a month.
In Scptember she will appear in “The Rosen-
kavalier” at the Rogal *Opera, Budapest. The
King of Sweden’™hds inyited Miss Hempel to sing
in Siockholin on October 6, the 102nd birth-

‘day of Jenny Lind

BRUNSWICK GETS ‘RADIO PUBLICITY

Westinghouse Electric Co. Broadcasts Bruns-
wick Records Exclusively—Springfield Bruns-
wick Dealer Co-operates

SpRINGFIELD, Mass., June 7.—Ainong the many
radio broadcasting stations using Brunswick rec-
ords in their programs is the Westinghouse Elec-
tric Co., according to R. H. Wilson, publicity
manager, with hcadquarters in this city. In-a let-
ter 10 the Brunswick:-Co. Mr. \WVilson states that
Brunswick records arc used exclusively in the
radio programs of his company. M. W. Brown,
who has the lotal Brunswick agency, is co-oper-
ating with the broadédsting station.

Other concerns who are broadcasting Bruns-
wick records includc'llgg Wanamaker and Gin-
bel Bros. departmént stores in New York Cily

"and the L. Bamberger store, of Necwark, N. J.

PREMIER RECORD CQ. CHARTERED

A charter of incorporation has been granted to
the Premier Record Co= of New York, under the
laws of New York State, to deal in talking ma-
ching regords. The concern has an active capital
of $300,000, Incorporators are: D. Groese and
F. A. Desilva.

The Globe Wholesale & Distributing Co., of
Wilmington, Del., has been incorporated in that
State with a capital of $100,000, to dcal in talk-
ing machines and pianos.

E. R. JOHNSON AIDS WAR MEMORIAL

Victor Talking Machine Co. President Presents
Money and Site for “War Tribute” House to
Merion, Pa.—Will Be Community Center

MEerioN, Pa,, June 7.—At a community mass meet-
ing recently Merion voted unanimously to accept
the magnificent “war-tribute” house jointly pro-
vided for by popular subscription and the dona-
tion of land and $250,000 by Eldridge Johnson,
president of the Vietor Talking Machine Co., of
Camden, N. J.

Mr. Johnson was the principal donor for the
proposed memorial, which will shortly be erected
herc. The cost of crecting the struciure, $180,-
000, will be borne by Mr. Johnson, who has also
significd his intention of adding a fund of §70,000
1o the fund of $71,000 aircady raised by popular
subscription. The ground on which the build-
ing will be located was formerly part of the estate
of Mr. Johnson in this city.

SEABROOK PHONO. CORP. CHARTERED

The Scabrook Phonograph Corp., Mishawaka,
Ind., was recently incorporated under the laws
of that State with a capital of $100,000. The firm
will engage in the manufacture of talking ma-
chines. Dircctors of the company are: M. W.
Mix, W. W, Dodge. Kenyon W. Mix, F. P. How-
lett and E. M. Carver.

The Shore Musi¢c Shop, formerly located at
Tenncssee and Pacific avenues, Atlantic City,
N. J., is now in its handsome ncw establishment
at 924 Pacific avenuc. A complete line of Vig-
trolas, Starr phonographs and Victor and Gen-
nett records is handled in addition to pianos.

' Machine
Supplies

and

Repair Parts

%
N
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SAMUEL ESHBORN
65 Fifth Avenue
New York



58

THE TALKING MACHINE WORLD

June 15, 1922

SAN FRA

PRI

T e e I O R R T

CISCO

I REF R U LR T ]

N

Industrial Lmprovement Helps T aUm:g Machine Trade—IHow the Aero-
plane Playcd 11s Part—Shcrman-Clay Picnic—Live News of the Trade

S Fraxcisco, Cat., June 5.—Industrial condi-
tions on the Coast have mproved materially in
the last imonth, but the effect of this as yet has
not been felt very much in retail lines. The
labor unions liave bheen vrging their inembers to
cconomize on living expenses for a long time,
and the effect of such propaganda is naturally
felt in the music trade more keenly than in many
other lincs, but at the same time when the pur-
chasing power of the people increases their de-
site 1o spend increases in proportion. The
Shriner convention to be held in June will bring
in millions of dollars to the city. and this will
also help to stimulate the demand for musical
merchandise. The outlook is anything but dis-
couraging in the talking machine ficld.

Annual Sherman, Clay & Co. Picnic

The second annual picnic of the Northern
California employes of Sherman, Clay & Co.
was held on May 28 at Kendall-Dell. The picnic
was under the auspices of the company's em-
ployes’ association, and members came from this
city, Oakland, Vallejo. Santa Rosa, Stockiomn,
Sacramento and other places. The barbecuc
luncheon was enginecred by Billy Morton, man-
ager of the retail talking machine department of
the company in San Francisco. Billy is a fa-
mous amateur chef as well as an expert master
of ceremonics. The diversions were dancing,
cating. games and hiking two by two. A large
part of the company was transported to the pic-
nic grounds in the large Sherman, Clay & Co.
piano trucks fitted up with seats. Pienic Com-
mittee—Harry Anderson, Henry Rassmussen,
Charles FF. Moore and Miss E. lreland.

Miss F. Mattern Is Promoted
Miss F, Mattern, who has been with the New-

berry Eleciric Co.,, on Sutter sircet, since the
new store with the talking machine department
was opencd scverat months ago, has succecded to
the management of the talking machine depart-
ment m place of Mr. McKellers, who resigned
two weeks ago. The department handles the
Sonora linc and is enjoying a ready sale on Voca-
lion records.
Passing of Morley Somers

The death of Morlcy Somers, manager of the
Phonograph Shop, 109 Stockton street, this city,
recently, while not altogether unexpected in view
of his late illness, nevertheless came as a shock
1o his many friends in the music trade. Mr.
Somers was respected alike for his personal
qualities and his business ability. He was one
of those rare souts who make friends, keep them
and at the same time do not neglect the work
of making a success of their business. He was
forty-six ycars of age and is survived by a widow
and a son. For a number of years Mr. Somers
represented the Victor Co. as a traveling sales-
man, and beforc coming to San Fraucisco was
with Frederick & Nelson, of Seattle, \Vash.
\While with the Sonora Co. he was active both
in the rctail and wholesale departments and
was held in the highest csteem by his latc em-
ployers.

Emporium Celebrates Birthday

Last week was the twenaty-sixth birthday an-
viversary of The Emporium, and the event
was duly celcbrated by a special sale in all de-
partments. The talking machine department won
the prize for the largest attendance in proportion
to the size of the department and was given a
dinner of honor by the management. Charles
Mauzy, the manager, was congratulaled for his

work in promoting public interest in tatking ma-
chine merchandise.
Porter Visits Decalers in Aeroplane

There is nothing slow about the business
methods of P. S. Kantor, the local manager of
the Columbia Graphophone Co., and this fact is
fully appreciated by Robert Porter, ficld sales
manager of the Columbia Co., who is at present
making a tour of the Coast territory. Mr. Kan-
tor is a professional aviator with a war record,
and he still clings to the acroplanc, making fre-
quent business trips to California cities via the
air route. He carried Mr. Porter as a passen-
ger on a trip to visit the Columbia dealers in the
Sacramento Valiey. and the much-traveled sales
manager protests that the aeroplane is the most
enjoyable means of transportation he has yet
experienced.

W. Hamilton a Visitor

W. Hamilton, traveling Victor factory man, is
in San Francisco for a stay of several weeks,
during which he will have a series of heart-to-
heart talks with the dealers on salesmanship
and other topics kindred 1o business cfhciency.
He will also call on the trade throughout the
Siate.

G. R. Hughes to Attend Convention
George R. Hughes, secretary of the Wiley B.

Allen Co.. is in the East on a business trip and
will attend the Piano Merchants' Counvention

while in New York. J. J. Black, treasurer of the
company, cxpects to accompany the Shriners
on their trip 1o the Hawaiian Islands after the
national Shriner conclave to be held in San Fran-
cisco in June.

News Brieflets

Henry Hauschildt, of the Hauschildt Music Co.,
has left for a business and pleasure trip 1o New
York with his family.

Sherman, Clay & Co. arc increasing the fa-
cilities of their store at Valicjo, Cal., by adding
some new demounstration rooms for talking ma-
chine records,

Sherman, Clay & Co. are featuring radio con-
certs this month. Concerts are given daily from

i & - .

Flexlume Signs—
T#e Best Advertising

At Smallest Cost
I7

Electric Sign.

are sold.

well as night signs.

tistic designs.

lar business.

36 KAIL STREBT

costs only a few cents a
day to operate a Flexlume
For this yon
get the best advertising in the
world—your name and your
sales story in letters of light
nght there where your goods

Flexlnmes are day signs as
They
have greatest reading distance,
lowest upkeep cost, most ar-

Let ws send you a sketch
showing a Flexlume to meet
the needs of YOUR particte-

FLEXLUME CORPORATION

BUFFALO, N. Y.

Flexlumes—Electric Signs Made Only by the
Flextume Corporation
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For your customers who like good dance
music. “Stumbling,” a fox-trot played by Ray
Miller and His Orchestra. The coupling is a
fox-irot medley of old-time favorites played
by The Columbians.

A-3611.

Columbla Graphophone Co.
NEW YORK

the station on the roof of the Fairmont Hotcl.

\Walter King, who conducted a talking machine
business at 78 Ellis strect, has discontinued his
enterprisc owing to the demands of his position
as an orchestra conducior.

Twenty-five New Vocalion Dealers

The Sonora Co. since it took the distributing
agency for Vocalion records several months ago
has added twenty-five mew dealers to the list
selling this line.

Plans Second Columbia Ad. Campaign

So successful was the first advertising cam-
paign run by the Eastern Outfitting Co. on
Columbia Grafonolas and records that plans
have been made for a sccond campaign which
will cover 756 inches of advertising in the local
papers. Mr. Sircoty, of the Eastern Outfitting
Co.. reports phenomenal sales. In fact, he ad-
viscs that he has sold more Grafonolas in the
last two months than he sold during the year
1921. This has siarted quitc a few of the coun-
iry dealers running the sccond campaign in or-
der 1o tlic up the campaign that is being run in

the city. Dealers in the San Francisco territory
who have reccently taken on the campaign are
as follows: Sicinhouse & Eaton, Watsonville:
Blue Bird Drug Co.. San Matco: Martin Music
Shop. Palo Alo, and the Hartley Hardwarce Co.
Mt View.
Deajers Interested in New Grafonolas

The introduction of the new Columbia portable
is being received with a great deal of interest on
the Coast. and many orders have alrcady been
sent in for a stock of these machines. The new
console typc Grafonolas which Columbia
distributors are exhibiting, but which have not
been placed on the market as yet, are also arous-
ing considerable intercst among the dealers, who
cagerly await distribution.

CO-OPERATION A BIG FACTOR

Co-operation is the keynote of success. Co-
operate with your sales force and they will work
in harmony with you. [t is impossible to get
maximum results with minintum team work.
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For the Man Who
Doesn’t Know It All

1f you will tell us your connection with the
music industry, we will explain how and why
we believe you will find The Review a most
valuable and informative business paper. And
along with our letter we will be pleased to
send the latest copy of the oldest and largest
trade journal covering cvery branch of the
music industry. Full particulars and sample
copics will also be sent to all prospective

Subscription Price:

United States and Mexico, $2.00 per yrear; Canada, $3.50;
all other countrice, $5.00

Advertining rates: on requcet

Edward Lyman Bill, Inc.
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New York City

SELECTS SONORA AS FIRST PRIZE

Winner in School Contest Chooses Sonora—Lan-
caster Schools Participate in Successful Mem-
cry Contest Which Aroused Great Interest

Lancastex, Pa, June 6.—The Examiner-New
Era. onc of the leading newspapers in this city.
recently concluded a most successful memory
contest, which was conducted by the entire school
system of Lancaster County. This contest had
the complcte co-operation of both the coenty
and school officials, phonographs being installed
i nearly every classroom and 1csts being given
to the school children by their regular 1cachers
during school hours. Seven phonographs were
among the prizes donated by different companies
10 the winners of the contest. The Shippen
School won the first prize and selected a beautiful
baby grand Sonora as its choice.

BARONESS POPPER SINGS FOR VICTOR

First Record by Mme. Maria Jeritza (Baroness
Popper), Metropotitan Opera Soprano, Offered
in the June Victor Record Supplement

The June record supplement of the Victor
Talking Machine Co. marked the formal intro.
duction and addition to the notable Victor lists
of cxclusive Victor artists of Minc. Maria Jeritza,
the new dramatic soprano of the Metropolitan
Opera Co.. who in private lifc is the Baroness
Popper of Austria. Mme. Jeritza's first record
was “Elsa’s Dream.” from “Lohengrin,” and
“Lautenlied der Marict1ia™ (Song of the Lute),
from the opera "Dic Tote Siady,” both of which
demonstrate most forcibly the singer’s 1alents.

JOHN STEEL IN AKRON

Axrox, O, June |.—Earle Poling, member of the
Wind=or-Poling Co., was a meinber of the Akron
merchants' commitiee. which this week held a
luncheon at the Hotel Portage, in honor of John
Steel, noted tenor singer. Mr. Sicel recently
appearcd in a concert at the Akron Armory
under the auspices of the Windsor-Poling Co.
which carlier in the ycar presented threc other
cclcbrated artists in concerts.

HARMONY OF PURPOSE AND ACTION

Harmony untangles, pacifies, regulates, en-
lightens and wplifts—it sweetens the task and
mellows the day’s work. Harmony of purposec
and action 18 cssential to highest cfficiency i
any organization. If we keep our hands in har-
mony with our heads and our heads in harmony
with our hearts we will keep in perfect harmony
with ourselves. for the hearts of all men are
mostly good.

A. E. Landon, manager of the Toronto branch
oi the Columbia Graphophone Co., was a visitor
at Columbia headquarters recently, where he
will confer with H. L. Prat; regarding a Summer
campaign among Canadian Columbia dcalers.
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The two-fold appeal
of the Widdicomb
builds new business

Successful merchants every-
where can certify to the two-
fold appeal of Widdicomb
Phonographs in Period
Design.

For the Widdicomb 1s not
alone a musical instrument
—1i1t is a charming piece of
fine furniture in period de-
sign, a ftting complement
to its companion furniture.

Any home, any room—no
matter how tastefully fur-
nished and decorated — 1s
enhanced in beauty by a
Widdicomb Phonograph.

Merchants with the
Widdicomb {franchise have
found that these two quali-
ties—musical perfection and
beauty of design—have a
direct, forceful appeal to
people of refinement and
taste.

If you are interested in
building up your business
with this class of trade, the
Widdicomb franchise offers
you a real opportunity to
stimulate sales and increase
prestige.

Write for catalog and
complete information. Con-
vince yourself that the
Widdicomb has unusuai
sales possibilities for you.

June 15, 1922
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HONOGRAPH
The Aristocrat of Phonographs

Iiddicomb Cousole Phonographs in Pertod Siyles
are faithful interpretations of the best designs of the
old masters of the art of wood- fashioning. The
artistic cabinet designs and finish are the handicraft
of an organization which for three generations has
enjoyed a reputation for leadership as designers of
fine furniture.

IViddicomb Console models have many distinctive
features of design. Chicf amang these are divided
top, partitions for albums, antomatic stop and patented
tone control. The IWWiddicomb plays all records. All
IViddicomb models are now selling at pre-war prices.

Neaw prices range froam $90.00 to $200.00.

THE WIDDICOMB FURNITURE COMPANY

Grand Rapids, Michigan

Fine Furniture Designers Since 1865
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SALES COURSE FOR VICTOR DEALERS IN WASHINGTON

Most Resultful Gathering of Victor Dealers in the Nation's Capital, All of Whom Enjoy F. A. De-
lano’s Constructive Talks as Well as the Hospitality of the Local Jobbers

Wasutncron, D, C, June 5.—A four days' sales
course for Vicior rctailers was held at the City
Club here beginning May 22, under the direc-
tion of F. A. Delano, of the Victor Talking Ma-
chine Co. This course was the regular Red Seal
course usually given at the factory in Camden,
but in a slightly condensed version.

A good proportion of the dealers in the terri-
tory . were present and inuch interest and en-
thusiasm was manifested from start to finish.
An added feature of the course which causcd con-
sidcrable interest was a buying and sclling con-
test staged, by the dealcrs atiending. The contest
drew forth many interesting angles on sales-
manship and was intensely instructive. The
judges consisted of the exccutives of the various
Victor distributing houses located in Washington:

boro, N. C.; L. E. Rice, Ricc’s Music Storc, Win
chester, Va.; R. A. Sloop. Pcople’s Home [Fur
nishing Co., Mooreville, N. C.; Robert L. Ship
ley, Storm & Shipley, Frederick, Md.; D. E
Qdom, Bennettsville, S. C. \Washington was rep-
rescuted by the Misses Florence and Rcbecea
Gordon, S. Gordon Music Co.; Mrs. Barbara
Mushake, \Vm. Mushake; Miss M. Drury and
Jose E. Espinosa, Louis & Co.; Agnes C. Scxton,
K. C. Scxton Co.; Harry A. Chick and Basit D.
Jones, S. Kann Sons Co.; R. \W. Fuller and

Theo Gannon, Anscll, Bishop & Turner, Inc., and
Thos. kavanagh and Mrs. G. Skinner, Arthur
Jordau Piano Co.

In addition to the exccutives a number of the
members of the staffs of the local distributors
took advantage of the coursc.

Those presen

Those Who Attended the Four Days’
F. H. Harris, of Cohen & Hughes; Carl Droop.
of E. F. Droop & Sons; Robert C. Rodgers and
John Fischer, of Rogers & Fischer.

The affair ended up with a dinner party at the
Madrillon, after which the entire party went to
the  Belasco Theatre to sce Frances Starr in
“Shore Leave.” During the dinner Harry A.
Chick. of S. Kann Sons Co., accompanied on the
piaiio by Mrs. G. E. Williams, of J. B. Bell Co.
Inc, Lynchburg, Va, gave a splendid exhibition
of a very fine tenor voice, singing two popular
ballads in an attractive way. Mrs. Williams was
edt‘ml to the occasion, her piano accompaniment
being of the highest erder.

Among out-of-town dealers present were: R. D.
Thomas and Miss Ruth Oldham, Darnell &
Thomas Co., Raleigh, N. C.; G. E. Wilhams
J. P. Bell Co, Inc., Lynchburg, Va.; Charles E.
Réefer, Kranz-Smith Piano Co., Baltimore, Md.;
G. Ralph Shoop, Sitack’s Drug Stere, Altoona,
Pa.; Hacry M. Shipley, Frederick, Md.; Fred H.
RReeves, Andrews Music Store, Inc., Charlotte,
l‘\‘. C.; Andrew J. Oldcewurtel, Talking Machine
$h-op. Ba!(_imore, Md.; Mrs. R. M. Dixon and
Miss Haze! Diuguid, Roanoke Talking Machine
Corp., Roanoke, Va.; Mrs. Kenneth Hawkins,
J.'M. Hartey & Son Co. Fairmount, W. Va;
Miss Ellen Renfrow. Royall & Borden, Raleigh,
N. C.; Miss Pearl Ham, Royall & Borden, Golds-

No. 35217
BASKET

[Fitled with Flowers;
each, 73¢c; per dozen,
£7.50,

Write to-day for my
SPECIAL. CATA.
LOGUE No. 35 of
Artificial Flowers,
Plants, Vines, etc.
MAILED FREE
FOR THE ASKING.

New York, N. Y.

61 Barclay Street

Sales Course Held at City Club, Washington

were: Miss Mildred R. Miller. S. J. Whirney,
A. A. Brandy, J. Fred Saunders, of E. F. Droop
& Sons; Leslie Lore, Walter H, Son, of Cohen
& Hughes; Charles S.‘Butler, Theodore G. Fresh,
of Rogers & Fischer.

INVENTS VIOLIN FOR RADIO WORK

“Magnifying Violin” Has Horm and Can Be
Used as Recording Instrument

Radio has caused the invention of a special
“magnifying violin.” [t is the product of Harold
Stern, director of a New York hote! orchestra.
Mr. Stern has been lately Dbroadeasting violin
inusi¢ from the large stations around New York,
using his invention as the instrument. He says he
madc it cspecially for this purpose.

The “magnifying violin™ is similar to others
cxcept for the body or sounding box. Instead of
the body, there is a ¢ylindrical metal box out of
which projects a horn. When the Bow is drawn
over the string a louder sound is produced than
out of the ordinary violin.

Another surprising feature about this “mag
nifying violin” is that it can be used as a record-
ing nstrument during the radio concerts.  All
that need be done is separate the cylindrical
sounding box and horn from the rest of the in-
sttument and attach it to the telephone re-
ceivers,

EXCLUSIVE EDISON SHOP OPENS

Rockrorp, 1., June 6.—The Danlin Music Store
i5 the name of a new concern which was re-
cently opencd at 1202 Fourtecnth avenue, this
city. The siorc has been handsomcly decorated
and is equipped with all the latest merchandising
devices. The Edison line of phonographs is
handled exclusively. Pianes, player-pianos and
other music accessories are also carried.

H. A. Dunham, proprictor of Dunham’s Music
House, Asheville, N. C, returned last week from
Hot Springs, Ark., with renewed encrgy for the
future developiment of his business.

A Needle with
All the

Sonora Prestige

Behind It

When you display Sonora
Semi-Permanent Necedles
there is more than merely the
needle advertising to bring
you sales.  All the Sonora
adverusing and the repura-
tion of “the highest class
talking machine in the world”
back up cvery package of
these splendid needles.

SONoT,
Semi - Permanent

NEEDLES

will play almost an indefinite
number of times, and they
arc so constructed that they
cannot injurc or scorc the
records. Phonograph owners
will appreciate your recom-
mending them. They are
just the thing for use with
the record-repeater.

Sonora Phonograph
Companp, Ine.
GEORGE E. BRIGHTSON

President

279 Broadway New York

Canadian Distributors:
[. Montagnes & Co., Torontn

CAUTION! comiraceed et

of inferior quality,
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RECORDS 200 VEAR OLD TUNE

Interest'ng Old Melody Incorporated in Vocalion
Record of “Mother Machree’s Lullaby,” by
Musical Director Robt. Hood Bowers

. new art has been developed in connection
th the musical settings used in the phonograph
rer the song or

ance number recorded simply "as 15" Instead,
3 rains for some
{ way of introducing a bar or two of some

ther particularly appropriate picce of music or

Robert Hood Bowers
deseriptive musical scenery. such as chimes, bird

voIces A
ha-ha

An nteresting illustration of this is found in
the new July Vocalion record of “Mother Ma-
chrec’s Lullaby™ (An Irish Mother's Love Song),
which mtroduces i it a quamt old Irish tune over
two hundred years old—just such an old folk
nclody as Mother Machree might have sung.

To find just the right tunes and other noveltics
to introduce involves considerable research work
on the part of the musical director, who in this
nstance is Robert Hood Bowers, noted com

axophone that gives “the merry

poscr of the "Chinese Lullaby™ and other popu-
lar wumbers, and wmuwsical dirccior of Vocalion
records.

A PROGRESSIVE TORONTO DEALER

The Adams Furniture Co.. of Toronto, Can., En-
joys Rapid Growth Through Aggressive Mer-
chandising and Publicity Mcthods

Toroxto, Can,, June 6—The Adams Furniture
Co., Columbia dcaler, is probably the largest and

best-known  furniture housc in this city and
pussibly Canada. The company has been
handling the Columbia line almost ten ycars,

during which the Grafonola departinent has cn-
joyed a stealy growth uuder the management of
N. A. Little.

The Adams Co. had its best year in 1921, Tak-
mg the fullest advantage of the reduction in
prices, it sold seveniy-cight floor models of Graf-
onolas on the first Saturday after the reduction
was annomced, and it has been a small day with
themn since when they have sold less than thirty
instruments on a Saturday.

The Adams Furniture Co. is the type of con
<orn which believes in taking up every reasonable
suggestion for publicity purposes, and the nmunn-
ber of stunts it has put over would, if described,
"All a book.’

17.500 RADIO INCORPORATIONS

More than 17,500 incorporations of radio con-
cerns were filed in twenty States since January |
according to an estimate gathered from various
State capitals. These aggregate a capitalization
of more than $£90,000,000.

NEW YORK CONCERN INCORPORATES

The Stettner Phouograph Corp., of New York
City. has been granted a charter of incorporation
under the laws of New York State, with a capi-
tal of $25.000. Incorporators arc M. Stettner,
D. Silverman and R. Rosenberg.

FALL

1922  wintex

Will be a Winner

e VICTOR eroduets

Summer is the time
to stock up and plan
your sales campaign

We Will Gladly Help
Any Victor Retailer

KNICKERBOCKER

Talking Machine Co., Inc.
VICTOR WHOLESALERS
138 West 124th Street

New York City

NTO
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Business Uneven — Prospects Im-
proving—ud Satisfactory Summer
Business Is Looked For Talker
Section  for Seitner — The News

3l {1{ 4

Caxtox, O., June 3.—Although reports gleaned
from the music tradcs the past week indicate
a genceral slowing up in the irade, no dealer in-
terviewed this week appceared discouraged as to
the future, and in cvery instance declared that
the lcteup was only temporary and that the
Summer months held much in store for the trade.
Business as a whole has been satisfactory, ac-
cording to the prominent dealers, and talking
machine sales, in some instances, arc ahead of
those a yecar ago.

Industriatly Canton continues strong and peo-
ple appcar to have morc money than at any time
it recent months, but the people have many obli-
gations to meet and within a short time will again
turn their thoughts towards musical instruments,
rccords and player rolls. Collections are improv-
ing cach weck and a large percentage of the
sales, both talking machine and piano, are for
cash.

Judging from a survey made the past weck,
pianos are far wore active than talking machines,
although sales of the tatter are holding up well
in the rural district where practically every local
dealer has a crew of men at work canvassing and
placing machines on trial. The $150 machine
appears to be the best seller at this time.

C. M. Alford, of the Alford & Fryar Piano Co.,
reports that tatking machine sales, the Cheney
and Starr, are ou a par with those of previous
months, but record sales show a falling off. Coun-
try trade is holding up well and sales of machines
in the rural district are helping the month's vol-
unic to a great extent.

George \ille, hcad of the music firim by the
same name, reports that talking machine sales
show a slight falling off in May, and can explain
no rcason for the let-up.

The removal of the talking machine department
at the Klein-Heffelman-Zollars Co. from the third
floor to the rear mezzanine has helped business
wonderfully, according to Mr. Shrake, manager
of this scction of the big store.

H. T. Hanmer, new manager at the store of
the J. \W. Brown Piano Co., which store sells the
Sonora machine, reports talking machine sales
were fewer in May than the previous months,
He says business with the store during the month
of May has been highly satisfactory and declared
considerable merchandise was moved during the
month.

At the music section of the William R. Zollin-
ger & Co. store, Manager Pyle, hcad of the music
department, reported business doubled that of
May. 1921. Hc says talking machincs are moving-
fairly good and that record sales are somewhat
off commpared to a yecar ago. Mr, Erdman, field
represcntative for the Victor Talking Machine
Co.. was a visitor at the store this week.

Mr. Pyle says the storc plans to push the sale
of the vew Victor portable machine, which is
built espccially for use of the camper. autoist
aud canocist.

The Edison machine is moving along fairly
well. according to Manager Rutledge at Rhines’
Edison shop. The Massillon, O.. store of this
company is doing very well and busincss at the
local store is very satisfactory.

D. \V. Lerch, head of the D. \W. Lerch Piano
Co., onc of the largest distributors in the Can-
ton district, says that the piano trade, as well as
the tatking machine business during the month
of May was quict.

The Scitner Co.. owner of department stores
here and in many Michigan towns, which recent-
ly acquired the W. E. Davis Co.. at Alliance.
plans to add a talking machiue department when
the store is cnlarged under the expansion pro-
gram, it was announced by officials of the con-
cern this week.
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A Real Musical \

Instrument
for Children DIAMOND
Cabinet—Durable Diamond construc- J U V E N I LE
FURNITURE

tion throughout. Made from selected

veneers and hardwoods. Built with in-

finite care by experienced cabinet mak-

ers. Height, 24 inches; width, |4 . ] .

inches: IEngth. 28 inches. 81 installed with the Diamond

Finish—Enameled in French Blue and Console makes the kind of

;:;:"r: Washable finish. Blue silk bdolh skt oxats B pOWE

Motor—Heineman motor ful influence on the sale of
juvenile records. Durably
made and beautifully enam-
eled in two hAnishes, French
grey and ivory. High hnish
is easily kept clean. Also

—cut gears—cast frame—
fully guaranteed—remov-

makes an attractive window
display.

able motor board.
Tonearm — Die
cast—nickel
plated—Artois re-
producer.

Tuentable — Spe-
cial 9.inch felt
faced—plays all
records, 10-inch
or smaller. Par-
ticularly adapted
to all children's
records, including

Bubble Booka.

.,

List Price,
A $25.00 each
ﬁ Six machines

or over,
$15.00 ea.

Less than six
| machines,

'_ $16.50 ea.

DIAMOND JUVENILE CONSOLE

Why has this great little machine
become an overnight success?

T — -

Ist_because it is the first practical talking machine for
children. Perfect juvenile proportions — substantially con-
structed — beautifully finished —plays all records up to 10-
inch and has exquisite tone. Reasonably priced and sells
without effort.

2nd—because it is the basis for an ideal juvenile booth—
attracts interest of children and parents—creates a won-
derful selling ‘‘atmosphere” and stimulates sales of
children’s records.

3rd—because it offers dealers generous returns on their
investment. Six machines at $15, cost $30 and sell for $150.
This is $60.00 profit on small outlay and turnover is rapid.

Models on display at New York Show Room

A few good territories still open to Jobbers— 5"5..&‘&2‘2&.“' - ﬂ
Write for Particulars $17.50 (aX

o . Osw:;i)..af;'. Y. /\.? IIQAF
The Diamond Products Corporation lt ""-'v-J/

25 West 43rd Street, New York Factories—Oswego, N. Y.
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Victrolas. The total sales voluine for 1922 ¢x- These are so popular that many persons come in
D ceeded that of last ycar, and the May total for and make a purchase in order that they may more
1921 was reached before the 20th of May, 1922, freely enjoy the concert. It is fclt that this de-
(ARG ECIRNTE DO E SIS TS according to A. J. Pete, departinent manager. vice is an excellent advertising mediuny

Oplimi.wu in the Trade Grosws—
J. 11", Grecne Co. Plans Improve-
ments—Aetivities of the Month

Torevo, O., June 6.—Talking machine and rec-
ord merchants are decidedly optimistic and visu-
alhize the iimnediate future as holding many op-
portunitics, The recent appearance of John Stecl
in ¢oncert at the Coliscum and later as a radio
broadcasting star did much to stimulate the
sale of his records. Practically cvery store in
the city benchited from thesc events.

An incident in connection with the Stecl con-
cert itlustrates his popularity. After the periorm-
ance Chaplain MacLlanc, who saw overscas serv-
ice, prescated him with a large bouquet of daisics.
the gift of local American Legion Posts, This
was in rccognition of the pleasure given 300
homeless soldiers last Thanksgiving, when Mr.
Stecl sang scveral songs at a dinner given for
the boys.

The Tolede Talking Machine Co. is experi-
encing a gratifving volume of May sales. The
demand for the four Victor specials which went
on sale on the 20th, and the extra special,
“Stumbling” and “Georgia,” rcleascd for the 26th,
is brisk. The numbers are pronounced very
pleasing and have caught the popular fancy, ac-
cording to Chas, H..Womeldorff, general man-
ager.

The J. W. Greene Co, talking machine dealer,
has plans formulating for a complete remodeling
of the record and talking machine scction,
says Manager Kopf. The work will start at
an early date in order that it may be completed
in time for Fall trade, It is the intention 1o con-
vert this division nto one of the finest depart-
ments of its kind in this scction of the Siate.
The Lyradion linc of radio instruments has been
added to the talking machine department and
will be exploited in a big way.

At Grinnell Bros.. Miss Mary Baumann, long
manager of the music roll department, has been
placed in charge of the record scction. This
promotion is in line with the policy of the house
to advance workers from those inside rather than
go outside the organization for material. R. C.
Elwell, manager of the Victrola department re-
ports a favorable velume of May sales.

The Lion Store Victrola departinent is experi-
encing a very satisfactory demand for horizontal

During his Toledo stay John Stcel autographed
250 records at an aftcruocon appearance at the
Lion store. Thesc were readily sold. About 500
persons crowded into the departinent on that oc-
casion to sce him. He was also a guest at the
weekly luncheon of the Rotary Club, where he
sang sevcral sclections.

Miother's Day was observed in a special man-
ner at the Lion Store. Each package of Mother
rccords contained a beautiful gift card bearing
one of these sentiments: "With love and all
good wishes to my dear mother,” or "With best
love to the best mother.” Mecemorial Day was
also comunemorated with appropriate selections
and assortments of records.

