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THE INSTRUMENT OF QUALITY

The Highest Class Talking Machine in the Wo_rld

Sonora Makes Sales Where

HEPPLEWHITE
PEMBROO..

$165

BABY GRAND
$200

Others Fail

Thousands of sales are lost by dealers
who do not carry the Sonora. The pros-
pects who say “they are not ready to buy”,
the purchaser who says she “will look
around a bit further”—how large a per-
centage of these people could be turned
into buyers if you offered them Sonora’s

exceptional tone and splendid values.
/

The Sonora has alwavs been built to
sell and stay sold. No possible advantage
has been neglected. The new Sonoras
have carried tone perfection bevond
former dreams of possibility. The cabinets
are soundly constructed and alluring in
appearance. The exclusive features can-
not be duplicated or equaled.

That Sonora makes sales where others
fail 1s demonstrated regularly by the fact
that so many big stores that have long
held out are one by one becoming Sonora
representatives.

Sonora Phonograph Company, Inc.
GEORGE E. BRIGHTSON, President

279 B'ROADWAY NEW YORK
Canadian Distributors: I. Montagnes & Co., Toronto

The Easiest Portable to Sell

It’s never *‘too late in the season” te
sell the Sonora Portable, At $50 it
represents such a wonderful value that
it sells regardless of seasons—and a
Portable owner is a good prospect for
a larger Sonora.
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PADEREWSKI TO MAKE CONCERT TOUR

Famous Pianist and Statesman Will Give Lim-
ited Number of Recitals Next Winter—Is
Again in Evidence in the Record Field

The members of the talking machine trade will
receive with no small degree of pleasure the
news that Ignace J. Paderewski, the world-
renowned pianist and former Premier of Poland.
his native land, has decided to re-enter the con-
cert field next Winter, tollowing his return from
Europe. He will be heard in a limited number
of concerts in the United States and Canada

Ignace Jan Paderewski
through the medium of his favorite piano. the
Steinway.

For some years it had been assumed that his
artistic career in the musical field was at an end,
but previous to his departure for Europe early
this month, after a long rest at his ranch in Cali-
fornia, he permitted it to be known that he
would again be heard in concert, much to the
delight of millions of admirers. Paderewski is
one of the unique characters of history, being
composer, pianist and statesman, in each of
which posts he has scored a success.

Paderewski is represented in the Victor catalog
by seven records which he made shortly before
he assumed the troublous paths of leadership as
Premier in 1917.

It is pleasing to note, however, that in the
September Victor list Paderewski is again in
evidence with a record of his own Nocturne in
B Flat. This. the first Paderewski record in
many vears, is significant. It may be expected
that the great pianist will reach his admirers
through other records now that he chooses to
resume his great role in the world of music.

LEONARD WITH COLLINGS & CO.

Joins Traveling Staff of Newark Distributors—
Business Shows Improving Trend

Ernest C. Leonard was recently added to the
traveling staff of Collings & Co., the well-
known Victor distributors, of Newark, N. J.
He will divide up the territory with David Roche
and A. J. Wilckens, who already represent the
Collings firm.

Harold J. Lamor, manager ot the sales and
order departments of the company. in a chat
with The World, stated that July business
showed much increased activity. The sales
campaign recently inaugurated by the Collings
firm received a gratifying response trom the
dealers in the territory in which they serve and
indications, seemingly, are that business for the
balance of the year will show increasing gains.

Put yourself in your customer’s place occa-
sionally and watch results.

OUR EXPORTS OF TALKING MACHINES

Exports and Imports of Talking Machines and
Records Show a Decreasing Tendency as Com-
pared With Last Year—Our Buyers

WasHixeTox, D. C., August 10—In the summary
of exports and imports of the commerce of the
United States for the month of May. 1922 (the
latest period for which it has been compiled),
which has just been issued, the following figures
on talking machines and records are presented:

The dutiable imports of talking machines and
parts during May, 1922, amounted in value to
$29,688, as comparéd with $61,370 worth which
were imported during the same month of 1921
The eleven months’ total ending May., 1922,
showed importations valued at $492,302. as com-
pared with $733.520 worth of talking machines
and parts during the same period of 1921.

Talking machines to the number of 3.736,
valued at $141,513, were exported in May, 1922,
as compared with 2364 talking machines, valued
at $115,000, sent abroad in the same period of
1921. The eleven months total showed that we
exported 34,387 talking machines, valued at
$1.392.206. as against 63.330 talking machines,
valued at $2951,283 in 1921,

The total exports otf records and supplies for
May, 1922, were valued at $110,398, as compared
with $212,986 in May, 1921. The eleven months
ending May, 1922, show records and accessories
exported valued at $1,385,331; in 1921, $2,817,134.

The countries to which exports were made in
May and the values thereof are as follows:
United Kingdom, $11.315; Canada, $42,334; Cen-
tral America, $4,232; Mexico, 8$13,326; Cuba,
$£2,328; Argentina, $7,827; Chile, $150; other
South American countries, $9,603; China, $3,433;
Japan, $7,897; Philippine Islands, $1,394; Aus-
tralia, $16.983; other countries. $20.237.

WOMEN DO THE BULK OF BUYING

Me-chants Must Pay Attention to Details Which
Please Fair Sex to Hold Patronage

The women of the Nation are the shoppers
of to-day. Statistics from authentic sources
show that in almost all lines of business
far the greater percentage of customers are
women and even in those establishments classed
as distinctly men's shops women do a large
percentage of the buying for their men folks
and practically all purchases for the home are
first endorsed by the woman who rules it before
the purchase is made.

\Vith these facts in mind, there can be little
doubt that the merchandiser ot a product such
as the talking machine must exert particular
efforts to attract members of the fair sex to his
establishment.

Now women are basically different from men
in that they have and develop certain prejudices
through little things which a man would never
notice and if he did he would tolerantly pass
by as irrelevant.

A few examples of the things which please
women most are courtesy, cleanliness. artistic
arrangement of stock and the appearance ot
the men or women in the store with whom they
come in contact. No explanation concerning the
achievement of these things is neceszary. Anyv-
one with a grain of sense and a little energy
can accomplish them.

ELMAN MUSICAL ART CORP. FORMED

One ot the most recent additions to the talking
machine field of New York City is the Elman
Musical Art Corp., which has been incorporated
in this State. with a capital of $300,000. M. S.
and M. Elman are the incorporators.

WHY NOT A NATIONAL RECORD WEEK LATE THIS FALL?

Time for Vigorous Action by Talking Machine Retailers to Develop Trade—Must Arouse the In-
terest of the Buying Public in Their Line—Live, Persistent Campaign Needed

Record trade has been quiet. \Whether this is
due to the indifference of the public, or the
dealer, is a question for the doctor to decide.
The fact remains that the Fall will soon be
with us, and it is time for dealers to wake up
to a realization of the fact that records must
be sold—that a new interest must be revived in
their wonderful merits as one of the greatest
entertainers in history. )

A vear or more ago when the automobile
business was so dull that many dealers talked
ot retiring from the field what did the leaders in
that industry do to stimulate interest? Did they
arrive at the conclusion that the public was over-
sold on automobiles® No, they just started a cam-
paign to show the essentiality of the automobile
and they stuck at their guns until they converted
the public back again to the greatest demand
tor automobiles in history.

Now. we are not selling automobiles, or buy-
ing them, but what was done by the automobile
people can be done by the record people if a
real, earnest effort is made. The manufacturers
and jobbers can do their share, but the dealer,
after all, is the man who must do the greatest
amount of work, for he has the direct contact
with the buyer.

\Why not a National Record \Week in one of
the late Fall or early \Winter months? \Why not
educate the public to the wonderful variety
of records made and handled? To this end
utilize the newspapers, the display windows. use
special contest literature and inaugurate a live
personal contact campaign by the sales force
that will awaken the people to a realization of
the great musical value of the talking machine

record. ILet the campaign be taken up by
the schools and by everyone having to do with
the advancement of music in America. Indeed.
a National Record \Week might be conducted
somewhat on the plan of the Music WWeek,
but in this instance the great aim would be
to revive interest in the records—to educate
people to their importance and value, and to
a recognition of the great army of artists who
are associated with the product.

It will be noted that other industries are
moving goods by unusual publicity and sales
efforts. It will never do for the talking ma-
chine trade to wait tor the public to resume its
enthusiasm for talking machine records. Deal-
ers must be ready to educate the public afresh
to the wonderful mission ot the machine and
to the record as an educator as well as an
euntertainer. Buyvers must be made to realize that
they are able to bring into their home, at a
remarkably small expenditure of money, a galaxy
of artists whose voices would cost thousands of
dollars to hear in the opera or concert hall.

There must be vigorous action if results are
to be had, and it is up to the manutacturers.
distributors and dealers to give this matter
consideration. But whether a National Record
\Week or mnot, the fact remains that dealers
must be alive to the mnecessity of presenting
their products in some unusual manner this Fall
to. win new attention from their customers and
public. Let each individual dealer concentrate
his "attention on how this may best be done.
Then let him get in touch with his locai Associa-
tion or his jobber and tell them how a campaign.
such as has been suggested, might be conducted.

See second last page for Index of Articles of Interest in this issue of The World
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The merchant, or salesman, who lets com-
plaints go in one ear and out the other, unless
the complainant is persistent enough to win at-
tention as a imeans of keeping peace, is some-
times making a bigger mistake than he realizes,
tor a complaint, even if it is not justified, is like
the plague, and, unless checked in the beginning,
is liable to spread and cause irreparable damage.

\ dealer handling a well-Known line of ma-
chines and records was canvassing the residents
of a select section of the city recently when he
began to pick up a story of a man in that sec-
tion who had purchased a machine of the same
make he was selling and found it unsatisfactory.
After several prospects had indicated their in-
tention of buying another make of machine be-
cause of this man’s experience the dealer felt it
incumbent upon him to investigate the matter,
even though he had not sold that particular ma-
chine.

He called upon the man from whom the com-
plaint emanated and had to listen to a lengthy
lecture regarding the deficiencies of the outfit
before he could find the opportunity to explain
that it was his desire not to sell another ma-
chine, but to inspect the one already installed and
see what was the trouble. A cursory inspection
showed that the reproducer was in bad condi-
tion, the diaphragm being cracked and the rub-
ber gaskets being hard and unyielding.

He also found that one of the springs of the
motor was broken, which formed the basis for
the owner's complaint that the motor jumped and
would not play more than two records without
rewinding.

Under ordinary circumstances it would have
been a simple matter to have explained the diffi-
culties and arranged for the necessary repairs
and adjustments, but the owner in this case main-
tained that the machine had been in that condi-
tion for a year and from within a week after it
had been delivered. He had bought records for
a time and told his dealer of the trouble, but
the latter evinced little interest and the purchase
of records stopped. Neither dealer nor his sales-
man had called at the house since the outfit was
purchased.

It took some first-class salesmanship to prove
to the machine owner that the case was an excep-
tional one and was due to the carelessness of one
dealer rather than to any fundamental weakness
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Neglected Complaints Result 1n Loss of
Trade and Considerable Harmful Publicity

O 0

in the machine. Arrangements were quickly
made for having the machine put in first-class
playing condition, for which the owner agreed
t0 pay. The result was general satisfaction all
around.

The dealer who made the investigation told
frankly why he had gone out of his way to look
into the matter and the Inachine owner was
quick to acquaint his friends with the service
he had received and his satisfaction with the in-
strument after it had been repaired. The direct
results of the investigation were the listing of a
new record customer in the person of the ma-

A

Complaints Offer an
Opportunity for Serv-
ice Which Will Re-
sult in Business Ex-
pansion and Profits

O

S

chine owner in question, the sale of a number of
machines to his friends and, finally, to the check-
ing of a complaint that had threatened to cause
many hundreds of dollars of loss to at least one
talking machine manufacturer and his dealers.

It happens frequently that a talking machine
dealer is faced with unjust complaints and his
patience is sorely tried in meeting demands that
are frankly ridiculous, but at the same time every
complaint should be looked into regardless of
how unfair it may appear on the surface.

It happens frequently that a machine owner,
and particularly a new one, grows quite enthu-
siastic over the instrument and champions its
qualities among his friends, but it happens just
as frequently that the owner becomes dissatisfied
and blames his particular make of machine in-
discriminately for his dissatisfaction and then
proceeds to tell his friends and the world at
large just how rotten the product is in his esti-
mation,.
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There is no worse sales killer in the worll
than one of these individuals with a grudge and
if he can be headed off, even at an expense of time
and money out of proportion to the value of his
individual trade, the talking machine dealer is
really accomplishing something. He is saving
future business.

It does not always mean that the dealer must
not show firmness in dealing with those cus-
tomers who are unquestionably unjust and per-
haps fraudulent in their claims. Firmness is most
desirable where it appears necessary in handling
a complainant, but the main thought is to look
into the complaint in every instance. It is the
neglected complaint that kills the budding sales.

