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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
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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

e i =

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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ing on vacations, it is per-
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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
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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
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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
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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
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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.

=

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.
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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 considera<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>