An epidemic of reducing has seized the stout
women of Toledo and vicinity, The Colonel's
Lady and Judy O'Grady arc both victims of the
malady. As a result of the demand for Wallace
reducitg records, and the interest in the excercisces,
the Victrola department has orgamzed three
aiternoon classes. About 300 robust women are
enrolled in these and are daily trying to lose
surplus weight. In order 10 add zest and wide
mterest to the work a prize of $10 will be
awarded to the lady succeeding in losing the
most pounds oi flesh. Many prominent mem-
bers of society and women widely known Jocally
are enrolled in the classes and arc working ear-
nestly to lose a pound a day for the next three
weeks, which is in accordance with the promisc
of the promoters. Miss Adalyne Johnson, of the
\Wallace Reducing Record Co., and Mrs. Grace
Foster, of the Lion Store, are in charge of the
work.

Morcover, in order to further this cffort and
broaden tts usefulness, arrangemecents have been
completed whereby the News-Bee, an afternoon
newspaper. will work in conjunction with the
Lion Store and send out via Radio a Wallace re-
ducing record lesson cach wecek for the next five
weceks.

The Madison Music Shoppe is about to
launch a drive on poriable machines for camp
and Summer resort use, Kenneth Rickel statcs.
The Modernola, with complcte equipment, will
be featured. Another addition to the line of
talking machines is the Sonora, and this instru-
ment will be exploited in an early campaign.

Grubbs Music Shoppe is coupling its efforts
with the radiophone. Concerts are held cach
noon at [2 o'ctock and every evening at 7:30.

IMMEDIATE

The General Phonograph Mfg. Co.

Model “E” Table Phonograph

The Greatest Value on the Market
DELIVERIES

IN ANY QUANTITY

New Model 'E"*

Plays Ali Makes of Records

Write for our Proposition

The General Phonograph Mfg. Co., Elyria, Ohio

Superior Tone Quality

Frank H. Frazelle, Adams strect dealer, is con-
ducting an advertising campaign which has for
its main object the assisting of outside salesmen
in closing talking machine sales. The Jewett and
Sonora "arc featured. H. G. Pulfrey, sales man-
ager, reports a considcrable betterment “in col-
lections with a corresponding in¢reasc in record
sales.

The Whitney, Blaine & Wildermuth -Co. has
purchased the Victrola stock and good-will of
the department of the Wm. B. Duck Co. The
W.-B. & W. Co. is about to move iniq its finc
new upstairs store in the heart of the sopping
district on Adams street. The acquiring of this
Victrola agency gives the company a_very com-
plete line of high-grade pianos, playcrs:apd talk-
ing machines and makes it an cven greater factor
im the local musical mmerchindise ficld than here-
toforc. - ‘

The B. H. Broer Co., South Side, Brunswick
dcaler, reports new activity in records-and ma-
chines. Railroad employes form a large part
of the clientele of this house.

Rae & Maxwell, Columbta, Vocalion and Jew-
ett dealers are cxploiting portable machines
under the caption: “Summer Time Is Nature's
Music Time.” A. E. Rae, rcports good results.
The Columbia portable Grafonola is icatured.
Among the records favored are: “Jimmy, if You
Knew,” “Somc Sunny Day,” “Doo Dad Blues”
and the Bert Williams selections “Not Lately™
and “You Can't Trust Nobody."”

The Record Shop reopened its newly deco-
rated and equipped store with much splendor
recently. On account of firc the shop was
obliged to curtail operations some time ago, but
with the shop again functioning in all depart-
ments several additions to the sales force will
be madc. Brunswicks are featured.

The Goosman Piano Co. has purchased the
stock of the local Starr Piano Co. factory branch
store. The Icase on the Siarr location does not
cxpire until July I, and for that rcason no defi-
nite announcement as to the disposal of that store
is forthcoming at this time. However, much of
the stock will be disposcd of through a gigantic
clearance sale, which will start at once.

The acw owners will act as Starr agents for
Toledo and vicinity. Gennett talking machines
and records will be widcly featured through ad-
vertising and promeotion work. The Goosman
Piano Co. will be incorporated with Fred N.
Goosman as president.

This Starr change is in line with the new
policy of the factory 10 dispose of many branch
stores. It is stated on good authorit§ that a
similar plan will be followed in other districts:
The Cleveland district, in addition to Toledo,
Akron, Canton and Mausficld is affected. C. E.
Cveringham. manager of the Starr branch, has
joincd the Chicago Starr sales organization.

The Da-Lite Eleciric Display Co.. North Erie
strect. announces the l'ollowing -pancl releases
for June: “California” and “Rosy Posy,” two
Club Royal Orchestra numbers, and “Pick Me
Up and Lay Me Down in Dear Old Dmcland
sung by the Pecrless Quarter.

The A. B. Taggart Co., successors to the lgnaz
Fischer Music House. has inauguratcd a record
approval service with a two-day trial prvilege!
The plan is being dcveloped through a direct
mail campaign. Morcover, this; ipusc has he-
come distributor for Toledo and viemity of the
Radiola, a newly invented and simplified radio-
phone. It looks like a cabinet phonograph and
is said 1o be casier to opcrate than a talking ma-
chine. It is sold installed with the Brunswick.

The sales appeal will be directed to the better
class of buyers, and it will be sold for cash. Roy
Thorpe is in charge of the development work and
will direct sales promotion cfforts.

The LaSalle & Koch Co. Victrola Shop, in
charge of R. O. Danforth, rcports considerable
sales activity in May, efforts being direcied to-
wards closing contracts for Victrola combina-

(Continued on-page 60)
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Lyradion dealers and jobbers are “saying it with
orders”—some choice territory still available

Ihe Lyradion Console

The Lyradion radio line offers dealers and jobbers a
wide range of sales opportunities. Every owner of a
Westinghouse set is a logical prospect for a Lyradion
cabinet in one of the attractive models shown on this
page. Every radio enthusiast who has not purchased a
set is a prospect for a Lyradion non-regenerative receiv-
ing set and cabinet complete.

The demand for radio is immediate and world wide—
the Lyradion line represents radio in its highest state of
development—a complete line of models suitable for the
modest as well as the most pretentious homes and clubs,

Lyradion cabinets are equipped with the famous Sea-
brook loud speaker horn and amplifyer, capable of repro-
ducing radio music with the same clarity and purity of tone
that characterized its original broadcasting and in sufficient
volume to enable a whole roomful to listen in at once.

To the jobber or dealer the Lyradion line offers op-
portunities for quick turnover and volume sales. There
is still some choice territory open for allotment—prompt
action is necessary if you are interested in representing
this exclusive and popular line in your locality. Write
or wire for full particulars.

Lyradion
Model A, B & C

The Lyradion Console
Combination Radio and Phonograph
All Instruments. bateries, etc., completely housed
and- out of sight. Wired for Westinghouse “set’ or

complete with Lyradion non: regencrative receving
set. Equipped with Seabrook loud speaker horn and

amplityer.

The Lyradion Italian Renaissance

Combination Radio and Phonograph

A beautiful hand carved cabinet in polychrome
finish suitable for large homes and clubs. Wired for
Westinghouse “set” or complete with Lyradion non-
regenerative receiving set.  Equipped with Seabrook
loud speaker horn and amplifyer. Limited number
rcady for delivery now.

The Lyradion Models A, B & C

Radio only

Equipped with Scabrook loud speaker hom and am*
plilyer. Permanently wired to completely house a
Waestinghouse *'set” or complete wath Lyradion non-
regenerative receiving set. Ready now.

Lyradion Sales & Engineering

Company
which is plant No. 5 of Dodge Mfg. Company
MISHAWARKA, INDIANA KENYON W. MIX, Director

Lyradion Italian Repaissance
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HAPPENINGS IN THE TOLEDO TRADE
(Continued fram page 64)

tions. The appeal is made to per<ons of the
middie class. The June bride is recciving spe-
cial attention. also iolks moving into new homes.

The J. W. Rowlands Co.. of Lima. furniture
dealer. celcbrated the opening of its fine new
store on the Public Square with a banquet in the
evening to visiting representatives of manufac
turers and jobbers. For this event J. \V. Row-
lands came irom his Hollywood. Cal.. home. His
son. W. D. Rowlands. is general manager of the
enterprise.  Coincident with the opening was the
thirtieth anniversary of the house. At the han
cuet in the Barr Hotel guests and visitors de-
livered short addresses. The Victrola depart-
ment. which is among the finest in the city, is
situated on the first floor. and is easily accessible.
The service counter and demonsiration booths
are in closc proximity. The decorative scheme
i# old ivory throughout. The new building is
three stories and basement and has been espe-
cially arranged for the needs of a growing busi
ness.  Souvemrs were given to the 6,000 persons
visiting the store on the opening day. Music was
alco a feature,

R. D. Malcolm, Flint. Mich., has mnoved his
general music house 10 134 and 136 East Kears-

street, o large three-story structure. This is
a marked inprovement over the former location
ind a fine increase in sales is looked for as a con-
scquence.  The 1alking mmachine departinent is
oi the main floor. There are scven full-length
plate glass demonstration booths and excellent
service record racks. The store ranks second
10 none in the city. Interior decorations are
French gray and ivory and the wood finish is
mahogany. The whole presents a very atirac
tive appearance.

Frank H. Frazelle has returned from a buying
irip to the Chicago wmarket

Chas. H. Womeldorff will attend the conven-
tion of the National Association of Talking \Ma-
chine Jobbers, which will he held week of June
11 a1 the Ambassador totel, Atlantic City.

—

MOTORS
TONE ARMS
REPRODUCERS

Grey lron
and Brass for

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

CASTINGS { TURNTABLES
MOTOR FRAMES
TONE ARMS

HORNS und THROATS

Direct Quantity Importations On {

D. R. DOCTOROW

Stylus Bars
Screw Machine Parts
Talking Machine Hardware

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

Vanderbilt Ave. Bldg.
51 East y2nd Street, New York
Tel. Fanderbilt 5462
Murray H:ll 8oo

VICTOR FINANCIAL REPORT IMPRESSES BUSINESS WORLD

Bankers and Financial Men Accept Statement as Indicating the Stability of the Talking Machine
Industiry—Figures Quoted Most Favorably in the Newspapers

That the annuval balance sheet of the Vicior
Talking Machine Co. issued recently and which
emphasized so strongly the enviable position of
that company not only in the matter of produe-
tion, but in the matter of financing, has made a
great impression in business circles generally, and
particularly in financial circles and among bank-
ers, is indicated by the number of newspapers
that have felt called upon to cominent favorably
upon the report and its significance.

There was a time not s0 many months ago
when certain bankers were inclined to look
askance at the talking machine business and its
possibilities. They witnessed a number of the
smaller companies liquidating their business or
going to the wall and found that there were many
concerns that could not be regarded as strong
financially or with prospects that were calcu-
lated to invite credit.

The statement of the Victor Co. has unques-
t:onably done much to rewin the confidence of the
banking interests in the talking machine indus-
try. It has shown that the talking machine busi-
ness properly conducted can be maintained on
a sound moncy-making basis and the effect of
this rencwed confidence on the trade as a whole

cannot be overestimated in the development of
business.

The statement of Eldridge R. Johnson, presi-
dent of the Vietor Co., regarding the 1922 pros-
pects for business, backed as it is by the finan-
cial report of the company, has had wide circula-
tion and has done much to itnpress those out-
side the indusiry with the preseat and future
possibilities of the talking machine trade.

In commenting upon the excellent progress
made by the Victor Co. in the face of unusual
conditions a number of writers in the financial
and daily papers are taking occasion to call atten-
tion to the manufacturing policies of the Vietor
Co. in reducing record prices and improving ma-
chines, as well as the company's consistency in
the matter of advertising. There is no question
but that this volume of favorable comment will
react directly to the advamage of the industry as
a whole.

The E. G. Hays Co., of Pittsburgh, Pa.. has
been incorporated in that State for the manufac-
ture and sale of musical instruments, with a
capital of $50,000. Incorporators are E. G. Hays
and C. H. Wil

new style.

period models.

A New Model in the Natural

Voice Line

To the models already manu-
factured to meet the needs of
the trade we have added this

The NATURAL VOICE is
a high-quality product selling
at a popular price. Itisacom-
plete line including several

Manufactured by expert
cabinet makers it has achieved
a position of prominence as a
sales creator and profit maker.

Also a Full Line of
Cabinets Without
Equipment.

Write for Prices

ST9

our proposition.

It will pay you to investigate

Natural Voice Phonograph Co.
ONEIDA, NEW YORK

H50W23D24

The New Style No. 9 is & worthy addition to this
sompletle line
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T he Famous Motor of Quality

Noiseless, powerful, steady
and continuous

HEINEMAN
QUALITY MOTORS

General Phonograph Corporation
OTTO HEINEMAN, Pres.

25 West 45th Street New York
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Bostox, Mass., June 5—The month of May
made a much better showing than some in the
trade had looked for. It was an unusual period
so far as good weather went, and that is a fac-
tor that must be reckoned with when it comes
to business prospects. Salesmen got on the
track of many desirable prospects and, while
some good sales followed, there are enough ahead
to warrant the trade at large in taking hope that
the late Surminer and early Fall are bound to see
nmach improved business. Not a few houses were
able to report. and, with a degree of satisfaction,
that the May business was considerably in ad-
vance of that for April, and there were others,
too. which could honestly say it was better than
the same month a year ago, so that in either case
there was food for encouragement.

Frank S. Horning Puts It Over

No one can doubt Frank S. Horning's ability
to “put over” anything he starts to do. The
head of the Frank S. Horning Co., as president
of the New England Music Trade Association,
has already presided over two luncheons at the
Engincers’ Club, and at each there was a cred-
itably large attendance. In fact, at the first
one there were so many that the luncheon was
late in getting started. At the first luncheon
Dan Sullivan, of the C. C. Harvey Co., kept the
company entertained during the early part oi
the luncheon with piano selections; and at the
second luncheon the pianist was Arthur Morse,
of the Colonial Piano Co. Much credit must be
given to the committee of three which co-
operated with Mr. Horning in getting up the
luncheon details. For the next luncheon, which
has been postponed until after the New York
convention, the committee consists of Jerome

Murphy, of the M. Steinert Co; Walter Gillis.
a Victor dealer, and Leonard M. Wright. The
program mapped out for the New England
Music Trade Association by way of getting the
members together has started off most aus-
piciously and with good speakers as they have
had at the two luncheons there is no reason why
the organization should not be one of the leaders
among music clubs of the country. President
Horning is urging every member to bring an-
other music man to the hext luncheon.

Hallet & Davis Phonograph Grows in Favor

It is now two months since the Haillet &
Davis talking machine has been out and in that
time it is astonishing to those close to this prod-
uct to note the extent to which it has been given
attention by the trade. That it is going to be
a good seller is now proved to be a fact. No
sooner were the samples out than there was a
call for them {rom remote sections of the
country, and letters began to pour in to the
Hallet & Davis offices, all these communications
of a highly commendatory character, some of
these communications telling of sales that had
been made shortly after the receipt of the
samples. These same dealers immediately wired
for a consignment of goods and there were
urgent calls, 100, for the privilege of controlling
exclusive territory for the handling of these
talking machines. The company very naturally
was not in too much haste to allot territory, as
it wanted to get the best representation possible
everywhere. Now, however, there are well es-
tablished agencies on the Pacific Coast and in
the Western and Middle West field, all of them
under the management of dealers whose repu-
tation is of the highest. The regular roadinen

of the company have been most successful in
introducing the instrument among its following.
Mapping Out an Organization

R. Q. Ainslie, that indefatigable worker in the
field of music, is now mapping out an organiza-
tion which will include two special talking ma-
chine salesmen for handling this product in New
England. Owing te Mr. Ainslie's increased du-
ties incident to his activities in the new national
advertising and merchandising campaign which
the Hallet & Davis Co. has recently launched, it
has been necessary for him to organize an ef-
ficient talking machine department which will be
under his immediate supervision. The company
arranged for a very complete display of its talk-
ing machines at the Hotel Commodore, New
York, during the big music trade convention, and
there also was a full line of samples at the com-
pany's New York offices on the fifth floor, 18 East
Forty-second street.

By way of indicating the tone of the com-
munications that have been rcecived by the Hal-
let & Davis Co. touching its new product, let
the trade read the following from the Daynes-
Beebe Music Co., at Salt Lake City, Utah. under
date of May 20:

“l waut to take this occasion to say to you
that we are very much delighted with the three
sample Hallet & Davis phonographs sent us.
They just arrived to-day, and we are all charmed.
The tone seems to be as near perfect as it is
possible for mechanism to make it. I congratu-
late you upon having achieved such signal dis-
tinction. Let’s hope that the splendid instru-
ments that you have made will quickly become
popular, and that the sales will be in harmony

{Continued on page 68)
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The New England Victor dealer has kept step with the progress of his

community, and in many 1nstances i1s just a few steps ahead of his

New England is fast regaining its place N
as this country’s most prosperous territory, and Victor dealers are sharing /
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admirably cquipped to offer 1009 service and
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vith the ~tandard of the machine.” This spon-

cOur tr tle Was @re ) rect
Merging of Thomas and Vocalion Stores
AN 100192 Boylston street hereafter will be
known as Yocalion Hall instead of the Vocalion

as The new house represents
the ibination of two well-known music cen-
ters, the old Vocalion and the Edison Shop, for-

merly the music department of the F. H. Thomas

Co., which ivas farther out on Boylston sireet.
Thus, instead of the Vocalion headquarters now
confining itsell to the well-known instruments

i that name, the Edison line also will be car-
ried and under the new arrangements one may
find the very best models of both lines, somne

being the very latest in console types. Besides
the Edison and Vocalion talking machines, it is
the pla the concern operating the New Vo-

n Hall to carry pianos and reproducing

panos, and of course, a full line of records. The
quarters are under the management of W.

Birdsall. iormerly manager of the Edison Shop
at the Thomas Co., at which place he has had a
long and valuable expernence. In the imanage
ment will be assisted by Charles Foote, who
has been connected with the Vovahon Co. for
some time. It is understoud that there will be
very few changes in the personnel of the new

IsC¢, the jead g 3
being retained. M. \WVheatley., whom Mr.
Birdsall succeeds, has yone back to New York,

vhere he continues in the employ of the Aeolan
Vocalion Co. at its New York headquarters,
Makes Survey of New England Field

Manager Joe Burke. of the Musical Supply &

quipment Co., lately c¢ntertained President )

0. Morris, of the compauy, and the two made a
areful snry f the New Eungland field, which
is now entirely in Mr., Burke's hands. Mr. Mor

ris’s visit here followed his return from the Vir
ginia Hot Springs. where he had spent several
week; Both President Morris and Manager
Burk: the local field looking very en-

couraging, better than in some time, in fact, and
as they viewed the situation everything pointed
1o greatly improved business in the Fall. A con-
signmeal of the new Queen Anne Sonora models
was received here a short tune ago and all the
instruments were quickly taken by the large
stores which handle the Sonora, including the
Jordan Marsh Co., which annually disposes of
a number of them. This new type of Sonora
has a mew style of tone arm and new tone
chamber as special features. The portable So
noras which have proved very popular since in-
troduced arc in great demand among the dealers.
E. B. Shiddell With General Phonograph Corp.

E. B. Shiddell, head of the company bearing
his name, is no longer associated with the Bos-
ton talking machine industry, having accepted
a position as general manager of the distribution
division of the General Phonograph Corp. The
Quting hne which Mr. Shiddell has lately been
carrying here for the New England territory has
been taken over by Arthur Erisman, of the
Grafonola Co. of New England and will be haa-
dled by him from his retail store in Avery street
The Shiddell headquarters in the Pope building
on Columbus avenue will be continued for a few
weeks by John Connelly, lately associated with
Shiddell, pending the final transfer of the yoods.

A Popular Brunswick Visitor

A welcome visitor in town off and on for sev.
eral weeks has been \W. C. Hutchings, assistant
yeneral sales manager for the Brunswick line,
His purpose in coming here from Chicago
toward the middic of May was 10 make a study
>f the business situation in New England and
in company with Harry Spencer, of Kraft. Bates
& Spencer, New England distributors of the
Brunswick, he visited a number of the leading
places in Maine and other of the adjacent states,
including, of course, the principal citjes in, Mas
sachusetts. Mr. Hutchings' trip was an emi
wently successful one and he was surprised every-
where he went (0 note the general attitude of
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An Antidote for

Summer Dullness
1S FOUND IN
“LONG QUALITY” CABINETS
“PEERLESS” ALBUMS

They are both good all-year-'round
sellers. If you do not already carry
these lines, write today to

L. W. HOUGH

New England Representalive

20 SUDBURY STREET BOSTON, MASS.

talking machine dealers, which was different
from what he had found in the Northwest. He
thinks the local field is ready for a big boom
in talking machines of the best makes, and speak-
ing for his own product, the Brunswick, he said
that by the time December is reached it should
prove in volume of business to be much greater
than was 1921. Mr. Huichings left Boston on
June | and carried back with him some opti-
mistic views of the future of business in New
Engiland and of the up-to-date manner in which
Harry Spencer is handling the Brunswick in his
territory

Fred E. Mann Talks in Dartmouth College

Fred E. Mann, wholesale manager of the Co-
lambia Co., during AMay went to Dartmouth
College and gave one of his interesting lalks on
the Columbia's merchandising and distributing
methods. While in Hanover Mr. Mann was the
guest of Harry R. \Wellman, professor of mar-
keting in the Amos Tuck School of Business
Administration, Mr, Mann has lately finished a
successful tonr among the Columbia agencies
in Rhode Island and Connecticut territory. Mr.
Mann found all the dealers in a more hopeful
mood than for some time, and all were imbued
with the belief that the talking machine industry
wis on the eve of guite a substantial boom. In
the record line he reports that therc has been
a very heavy demand for the Columbia's latest
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PHONOGRAPHS AND RECORDS

KRAFT-BATES«»SPENCER <

NEW ENGLAND DISTRIBUTORS

Brunswick Advantages to the Dealer

Among the business-building helps which belong to the Brunswick dealer the
very day he takes on the line is the Brunswick Dealer’s Finance Plan.

We will be glad to explain this Plan to you by mail or in person.

It is radically different from any other arrangement for handling instalment
paper with which you may now be familiar.

| Q While it is a brand-new idea to most phonograph dealers, it has been in opera-
f,| = tion with Brunswick dealers long enough to have established its money-making
| 'g value.
® We will be glad to mail you the full details, in the form of a booklet. upon
‘ l:! request.
L HHe KRAFT - BATES ano SPENCER, Inc.
‘ w l 1265 Boylston Street - - Boston, Mass.
' 2 NEW ENGLAND DISTRIBUTORS
Steel Needles Motrolas Record Brushes

Khaki Covers
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numbers, especially in the better class of dance
picces.
Unico Booths in New Brunswick Shop

The new Brunswick shop at 60 Washington
street, Salem, has closed a contract with the
Unit Construction Co. for the installation of a
series of artistic booths and when these are in,
the store will be. rcady for a grand opening
which is to take place on July 20 and 21, Carl
Fenton’s orchestra has been secured for these
two days and concerts will be given cach evening.
[t is planned to make this shop one of the most
attractive Brunswick headquarters in the East,
Odell Brothers are the managers, and on the
opening day they plan to entertain among
others Harry Spencer, the New England man-
ager of the wholesale Brunswick deparitment,
and other Brunswick representatives hereabouts.
New Posts for Hallet & Davis Co. Executives

The recent announcement by the Hallet &
Davis Piano Co. of the advancement of John
L. Cotter to the office of vice-president and
treasurer of the company, and of R. O. Ainslie
to the office of secretary, has been received with
much gratification by the many trade friends
of the two men.

In both cases the promotion is well deserved
Mr. Cotter not only has had long experience
with the Hallet & Davis Co., but in the field of
merchandising his years of service have made
him an ipvatuable factor in the company's in
terests, and he is. besides, one of the best-known
piano men in the field.

Never too busy to keep his fingers on the
pulse of business conditions, he has a very keen
insight into the situation from coast to coast.
Up to a few ycars ago Mr. Cotter spent con-
siderable of his time on the road and developed
the big business of the company in the Middle
West and Pacific Coast, and even now, despite
his busy Boston departinents, finds time to take
the long trip occasionally. Recently Mr. Cotter

turined his attention to developing the cxport
trade and a marked increase has been shown in
this department. The Boston end of the com-
pany’s new Virtuolo publicity and merchandis-
ing campaign rests in the hands of Mr. Cotter.
His numerous friends throughout the trade have

R. O. Ainslie
not been slow to congratulate Mr, Cotter on the
honor of the new office,

Mr. Ainslic belongs to the younger generation
of p:ano men, but so rapid has been his progress
that an uniysual interest is focused on him. For
the past few years he has acted as treasurer and
his appointment as secretary comes as 1o suf-
prise to those who have come in contact with
his work. Joining the company about seven
years ago. he has devoted his attention largely
to the machine division and he is responsible
for bringing forth the Hallet & Davis machine,
and has received commendation from all quar
ters for its unusually high quality.

Having established a complete organization,

Mr. Ainshic is hard at work assisting in puttin
over the publicity and merchandising end of th

business. A strong believer in quality, with an
enthusiasin to keep things moving, this [
man bids fair to make a name for himself in |

rapid devclopment of the Hallet & Dayvi

business.
Value of Stcinert Service Department

The service department which the M. Steinert
Co. maintains for the benefit of its YVictor deal-
ers is constautly getting new recognition and
there is not a day that its usefuluness is not
proved. There are three salesmen, all of them
competent men who have taken the course at

——— e ———

John L. Cotter
the Victor factory, whose services are always
at the disposal of the dealers, and they are
regularly approached on all sorts of difticuht
rroblems pertaining to salesmanship and other
miatters which they seem able to unravel to the
“l:‘ululrul('d ol page 70}

TH L proof of the pudding
1s m the eating and the

proof of \temelt SEervice 18
to be found m the Victor
retatlers using it.

Steinert service consists
of the distribution of Victor
Covered by the word plus
1s the genume sales co-operation that mere

merchandise—plus.

words cannot describe.

Our unswerving policy 1s to protect — to
develop—to serve to the limit of our ability
the Victor retailers of New England already

established.

M. STEINERT & SONS

35 Arch Street,§Boston
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[ORTON-GALLO-CREAMER °
VICIOR SERVICE SPECIALISIS

Our Aim

“To make two blades of
grass grow where one

We offer the Victor retailer
our specialized services in sel)-
ing more Victor Merchandise.

grew before.”

satisfaction ¢ | concerned. It is the Steinert
Co’s purpose to make this one of its most
valuable departments,
Stone in Charge of Iver Johnson Store

One would not recognize the interior of the
Tremont Talking Machine Co.'s store at 177
Tremont street now that the Iver Johnson
Sporting Goods Co. has taken it over for a
general ripping out of fixtures. It is now under
way preparatory to general remodeling. The
ground floor will be devoted to sporting goods,
but the entire second RBoor will be reserved for
the Victor product, and this department will
be in charge of Edgar Stone, who has been
with the Iver Johnson Co. for some time and
is familiar with the Victor line.

Great Campaign for Strand Phonograph

Arthur Erisman ¢ontinues to have phenome-
nal success with the Strand instrument, which
he is introducing throughout New England
Besides Arthur Chamberlain. who has been de
voting his attention outside to this line, Mr
FErisman now has Henry Blakebrough who has

been wit him tor some tn 1 S
ing his attention on the Strand in the feld.
There are a number of large houses which Mr
Erisman has signed up with for carrying the
Strand.

Outing Line With Grafonola Co.

The Grafonola Co. of New England. of which
Arthur Erisman is the head, has taken over the
Quting line, for which it now has the exclusive
rights for the New England territory. This
is the line lately handled by the E. B. Shiddell
Co. The Grafonola Co. has also taken over the
Cameo records. which comprise a rather large
catalog of numbers.

Attended Convention by Motor

Kenneth Reed. wholesale manager of the Vic-
tor department of the M. Steinert Co.. is plan-
ning to motor over the road on the occasion
of the Victor convention. It is possible Robert
Steinert mayv also go over by automobile.

Thomas M. McHale a Visitor

Thomas M. McHale. general c¢ounsel and

credit manager for the Brunswick-Balke-Collen-

der Co., which big house sponsors the Bruns-
wick talking machine, was in Boston toward
the latter part of May, making his headquarters
at the Hotel Touraine. He was here in regard
to the other interests of the company outside of
the talking machine industry.

Shoemaker Attends Nutting Opening

Herbert Shoemaker, wholesale manager of the
Eastern Talking Machine Co., was one of those
to be entertained by Bill Nutting on the oc¢casion
of the big opening of the Nutting rctail store at
Nashua, N. H, on May 22. Mr. Shoemaker
returned with a pronounced conviction that
Bill’'s reputation as an entertainer was well
earned. Mr. Nutting had a fine display of Vi¢-
trolas at the opening.

The Hallet & Davis Salesman

“The Hallet & Davis Salesman” of six pages
has made its bow to the trade and with 1,000
copies spread broadcast at the New York con-
vention this little house organ of the Hallet &
Davis Co. ought to be pretty well known by the
uime the second number is issued. Page three
is devoted entirely to a consideration of the
company's talking machine proposition. In a
review of the business for the past six years,
it is noted that during the war many new con-
cerns sprang up because the recognized com-
panies could not supply the demand, and this
comment is made:

“The public seemed to be t0o busy to care
whether the tone was right or whether the cab-
inets looked well in the home. Since the war
however, -people have become more discriminat-
ing; they demand quality, yes, the very best, and
at the right price. In the past two years we
have seen hundreds of different phonographs
all by the wayside and completely disappear;
there was no place for them. When the storm
cleared away there were left only four or five
well-known makes. Why did they survive? Be-
cause they were quality instruments and had
been nationally advertised.”

There are four cuts of the models of Hallet
& Davis machines and several testimonials are
reprinted. The whole sheet is a credit to the
house in every detail. The editor of the pub-
lication ought to be made known. He is J. A.
Mango, who has some rather clever advertising
ideas up his sleeve. He has lately associated
himself with the Hallet & Dawvis Co. and is a
valuable addition to the staff.

To Handle Publicity for Retail Stores
John A. Davis, formerly vice-president of the
John J. Morgan Advertising Agency, Inc., which
has for many years handied the advertising oi
the American Felt Co. and the Boston Piano Sup-
ply Co. has embarked in business for himself

|
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“Perfection” Edison
and

most perfect attachment availa

tone.

lever, giving excellent results.

dale records on Victor Machines.

Announcing Price Reductions

“Perfection” Reproducers

The “Pecrfection’” Flexi-Tone Edison Attachment
as illustrated, attached to all types of Edison Disc Machines. makes the

gl.e for playing all makes of lateral cut
records requiring steel, tungstone or fibre needles.
mica diaphragms used in “Perlection’” reproducers, giving clear, natural
The horizonta! ball-joint and direct uplift construction give
freedom of movement so that attachment may be used with or without

Retail price $9.00 Gold.

The *‘Perfection™ Pur-1-Tone Edison Attachment (No.
plays All makes of records on New Edison Disc Machine.
Retail price $10.00 Gold.

The “'Perfection’’ Edison Attachment (No. 4 and No. 2) plays all makes
lateral cut records on New Edison Dise Machine.
Retail price $7.00 Gold or Nickel.

The ‘‘Perfection' Pur-l-Tone Reproducers to play all makes hill and

Retail Price $6.00 Gold.
NOT E—Special Discounts to Dealers, also Quantity Prices on Request

New England Talking Machine Co.

Attachments

(No. 4 and No. 7)

Only first quality

$8.00 Nickel.

6 Universal)
$9.00 Nickel.

The "Perfection”

hill and dale records on Columbia Machines.

$5.00 Nickel.

The “Perfection'’ Flexi-Tone Reproducers to play all makes
lateral cut records on Victor and Columbia Machines.

16-18 Beach St., Boston, Mass.

Retail Price $6.00 Gold. $5.00 Nickel.
Pur.l.Tone Reproducers to play all makes

Retail price $6.50 Gold. $5.00 Nickel.
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Record Sales

Are an important part of a
Victor dealer’s business.
We realize the importance of
proper record service to the
retailer and have given
special attention to this
section of our service.

Prompt service, large
stocks, and an intimate
knowledge of both the New
England territory and the
general catalog make
Eastern Service well worth
investigating.

The Eastern Talking Machine Co.

85 Essex Street Boston, Mass.

with offices in the Old South Buailding. Mr. of the house which this company

wperates  Lansing Sales Co., has become associated di-

Davis will maintain complete publicity service at Norwich. There was a large and beau- rectly with the Hallet & Davis Co. and will de-

for retail stores and will also provide service for  tiful display of the

& Davis and votc his entire time to the new talking machine

advertising agents and publishers in typograph-
ical lay-out service. Another important phase
of his service will be editorial and make-up scrv-
ice for house organs.
Attended Plaut-Cadden Co. Opening

H. C. Spain, of the Hallet & Davis forees,
went over to New London, Conn., Friday for
the opening the evening of that day of the Plam
Cadden Co s new store, tlns being a bnncll

Chickering lines of pianos and of the Haliet
& Davis, Viclor and Columbia line of talk-
ing machines. The store is managed by Ad-
lard Morrin. an experienced man in the music
trade. The store was handsomely decorated
with flowers and there was a large crowd to give
the interior a ¢arcful inspection.
Kammler With Hallet & Davis

which this company now has on the market.
He will be the traveling representative and will
confine himself to the New England territory.
Mr. Kammler has had a valuable experience in
the music field and has been with Chickering
& Sons, and more recently with the M. Steinert
Co. He has a number of friends in the trade
who are glad that he has associated himself with

C. E. Kammler., who has been with the

(Continued on page 72)
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CHARLES H. DITSON & CO.