JOHN ELLIOT CLARK CO. EXPANDS

Well-known Salt Lake Victor Distributor Takes
Over Orton Bros. Wholesale Victor Interests
in Montana Territory—An Important Move

Burtre, MoNT.,, August 5—The John Elliott Clark
Co., of Salt Lake City, has taken over the agency
for the Victor Talking Machine Co. and has given
to Butte a new wholesale Victor house, to be
located at 224 South Main street. The agency
was formerly handled by Orton Bros., Butte
music dealers, who for years served the mer-
chants of Butte and Montana with Victor goods
in the wholesale department.

The John Elliott Clark Co. is now the exclusive
wholesale distributor for the Victor people in
this territory. The Salt Lake City house of this
concern is one of the largest in the \West, and it
is purposed to make the new local firm one of the
leaders in point of service in that field.

Orton Bros. will continue to handle the Vic-
tor line of talking machines and records for the
retail trade.

BALLOONS BRING PUBLICITY

St. Louis, Mo,, August 3.—Bauer’s Music House,
one of the live-wire Victor dealers of this city, is
gaining considerable publicity through the me-
dium of toy balloons with the firm name and a
brief message upon them. The balloons are given
to automobilists and children. The firm is also
featuring its library of foreign records by con-
sistent advertising.

Right Price,

to you.

23-25 Lispenard St.

THE TALKING‘MACHINES HELPMATE NYACCO Albums Ald

Fall Business

Service,

make

Today. The Only Loose-Leaf Record
A beautiful colored display card mailed Album on the Market
upon request. JOBBERS and DIS-

TRIBUTORS—How many do you want?

New York Album & Card Co., Inc.

A. W. CHAMBERLAIN

New England Factory Representative
Boston, Mass.

NEW YORK

174 Tremont St.,

Increased Sales,
Quality, Strength and Durability—all are
found in NYACCO albums.

These qualities mean dollars and cents
Plan now for your fall business.
Plan to sell NYACCO albums this fall.
NYACCO albums

tomers and develop reorders.
Write us for quotations and prices—

satisfied cus-

CHICAGO
415-417 S. Jefferson St.
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| Victor supremacy
| 1s the supremac
of performance

Victrola VI, $35
Mahogany or oak

Of performances past and present. Just
as the Victor has occupied its position of
leadership for a quarter-century, so it con-
tinues to lead the way in the talking-machine
industry.

Victrola IX, $75
Mahogany or oak

Victor Wholesalers

H. R. Eisenbrandt Sons, Inc.
Birmingham, Ala...Talking Machine Co.

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

0.
The M. Steinert & Sons Co.

Brooklyn, N. \.....American Talking Mach. Co.
G. T. Williams Co., Inc.

Buffalo, N. Y...,...Curtis N. Andrews
BuffIalo Talking Machine Co.,
nc.

Burlington, Vt......American Phonograph Co.

Cleveland, O....... .Cl(e:veland Talking Machine

TheOEclipse Musical Co.
Columbus, O........The Perry B. Whitsit Co.
Dallag, Tex.........Sanger Bros.
Denver, Colo....,...The ClQ(night-Camphcll Music

Dee Molnes, Ia......Mickel Bros. Co.

Detroit, Mich.......Grinnell Bros,

Elmlra, N, Y..,.....Elmira Arms Co.

El Paso, Tex........W. G. Walz Co.
Honolulu, T, H...,Bergstrom Music Co., Ltd.

Houston, Tex......,The Talking Machine Co. of
Texas

Jackeonviile, Fla..The French Nestor Co.
Kansas City, Mo....]. V(&:’ Jenkins Sons Music

0.
The Schmelzer Co.
Los Angeles, Cal.,..Sherman, Clay & Co.
Memphlis, Tenn..... 0. K. Houck Piano Co.

- 7~
Y PAT. OFF,
4

"HIS MASTER'S VOICE"

Atianta; Gs.........Elyea Talking Machine Co. Milwaukee, Wis..... Badger Talking Machine Co
Phillips & Crew Piano Co. Minneapolis, Mlnn..Reckwith, O'Neill Co.
Baltimore, Md...... Cohen & Hughes Mobile, Ala......... Wm. H. Reynalds
E. F. Droop & Sons Co. Newark, N, J....... Collings & Co.

New Haven, Conn...The CHorton-Gallo-Creamer
0.

New Orleans, La....hilip Werlein, Ltd.
New York, N. Y....Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
Charles Ii. Ditson & Co.
Knickerbocker Talking Ma-
chine Co., Inc.
Musical Instrument Sales Co.
New York Talking Mach. Co.
Ormes, Inc.
Silas E. Pearsall Co.
Okliahoma Clty,

Chicago, INl.......,.Lyon & Healy Okla.............. .Oklahoma Talking Machine
Tﬂe Rudolph Wurlitzer Co. Co.
Chicago Talking Machine Co. | Omaha, Nebr..... ..Ross ll’ Curtice Co.
Cinclopatl, O.......Ohio Talking Machine Co, . Mickel Bros. Co.
The Rudolph Wurlitzer Co. Peoria, Ill......... .Putnam:Page Co., Inc.

Phlladelphla, Pa....Louis Buehn Co., Inc.
C. J. Heppe & Son.
Penn_Phonograph Co., Inc.
The Talking Machine Co.
H. A’ Weymann & Son, Inc
Plttsburgh, Pa.....W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.
Standard Talking Mach. Co.
Portland, Me........Cressey & Allen, Inc.
Portland, Ore......,Sherman, Clay & Co.
Richmeond, Va.......The Corley Co., Inc.
Rochester, N. Y....E. J, Chapman Co.
Salt Lake City, U...The John Elliott Clark Co
San Francisco, Cal..Sherman, Clay & Co.
Seattle, Wash....... Sherman, Clay & Co.
Spokane, Wash.....Sherman, Clay & Co.
St. Louls, Mo......Koerber Brenner Music Co.
St. Paul, Minn.....W. {) Dyer & Bro.
Syracuse, N. Y.....W. D. Andrews Co.
Toledo, O.......... .The goolcdo Talking Machine

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

REG.U S PAT.OFF

Victrola No.
$150

Mahogany, oak or walnut

Victrola No.

$275
Victrola No. 120, electric, $315.00
Mahogany or oak

"Victrola

100

120

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

Victor Talking Machine Company

Camden, New Jersey
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How Continuous, Intelligent Advertising
Has a Tremendous Trade-Making Influence

The inclination toward a general let-down in
business activities during the Sumimer that ap-
parently affects so many members of this and
other industries frequently extends to the adver-
tising and the result is a curtailment of publicity
of all kinds during the heated season that is not
only unwise but actually means money lost. No
merchant with the average run of trade would
think of closing his store for three or four months
in the year and then be faced with the subsequent
problem of winning back his customers from
competitors who kept right on doing business,
and vet that same imerchant, or manufacturer, for
that matter, will discontinue or cut down his ad
vertising when what he accepts as the dull period
of the year approaches.

Many erstwhile liberal advertisers fail to real
ize that when their advertising campaigns are
stopped or curtailed for even a comparatively
short period they are checking the business mo-
mentum developed by the advertising already
done and are losing much of the value of the pre-
vious advertising. In fact. the loss in that direc-
tion may come close to offsetting any actual
cash saving through a temporary discontinuance
of the campaign.

The fact that in many sections of the country
2¢ and 25 per cent of the merchants are doing
close to 80 per cent of the business affords strik-
ing prooi of what happens when the majority of
retailers apparently accept things as they come
and rest on their oars while waiting for improved
conditions. The retailer who advertises consist-
ently and persistently throughout the so-called
dull months, even though he may not use the
volume of space warranted during the pre-holi-
day season, is keeping up with the procession,

I
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and although the direct results may not seem to
be large he is at least holding his own with com-
petitors, keeping fairly active, and is maintaining
his status among the merchants of his community
against the time when that status will mean real
patronage.

The modern advertiser doesn't insert his copy
spasmodically as the spirit moves him, but makes
his appropriation intelligently and lays out his

Curtailment of Adver-
tising Checks the
Business Momentum

Developed by Adver-
tising Already Done

uitire campaign for the year so that he knows
just about what proportion of his overhead will
be devoted to advertising. In this campaign
every month in the year is properly taken care
of. with special attention, of course. given to
those months when extra selling effort is war-
ranted, as, for instance, the Fall and pre-
holiday period. TUnder this plan there are no
gaps left in the advertising throughout the year
and the results are therefore calculated to be the
more satisfactory,

That talking machine merchants recognize the
fact that stock copy will not do for Summertime
is evidenced by the increasing number of retailers
who have been presenting sales arguments in
their advertisements calculated to make a spe-
cial appeal at this season. The arguments take
various forms, but are all designed to overcome
the tendency of certain elements to put off musi-
cal instrument buying until cool weather.

The business miafi should no more think of
cutting out advertising at any period than he
would think of closing down his establishment
and taking the sign off the door. His advertis-
ing is what keeps his name before the com-
munity and the regularity with which it appears
represents the power that influences prospective
buyers who select his store from among several
as the one to receive patronage when they reach
the point where they are ready to buy.

Mark Twain's story of the spider that looked
over the newspaper files to learn the address
of a non-advertiser so he could go where his web
would not be disturbed carries a moral that is
just as true to-day as it was when the story was
first told.

USES SONORA TO BROADCAST

The Sonora Phonograph Co. recently received
a letter from the Delta Electric Co., of Worces-
ter, Mass., reading as follows: "It may be
of interest to you to know that this broad-
casting station is using a Sonora and has had
very satisfactory results. In fact, during one
concert the tone of this instrument was so
clear that it was difficult to convince listeners
that we were using a phonograph.”

Five

N.W.

HIS MASTER 'S VOICE™
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Victor Victrolas—Victor Records—Victor Accessories

Sherman 6 ay & Go.

Pacific Coast Distributors

Main Wholesale Depot:
741 Mission Street,

Branch W holesale Depots:

10th and Santee Sts., Los Angeles, California
Corner 13th and Glison Streets

Oceanic Bldg., Cor. University and Post Sts

Seattle, Washington
330 W. Sprague Ave,,

Wholesale Depots for Your Convenience

San Francisco

Portland, Oregon

Spokane, Washington
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ictor supremacy is the |
supremacy of performance

Chaliapin, Jentza,
Schipa, New York Phil-

harmonic Orchestra —

Oak

everv new name added to
the list of famous Victor
artists further strength-
ens the position of every
dealer in Victor products.

Vlctng?zl;o. 90 Victrola No. 130
Mahogany, oak or walnut , 5350 .
Victrola No. 130, electric, $390
Mahogany or oak

Victrola No. 240
$115

Mahogany or walnut

Victrola No. 260
$160

Mahogany or walnut

Victrola No. 280 ,
$200 |

Mahogany or walnut

- *f’r = Vi C t r 0 1 a

"HIS MASTER‘S VOICE" REG.U S PAT OFF.
Important: Look for these trade-marks. Under the lid. On the label.

Victor Talking Machine Company

Camden, New Jersey
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| PLANS FOR DEVELOPMENT OF FALL TRADE

ITHIN a few weeks vacationers will begin to flock back to their

homes to settle for the Winter, and the season will arrive when
talking machine dealers will find the opportunity for cashing in on
the efforts and advertising of the Spring and Summer months and
realize sales in increasing numbers.

Of particular interest this year has been the great volume of
business done in portable talking machines of various types. A num-
ber of dealers have been frank to declare that the sale of portables,
and the records that go with them, have proven their salvation during
the Summer months. As talking machine values go the sale of a
portable model does not represent a big transaction in itself, but it
has a double value that should not be overlooked, because, for every
portable model that is sold to the owner of a large cabinet machine,
there are probably two sold to those who own no other machine.
Therefore, it behooves the retailer to comb over his list of purchasers
of portable machines very thoroughly with the idea of interesting
them in larger models for installation in their permanent residences.

The idea is not a new one in any sense, as for years dealers
have sold small models of machines with the idea of exchanging
them for large cabinet types when the interest of the purchaser had
been aroused to the proper pitch. There is no question but that
many portable machines have acted as missionaries in acquainting
individuals with the musical possibilities of the talking machine and
accompanying records, and this new appreciation is ready to be capi-
talized by the retailer who understands it and follows it up ener-
getically. In other words, the list of buyers of portable machines
does not represent a list of closed machine accounts, but rather a
prospect list for larger sales.

I KEEPING THE BUSINESS HOUSE IN ORDER

ONDITIONS in the talking machine trade, and for that matter

in business circles generally, during the past few months have
been calculated to lend considerable importance to the question of
dealer financing, and there has naturally been much discussion of
this subject by the dealers themselves, as well as by manufacturers
and wholesalers. .

The question of financing retailers who make a practice of selling
on instalments has been a pertinent one in many 'ines of business,

and has only been partially solved in many instances owing to the
credit conditions frequently involved.

The fact that instalment paper is often frowned on by bankers
is not because it has little intrinsic value, but because the payments
are so long drawn out that it means a tying up of the banker’s
money for a lengthy period, and represents an investment rather
than a loan. This condition has prevailed particularly in the piano
trade, where credit terms of from thirty to forty months or more
are common.

A banker in discussing piano paper recently pointed out that
bankers were not enthusiastic about long-time paper, but desired a
quick turnover, despite the fact that his experience has shown that
even long-time piano paper paid 100 per cent as a general rule if
collections were carefully followed.