NEW YORK

Are Your Record Racks
For Stock or Storage?

By giving the catalog a real chance and not
concentrating on monthly supplements alone
your Victor Record business can be increased

materially. DITSON SERVICE offers worth

while suggestions to that end.

OLIVER DITSON CO.

BOSTON

o
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so well-cstablizhed a house, and is to handle a
machine that already is popular in the trade.
Lansing Sales Co. Changes
Some interesting changes have lately taken
place at the Lansing Sales Co.’s cstablishment.
A. J. Cullen, whe has latcly been at the head of

the concern, has been advance ¢ ct
Davis Co. a to Chicago for the housec,
making that ‘-s headquarlcrs As Mr. Cullen
camec here originally from that city, he is es-
1 tye f hat field

H v + with tl
Lansing Co.. and took er the manufacture of
the rs on 5 accou a a

vear ago, blishing | ]
son street, has taken over thc Lansing Co s in-
terests and will remove all his appurtenances
back into the old quarters at 170 Harrison ave-
nue, where he originally was, and which is the
Lansing store. He will carry all kinds of talk-
ing machine accessorics and associated with him

as manager will be R. G. Lipp, who since coming

LIOSC DY 41UK

LANSING KHAKI
COVERS

The Pioneer Moving Cover

Dealer’s Prices NOW :
$600
$6 30

$7 39

Fitzall Leather or No. 3x Strap
$2.50

Piano Moving Covers $18.00

SLIP AND RUBBER COVERS
FOR PHONQOGRAPHS AND PIANOS

DISTRIBUTORS

medium
size

43"x20"x23 1"

large size
49'x23"x24 %"

extra large
52"x2214"x2314"

170 Harrison Avenue
BOSTON, 11, MASS.

from Chicago about two ycars ago has becn
closely associated with Manager Cullen.

The Lansing Sales Co. has given up the han-
dling of the Okeh rccords, all the stock having
been turned over to the Bay State Music Corp.
at 142 Berkeley street, which has been also ex-
ploiting this line for several! months past.

Attends Qutlet Co. Opening

There was quite a party of Boston Vicior
peoplc who went to Providence late in May for
the opening of the Outlet Co.'s Victor depart-
ment. The All Star Trio was on hand to fur-
nish music together with an orchestra., The
department is fitted up with a number of booths.
It is estimated that 3,000 persons inspccted the
quarters. There was dancing that same evening.
Among those going there¢ from Boston were
Kenneth Reed, wholesale manager of the
Steinert Co., and Mrs. Rced: Herbert Shoe-
maker, of the Eastern Co., and Mrs. Shoemaker;
Ted Herscy, of the Eastern Co. staff; Jameces
Frye, of the Victor staff, and Mrs, Frve. There
were several present from New York also.

Board Binder for Record Order Books

The M. Steinert & Sons Co.. Victor wholesaler

supplying its regular dealers with an attrac
tive board binder in black and gold to serve as a
cover and protect their record order books. Many
cnthusiastic words of appreciation have been re-
ceived from dealers regarding it,

New Cover for Consoles Popular

The Henry Smith Co., of this city, manufac-
turer of the Lansing padded covers for talking
machines and pianos, inds business shaping up in
good form. The new cover for console types of
talking machines has proven an cxceedingly pop-
ular number of the line.

R. O. Ainslie a Busy Man

R. O. Ainslie, of the Hallet & Davis Co., who
had s hands full at the New York Convention,
left Boston on the cvening of June 1 for New
York. going over the road in his ¢ar. He was
accompanied by Mrs. Ainslic. Mr. Ainslie had
entirc charge of the lunchcon arrangements at
the Hotel Commodore on Thursday. Junce 8.

Decided Bettcrment in Business

The New England Talking Machine Co., of
this ¢ity, manufacturer of Perfection tone arms
and reproducecrs. finds a gradual betierment in
business conditions. The recent exhibit of the
company at the Home Beautiful Exposition drew
large numbers and proved profitable, Compre
lwensive plans for the further devclopment of
business are under way

A. J. Cullen Visits the West

A. J. Cullen, of the Lansing Sales Co.. spent
a fortnight out in Chicago the middlc of May.
He came back with a ncw angle as to business
conditions in the Middle West. \While away he
visited Minncapolis, Minn.; Davenport, Ind., and
Des Moines, Ia,

A slightly but steadily increasing demand for
all ralking machine products distributed by the
Lansing Sales Co.. of this ¢ity. is noticcable,
presaging good busincss ahead.

Brieflets

Kenneth Reed. of the Stcinert house., had a
long holiday over the Memorial Day period, and
he with Mrs. Reed went down to Orlcans, on
the Cape, where he enjoyed his fill of golf. Mr.
Rced has lecased an cstate at Orleans for the
Summer and he will motor down each weck-end.

Miss Silberstein, who is in charge of the Krey
Musi¢ Company, of Boston, which is a Columbia
headquarters, was lately married, her life partner
being T. W. Lloyd. She will continuc to boom
the Columbia in the Krey shop. however.

This is the wedding month for J. J. Kravitz,
manager of the talking machine department at
Richardson's, whicth concern is operated by the
Davis Co.

Clarence W. Hill, proprietor of Hill's Music
Shop at Meeting House Hill, Dorchester, has
become the father of a bouncing boy and it's a
youngster to be proud of, too.

Jerome H. Remick Co, of Tremont strect has
so altered its windows as to allow of a better
display of the Columbia line of goods.

HEADQUARTERS
For

Single Spring Motors

Mica Diaphragms
WILLIAM BRAND

27East 22nd St., New York City

PROOFS OF BUSINESS EXPANSION

SrringriELD, Mass,, Junc 4.—The new music store
of J. G. Heidner & Son, Inc, of this city, has
been so successful since its opecmng the first
week in March that it has alrcady increased sales
facilities. To the original Unico equipment in
\"ictor and musical merchandise departments
the company has now added a new Unico piano
room, approximately 15x15. The N. W. Brown
Piano Co, also of this city, through its cnergetic
manager, N. \V. Brown, is well known within
“radio distance” of Springficld. This firm sup-
plics the Brunswick records which are broad-
casted by the Springfield radio broadcasting sta-
tion. Mr. Brown has recently mroved to State
strcet and has found the record business in-
crecasing to such proportions that a new Unico
record department has been added to the store.

THE OUTLOOK IN NEW HAVEN TRADE

New Havew, Coxn., June 1.—The Horton-Gallo-
Creamer Co.. Victor distributor, of this city, re-
ports that Victor retailers in the territory it
covers are cenergetically going after business. The
new horizontal models are increasing steadily in
popularity and exceptionally good Fall demands
arc predicted. The Horton-Gallo-Creamer Co.
is calling attention to the particular scasonal op-
portunitics in the portable model, although it has
been found that the No. 50 has cnjoved an all-
year-round demand.

INAUGURATE CHILDREN'S HOUR

The Cline-Vick Drug Co., operaiing stores in
various lllinois cities, and handling the Victor
line of talking machines exclusively, has derived
considerable publicity and benefit from the
Children's Hour parties which are held oecasion-
ally. These cvents, under the management of
IFay Luyster, manager of the talking machine end
of the Cline-Vick business, arc rapidly gaining in
popularity.

FORMAL OPENING IN COLUMBUS

Corussus, O, May 29.—The formal opening of
the new Coldsmith Music Siore at 25 East State
street was held on last Friday with music by
“Saxy" Strahl's Orchestra in the afternoon, and
Donald Abbott’s Society Orchestra in the cven-
ing. An elaborate display of pianos, talking ma-
chines, band instruments and musical merchan-
disc generally was a feature of the opening, which
was largely attended.

A man may be on the job many hours cach
day and only actually work two or threc. Think
this over.

. CAST|NGS.--

ALUMINUM- ZINC-TIN & LEAD ALL°TS

AcmeDie-Castin

Boston Rochester Bro onynT!.Y.

Corp
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Real Beauty and Worth

with the added selling Force of a very moderate Price

HE public have accepted these

phonographs. The dealers have
endorsed them. *The tone is excellent
and the cabinets excel anything I have
ever seen in the phonograph field,”—an
expression of approval from a prom-
inent dealer, voices the opinion of the
trade.

Queen Anne
Price $135

The quality so long linked with the Hallet &
Davis name has been promptly associated
with these instruments. The beautiful styles
and the fine construction have measured up
to the high standard expected; the moderate y. offer these four models as the most

prices have done the rest. popular designs to be found, presenting
thé highest type of artistic blending of
e —— v a musical instrument into fine furniture.
Model L o e = Furnished in English brown mahogany
Colonial - ~A N ol and figured American walnut. Al
Price $185 Hig 9 7 models are equipped with automatic stop,
s tone modifier and universal tone-arm.

To Dealers

Our merchandising policy is to
assign e¢xclusive territories.
Write or wire now for full in-
formation and merchandising
plans. Territory is being taken

Model M rapidly.

Louis XVI

Price $250

Hallet & Davis Piano Co.

Phonograph Division

146 Boylston Street Boston, Mass.
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Orville Harrold Addresses the
Merchants—New J. N. ddam
and Kurizmann Stores—N esws

Bursraro, N. Y, June 8.—Talking machine dealers
from three States et in this city on May 26, to
hear solos and an address by Orville Harrold,
Victor artist. and tenor of the Metropolitan
Opera Company., who appeared with the Scotti
Opera Company, which was playing an engage-
ment here. There were delegations from Cleve-
land, Elmira, Waverly, Lockport, the Tonawan-
das, Hornell. Oakfield. and other cities in New
York. Pennsylvania and Ohio. Salesinen, as well
as dealers, were present at the meeting.

Mr, Harrold gave a number of his most popu-
lar record numbers and then explained the proc
css of making records, which, he said, 1s a most
exacting and'often a trying one. The great care
which is exercised in the Victor laboratories to
reproduce the human voice was described in a
most interesting inanner, Mr. Harrold proving
himself an entertaining talker, as well as an ar-
tist of first magnitude. He answered questions
at the close of his address.

The meeting was held in the Hotel Iroquois,
under the auspices of the Talking Machine Deal-
ers’ Association of western New York., At the
conclusion of the meeting the dealers present
hield an exccutive committee meeting, at which
plans were made for an outing, to be held late
in June. Acting President B. E. Ncal presided
at the meeting,

Mr. Harrold was taken to Niagara Falls on a
sight-seeing trip by Curtis N. Andrews, Victor
jobber, Mrs. Harrold joining her husband here
and being a2 member of the party,

Small Machines in Demand

The demand for smaller modcls is the fecafure

of the talking machine trade just now. DMany

portables are being sold ior use at the numerous
beaches and oilier resorts in this vicinity. The
demand for records runs to lighter numbers,
cspecially for dance records, which are usually
most popular at this season of the year,
Business Improvement Continues
As a whole, dealers arc satisfied that business
is on the up grade, although the improvement is
somewhat spotted. There is one very cheering
factor entering into all of the reports as to busi-
ness conditions, and that is the steadily diminish-
ing number of returned instruments. Those who
buy now*do so after carcful deliberation, dealers
say. and are reasonably certain, beforc making
purchases, that they will be able to mect pay-
ments promptly.
Siegesmund Visits Mountains
C. E. Siegesmund. former president of the
Buffalo Talking Machine Dealers’ Association.
who recently retired from active business, selling
his stock to A. Victor & Co., has returned after
a tour of the Adirondack Mountains. Business
with the latter company is expanding.
New C. Kurtzmann & Co. Store
Two new music stores with well equipped
talking machine departments have just becn open-
ed here. The new retail store of C. Kurtzmann
& Co. has been opened in the new Pierce Build-
ing on Mam strect. The talking machine and
record departments occupy most of the first floor
space of the new building, which is one of the
most atiractive as well as one of the most effi-
ciently designed and arranged in western New
York.
the formal opening and complimented Manager
Joseph Owenhouse on the beauty and utility of
the new store.
J. N. Adam & Co. Open Store
The new music store of J. N. Adam & Co,
on Washington strect, is now open. It is one
of the largest in New York State, occupying
threc floors of the entire building formerly u<ed
by the U. S. Rubber Co., and having two addi-
tional floors available for future expansion. The
talking rnachine and record departments are on
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1 par excellence

mellowness, nuance,

sweetness,
the Violin Spruce Diaphragm.

mediums
Wins Instant Approval

The following excerpts are from letters in

our files:

A famous artist, under crclusive contract with a

maker of phonegraph records, says:
A f x’h:n is the most perfect, the most heau.
tiful reproduction of my playing 1 have ever
heard.”
F a phonograph manufofiurer:
s . . it pfovfs to be firstclass aud the hest
we have heard on classical pecords.”
From a builder of special designs omly:
"We have concluded our tests . . . it Is su-
perior to any we have tested he_r'elofore e
we intend 1o use your tone arm.

From houschold ouners:
i is the most wonderful | have ever
heard.”
JF it has hrought ocut tones from my
records [ mever heard hefore.
b

I tell my friends it is the perfect
reproducer.’

From a soles cxeculive, fourteen years in the talk

ing machine buginess:
. f I have tried it (the reproducer) on
evepy kind of record l[r‘lagmahle and the re.
production is excellent.

TONE QUALITY

color—all
these qualities are faithfully reproduced by
Nature’s
perfect resonating medium—violin spruce-
scientifically adapted. is free from all the
inherent faults of mica and other vibrating

‘ Purity, resonance, volume, individuality,

Violin Spruce Diaphragm Reproduce as
illustrated retails for $7.50

THE DIAPHRAGM COMPANY
Cleveland

Of

Special Interest to
Manufacturers

\We arc 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; Violin Spruce Dia-
phragm Reproducer ; or Violin
Spruce Diaphragm alone to as-
semblers in 2-9/16” diameter
only.

|

Violin I

uce Digphragm

MACHINE WORLD

Many talking machine dealers attended

June 15, 1922

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Miea directly.

We supply the largest Phonograph Manu-
facturers,

Ask for our quorations and samples belore
placing your order.

American Mica Works
47 West St. New York

the first floor, and are unusually well equipped
and most pleasing in appearance. Manager
Stephen J. Butler designed the plans for the
arrangement of the new store.

Presents Two Sonoras

Two fine Sonoras were given away by John
G. Schuler, Inc, distributor of the Sonora, fol-
lowing the Betier Homes Exposition, at which
Mr. Schuler’s Sonora exhibit was a pronounced
feature. A Sonora was offered to the person
guessing nearest the number of talking machine
needles in a jar, but when two persons were
found to have guessed the exact number both
were awarded machines of the model which was
to have becn given a single winner,

New Furniture and Grafonolz Store

Joseph Mangus has opencd a new furniture
and music store, at 334 Niagara street. He is
specializing in Columbia Grafonolas and records,
and reports an excellent business in this depart-
ment.  Mr. Mangus is specializing in Italian
language records, as his store is in the heart of
a section in which reside 40,000 ltalian-Ameri-
cans—all potential buyers,

Song Shop Creditors Meet

At the first mceting of creditors of Daniel R.
Rogers, proprictor of the Song Shop of James-
town, Attorney Augustus Nelson, of Jamestown,
was named trustee by the creditors. Fred Dan-
ielson, Howard E. Olson and Arthur E. Laud-
enslager were named appraisers. Schedules show
assets of $2,524, and liabilities of $6,609.

A Clever Window Display

Max Long, of Olean, recently had an unusual
inerchandising display in his window, presenting
a clever interpretation of Ted Lewis' record, -
“Down the Old Church Aisle” Mr. Long en-
gaged a trio’ of musicians and arrayed the cornet
player in bridal costume, the trombone artist as
bridegroom and the leader as clergyman. A
mock wedding was staged by the trio.

J. J. Doherty in New Post

J. J. Doherty has been appointed assisiant
manager of the Buffalo Columbia branch, to suc-
ceed H. W. Cardozo. M;y. Doherty was formerly
with the Columbia branch at Philadelphia, and
although in Buffalo but a short time has already
made many friends.

Recent visitors at the Buffale Columbia branch
included Gust Swanson, of Jamestiown; G. L.
Traver, of North Tonawanda: J. W. Beach, of
Gowanda; J. A. Goldstein, of Niagara Falls, and
\V. A. Dhillips, of Rochester. Mr. Goldstein is
planning a unique window display, featuring
“\Who Tied the Can on the Old Dog's Tail.”

News Brieflets

Concerts which were arranged by A. Victor
& Co. and by J. N. Adam & Co., were rcceived
in their stores, through receiving sets, and were
heard by large audiences. Denton, Cottier &
Danicls also presented an attractive program in
which the Steinway Duo-Art was featured.

T. A. Goold, of Goold Bros., has returned, after
visiting his boyhood home in Great Britain. Mr.
Goold also visited several European countries,
while abroad. He arrived in New York early
this moath, sailing from England on May 26.

Three Buffalo music stores with talking ma-
chine departments have recently co-operated with
the Federal Telephone & Telegraph Co. in pre-
senting radio-telephonc concerts through the new
Federal broadcasting station here.

Ground has been broken at North Tonawanda,
for the new plant of the Artizan Factorics, Ine.,
a new firm which is contemplating the manu-
facture of musical instruments.
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EDISON .DEALERS WORKING FOR TRIP

Winners in Sales Contest Inaugurated by Harger
& Blish, Inc,, Edison Distributors, Des Moines,
to Be Conducted on Trip to New York and
Through Edison Laboratory, Orange, N. J.

Des Moings, 1A, June 7.—Harger & Blish, Inc.,
enterprising Edison distributors in this territory,
have evolved a unique contest which is resulting
in energetic sales efforts on the part of Edison
dcalers and salesmen throughout the territory.
The five winners of the competition, which start-
ed April 1 and ends Friday, June 30, will be con-
ducted on a trip to New York, accompanied by
Harger Blish, Jr. Stops will be made at intcrest-
ing points en route, including Chicago and Niag-
ara Falls, and visits will be made from New
York to Atlantic City, Washington, D. C, and
other points of interest,

The hcadquarters of the visitors will be in
Gotham, where four days will be spent in sceing
the sights. One of the most interesting phases
of the trip will be a visit to the laboratories of
Thomas A. Edison, Inc,, in Orange, N. J., where
Thomas A. Edison and Charles Edison will wel-
come the visitors in the famous music room.
Each winner will be presented with an auto-
graphed photograph of the famous inventor.
Following a trip through the Edison plant, din-
ner and the theatre will be enjoyed.

Harger & Blish, Inc., have mapped out their
territory in four divisions, numbered two, thrce
four and five, consisting of decalers in towns of
1,000 poputation; 1,000 to 3,000 population; 3,000
to 10,000 population, and those in towns of
10,000 population and up, respectively.

Each division is provided with a punch board
and the number of punches to which the dealer
is entitled dcpends upon the style of machine
sold. Numbers on slips of paper punched from the
board determine the number of points with which
the contestant will be credited, and the
ning dealer or salesman in each division will be
entitled to the trip. Trip number 1 will be given
to the decaler holding a lucky number. Thomas

win-

Harris, Ediphone dictating machine distributor
for Harger & Blish, has charge of the distribu-
tion of points.

RADIO SONG PROVES SUCCESS

“Kiss Me by Wireless” Being Used by Bands
and Orchestras—Okeh Record Division Co-
operat’'ng With Artists in Publicity Work

The Gencral Phonograph Corp. has been co-
operating with the publishers of the new radio
song. “Kiss Me by Wircless,” toward making this
selection onc of the popular hits of the day. This
number has been played for the Okech record
library by Vincent Lopez and his Hotel Penn-
sylvania Orchestra, and the record 1s being used
by radio broadcasting stations throughout the
country.

The tremendous publicity accorded “Kiss Me
by Wireless” is reflected in the fact that the num-
ber is being fecatured by many of the leading in-
strumental organizations, togecthier with a large
number of vocal stars. At the present time “Kiss
Me by Wircless” is being used by the following
organizations and artists: John Philip Sousa and
his band; Pat Conway and his band; Philadel-
phia Police Band; Vincent L.opez and his Hotel
Pennsylvania Orchestra; Ray Miller’s Black and
White Boys; Joseph Knecht's Waldorf Astoria
Orchestra; Natzy and his orchestra; Sophic
Tucker, Forrest Lamont, J. Neilson and others.

FREDERICKSON-KROH ANNIVERSARY

OxranoMA City, Oxra., June 7—The Frederick-
son-Kroh Music Co., of this city, onc of the old-
est music houses in the State, recently celebrated
the twenty-second anniversary of its existence.
The firm is an aggressive Victor dealer. George
Frederickson, president of the company, is one
of the pionecr music merchants in this territory
and during the celebration he was the recipient
of many letters of congratulation.

Upon the use of brains does the progress of
the world depend.

CAMPING SCENE PRODUCES SALES

New York Victor Dealer Features Attractive
Display—E. G. Evans Co-operates With Dealer
in Preparing an Excecdingly Artistic Window

William Waldman, progressive Victor dealer at
@01 Niath avenue, New York, has been featurin
u his window a camping scene that has proven
such a powerful attraction to passers-by that it
has hecn nccessary 10 calt the police in order 10
clcar the sidewalks., This window display, which
fcatures the Vicirola portable, was prepared by
Mr. Waldman in co-operation with E. G, Evans,
travcling representative for C. Bruno & Son, Inc,
Victor distributors.

Mr. Evaans conceived the general plan of the
camping scenc, which consists of a khaki-clad
figure sitting on a rcal tree stump, facing a Vic-
nola Portable, which is also slationed on a rea!l
tree stump by the side of a camp fire and real
logs. Incidentally, the tree stumps and the logs
were all furnishcd by Mr. Evans, who brought
them to New York from his Connecticut home.

To add to the reality of the scene, a good-sized
tent is used with grass scattered on the floor.
The camping scene as a whole is placed against
a baek drop showing a inarinc sceac or a lake
with a canoc drawn on the shore and fringed
with a typical lake view. The incidental fur-
nishings to the display consist of a canoe, paddle,
camping dishes, etc, all of which were loaned
to Mr. Waldman by the Winchester Store in
New York City.

A card in the middle of the window bears the
following inscription; “The Victrola Portable—
Gives an extra ton of pleasure for a few pounds
extra weight.,” In addition to attracting the at-
tention of all passers-by. it is gratifying to learn
that this window has produced direct sales of
Victrola portables, and Mr. Evans has been con-
gratulatcd upon the ingenuity he displayed in
the preparation of this timely window.

The Danicls & Fisher Stores Co.. Denver,
Colo., has enlarged its talking machine depart-
ment,

Ball-Bearing Tone
Arm and Reproducer

Made in Two Lengths:
8" and 9

requirements.

We invitc a personal test.
nothing more convincing.
sample arm and test it out.
win you on merit only.
are low and the quality second to none.

Write or wirc us for samples and quo-
tations and give us an outline of your

THE EMPIRE UNIVERSAL TONE ARMS

Will Give Your Product Individuality That Will Greatly Strengthen Its Selling Force

There is
Order a
i It will
Qur prices

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

Established in 1914

Manufacturers of High-Grade Tone Arms and Reproducers

W. J. MeNAMARA, President

Pivot Base Tone Arm

and Reproducer
Made in Several Lengths.
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month before the records are released.

A BEAUT[FUL WALTZ BALLAD

116 North Erie Street

“"DA |
ELECTRIC DISPLAY SERVICE
EXCLUSIVELY FEATURING

Victor Records

No matter how dull the season there is always SOME BUSINESS, and it is more essential to advertise at that time
than when business is good, as by doing so you obtain more than your share of what business there is.

The service costs $6.00 per month and consists of four artistic, hand-colored panels or fronts, featuring Vic-
tor Records, selected through information obtained from over hAfty wholesale dealers, delivered to you each

These panels are used in the ““Da-Lite” Electric Display, which we sell to you at $15.00 (the wholesale price).
All of the leading Victor Jobbers have the display installed in their salesroom for your inspection and will
advise you to order the service if you desire to increase your sale of records.

We can furnish new subscribers with panels for most of the leading Victor Records released since September,
1921, which enables them to sell off any accumulated stock they may have on hand. Write for list.

VICTOR RICORD
N? 18862 ASK TO HEAR IT

Write for Our Descriptive Circular Which Gives the
Logical Reason Why Our Display Sells Records

“DA-LITE” ELECTRIC DISPLAY COMPANY
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hrmPCUJB ROYAL ORCHESTRA

Direction- Clyde Doerr
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Victor RECorD N* 16891
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VICTOR RECORD J"lsas4
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SHERIDAN RECORDS FOR BRUNSWICK

Young American Tenor Signed as Exclusive
Brunswick Artist—Now Studying in Italy—
Highly Commended as Talented American

James Sheridan, a tenor who has done concert
work in and around New York for several years
past, has been sccured by the Brunswick-Balke-
Collender Co. as an exclusive Brunswick artist,
Al r. Sheridan was an cmploye of the talking ma-
chine department of Hahne & Co.,, Newark, N, J.,
and rccently when the Brunswick Co. recognized
iim as an artist with a promising future he
realized a lifctime ambition. Last week Mr.
Sheridan was the recipient of a suin of money

James Sheridan
which cnabled him to take a two years’ course
in the best schools of Italy. Hc is now on his
way to Italy and carries with him a fine letter
of commendation writtien by John MeCormack,

well-known tenor, to the impresario of (he
famous La Scala Opera in Milan, This young
artist has established for himself an enviable
reputation in this section of the country and
made such an impression with John McCormack
that this great tenor is manifesting a special in-
terest in this young singer's future. The first
records to be relecased by the Brumswick Co.,
according 1o Wm. A. Brophy, director of the
Brunswick Recording Laboratorics, New York,
werc scnt oul to the trade a short time ago. and
they have becn reccived cnthusiastically by
Brunswick dcalers.

PLAN TO FORM RADIO MUSIC CLUB

Waswingron, D. C.. June 7—Plans for the for-
mation of a radio music club are rapidly assum-
ing concrete proportions herc. Prominent ammong
those intcrested in the movement arc a num-
ber of music merchants and susicians. The club,
when organized, will devote its efforts to the
development and encouragement of musical ac-
tivities by radiophone and steps will he taken
to perfect methods for broadcasting and recciv-
ing music by this means,

PREDICTS VICTROLA SHORTAGE

Howard J. Shartle, Head of Clevcland Talking
Machine Co., Looks for Shortage This Fall—
Presents Some Logical and Sound Reasons

Cieveranp, O., June 6—Howard J. Shartle, head
of the Cleveland Talking Machine Co., is pre-
dicting a shortage of Victor goods in the FFall.
Mr. Shartle said to the World: ™I really expect
a serious shortage in October, November and
December. Jobber stocks are not as heavy as is
supposcd and dealer stocks are very light. They
have heen buying on a hand-to-mouth hasis since
the first of the year and, whereas in June of 1921
they had fairly good stocks on hand, they arc
to-day at rock hotiom.

“\With these depleted stocks and general busi-
ness improving a serious shortage is not only
possihle, but very probable. [ helieve the ma-
chines retatling from $150 to $200 will be most
scarce. as it is these tvpes which are better
suited to the public’s purse this year. Records
will not be so scriously affected.”

RECORD HELPS TO SELL REAL ESTATE

New York Auctionecrs Scnd Rccord Bcearing
Description of Property Offered at Auction to
Several Thousand Prospects

The tatking machine record has been adopted
by New York's rcal cstate auctioncers. who
arouse the intcrest of the public n prospective
sates of tracts of real estate in this city. Joseph
P. Day, Inc, and J. Clarence Davies, lnc., the
hest-known real cstate auctioneers in the metro.
politan district, recently advertised the sale of a
number of lots in the Bronx scction. formerly
helonging to the Astor Estale, and announced
that the first 5,000 people responding to the ad-
verlisement would receive a phonograph record,
giving a history of the property, The record
was of the small six-inch sort, and borc a de-
scription of the property with emphasis laid
upon the opportunity it presented for securing
a home site or making a profitable investiment.

Jt is understood that several theusand people
look advantage of the opportunity to get a
record for nothing, and the offer itsclf would
indicate that the real cstatc men held to the be-
lief that there is a talking machine of some
sori{ in practically every home.

KIMBALL PHONOGRAPHS IN CAPITAL

Wasningron, D. C., June 8.—T. P. Culley & Son,
Kimball represcntatives in this territory. are
making rapid progress in the introdunction of the
new Kimball line of phionographs. This instrn
ment is made in hoth console and upright models,
and. aithough it has been on sale here but a short
time, a good demand is reported by T. P. Cutley
& Son, who have represented the YW. \W. Kim-
ball Co. nearly a half century.

Clock walchers are wasters and workers are
earners.

77
THE EDISON BABY CONSOLE

New Product, Most Artistically Designed, Prom.
ises to Make a Strong Appeal

A new model, known as the Babhy Console, has
recently heen created by Thomas A. Edison, Inc
The new instrument, as may he seen from the
illnstration, is of a design and character adapt
ahle for practically any hoine. 1t 15 made in
hrown mahogany wax @nish. Its length is 40
inches, height 354 inches, depth 2014 inches, and
it retails for $175.

On cither side of the amplification chamber are
compartinents containing the special Edison fil

The New Edison Baby Conscle
ing device for records.
this model reads in part as follows:

"A few years ago Thomas A. Edison. Inc..
offered the public the first Console Period Mod
cls ever manufactured in the phonograph indus.

A hbulletin relating 1o

try. These were the higher-priced authentic
Period designs, In late years has come a desire
for finer desigus at popular prices and Thomas
A. Edison, Inc.. has met this desire with the
charming Baby Console.

Dcliverics on the new model are scheduled to
come through in July and, in the mecantime, this
model has awakened wide interest on the part of
Edison johhers and dealers throughout the coun-
try, and according 1o all indications will be a
model which will enjoy a large turnover,

OPENS FINE VICTOR I)E-PARTMENT

Los Axceres, Car., June S.—Bullock's, of this
city, has opened an attractive Victrola depart-
ment.  This is onc of the largest department
stores on the Pacific Coast and the handling of
tatking machines is a new venture for the com
pany. \W. V. Ray has been placed in charge of
Victrola sales and Miss R. Johnson. formerly
with Sherman, Clay & Co., is manager of the
record department.

The Munson, Rayvner Corp.. of Los Angeles.
Cal.. has been made a Cheney distributor in that
territory,

Apparatus

V. T. Sockets
Rheostats, Plain and Vernier
Audio Frequency Transformers

RAYMOND

RADIO

CORPORATION

Manufacturers To The
Designed From The

Radio

Crystal Detector Sets

Vacuum Tube Sets, From One To Six Tubes
Sets Of The Talking Machine Type Entirely Self Contained

Executive Offices:

309 LAFAYETTE STREET
NEW YORK CITY

Industries
User's

Standpoint

Variable Condensers
Crystal Detector Units
Control Panel Units

Works:
FARMINGDALE. L. |
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VOCALION

PHONOGRAPHS
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Graceful new Queen Anne Perlod Vocalion, equip-
ped with the great tone-control, The Graduola,
which makes the Vocalion a musical instrument
that all can play.

EXCLUSIVE
VOCALION RECORD

& ARTISTS >
Known ‘Throughout the World

JOHN CHARLES THOMAS SASHA CULBERTSON

NELLIE KOUNS FRANK BACON GRACE KERNS COLIN O'MORE SARA KOUNS
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VOCALI

RED RECORDS

HE concert tours of

the famous artists
who are exclusively Vo-
calion, extend over the
entire United States.
Every city and town in
your territory has a mu-
sical center in which
their Vocalion Records
will have ever-increas-
ing sales value.

Playable on All
‘Phonographs

THE DISTRIBUTORS OF THE VOCALION

MUSICAL PRODUCTS DIS. CO. LIND & MARKS CO,, 530 Bates St., Detroit, Mich.
37 E. 18th St., New York City THE AEOLIAN COMPANY
THE VOCALION CO., 190 Boylston St., Boston, Mass. 529 S. Wabash Ave., Chicago, 11l.
WOODSIDE VOCALION CO. LOUISVILLE MUSIC CO.
154 High St., Portland, Me. 529 S. 4th St., Louisville, Ky.
LINCOLN BUSINESS BUREAU , _ HESSIG ELLIS DRUG CO. Memphis, Tenn.
S ENOI i 1011 Race St.,, Philadelphia, Pa. Vocalion Record Distributors
ON SROW o6 West Willow St Syracuse, N. ¥. THE AEOLIAN CO., 1004 Olive St., St. Louis, Mo.
Vocalion Record Distributors GUEST PIANO CO. Burlington, lowa
CLARK MUSICAL SALES CO. D. H. HOLMES CO. New Orleans, La.
324 N. Howard $t., Baltimore, Md. STONE PIANO CO. Fargo, N. D.
SONORA DISTR. CO. STONE PIANO CO.
505 Liberty Ave., Pittsburgh, Pa. 826 Nicollet Ave., Minneapolis, Minn.
PENN-VOCALION CO.,16 W. King St., Lancaster, Pa. CONSOLIDATED MUSIC CO.
0.]. DEMOLL & CO. Salt Lake City, Utah
12th & G. Sts., Washington, D. C. COMMERCIAL ASSOCIATES
VOCALION CO. of OHIOD 754 N. Spring St., Los Angeles, Cal.
3238 W. Superior St., Cleveland, Ohioc THE MAGNAVOX CO.
VOCALION CO. of OHIO 616 Mission St., San Francis :o, Cal.
420 W. 4th St., Cincinnati, Qhio Vocaiion Record Distributors

Let Us Get in Touch With You ‘Regarding the Complete Vocalion Line
N\ v/

The AEOLIAN COMPANY L=

NEW YORK CHICAGO ST. LOUIS BOSTON
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BROOKLYN DEALERS TELL
OF BRIGHTER PROSPECTS

Prepare for Summer Trade—The Radio Situa-
tion—Bain Bros. & Fricdberg Increase Capi-
tal to $150,000—New Sonora Representatives
~Islip Dealer Expands—New Quarters for
Lyons~Pavloff in Concert—News of Month
Talking machine Brookly and
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Dcvelopmg the Summer Campaign
The American Talking Machine Co., Victor
a and Long Island, is
Sunuyner campaign
1o promote the sale
Fle Victrolas and the new Victrola
This work is opportune and it is ex-
s will profit by this timely
ll-known sales
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New Consoje Cover Grows in Favor
Sons Co.. manufacturers of the

A. Bruns &

THE. TALKING MACHINE

THE No.

WORLD

JUN£ 13, 1922

50 |
PORTABLE VICTROLA )

Should receive your special
attention at this time

YOU KNOW ITS MERIT

//

Your knowledge, properly passed on to
your prospects, will make many sales

 AMERICAN/

'I‘AI.IGING M?\CI’IINE €o.!

ROOKLY N,
\/l C'I'OR WHOLE SALEQ,

Bruns “Maderite” moving covers for talking ma-
chines, report that the demand for the new
console cover, recently placed on the market, has
been very gratifving and that dealers are inuch
pleased with it. They have also perfected a
cover to At the new Victrola portable model and
are now working on a particular type of this
cover that will enable the user of this small
machinc to play any record without removing the
cover. It is so designed as to allow the lid of
the machine to be lifted and opened without re-
moving the padded cover. It is expected that
this new feature will be received enthusiastically
by the trade
Increase Capital Stock to $150,000

Bain Bros. & Friedberg, well-known Viector
dealers who conduct retail stores at 1655 Pitkin
avenue and 15253 Piutkin avenue, and 1430 St.
John's place. report that business with thein has
more than held its own since January. Last
week the Board of Directors voted 1o increase

W

Dealers.”

our and

prompt

TE offer our dealers a Service which is in
keeping with the standards of “the High-
est Class Talking Machine in the World.”

THE INSTRUMENT OF QUALIT
§ CLEAR AS A BELL ;
The bond between us and our dealers 1s “more

than a business connection.”
that we are “Suppliers to Satisfied Sonora

Any communication from you will have

Long Island Phonograph Co., Inc.

Sonora Distributors for Brooklyn and Long Island
150 Montague Street, Brooklyn, N. Y.  Telephone Main 4186

It i1s said of us

careful attention.

the capital stock of the company from $30,000
to $150.000, this increase in capital to be used
in promoting a larger growth of their alrcady
thriving business.
“The Regal” Makes Its Debut

The latest addition to the Brooklyn retail
trade is a modern and up-to-date store, which
was opened this month, at 360 Livingston street.
This new store is to be known as “The Regal,”
and will feature several well-known makes of
machines and records. Melvin Rieiner, who has
had considerable experience in the talking ma-
chine feld, and who has been connected with
prominent talking machine shops in Greater New
York, is proprietor of this new establishment,
and is well-qualified to insure the success of this
new venture. The store is attractively decorated
in a unique color scheme of black and orange, and
as’ this location is a particularly desirable one
from the retail talking machine standpoint, this
store should soon lrecoine one of the best known
in this section. Mr. Riemer is featuring in a
very attractive window display, this month, a
small imported table machine made entircly oi
wicker. and he reports that he has alrecady sold
a large number. and expects to sell many more
before the Summer is over.

Death of John L. Spillane Regretied

The death recently of John L. Spillane, who
was secretary of Collings & Co.. Newark, N, J.
the well-known Victor jobbers. is greatly re-
gretted by a host of friends in Brooklyn and
Long I[sland, where he was wel! known through
his association with the talking machine trade
for many years past. Mr. Spillane’s son, Jamnes
L. Spillane, who is following in the footsteps
of his father in the talking machine ficld, is
the manager of the Park Slope Talking Machine
Co., Victor dealers, at 310 Flatbush avenue. His
many friends in the trade sympathize with him
on the untimely death of his beloved father.

New Sonora Dealer in Brookiyn

Among the new Sonora dealers established re-
cuntly by the Long Island Phonograph Co., So-
rora jobbers for Brooklyn and Long Island, is A.
Hielbronn & Sons, who conduct an up-to-date re-
1ail shop at Fifiy-third street and Fifth avenue.
To properly introduce this new line to the peo-
ple of their immediate vicinity this company
featured the entire Sonora line in a very at-
tractive window display, .which created much
interest and received favorable comnient by pas-
sers-by. During the week that this attractive
window display was in use sales of machines
increased surprisingly and being followed up by
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advertising in the local papers helped the sales
for the month to show a very fine total figure.
This account is considered a very desirable one,
and it is expected will become one of the best
accounts established by this hustling wholesale
house.
T. J. Lyons Opens Margaret Music Shop
Thomas J. Lyons, well known in musical
circles in Brooklyn, has just opened an ex-
clusive Sonora shop at 306 Seventh avenue, 10
he known as the Margaret Music Shop. Mr.
[.yons is to feature the Sonora line exclusively
and will carry a complete stock of the well-
known Acolian-Vocalion records, His many
friends in Brooklyn are wishing him every suc-
cess in this new venture and his wide musical
acquaintance should qualify him admirably to
conduct a music shop in the best possible
manner.
A Progressive Islip Dealer
H. L. Terry & Sons, Inc., who conduct Victor
retail shops at Sayville and Islip, Long Island,
are preparing for one of the busiest Summers
they have yet experienced. In order to take care
of the expected Suinmer business, the shop at
Islip has been entirely removated, new fixtures
and booths nstalled and the show window c¢n
targed and redecorated. Everett L. Terry. one
of the sons, is manager of this store, and is
considered one of the keenest retail managers
in this section of Long Island. He has built up
for this company, through his courtcous and effi-
cient service, a thriving Victor business. Vith
this new equipment he will be able to serve the
trade much betier than heretofore and, in con-
sequence, should show an appreciable increase in
sales at the end of the yecar.
The Portable a Big Summer Factor
“Many dealers are taking advantage of the
possibilities in the sale of the portable Vic-
trola,” said G. T. Williams. hecad of the G. T.
Williams Co., Inc., Victor jobbers. "Those who
have made a special point of displaying and
demonstrating this machine have found a fertile
sales- field. Some dealers have called special
attention to the portable through the nse of their
mailing lists, holding to the belief, and justiy so,
that many owners of Victrolas are logical pros-
pects for the portable.”
New Store for C. Ludwig Baumann
C. Ludwig Baumaun, who conducts a retail
store at 1449 Broadway, has just opened a new
store at 935 Flatbush avenue, where the Sonora
phonograph will be handled exclusively, A
splendid new window has been erected with an
attractive sign, which adds materially to the
1etail establishments of this particular section
" of Brooklyn. The addition of this new store
to his already thriving business is certainly
evidence that he has sufficient confidence m the
future of the talking machine business to war
rant this expenditure.
Sonora Jobbers Make Cheery Report
The Long Island Phonograph Co.. Sonora
jobber for Brooklyn and Long Island, reports
that business for the past month was very fair;
in fact, officials of the company state that the
totals exceeded those for the previous month.
Considering the quiet condition of the trade,
this statement by these officers is very gratify-
ing. Discussing conditions, J. J. Schratweiser,
general manager of the company, stated that
every effort was being made to establish with
their dealers a personal contact and that in
every case possible, when a letter might be sent,
a personal call is substituted, with the result
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The Victor Portable

It is now time to display the
Victor portable in your window and
give it a conspicuous place in your

Many of your record customers,
although owners of Victrolas, are
prime prospects for the portable.

Refer to it in your sales talks,
whenever appropriate, and you will
get many responses.
now on --get your share of the sales.

217 DUFFIELD 5T. ~ BROOKLYN.XY.
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The season i1s

that a closce contact is cstablished and a service
rendered the dealer which he appreciates.

During the month of May four Louis NV
DuBarry models, which retail for $650 cach,
were placed in the hands of Sonora dealers by
this live wholesaler. and evidences the good
work it has been doing in merchandising Sonora
products in this section of New York.

New and Larger Quarters for J. J. Jones

J. J. Jones, promineunt Sonora dealer, who has
conducted a retail establishment at 1426 Nos-
t:and avenue, for some time past, has found it
necessary to look for larger yuarters to take
care of his increasing business: consequently,
Mr. Jones has secured a very fine new store on
Church avenue, near Nostrand, which he will
equip in the latest and most approved manner.
When completed it will be one of the very
finest in this section of Brooklyn and will bLe
admirably equipped te give to the pcople of
this vicinity a service of the highest calibre.

Abraham & Straus Add Sonora Lirc

The Abraham & Straus departmient store re-
cently added the Sonora line of phonographs to
the lines of well-known makes already handled
This store, which is one of the largest 1 Brook-
lyn, has a fine. spacious talking machine depart-
ment in which the new line is elaborately dis-
played.

Congratulations for Joseph Pavloff

The many friends of Joseph Pavloff, gcnial
sales representative at the Pcase-Behning Co.
talking machine shop, 364 Livingston strect, are
extending their congratulations to hin for his
successfut appecarance in a duval concert with
Irwin Hassell. held at the Academy of Music
two weeks ago. Mr. Pavloff is a baritone singer
and has appcared in many local concert events
and is also well known as a church soloist. He
has had a thorough musical education. which has
helped him materially in merchandising tatking

$3.25 Sample

With 10 inch Turntable
and All Accessories

MAGIC PHONO SUPPLY CO.,

MOTORS

2 SPRINGS

We are the Exclusive Manufacturers of

THE MAGIC MOTORS

Parts for These Motors Always on Hand—Also Tone Arms—Sound Boxes—
Main Springs, Etc.

Telephone Stagg 1591

$3.25 Sample

With 10 inch Turntable
and All Accessories

261-273 Lorimer St., Brooklyn, N. Y.

miachines 1o a very select musical clientele n
Brooklyn. \With this distinct qualification as a
musician Mr. Pavloff is considered one of the
best sales representatives in the Brooklyn talking
machine trade and his success as such has been
commented on by dealers throughout metro-
politan New York.

NEW OKEH ST. LOUIS DEALER

Well-known Fumiture House Will Handle Okeh
Records Exclusively—Artophone Corp. Closes
Important Deai With Bly-Moos Co.

S1. Lowts, Ma,, June 5—The Artophune Co, ot
this city, distributor of Okch records, recently
tlosed arrangemeits whereby the Bly-Moos
Furniture Co.. of St. Lonis, will handle the com-
plete line of Okeh records exclusively. The
Bly-Moos Furniture Co. has opencd attractive
quarters at 4115-17 Manchester avenue, and the
music department is one of the important fea-
tures of its new home. . An intensive publicity
campaign wiil be inavgurated in behalf of Okeh
records and the Artophione Corp. is delighted
to include this prominent furniture house in its
fast growing line of Okeh dealers.

COLUMBIA JOBBER HANDLES RADIO

Wasuington, D. C., June 7—H. C. Grove, Inc.,
1210 G street, distributor in this territory for the
products of the Columbia Graphophone Co., re-
cently announced the addition of a complete
stock of radio outfits and supplies. Since the
company has become interested in the radio line
a good business has been worked up and the de-
mand is increasing steadily,

UNIQUE HONOR FOR _IRENE PAVLOSKI

A unique honor was bestowed upon Irene
Pavloski, Brunswick artist, at the close of the
season of the St. Cecelia Club. of Tacoma.
\Vash., when at the final concert of the season
she was presented with the baton and was asked
to lead the chorus and andience in the singing
of Amecrica. At the ctose of the concert she
was tendered a reception by the mewmnbers of
the club and her work during the season was
given the highest praise by critics in all the
local papers. She scored a great success and
arrangements have been made for her to appear
again during the next concert season in this
musical city.
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5 The largest and most successful retail operators 1n the country place E
i greater value on their show window space than on any other part =
.', of their store. Their gigantic success can be attributed 1n great part i
E to the “dress of their show windows. Getting the public’s interest é
g 1s always their plan. for that's more than half the game 1n sclling 9
2 merchandise. E
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3 Well known 1s the fact that people will enthuse over S
E “ ancl patronize a store if only on account of thc cleanli- g
> ness and attractiveness of their display windows. s
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E Many Victor Dealers have yet to learn the value—the real dollars =
= and cents earning power—-of their show windows. For the Victor g
-:l Dealer, they truly have mucl‘l to do wit}l his success—-tl\ey are his |=
N introduction to the public. [ L s
‘ |
i 1 - . 1
a Whatever the ma](e-up of the buycr. he will mvanably g
E direct his purcl'\ases to the store or establishment that I
; makes a favorable and dignificd showing—ancl what E
o better method 1s there than through the “eyes of 8
g the store —the show windows? Victor Dealers— i
E who know—are ““cashing in" through the agency of &
= their window displays. n
\ . . g
% ﬁ. Mormng. noon and mg}\t they are utlllzmg this most valuable space fi
i to the fullest extent and with lucrative results. Your show i
o windows, Mr. Victor Dealer. will do real work for you if you E
; will but lend a hand. Capitalize their use!! .
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; C. BRUNO & SON, Inc. ;
3 351-353 Fourth Avenue New York §
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Victor Wholesalers to the Dealer Only -
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Machine Jobbers Holds Convention

Sixteenth Annual Gathering at Hotel Ambassador, Atlantic City, June 12 to 15, Attracts a Ninety Per Cent
Membership Assemblage—Important Subjects Discussed in Reports of Officers and at the Various
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ATLANTIC CITY, N. J., June 15—The sixtcenth
annual convention of the National Association
of Talking Machine Jobbers opened at the Hotel
Ambassador on Monday morning with over 90
per tent of the membership represented and
ready to give serious consideration to the trade
problems of the day as they came up in the
course of the program, as well as the sugges-
tions offcred by the Association officers and
others looking to the betterment of Victor busi-
ness.

The first session of the convention was given
over to the reports of the officers and commit-
tees of the Association, the first report being
that of Louis Buchn, the president, who re-
viewed the general situation clearly and at
length as follow5'

g Preﬂdent Buehn’s Report

As your prestdmg officer it is my duty and I
consider it a privilege to give you a brief résumé
of the activities of the Association since the last
annual convention held in Colorado Springs.

My worthy predccessor at that time made ref-
erence to the serious problems that confronted us
and suggested that it would be very difficult to
correctly diagnose or offer any infallible remedy
for them.

Some of the problems to which he referred are
still with us and have been augmentcd by others
to which we must give carcful consideration and
to the solving of which we must lend our best
thought and energy.

While 1921 was undoubtedly a very trying year
[ believe it is quite safc to say that sin¢e January
of this year we havz been c¢xperiencing a most
unsatisfactory condition in the sale of our prod-
uct, and particularly in the sale of records.

This situation has become ¢ritical with many
distributors and dealers, and while it may be
difficult 1o find the precise reason for lack of sale,
unquestionably the records that have been mar-
keted at cut prices and the introduction of several
nrakes of 30-cent records have contributed very
materially to this condition. In addition, we have
the radio craze, which has taken, and is taking,
considcrable money out of phonograph channels,
to contend with,

May I call to your attention that the demand
by dealers for an increased discount on Victor
products is becoming more and more general—
the statemnent being made that at the present dis-
count first-class stores cannot operate profitably
—and comparison being made with the larger dis-
counts being offered by competing lines.

Both of these conditions should have our earn-
est consideration, so that we may arrive at con-
elusions that will permit recommendations or
action that will correct them, i, in our good judg-
ment, we deem it necessary or desirable.

Fundamental Business Conditions Better

Available reports indicate that fundamental
business c¢onditions throughout the country are
better to-day than they have been for many
months and a striking illustration of this is the
tremendous recovery of the automobile industry,
which goes far to substantiate this statement.
It is my opinion that when our own line shows
a recovery that may be compared to this many
of our present worries will disappear.

It is my hope that at these meetings we will
consider wisely the problems directly concerning
us, and reach conclusions that will be helpful to
each and every one and make it possible to have

Since our last annual mecting there have been
two open cxecutive meetings, the first held at
Chicago at the Hotel Drake on Monday, March
13 and Tuesday, the 14th, and the second in New
York City at the Hotel Commodore, on March
15 and 16. At these meetings many questions
were discussed vital to our business with which
you are all familiar, ¢ither having been in atterid-
ance in person or having received a report from
the secretary. As a result of these meetings two
corpmittees were appointed, one to investigate the
desirability of recemmending favorably or other-
wise the financing of dealers’ leases through are coming to realize more fully the value of the
finance ¢companies and the other committee to in-
quire into the desirability of co-operative buying.
Both of these committees will report to this con-
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Executive Committee Meetings

Business Sessions—A. A. Trostler Elected President - Most Successful Reunion =
YO EPOEE AT TR 2T n
our industry ¢ontinuc on the high plane to which
it is cntitled.

T

your trcasurer. May I suggest that close atten-
tion be given this report, as we are an organiza-
tion with constant demands being made upon us
and some consideration should be given to our
growing nceds.

Membership

There have been some -changes in our mem-
bership in the past year, which will be given
yvou in detail by the chairman of the Membership
Committee.

Music Industries Chamber of Commerce

It was my privilege to attend two of thc meet-
ings of the board of directors of the Chamber
and I can endorse heartily the value of this
organization to the music trade generally. They

phonograph industry and are working exceedingly
hard and cficiently for the good of the music in-
dustry in gencral. They have instituted an ex-
vention. In addition, your president appointed a cellent system of credit reports, of which I

special committee to meet with the directors of
the Victor Co. early in January, a detailed report
of which meeting was sent cach member, under
date of January 12.

Last Fall the ¢hairman of your Legislative

attended a conference held in Washington with
the Scnate Finance Committee. This was also financial as well as moral support,
attended by representatives of many other indus-
tries, who were unanimous in recommending a
sales tax to replace the present excess profits

The new tax law now in effect removes the
cxcise tax on phonographs.
plished largely through the efforts of the Music
Industries Chamber of Commerce, and particu-
larly through special work done by Ralph L.
Freeman, of the Victor Talking Machine Ce.

-
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Hotel Ambassador. Atlantic City;the Convention Headquarters

Legislation

zation to take advantage.
port shows an income of something over $90,000
for the fiscal year, of whi¢ch amount the phono-
graph industry contributed $17,000. Of this lat-
ter amount our organization gave $5,000, and it
Committee, J. N. Blackinan, and your president is my recommendation that we continue to give
the Music Industries Chamber of Commerce our

would recommend every member of our organi-

Their finaneial re-

Committee on Arrangements

Your committee has worked to make this con-
vention not only intercsting and enjoyable, but

also profitable, and I wish to take this oppor-

Finance

Our financial situation will be fully covered by

tunity of thanking the chairman and his co-
This was accom- workers for the excellent manner in which they
have accomplished their work.

The annual golf tournament will be held at
the Seaview Country Club, under the direction
of the c¢hairman, J. C. Roush, who in due course
wxll announce the details of the program.

(Continued on page 85)
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What
Ground [loor
Service means
to Victor
Dealers.

(1) Onicker Deliveries

(2) Easy to Reach Any Office.
Departiment or Individual

(3) Saves Dealer’s Time — No
Elevators, No Stairs to
Clib

(4) Easy to See Sainples of Any
Merchandise

(3) Can Park Cars at Curb In-

definitely

(6) Big Saving in Time of Han-
dling Shipments, \Which,
in Turn. Means Better
Service for Dealer.

A Ground Floor Victor Jobbing Service |
All Daily Operations on Street Floor |

One often hears that it is next to impossible to devote a ground floor location tn the business section of a large l
city to Victor Distribution, because of excessive costs. It does cost more, but “Standard™ holds that the additional |
accessibility and quick service justifies the added cost. I

So our new home, just opened, in the heart of down-town Pittsburgh and convenient to all stations, while com- l
prising four floors and basement, each 54 x 135 fr,, totaling over 36,000 square fect of floor space. yet provides

ALL PRINCIPAL ITEMS OF SERVICE ON STREET FLOOR v
2 & v Y : 5 24 I 41 Stock % 3 1 Shipep
kb W s L S e e it ot o B ialldd L R v R T Syt T
Revord Depariment Record l'laying Noowmn Fireproof Vault Advertising Stock 1'acking
STANDARD TALKING MACHINE COMPANY
Exclusively Victor—IW holesale Only 305-7-9 Penn Ave., Pittsburgh 0

You Are Cordially Invited

To drop in any time and inspect what we believe is
ahsolutely the best plant we could build to scrve the
weeds of Victor Dealers. Somce outstanding features:

(1) Display Room for Dealers’ Customers.

(2) Office for Dealers’ Use.

(3) Railroad Siding.

(4) Indoor Truck Loading Room.

(5) Gravity Spiral Chute for Quick Han-
dling of Machines and Records.

STANDARD SERVICC

Impression of Lobby from Street Entrance. i

— = — ~ - i
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The other standing commitices of our organi-
zution will each have a report to make, so |
need not dwell upon them here.

May | refer at this time to the action taken at
our two open Executive Cominittee meetings,
the endorsement of the Distributors’ Transfer
Bureau and likewise the endorsement of the
horizontal type Victrolas,

If the Transfer Bureau has not functioned to
your entire satisfaction it is not due to any fault
of the Victor Co., but to conditions over which
they have had no control and which they no
doubt will gladly explain.

The Horizontal Victrolas

1 sincerely hope that our endorsement of the
horizontal Victrolas has had the hearty support
of each distributor in selling this proposition to
the dcaler and ! amn happy to say that such re-
ports as have come to me indicate an increase
in business on these types which msures its suc-
cess and again vindicates the wisdom of the Vie-
tor Co. in its manufacturing program.

I would be remiss if I did not make special
mention of our seccretary, \W. F. Davisson. As
you all know, the secretary elected at the last

Louis Buchn, the Retiring President
annual convention, Charlecs Bennett, had to give

up his duties. Mr. Davisson was the uaanimous
choice of the executive committce and the ex-
cellent manner in which he has conducted his of-
fice compcls me to single him out for special
commendation.

In conclusion, | wish to express my apprecia-
tion of the splendid co-operation of the vari-
ous officers and committecs and the hearty sup-
port that has been given me during my term
by all the members.

A

k

"~ Report of Secretary Davisson

o r — -

The next report was that of the secretary,
\W. F. Davisson, who has accomplished much
s.nce assumingz the office at the first of the
year. His report read:

Since assuming the duties of the secretaryship
of this Association, which dutics 1 was requested
Ly President Buehn to assume, about Decemnber |
last, all matters pertaining to the sccretary’s of-
fice have been attended to in a.manner which, |
hope, has been satisfactory to all of the mem-
bership.

Early in Januvary President Bucha appointed a
rpecial committee of five, composed of Messrs
Buehn, Blackman, Rauth, Wiswell and your sec-
retary, to meet with the directors of the Victor
Co. on January 9. The subjects discussed were
horizontal models, record exchange, shortage ot
supplements and foreign records. The report of
this mceting was scnt to cach of you under date of
January 12.

Fully rcalizing the importance of the Supreme
Court’s decision, in the Becchnut case, to our
members Mr. Montague was asked to prepare a
statement as to just. how this decision affected
our members. A statement was promptly pre-

pared and mailed to the members on January 24.

The only Exccutive Committee mectings held
during the year were 1wo open mectings in
March. The first was held in Chicago, March 13,
with a good attendance of \Western members, and
the second held in New York March 15 and 16,
with an attendance of members which more
nearly resembled au annual convention than an
Executive Committee mecting. Many important
subjects were very thoroughly discussed at these
meetings. The Executive Comnitiee on March
17, immediately following the New York meet-
ing, held a conference at Camden with the di-
rectors of the Victor Co. The committee
brought to the atteation of the Victor officials
some of the matters discussed at our open meet-
irgs and we presented them with a resolution
pertaining to the exploitation of the new horizon-
tal models. This resolution was cnthusiastically
reccived. A copy of it was sent 1o all members
shortly after the mecting.

The Association Roster

Our Association roster now consists of scventy
parent houses and seven branch houses. We
have lost during the past year four parent houses,
swing to their rctirement from the talking ma-
chine business.

[ am pleased to inform you of the addition to
our organization of two new parent houses, the
French Nestor Co.. of Jacksonville, Fla,, and the
Oklahoma Talking Machine Co., of Oklahowna
City, Okla. We thercfore have suffered a net
loss of two parent houses during the past ycar.
There is still one Victor wholesaler who is not a
member, Orton Bros., Buute, Mont.

This organization has been asked by the Na-
tional Chamber of Commerce during the past year
to vote on three rcferenda, Nos. 36, 37 and 38.
Due to the splendid work of our national coun-
cillor and the co-operation of our Executive Com-
mittee all ballots have been cast in an intelligent
manner.

Financial Status

The report of our treasurer at the last con-
vention showed cash and Liberty bonds, mostly
Liberty bonds. ammounting to $1,017.26. During
the past year the secrctary’s office has collected
and turned over to Treasurer Mairs $7,250 rc-
ceived for dues and $7,150 from the special assess-
ment voted at Colorado Springs, the total sum
from two sources being $14,400.

I regret the necessity of reporting $350 delin-
quent dues and assessments. One menber is de-

fﬁ‘“_'_ == - =)

Ry |
W. F. Davisson, the New Secretary
linquént in hoth dues and assessments, while an-
other member who has one parent and one branch

membership has not paid the assessment.

My work has been greatly lightened by our very
able Arrangement Committee. It has handled
every detail in connection with this convention,
and all the good times which I am surc you

will have this week will be the result of this
conunittee’s work. | want to exte my thanks
to members of this committce, 1 »nly for th
good work done here, but for tlhe share the)

played in the success of the March open meetings.
I also wish to thank ¢ach officer und the mem-
bers for the cxcellent co-operation extended me.
1 have frequently asked for assistance or sug
gestions and the response has been prompt and
helpful.
Trcasurer Mairs Tells of Finances

Next in order ¢ame the report of the treas-
urer, George A. Mairs, indicating that the
finaaces of the Association were in good shape,
after which J. Newcomb Blackman, chairman
of the legislative comuinittec, presented the fol-
lowiug report on lcgislative and legal matters:

Report of Legislative Committee

During the war it was obvious that no legis-
lation was important cnough 10 receive serious
consideration other than that having to do with

/

George A. Mairs, the New Treasurer
the conduct and winning of the war, With the
signing of the Armistice the mass of legisla-
tion of the most impoitant character had to have
first attention. Recent events disclose the fact
that Congress is very busy in an attempt to
pass bills considered by cverybody as calling for
immediate solution.
The Stephens-Kelly Bill

The “Stephens-Kelly” bill in its present form
répresents many amendments, all of which have
been made to conform with the recommendations
of the Federal Trade Commission, as well as
others influential in the Government. Perhaps at
no other time has the outlook been as favorable
for passage of this much-needed legislation.

The American Fair Trade League, to which
we contribute annually, has been constantly ac-
live to keep alive this bill and prepare the way
for its passage when those best fitted to know
determine it is opportune 10 have it reported and
urge its passage. At a mecting of the Executive
Committee of the Lcague, attended by mp.
our long and tireless Aght secmied to be ap-
proaching success when the reports of the
secretary of the League and of its chief coun-
sel, Joseph E. Davies, were received. Mr. Davies
was formerly chairman of the Federal Trade
Commission.

‘4\"“

A Friend at Court

In James Al Beck, the present Solicitor Gen-
eral of the United States, we have a friend for the
reason that his former association as counsel for
the Victor Co. enables him to know many of our
problems, the abuses from which we have been
suffering and the merits of our recommenda-
tions for legislation supplementing ‘the Sherman
Act.

It is unfortunate and very annoying that the

(Continued on page 86)
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“He Profits Most
Who Serves Best’

YOU profit most in serving your public
through the sale of VICTROLAS and
VICTOR RECORDS—

1

WE profit exactly according to the degree of ex-
cellence of our servite in supplying you with
Victor Products.

« E Profits Most Who Serves Best—" an ancient axiom, but

one whose truth was never more generally recognized and

heeded than today. More and more is it coming to be understood

that the measure of business success is absolutely determined by
the service the institution renders.

Our aim is to, at All Times, have our
service in keeping with the 100%
service afforded by Victor Products

The leadership of Victrolas and Victor Records continually grows more pro-
nounced; the demand for them ever greater; the esteem in which they are
held, ever higher—We strive to serve that the same may be said of us as
Victor wholesale distributors.

Are you taking advantage of Grinnell service?>—of our ever-ready stock—

of our undeviating rule of filling all orders same day received—of the

superior transportation facilities (train, boat, interurban, auto) at

our command, with the quick delivery this provides—of our _
determination to make our service in greatest degree ‘ S
pleasing ‘to you—and be a valuable business aid! N -

Let us, through supplying your next order of
Victor merchandise, prove ourselves justified

ded g L b 1} ‘ s
3 5 . q RS | mEL we | 18 | E o
in asking and expecting your future busmess-/f, i | = (T A (TR j

rinnell Bros

Wholesale Distributors
of Victrolas and Records

First and State Streets Building -pictured above, located at First and State

Strects, Detroit, is the headquarters of our wholesale

DETR OIT Vietrola and Record business
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Victor Co., and we distributors, have been a
target in attacks in the courts and through in-
vestigations on the part of Governmental bodics.
Still, it is my firm belici that the dawn of much
better days is ahead. I think we have seen the
worst and will eventually be successful in hav-
ing passed some legislation which will give us
the legal right to not only choose our customer,
but to enter into a voluntary contract with him
under terms and conditions that will foster con-
tinued business relations profitable to the parties
thercof and insuring honesty in merchandising
for the public.

Your Legislative Committee might also be
termed a Legal Committee. Therefore your chair-
man has kept in close touch with the legal situa-
tion, following various decisions of the Supremec
Court, and our counsel, Gilbert H. Montague, has
kept us informed of the progress being made os
ground lost through legal action, and particularly
court decisions. In this report it will not only
be quite impossible, but inadvisable, to attempt
to go into detail regarding the activity of what
may be termed your Legislative and Legal Com-
mittee.

So, 1 will conclude with the recommendation
that we continue our activities along the lines
we have pursued and that I be given an oppor-
tunity to address our members in convention
covering any details that might be nnportaut
enough to discuss, or to answer questions.

; The Financing of Dealers

Mr. Blackman also presented a report for the
special committee on financing dealers, of which
he is chairman, which read:

Your special committee appointed to investi-
gsate and report upon the desirability of Victor
dealers financing their instalment accounts
through the medium of so-called financing com-
panies has given the subject very careful con-
sideration and rcports as follows:

We do not belicve that in normal times there
would be a great demand for supplemental financ-
ing of this kind. This conclusion is arrived at
because when business is normal there is suffi-
clent turnover and cash transactions.

Broadly spcaking, all merchants, including Vie-
tor dealers, should be competent to run a busi-
ness and have duc regard for the philosophy of
business economics. They should have reasonable
capital. This will entitle them to a liberal
amouiit of credit on merchandise, as well as bank-
ng accommodation, consistent with their finan-
cial responsibility and credit reputation.

The Wisdom of Conservatism

There appears to be a natural tendency for the
smaller dealer to compete with the large one.
In doing so he often attempts to do more busi-
ness than he can handle safely. In other words
when a Victor dealer has reached the point of
having exhausted his own capital, plus bank ac-

commeoedation, he thould consider very seriously
the wisdom of expanding his business beyond that
point.

The cost of getting money from financial com-
panies is very high when compared with usual
bank rates. It is argued, however, that inasmuch
as the business done on this plan is over and
above the usual volume the overhead is corre-
spondingly lower and it is profitable. Qur in-

J. Newcomb Blackman

vestigation discloses the fact, however, that when
a dealer assigns his mstalinent leases and it be-
comes known by his creditors his credit is
weakened and his accommodation reduced.
Dealers Should Consult Distributors

\We do not feel that we can fairly recommend
our Association either favoring or disapproving of
the usc by Victor dealers of financing companies
in connection with their instalment business. It
is apparent 1o us that every case to be decided is
one having its own situation to meet and that
the Victor dealer should comc to his distributor
and frankly seck his advice in the matter. Many
distributors are financially able and will welcome
directly aiding their dealers in the extension of
credit, the acceptance of their notes or in ap-
proaching their banks, either to get credit or to
obtain a larger loan. We believe it is the proper
function of the Victor distributor to take on
these obligations and not cncourage his dealer
going to a financing company until he has first
frankly stated his need for this help to his whole-
saler. Furthermore, the banks are more friendly
and will give better support to their borrowing
depositors if they secek advice regarding such
needs.