In the light of the experience of other industries, there appears
to be no reason why talking machine dealers cannot keep their
business houses in order and do business on terms that will make
their instalment paper attractive to bankers. The average talking
machine insta'ment contract is paid out within the year and in a
goodly proportion of cases can be so arranged as to pay out within
six months or so. While this business may not appeal to bankers
quite as much as call loans, it nevertheless compares very favorably
with the usual run of commercial paper.

Talking machine dealers have the advantage of seeing what
long-term contracts have done to retailers in other fields, and can
very easily make it a point to avoid those pitfalls and keep their credit
terms within rearon. Simply to charge interest on a long-term
contract does not solve the problem, because that means the dealer
himself is acting as banker. What he wants is to have his instalment
paper in such shape that it represents a more or less liquid asset
and attractive collateral.

The easing up of the financial and banking situation and the
reduction of discount rates by Federal Reserve Banks is calculated
to benefit the retail merchant who is doing an instalment business,
but doing it conservatively and on a sound credit basis. He may
perhaps in a pinch have to go to a discount company to tide him
over, but the bulk of his paper, and ordinarily a sufficient amount to
keep him going if he has adequate capital to start with, should he
discounted by his regular bank. Where there is lack of capital at
the outset, there are few financing plans that will bring relief except
at a premium almost prohibitive.

The talking machine dealer handling nationally known and estab-
lished lines of machines and records has substantial collateral in his
good will and franchise rights, as well as in his instalment contracts.
If his business ability and integrity will stand the test, it is to be
assumed that he has a genuine opportunity to build up and maintain
a substantial volume of business under the protection of definite
selling rights. He is dealing in a product that ordinarily suffers
little, if any, fluctuation in value, and if he deals with his customers
on a sound credit basis his standing with the bank should be assured.

The danger lies in offering extravagant and unsound terms in
an anxiety to increase sales volume without giving thought to the
individual financing problems of the immediate future.

| WEDDING THE FILM AND “TALKER” RECORD

N several occasions during the past year or so there have been
published reports of more or less successful attempts to produce
talking moving pictures, through the synchronization of the motion
picture film and the talking machine or through some of the several
announced systems for registering sound waves on the motion picture
film itself through the medium of light.

The talking machine trade is naturally interested in those projects
for the reproduction of talking pictures that make use of the talking
machine in its present state or in some specially developed form.
But the trade should also be interested in the other experiments being
made, especially those concerning the photographing of sound waves,
which may be expected, if carried out to a successful conclusion,
to have some direct or indirect effect upon talking machine record
production of the future.

At the present time the talking machine record in its accepted
form has reached an acknowledged high state of development, but
even the most enthusiastic will hesitate to declare that the final point
of perfection has been reached, If no improvement in records or
recording systems were to be expected in the future the industry
would be in a bad way, for there would be nothing to look forward
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to. Hence e\perlments in sound recording and reproductlon along
whatever line they are conducted, are of mterest to the trade, not
<0 much for what they offer at the present time as for the possibilities
they hold for the future of the industry.

I JUSTIFICATION FOR TRADE OPTIMISM !

HOSE who see a substantial improvement in business for the

next Fall and Winter are likely to find justification for their
optimism in the reports of the many retail concerns which have been,
and are, spending many hundreds of thousands of dollars in the
aggregate to enlarge and remodel their quarters in anticipation of
the business to come.

It is all very well to talk about a possible improvement in busi-
ness conditious, and to tell the other fellow just how good things
look. but when an individual or concern goes to the extent of in-
ves‘ing hard cash in new and better equipment to take care of better
business there must be something substantial upon which to base
future calculations.

It is significant that practically all the moves reported in the
trade are towards expansion and improvement. Those who have
“given up the ghost,” or who have resorted to a policy of conser-
vatism, are so far in the minority as to be insignificant, which is an
added reason for the prevailing feeling that a much heal hier condition
may be expected.

l RETAILERS MUST BE AGGRESSIVE TO WIN

T no time in history was it so necessary to be aggressive in the
retail field as to-day. The dealer or dealers who are going to
command the largest measure of Success are those who are giving
serious thought to the question of presenting their establishment and
the product which they handle to the public in a manner to invite its
support and confidence. There has been a slowing down of things

in the talking machine field, largely because there has been a slowing
down of effort on the part of the trade.

The World has recorded time and time again that where individ-
ual dealers have made extraordinary efforts to get after trade they
This has been done without any sacrifice of

have been successful.
prices or special sales.
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unusual methods of personal contact—Dby analyzing the conditions
prevailing in the dealers’ territory and hecoming acquainted with th
people who have as well as those who have not machinc )
Dealers must get away from the idea that trade is coming thei
way without effort. It is not. Those days arc past and he wh
sticceeds to-day is the man who is getting out of the beaten track
and building up his trade by methods that are out of the ordinary.
Thinking men, not automatons, are going to win the largest
of success the coming TFall and Winter.

| RADIO APPEAL IS ON BASIS OF MUSIC

FACT in connection with the selling of radio equipment that

has not escaped the attention of those who are interested in

the possible effects of the existing radio craze on the sale of musical

instruments is that in the great majority of cases the appea the
buyers of radio receiving sets is miade on the basis of musi:

A member of the trade who has had considerable experience in
radio is authority for the statement that the men who have to do
with the selling of radio equipment have practically abandoned most
of the arguments looking to the sale of receiving sets except that
based upon the class of music broadcasted and which the owner of
a set can listen to in his own home.

It has been found that the average fan is not enthusiastic over
the fact that he can listen to lectures on the care of infants or of
hogs or reports of crop conditions and of the weather, by means
of the radio. Even the fact that news is broadcasied apparently
means little to the average man unless it be, perhaps, the scores of
baseball games or the results of prize fights. What geté 2n imme-
diate response is the statement that certain groups of artists, whe'her
classical or jazz, are playing at broadcasting stations

So long as music holds such a high place in the radio world;
so long as the chief appeal to the purchaser of radio equipment is
that of music he can hear, sellers of musical instrumen!s need fear
no permanent harm to their business. Whether the music merchants
as a class will eventually act as distributors for radio equipment is
beside the question. The thing that should interest them most is
whether radio is going to injure or help their business, and in the
long run it may be ewpected to prove beneficial rather than otherwise.

Business has been developed by recourse to
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Victor Scholars

part of Good Selling.

will tell you.

‘““Desire to Serve—Plus Ability’’

T _L..LJJ ’_LLU.'.I'.UJi:e;"

Pearsall Service 1s an essential
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Ask any Pearsall dealer—he
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Getting Out of the Beaten Path in Making
the Effective Selling Appeal
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In the Summer there are hound to come some
dull days—people are away on vacations, and
those at home do not want to venture out in the
heat unless it is absolutely necessary. Instead
of sitting back and waiting for business to revive,
Cline Vick. of Carterville, 1ll., goes after the
trade that refuses to come to the store. On dull
days Miss Griggs. the saleswoman in charge of
the talking machine department, selects a few
rccords from her stock, places them in an en-
velope, takes along the general record catalog,
with the latest monthly supplement, and starts
out. She makes up a list of persons to be visited
before starting out, selecting her records ac-
cording to the class she intends to visit. For
example, if she intends to call on old women she
takes religious and old-time songs; if middle-aged
people, she takes both old and new selections,
but of a conservative nature; while if she intends
to visit young matrons she takes the liveliest
dance music and the snappiest songs from the
new musical shows. She calls only on those she
knows possess a talking machine and rarely re-
turns with orders for less than ten records. She
mnakes it a point to do all her calling in the after-
noon. as she figures the average woman will have
her housework over and be in a more receptive
mood by that time. She never goes out on Sat-
urday or Monday, the busiest days of the house-
wife. If she gets a call for a record she does
not have with her she makes a note of it and the
store delivers it the following morning. Being of
a pleasing personality these personal calls put the
store before the public in a very favorable light.
Even when no purchase is made much good is
accomplished, for Miss Griggs leaves her card
with the 'phone number of the store printed on it,

and suggests that the patron call her up when
records are needed for special occasions.
Appealing to Sentiment

The McKelvey Co.. Youngstown, O., has been
very successful during the past few months in
arousing interest in records by means of circular
letters which it sends out at intervals. Like all
live-wire concerns, it has a complete list of all
purchasers of records and at intervals Mr. Dan-

R

Constructive Selling

Appeals by Well-
known Dealers W hich
Are Entitled to Consid-

eration and Emulation

_____ (TR Il

forth, the manager, picks out some new record,
writes a human interest story about it, and mails
the letter to everyone on the list. The enter-
taining manner in which the selection is talked
about results in many requests that it be sent
out, and in all events it keeps the firim and its
rccords constantly before all lovers of the talk-
ing machine and causes them to iustinctively drop
into that store when in need of new records.
Getting the Trade of Music Students
All music teachers and students realize that

For You ‘Alone
L
Enrico (aruse

Myr. Victor Retailer—

Would you spend 15c to bring a customer into your store
and keep your name constantly before a Victrola owner?

We’'ll say you will! That is why we will send you a free
sample on request of our Advertising Sales-Building Record

Brush.

YOUR ad inserted without extra charge.

KNICKERBOCKER TALKING MACHINE CO.

Victor Wholesalers

138 West 124th St.

New York City

&

. By W. Bliss Stoddard

proper interpretation of a piece of musit is one
of the greatest elements of success, and it is
strange that more dealers have not seized upon
this phase of phonograph publicity. By the use
of talking machine records the best music of
every period, sung hy the greatest artists, is as
available for the student in the smallest hamlet
as in the largest city. Several of the live-wire
dealers have thought of this, and the way in
which they have worked up a big music student
trade should prove of interest to others. In
talking to a special class newspaper advertising
is of little value—or rather it is an expensive
manner of reaching them—and the firms who have
given it careful consideration regard the careful-
ly written circular letter as the hest means of in-
creasing business. This letter should be made
as individual as possible, and the subject pre-
sented in an interesting manner. Two letters
recently sent out by firms in different parts of
the country might well serve as models which
each dealer could adapt to suit his own partic-
ular clientele. .

The first sent out by the Morehouse-Martens
Co.. Columbus, O., read as follows:

“Miss Dorothy Moore,

“1720 Devon Road, Columbus, Ohio.

“Dear Miss Moore: Knowing of your inter-
est in vocalization or a well-trained voice, and
fully appreciating the difficulty encountered iin
the training, it affords us much pleasure to offer
the Oscar Saenger course for consideration.

“We sing a great deal by imitation; then, of
course, the artist’'s own interpretation means
much. We helieve you could follow no better
leaders in coloratura work than Galli Curci, Gar-
rison or Tetrazzini. They all sing Charmant
Oiseau from Perle de Bresil, each perhaps dif-
ferently, vet from each you can get a splendid
thought that you may apply to vour own work.

*“All the necessary technique and exercise for
the development of perfect vocalization are pro-
vided and explained in Oscar Saenger's own
school. Mr. Saenger is, and has been, the
teacher of such artists as Althaus, Garrison,
Jacoby, Rappold, Baker, Scott and Hempel. We
know it to be a wonderful advantage to be able
to possess these lessons.

“In our music room we have all of the Victor
artists’ records, and desire to give you such serv-
ice as will enahle you to enjoy and appreciate this
much-prized course. Yours very truly,

“The Morehouse-Martens Co.”

The second letter, sent out by the Victrola de-
partment of the Rosenbaum Co., Pittsburgh, Pa.,
read:

“Galli Curci sa‘d, "The Victrola has been my
greatest teacher.” With this statement in mind
we wish to tell vou of the real value the Victrola
and Victor Red Seal records can be to the music
teacher and student.

“By listening to the records of the Red Seal
artists you can benefit by their masterful rendi-
tion of many of the world’s famous compositions.
You can study opera with Caruso, Melba, Farrar
or Scotti: oratoric with Even Williams, Louise
Homer, \Witherspoon; concert songs with Mc-
Cormack, Alma Gluck, de Gogorza. Galli Curci or
Mabel Garrison; you can study violin with
Heifetz, Kreisler, Elman. Maud Powell or Zim-
balist; violoncello with Hans Kindler; piano with
Paderewski, Cortot or Rachmaninoff.

“You can repeat their records as often as de-
sired and. by playing over the part you are par-
ticularly interested in, become familiar with the
artist's vocalization and interpretation.

“We extend an invitation to the music teach-
ers, musicians and students of Pittsburgh to come
to our Victrola department and make use of our
large library of Victor records. We will gladly
play any of them for you at any time. Yours
very truly, The Rosenhaumn Co.”
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PEERLESS ALBUM

The Incomparable Medium—

RESPONSIBILITY

ALKING MACHINE

DEALERS, as a class,
have a reputation for be-
ing merchants. Too, they
are looked upon as leaders
in the community in cul-
tural development along
musical lines.

There is no other indus-
try today in which so
much educational enter-
prise Is necessary, where
so large a responsibility
devolves upon a merchant
to step out of his store and
take an active part in the
social and domestic affairs
of his neighbors.

In this position it is an
easy matter for the talk-
ing machine man to com-
bine his altruistic and
commercial endeavors and
concentrate them upon
one focal point—A REC-
ORD LIBRARY IN THE
HOME.

The PEERLESS REC-
ORD ALBUM is the one
incomparable medium for
accomplishing notable re-
sults along these lines.

el A

for a thousand and one
different merchandising
plans 1n connection with
records. But there is one
plan you can depend upon
as offering the greatest
opportunity for steady,
constant sales. It 1s the
Home Record Library
plan.

nd-‘* m German

and /”5.51; Jelemon.s
2Restr 4 Mo &/

To the consumer

PEERLESS
—the Album

Stands Steadfast and Reliable as:—

A protection to fine and expensive records.

A means of classification for the HOME RECORD
LIBRARY.

An incentive to collect and preserve the world’s best
music.

A storage house for the overflow of records from the in-
strument cabinet.

To the talking machine dealer

PEERLESS
—the Album

is an ever-ready business partner
which means:—

[5LTFE /NSU? WL FOR
{ YOUR EXPENSIVE REC™'S

INSIST ON THE
GENUINE-IT COST
NO MORE -

An additional service to the
patrons of your store.

An actually profitable item of
constant demand.

An implanted idea which brings
customers back to your store for
more records.

the ALBUM

Display This Sign—It Will Sell Peerless
Albums for You—Send for Yours at
** Once.

An accessory as important to your business as rubbers are to the
shoe man.

It Does Make-A Difference What Albums You Sell

PEERLESS ALBUM COMPANY

WALTER S. GRAY
San Francisco
942 Market St.

PHIL. RAVIS, President
636-638 BROADWAY
NEW YORK

L. W. HOUGH
Boston
20 Sudbury St.
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PUT CAN'T

By EDWARD FRASER CARSON

I[N THE CAN

=1 can't” gives up ere the fight begins,
In fear of the stnfe and stress.

‘I can” \\111 t quit with a sig
But "“I W LL” is I\SURED SUCCESS

I never have heard who the author was of the
above, but that quatrain hits the nail squarely on
the head. Cut it out.
Paste it in your hat or
over your desk. Read it
once in a while. And
Can the Can't.

Don’t think because
vou have failed ONCE
that you never will suc-
ceed. Don’t be discour-
aged, If things go
wrong keep smiling and
keep going. Keep go-
ing, keep at it even if
you don't smile—though
vou will find it consid-
erably easier if you do.

The greatest successes in the world have come
because some man didn’t know he was licked.
Every time fate knocked him down he bobbed up
serenely and took another wallop at it. And in
the end he WON.

Edison, \Whitney, Westinghouse, Wright,
Stephenson, Columbus—in every line of endeavor,
whether invention, discovery or otherwise—they
all kept everlastingly at it. And to-day they
have statues and streets and rivers and conti-
nents named after them—just because they put
Can’t in the Can.

In fact ALL of the really BIG THINGS of life
are made possible only after repeated failure. For
failure is the goad that drives genius on to its
goal—SUCCESS.

And it is right that it should be so. Success
wouldn’t be worth while if it came without ef-
fort. What we get for nothing is seldom worth
more than the price we pay for it.

Remember the story of Robert Bruce. Six tines
the Scottish leader had been defeated. Six times
he had been forced to retreat. Six times he had
failed.

Retiring from the last field of battle he stopped
at a cottage to refresh himself and when resting

Edward Fraser Carson
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awhile he watched a spider spinning its web.

The spider would lower itself on the end of its
web from the top of the door and then try to
swing over to reach the jamb. Time and time
again it failed. Six times its efforts were thwarted.
But again it tried and the seventh time it suc-
ceeded.

Hope again thrilled the breast of the warrior.
He had learned a lesson. Gathering his follow-
ers about him he bravely returned to the attack
—and was victorious.

So runs the story. Maybe it is true. Maybe
not. But that makes no difference. The lesson
is there for him who reads to learn. You CAN
succeed if you refuse to be beaten.

You may be a salesman, prize fighter, mail
clerk or merchant—it makes no difference. You
have your problems. Everyone has. You may
oftentimes get discouraged. Often it may seem
that the only thing to do is to lie down and quit.
That is the time to do just the opposite.

No matter what your task may be you CAN
succeed. And you WILL if you persist.

Don't be a quitter. Take pattern by the bull-
deg. Nothing can discourage him. He will fight
as long as he has strength to stand. And even
in dying he will close his jaws on his antagonist
—and nothing can pry them loose but death
itself. A kick only makes him more determined to
rut over the job he started out to do.

If you will only shoot often enough you are
BOUND to hit the bull’s-eye.

ALBUS CO. IN NEW QUARTERS

LoursviLLe, Ky., August 3—The Albus Talking
Machine Co. is now located in its new big store
in the Commercial Hotel Building, where in quar-
ters double the size of those formerly occupied a
very attractive display is made of Strand console
model talking machines and Okeh, Emerson and
Gennett records. Mr. Albus has been in the
business quite some years, and during the war
did a large trade in the way of repairing for the
great army of soldiers who were at Camp Taylor.

The repair department, then as now, is in charge
of Mr. Smith.

THE INSTOUNMINT OF QUALFS
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The superiority of the Sonora is as marked
as the ease with which it sells.
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- LOESER & CO. ADD RADIO STOCK

Popular Brooklyn Store Operates Fine Radio
Department in Conjunction With Music Sec-
tion—H. E. Erickson in Charge

A spacious radio department was recently
opened by Frederick Loeser & Co., Fulton

‘street, Brooklyn, N. Y., as an adjunct to their

talking machine department. The new depart-
ment is modernly equipped and is under the
management of H. E. Erickson. The products
of the Radio Corp. of America and Westing-
house radio supplies are handled.

In connection with the merchandising of
radio outfits and supplies, Mr. Erickson stressed
the necessity of service of a high order. “Nine
out of every ten people entering this depart-
ment do so for the purpose of making inquiries
regarding the relative merits of the different
outfits,” said Mr. Erickson, “and it is up to
those connected with the department to give
out intelligent and courteous information be-
cause the inquirer of to-day may actually be
in the market next week or the week following.”

KEEPS MAILING LIST UP TO DATE

H. V. Beasley Music Co. Evolves Effective Plan
for Keeping Mailing List Straight—Saves
Waste and Unnecessary Expense

TexARKANA, ARK., August 3—The H. V. Beas-
ley Music Co., 111 East Broad street, this city,
Victor dealer, has evolved a simple and effective
plan of determining whether prospects are in-
terested in its line of instruments. A folder
with a tear-off return postal was mailed to all
persons listed as prospects. The text of the
folder was in the form of a questionnaire, asking
if the recipient were interested in a talking ma-
chine or records and to notify the concern
promptly of any change of address. The re-
sponse was good and from this the concern
revised its mailing list, with the result that
considerable time and money are now saved in
the useless mailing of literature to disinterested
persons.

RADIO BUGS HAVE HOUSE ORGAN

Organization Formed by Fay Luyster, Manager
of Cline-Vick Victor Interests, Issues Snappy
Little House Organ—Is Full of Pep

The Egyptian Radio Bugs, an organization
composed of radio enthusiasts and those dealing
in radio outfits and supplies, formed recently
through the efforts of Fay Luyster, live-wire man-
ager of the Victor department of the Cline-Vick
Stores, which operate branches in a number of
Illinois towns, with headquarters in Marion, have
just issued the first number of a house organ,
cntitled Egyptian Radio Broadcasting News.
The publication is well edited and contains live
news pertaining to radio as well as club notes.
Mr. Luyster is one of the most active and ag-
gressive persons engaged in the merchandising of
talking machines in the State of Illinois. Besides
his duties in connection with the management of
the Victor department of the Cline-Vick stores
he edits the music section of one of the local
papers.

RECORD SERVICE AIDS SALES

Victor Dealer Sends Selected List of Records to
Customers for Try-out Each Month—Service
Produces Very Satisfactory Results

SprINGFIELD, Irp., August 2—"A New Kind of
Record Service” is the title of a small folder sent
to customers by R. L. Berry, Victor dealer, of
this city. These folders have been indirectly the
means of increasing the record business of this
concern. The message contained in the folder

tells of the willingness of the concern to send to

customers each month a special selection of rec-
ords for a ‘“try-out,” with the privilege of ex-
change within two days. The record selection is
suited to the taste of each customer. =
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“When cMarconi heard

- the AERIOLA GRAND

“It comes closest to the dream I had when
[ first caught the vision of radio's vast
possibilities. It brings the world of music,
news and education into the home. fresh
from the human voice. It solves the
problem of loneliness and isolation.

“The Aeriola Grand is at present the

© Underwood & Underwood

constructing receiving sets for the home—a product of the
research systematically conducted by scientists in the lab-
oratories that constitute part of the R C A organization.”

Perfect in Tone Quality

In tone quality, in simplicity of ma-
nipulation the Aeriola Grand is un-
rivalled. A child can snap the switch
and move the single lever that tunes
the Aeriola Grand and floods a room
with song and speech from the
broadcasting station.

The Aeriola Grand is a product of

Backing the Dealer with

The Aeriola Grand and other R C A
receivers will be nationally advertised
in the Saturday Evening Post, leading
radio, electrical and musical magazines,
and the principal newspapers of the
country.

Think of this vast circulation, aggre-
gating 10,139.000, and what it means
to every R C A dealer with a stock of
Aeriola Grands on hand.

orporation
= of America
of merica

10 South LaSalleSt.
Chicago. 111.

SaluDEpl.,Suilz 2076
233 Broadway
New York City

supreme achievement in designing and

—FEasy to Manipulate

the research systematically con-
ducted by the engineers of the Radio
Corporation of America and the com-
panies affiliated with it. Because it
has been so carefully designed, be-
cause it embodies the approved prin-
ciples of the foremost radio engi-
neers, it will give pleasure for years
after it has been purchased.

National Ad vertzsmg

There is a
radio set for
every purse
—Retail
prices range
from $18
up
Aeriola
Grand with
stand
Retai! price
S350
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Co-Operation of Sales Force Necessary to In-
sure a Larger Volume of Sales .

[
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“Only by mmproving our methods can we hope
to make more and easier sales,” observed a talk-
ing machine dealer the other day. “It is not alone
my own experience upon which I must rely;
every individual salesman must play his part and
be on the alert seeking and thinking about im-
provements which should make for better sales-
manship.”

Other talking machine dealers may be inter-
ested to know just what nowel tactics this par-
ticular merchant is using in order to bring about
improvements in his establishment. He dis-
tributes cards each day to the individual sales-
nien for the purpose of recording any new sug-
gestions that may crop up. The salesmen are
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also directed to jot down such remarks as may
hint of further improvement i the store. Many
of these suggestions and remarks, naturally, are
based largely on the salesmen’s ohservation while
waiting upon different customers. Let us show
specifically how this idea works out.

One salesman, during his experience in this
store, has noticed that a certain customer dis-
likes to be accompanied to a booth while trying
out a number of records. Well and good. That
very fact may justify jotting down for the bene-
fit of other salesmen mho may not yet have
waited upon that particular customer. He will
jot down, for instance: “The tall, avell-built chap,
who usually comes in before noon, greeting
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the whole line.

Display them.
public on the new

Established 1817

Two Good Reasons

Why Bubble Books
Will Go Big This

two new Bubble

“Child’s Garden of Verses” '
“The Chimney Corner’—just ready to ship, are
going to help you to big Bubble Book sales this

These splendid books will give new life to

Talk them up.
books, and you’ll
will come back for the old ones, too.

BussLE Books
“that Sing ™

When you sell one you sell a habit and when
you sell a habit, you're building business.

HARPER & BROTHERS, BUBBLE BOOK DIVISION

Franklin Square

Fall

Books — No. 13,
and No. 14,

Start vour

find they

New York, N.Y.
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By F. V. Faulhaber
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‘Mornin'’, which we all can hear, dislikes to
be bothered when trying out records. I usually

sell more to this customer when I let him be by
himself.”

Another suggestion will be: “Mrs, Doring, who
comes in here quite frequently, never buys any
popular records and seems to show impatience
when offered any, or when you discuss them. She
dotes on classical pieces. I find that by showing
her some old ones which she may have missed I
make a hit with her, and many additional sales
result.  She delights in discussing classical
pieces.”

Then we have: “Never keep Mrs. Bardell, that
stout woman, waiting for any records for which
she inquires. She is very impatient. She usually
comes in here, asking for about seven or eight
records, which she has listed on a piece of paper.
[ give her the first one I find that she wants,
then she makes a bee-line for a booth. The first
few times she came in here I used fo keep her -
waiting until I found those we had in stock
which she had asked for, during which time she
had indicated her restlessness and shown a ten-
dency to grumbling.”

Then we have the hint: “Let’s have Barton
(meaning the porter) unpack those cases in back
of the store. A young lady nearly tore her dress
on a nail protruding from a board at 10.50
to-day.”

Who cannot see the possibilities in the fore-
going suggestions? These cards are collected
daily and during such times when the business
is slowest a conference ensues relative to subse-
quent sales policies, discussing the various re-
marks and suggestions for the -benefit of all, lay-
ing particular stress on the most important.

[t will pay all the salesmen in the talking ma-
chine retail establishment to know that the cus-
tomer who loudly greets “Mornin'!” wishes to
try new records by himself; that Mrs. Doring
wants to know nothing about popular pieces; that
the stout Mrs. Bardell wants action, and that
it is out of place for Barton, the porter, to un-
pack his cases in the front of the store. Herein
are suggestions for other talking machine dealers.