The Right and the Wrong Way

If this plan is followed by the Victor dealer
and he uses a finance plan with the approval of
his Victor distributor and his bank he may be
sure that he is not courting financial embarrass-
ment at some future time. On the other hand.
if he fails to do this and his line of credit is
stopped or seriously curtailcd by the inance com-
pany for any of many reasons which may bring

about that condition he is not in a position o get
the support of his wholesaler or of his bank.
A condition resulting in bankruptecy has occurred
in many such cases.

Most financing plans are noi needed by the big
dealer with ample capital and credit. Therefore
we find this demand largely among the smaller
dealers who want to increase their volume or
mceet the terms of larger competitors. In most
cases this involves the endorsement of the deal-
ers' notes by the distributor. [If the distributor
must endorse for the dealer and become a party
to the transaction we believe he should consider
seriously first the nced for such financing-- He
should have the courage of refusal and be willing
to suffer the loss of that dealer’s business rather
than encourage an unprofitable transaction and
an eventual financial embarrassment.

We suggest that ocur Association recommend
that all Victor dealers accept credit from finan-
cing companies only with the approval and co-
operation of their principal Victor distributors
and bank creditors.

#
"

Report of Traffic Committee

Next came the report of the traffic committee
by Chairman E. C. Rauth, who said:

Since our trafic matters are so ably looked
after by the Victor Talking Machine Co. vour

B =

E. C. Rauth
committee has had nothing to occupy its atten-
tion during the past year.

The 10 per cent reduction in [reight rates. to
take effect July 1, of which all of our members
are no doubt aware, will act as a stimulus to

(Continued on page 89)
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INCORPORATED,

RICHMOND, VIRGINIA

"IN THE HEART
OF THE

OS’OUT HLAND"

Victor Service

retailers.

in the South

Our location in Richmond with its ex-
cellent shipping facilities leading in from
the North and radiating to all points in
the South enables us to render exception-
ally prompt service to Southern Victor

Furthermore, our intimate knowledge
of conditions peculiar to the Southland
enables us to render to the dealer co-
operation of no small vaiue.
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PERMANENCY

HAT a wonderful meaning the word “Permanency” really has!
WHAT a world of meaning it holds for the 1alking machine
dealer.

PERMANENCY OF THE QUALITY OF THE INSTRUMEN'T
PERMANENCY OF THE SERVICE RENDERED
PERMANENCY OF THE MANUFACTURER
PERMANENCY OF THE WHOLESALER

The Victrola has always been a quality product. The permanency
of its style and tone and its supreinacy of performance make 1t the mos:
highly desired talking machine in the world today.

The Victor Talking Machine Company has for a quarter-century
been engaged in the sound-reproducing art—years of brain, heart and
hand, which have produced an instrument without a peer in permanency
of sound-reproduction and satisfaction.

The Eclipse Musical Company has been serving the dealers in
this territory continuously for the past eighteen ycars. During this
period T. 1. and P. J. Towell have unmterruptedly controlled and
guided the affairs of this company, and our Manager, EE. B. Lyons, has
been in daily contact with your requirements for the past seven years,
watching conditions, assisting and protecting the interests of the trade
—permanency of service which has hield the confidence of hundreds of
Victor dealers throughont the territory.

Through these many years of merchandising we have won a repu-
tation with our customers which is built upon a Gibrahar of faith and
permanency.

Link permanency with durability, dependability and performance
and you have all that can be desired m a talking machine. All are of
such vital importance that each and every one should have equal weiglt
with you, Mr. Dealer.

We unhesitatingly claim that the VICTROLA has every one of
these qualifications. -

Do you know any other talking machine that has?

If a Leader Truly Leads, He Remains—The Leader.
That Which Deserves to Live—Lives

THE ECLIPSE MUSICAL CO.

Exclusive Victor Wholesalers

CLEVELAND
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business generally, as well as to that of our
industry.
Thanks the Trade Press
The report of the press sent in by Dan Creed,
chairman, reviewed the support given the Asso-
ciation by The Talking Machine \World and
other trade publications during the year and
cxpressed the thanks of the committee for the
advance publicity given the present convention
by these publications.
J. C. Roush on Golf Plans
Joseph €. Roush, as chairman of the Golf
Commmittee, offered a report in which hc re-
viewed the rcsults of the tonrnament at Colorado
Springs last year and outlined the arrangements
for this vear’s tournament, giving a list of the
various prizes offered by Association nembers

J. C. Roush
and others, ncluding a cup presented by The
Talking Machine World.

The morning session closed with a report by
L. C. Wiswell on a co-opcrative advertising
plan presented to the jobbers, which was held
over for discussion at the afternoon session.

e o= —

Co-operative Advertising Plan
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The report presented by Mr. Wiswell, as chair-
man, was that of a special committee appointed
to investigate the possibilities of co-operative
buying and advertising tnethods for the sales
development of dealers’ business and, in full, was
as follows:
Inasmuch as your special committee was in-
structed to investigate and report at this con-
vention on two separate and distinct subjects,
namely, distributors’ co-operative advertising,
methods of dealers’ sales-helps and co-operativ:
Luying, we will offer our report in two parts,
first report covering the advisability of our As-
sociation, through some agency, issuing dealers’
sales-helps, ctc., and, secondly. co-operative buy-
ing of such packing supplies as commonly used
by our members.
Report No. 1

Your committee has individually and collec-
tively studied this question at considerable
length, also held a meeting with Reincke-Ellis
Co., specialists in Victor dealers’ advertising and
salcs-helps and who at our last Executive Com-
mittec meetings presented an outline of their
ideas on the subject. The findings of our inves-
tigation and conclusions are that while there is
obviously a great wastage of effort on the part
oi various distributors and their salesmen in
featuring special advertising and sales-helps to
their clientele of dealers, as well as at times a
seemingly excessive cost for certain advertising
inatter (account of lack of quantity output), yet
we are apprehensive lest the elimination of this
work on the part of the various distributors. hav-
ing all the promotional work done through one
central agency, would, in a mcasure, have a ten-
dency to destroy on the part of the distributor
his initiative and development of competitive
sales methods, thus deadening. so to speak, the
enthusiasm for sales promotion work. For
example: Parents are more concerned in their
own offspring than they are in their neighbor's

children, mnore concerned over their weliare and
growth, just so is the distributor more concerncd
and enthusiastic for the success of his own in-
dividual ideas as cxpressed in his dealers’ sales-
helps than he would be for the same character
of naterial furnished through some central
bureau.

Undoubtedly somc central agency, like the
Reincke-Ellis Co., whigh understood the Victor
game, distributors’ and dealers’ problems, cspe-
cially the dealers’ needs in the way of adver-
tising assists and sales-helps, with the help of the
Association and the members' traveling repre-
sentatives, could create such an outlet among the
Victor dealers for these sales-helps, etc., to war-
rant a large run. thus bringing the cost down,
hence lower sclling cost and consequent saving
to the dealer. However, viewing it in a larger
sense. would not this slight saving in cost to
the distributor and dcaler be inconsequentijal
when measured against the loss of distrib-
utors’ initiative and cnthusiasm for sales pPromo-
tion ideas?

This is an important as well as big piece of
work, and despite the work done by your com-
mittee they are still of the opinion that there is
much uncxplored ground to cover and hesitate
to make any definite recommendation, rather
leaving further action 1o the pleasure of the con-
vention, and if it be the sense of this convention
that workable arrangements could be made, that
a new comunttce be appointed to earry on in-
vestigations to a definite conclusion.

At the time of our meeting with the Reincke-
Ellis Co. ideas were advanced by Mr. Reincke,
namely, that our Association issue a monthly
trade publication jor distribution to every rec-
ognized Victor dealer. It was suggested by Mr.
Reincke that the magazine would be issued un-
der the caption or name “Sound Selling” and
that the object of the publication would be to
disseminate such iniormation to the Victor
dealer trade as would be of interest to them
and beneficial in their promotion of Victor busi-
ness.

The .publication, while in a measure similar
to the Victor Co.'s publication. *“Voice of the
Victor.,” would be unlike it in that it would be
the mouthpiece of every Victor distributor
broadcasting o his dealers not alone interest
ing facts about the Victrola game and the suc-
cess of this or that dealer who by some nove
advertising method is putting over a nice sales
campaign, but would by illustrated articles viv-
idly teach the decaler how not only to close
sales in his store but to really go out after the
business.

Through the medium of the publication of this
kind the distributor could say much in commen-
dation of the Victor proposition that the Vie-
tor Co. would hesitate 1o say itseli; for
illustration, the new horizontal type Victrola.
There is much the Victor Co. could say about
the merits of these instruments but for obvious
rcason would not like to express itself. How-
ever. we as distributors, in a monthly pub-
lication (not being handicapped by any reserve).
could wave the flag and blow the trumpet, tell-
ing Victor dealers everywhere regarding the
merits 6f these particular instruments, why the
dealer should put the line over, and other in-
stances innumerable could be cited.

Your committee is of the opinion that a pub-
lication of this ¢haracter would mean much to
the Victor trade as a whole. However, as in al)
things, the cleinent of cost nust be taken into
consideration. The Reincke-Ellis Co. informs
us that it would cost approximately 25 cents
per copy to issuc a booklet of the character they
have in mind and of which Mr. Reincke has
samnples here at this convention. and [ am going
to ask that at the proper time the convention
permit Mr. Reincke to present his ideas. which
will be more concrcte and to the point than we
could cover in this report, the cost of 25 cents.
per Copy to cover cost of editing, printing, mail-
ing postage, etc. Figuring approximately eight
thousand Vig¢tor dealers in the United States to

whom a copy oi this booklet should be sent,
the cost would be $2,000 per month, and on a
twclve months’ contract would amount to $24,-
000.00, which sum, of course, would have to be
iorthcoming from our treasury, which would
mean either an increase in dues or special assess-
ment.

As a subject of this kind has not a precedent
in our Association, your committee would rather
offer their findings without specific recommenda-
tion, assuming that it would be best that open
discussion be had on the subject with our report
as basis for such discussion.

Report No. 2—"Co-operative Buying”

Under date of April 26 your committee sent
out a letter to all Association members request-
ing certain information as to sizes, cost, quan-
tity used and name of manufacturer of packing
material used in their business, such as packing
boxes and corrugated sheets. A special form
was enclosed for the reporting of this informa-
tion, and we are happy to report that the co-
operation given us by the members in returning
the forins promptly was splendid.

Considerable labor was involved in recording
this information, reducing all of the reports to
concrete form in order that the figure could be
properly analyzed. After this work was done
the chainman called a meeting of the commitiee
at his office in Chicago, at which time the mat-
ter was thoroughly gone into.

Your committee was amazed to find from the
reports received the great difference in ideas
as to the proper size of record packing boxes as
shown by the hundreds of different sizes used by
distributors,, hardly any two distributors using

L. C. Wiswell
the same size packing boxes. Our members are
using over two hundred different-sized packing
boxes. which means that each member has his
own idea as to what size box to use. In many
instances there is only a variation of a fraction
of an inch, yet it is a different size, and where
material that does not cut into this or that size
does not cut to advantage it means increased
cost of manufacture.

The conclusion of your comnmittee in regard
to packing boxes was that it would be useless
to follow the matter up further in view of the
great discrepancy in size of the boxes wused,
and in our estimation and judgment co-operative
buying would not be pracfical until we, as dis-
tributors, decide upon and adopt a suitable pack-
img box of uniiorin size and quality. If this is
made possible then prices could be obtained from
manufacturers in such quantity lots that we could
undoubtedly effect considerable saving.

In the matter of corrugated sheets or boards,
10-inch and 12-inch size., information gathered
shows that by co-aperative buying a saving could
be effected ifor practically every distributor.
From figures given the committee, members are
paying for 10-inch cardboard sheets prices rang-
ing from $3.50 to $10.65 per M. and for 12-inch
size $3.95 to $11.60 per M. You will, thercfore,

(Costinued on page 90)
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rcadily appreciate irom this range in price that
therc should be no question that if we could
t rether and pool our business, so to speak,
recing to purchase through the organization,
cither through the sccretary’s office or special
mmittee, all our cardboard shect requirements,
1siderable saving could be effected for us all.
substantiate our statecment we have had quo-
tations submitt y various corrugated paper
manufacturers, based on .009 stock million quan-
tity lots, LCL and CL shipments, f b. desti-
ration, from Hinde-Dauch Co, Sefton Mfg. Co.
and Thompson-Norris Co. Quotations from
Hindc-Dauch Co. are lower in cvery instance
with just one or two cxceptions than that paid
our members, and it is possible in the ¢ascs
f the exceptions that lighter weight stock of
paper is being used, possibly .007 stock, whercas
quotations were asked for on 009 stock.
Your committce recommendation, based on
their hurried investigation and  survey—time
would not permit our going into the subject in

complete detail—is that the question of co-opera-
tive buying of all packing material commonly
used by all our members, corrugated packing
boxes and corrugated sheets, is not only fcasible
but advisable. However, before such scheme
could be worked out our members should be a
unit in the adoption of a uniform packing box
as to size and quality, and it is the sense of your
committee that this report be favorably received
and that the chairiman appoint a new committee
to conduct further investigation.
Plan Receives Favorable Consideration

The entire afternoon scssion on Monday was
devoted to the discussion of the matter prescnted
in the report, and favorable consideration was
given to thc plan for getting out a monthly pub-
lication. The special committce, consisting of
Mr. Wiswell, H. Goldsmith, C. H. Grinnell, J. N.
Blackman, Freneh Nestor, T. H. Towell and
H. W, Weymann, took the matter under discus-
sion again for thc purposc of recommending a
plan for financing the project.

Intensive

Merchandising

Victor dealers who thoroughly appre-
ciate the value of intensive merchandis-
ing will find the 1922 fall season the
most productive in their history. There
will be a shortage of Victor product
this fall, and far-sighted Victor dealers
will bear this fact in mind when mak-

ing their plans.

The C. C. Mellor Co. Victor organiza-
tion 1s splendidly equipped to assist
vou In developing an intensive
merchandising campaign.

C. C. MELLOR COMPANY

1152 Penn Avenue

Pittsburgh, Pa.
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Victor Co. Entertains Jobbers

d H

The opening social event of the week was the
dinner and dance tendered to the members of
the National Association of talking machine job-
bers and their friends by the Victor Co. at the
Hotel Ambassador on Monday night. It was a
most delightful affair in every particular, being
planned and carried cut in characteristic Victor
Co. style.

During the dinner in the Venetian Room there
was some lively entertainment by the Kentucky
Serenaders, who sang as well as played, fol-
lowed by a short concert by Paul Whiteman and
his cclebrated orchestra. Then came the danc-
ing in thc Pompeian Room, also to the music of
Whiteman's Orchestra, which kept up until there
was very little tine to catch a few winks of
sleep preparatory to the next day’s business. [t
was a wonderful evening and started the week
off most successfully,

.~ Second Convention
.~ Session Tuesda

O mprr FEyTRE

The Tuesday morning session of the conven-
tion was devoted to the consideration of the re-
port of the committec on the publication plan.
After a discussion participated in by all the meni
bers, it was fAnally agreed to increase the annual
ducs of the Association from one hundred to
four hundred dollars in order to finance the plan.
The balance of the session was given over to
general discussions regarding machine types and
n:erchandising subjects, nothing of startling sig-
nificance, however, materializing.

M. P. Campbell Talks on “Better Selling”

The Tuesday afternoon session of the con-
vention opcned with an address by Mark P.
Campbell, president of the Brambach Piano Co.,
on “Better Selling,” a subject that has a special
appeal for the talking machine men. In the
course of his talk Mr. Campbell said:

*“What a wonderful industry we have!—it has
no parallel and no competitor. [Its appeal is
fundamental and inherent. The lowliest tribe in
darkest Africa has its form of music and rhythm.
The newspapers have had a fine time exploiting
the experiments of music with animals. One
paper, commenting on the fact that cows c¢an
be induced to give more milk when a Victrola is
played near at hand, asks if the bossies would
give a milk shake if a jazz orchestra were
playing.

The Misuse of “Luxury”

“During the past war the word ‘luxury’ suf-
fered more dcfining, abuse. contorting and con-
densing than perhaps any other cver has, as on
its interpretation depended the fate: of so many
industries in the war. So far as I am able to
analyze the various activities and occupations
that make up the cycle of human endcavor,
luxury plays an important part in all of them.
The suit of clothes that each of us is wearng
has an average cost, say, of $50. The material
is worth about $6 or $7. The balance of the
cost represents the style—discrimination and
vanity—all of which is in excess of the primitive
want. If you think I am exaggerating, ask any
friend to show you his favorite picture of the
best camping trip he ever took. You will find
him photoed in a two-dollar sweater, a worthless
pair of pants and a happy smile that is abso-
lutely frec. Go right down the line—take your
house (I don't care whether it is a beautiful
Park Avenue apartment, a Long Island estate or
a place in the Santa Fe Valley), compare it with
the tent or the shack on the picture T mentioned
a few minutes ago. Isn’t it also true of the
things you eat—they, too, are about 90 per cent
luxury and 10 per cent necessity.

“Next on the list of life's necessities is music
—much or little of it could hardly be put in the
extravagance class. To me, if luxury were at-



Advance announcement of our big
feature number—ROMANY LLOVE-—the Fox Trot Song that
will prove the sensation predicted for it—Already recorded by many
of the leading companies—\Vatch for releases and hook up with our big campaign
Special introductory price to the trade on sheet music edition—NOW READY.
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tempted in this sphere, it would no longer be
musig.
Selling a Great Art

*The manufacturing of anything is a habit—
the selling of it is a great art. It is sometimes said
that the real selling is done at the manufacturing
plant, and an article well made is half sold. And
I will ask you to think of so perfect a thing as
a true diamond—it is the very pinnacle of
quality, yet, gentlemen, I know you realize that
bhefore it is placed the finest work in the art of
the sclling profession must be used.

“Salesmanship has just entcred the ranks of
professionalism. \Ve are still in the very early
stages of its development. It is true that the
professors who hold the chair of selling in our
University of Industry have taken enormous
strides in the metaphysics of the art. But, as
Abraham Lincoln would say, it is a long way
trom their exalted position to the people who
break their crackers in their soup.

“Hugo Chalmers says ‘Salesmanship is
simply a matter of showing your merchandise
to enough people.’ This old, stand-by method
kas moved many a piece of old stock.

The New School of Sclling

“In the floundering around to get a new stand
after the passing of the old schocl of selling,
1. &, selling only through friendships, everything
hkas been tried; hunches followed; tips eagerly
sought; advertising used extensively, and many
things that were all out of balance with indus-
tnal continuity of action.

“It was but a few short years ago that busi
ness conditions were forccast by quiet whisper-
ings of what the Victor Co. were going to dn
or what the U. 8. Steel Corp. were preparing
for. Then this epidemic spread and many who
could attach a title to their names sent out
warnings and advice, prognosticating what was
sure to happen in the following six months. This
kind of advice was more common and weari-
some than the 'Special Sales’ that we now have
to endure. Our own Music \Week had for coun-
ter attractions in the same week Physical Cul-
tere Week and Linoleum Week. The banks be-
gan to give out selling aids in the way of month-
ly bulletins, basing their decisions not on oracle-
like gossips but on cold facts of exports and im-
ports, bank clearing and deposits. One bank
quietly wrote off about $15,000,000 while it was
telling the world how to make money. The pro-
fessional dopesters have come up like a lot of
mushrooms. If we do as they say, where and
when, selling will be a mere matter of form. Two
firms—one in Chicago and one in New York—
have dedicated their business to selling, at high
prices. information that gives the sccret of suc-
cess of other companies

“All of this information is good to have—it
charts the sea, but it does not sail the boat. The
latter is what we have to do for ourselves.

Market the First Consideration

“The market is the first consideration, and our
fingers must be kept on its pulse at all times to
know just what the conditions are. The fact
that it has always been strong. healthy and
evenr vigorous is not proof of its continuing so.
Strong men sometimes die in their prime. The
music box manufacturer was courting a very
fickle lady—overnight she turned her fancy to
the talking machine. The home organ slipped
out to the edge of oblivion. On the horizon
comes a mystery about which we know little in
a conventional way, but which is causing real
heart-flutters on the part of music dealers. Should
we call it a foreign competitor and scc to it that
it does not cross our paths, or should we wel-
come it with open arms and lend it every pos-
sible assistance—develop it and call it one of the
family? I do not think that it has taken form,
it can't be distinguished yet. Perhaps it is only
a mechanical toy and perhaps the greatest of all
musical instruments, We must watch it carefully
at any rate. \What will be the surname of
Radio? [Its present position reminds me of one
of Irving Cobb’s stories of the Ozark moun-
taineers. An old mountaineer said to his wife:

‘Be that our kid out by
His wife replied: °‘I's been watchin’ him off -and
on for the past two days. Maybe if I get a
chanct I'l catch him, ef I can, wash him good
and sce.

the well yonder?

When to Change the Bait

“The psychology of the buying public is ap-
plicable to the old sayving of the fisherman: If
they don't bite, change the bait. How true that
is in sclling?! You are all salesmen and know
that the effect of changing the bait has often
been to increase the sales. The last change was
to the console model, and a dealer told me it

had jumped his sales over 100 per cent over a

Mark P, Campbell

year ago. In department stores clerks are told
when they have completed the sale to recom-
mend an article of an entirely different nature.
The effect is often wonderful—the power of sug-
gestion and the new idea combine to bring
action,

“All runners are interested in the condition
of the track. A good track means better racing.
and that means better prizes to be divided. The
problem before us now is fundamental and un-
derlying. Before we get ready with our crack
selling forces to break selling records we must
get a good track ready. That track is not made

pressed consciously. For the next {ew year:
that is to be the big selling idea.
Rcaching the Children With Music

“The Burecau for the Advancement of Music
has made tremendous strides with the children
in the schools—in organizing the Music Memory
contests and through the music teacher Tr
mendous credit must be paid to Mr. Childs and
the Victor Co. for what they have done in th
home. It is a positive delight to hear small
children talk of operas and show an apprecia-
tion of the composers and their work. If vou
will stand on the side streets just off Broadwa
in the district of musical publishers you will hear
every other person humming a tune, with music
coming through the windows. I never go
through that section of New York without want-
ing to sing. That, gentlemen, is the atmosphere
that we want to create throughout America.

“It is my opinion, and 1 say.it advisedly, that
we should give away as many samples of music
as time and opportunity will allow, free concerts,
music in the stores—boost choral societies, pro
mote festivals—do everything within our power
to have music radiate and fill the air. Edgar
Guest says: ‘It is pictures for the blind and
is surely food for the heart’

The Mcaning of Service

“Now, by ‘service,’ I do not imply any mean.
ing of the word ‘servant’ for the salesman. That
is quite another thing. The usual meaning of
‘service,” as applied to a business, means a large
stock of merchandis¢ on hand with prompt de
liveries and records on approval without limit
The mechanical part of the business is a sub.
jeet of which I will say nothing, as it varies so
much with the localities, the customs of the
neighborhood and the way in which dealers have
educated the people. Let me make myself clear
on this point in a few words: We should
promate service of music, not personal atten-
tion.

“Edward Bok puts over a mighty fine text in
his book, ‘The Americanization of Edward
Bok,' in which he preaches: ‘Let each one of us
live so that this world will be a more livable and
happier place in which to dwell." What a chanee
we have with music to carry out this ideal

“Someone has defined a civil engineer as ‘a
man without a job.’ Reflect on this and you
will readily see how true it is. Twenty-five years
ago our technical schools were turning them out
by the hundreds. The demand for them was

of cinders, but of a natural love of music ex- (Continued on page 92)
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~; railroads could not get them fast
onstructing and for bridge
1g: cities wanted them for water systems,

tremet

I ratiroad

largements, planned citics, et¢. Development
was the order of the day for the country. Eff-
ciency was the watchword of the factory. Tay-

n ot were thought of in terms of
irati ase he enabled a man te pro-
duce two timcs as much as he could consume
That left a large surplus for the luxurics of life
Secretary Davis. of the President’s Cabinet, said
in his speech to the m merchants last wecek
us O s pa) 10

a { of the luxurics. One
partaking of the luxuries of life is happy. cven
IsCUss, -

I speak advis-

a n1s 3

less o s 4
I do not believe that the cducational sys-

tem of higher education will continue or be the
n 1t We have general pity for

1] « it ll 3

@,

Our Co-operation

Offers the Victor
dealer the benefit of
our twenty years ex-
perience in the Victor
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QOur Service

Offers the efficiency
of a wonderful build-
ing especially de-
signed as a Victor
distributing plant,
filling your orders
better than 909,
shipping them the
came day as received,
from Columbus, ons
of the principal rail-
road centers of the
U. S. A

Perry B. Whitsit Co.

COLUMBUS. OHIO
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To me their troubles are commonplace to those
of a man or woman who has been given an
cducation he cannot support. The cducation of
a person should be to the extent of his or her
ability to satisfy his desircs and no more

“The best wish that I could give a little girl
is that she may have the essentials of life, and
for luxuriecs—a sense of humor and a working

H

A. A. Trostler, thc New President
knowledge of one of the fine arts: music, paint-
ing or literature.

“Pleasure or happiness is to be desired over
keen efficiency without love and life, or per
laps I had better say living.

We Live to Work

“On cvery hand we arc told that the world is
improving. That is just a delusion. For, to-day
we live to work, instead of working to live.
Read your ancieat history, from the days of
Rabvlon to Napoleon. See what cach succced-
ing generation has added to the happiness of
mankind. Somec gencrations have added noth-
ing: some have taken away. The majority have
added. Take our own gencration, and what is
the one predominating factor? The watchword
is Specd..and more speed. To-day we must sur-
pass vesterday and to-imorrow to-day. Morse
connected Baltimore with Washington to trans-
mit messages in a moment’s time. The world
took it up and our country alone is entangled
in 9.000,000 miles of wire to speed the thoughts
of man. In twenty-five ycars our railroads put
2 net over our land and throngh our mountains,
so that the pcople, the products and the mer-
chandise m’ght be delivered sooner. The tele-
phone shoots the human voice 3,000 miles -and
back in the twinkling of an eye; the telegram
was too slow. Eighteen hours to Chicago, be-
cause a mail contract hung in the balance. re-
gardless of wrecks and lives that were sacrifced.
And now, gentlemen. the acroplane has left the
once magnificent Limited creeping and crawling
on its belly of stecl.

“1f I thought that the men in my factory were
making production records for the sake of the
records of to return to mc my own talent or
my five talents. | would stop the factory to-day.
give the workmen my ideas on life and how to
live, and send them on their way.

“The piano. as a console Victrola. has a mis-
sion in life, more than just to be a sale for cash.
If that was its only purposc, it would have but
onc uniform price and that is thirty pieces of
silver, regardless of the rate of exchange.

“No—to spread happiness, to ¢ndear the mem
bers of each family to the shrine of the fireside
and to make pictures for the soul—that is Music

That is our mission.
[

The Annugl Banquet

On Tuesday cvening was held the annual baa.
quet of the Association, which proved onc of the
most enjoyable affairs of the week hecause the
official program was short and snappy and just
long enough to prove interesting.

During the discussion of the claborate menu
the guests were cntertained by the Kentucky
Sercnaders and later by Paul \Whiteman and his

“You gentlemen have within your grasp the
most powerful factor with which to do this
work—the Victrola, and Mr. Childs' Victor cata-
log of music.

Everywhere { hear comparisons of the Victor
to other talking machines, or rather other ma-
chines to the Victrolas—that is the supreme ¢com-
pliment to the Victor.

Rudyard Kipling framed the words for the
lips of the director of the destinies of Victor
in “The Mary Gloster” when he said:

“l didn’t begin with askings. 1 took my job
and stuck; I took the chances they wouldn’t.
and now they're calling it luck. And they asked
me how [ did it, and 1 gave ’em the Scripture
text, "You kecp your light so shining a little in
front o the nex.' They copics all they could
follow but they couldn’t copy my mind. and |
left 'emn sweating and stealing a year and a half
tehind.

In closing Mr. Campbell declared that talking
prosperity had almost become a cult and
that the time had come to stop talking and
plan ways and mcans and go to work. e have
had years of prosperity and have been sowing
and sowing. Now was the time to profit by
that labor and do some reaping.

Fotlowing Mr, Campbell's addre'ss the regular
business of the mceting was again taken up and

Thos. F. Green, the Ncw Vice-president
there were several discussions on problems
with a particular bearing on the Victor business
from the jobbers’ angle.

New Officers Elected

Next came the clection of officers with the
following result:

v - 1

President—Arthvr A,  Trostler, the

Schmelzer Co., Kansas City.

Vice-president—Thomas F. Green, Silas
E. Pearsall Co., New York.

Sceretary—W. F. Davisson, Perry B.
Whitsit Co.. Cclumbus, Ohio.

Treasurer—George A. Mairs, W. J. Dyer
& Bro., St. Paul, Minn.

Executive Committce—Louis Buehn, L.
C. Wiswell, J. N. Blackman, W. H. Rey-
nalds, E. C. Rauth, C. H. Grinncll, G. A.

" Dodge, G. E. Mickel, J. C. Roush and
W. T. Haddon.

T4 R

T

T

TENTTRIT i,

of the Association

——
orchestra, so that there was a continuous round
of music. There was also the popular “Angel
Chorus" singing the usual songs in the usnal
way.

Louis Buehn. the returing president, in intro.
ducing James F. Bowers as toastmaster, cited
the fact that the past year has been one of ac-
¢omplishment for the Association, and took oc-
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casion to thank the officers and conunittees for
the work that had been done. Alr. Bowers,
whose fame as a toastmaster may bec said to be
national, rose to the occasion in his accustomned
brilliant style and left with the diners a num-
ber of witticisms that were bright and enter-
taining. He cven proposed a 1oast to the ladies
—something as follows: ~“To the ladics, God
dress them.”
Ralph L. Freeman's Address

The first speaker introduced by Mr. Bowers

was Ralph L. Freeman, director of distribution

Ralph L. Freeman
of the Victor Talking Machine Co., who deliv-
ered the following optimmistic message to the
jobbers,
“Jt is a natural human instinct to desire to
hide our weaknesscs and especially from our

iriends. We shun a comparison of our cfforts
with those of others who arc more expert. Ac-
cordingly, you can perhaps imagine my feclings
as | stand sandwiched in between your fluemt
chairman, Mr, Bowers, and your guest to-night,
Senator Runyon, who also has and deserves a
great reputation as an orator. Indeed. there
could be no cexcuse for my attemptling to say
anything except for the unfailing courtesy of
syour officers in inviting me, the fact that at
Camden we have facilities to obscrve a wider
range of facts pertaining to business conditions
in our industry than anyonc whose business is
within a smaller arca could have and that, at
times like the present, it is not right for any-
one who has a cheerful outicok on the future to
rcmain silent.

“The Victor Co.'s message to you is one ot
good cheer. The shock of the incvitable post-
war rcadjustment has not shaken the solid foun-
dation uvpon which your business and ours was
builded. The prospects for the future are much
greater than anything than has been realized,

“New conditions, so large and far-reaching
that it is difficult to visvalize or comprehend
them, are developing throughout the world. They
rcpresent greater opporiunities for conscientious
workers than have herctofore existed, and it is
plain that we in this country must bencfit fron
the position of advantage we occupy.

“There is, however, a condition that we must
fulfill. We must be faithful—unto others as to
ourselves—no less. No mad scramble for busi
ness can be allowed to benumb our sensc of
obligation and fairness else we shall deserve to
lese and will lose our opportunity

*This statement is not a mere platitude, refer-
ring gencrally to the public at large, but a
definite fact to be applicd to cach of us individ-
vally who have it in mind to contend within our
sphere for a share in the prosperity in the future.
We must work and we must be faithful to the
trust of thosc whose patronage we desire,

“The Victor Co. is a large consumer of a great
runiber of commodities nsed in the manufacture

of our product. Our offices are besieged by
those who have these commodities to scll, A
rather unusual rule prevails there under which
cvery caller is reccived and has an opportunity
to state his proposition. But this obligation of
courtesy being fulfilled, do you suppose that ven-
ders who hkave been even morally delinguent or
unfaithful in past perforinances have flying
start in the race to supply our neceds in the pres-
ent buyers’ market? Your trade custoiners oc-
cupy the same position as does the Victor pur-
chasing department and you mnst count upon
winning or losing their trade according to the
quality of your scrvice,

“One of the most harmful results of the last
cra of booin business was the teadency, highly
developed in some quarters, for sellers to for-
get their utter dependency on the people who
represent their logical market. It is better for all
of us that the ume when such forgetfulness was
practical is past. It will be a good thing for us
all to again learn the value and importance of

behooves the Victor trade to be as far ahe
compeltition in this respect as Victor product
are in quality, in performance and lasting satis
faction.