USES TIMELY PUBLICITY

Pacific Coast Columbia Dealer Features Attrac-
tive Sales Message—Publicity Produces Sales

San Peoro, Car., August 5—The San Pedro
Furniture Co., of this city, Columbia dealer,
recently carried an attractive full-page adwver-
tisement on the back cover of The Periscope,
the official magazine for the United States Navy
boys on the Pacific Coast. This advertisement
was headed “How About Your Divisional Pho-
nograph?’ and featured a liberal offer to the
sailors in order to encourage them to include
a Columbia Grafonola as part of their divisional
equipment.

An interesting feature of this advertisement
was the use of an illustration divided into four
sections, entitled “The Demonstration,”” “The
Sale,” “A Friend for Life,” and *Personal De-
livery.” The page attracted counsiderable at-
tention and the San Pedro Furniture Co. received
direct results from the use of this timely pub-
licity.

ENJOYED VACATION AT LAKE PLACID

Amos E. Russell, manager of the talking ma-
chine department of the Cluett Store, in Troy,
N. Y., and president of the Music Merchants’
Association, of that city, has just returned from
a very pleasant vacation spent at fhe Lake
Placid Club, Essex County, N. Y. Mr. Russell
reports a decidedly better condition in the rec-
ord field, and is optimistic regarding trade gen-
erally for the Fall.
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[Joseph T. Lange, educational manager of System Mag-
azine, talked on “Salesmanship and Selling Musical Mer-
chandise” before the dealers who attended a recent meet-
ing at the Knickerbocker Talking Machine Co., New York.
His remarks are of more than wusual interest and we are
passing them along to our readers because of their general
application to the development of sales in the talking ma-
chine business.—Ep1Tor.)

If business isn’t good or if business is bad, it is
Lecause of a definite law that underlies it. There
15 one law of life and that is we must give if we
would get. The sooner you recognize this iaw
the sooner you will find business much better.

The best thing I can give vou, outside, of
course, of an order for V\ictrolas, and then I
couldn’t use more than one at a time, is ideas on
how to serve the other fellow in order to get his
business, and [ will try to give you a short talk
cn this subject, near and dear to your heart.

\Whether you are an owner or whether you are
a clerk, there are only three things that any man
can sell, and we are selling one or the other of
them from the time we leave the cradle until we
enter the grave. The first is the idea, the sec-
ond, merchandise, and the third—service. Those
are the only things any man can sell and we are
engaged in selling one or the other of them all
the time. If you are not as successful a mer-
chant or salesman as you would like to be, or as
others are, it is not the fault of the proposition,
but the fault of vourself. You have failed in
selling one of these three things.

Every normal being wants to succeed. If you
are not succeeding you have failed to develop
factors in yourself and instill them into your
clerk or clerks.

Everything is a condition of the mind and has
to do with the mind. There are plenty of men
doing time in the prisons to-day who have a
better brain than some of you or I have. They
failed to develop the part of the brain where the
sense of feeling is. The only physical factor has
to do with endurance. If vou are not succeeding,
or it business isn't good with you, it would pay
you to hesitate and analyze yourself or your
business, or those who represent you in business,
and you can tell in a jiffy why a clerk is suc-
ceeding or failing.

I assume you are all hustlers, reliable busi-
ness men, all willing and all physically fit, with
staying qualities, and I now want to talk upon
the subject of your ability.

The only reason that you have for living, or
that I have for living, is because we serve, and
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By Jos. T. Lange

in the proportion we give, in the same proportion
we receive. If you give little you get little. The
hobos are giving nothing; they are getting noth-
ing. Some business men are giving very little;
they are getting very little. In order to give with
a view to getting you have got to develop your-
self and multiply it into those who are working
with you. You have got to develop head, hand
and heart and then go into the business with a
view to giving service to the people. Don’t give
poor service, give quality of service. You will
get customers, which will mean money, content-
ment and growth as your reward.

Selling is a science, the same as medicine. Many
men have never taken the trouble to find out what

: |
There Are Only Three
T hings Any Man Can
Sell—First, Ideas:;
Second, Merchandise,
and Third, Service

T

the fundamental principles are. Some clerks
have no knowledge of them, which is the reason
why many customers are not sold when they
come into your store, although they are brought
in as a result of the advertising which the Vie-
tor Co. and you get out. The reason for this
is that salespeople often do not consider the
customers’ reasons for visiting the store.

In retail selling customers enter the store be-
cause anything we are wvitally interested in
we want to own. They come in with the idea of
buying and sometimes these customers walk out
without buying. Everything in life is based upon
law, as I said hefore. No two objects can fill
the same space at the same time. The same is as
true of the mind as of a teapot. \We can coii-
centrate ounly on otie thing at one time. \When a
person comes in to look at a Victrola it shows
there is a desire there to own it although he
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may not come ni right then to buy it
a study of the mind. As soon as the salesman
pours something into the mind of the customer
that pleases him, that results in the sale. Just
as soon as you pour something int hat cus-
tomer’s mind that he does not like or wan
claps the lid right down and walks out and sa
"I am not interested.” The next step is desir
Thousands of people who have a desire to own a
talking machine or automobile do not, becaus
there lias not been aroused in back of that de-
sire as a result of the advertising anything to
bring a definite motive. If your salesman could
arouse in the minds of more of the custoners
who enter your store definite motives for their
taking the action you would carry them all to
the top, which is the making of the sale.

Four motives prompt a man to own a talking
machine, or to do anything, even to committing
nwrder.  The first motive that prompted the
action was the motive to gain or make money. If
you can show people where they are going to
carn in dollars and cents by owning a machine
or anything else it would be easy to close a
sale. T might buy a Victor machine to-day. I
didn’t buy it to satisty gain because [ couldn’t sell
it to-morrow for what I paid for it to-day. 1
was the merchant who gained in dollars and cents.
I bought it to ultilize. I purchased a Victor ma-
chine five years ago and have never spent a
nickel on it since. The utility of that machine
was very good. I bought a Victor because I
wanted to get the best the market had, which
suited my pride. You must play upon the pride
of a prospect. That is anotheér strong motive.
John \Wanamaker carries six million dollars’
worth of insurance, which takes in all three mo-
tives mentioned, gain, wutility, pride, as well as
the fourth motive, and that is caution. None of
us knows when we are going to kick in (to use a
slang expression) and we buy insurance be-
cause we are cautious and to take care of those
who are dependent upon us and are dear to us.

Make the customer feel about it as we feel
about it. After vou get the order and after the
Victrola is delivered, and after payment is re-
ceived, you must recognize one more step. That
i1s the step called satisfaction. So many men
overlook that step in business and work on the
basis to get. not to give. Your individual suc-

(Continued on page 18)

Selling is

TELEPHONE NUMBERS
FITZROY 3271—3272—3273

“Ormes Really Means Exceptional Service”

ORMES, Inc.

Victor Wholesalers

15 West 37th Street

REG. V.S PATQFF

DEFINING ORMES SERVICE

just giving so-called service to
our dealers.

Ours must be Exceptional to satisfy us.

That’'s why we have been saying for several years—

We are not content with

New York
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A Portable of Distinction

INTO the Columbia Portable Grafonola have been
built the requirements of the finest musical instru-

. ment. Sturdy and compact in form, it has still all the

best reproduction features of the cabinet Grafonola.
From the sound chamber in the upper lid, regulated by
adjustable tone leaves, there is produced a volume of
tone which will surprise you. And the scientific per-
fection of its construction loses nothing of the sweetness
and purity.

Here is an instrument that is always ready to play.
Every part has been cleverly fitted into this small
cabinet in the most convenient position. Lift the lid,
insert the winding crank and everything i1s ready. The
Columbia Portable will find a place of usefulness in
every home. The young folks can move it to the porch
for summer evenings of dancing and the children can
make it their own. Its sturdy construction is made to
withstand the hardest usage.

For vacation time it is an ideal partner—an asset to every
outing. Music out of doors—on the river—at the summer
camps—on lawn parties—picnics—what a sales vista this
opens up among your customers.

Into the Columbia Portable Grafonola go only the finest
selected materials and careful workmanship. You will be
pleased at the perfection of detail of this instrument. Metal
tops fit tightly over the needle cups when the cabinet is closed,
and every part fits snugly for a journey. The handle of the
case has been given a perfect adjustment, which makes carry-
ing easy. You will not find such a list of sales features em-
bodied in any other portable.

You can make many sumimer sales with this instrument
that you can make in no other way. Put it on display in your
windows and its appearance alone will produce inquiries.
Demonstrate its compactness, its lightness, its perfect musical
qualities, and sales will follow.

COLUMBIA GRAPHOPHONE COMPANY

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

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

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

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

e— Needle cup covers seal needle cups when cover
is lowered for carrying.

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

Portable

Grafonola

' A3 s
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g— The position of the winding spindle gives the
crank a wide swing which permits easy and safe
winding of motor.

h— Complete exterior is covered with the best grade
of heavy black Fabrikeid.

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

j— The inside is finished in highly polished Red Ma-
hogany which, with the highly polished nickel parts
and black Fabrikoid exterior, makes this instru-
ment very attractive in the playing position.

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

|— Winding crank is conveniently positioned here for
transportation.

m— Ingenious safety catch permits dust-proof closing
of cover.
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SELECTING THEIR FAVORITES

The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

To the Trade:

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 Office, 54 Franklin Street, Telephone, Franklin 1227, James E. Maguire, Representative

Our Record Album factory—all or any part of
it—is at your command. Hundreds of customers
can and will gladly testify as to the good quality of

Our large and growing business is due to satis-

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

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

THE PERFECT PLAN

TALK ON SUCCESSFUL SALESMANSHIP
(Continued from page 15)

cess depends financially upon your doing all you
can for a customer after a sale is made. The
best reconmmendation anyone can give you 1s a
personal recommendation. For instance, 1 a cus-
tomer knows of a friend who wants to buy a
talking machine and he says to him, “Buy it from
Mr. ———— the Victor store man. What he
persuades you to buy will give you satisfaction.”
Ii a custommer gives you that sort of a recom-
niendation you are headed the right way, the
direction known as success instead of failure. It is
much easier to go right than wrong.

There you have the scieuntific steps of a sale
which carry the customer from the first step
to the top, or the step of satisfaction. The more
you satisfy and serve the more you will succeed
There is another law in life you must recogiize
and that is the law of gravity. Everything that
goes up must come down. The scientific ladder
is up in the air. The keystone is based upon one
word., If [ didn't have confidence in the Victor
imachine or in you as a business man you
couldn't give me a machine. Therefore, that is
confidence, but there is still a rock-bottom foun-
dation. You may get my confidence once, but
you won't hold it very long unless you develop
character, because success is an expression of
character and right here is the first principle of
success. What you do depends upon what you
are. \What you are depends upon what you think.
As a man thinketh so is he, and what you think
depends upon the stimuli and nmmpressions you
get from the outside world and accept as your
own. If a fellow tells you business is rotten and
you accept that, business 1s rotteri—for you.
Business isn't rotten; it has been good for months
as far as I am concerned.

As 1 said before, the first principle of suc-
cess is this: what you do and what you are, and
this depends upon the impressions you get from

the outside world. What you do not accept as
your own is not yours. Develop character and
confidence. Surround yourself with a thick blan-
ket of self-confidence to keep out pessimists.
Business is just as you make it.

There you have in a nutshell the science of
selling. There is no secret of success. If there
were we would all be out of luck, because some-
one else would have cornered that market long
ago. The part that luck plays in life is so small,
it is negligible. Everything is law. Luck is an
effect without a cause and "there ain't no such
animal” in this life. If business is rotten there is
a cause for it. If business is good there is a
cause for it, so don't depend upon luck.

This formula I have mapped out is the secret
of success if there ever was any. You will then
gel lots of customers, which will mean lots of
money. You will be content and you will grow.
You will have to make additions to your store
and the result will be that vou will get the re-
ward. Al I can do or anyone can do is to show
you the guideposts that lead to the paths.

JOINS J. K. POLK CO.’S STAFF

Chas. J. Rey Now Associated With Okeh Jobber
Well Known in Southern Talking Machine Trade

ATLANTA, Ga, August 4—Chas. J. Rey, well
known in the Southern talking machine trade,
has joined the sales force of the J. K. Polk Fur-
niture Co.,, of this city, Okeh distributor. Mr
Key has had several years’ experience in the talk-
ing machine business, having heen associated
with the Elyea Talking Machine Co.. Atlanta,
and the Southern Sonora Co., of Atlanta. The
J. K. Polk Furniture Co. recently completed ar-
rangements whereby 1t will handle a complet¢
line of main springs. supplies and other acces-
sories, in addition to its Okeh record line, and
Mr. Rey has joined the organization in order tc
take care of the company’s fast-growing business.