I recently came across a quotation whosc
author deserves a better fate,.for he is vnknown
Under the heading, “The Priceless Ingredient
it reads as follows: “In the city of Bagdad lived
Hakcem, the wise man. Many people went
him for connsel, which he gave freely to all, ask
ing nothing i return, There came h
young man who had spent much a gotten
little and said: "Tell me, wise one, what shall |
do to receive the most for that which | spend

* "Hakeem answered: "A thing that is bought
or sold has no value unless it contains that which
caunot be hought or sold. Go look for the pric
less ingredient,”

“*But what is this priceless ingredient? asked
the young man. Spoke then the wise on M
»on. the priceless ingredient of every product it
the market is the honor of integrity of him wh

the homely old words ‘Please’ and 'Thank wmukes it; consider his name before you hny.
You." In the future business will be more than ‘It is a wruth that will bear repetition that
cver transacted on a basis of good will, and it (Continued on page M)
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\ ictor C Il times makes a very unusual
fiort tc manufacture products by the quality
and h ty of which we shall be glad te have
ur h r and integrity judged. To have the

it of faithfulness pervade the entire organi-

ation has becn the-unceasing effort of the foun-
r his business and his associates. There is
1gl { any change from this policy, and

with it as the basis of our belief we have no
great misgivings as to the future. In conclu-
sion, let me say on behalf of the Victor Co.:

Thank you for the wonderful business your
ombined purchases have amounted to and ask
|h'\' ...... nlease eon e to tru us

. ac 1 ¥ ri MIAKC

President Trostler Speaks
The next speaker was the new president. Ar
Trostler, who confined himself to e
pres smg his appreciation of the honor accorded
i in elect him president of the Associa-
tion and who promised to put forth his best cf-
behalf of the orgamzation during the
| O I
Address of Hon. W. N. Runyon
“he final speaker was Hon. William N. Run-

torts n

you. former United States Senator from New
Jersey, who offered a brilliant piece of oratory
in the course of which he referred to those en-
gaged in the talking machine business as a com-
pany of Crusaders dealing in romance, music
and poetry, and declared that the distribution
of music and music-producing instruments was
particularly neccessary in these parlots times be-
cause of the fact that people with music in their

The Session on Wednesday Morning i

I'he Wednesday morning sessiom was opened
with a talk by Ralph L. Freeman, director of dis-
tribution of the Victor Talking Machine Co., who
spoke on scveral important subjects which had
been discussed by the jobbers during the pre-
v'ous two days. Mr. Freceman specially empha
sized the fact that it is the desire of the Victor
Co. to furnish the jobbers with production suth
cient to mect the 1equircments of the trade. He
also suggested that the jobbers place their or-
lers with the factory with duc thought and con-
sideration as to the best intercsts and welfare of

eincke
-Ellis

—a byword for
business building

in the

Victor Industry.

SEND for this
illustrated cata-
log—full of con-
structive ideas
for your busi-
ness. Sent with-
out obligation to
Victor Dealers.

REINCKE-ELLIS CO.

209-215 North Michigan Avenue, Chicago

soul were happy and contented people. This was
an address well worth hearing.
Dance to Whiteman Music

Following the banquet proper, the guests ad-
journed to the Poinpeian Rooin, where they
danced for several hours to the music of Paul
\Vhiteman and his orchestra, forgetting heat and
fatigue in response to the enticing strains of the
music.

. ]

the dealers to whom they are so ably catering.

At the close of Mr. Freeman’s talk there was a
general discussion of various important topics
of general intercst, in which all of thosc pres-
cnt participated.

Following Mr. Freeman, George W. Smith, of
the enginecring department of the Victor Co.,
gave a very interesting and timely address on
the subject of radio. Mr. Smith during the
course of his talk pointed out that radio necd
not and should not be considered a competitor
oi the Victrola, emphasizing various vital points
in counection with radio as applied to the inter-
csts of the Victor industry. After Mr. Smith had
finished his talk the jobbers asked various ques-
tions which formed the basis for a general dis-
cussion that was one of the most interesting
icatures oi the convention nceting.

Old-fashioned Clambake Greatly Enjoyed

The meceting then adjourned, and the jobbers
took a well-deserved rest for a few hours, leav-
ing at 3 o'clock in specially-chartered buses
for Margate Beach, where the entire convention
party were the guests of the Association at an
old-fashioned clambake. This informal party
was thoroughly enjoyed by all of the visitors,
proving 1o be one of the most successiul and in-
teresting social events that has ever been offered
to the jobbers and their guests. After the clam-
bake the party returned to the hotel, where the
Arrangements Committee was given a vote of
thanks for the care and consideration that they
had given cvery detail of the 1922 conveution.

Those Present at Convention

The jobbing houses represented at the conven-
tion and those representing them were: American
Talking Machine Co., Brooklyn, N. Y., Charles
Offerman; C N. Andrews Co., Buffalo, N. Y., Mr.
and Mrs. C. N. Andrews; \W. D. Andrews Co,,
Syracuse, N. Y., \W. D. Andrews; Badger Talk-
ing Machine Co., Milwaukee, Wis,, Harry Goid-
smith; Emanuel Blout. New York, Mr. and Mrs.
Emanuel Blout; Blackman Talking Machine Co.,
New York, Mr. and Mrs. J. N. Blackman, Albert
N. Blackman, Fred P. Oliver and C. L. Johnston:
C. Bruno & Son, Inc, New York, W. F. Hauss-
ler; Louis Buehn Co., Philadelphia, Mr. and Mrs.
Louis Buehn, C. \W. Miller and F. B. Recinecl;;
Buffalo Talking Ma-:hine Co., Buffalo, N. Y., Mr.
and Mrs. O. L. Neal and H. B. Clark; E. .
Chapmman Co., Rochester, N. Y., E. J. Walz:
Chicago Talking Machine Co., Mr. and Mrs. G. I
Ellis; John Elliott Clark Co. Salt Lake City,
Utah, John Elliott Clark; Cleveland Talking Ma-
chine Co., H. J. Shartle; Cohen & Hughes, Balti-
more, Md., [. Son Cohen, Charles Jacob and the
Misses Jacob; Cohen & Hughes, \Washingion,
D. C, Mr. and Mrs. F. S. Harris; Collings &
Co., Newark, N. J., Mr. and Mrs. L. W. Collings
and Mr. and Mrs. H. A. Lamor; the Corley Co,,
Richmond, Va.. Frank Corley and G. W. Greener;
Ross P. Curtice, Omaha, Neb.,, Norman Curtice;
Cresscy & Allen, Portland, Me.,, C. B. Snow and
David Thomas; C. H. Ditson & Co, New York,
AMr. and Mrs. Paul Carlson; the Ofliver Dit-
son Co., Boston, H. A. Winkelman; E. F. Droop
& Sons Co., Washington, D. C., \WW. R. Lyman;
E. F. Droop & Sons Co.; Baltimore, \WW. C. Rob-
erts, W. J. Dyer & Bro.; St. Paul. Minn.. George
A. Mairs, Eastern Talking Machine Co.. Boston,
Mr. and Mrs. George A. Dodge, Mr. and Mrs.
Herbert Shoemaker; Eclipse Musical Co., Cleve-
land. O.. T. H. and P. J. Towell and E. B. Lyons;
H. R. Eisenbrandt, Baltimore, Md., \W. A. Eisen-
brandt; Elmira Arms Co.. Elmira, N. Y., Geo.
C. Hamberger; Elyea Talking Machine Co., At-
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lanta, Ga.,, C. S. Elyea; Frederick Piano Co,
Pittsburgh, Pa, George A. Rewbridge, Mr. and
Mirs. W. F. Frederick and Benj. Boycott; Grin-
nell Bros.,, Detroit, Mich.,, Mr. and Mrs. A A,
Grinnell and C. H. Grianell; C. J. Heppe & Son,
Philadelphia, W. J. Elwell, Florence J. Heppe
and George W. Witney; Horton-Gallo-Creaier
Co., New Haven, Conn., Mr. and Mrs. E. C.
Gallo; O. K. Houck Piano Co., Memphis, Tenn.,
Jesse F. Houck; J. W, Jenkins’ Sons Musi¢c Co.,
Kansas City, F. B. Jenkins, Jr., Mr. and Mrs. J.
\W. Jenkins, 3d, and B. L. Plank; Knickerbocker
Talking Machine Co., New York, Mr. and Mrs.
A. Davega, Jos. Schwetz, Max Berlow, Mrs. L
Davega and Mr. and Mrs. B. R. Forster; Knight-
Campbell Music Co., Denver, Col, H. \V. Brad-
ford and Clarence G. Campbell; Koerber-Bren-
ner Co., St. Louis, Mo, Mr. and Mrs. E. C.
Rauth and A. K. Brandenberger; Lyon & Hcaly,
Chicago, Mr. and Mrs. L. C. Wiswell, Miss Eliza-
beth Wiswell and Mr. and Mrs. James F. Bowers;
C. C. Mellor & Co., Pittsburgh, Pa, W. C.
Dierks and T. T. Evans; Mickel Bros., Omaha,
Neb., Mr. and Mrs. George E. Mickel; Musical
Instrument Sales Co., New York, Mr. and Mrs.
C. A. Wagner and C. R, Wagner; French Nestor
Co., Jacksonville, Fla.,, French Nestor; New York
Talking Machine Co., A. D. Geissler and C. 8.
Mason; Ormes, Inc., New York, Clarence L.
Price; Ohio Talking Machine Co., Cincinnati,
O, Mr. and Mrs. W. T. Haddon and Mr. and
Mrs. C. H. North; Oklahoma Talking Machine
Co., Oklahoma City, P. A. Ware; Silas E. Pear-
sall Co., New York, Mr. and Mrs. T. F. Green
and sons and Lloyd L. Spencer; Penn. Phono-
graph Co, Philadelphia, Pa., Mr, and Mrs. H. F.
Miller, Mr. and Mrs. E. E. Hipple, Mrs. L. P,
Brown and Mr. and Mrs. T. \V. Barnhill; Putnam-
Page Co., Peoria, 11, F. H. Putnam and Mr. and
Mrs, L. F. Putnam; Philips & Crew Co., Atlanta,
Ernest Urchs; Rogers & Fischer, Washington, D.
C., Mr. and Mrs. R. C. Rogers, Mr. and Mrs. J.
Fischer and L. G. Fischer; Sanger Bros., Dallas,
Tex., Lester Burchfield; Schmelzer Co., Kansas

City, Mo., A. A. Trostler; Sherman, Clay & Co,,
San Francisco, Philip T. Clay; Standard Talk-
ing Machine Co., Pittsburgh, Pa., J. C. Roush and
Wallace Russell; M. Steinert & Sons, Boston,
Robert Steinert and Kenneth Reed; Talking Ma-
chine Co., Houston, Tex, 1. E. Swan; Talking
Machine Co.,, Birmmgham, Ala, A. R. Boone;
Talking Machine Co., Philadelphia, Pa., Mr. and
Mrs. Eugene M., Stern and Mr. and Mrs. Harry
Ellis; Toledo Talking Machine Co., Toledo, O,,
Chas. H. Womeldorff and J. J. Ryan; \V G. Walz
Co., El Paso, F. L. Koons; 1. A. Weymann &
Son, Philadelphia, Pa., H. W. Weymann and
Mr. and Mrs. A, C. Weymann; G, T, Williams
Co., Inc, Brooktyn, N. Y., G. T. Williams; Perry
B. \WVhitsit Co., Columbus, O. Mr. and Mrs.
Perry B. Whitsit and W. F. Davisson.

From the Victor Talking Machine Co.: Mr.
and Mrs. Ralph L. Freeman, Mr. and Mrs. J. S.
McDouald, Mr. and Mrs. H. C, Brown, Mr. and
Mrs. E. J. Dingley, Mr. and Mrs, B, L. Ald-
ridge, G. T. Werlage, Mr. and Mrs. R. M. Bird,
F. Ballard, Mr. and Mrs. D. P. Mitchell, Mr. and
Mrs. Frank K. Dolbeer, Mr. and Mrs. C. L.
Egner, O. L. May, Ernest John, Mr. and Mrs.
F. A. Delano, Mr. and Mrs. \W. L. Marshall,
Mrs. Frances E, Clark, Alfred Clark (managing
director of the Gramophone Co. London) and
Mrs. Clark, Mr. and Mrs. H. E. Green, Mr. and
Mrs. C. G. Child, Mr. and Mrs. Louis F. Geiss-
ler, E. E. Schumacker, Mr. and Mrs. B. G. Royal,
Mr. and Mrs. Walter J. Staats, E. K. Ma¢Ewan,
H. S. Aumore, E. R. Johnson and Mr, and Mrs.
G. W. Smith, Jr.

Other official guests of the Association werc:
Hou. W. N. Runyon, former U. S. Senator from
New Jersey, and Mark P. Campbell, of the
Brambach Piano Co., New York, both of whom
spoke at the annual banquet on Tuesday evening.
Paul Whiteman and his orchestra were also numn-
bered among the guests.

In addition to the Association members an-l
Victor Co. oflicials present at the convention
there were seen about the lobbies of the Am-

bassador: Arno B. Reincke, J. J. Davin and L
Graham, of the Reincke-Ellis Co, Chicago, an
H. A. Beach, of the Unit Construction Co,
Philadeiphia.

GOLF TOURNAMENT ENDS CONVENTION

Talking Machine Jobbers Try Their Skill at the
Ancient Game at Scaview Golf Club

As this form goes o press the third annual
golf tournament of the National Association of
Talking Machine Jobbers is being hecld at the
Seaview Golf Club. The participants in the
ancicnt game were warncd to be prepared to
tee off at 9.30, and according to the records on
file with J. C. Roush, chairman, and judging
fiom the crowded buses which left the Hote!
Ambassador at 8.30 a, m., a red-letter day was in
store for the golf enthusiasts in the trade. Im-
mediately after the'conclusion of the play, which
meant around sundown, the various trophies
were awarded. The World is sure that the best
men won on Thursday, June 15

PHONOGRAPH EXPORTS IN APRIL

Exports of Machines and Records in April An-
nounced by the Department of Commerce

Exports of phonographs and rccords now
amount to more than a quarter of a million dol-
lars a month, according to figures which have
just been made public by the Departinent of Com-
merce, showing our export trade in April. The
department reports that 4,406 phonographs, valu-
ed at $154,891, and 196,730 records, valued at
$101,912, were reported during that month,

A little more punch; a little more pep;
\ little more cheer; a littlc less fear;

An outlook of courage and grit sublime;
The stopping of leaks and waste of time
Will bring a reward both big and fine.

BUFFALO

ORGANIZATION

Every factor of the Buffalo Talking
Machine Co.’s organization 1s particu-
larly qualified for the work it is doing.

here are no round pegs In square
holes, but on the contrary, we are for-
tunate in havingan experienced, capable
organization that is equipped to serve
Victor dealers efficiently and conscien-
tiously.

Buffalo Talking Machine

VICTOR WHOLESALERS

NEW YORK

Co.
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Stray Splinters From

PR

While a number o1 Easterners enjoyed the
mountain atmosphere and scenery of Colorado
Springs last year therc is no guestion but that
those who live inland favor strongly the seashore
The attendance indicated the fact.

Thosec who appreciated particularly the ocean
air where the several jobbers who had attended
the conventions of the Music Industries Cham-
ber of Commmerce and allied organizations in New
York the week before, when the temperature kept
well above the cighty-degree mark,

It begins to scem as though a convention of
jobbers without the attendance of Paul White-
man and his orchestra would be ranked as a
failure and the \Whiteman music neéver seems to
get stale or tircsomne,

Judging from the number of jobbers seen about
the Ambassador Sunday night it would have been
possible to have started the convention off with
full mectings on Sunday and saved the day had
the excecut.ves been so inclined

The Committee of Arrangements denied em-
phatically that the inclusion of two admission
tickets to the Ambassador bath house on the
regular convention slip was any reflection upon
the bathing proclivities of the delegates.

Although the management of the Ambassador
Hotel made cvery effort to provide for the com-
fort of the jobbers there were found a number
who missed being in the conter of things. as it
were, and who spent most of their time rolling
a'ong the Boardwalk in the direction of the
[nlet and back.

There is no quest.on but that prohibition hus
proven a strong factor in bringing 1o the surface
the inventive genius of man, judping from the
varicty of clever comainers used to carry ahowt
the amber fluid prohibited by law.

The officers of the Association were enthu-
siastic over the selection of the Scaview coursc
at Absccon for the gali tournament, as it i1s recog-
rized as one of the best courses in the East, lying
as it docs right at the edge of the ocean. Even
a plentiful supply of mosquitoes did not serve
to dampen the enthusiasm.

The largest single party at the convention was
that of Abram Davega. of the Knickerbocker
Talk'ng Machine Co.. who brought with him four
members of his family, as well as two members
of his sales organization.

Frank K. Dolbeer, manager of the traveling

e R A TER ] EIRET TR e

sales department of the Victor Co., was carly on
hand for the purpose of welcoming the jobbers
and the famous Dolbeer smile acted as a tonic
for many travel weary talking machine men. E.
E. Schumacker, of the Victor Co., was also ecarly
wn the ground.

Anyone who places confdence in the reporis
issued by the Govermment and other agencics 10
show that the cost of liv.ng, and particularly of
food, has dropped materially had that confidence
rudely shattered after recewving a check for a
meal at onc of the Atlantic City hotels. If any
part of the service breaks down it is not the add-
img machine.

The genial countenance of Wm. H. Reynalds,
of Mobile, was sadly misscd at the convention.
Mr. Reynalds, however, remaincd home to Le
present at the graduation of his danghter from
college. which took place on June 13. It is the
first convention Mr. Reynalds has missed since
the Association was organized.

Over a score of jobbers and ther friends came
down to the shorc on a special car attached to
the 12.10 train over the Peunsylvan.a road on
Laturday, in order to get well set before the con-
vention sessions opened.  The party had hardiy
landed here before the click of the gallopns
dominoes and the chips had cast their spell over
the sportively inclined.

An nicresting feature of the convention was
the presence for the first time of three gencrations
o1 the Geissler family, Lowis I, Geissler, director
and former general manager of the Victor Co.; his
soi, Arthur D, Geissler, president of the New
York and Chicago Talking Machine Cos., and his
grandson. Kenneth D. Geissler, a young man in
his teens.

Scveral of the jobbers went out to the Scavicew
Golf Club for a round or two of golf on Saturday
morning, but could not withstand the attacks of
the notorious Jersey “‘skecters” and had to quit
after playing five holes. As a matter of fact, cit-
ronclla was the most popular Auid during the
convention period.

Louis Buchn spent considerable time before the
golf tournament explamming to some of the golf
fans just how a mashic should be used to get
the best results.

e

The popular social center for the men of the
convention “was Suite 1016, of the Awmbassador,
where there was uencrally somethmg stirring
for those who craved action,

The showing of the golf prizes. mcluding the

the Boardwal
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cup donated this year by The Talking Machine
World, served to stimulatz several of the golfing
enthusiasts to special cfforts. Seccret practice
was not unknown.

Norman B. Curtice, general manager of the
firm of Ross P. Curtice, Omaha, Neb., arrived at
the convention Monday noon. He arrived East
a week previous, in order to take in the Jubilec
Convention of the Music Industries at New
York, and also the reunion of the American
IFicld Scrvice at Plymouth, Mass. ke was a
member of the latter organization in France
during the war.

If Mr. and Mrs. Thomas F. Green's two sons,
James and George, missed anything that was go-
ing on during the week the fault was not theirs,
They saw about cverything that was to be scen.

Charles Offerman, of the American Talking
Machine Co., speat a pleasant three hours on the
trtain., under competent instruction, trying to
match up pictures. le did not prove a very
apt pupil

Fred P. Oliver and Lloyd L. Spencer, who
looked after the details of the convention ar-
rangements, duplicated last year's success and
everything went through without a single hitch.

It was the first convention attended by Mrs,
L. C. Wiswell and that charming lady quickly
cstablished a poputar place for herseif among the
delegates.

One of the convention party took greal pains
to lock his liquid reserve in his suitcase to fore-
stall pitfering and then lost the key. After being
duly sworn to secrecy and properly “swectened™
the hotel locksmith prevented a dronght,

——r

French Nestor arrived late, but the “baby” of
the jobbers’ family was given a hearty hand-
shake by all of his many good fricnds.

P. WW. Simon and his man “*Monty” were kept
busy telling the jobbers just how the cight
Famous Victor Artists could win new laurels
o1 next season’s tour.

Somcone started the report that Mr. and Mrs,
J. \W. Jenkins 11l were on their honeymoon,
but efforts to congratnlate the happy couple
brought forth the fact that they had been mar-
ried for five years.

The various boardwalk cabarcts and some on
the side strects soon found out the jobbers were
in town, for scveral of them got a strong play,
(Continned on page 98)
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Loyalty

We feel deeply indebted to the Victor dealers jn this territory for the
cordiality they have manifested toward this new organization. It
emphasizes a loyalty 10 Victor ideals and anns that is most gratifying.

In turn, we are trying to perfect an organization that will thoroughly A
understand and apprectate the Victor dealer’'s problems, The pre-
liminary work is finished, and we are now ready to start work.

We will welcome any suggestion you may offer
that will aid us in promoting your imterest and
welfare as a Victor dealer.

FRENCH NESTOR COMPANY

JACKSONVILLE, FLA.
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SOME WORLD SNAPSHOTS OF THE CONVENTIONERS AT ATLANTIC CITY
1—Left to Right: 5

Wallace Russell, J. C. Roush, W. F. Davisson, A. A. Trostler, Geo. A. Mairs, Perry B. Whitsit
A. D. Geissler, Kenneth D. Geissier (at His First Convention) and A. D. Geissler

b sler, 3—Mr. and Mrs. Paul Carlson.
Convention, With Presidential Cares. $—Louis Buehn After the Convention, Carefrce
7—Abram Davega, Mrs. J. Davega and Mrs. A. Davega
Family. 10—B. R. Forster and Mrs. Forster.

Davisson Resting From Secretarial Cares.

2—T. H. Towell, Mrs,
4=Louis Buchn Before the
. 6=]. B. Jenkins, Jr. and Mr. and Mrs. J. W. Jenkins, 3d.
. 8—Frank K. Dolbcer Tells A. A. Trostler a New One. 9—Thomas F. Green and His
1i—A Ljve Quartct—Robt. Steinert, Fred P. Oliver, Thos. F. Green and Lloyd L. Spencer

5 . 12=—W. F.
13=—L. C. Wiswell and Mrs. Wiswell. 14—A Sextet Enjoying the Early-morning Sun
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STRAY SPLINTERS FROM BOARDWALK
(Continued from page 96)

specially in the early morning hours after the
scheduled affairs at the hotel had ended.

C. R. Wagner, of the Musical Instrument
Sales Co.. motored down from New York, or at
lcast motored most of the way, though the trip
will long be a nightmare to him,

A jobber who changed a bill to get some
dimes to tuck into the open hands of hotel help
added a new term to his vocabulary when the
hotel cashicr referred to the change as “pleas-
urc tozenges.”

One of the ladics, commenting upon the incon-
sistencics of men, called attention to the fact that
although they came to the seashore ostensibly
to absorb sunshine and fresh air, they spent most
of their spare time crowded in smoke-filled
rooms wooing the Goddess of Chance in one oi
her many forms.

\mong the well-known supply men around the
lobby were H. A. Becach and Geo. A. Lyons,
Unit  Construction B. R. Forster, H. W
Acton and Louis Unger, of the Britliantone Steel
Needle Co.; Phil Ravis, Pecrless Atbum Co.;
Louis A. Sc¢hwarz; Harry Cuddeback, Da-Lite
Electric Display Co.; Leon Tobias, A. L. Van
Veen & Co.: Mr. Kramer, Martian Display Co,
and others.

The Boston delegation arrived in groups, and
Monday's trains brought the last contingent,
New England was well represented at alt the
gatherings, business and social.

Albert N. Blackman, heir to the Blackman for-
tunes, was busy on the tennis courts, where he
well emphasized the Brightwaters family
achievements. In fact, Albert was so engrossed
in his tennis that he forgot his meals, and Mr,
and Mrs. Blackman were always among the last
tc enter the dining room.

Mrs. H. A. Lamar made her first convention
trip, and “H. A."” together with L. \W. Collings,
completed a splendid Newark representation.

The convention pet was little Olive K. Gallo,
daughter of Mr. and Mrs. E. C. Gallo, a charm-
ing little miss who appeared to enjoy the activi-
ties to the utmost.

H. Emecrson Yorke, representing M. Witmark
& Sons, the prominent music publishers, hap-
pened to be at the Ambassador during the con-
vention and proved a most delightful host at sev-
eral parties.

A. Conan Doyle, the distinguished author and
lecturer on spiritualism, was a guest at the Am-
bassador during the weck, but did not pull a
séance for the benefit of the jobbers.

‘AIN'T SCIENCE WONDERFUL’

A camera man, working for the educational
department of a film company, met an old farm-
er coming out of a house in the town where he
was working, and explained his presence in these

rds: 1 have just been riking som: moving

victures of life out on vour farm.” “Did you catch
ny of my laborers in motion?” asked the old
nat rjously. “Sure 1 did.” The farmer shook
his hcad reflectively, then said: "Scicnce is a
wonderful thing.”

ay be only a coincidence. but you will
that the successful houses are thosc that
advertisc.

AN ATTRACTIVE SERVICE CAR

Richter Music Co., of Casper, Wyo., Speeds De-
livery of Talking Machines and Secures Pub-
licity by Means of Dclivery Car

Casper, Wvyo., June 9—The Richter Music Co.
here has put into service an attractive scrvice
car, which is a little different from the uswal run
of such vchicles. The machine is not only a
continual advertisement of the business, but is
uscful in insuring the quick delivery of machines
and records to customers.

The rcar of the machine is taken up with a
model of a talking machine, large enough to hold
a machine for dclivery. Attractive notices con-
cerning the lines handled by the company are
painted on the sides of the model, acting as a
constant reminder to the public.

George E. Richter, president of the company,
ftas been in business herc for several years and,

—

The Richter Music Co.'s Service Car
starting with a small investment in a stock of
sheet music, he rapidly developed his business
through aggressive merchandising. He now han-
dles complcte lines of Victor talking machines
and Brunswick phonographs, records, pianos and
musical instruments of all kinds.

STRONG RECORD CO. CHARTERED

A charter of incorporation has been granted
to the Strong Record Co., of New York City,
under the laws of New York State, with a capi-
tal of $£500,000. Incorporators arc: J. Strong;
L. F. Stumpf and G. A. Hopkins.

DEALERS USING SONORA PUBLICITY

During the past few wecks Sonora dealers in
metropolitan territory have been using good-
sized space in the local newspapers featuring the
Sonora line. This publicity has produced ex-
ccllent results both directly and indirectly. The
advertising used by the dealers has served to
emphasize the fact that the Sonora representa-
tives in Greater New York are making plans for
an active Fall trade, and are optimistic regarding
the future. The very constructive and well-ar-
ranged advertiscments used by the well-known
Brooklyn department store, Abraham & Straus,
arc typical of this publicity.

NEW POST FOR J. J. DOHERTY

J. J. Doherty has becn appointed assistant man-
ager of the Buffalo branch of the Columbia
Graphophone Co. Mr. Doherty comes to the
Buffale branch as assistant manager from the
Philadelphia branch, where he has becn stationed
for scveral months past, and takes the place of
H. C. Cardoza, who resigned a few days ago.

The Gatety-Haire Co., Inec, Albany, N. Y., has
filed an answer in the form of a denial in the
suit brought against it by the Victor Co. to re-
cover $43,548, which it is alleged is due for mer-
chandise.

PRICES

ARE REDUCED ON
COTTON FLOCKS

THE SAME HIGH STANDARD OF QUALITY AND SERVICE MAINTAINED
May We Have Your Inquiry, Mr. Record Manufacturer?

CLAREMONT WASTE MFG. CO. - -

Claremont, N. H.
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Here is the handbook of the talking machine
industry for which you have long been
waiting. It is a directory you can keep
on your desk to give you, in an instant, de-
tailed knowledge about this and that com-
pany, which would otherwise consumie much
of your time to secure.

ONLY 50 CENTS

For instance, n will give you a complete
up-to-date list of the manufacturers and
jobbers who comprisc the talking machine
mdustry, including invaluable data about
cach concern, such as location of factories,
names of officers, location of branch offices,
trade names controlled, policy of marketing
product, ete., ctc.

ONLY 50 CENTS

Also it will give you a full, up-to-date 1ist
of the manufacturers who make any given
class of product, such as talking machines,
records, parts, accessories, store equipment,

etc.
ONLY 50 CENTS

This book contains the kind of datx about
cach concern which cannot be put into the
company's current advertising for lack of
space and which is nevertheless a kind of
data that is valuable from your standpoint.

ONLY 50 CENTS

This volume also contains a number of
pertinent articles on highly important topics
and much other material too extensive to
cnumerate here in detail,

ONLY 50 CENTS

It is the only book of its kind ever pub-
lished and is a volume which no emterprising
member of the industry can fairly afiord to
do without, It has bheen produced by the
publishers of The Talking Machine World.

USE THIS
COUPON NOW

Send Cash, Stamps or Check

e
EDWARD LYMAN BILL, Ine,
373 Fourth Ave., New York City.

I

Gentlemen ) |
Plcase send me postage prepaid a copy of the '

|

|

TR

I

1922 edition of  The Talking Machine World Trade
Dircctory, in payment for which I enclose $0 cents.

Naome
Firm

Strect

................................
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LIMA VICTOR DOG SIGNS

Business Builders for

VICTOR DEALERS

An Attractive

OUTDOOR SIGN
That Catches Every Eye
Aad Links Your Store with Victor Products

DESCRIPTION

This large cut out metal sign of the Famous Fox Terrier
Victor Dog is 12 ft. high and 7 ft. wide, when erected it stands
14 ft. high. The Dog is painted in twelve colors in oil on
24 gauge non-rust steel, the sign is then vamished with spar
varnish, making it as durable as possible. The back of the
sign is painted with red lead, same as the posts, supports, etc.
The posts that are to be placed in the ground ave dipped in
creosote to prevent routing. Every sign comes complete and
ready to erect—Dealer’s name and the name VIUTROLAS
painted on i1he body of the dog in red letters outlined with
white, the base below the dog can be used for anv copy that
the dcaler may prefer.

The 3 i1 signs are made of 24 gauge non-rust lead and zinc
coated steel and the dog is painted on in four eolors in oil,
holes are punched along the edge of sign for wiring to fences
and tacking to buildings, eic. Dealer's name and address and
the name VICTROLAS is all the copy that this sign will
accommodate.

These signs carefully placed on highways, curves in a road
or on the side of a hill caich the eye of every person passing.
It means much to a Victor Dealer 10 have his name beiore the
public at all times in a manner such as this. It immediately
connects your store with Victor products and if this can be
done the business will follow:.

PRICES TO DEALERS

Twelve colors in oil
on 24-gauge  steel,
Stands 14 feet high
when erected. Every
sign comes complete
ready to erect.

25 3-ft. signs........... ceiineinnnaeeaa.... $3.50 each
S0 3788 SIENE. . cwss s ns oo P ——— 3.25 each
100 3-ft. Signs. .. ... i . 3.00 cach
150 3-ft. signs................ dkBaaias s 3 2.90 each

1 or more 12-ft. signs..... e o WY S 50.00 each
10 or more 12-ft, signs................... .. 45.00 each
25 or more 12-ft. signs...... . ' 40,00 each

Less 2% 10th of month following shipment.
VICTOR WHOLESALERS

Threugh Whem These Signs May Be Ordered

Atlanta. Ga.. Elyea Tali. Mach, Moblie. Ala.., Win. H HReynalds
Baltimore, Md., Cohen & Hughet Newark, N. J.. Collings & Co

. -

Boslon Mass., Oltver Ditson Co New Orileans, La llip  Werlein,
Brooklyn, N. Y., Amencan Talking Ltd. )

Mach, Co, New Yerk, N. Y.. C. DBrunv & Son,

6. T. Willams Co, !ne o
Chieago, 1., Lson & Mealy. Enirkerborker Tallang Machine
Cincianati, Q.. Ohlo Talk. Marh. Co ] Tne . .

Omaha, Nebr P. Curtice Co,

Cleveland, 0., The Ciescland Talking ebr.. MNoss
SMachine I Philadelphla, Pa.. H, 4, Weynaann &

Co.
The Ecligse Musical Co #on, Ine
Columbus. 0., The Ferey B. Whitsit Pitlsdurgh, Pa,, Standard Talking
e Poﬂl“‘;h bFa Cretsey & Alle k
- and, Me., y n, I,
PRUSERVers Svpw v Richmond, Ya.. The Corley €o . Inr , @

Denver, Colo., The Knight-Canipbell san Lake Cily, Utah, The John El

Musie Co o
Xansas City, Me., J W, Jenkins Suns 5,,,‘.':,.‘:_ (.“:::l‘lh(h Sherwan, Clay &
Musle Ceo. i
The Schinelzer Co. St.  Leuls, Me.. Koerber- Breaner
Memohis, Tenn., O, K. Houwk Plane Mustc Co ORDER RLANK
- = . e Tnlcd_o‘, o.t The Tokdo Talking Ma Solomon-Edwards Co.. Limn. O.
auhee, ¥is., ger aliling chine Co. Gentlemen :--We want the exclusive use of ur Viete og sig
Marhine Co. Wahington, D.C., Cohen & Huthes umnd coumiy., You may euter onr order for i 9= Doy Gl ou iy
. . . . 1 12:TL. signs complete, ready to erect @ ....... ench
Electrically illuminated signs made to order ] . 3.1, slgus complele, rendy 1o erect B nne " pse BRCK
You are to rnrnish us with sketch showling how our uawe wiil appear on these

slgns before golng ahead with our order,
Dealer's Nume,

Solomon - Edwards Company | = "™ ™ R
Offices and Factories LIMA, OHIO Base .. \'Ic’!-t.nr Wabian, o, g
Phote of Sign for Phole of Klgn for Fhole of Sign for hote of Sign for

Heaton's Musie Store Columbus, O. DeForest’s, Sharon, P'a. Withur Templin Co., Flkhart, Inid, Wampler's, MeKeesport, I°a.

—

e

T I B SHARON-WARREN | 420-422 SMAIN ST . Y2
_ Ms 57 PerMonTh . _ GREENVILLE-NI f_ELKHART I 8 M<KEESPORT

4 ‘) 2 ‘* " 5l -
—— = . I o e — ——-—-—-——-—am__\_.
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Every admirer of Marion Harris will hot-foot
to your store for this record. “Maybe You
Think You’re Fooling Baby” and “Malinda
Brown.” Both sung by Marion Harris, the
popular comedienne.

A-3604.

Columbia Graphophone Co

NEW YORK

SALT LAKE CITY TRADE IMPROVES

Better Industrial Outlook Has Its Effect in
Stimulating Talking Machine Sales—Local As-
sociation Discusses Radio

Savt Lake Crry, Utan, June 6 —The industrial
outlook is highly satisfactoery and considerably
better than it has been for the past two years.
Not only are the metal mines working once
more, after having been closed down for twelve
menths, but the State is to have a new industry
that promises to furnish a substantial payroll
This industry will have to do with the manu-
facture of radio equipment and the whole of the
million-dollar stock of the company has been
subseribed. Talking machine dealers report
business just now as Ymproving.

The O’'Loughlin and Utah Music Co.,, Bruns
wick dealers, have been using full pages for
joint weekly ads in local papers.

The Auerbach talking machine department is
to undergo some physical changes in the near
future, announces manager Ashworth. This de-
partment was opened some months ago and is
already very attractive, Mr. Ashworth says he
is figuring on something unique.

The members of the Utah Association of Music
Industries held a lively meeting at the Hotel
Utah a few days ago, when the principal topic
was the possible effect on their business of the
recent developments in wireless. No real con-
clusion was arrived at, but most of those who
spoke felt that the radio music will not take
the place of the talking machine any more than
the latter has taken the place of the vocalist and
the concert.

The Victor portables are beginning to sell lo-
cally, some of the dealers having sold several of
them. Their value under certain conditions was
demonstrated recently, when a sheepherder
bought one and took it to his camp. Fellow-
workers came from a great distance to hear it
play.

John Elliot Clark, head of the John Elliot
Clark Co., Victor wholcsaler, says he has been
unable to supply the demand for the new hori
zontal models put out by the Victor Talking Ma-
chine Co., and also reports an increasing demand
for records

WONDER OF THE WORLD
REPEATING PHONOGRAPH

KEEP YOUR SEAT, IT
PLAYS, REPEATS and
STOPS. Merely sct the Dial,
it needs no further attention.
The great convenience and su-
perior tone qualities make this
mstrument the most desirable
1 ever offered to the trade
Lower prices than cver, liberal
trade discounts, special prices
for thirty days.

BROOKS MFG. CO.

Saglinaw Mich.

JAZZ WITH A BRINY FLAVOR

How Benny Krueger and His Orchestra Enter-
tained the Dancers at Starlight Park

Recently Benny Krueger, exclusive Brunswick
artist, and his orchestra made a decided hit by
a unique performance which he gave at Star-
light Park, New York. He and his orchestra
dressed in special waterproof clothes, waded into
the salt water pool at this summer resort and
entertained the bathers with the latest popular

S il
Benny Krueger and His Band in Dcep
hits. A platform was erected near the pool
where the bathers enjoyed the music and held
an impromptu dance in bathing costume. Mr.
Krueger and his “Salt Water Jazz” certainly
made a hit with this unique bit of entertaining,
which was clevely caught by the International.

T. M. M. OUTING AT SEA CLIFF

Outing of Talking Machine Men, Inc., Will Be
Held at Sea Cliff, L. I, July 26

The entertainment committee of the Talking
Machine Men, Inc.. has selected Sea CIiff, L. L,
as the site for the Talking Machine Men's outing
scheduled for July 26. A number of likely places
»n the Island were visited before the selection
was made. Karatsonyi’s Inn will be the head-
quarters and in addition to other entertainment
hathing will be enjoyed.

E. G. Evans, of C. Bruno & Son, Inc.; Max
Berlow, of the Knickerbocker Talking Machine
Co., and Al Galuchie, treasurer of the organiza-
tion, were the pilots on the expedition.

Musical entertainment will be supplied by one
of Paul Whiteman's orchestras. The personnel
of the particular orchestra which will accompany
the talking machine men has not been an-
nounced, but it is understood that some of the
best musicians associated with Mr. \Whiteman
will do their part to make the event a success.
Tickets for the outing will soon be mailed to
members or, if desired, they can be obtained
from Secretary E. G. Brown, 719 Broadway,
Karatsonyi's, Bayonne, N. J., at $6 each.

NEW CHINESE LACOUER MODELS

Manufacturers Phonograph Co. Introduces Two
Attractive Modcls—Dealers Report Active De-
mand for Chinese Lacquer Cabinets—Geo. W,
Lyle on Extended Trip to the Pacific Coast

The Mannfacturers Phonograph Co., manu-
facturer of Strand phonographs, has felt a suf-
ficiently strong demand for Chinese lacquered
consoles to introduce two models in this finish:
one a Queen Anne, the other a Louis XV. Both
are flat-top consoles, decorated in a handsome
black lacquer with polychrome Chinese decora-
tions, the relief set off-with mother-of-pearl. No
two of these instruments are exactly alike in
decoration, as each instrument is distinctive and
individual, During the past few months the
Manufacturers Phonograph Co. has received let-
ters from its dealers throughout the country
stating that the popularity of Chinese lacquer is
growing beyond all expectations. Orders for
the new Qucen Anne and Louis XV Strand
models have been received from the dealers gen-
crally, emphasizing that the popularity of this
cabinet finish is producing sales.

The various other models in the Strand line,
consisting of the Queen Anne, Louis XV, Italian
Renaissance and Louis XV consoles in mahoga-
ny and walnut. are also winning new friends in
all of the leading trade centers, and Geo. V.
Lyle, president of the company, is being con-
gratulated upon the splendid cabinet work of
the Strand instruments and their tone quality.
The two consolettes manufactured by the Manu-
facturers Phonograph Co., to accommodate the
Victor VI and the Victor IX, are proving ready
sellers, as is also the case with the two types
of mirrors which are made especially to be used
with Strand period consoles.

Mr. Lyle left recently for an extended trip to
the Pacific Coast and, according to his present
plans, he will visit Strand representatives and
dealers in all of the leading trade centers. His
first reports indicate that there is a healthy un-
dertonc to business which angurs well for Fall
trade. He has appointed several new represent-
atives, and in all probability will close a num-
ber of important deals before returning to the
executive offices of the company in New York.

The fellow who thinks he knows it all usually
has a great deal to learn.

LAUTER MADE TALKING MACHINES
GOLDEN OAK
FUMED OAK

BROWN MAHOGANY*
For Early Delivery

Let us Agure today on

your requirements, or

write us for prices,
cuts, etc¢.

THE H. LAUTER COMPANY

Indianapolis, Indiana
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PRiLapELPHIA, PA, June 6.—A distinct feeling
of optilnism seems to pervade the talking ma-
chine and record trade in this ¢ty as the dealers,
almost without exception, sav that business dur-
ing the past month exceeded their expectations,
and morcover that all indications seem to point
to a very active business in the Fall.

The different dealers feel pleased over the
business done during May owing to the fact
that in April they had alt resigned themselves
to look forward to a distinet slump such as is
invariably experienced with the beginning of
May and the warm weather. But to their sur-
prise the anticipated drop in business failed to
maierialize, at least not to the extent that had
been expected. The only thing that tended to
mar the satisfaction of the dealers last week was
the period of frequent showers and rain storms
that followed the Memorial Day holiday and
that naturally resulted in a very quiet week so
far as business was concerned.

Victor Dealers Enjoy Live Picnic

All the members of the Philadetphia Victor
Dealers’ Association are unanimous in asserting
that the stag picnic and planked shad dinner
held by the Association last week at the Old Mo-
hican Club House, at Morris-on-the-Delaware,
seven miles above Camden, was the most suc-
cessful outing ever held by their organization.
As one member of the Association expressed it.
"A good time was had by all and everybody
seemed to have lost a dollar or two at the great
game of ‘African golf' except those who won
a dollar or two. Those who lost had their fun
out of the game, and those who won had their
fun. so everybody was happy.
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The decalers assembled promptly at one o’clock
in Camden, and proceeded by automobiles to the
destination. A baseball game started the ac-
tivities, giving way later to other scheduled
sports. The first event, a 100-yard dash, was
won by Frank Hovey, of the Victor Talking
Machine Co. C. E. Greninger, of the Linton
Co., Victor retailers, finished first in the fat
men's race, Mr. Moser, an invited guest of Mr.
Youngjohn, Victor retailer of Norristown, Pa.,
took the honors in the hop race. Mr. Moser and
Mr. Youngjohn also constituted the winning
team in the tennis doubles.

Following the sports all participated in the
fine planked shad dinner which was served, dur-
ing which music and singing were provided by
a cotored jazz band. At the close of the dinner,
G. W. Huver, president of the Association, who
presided, awarded the prizes and commended the
committee on the great success of the affair.

Representatives of the Victor Co. were
present as well as the executives and members of
the staffs of the five Victor distributors located
in Philadelphia and which were guests of the
Association, including F. B. Reineck and Wil-
liam H. Nolan, of the Louis Buehn Co.; T. \V
Barnhill and H. F. Miller, of the Penn Phono-
graph Co.; H. W. and A. C. Weymann, of H. W,
Weymann & Son; Eugene Stern and Harry A.
Ellis, of the Talking Machine Co., and George
W. Witney, of C. J. Heppe & Son.

G. \WW. Huver, the president of the Association,
added a great deal to the jollity of the eccasion
by his humorous remarks made during the pre-
sentation of the prizes to the winners of various
countests that were conducted. The committee

LADELPHIA

and &
lOCALITY

members in charge of the affair were frequently
congratulated upon their efficient management
of the arrangements. The smoothness with
which the outing was conducted added consid-
crably to the enjoyment of the one hundred and
seventeen Victor dealers and their guests who
were present. The members of the committec
were: L. F. Quimby, of the Estey Piano Co.,
Homer C. Davis, Robert McCarthy, of Gimbel
Brothers, J. R. Wilson and W. G. Linton.
Building Boom Helps Sales

“1 am more than plcased with the business we
did last month,” said H. W. Weymann, head of
H. A. Weymanu & Son, in discussing present
conditions in the talking machine world in gen-
eral and the Victor business in particular. “Our
business has improved rather than dropped off
and our Vietor talking machine and records
sales during the past three months have been
considerably larger than for the three previous
months and a decided increase is noted in com
parison with the same period of last year. More-
over, | believe that there will be an improve-
ment in the deinand for Victrolas and Victor
records this Fall. One cause for this 1 believe
may be found in the increased activity in the
building trades which are now working at full
force.

"Hundreds of families are now moving into
new homes or are moving from small apartments
into their own residences and many of these
families will be buying Victrolas for their new
living quarters as they have refrained from buy-
ing up to the present because they were living
in temporary quarters or, doubling up with other

(Continued on page 102)

GREATER VICTROLA SALES

Tnal and experniment with odd makes isa thing of the past with
Dealers whose business 1s on a sound basis.

Concentration on a product which the great majonty of
buvers and sellers absolutely believe n—and are permanently
satisfied with—must mean a still greater and more profitable

We appreciate being the chosen jobber by the many Dealers
of this territory, who, through more concentrated buying, are
putting their business on a profitable basis.

The Louis Buehn Company
The Victor Wholesalers

of Philadelphia
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From our large stock of Victor Merchandise we

can “fill 'em” promptly.

But, aside from the actual supplying of goods, our
Victor
enables us to extend co-operation that will prove

intimate knowledge of

invaluable.

The Talking Machine Co.

Victor Distributors

Philadelphia, Pa.

1025 Arch Street
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families. This condition is rapidly passing away
with the increase in building. so I feel free to
predict that many of our dealers who share these
views and who are in business in places where
these conditions exist soon will be placing their
advance orders for Fall as their stock on hand
will only answer their immediate requirements.”
Local Dealers Expanding

According to F. B. Reineck. of the Louis
Buehn Co.. Victor wholesaler, while business
was rather quiet last week. sales for last month
were most satisfying. He states that Joseph
Heim. whose store is located at 3800 North
Broad street, has acquired the adjoining prop-
erty and is making extensive alterations to the
tuilding. A number of additional private booths
are being constructed to meet the demands ol
his in¢reasing business.

Qualifies as Baseball Captain

Morris C. Rath, one of the Buechn Co. dealers
whose store is located at 6928 Alarket street
Upper -Darby, Pa., has recently Lecn elected
captain of the Strawbridge & Clothier baseball

team, Mr, Rath is an ardent baseball fan and
has undertaken to guide the destinies of the
Strawbridge team on account of his love for
the sport and his desire to keep in close touch
with the game. He is well fitted for the office
through his years of experience in the Big
League baseball teams. He was formerly on the
Cincinnati team, up 10 about two years ago when
he went with the Pacific Coast League, leaving
that organization to embark in his own business.
Business Good With the Vocalion

“Business 1s good. particularly swhen all
things are considered.” asserts B. H. Rogers,
manager of the Lincoln Business Bureau, job
bers of Vocalion talking machines and records.
located at 1011 Race street.
has been some slight drop from the high peak
of the winter months but that was to be ex-
pected and it is foolish for dealers and others
to attribute this to the present popularity of the
radio. The way | view the radio business is
really as an aid rather than a competitor to the
phonograph and record business, because many

On
Guard

Welfare in the Home.

913 Arch Street

Penn-Victor Dogs are the best watchmen of Victor

Sold by most Victor Distributors.
Write them or us for prices.

Penn Phonograph Company

Victor Wholesale Only

Philadelphia, Pa.

“Naturally, there .

people who will hear different selections broad-
casted by radio will be led 10 buy those records,
for then they can play it whenever they dcsire
and they will not be dependent upon the pro-
gram of the broadeasting station.”

Mr. Rogers is busy at the present time in ar-
ranging for the opening of new territory and
in assigning new dealers to the various sections
controlled by the Lincoln Business Bureau,
which includes Eastern Pennsylvania, Southern
New Jersey and all of Delaware.

Opens New Radio Department

The Talking Machine Co., whose central city
store is located on Chestnut street, below the
Adelphia Hotel, has just opened a radio depart-
ment to its business. This department will
occupy a large section of the second floor of
its building and while it will be conducted
under the trade name of Morton Radio Co., the
management is the same as that of the Talking
Machine Co., according to Harry Ellis, man-
ager of the company.

Philadelphians at Jobbers’ Convention

Practically all of the Victor wholesalers in
Philadelphia had planned to attend the conven-
tion of the National Association of Talking Ma-
chine Jobbers to be held in Atlantic City be-
ginning June 12. A large number of dealers
also attended the convention of the Music In-
dustrics Chamber of Commerce and allied as-
cociations in New York this week. Florence ]J.
Heppe. head of the famous house bearing hie
name, together with Mr. Elwell and Mr. Hille-
brand, are in New York and at the close of those
meetings both Mr. Heppe and Mr. Elwell will
attend the Atlantic Citvy convention. The dis-
play of the new portable model Victrola in the
Heppe show windows is attracting considerable
attention fromn passers-by. many of whom un-
doubtedly are planning their vacations at the
present time and are figuring on taking one of

FCALCOMANIA

Name Plates for Talking
Machines, Pianos, etc.

High Class Workmanship

Write us for further information

National Decalcomania Co.
220-230 N.60th 5t., Philadelphia, Pa.
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THE TRADE IN PHILADELPHIA AND LOCALITY—(Continued from page 102)

these new models along, as the plain finish of
the case together with its compact size and
handsome appearance makes it an ideal instru-
ment for the camp, cottage or auto trip.
Starr Sales Are Keeping Up

Benjamin W. Witlin, hcad of the Witlin Mu-
sical Instrument Co., whosc salesrooms are lo-
cated at 807 Chestnut street, in the 1. Press
Building, reports that business in the Starr
pianos and phonographs and the Gennett records
is running along smoothly despite the warm
weather that has prevailed the last month.

Expect Record-Breaking Fail Trade

“Business conditions arc good and the pros-
pects for a rccord-breaking Fall trade are ex-
cellent,” reports R. M. Nelson, Philadelphia dis-
tributor for the Brunswick. This sentiment is
also agrced to by Louis Buchn. the prominent
Victor wholesaler. who has received aumerous
fine reports to-day from his salesmien. all of
whom were in from the road for the usual pe-
riodical conference.

Now Exclusively Wholesale

The Sayre-Level Radio Co.. Inc., 41 North
Tenth strect, has anounced a change in its policy,
effective June 1, whereby the retail end of its bus-
iness was discontinued and the company became
exclusively wholesale.
Mid-Month Record Suggestion Hanger Popular

H. W. Weymann, of H. A, Weymann & Son.
Inc, Victor wholesalers, reports that the May
Mid-Month Record Suggestion Hanger, issued by
their sales promotion department, has proved of
exceptionally grcat advaatage to the Victor re-
tailer. This was cvidenced by the large amount
of orders for the numbers from the general
catalog which were listed on this hanger. H. A.
Weymann & Son, Inc, are putting particular
effort behind their sales promotion department,
realizing the importance of helping the Victor
retailer to keep the volume of his business up
during the Summer period. The Mid-Month
Suggestion Hanger is only one of the many

1dcas created by the sales promotion departnent
and at the same time it is onc of the most suc-
cessful. Dealers report that it is creating extra
business from many of their customers who
would ordinarily only visit their warerooms at
the first of cach month. These hangers have
proven their worth to such an exteat that it will
hiereafter be a regular feature of \Weymann serv-
ice—one that is evidently appreciated.

NEW LOCATION FOR AZPELL MUSIC CO.

Arpyore, Pa., June 9—The Azpell Music Co.
here, which is under the energetic guidance
of Barclay \V. Azpell, has opened for business
in a new and better location. The new store is
located in the Ardmore Theatre Building in the
center of activity. The excellent appearance of
the store is in keeping with the location. Its
appointments have already caused much favorable
commment and consist of Unico cquipment with
five rooms and amiple record department facili-
ties to assure a trade of maximum service in
Victor merchandising.

NEW DEALER IN ALLENTOWN

Artextown, Pa. June 5.—A new Brunswick
dealer has entered the field in this city and judg-
ing fromn the energetic mauncr in which he has
made his start success seems assured, The new
company of Neverman & Gaumer will conduct
an cxclusive music store. A complete installa
tion of Unico equipment in ivory finish has been
made.

A SURE-FIRE ROAD TO FAILURE

If you don’t care to succeed do as little as you
possibly can. At any rate, do not do one iota
more than your job calls for., This is a sure-
fire recipe for saving energy and staying progress.
Under these counditions also you can rest assured
that if the boss desires to get rid of any of his
help you will be the one seclected for an eniorced
vacation,

PLAYER ROLLS

Creates New Interestin

Records and
Phonographs!

The Phono-Toner

Renders Softer, Sweeter Music
and Reduces Surface Noise

. It im a very handy, simple, exsential device. attrac-
tively earded, one dozen assorted,

Retalls 35c. In Nickel Finish
50¢c. Gold Plated
Distributors® and Dealers’ Trade Discounts

Samples Upon Request

Phono-Toner
Frade-Mark Registered in U. S. Patent Office

The Phono-Toner {actual nize)

[ -

ThePhonotone Co.

310 Lincoln Building
PHILADELPHIA, PA.

Forms handie
for necdle set
rCTE W,

HE FOUND OUT WHY SALES DROPPED

Inquisitive Exccutive Analyzing Conditions and
Secking Their Betterment, Is Enlightened

James B. McMahon, the general manager of
the company naking Gold Dust, demanded to
know from Jfohn lLec Mahin, the noted expert,
who was then handling the company’s advertis-
ing, “What's the matter with our advertising
in Ohio?” Mr. Mahin replied that nothing was
the matter with it. “There must be,” snapped
Mr. McMahon. ™The proof is that our sales in
that State have fallen off badly.” Mr. Mahin
said he would try to locate the rcason, but that
he knew the handling of the advertising was not
(Continned on page-104)

b Lo
mr YICTOR WHOLESALERS
One of the outstanding features of Weymann Victor
Service is our Sales Promotion Department which is ever on
the alert with new ideas for increasing our dealers’ business.
Our Mid-Month Record Suggestion
Hanger, which is proving so successful,
was evolved in this department.
Personal co-operation in individual problems is also given.
VLT ' IR m { L BULTUTH L IEnnnn:
H.A -WEYMANN & SON,Inc -
= : ESTABLISHED, 1864 N =
E /108 CHESTNUT ST. PH/ILADELPHIR,PA. S
|
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OQUAKER CITY NEWS HAPPENINGS
(Continued from page 103)

to blame. And he forthwith proceeded to make
exhaustive investigation of competitive condi-
tions and so forth in Ohio. After gathering, com
piling and analyzing a mountain of data, Mr.
Mahin notified the general manager that he was
ready to take up the matter with him,

On a day named by Mr. McMahon, Mr. Ma-
hin arrived with his data. Without examining it
Air. AlcMlahon said, “Sit here while 1 call in
our Olio salesmen.” Eight men trooped in. He
asked them what the trouble was, and there was
remarkable unanimity among them as to the
cause. Then, Mr. McMahon began to address
them. Before hie got through he had them all
assenting that the canse was something totally
lifferent fr what they had declared—all ex-
cept one salesman who ventured to disagrec with
the boss and insisted that in his opinion the
trouble was what he had originally outlined.
“*That's all!” snapped Mr. Me¢Mahon, as he dis-
missed the salesmen

Turning to Mr. Mahin, he said: “We don't
need to go any farther to find the trouble. Eight

called salesmen and only one man in the
whole lot.”

Are you cxccutives quite surc that a lot of your
people dou’t think it wisest to “Yes” you? And
are you quite sure that you don't encourage
them to agree with you rather than speak straight
up to you when they think you are wrong?

There is a suggestion here, too, says Forbes
Magazine, for those who weakly and meckly
“Yes"” the boss. “Yes-ng™ pays nobody in the
cnd.

VICTOR CO. EMPLOYE WINS PRIZE

After Only One Year in United States Solomon
Dabinski Is Awarded Medal for Best Patriotic
Essay in English—An Unusual Record

Solomon Dabinski, employed in the factorics of
the Victor Talking Machine Co.,, Newark, N. J.,
was recently awarded a bronze mcdal by the Na-
tional Socicty of Colonial Daughters of Wash-
ington for the best patriotic essay in English,
The award is particularly notable in that Dabin-
ski came from Poland about a year ago without
the slightest knowledge of the English language
and so applicd himself after his arrival that he
was able to write the essay that won the prize,
which represents a remarkable example of per-
scverance

Life is like riding a bicycle; we can keep from
falling if we kecp moving. Only a few trick-
riders can stand still and not tumble.

June 15, 1922

JUNE OKEH WINDOW DISPLAY

Latest Display Embodies New Layout and De-
sign Features—QOkeh Artists Given Promi-
nence in Dispiay

The June window display issued by the Gen-
eral Thonograph Corp., featuring Okch records
1s ouc of the most artistic that have been issued
in this serics. It is somewhat diffcrent in char-
acter from the previous displays, although funda-
mentally it embodies the main features of the
series as a whole.

As before, there are seven units in the June
display. but instead of the illustrations being
devoted to whimsical characters, illustrating dif-
ferent sclections, the units are actual reproduc-
tions of Markels' Orchestra, Vincent Lopez and

Novel Window Arrangement
his Hotel Pennsylvania Orchestra, ctc.  The
center pancl is devoted to an actual reproduction
of a photograph of Sophie Tucker, popular
vaudeville star and new Okeh artist. The scheme
and layout of the display have been somewhat
changed, for the small unit is 22 x 7 inches in
width and in the form of huge cxclamation
points with a solid black background and a white
outline border.

It is planned to have each featurc displayed
differently cach month, not only in color scheme
and art treatment, but in layout and other de-
tails There will be ample opportunity for
changing the displays in view of the fact that
new artists are being added daily to the Okceh
recording organization.

INVENTS COMBINATION MACHINE

MixxgeapoLis, Minx, June 6—L. A, Priess, well-
known in local talking machine circles, has in-
vented a combination talking machine and radio
outfit that he is introducing to the trade. This

instrument is made in two moedels, Colonial and
Jacobean, and embodics a number of distinctive
features.

Italian Music Rolls

Largest collection of Italian and other foreign
musie rolls in the Untted States, Cntaloge and
discounts on applleation,

UNITED MUSIC STORES

G19 Cherry Street Phlladelphla. 'n.
2206 W, Mulberry St, Baltlmore, M-,

for Okeh Dealers

PLANS FOR TRADE ARBITRATION

United States Chamber of Commerce Proposcs
Local! and National Machinery for Settling
Commercial Disputes Out of Court

Wasinneron, D. C., June 7.—Arbitration as a
means of scttling comimercial disputes between
business men is advanced by the United States
Chamber of Commerce which, according to an
announcement last weck,
intends to use its influ-
ence to have Amcrican
business adopt the idea.

The plan 1akes nto ac-
count the prescnt wide
use of arbitration in this
country and contemplates
making it more gencral
by extending it among
busincss organizations
making up the wnational
Chainber’'s membership.
As sent to all member or-
L ganizations, the plan car-
- . rics suggestions for sct-
ting up arbitration ma-
chinery and a statement of the services which the
national Chamber can render to organization
membcrs suppiemental to their own efforts, both
in domestic and forcign commerce.

Arbitration, under the arrangement proposed.
would consist of settlement of local controver-
sies by local commercial bodies; of scttlement
of disputcs with an industry by trade associa-
tions, and of the handling by the National Cham-
ber of cases that do not fall within local or trade
jurisdiction. The national Chamber already has
provided machinery for handling disputes that
may come to it.

The plan provides, aside from arbitration, for
the use of good offices by business organizations
as a mcans of scttling differences wherever pos-
sible by conciliation without resort to arbitra-
tion.

The Stahl Music Co., of Puyallup, Wash., has
moved to the Green Music Housc on Meridian
street.  Mr. Green has been placed in charge of
the talking machine department and Mr, Stahl
will haudle the piano sales. It is planned to car-
ry on an active sales campaign.

—r

Victor, quality is internationally known and is
of standardized perfection.
the distribution of Victor merchandise is also
on an appropriate high plane and constantly
striving to uphold the high Victor standards.

C. J. HEPPE & SON

Victor Wholesalers

PHILADELPHIA . .
“Let Phil fill ’em”

NI

Heppe service in

PA.
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WESTINCROUS:
ELICTRIC

Immediate Delivery of

Acriola Jrs.
Acriola Srs.
Aeriola Grands
R.C. Sets
G.E. AR1300
G.E. ARI1400

Wireless Spec.
ARI1375

Brandes Head Sets
UV 200 Tubes

UV 201 Tubes

and other Radio
Corporation supplies.

An Open Letter About Radio

To the Music Dealer:—

What am I going to do about Radio?
You are not the only dealer who 1s
asking himself this question.

A new business closely allied to the music trades has suddenly
taken a firm hold of the public. What stand should the music
decaler take toward this business that promises to become one
of the largest industries of the nation? \Will he deliberate and
watch the other fellow in an entirely foreign line take from
him a kindred business? The music dealer’s position is not
as complex as it appears. \Why shouldn’t he be the largest
Radio dealer in his locality?

The investment 1s small. No increase in selling force is neces-
sary. He need not enlarge his present quarters. No special
technical knowledge is required. It is a huge attraction to his
store. The newspapers are giving radio a tremendous amount
of free publicity, arousing people to beconie keenly interested
tn radio, thereby creating a constant demand.

It seems almost unbelievable that any music dealer should
hesitate about adding radio to his present stock of musical mer-
chandise. A wider scope of business activity is presenting itself
for his immediate participation.

It is better to leave radio alone than to decide to retail an un-
known and inferior product. When you make the decision to
handle radio, consider this. The Radio Corporation of
America, of world-wide repute, has appointed Landay Bros.
distributors of their radio products manufactured for them by
the Westinghouse, Wireless Specialty and General Electric
Companies. All of these companics enjoy a reputation that is
based upon sound business dealings and mechanical excellence.

Landay Bros. are ready at the present time to help you install
adequate radio apparatus in your store and will gladly answer
any questions that may be on your mind. Dealers are now being
appointed and supplies distributed in order of receipt of
inquiries. Now is the time for you to establish your radio de-

partment so that you will be prepared to reap the radio harvest
this fall.

Respectfully yours,

LANDAY BROS.

W holesale Distributors for Radio Corporation of America

311 SIXTH AVENUE NEW YORK
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Busiuess lwmprovement Gr'ow..s—Optmnsnr Nole Somzded—Ea’tsmz
Activitics—Seabrook Iucorporates—New Stores and Reeent Changes

Ixpraxaroris, Ino., June 9.—Stcady improvement
in the general business conditions of this city.
artsing chicfly from large building activities, is

ng reflected in the talking machine businecss.
Interest in the radie is playing no small part
in the situation. for clectrical supply houses, ma-
hine shops and various other concerns which
liave been doing comparatively littie business
for several months now are working full time
to cupply the demand for those things so much
sought by radio fans.

Sound Optimistic Note

George . Zerkle, manager of the talking ma-
chine departinent of the Carlin Music Co., says:
“Comparing the talking machine sales oi recent
months with the sales of the corresponding
months last year shows a healthy inerease in
usiness. This is not indicated in the nu nber
of sales. but rather in the amount of business
turned over. This is true both in the record
and machine sales and the condition was brought
about by a demand for the higher-priced ma-
chines. A gradual increase can be secen now
in the sales of medium-priced machines, which
is duc to the faet that labor conditions have
experienced a decided improvement.

“At this particular time of year there always
is quite a demand for thc portable models which
-an be used in canocs. These modcls arc also
popular with grade school teachers, who use
them cxtensively for ¢lass-room work. Our
record business is-not just what we would wish
it to be. byt we are planning a direct campaign
by which we cxpect to incrcase sales largely
by the usc of personal letters scnt to a selected
list of prospects.”

W, G. Wilson, of the \Videner Grafonola
Shop: Charles E. Collins. of the Collins Talk-
ing Machine Co.. and T. H. Bracken. of the
Starr Piano Co. all report that by “plugging
away” they are developing satisfactory trade.
They voice the opinions of other dealers as well
s their own opinion when they say that they
are finding no cause for complaint even though
Lusiness is not such as to devclop clation.

Baldwin Co.'s Redecorating Completed

C. I. Herdman. of the talking machine depart-
ment of the Baldwin Piano Co., says that record
sales have been exceptionally good during the
last month, The interior redecorating inade
necessary by the fire of last November has been

mpleted and business in his depariment is hav-

ing its first chance since then to get back to
normail, Mr. Herdman says.
Circle T. M. Shop Edits House Organ

H. E. Whitman, of the Cirele Talking Macline
Shop. reports a May business that was about up
to the average with the console and portable
models running a close race for first place in
volume of sales. Mr. Whitman is editing a small
journal known as Whitman’s Magazine of Music.
which inclndes the mounthly Victor record lists
as well as several articles along musical lines
together with a list of special hits.

Sonora Sales Growing

C. H. Becherer, of Chas, Mayer & Co., reports
the sale of Sonora machines during May to have
been greater than during May of last year. This,
be says, was the deveclopment for the month des-
pite the fact that the class of trade to which he
caters has begun its anpual Summer exodus.

Edison Re-creations Popular

“Conditions in our territory continune to show
a very steady improvement,” says H. G, Ander-
son, general sales manager for the Kipp Phono-
graph Co., Edison distributors. “Onec of the
most noticcable features in the Edison line is the
increas¢ in the Edison Re-¢rcation business.
We arc of the opinion that Edison dealers in
this territory will soon be doing an enorinous
record business as the result of the new attach-
ment which makes it possible to play Edison
Re-creations on other phonographs and talking
machines. The new flashes from Broadway are
meeting with a very wonderful reception among
the Edison owners, appealing as they do to
music lovers as well as dancing-fans.