RADIO DEMAND CONTINUES ACTIVE

De Forest Radio Telephone & Telegraph Co.
Reports No Let-up in the Call for Its Products

The opinion was quite prevalent that the sale
of radio apparatus to the consumer would be
greatly curtailed during July and August. A
recent report, however, from the De Forest
Radio Telephone & Telegraph Co., Jersey City,
N. J., shows that there has been no let-up in
the demand for this company’s goods. While

it is true that some of the shipments now

being made are for dealers who have not here-
tofore handled radio, the fact that the outlets
appointed some months back are sending in
substantial re-orders justifies the conclusion
that the wave of radio popularity has not waned.
Naturally, with the opening of the Fall season
the interest and demand will show heavy in-
creases. The De Forest Radio Telephone &
Telegraph Co. has a large volume of unfilled
orders and the company's two plants, bY%th
in Jersey City and Jackson, Mich., will work
at capacity for the balance of the year.

RENTS TALKING MACHINES

At the Lake Placid Club, Essex County, N. Y.,
quite a big business is being done by the Club
store in renting talking machines and records
at fifty cents a day. Pianolas and rolls are
also rented—a rather novel idea. The Lake
Placid Club has from fifteen hundred to two
thousand guests during the Sumimer months.

QUEENS PHONOGRAPH CO. CHARTERED

The Queens Phonograph Co., of Queens Bor-
ough, New York City, was recently granted a
charter of incorporation under the laws of New
York State, with a capital of $10,000. Incorpo-
rators are S. Bloom, D. Leibowitz and J. J.
Marcus.

Patented
1914

Patented
1914

STABILITY

The word is of tremendous importance to the talkjng
machine trade—to retailers, jobbers and manufacturers alike.
It indicates accurately the present condition of the market.

Why can we say the trade is now Stable?
Because:—The days of inferior goods are gone—
Because:—Inferior goods will never be welcomed again.

Because:—Determination of many manufacturers to pro-
duce and of many dealers to handle only goods of the
highest quality.

Boston Albums were patented and placed on the market in
1914 and have ever since maintained their superiority by
virtue of their high quality, materials and workmanship.
Boston Albums are stable albums and are, therefore, used
by the trade as a factor in stabilizing retail business.

BOSTON BOOK COMPANY
501-509 PLYMOUTH COURT  CHICAGO, ILL.
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PHONOGRAPH’S 45TH ANNIVERSARY

Thomas A. Edison Tells of Perfection of Phono-
graph—Discusses Radio Experiments—Re-
cording Beethoven's Ninth Symphony—Look-
ing to Future, Not the Past, Is General Policy

Thomas A. Edison and his great invention,
the phonograph, were much in the public eye
on July 18, when the daily papers devoted a
great deal of space to his achievements, giving
the history of the invention of the phonograph
and quoting the data which Edison made on the
draft of his invention on July 18, 1877, the day
he wrote this prophetic declaration:

“Just tried an experiment with diaphragm hav-
ing an embossing point and held against paraf-
fin paper moving rapidly. The speaking vibra-
tions are indented nicely and there’s no doubt
that I shall be able to store up and reproduce
automatically at any future time the human
voice perfectly.”

Naturally, the forty-fifth anniversary of the
invention of the phonograph attracted quite a
lot of newspaper men to Orange to interview
Mr. Edison. They found him in a new light
suit, apparently in the best of health, sitting at
his desk in the laboratory rapidly calculating
a group of figures. In the first few minutes
of conversation Mr. Edison added another to
his already extensive list of epigrams: “All
things come to him who hustles while he waits.”

“No,” said Mr. Edison in reply to a question,
“I don’t think the radio will ever replace the
phonograph. I worked on the radio after the
war, using the appzratus we had on our sub-
marines, but I found when I tried it for record-
ing there was too much mutilation of sounds,
which is rather difficult to overcome. A low
voice or a baritone carries fairly well on the
radio, but it is not perfect. Talking is very
good on the radio, because of the even pitch.

“I believe I have the phonograph close to
perfection,” Mr. Edison continued. “The piano
can now be perfectly reproduced. I am trying
now to achieve a reproduction of Beethoven’s
Ninth Symphony, played by seventy-five instru-
ments. I can't say when I shall be able to ac-
complish it, but I think I can.”

In speaking of the original model of the phono-
graph, now in South Kensington Museum, Lon-
don, Mr. Edison said: “Nobody around here
seemed interested in it, and the museum wanted
some things. I also gave them the original of
the first incandescent light. I am not inter-
ested in old models. I suppose it is because they
take so much time and trouble to make them
right that I lose the sentimental interest. It’s
what is ahead that interests me, not the past.”

REJOINS PETERSBURG MUSIC CO.

J. K. Fletcher, Reappointed Manager of Success-
ful Victor Establishment, Prominent in Retail
Circles—Making Plans for the Fall

PeTERSBURG, VA., August 5—J. K. Fletcher, for
a long time manager of the Petersburg Music
Co. in this city, and more recently manager of
the Victrola department of the Andrews Bros.
Co., has returned to his old position as manager
of the Petersburg Music Co. Mr. Fletcher's
many friends in the trade will undoubtedly be
pleased to know that he is “back on the job,” for
he is well known to the retail talking machine
trade in the South and has a host of friends in
the retail business. Mr, Fletcher is now going
after business aggressively and is making plans
for a healthy Fall trade.

RELEASES OF STANDARD RECORDINGS

The Apex Recording Laboratory, 1126
Broadway, New York City, announces the re-
lcase to the general trade of standard record-
ings in the form of mother matrices in seven,
ten and twelve-inch form. The purchasers can
either take a complete catalog of all or any
of the above-size records or can compile a va-
riety catalog giving them diversified selections.
Sales of the mother matrices are made outright
for pressing purposes.

“ANNUAL FRIVOLITY RELEASE”

Distinctive Brunswick Copy Appearing in Na-
tional Mediums Features Dance Records and
Makes Strong Appeal to the Masses

A very striking double-page advertisement car-
ried above the name Brunswick-Balke-Collender
Co. in the July issue of the Saturday Evening
Post bears the title “Here It Is! Brunswick’s
Annual Frivolity Release.” The first page is de-
voted to a list of popular numbers played by the
Isham Jones Orchestra, the Oriole Terrace Or-
chestra, Beuny Krueger's Orchestra, Carl Fen-
ton’s Orchestra, Rudy Wiedoeft's Californians
and Selvin’s Orchestra.

The text matter on the opposite page is writ-
ten in a light vein, but right to the point, read-
ing in part as follows: “Nothing serious—just
the newest conceits of world-famous dance
orchestras to fill dainty slippers with toes that
tingle from ohe end of the land to the other.

“For eleven months of the year Brunswick is
serious.

“We talk about the New Hall of Fame of
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world-noted artists who have chosen Brunswicl
as the most fitting means to perpetuate their art.
For we are proud ‘of that for which Brunswick
stands in the world of usical art. And, quite
humanly, like to talk about it.

“But for one inonth seriousness is cast aside.
Frivolity supplants art, with brightness and
gaiety, and happy Summer evenings, beguiling
the world to play. That’s all we have to say.”

This is followed by reference to the person-
alities of the wvarious orchestras, constituting
altogether a very clever appeal to the public—one
that inclines the reader to buy records. There
are some very clever illustrative conceits through-
out the advertisement, and it must be said that
this latest Brunswick publicity is valuable not
only for its sales-creating possibilities, but also
for the fact that it is a distinct departure from
much of the customary advertising in its special
appeal to the rank and file of people.

The mierchant who possesses a correct and live
mailing list is the owner of a gold mine from
which he will garner wealth if he makes the
most of it.

. V: E

Are You Going to Lock the Door
After the Horse is Stolen?

The

HARPONOLA

RADIO
de
LUXE

If you dealers and distributors of Talking Machines let the electrical and radio
shops ‘“cop” all the cabinet radio orders, it will be your own fault.

Let the radio stores sell the éxperimenters and the boys. You phonograph
dealers should sell the folks who want a ‘“drawing-room” radio outfit—
and there is a great and growing host of people who want these well-finished

cabinet radios.

You can’t afford to wait until the cream of this trade is attracted elsewhere.
Establish yourself NOW as a cabinet radio shop. There is nothing intricate

about the business.
and dependable.

Get our proposition.

In HARPONOLA RADIOS, the units are standard

We'll show you the way to introduce cabinet radios

successfully. The profits and volume of sales are going to set new records

in money-making.

THE HARPONOLA COMPANY

Makers of the Phonograph with the Golden Voice

CELINA, OHIO
Edmund Brandts, President
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Just compare any record of any make with the needle
L

cut Pathe Actuelle and then you will know why the
Pathe Actuelle 1s—

The Best Record in the World

Play on any phonograph with steel needles

For Example, try

“Stumbling” . ... .. ... ... ... .. .. No. 020746
Romany Love. .. .. ... ... .. ....... No. 020777
Parade of the Wooden Soldiers. . . . .. No. 020780
’Neath the South Sea Moon. ... ... ... No. 020781
Three o’Clock in the Morning. . . . . .. No. 020791
My Yiddisha Mammy. .. ... ... ... .No. 020782
Swanee River Moon............... No. 0620803

2 for $1.00 - 55¢ each
(59¢ in Rocky Mountain States)
Partial List of Famous DEALERS. |
Artists— If you don’t act quick

Tito Schipa . .

Yvonne Gall you.r neighbor will be ,l

Adamo Didur selling Actuelle Records. |

Margarethe Matzenauer Write to us at once for n

Rudolph Ganz information regarding ll‘

Anna Fitziu . L

Eleonora de Cisneros the Blue Ribbon Order. |

Claudia Muzio |

Luigi Montesanto l‘

Kathleen Howard 4 3\ |

David Bispham PATHE FRERES PHONOGRAPH CO.

Grace Hoffman il'

Alexander Debruille 20 Grand Avenue Brooklyn, New York

Helen Yorke

Roberte Rotondo ilh
Jl‘
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August is the month of vacations, but it is
also the month of ideas. Several excellent no-
tions for developing the sale of talking machines
and records have already cropped up this month.
The first case in point that comes to mind is that
of a dealer in one of the larger Long Island towns
about half-way down the Island.

This chap operates a sheet music department
in connection with his talking machine busi-
ness. It is a very good sheet music business, but
like all other sheet music merchants the end of
each month finds him with a fair-sized supply of
popular music dead on his hands. He calculates
the demand and when the popular run on a num-
ber has burned itself out or failed entirely to
materialize he finds himself with a certain quan-
tity of unsalable copies.

On the first day of this month he looked over
his stock and sorted out copies until he had a
pile several feet thick of popular “hits” which
had passed out of the picture of popular desire.
There was a very slim chance that he could sell
more than thirty cents’ worth. He might bale it
and sell it to an old paper merchant, but it was
an expensive pile of paper. Some of the numbers
had cost him twenty-three cents a copy. He
might throw it in the window and cut the price
in two, but he had tried that and it never worked.
If the public wants a number it wants it when it
is fresh. Price is not an inducement.

Here is where idea number one comes in. Why
attempt to sell them? Why not give them away?
Accordingly he got himself a rubber stamp and
an ink pad and stamped every copy, “Compli-
ments of The Music Shop, 171 Main street.” It
was Saturday night and he knew where he could
dispose of every copy. The movie house on the

00000000

Some Practical Ideas That Helped Not Only
to Promote but to Close Sales

corner had a very good bill and a crowded house.
The curb was lined with automobiles on both
sides of the street for a block. In each sheet of
music he inserted a circular advertising a port-
able talking machine and the record releases for
July and August. Packing them all in a bushel
basket he set out personally to distribute them,
Along the line of machines he went, placing

s

= The Man on the Fir-

ing Line Gwes Away
= the Secret How Some
- Dealers Really Close
Substantial Orders

=

several copies in each car until he had disposed
of the entire lot.

He considers that he has secured at a small
expense some very effective advertising of the
most direct type. A great many of the motorist-
movie fans were very pleased with the music, and
those who had already owned copies appreciated
the dealer’s spirit. He was able to reach a great
many new prospects direct and he advertised his
store, lis talking machine department and his
sheet music department. He not only eliminated

(il

T

Ty

2 By Thornton Hall

T

a charge for envelopes and postage, but he
created the impression in the minds of several
score of desirable prospects that he was a live-
wire merchant.

Dealers who are confronted with the monthly
problem of disposing of their surplus music copies
might do well to profit by this chap’s stunt. This
dead merchandise is usually a flat loss and this
niethod of clearing it off your shelves paves the
way for some future business. It also goes to
show that a sheet music department is closely and
naturally allied with the business of selling talk-
ing machines.

Putting Sales Over Satisfactorily

So much for idea number one. Let us consider
another of the practical August-born merchandis-
ing stunts. This one has to do with an Indiana
dealer who decided that the Sumimer slump in
machine business gave him a fine opportunity to
experiment with a hunch he had been considering.
Experiment he did and the hunch went over big.

The equipment for carrying out this idea in-
cluded a list of every home in the territory which
was without a talking machine, a Ford roadster
and a live, energetic canvasser-salesman. He
succeeded in obtaining a very good list of names,
and sent the salesman out in the Ford to dispose
of one hundred machines to these prospects. Here
is the way he worked it.

Ford stops at the house of Mrs. Brown, who
happens to be the first prospect on the list. Sales-
man hops out and rings the bell, which is an-
swered by Mrs. Brown.