“\We have noticed a very encouraging im-
provement of conditions in the farming districts
of Indiana and lllinois, \While the fariners at
this time of the ycar arc unusually busy and
hard to talk to. their mental attitude is very
much changed from what it was sixty days ago.
Consequently, many of our live dealers are hav-
ing no trouble in getting “Mr. Farmer" intercsted
in the Edison phonograph.

“The new \William and Mary as well as the
Chippendale console models arc mceting with
the genuine approval of all our dealers and their
customers., Judging by the orders already
placed for these models. it will he very hard for
us to keep a surplus stock on hand. Qune of the
very recent surprises given Mr. Edison to
his dealers was the introduction of a new Baby

Console model, and this, at $175, is without
doubt one of the most popular merchandising
values in our territory to-day.”
Seabrook Phonograph Corp. Chartered

The Seabrook Phonograph Corp., of Misha-
waka, has been incorporated, with an authorized
capital stock of $100.000. The directors are M.
\V. Mix, W. W. Dodge, Kenyon W. Mix, F. P.
Howlett and E. M. Carver. [t has been an-
nounced that the number of employes of the
Seabrook plant has practically doubled within
the last two months, This is partly the result
of the manufacturc by the company of radio sets
in addition to the concert phonograph which is
being made for the inotion picture business.

Brunswick Shop Adds Pianos

The Brunswick Shop at Terre Haute has
added the Gulbransen player-piano to its line of
goods. Jensen DBrothers, proprietors of the
shop, report increascd business in all instru-
ments handled by them.

Edison Shop Does Record Business

Business for the Edison Shop during May was
the best of any month for more than a ycar with
the exception of last Dccember, according to
W. E. Hopkins, manager. The business of the
Shop has been stimulated by devoting particular
attention to the current record hits, which have
been featured with special window and ncws-
paper displays,

First Campbell Gennett Record a Hit

The first Gennett records made by Clara Mae
Campbell, vocalist, of Richmond, for the Starr
Piano Co., are rcaching a large. salc in Indiana.
Four hundred were sold the first day in Frank-

fort where Miss Campbell forinerly lived. “In
the Garden of My Heart” is on onc side of the
record, and “Unul” is on the other. Miss

Campbcell is at present on tour.
E. L. Mayer in New Post

Edward L. Mayer has been placed in charge
of the Sonora department of the Kiefer-Stewart
Co. He says that the improved business condi-
tions this Spring have been reflected most fa-
vorably in Sonora sales. “There no doubt is a
demand for phonographs,” he says, “but dealers
must rcalize that they are required to put forth
a grecat deal more effort than during the 1919-
1920 period in order to produce worth while re-
sults.  Although we are facing the usual quiet
Summer months, the futurc appears most en-
couraging and we are anticipating an exception-
alty large Sonora business next Fall.”

Hope to Resume Business

Neal Grider, cashier of the Pcople’s National
Bank, was appointed recciver of the ]J. D. Hunt
Manufacturing Co., carly in May. The action was
a friendly one and it is expected by Mr. Grider
that the company will shortly be in a position to
resume its normal operations.

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

Quantity prices from $2 up, including sound box

Let us know your requirements and we will quote you prices

Special Quantity

The Phillips Octagon Throw Back Arm No. 5

Equipped with No. 3 or No. 5 reproducer
Prices on Request

The William Phillips Phono Parts

145 West Forty-fifth Street

Corp.

New York Cit
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The Geo. J. Birkel Company
Los Angeles, Cal.

Service Broadcasting Over a 3000-Mile Radius

FROM London to Los Angeles is 6000
miles by Radio yect Unico Service func-
tioned simultancously in both these cities
as well as many intermediate points.

UNICO SERVICE is Broadcasting
Unico Equipment today to every scction of
the country.

TEN Unico Service Broadcasting Sta-
tions arc conveniently located in Philadcl
phia, New York, Chicago, Salt Lake City,
Denver, San Francisco, Dallas, Necw
Orleans, Atlanta and London, England.

WTITH Unico Service within immediate
recach, why consider any other in conncc-

The Gramoplhone Company
London, Eng

tion with your departmental development?

UNIco Equipment has been instru-
mental in the development of hundreds of
the most successful musical merchandising
cstablishments thruout the United Statcs.

THE price of Unico Equipment irrespec-
tive of its quality and patented features is
no mgher than ordinary equipment and ITS
COST 1S QUICKLY DEFRAYED BY
ITS PROFI'TS FROM INCREASED
SALES.

NOW is the time to remodel your dec-
partment—make your store the musical
hecadquarters of your community

UNICO SERVICE WILL DO IT.

Phone, wire or write our nearest service branch.

No requirements too small for Unico Service.

No requirement too large for Unico Facilities.

Unit Construction Company

RAYBURN CLARK SMITH, President

NEW YORK. N. Y.
299 Madison Ave.

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

SAN FRANCISCO, CAL.
492 Market St

58th Street and Grays Avenue, Philadelphia, Pa,

CHICAGO, ILL.
30 N. Michigan Blvd.

SALT LAKE CITY, UTAH
150 Main So

DENVER, COLO.
1642 Arapahoc .

NEW ORLEANS, LA.
$06 Marine Bank Bldg,

. A, MOOORE & CO., LTD, (Sales Apenits)
Yremier louse, London (W.C.1.), England
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at" 1 MUSICALZ

POSSIBILITIES

wTALKING' MACHINE

(Epivor’s X -This is the twenticth of a serics of
articles by William Braid \White, devoted to the various
werestir pportunitles which prevall In the domain of
education for the retailer of talking machines. The subject
is one of great intcrest and we commend thesc articles to the
consideration of all whe are devoting attention to the feca
turing :md developma of the musical possibilities of the

2. THE PATHWAY TO KNOWLEDGE

The function of the talking machine is to stim-
ulate mwusical plecasure cxclusively through the
faculty of listening. The salesman who has to
sell talking inachines and records must first get
into ms or her mind ihe underlying principle on
which all such salesmanship rests. That prin-
ciple is simply expressed by saying that it is
musi¢ which is being sold and not machines or
disecs. Machines and discs are mercly the ma-
terial media. The buyer wants music and that is
v.hy he or she comes into a talking machine store.
The salesman has music to scll. The conjunction
of the want with its supply constitutes the process
a' the sale.

Liking What One Sells

Naturally, then, the salesman ought to like the
products he sells. One cannot imagine a butcher
who is a vegetarian and a successful meat sales-
man at the satne time. Yet it seems to be re-
garded as perfectly proper for a talking machine
or record salcsman not even to possess a speci-
men of the goods he or she is selling)

The man or woman who sells music ought to
like music. Now, most men and women do in
reality like music very much, but this latent liking
is oftener than not untrained and ignorant, not
knowing where to begin or how to proceed. For-
tunately, the very process of learning to sell talk-
ing machines and records involves a parallel
process of constant listening to music. Between
mmere hearing and intelligent listening there is a
great gulf fixed, whose width mecasures the dii-
ference between intcltigent and unintelligent sales
work in all that concerns musi¢al merchandise.

Poputar Is Familiar

\When Theodore Thomas said that popular
music is simply familiar music he uttered a great
tiuth. It undoubtedly is true that the general
public taste in music is very low, but then, other
things being equal. it is casicr from the point of
view of any brain weork that may be required, to
follow the mass than to lead it. But when one
follows the mass one follows at the very cnd of
the procession. In a word, when we ‘“give the
public what the public wants” in musical mcr-
chandise we necessarily, in effect, give what the
least intelligent members of the public want, and
nothing clsc

Now. the people actually will listen to fine
voices and fine instrumental music and actually
will buy it. even though they be neither musical

“high-brows” nor anything clse of the sort. This
is proved by the sales of the great record-making
comnpanies, But wherever avcrage people are
buying finc records it is certain that the brand
of salesmanship which has been used on them is
an intelligent, fine brand. Therc 1s no room for
unmintelligent salesinanship in handling fine music.

Well, the basis of all such intelligent saics-
icanship is knowledge. The basis of knowledge
from the point of view of such salesmanship is
famiharity with the greatest possible quantity of
finc music through listcning.

The Salesman's Kind of Listening

As 1 showed last month, this intelligent listen-
g ought to be cultivated by cvery salesman who
cxpeets to scll fine records and fine machines.
DBut such listening is somcthing quitc different
when the salesman does it primanily for his scil-
mg purposc, from what 1t is when it is done
by the owner of a talking machine for the pur-
pose of cnjoyment purc and simple, The sales-
man's listening is to be donc in order that he or
she may lcarn to know certain special facts about
different kinds of music. These facts, indeed, are
artistic facts and quite as interesting and cn-
joyable as any others of the kind, but the point
15 that among all the lovely and delightiul things
which are to bc found in listening to music the
salesman must sclect some special things for his
selling purposes. The others he may also learn
to recognize and enjoy, yet they are not the
imost important for his own spccial ends,

Finding Artistic Worth

The first point towards which the salesman
should direct his attention is the point of care-
fully listening to cvery new record which ex-
hibits any tracc of artistic worth. Such a record
is quite likely to be a choice bit of dance orches-
tra work, or a fine cxample of musical comedy
singing. On the other hand, of course, it is even
mnore likely to be found in the violin playing of
the great artists who make records or in the sing-
ing of the golden-throated men and women who
adorn the grand opera stage. The first point to
be considered in listening to the interpretation of
any musician, however, is artistic worth, irrespec-
tive of grade. And if the ciffort be obvicusly sin-
cere and the musician be obviously doing the
best that he or she knows how to do, then almost
certainly there will be somcthing worth while to
be discovered by close listening.

Artistic Classification

After artistic worth comes artistic classifica-
tion. [nstrumental music divides itsclf naturally
into certain forms. The saleswman who will care-
fully consult the record catalogs will perceive
that instrumental music generally resolves itsclf
into three great divisions: Orchestra and band
music, cnscmble music and solo music.

Orchestra music will be found listed under such
titles as symphony, overture and selections from
this or that opera. “Orclicstra” in this sense re-
fers to what is called the “grand orchestra,” a
body of instrumentalists ¢ontaining from ffty up
to onc hundred and more instrutnentalists, playing
violins, violas. ‘cellos, stringed basses, flutes,
oboes, clarinets, bassoons, horns. trumpets, trom-
bones, drums, etc., with the strings forming more
than half of the total. This orchestra, the truc
orchestra, must be carefully distinguished from
the dance orchestra of six or ten instruments spe-
cially selected for dance purposes. The generic
term for the large organization 1s “symphony or-
chestra.”

Symphony orchestras have not as yet made a
very large number of records, although the prac-
tice, fortunatcly, is on the increasc. Aiperican
rccord makers have found a large foreign mar-
ket. however, for the finest orchcestral records
and so. of course, have the Italian, Frenéh and
German recorders. Although the great Ameri-
can catalogs show only a small number, compara-
tively speaking, of fine orchestral renditions, yet
thosc they do carry are almost uniformly of the
greatest excellence.

How to Begin

As a starter the salesman who desires to learn
to know the orchestra should study the educa-
tional records put out by the Victor Co. One
sct of these consists of four double-faced records
with the general title, “The Instruments of the
Orchestra.” On them are contained specimens of
the tones of cvery instrument used in the grand
orchestra from violin to trombone and druins.
Each instrument is represented by a musical pas-
sage drawn from some famous symphony, over-
ture or grand opera, whercin its voice is sct forth
to advantage. By listening to these records the
salesman may lcarn to distinguish all the vari-
ous instruments of the orchestra and thus to
“hear”—perhaps for the first time in his life—
the imner workings of a picce of great orchestral
music.

Stress 1s laid upon preparatory work of this
l:ind. because it is not only delightful, but highly
useful. The familiarity which comes hereby in-
spirces the salesman with new confidence and fits
him or her to handlc and exploit successfully the
finest kinds of high-priced records.

Remember: The money is in the high-priced
rccords. but it takes knowledge to sell this kind.

SAUNDERS BUYS WELLS’ STORES

Kaxsas Ciry, Mo, June 3.—Wiliamn Saunders
of Ottawa. Kan.. recently purchased the music
stores operated by Fred Wells in Ottawa and
Pao'a. Kan.

———
—_—

LIST PRICE

Immediate Deliveries

$3.00

| Make Your Phonograph a Radio Loud Speaker

PHONOTACH

Trade Mark
A New and Better Loud Speaker I
at a Very Low Cost

‘ Utilizes the scientifically designed tone amplifier of the talking machine to secure mellow- il
ness and beauty of tone ; using two receivers to give greater mtensity.

without disturbing head set.

IT SELLS ON SIGHT I

Attractive Discounts to Jobbers and Dealers

103 Park Avenue, New York City

W. A. MILLS

Adjusted instantly
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The Right Instrument and the
Right Financial Plan for You—

PHONOGRAPHS

“As Good as the Best’’

AND RECORDS

‘““RBetter than the Rest’’

Registered U, 8. Pat, Office

’ I ‘HE sale and distribution methods of the Brenard Mfg. Co. rest upon recognition
of the fact that the Job is not finished until the product is in the hands of a satisfied
owner. [t 1s a most important factor in the substantial profits of Claxtonola Decalers.

If you want to know the value of the Claxtonola Sales Franchise, ask the merchant
who sold some other “machine” before he took up the Claxtonola line.

We are proud of the fact that manv of our dealers, as well as our buyers, chose the
Golden Throated Claxtonola after careful comparison with other makes.

Factors Which Have Prompted Over 4000
Merchants to Become Claxtonola Dealers

. A thorough appreciation of the selling appcal made by a Phonograph
which is a true musical instrument with unsurpassed musical qualities.

A desire to give the customer doltar for dollar value, inside and out.

More Service and less bragging back of the Claxtonola Franchise.

nal

Real national distnibution.

(V2

Consistent and cffective direct advertising which brings the Claxtonola
name and its Golden Throat Fame to the people.

6. A complete line, including Console, five cabinct models, special tea car
modcl, table modcl and Portable Phonozraph.

7. Decaler Helps which actualtly “help” to make sales and to increase store
profits without matcrially adding to dealers’ overhead.

STYLE A |

8. No middleman. Every Claxtonola Dealer is in every sense a part of
the Brenard organizanon and gets the direct benefit of his efforts.

Another Aid to our
Dealcrs® Success lies in
the Trivmph of

CLAXTONOLA
10. Financial Co-opcration. RECORDS

Latest Hits
Quick Releases
Play on all Phomographs

9. The Brenard Plan teaches Dealers how to find the hidden buyer and
how to reach him.

Ask  for Particulars about the many
Advantages of a Claxtonola Selling Franchise

BRENARD MANUFACTURING COMPANY

Established 1892

IOWA CITY, IOWA
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—Dvcalers Enjoy Dinner—d Unico Model Shop—Nesws of Month

Pirtsesren, Pa, June 7.—The talking machine
trade of 1he Steel City is showing more interest
than ever in radio and radio projects, and a num-
ber of Grms are featuring radio appliances in
conncction with the regular talking machine
business. Sending music by radio is one of the
inost vital clements of the talking machine busi-
wess at present and it augurs well for the trade.

A large number of talking machine dealers
have installed receiving stations in their shops
and daily concerts are featured. The Double-
day-Hill Electric Co,, one of the largest in the
Siatc, has a broadcasting siation that is in opcra-
tion daily and a large number of Victor record
selections are sent regularly. Letters received at
the officc of the company indicate that Victor
record music has been heard as far as 1.000 miles
distant from DPittsburgh.

There are some dealers who are hesitany about
any definite plans that provide for radio scrvice.
These dealers are of the opinion that while the
radio has great possibilitics, the time is too re-
mote for any talking machine dealer to invest
any large sum of moucy in the operation of the
systenl.

The past month showed a slight increase in
the sale of talking machines and records. What
business was transacted was business that was
“gone after” and gone after in real earncsiness.
The industrial situation in this district is clarify-
ing somewhat and as it increases there is bound
to be an increase in all lines of trade, the talking
machine business included.

Artists Aid Columbia Sales

Van and Schenk, the celebrated comedians, ap-
peared in this city the week of May 29 and the
Columbia dealers were not slow to utilize their
appearance as an advertising feature. At Kauf-
mann & Baer Co.'s talking machine departiment,
Harry Hornberger, the well-known manager, ar-
ranged for Van and Schenk to spend scveral
hours during their stay in the Stecl City. There
was a regolar Van and Schenk program rea-
dered and the K. B. radio station sent out the
Van and Schenk songs. All of the Columbia
dealers featured the Van and Schenk records
and sales were reported cxceptionally good. The
Star Music Co. on Fifth avenne had a fine dis-
play of Van and Schenk advertising material
and the manager stated that sales had more
than surpassed his cxpectations,

E. G. Hays Co. Chartered

The E. G. Hays Co. has been incorporated
under the laws of Pennsylvania and lHorace
Mays has been chosen president and treasurer;
E. G. Hays, vice-president and assistant treas-
urer. and C. H. Wilt, sccretary. The firm han-
dics the Brunswick phonographs and Brunswick
iccords. Lloyd Hays, a son of Horace lays.

has been added to the staff and will lecarn the
busincss in a thoroughly practical way.
Dealers’ Dinner and Reception

One of the pleasing events of the past month
was the dinner and reception held at the Fort
Pitt Hotel by a number of music and talking
machine dealcrs of the Steel City. The dinner
was held Monday evening, May 22, and was at-
tended by more than seventy persons. The
principal spcaker was Rev. C. Wallace TPetty,
pastor of the First Baptist Church, of Pittsburgh,
who spoke on “The Placc of Harmony in the
World.” The message he brought home to the
talking machine dcalers and their sales staffs
was most timely and was highly appreciated.
The talking machine dealcrs who attended the
dinner with the sales staffs were Wm. C. Hamil-
ton, of the S. Hamiton Co., Victor dealers;
Jacob Schoenberger, L. J. Schoenberger, Homer
Schocuberger and A. O, Lechner, of the Lechner
& Schoenberger Co.. Victor, Columbia and Edi-
son dcalers; Theodore Hoffmann and Edward
Hoffmann, of the J. M. Hoffmann Co., Bruns-
wick dealers; I1, H. Flecr and Thomas T. Evans,
of the C. C. Mellor Co., Victor dealer; W. F.
Frederick Piano Co., Victor dealer; D. L.
Aaron, of Kaufmann’s, Victor dealer; C. L. Daw-
son and Paul S. Mechling, of Dawson Bros.
Piano Co., Starr phonograph and Gennett record
dealer.

Merchants Plan Summer Closing

Leading downtown talking machine decalers
will ciose their places of business during the
Suminer period, in accordance with the plans of
past years. The new closing period starts June
17 and ends Saturday, September 2. On Sat-
urdays the closing hour will be 1 p. m. and on
other business days of the week § p. m.
Model Shop Room for Pittsburgh Wholesaler

The Unit Counstruction Co., of Philadelphia,
manufacturers of Unico cquipment for talking ma-
chine warerooms, has equipped the new head-
quarters of the Standard Talking Machine Co.,
Victor wholcsaler in this city, with a dealer’s
service, or model shop room. This room is to
scrve as a model for visiting dealers and repre-
sents the latest developments in cfficient ware-
room cquipment,

T. B. Niles in New Post

T. B. Niles, formerly assistant manager of the
Pittsburgh branch of the Columbia Graphophone
Co., is now connected with the exccutive office,
located in New York City. Mr. Niles will edit
Columbia’s Housc organ, "Columbia Record,” be-
sides writing other sales and advertising litera-
ture for this prominent house.

Fine Memorial Day Windows

Memorial Day window displays in the down-

town section by talking machine dcalers were

in keeping with the spirit of the day and “Lest

We Forget” was the motto that many of the
trade carricd. ‘The Lechner & Schoenberger Co.
had a fine array of Victor, Cotumbia and Edison
records on display, each one typifying some bat.
tle song or soldier hymn. At the C. C. Mellor
Co.'s window there was an “In Flandcrs Fields”
spirit shown by a pleasing display in which a
large memorial wreath plaved a prominent part.
Victor records were featured. At the National
Phonograph Co. Amcrican flags surmounted the
display of the Brunswick, Chency and Ultra-
phone machincs,
Pittsburgh T. M. Co. Handling Radio

The Pittsburgh Talking Machine Co., Pathé
dealer, has taken to the radio dcmand very
pronouncedly and a large section of the Liberty
avenuc shop heretofore given over to Pathé dem-
onstration booths is now utilized for radio
cquipment and apphances.

BETTER CONDITIONS IN SOUTH

E. Bowman, Proprictor of C. B. Haynes Co., Ltd.,
Richmond, Optimistic Over the Outlook

E. Bowman, proprietor of C. B. Haynes Co,,
Inc.. Edison jobbers of Richmond, Va, was a
visitor at the Edison Laboratories the first of
the mouth. He reports a decided improvement in
business throughout the region in which his
wholesale business is conducted, and said that
many dealers, who have been comparatively in-
active in the wholcsale market for some time
past, have again joined the ranks of active buy-
ers. This, Mr. Bowman concludes, is due entire-
ly to the fact that the public is marching for-
ward to buy in a way which has not been the
casc in this part of the country for somce time.
Incidentally, he predicts 25-cent cotton by Fall,
and feels certain that, with cotton at this price,
the phonograph business will prosper all along
the line.

CLAIRE DUX RETURNS FROM EUROPE

William A. Brophy, managing director of the
Brunswick Recording Laboratorics, New York,
is busy making arrangcments to rcceive Claire
Dux, cxclusive Brunswick artist, who appeared
last scason with the Chicago Opera Co., and
who is cxpected in New York this® week from
Europe. Miss Dux has had a very short vaca-
tion of a month’s duration, and is coming back
at this carly date to keep her recording appoint-
ments and also to takc part in the opera scason
at Ravima Park, Chicago, where shc has been
engaged 1o appear during the entirc scason.

NEW EDISON RECORDINGS

Ernest L. Stevens, the popular pianist, has re-
cently formed the Ernest L. Stevens Dance Trio,
counsisting of a piano. banjo and saxophone. The
first rceordings of this trio have recently been
announced by Thomas A. Edison. Inc, They
are, “Suprose the Rose Were You,” and “All
Over Nothing At Al”

The Madison —

ACKNOWLEDGED THE BEST VALUE PORT-
ABLE MACHINE IN THE MARKET TODAY

Dealers Delighted with the MADISON. REPEAT ORDERS Prove Ita Worth

and many other numbers.

Size 137 wide—12" deep=7%" high

Madison Music Co., 114 E. 28th St,, New York, N. Y.

Special Release of Imported Record

Symphony Concert Record No. 2824

Violin Solo

Write for complete list and dealer prices.

An Altractive Jobbers Proposition— Write for Terrilories

10 Inch

Souvenir de Drdla 50c.
Kubelik’s Serenade }RETAIL
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Type R-2
Magnavox Radio
with 18-inch Homn

HIS instrument is intended
for those who wish the ut-
most in amplifying powery for
fargeaudiences, dancchalls, &c.,
but requires only, 6 ofanampere

for the field. Price, $85.00

Type R-3
Magnavox Radio
with 14-inch Horn
"THE same in principle and

construction throughout as
Typc R-2, and is idral for use

in homes, offices, amateur sta
tions, etc. Price. $45.00

3-Siage

Magnavox
Power Amplifier
Model C

INSURES getting the largest
possible power input for the
Magnavex Radio. Can be used
with any “*B'" battery voltage
which the power tube may re-
quire for best amplification.

. With either type amplifierit
Is necessary to use an amplify-
Ing transformer between your

recciving set and Mlagnavox
Amplifie:

AC-2.C, 2-5tage . .. $80.00
AC-3.C, 3-Siage. . 110.00

gt I P - Ll
T A e

The Plant of the Magnawox Co., Oakland,
Caltfernta—one of the shonv factories of
tre Pacific Coaut,
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Phonograph Dealers Profit by the
Success of MAGNAVOX RADIO

FEW months ago the Magnavox Radio occupied a relatively

unimportant position in the list of Magnavox products—today
even our greatly increased production facilities are taxed to supply
the demand for Magnavox Radio (the reproducer supreme).

When you sell the Magnavox Radio, you cash in on the wonder-
ful daily programs supplied by central broadcasting stations. The
Magnavox Radio appeals not merely to the expert, but also to the
average family. Push Magnavox Radio and you build new busi-

ness for a// radio supplies.

It is the Magnavox Radio which
gives every receiving set its greatest
enjoyment and use—doing away with
the restnictions and limitations of the
individual headset. The receiving set
only brings the message, while Mag-
navox Radiosells it clearly and in full
volume toall within reach of its voice.

The most striking National Ad-
vertising campaign in the industry is
that now c0mhlucted for the Magna-
vox Radioin the Literary Digest,the
American Magazine, Popular Sci-
ence Monthly and a wide range of
weekly and monthly magazines of
general and also technical interest: as

well as in the leading newspapers of
the country.

For every Phanograph Dealer who
handles radio, the success of Magnavox
Radio (the Reproducer Supreme) brings
a real opportunity for profitable busines:
and for improved service to his customers

which calls for immediate action.

Write for name of neares: distributor
and information as to how we help you
sell Magnavox Radio,

THE MAGNAVOX CO.

Home Office and Factory:
Qakland, California

New York Office: 370 Scventh Ave.

AG/NAVOX
JRadio

e e
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Anyone who likes a good baritone voice
will be a live prospect for “Mattinata,” sung
by Riccardo Stracciari. This will be one of
the big sellers for July. No. 79701.

Columbia Graphophone Co.

NEW YORK

KANSAS CITY
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Music Memory Contest Helps Trade—Radio News—Good Crops
Help Trade—Portables in Favor—Business Steadily Bettering

Kaxsas City, Kan,, June 8—=The musical pro-
gram for the year in the public schools of
Kansas City, Mo, culminated recently in the
Music Memory Contest at the auditorium, when
more than twelve hundred public school chil-
dren contested for prizes. During the whole of
the school ycar there has been a vigorous ¢am-
paign carried on under the direction of Miss
Mabelle Glenn, the music supervisor, to stimu-
late interest and increase the appreciation of
music among the school children. Among other
things, the campaign was connected up with the
programs of the symphony orchestra concerts
that have been given in this city during the \Vin-
ter. Large numbers of the children have at-
tended these concerts, and in each case the
concerts were preceded by classes in music ap-
preciation. The selections were played on the
talking machine, and the music director would
explain the selection.

At the Music Memory Contest given there were
twenty selections made from the forty-five num-
bers given during the season. and the pupils,
armed with pencil and paper, were given an op-
portunity to test their memory. It is announced

that there were a great many perfect papers and
that there were many morce which were almost
periect.

The music during the contest was rendered on
the piano instead of the talking machine, as
during the school year., Four of thec numbers
were played by Mrs. Eva Faith Rider, and the
others were produced on the Duo-Art, under the
supervision of Walter Ehrnman, of the J. \V.
Jenkins Sons Music Co.

Prizes werc offered to the various school
teams by the Kansas City Star, consisting of
sets of talking machine records, and the winning
team was taken to the Saturday matinee on May

27, given by the Kansas City Grand Opera Co.

at the Shubert Theatre. The program for the
matinee consisted of a rendition of “Faust."”
The winners of the second prize were given bal-
cony seats, through the courtesy of the J. WV,
Jenkins Sons Music Co. In addition to this,
each pupil making a perfect score was presented
with a silver pin from the National Bureau for
the Advancement of Music.

\Vhile the direct sales from the records used
in the training of the pupils in the schools have

—The Portable Victrolas

—The Summer Dance Records
—The Horizontal Type Victrolas

These Three Can

Now for Every Victor Dealer.

We are ready and anxious to serve you.

Schmeleet Cmpany

“Exclusively Wholesale Distributors of Victor Products”

KANSAS CITY, MO.

Make Business Good

been made practically all by the Victor people,
the indirect benefits have been gained by all
music dcalers. The interest has by no means
been confined to the children, but has spread to
all classes. The effect on the sales in the past
has been gratifying, and the prediction is freely
made that it will be much larger in the future,
Buys Victrola for Radio Broadcasting

Radio broadcasting is on the increase, and the
trade in all kinds of radio instruments is grow-
ing rapidly., One of the largest stations is con-
nected with the Kansas City Star, which has
recently added to its equipment a Victor tatk.
ing machine and a stock of records to be used
in its concerts. A schoo! machine was pur-
chased because it is fitted up with a horn, mak-
ing it especially adapted for thc service re.
Guired.

Chappell Music Co, Moving

The Chappell Music Co., of Salina, Kan., is
moving. It finds that it is not only a desirable
thing to be in the center of the business district,
but also that it is worth while to get on the right
side of the street, While it is about it, it is also
enlarging its quarters and installing Unico
equipment.

Gets Victor Publicity Through Radip
+ In Wichita, Kansas, the J. O. Adams Music
Co. has joined with the Wichita Beacon in
broadcasting, and the two have put on some
very attractive programs. Recently, besides Vic:
tor records, a Victor artist of note was heard.
He was Prince Lei Lani, and he took part in
the concert given May 25. The hook-up with
the daily paper has not only increased the in-
terest in music generally in the community, but
has given the music company some very valu-
able front-page publicity which money alone
could not buy.
Practcal Talk to Students

For some months Miss Pratt, head of the sci-
ence department of the Fort Scott high schools,
has been making a practice to take the students
under her care to some local plant or institution
where knowledge of a scientific nature might be
gleaned. Recently the class decided that it
would like to look into the subject of talking
machine and record making, and Joha Synnott, a
Fort Scott Columbia dealer, was approached on
the subject.

Mr. Synnott thought the idea an excellent one
and cordially invited the class to visit his store
next visiting day, and the invitation was politely
accepted. Mr. Synnott told the students, too,
that he would endeavor to have a regular phono-
graph man present for the occasion to talk to
them, With this thought in mind Mr. Synnott-
quickly got in touch with E. A. McMurtry, local
branch manager of the Columbia Co. at Kansas
City, and as a result Thomas Devine. one of the
Kansas traveling representatives of the com-
pany, was delegated to take care of the matter,

Mr. Devine spoke to some forty or more stu-
dents at Mr. Synnott’s store, May 23. His talk,
of a little more than an hour's duration, covered
the history of the phonograph from its incep-
tion. The part played by Edison, Bell, Tainter,
Smith, M¢Donald, ete,, was touched upon in an
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ATLANTIC JR.

Crystal Receiver

*18.00

Ready for Installation
Atlantic Instrument Co.

INCORPORATED
13-21 PARK ROW NEW YORK

THE TALKING MAC

interesting way. Record making was gone into
also, exhaustively, and the various processes
from the wax to the finished product were de-
scribed in detail, charts being used to illustrate
where necessary.

New Edison Dealers

C. J. Keil, a prominent jeweler of Clinton, Mo.,
who has been out of the phonograph business
for a time, has stocked up with Edison machines
and records again and is ready to serve his com-
nunity.

The Blackledge Music 0., of Coffeyville,
Kan., H. H. Kahn, manager, has added the Edi-
son to its line, which now includes the Edison,
the Victor and the Brunswick lines. The Black-
ledge Sates Co., of Caney, Kan, operated by
the same people, has also added the Edison line.
The Nicholson Furniture Co. is also a new Edi-
son dcaler.

Co-operate in Brunswick Advertising Campaign

Among the most attractive advertising that
has appeared in Kansas City dailies is the series
of page ads which pertain to fune brides and
is run over the names of the Brunswick dealers
of this city. This publicity is backed up with
a vigorous selling campaign, and good results in
the way of orders are reported,

Good Crops Create Trade Optimism

Fred Jenkins, manager of the Victor whole-
sale department of the fenkins Music Co., was
one of the Trade Trippers who recently went
from Kansas City through Nebraska, Wyoming,
Colorado and Kansas. He reports that he found
a splendid spirit of optimism all along the way,
and that the prospects for good business in these
States is fine. Recports from his field men indi-
cate that in atl the agricultural districts of the
territory, except in southwestern Kansas, feeling
is fine, and business is on the increase. Therc
is some depression in the mining districts, ow-
ing to strikes which are in effect there. The
latest estimate of a wheat crop for Kansas, which
is expected to reach 121,000,000 bushels, will ex-
plain why Kansas is so optimistic.

Takes on the Cheney Line

The Victor-Arnold Music Co., which has donc
a good business in the mail order line, has moved
from the Bryant Building to the first floor of the
new Mahoney Building, which is located next
the new Pantages Theatre. The exit froin the
theatre is next door to the new music shop. The
company has not only improved its location, but
has added the Cheney line of phonographs and
the Vocalion line of records.

Edison Club Booming Business

“Only $!1 will admit you to the Edison Club”
is the attractive announcement that is adorning
the windows of the Edison dealers of this dis-
trict. Manager Blackman is pushing the cam-

paign by a personal tour of the territory, and
the reports from dealers who have started clubs
are to the effect that the plan is popular with
the people. Three styles of cabinets are offered
in this club campaign, with prices ranging
accordingly.

Growing Demand for Portable Machines

Oue of the features of the trade this scason is
the targe demand for portable machines. The
Victor portable is in such demand even this
carly in the season that the jobbers are not able
to secure machines to supply the demand, The
very thought of what it will be when the vaca:
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