*Good morning, Mrs. Brown. I know just what
vou're thinking. You see my Ford out there and
a phonograph on behind. You think I'm here to

(Continued on page 22)

The Recent Chicago Radio Show

Resulted in quantity orders from concerns ranging from

Florida to California on—

THE RADIO BUILDER SET

Shipped to customer in “knock-down”
form and requiring only a screwdriver
and a few moments to complele its
assembly.

When finished it provides a vacuum
tube set which is very selective, giving
extremely loud and undistorted
signals.

Price -

SOME DEALER PROPOSITIONS STILL OPEN

The above type set is available in one, two and three tube form.

RAYMOND RADIO CORPORATION

Manufacturers to the Radio Industry
Offices: 309 Lafayette Street, N. Y.

Works: Farmingdale, L. 1.
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PRACTICAL IDEAS PROMOTE SALES
(Continued from page 21)

sell you that phonograph and vou're all prepared
to say ‘No'.

“Not at all.¥ he continues, glibly and pleasant-
lv, before Mrs. Brown can interrupt. “Not at all.
That's a — 1alking machine. The
company is a big advertiser and they do things
in a big way. Just now they are putting on the
biggest advertising stunt you or I ever heard of.
For one month, Mrs. Brown. they are going to
loan one of the talking machines to
every home in this city that hasn’t already a talk-
ing machine of some kind.

“This is being done merely to advertise music.
There is absolutely no obligation incurred by
vou to buy the machine at the end of the month.
The company figures that by doing this in every
home in the country without a talking machine
they are going to sell the idea of music to the
country. The more musical the country is the
better the company’s business will be. You see
the idea?’

“Another thing, Mrs. Brown. The
company is represented in this city by the
Beethoven Music Shop. The allotment of instru-
n:ents for this city is limited, so the Beethoven
people have had to cut down the list of homes
te those in which they know the instrument will
be well taken care of. You may be pleased to
know that you were first on the list.”

This settles Mrs. Brown. This surprising offer
had rather bewildered her. She was suspicious;
it seemed too good to be true. There must be a
catch somewhere, but the subtle flattery of the
salesman removed all doubts. He easily obtained
her permission to place the instrument in the
home for a month. He showed her how to oper-
ate and take care of the instrument and left.
The next day Mr. and Mrs. Brown dropped in
and bought a few records.

Now what happens? A few evenings later the
Browns are sitting in their parlor when their
neighbors, the Lathrops, come to call. “Oh, I
didn’t know you had a talking machine! Isn't it
a handsome instrument! \What a fine tone it has.”

Do the Browns confess that it isn’t really their

Are You Selling “ORPHAN” Machines?

GRANBY EDITORIAL LETTER
Number Six

From Granby Phonograph Corporation, Newport News, Va.

itself of dishonesty.

hard spots.

suffered®> The investors—yes, but more:

keep the makers from going in the hole?’

way tne prospects would reason.
*

crop of “ORPHAN"” phonographs, without m
x

PHONOGRAPH.

=

3 e

fact.

Lifetime Construction
EarLy VircINiaN CoXNSOLE
Granby No. 51—$175

®

Newport News,

N There was a time in nearly every State when someone was trying
to start an automobile company.
promises, and built a few cars. A

Some of the promoters were honest, and some were not. The less said
about those who were not honest the better.

But a great many of the promoters were honest. They tried. Tried hard.
They failed because they didn’t have enough capital to tide them over the

And when they stopped manufacturing automobiles what happened? Who

A LOT OF DEALERS SUFFERED, TOO. They had cars on hand which were no longer
being made. \Would customers want to buy these "ORPHAN” cars? No!
* *

Suppcse you are an automobile dealer. You have a lot of cars on hand which are no longer
being made. Stuck, perhaps! Because “Who wants to buy a car when it isn't good enough to
That is what possible purchasers would figure.
“Those cars you have are ORPHANS. They have no father or no mother.” In just such a

Let's turn to phonographs. Before and during the war great numbers of manufacturers
started making machines that sold simply because people bought up everything. And then
all of a sudden competition began again. You know the story, you dealers who THINK.

The makers didn’t have enough capital to keep going. Most of them failed. THERE was the
anufacturer backing.

This is a condition that dealers should beware of. It is dangerous to the growth of their
profits. Now vou see why we tell you about the financial backing behind the GRANBY

The Granby is made and distributed by the Granby Phonograph Corporation of Newport
News, Virginia. Capital is $2,500,000.00. That is the FIrsT fact,

= SR — The Granby Corporation is in turn OowWNED and FINAN-
I —  CIALLY BACKED by the FOUR AND ONE HALF MIL-
LION DOLLARS of the AMERICAN HOME FURNISHERS
corPorRATION of Norfolk, Virginia. That is the SECOND

The entire resources of the American Home Furnishers
Corporation are behind GRANBY. And that is why
GRANBY is now gradually and surely growing. The
Granby Phonograph is a sterling-true product, backed
by plenty of capital. These facts give CONFIDENCE
to Granby dealers. These facts give CONFIDENCE
to Granby owners. They HEAR for themselves the
“Mellow as Southern Moonlight” tone, and they KNOW
that their machine is now and ever shall be fathered and
mothered by its makers.

There is a generous offer awaiting you in Newport News. Send for it. Write a letter to us
today and let us show you how the GRANBY FRANCHISE will positively bring greater
PROFITS to you. \We shall send you this liberal offer the same day we get your letter.

GRANBY Phonograph CORPORATION

Capital $2,500,000.00
Offices and Factory

Promoters sold stack, made
lot of people lost a lot of money.

This country wants to rid

*

*

*

*

Virginia

machine, but merely loaned to them as an adver-
tising stunt? They do not, and their silence im-
plies ownership. They cannot return the ma-
chine now. What would the Lathrops think?
Anyway, they are becoming imbued with the
desire to own it.

Soon the dealer telephones Mrs. Brown. Is
the machine working all right? Can he be of
any assistance? What's that? Oh, yes, Mrs.
Brown, I think it can be arranged that you can
keep the machine at the end of the month.

The next day the salesman makes another call
at Mrs. Brown's and the terms of sale are ar-
ranged. This dealer had one hundred prospects
on the list. Eighty per cent of the prospects
were persuaded to take z machine for a month.
Only 25 per cent failed to keep their machines at
the end of the month, so the campaign netted him
sixty sales of machines, a great deal of record
and needle and accessories business, and twenty
live prospects for future sales.

Co-operating With the Local Newspapers

The third of these sales-producing ideas origi-
nated with a merchant in Massachusetts. It com-
mends itself to us because we think it is a prac-
tical-one that can be adopted with a good deal of
success by other talking machine dealers. [t
is an extremely simple stunt and consists of a
music department in a local newspaper. He made
a co-operative arrangement with the editor to
provide a music page every Saturday evening.

The dealer agreed to take complete charge of
the department. It was decided that the salary
of such an editor would amount to just about
the cost of the merchant’s advertising in the
paper, so that was the financial arrangement.

The subject matter in the music page was along

the lines of the music pages that appear in the
several metropolitan dailies. There were short
sketches on musical men and affairs, both past
and present. A regular list of popular records,
player-piano rolls and sheet music was given,
showing the relative popularity of the selections
week by week. Experts on musical topics were
engaged to write pertinent articles. Concert
notices and reviews were given. The report is
that the page resulted in much mutual benefit.

These examples indicate that even though busi-
ness may show a falling off during the hot
weather the merchant's gray matter must be
kept working at top speed. \When business lags
it affords an opportunity to put on the thinking
cap and to evolve some ideas that may be used
later on, when the demand gets better and- the
competition grows keen.

PLANS ACTIVE SALES CAMPAIGN

A new use for the talking machine which can
be included in the “indoor sports” was recently
introduced by the Phon-o-Game Co., Elizabeth,
N. J., samples of which are now being for-
warded to the trade gratis. The main feature
of the game is a twelve-inch disc somewhat re-
sembling a standard record. Ubpon the outer
edge of this disc is printed in red and black a
series of numbers. The disc is placed upon the
machine (without the tone arm or needie) and
the brake is released. The record spins at high
speed and when the brake is applied the win-
ning number is indicated by a brass arrow, a
part of the outfit. A set of rules accompanies
the Phon-o-Games, showing the variations of
playing the disc. Incidentally, there is an extra
circle on the disc whereby the favorite “put-
and-take” game can be played.

The manufacturer has planned an active Fall
sales campaign and has issued window display
signs and other publicity matter for dealers’ use.

DELAWARE INCORPORATION

The Redorad Park Corp. of America, of Wil-
mington, has been granted a charter of incor-
poration under the laws of Delaware for the
manufacture of talking machines. The concern
is capitalized at $500,000.

Past experiences often indicate the things to
avoid in the future.

i e
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Movies Present a Real Profit Opportunity

““Movies'’ in the home spell opportunity for the progressive dealer

who is first to introduce them in his territory. There is a satis-

factory profit in the sale of the machine, but there is a continuous

profit in the steady demand for Daypho Paper Prints---the Safety

film that is made of paper.

The Demand for Paper Films Brings Customers to Your
Store Every Day—A Steadily Growing Demand

You need a small and varied stock of Daypho Films to start with,

in addition to catalogs covering the entire Daypho-Bray Library.

Then each customer can choose his Library of Films at his leisure.

Daypho Cabinet
Model Ready
for Projection

Cab-
inet
Model
Closed

Homes, Schools and Clubs

Every person and every organization is
a prospect for the Daypho Motion Pic-
ture Machine and a Film Library to
suit their needs.

Catalogs and Advertising Furnished

to Aid in Promoting Sales

Daypho Paper Films Absolutely Eliminate Fire Risk

Send Catalog

Send Advertising

Quote Prices and Terms
Send Sample of Film
Have You Sold Projectors

(
(
(
(
(

Do You Sell Photo Supplies (

Please check (/) for “Yes"’
Use cross (X) for ““No’’

' CUT OUT - - - Pin to Letterhead

N N N N N v

These Paper Prints (or Films) are made of a specially
treated paper of extremely tough fiber, which will not
crack or break. It provides a picture of remarkable
clarity, is less expensive than celluloid, and is absolutely

safe .

The Dayton Photo Products Co.
DAYTON, OHIO, U. S. A.
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Joseph W. Schwetz, who for twenty years has
bcen connected with the firm of I. Davega, Jr.,
Inc., and its successor, the Knickerbocker Talk-
ing Machine Co., made his first public address in
all those years at the last dealers’ meeting of
the Knickerbocker Talking Machine Co., Victor
wholesaler, New York. In view of Mr. Schwetz's
reticence as a public speaker his remarks on
“How to Conduct Your Business” aroused a great
deal of interest among the dealers present. He
presented his ideas in a modest way, setting
forth that whereas he felt that perhaps a great
many of his listeners may be utilizing the ideas
he was about to set forth, yet he might present
some thoughts that are new which may be over-
lcoked by some during the days when the cash
register 1s wotrking overtime. He also pointed
out that in all the vears he had been doing busi-
ness he had always tried to practice the theories
he was about to preach. He then proceeded:

How and Where to Find Customers

“The first and most important thing in most
businesses is to find customers. Therefore it 1s ad-
visable to utilize every plan you can think of to
get in touch with those with whom you are likely
to do business. Customers are often found where
least expected. Do not miss any customers that
may be right in your own circle of acquaintances,
or let your acquaintances put yvou in touch with
interested parties,

Read the Newspapers

“Keep in touch with all that is go'ng on in your
locality. There is often an item of news in the
paper that will show you where you can find a
customer. For instance, sevcral newspapers, one
in particular, called The Chief, has a column ex-
clusively devoted to marriage licenses. Here 1is
an exceptional opportunity for you to get in touch
with newly married couples who would be inter-
ested in the merchandise you sell. If you read
of a person’s house or flat being damaged by
fire it will probably pay you to visit the party
at once, for as soon as he collects insurance,
which he undoubtedly has on his property. he may
be in the market for Victrolas or records which
vou can sell him. Notices of engagements in

Cover, Straps Attached

A

cover

il 0 O s

Some Practical and Valuable Tips on How to
Conduct Your Retail Business :

gun O LA

your local papers also suggest opportunities for
making sales.

“Make friends with children, for through chil-
dren you will often reach the parents and learn
of their desires, which yvou may be able to fill.
Make inquiries among those wwhom you meet in
your store, lodges, 2t meei‘ngs, etc. Lct people
know you are a Victor dealer. Impress this
upon then1 by courtesy and ask them to let you

Jos. W. Schwetz

know if they have any friends or know of any-
one who may be a Victrola prospect.
Be Systematic

“Keep the name and address of anyone who
may be a prospective customer in an index file.
Keep after them by letter, 'phone or personal
calls. Remember, keeping everlastingly after
them brings the business. Remember also that
vou should sell to those who sell to you. If you
are doing business with a grocer, butcher, baker
or tailor be sure to get all the business possible

MADERITE

WATERPROCF

PHONOGRAPH MOVING COVERS

that will fully protect

against damage in delivery and against
the ravages of inclement weather.

Why be troubled with packing and

unpacking? Why not just slip a MADE-
RITE Padded Delivery Cover over
the machine?
positive insurance against damage in-
cident to delivery.

The use of the BRUNS MADERITE
Covers, made of highest grade water-
proof fabric, heavily padded, is not
only serviceable but profitable.

No fuss, no dirt and

This

cover is highly recommended.

—,

& &;;,w

A. BRUNS & SONS

50 RALPH AVE.
BROOKLYN

Consult your regular jobber or write
us for sample of cloth and prices.

. A. BRUNS & SONS

50 Ralph Ave., Brooklyn, N. Y.

Manufacturers of Everything Made of Canvas

Il

By Jos. W. Schwetz

0 A 0

out of them. If you are giving them business
they should return the favor by giving business
to you whenever they need anything in vour line.
You in turn can help them by aiding them to get
new customers among your friends and acquaint-
ances,

“To cite an example of this: The other day
I had lunch with one of our retailers. It was not
the first time he had taken me to lunch and I
noticed that every time he took me to a differ-
ent restaurant. I asked him why he changed his
restaurant so often when the service and food
were so good in the places where we had dined
before. He told me that he had made several sales
to the various employes in these different restau-
rants and in the particular restaurant where we
were having our lunch that day he had sold three
Victrolas to the waitresses and one to the chef,
and his next prospect was the proprietor, who
promised him an order for a period Victrola as
soon as his house was completed. This dealer
made the most of his opportunities and he let
everyone know he was a Victor dealer. This was
the way in which his order was carried to the chef,
‘One order of roast chicken for the Victrola man,’
and, believe me, when that order was brought out
cverything was on the table but the kitchen stove.

“If you are a member of a club or some organi-
zation that brings you in touch with a number
of people that should be a good basis to work up
a list of prospective customers.

Be an Adwvertiser

“Advertising for customers by means of letters,
by special circulars or through newspapers is very
important,

“If you can get your relatives, friends and ac-
quaintances to help you advertise and boost the
sales of Victrolas it will help wonderfully in get-
ting in touch with customers. Do not forget that
a good time to sell something is when you are
purchasing something yourself. For instance,
‘Three new specials will be released next week,’
‘We have just received the new model Vic-
trolas,” or ‘Stumbling,’ ‘Some Sunny Day’ and
‘Coo Coo’ are Whiteman’s best numbers this
month. Tell these things to all with whom you
do business. Invite them into your store to hear
these records and see the new model Victrolas,
for, as I have said before. people whom you give
your business to should give their business to you.

Show Appreciation

“Do not forget to show your appreciation for
every little help you receive whenever a sale is
made to a person whose name was suggested by
or secured from some other customer or friend.
Be sure to call upon the party who gave you this
new customer’s name and give him at least a
hearty word of thanks.

“Treat your customers as if you hoped to do
business with them the rest of your life. Try your
best to please them. Make your customers your
friends. Then, when they hear of anyone in the
market for a Victrola they will go to any rea-
sonable amount of trouble to let you know about
it and recommend you.

Go After Summer Business

“During the Summer a great many retailers
and salesmen discontinue their efforts to get
business. This is a mistake. It is just because
of this condition that you have a chance to do
plenty of business if you will push as hard as you
usually do. With less competition you ought to
do as well in the Summer months as during the
other seasons of the year.

Study to Please Customers

“In dealing with your customers be sure to im-
press upon them your desire to please and satis-
1y their wants. Your success depends upon pleas-
ing customers, and in handling record customers
the Victor catalog offers you enough variety to
suit all customers. After a record sale has been

(Continued on page 26)
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Sweeping the Country

This marvelous portable with its wooden
tone-arm is proving a revelation to talking
machine dealers. The splendid tone qual-
ity of the SWANSON makes it superior to
any portable on the market.

Weight—15% lbs.

Compact, attractive and absolutely fool-
proof. Heineman double spring motor;
high grade sound box and needle container.
A real portable.

Write for details of liberal jobber and dealer proposition

Phantom View—showing
each part in place ready for
carrying

List price of the SWAN-
SON — $40. Unusually

liberal discounts to live
jobbers and dealers. Werite
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The Swanson—ready for
playing

We have an exceptionally
attractive sales proposition
for successful established
jobbing houses. Wire our

our nearest sales office for Sy (SmRlcte. Wiylhs. nearest office today. Terri-
. : ] 1L o I .
details. Dimensions, 1134"x13"x7%4 tory now being allotted.

Swanson Sales Company

R. W. MOON, General Manager

1133 Broadway 308 West Ontario Street 536 Merchants Nat’l Bank Bldg.
New York, N.Y. Chicago, Ill. Los Angeles, Cal.
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TIPS ON CONDUCTING RETAIL TRADE

(Continued from page 24)

consummated and you have bid your customer
good-day a little remark such as, ‘I hope you
and your family will be pleased with your selec-
tion,” tends to show your customer that you have
his best interest at heart. This will do a great
deal towards inducing them to call again when
they wish to make other record purchases and
will also induce them to recommend others to
your store.

“Study the people with whom you come in con-
tact. Gain their friendship, their confidence, for
that is one oi the biggest factors in getting busi-
ness. Learn their likes and dislikes. A knowl-
edge of people with whom you are trying to do
business will help you greatly.

Study Yourself

“You can learn a lot of these general principles
by studying yourself, for if you yourself know
what sort of treatment you would like to receive
or what motives will induce you to buy and what
methods will attract or repel you, you are pretty
sure to have a good line on the other fellow.

“We all have our faults and weaknesses and
we will be more successful when we learn what
they are and overcome them. If a salesman has
a cold or repellant manner he should endeavor
to change it. Meeting people with a smile and a
warm, hearty handshake goes a long way towards
winning friends and customers and, by the way,
one of our retailers who pays the highest rent
for any one store in New York City is the great-
est handshaker in the world. His success is at-
tributed to his handshake, his smile and his in-
terest in his customers.

“Care in personal appearance i5 an important
matter. The salesman whose shoes need clean-
ing, whose linen is soiled and who needs a shave
is not likely to attract the right kind of people.
Newver be too ‘fresh’ or too familiar with cus-
tomers. Familiarity breeds contempt. Business
matters are serious matters with most people,
and if any joking is to be done let your cus-
tomers do it. Always be polite. Politeness
may not in itself secure any customers, but it
will surely create a favorable impression and can-
rot possibly cause you to lose customners, as may
a cold or brusque manner.

Do Not “Knock”

“Do not try to win customers for yourself by
knocking the other fellow. his merchandise, and
what he is trying to sell. Ewery time you talk
about a competitor you advertise him and when
you are talking about another man's goods you
are neglecting to talk up your own merchan-
dise. A wise salesman learns all about his own
merchandise and tells his customers about it. If
he studies what his competitor is selling it is

only for the purpose of pointing out the difference
in the article offered and not for the purpose of
defaming his competitor or misleading his
prospective customer.
Be Continually Active

“The way to find customers is to be as indus-
trious as possible in your search for them. In-
telligent activity is the thing that counts and
when you are not active in searching for cus-
tomers be active in thinking out new ways to
find them and how to create and increase your
sales of records and Victrolas. Keep your mind
on your business. Do not waste time and energy
on outside lines that cannot help you any. Vie-
trolas and records are your main line. That is
your calling. Remember, you are selling the
best talking machines and records in the world.
Go after that business.”

EXPANSION OF MAGNAVOX CO. PLANT

Addition Just Completed to Meet Increased De-
mand for Special Magnavox for Use With
Radio Receiving Sets—Davis Ends Trip

The Magnavox Co., manufacturer of ampli-
fying loud speakers heretofore used in telephones,
which talking machine dealers have installed in
stores for publicity purposes, is now manufac-
turing a loud speaker on the same principle for
use with radio receiving sets. At the present
time the company is devoting a considerable por-
tion of its large factory in Oakland, Cal., to the
manufacture of these radio loud speakers, but
the demand for them necessitated the construc-
tion of a large addition, which was completed
last month and is now being occupied. W. R.
Davis, sales manager of the company, has just
returned from a two months’ trip which took
him to the plant in California. En route he vis-
ited all of the important trade centers and ¢on-
ferred with talking machine men in the interest
of both the radio loud speaker and the speaker
used in conjunction with the talking machine.
He stated that everywhere talking machine deal-
ers were in a very receptive mood as regards
radio, and that all are making plans for a wvery
fine Fall and Winter business. Although the
month of July showed little activity in actual
sales many orders were booked for early Fall
delivery, and the Magnavox plant has been kept
busy accumulating a stock to meet these future
orders, and all indications point to a brisk de-
mand.

The sales offices of the company in New York
City have been moved into larger and more com-
modious quarters at 370 Seventh avenue, where
they are much better prepared to take care of the
enpected increase in business during the coming
Fall.

{THE MELODIOUS ANDTUNEFUL
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LECTURES AID RECORD SALES

Representative of Columbia Co. Delivers Lec-
tures on Music Appreciation to College Stu-
dents and Boosts Sale of Records

FAYETTEVILLE, ARK., August 5.—Increased sales of
talking machine records followed the recent ap-
pearance of Miss Florence E. Hazlet, of the edu-
cational department of the Columbia Grapho-
phone Co., before the students of the University
of Arkansas, to whom she demonstrated how
very young children may be taught to appreciate
music by forming small bands and following
the music on records. Miss Hazlet also dis-
cussed music appreciation as taught to grammar
and high school students. The public was in-
vited to listen to her lectures and the result was
a noticeable increase in the sale of records by
local merchants.

SPECIALIZES IN STANDARD RECORDS

The Emerson Phonograph Co., 206 Fifth ave-
nue, New York City, announces that its efforts
are being entirely concentrated upon the pro-
duction of standard records. A catalog of
standard American works, wvocal and instru-
mental, secular and sacred, operatic, Hawaiian
and foreign records is to be featured under the
new plan. The foreign record catalogs are par-
ticularly interesting, including universally known
works, and are quite comprehensive in scope.

Nick Nelson, who was formerly vice-president
of A. L. Cummings, Sheridan, \Wyo., has pur-
chased the Ball Music Co., of Billings, Mont., and
will continue that business under his own name,
handling the Victor line exclusively.

Pleasing to the Eye
and
Pleasing to the Ear

No. 3 Reproducer if desired

9 in. from centre to centre
=

Tone Arms and Sound Boxes

Also equipped with our regular

Tone Arm measures 815 in., and

complete from $2 00 up

THE NEW PHILLIPS OCTAGON THROW BACK ARM No. 5

Quantity Prices on Request

The William Phillips Phono Parts Cor

Manufacturers of Tone Arms for Portable, Medium and High Grade Machines
145 West Forty-fifth Street
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New York City
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Reputation Counts
MR. VICTOR DEALER

You cannot afford to overlook the reputation of the Victor Distributor
you select as your main source of supply.

Your Distributor investigates your reputation before giving you credit.
He wants to know your reputation for keeping promises and meeting obliga-
tions. You are generally served and supported accordingly. Why not investi-
gate your Distributor’s reputation?

Your source of supply should be dependable under all conditions. Choose
your Victor Distributor as you would your doctor or lawyer. The best is
none too good in critical times. You may need financial support or advice
to meet your particular situation during a business depression. You have
learned the need of a dependable source of supply during a great shortage.

Experience and reputation are extremely important. In our experience
of over twenty years we have seen manufacturers, wholesalers and retailers
come and go. The failures, however, seldom suffer alone.

Do not overlook the value of representing a product of a strong manu-
facturer with a source of supply through a wholesaler of corresponding
strength and reputation. Profit by the experience of others.

The Victor Talking Machine Co. and its product are supreme. The
events of recent years pay tribute to that fact. As the Fall and busy holiday
season approaches, you should weigh carefully the reputation of various Victor
Distributors in your territory and make your choice accordingly. If you do,
you will not disregard the Blackman reputation, through experience, financial
strength, preparedness and, above all, dependability. They are all at your
service, Mr. Victor Dealer. Can you afford to overlook the opportunity?

Take this seriously, Mr. Victor Dealer, and interview us if we are not
your main source of supply. Blackman preparedness and dependability, we

‘are confident, will convince you of the need of the combination—the Victor
and Blackman.

Yes, reputation counts, Mr. Victor Dealer, and it is going to count big

between now and January lst.

Tarking MacHINE Co.
28-30 W.23%2 ST. NewYork NY.

VICTOR WHOLESALE DISTRIBUTORS
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Were C/zelzej/ﬂ/d/(as*'[i; !
Own Qauges Accurate
Within 0005 of an Incly

This is part of the tool room in the Cheney metal
plant —where Cheney experts make many of the gauges

used in The Cheney.

In other advertisements we have told you how practi-
cally every part of The Cheney mechanism is required to
be perfect within the limits of 2/10,000ths to 4,10,000ths
of an inch. Cheney gauges with which these most exacting
tests are made must be more perfect yet — perfect within
5/10,000ths of an inch.

How can we tell you what that means? Possibly by say-
ing that an average human hair is 4/1000ths of an inch in
diameter, and that the utmost limit of variation permitted
in the manufacture of Cheney gauges is only 1/8th of that.
Think of it— 1/8th of the diameter of a hair!

Only such precision and such care could build for
The Cheney its reputation as the “Master Instrument.”

THE CHENEY TALKING MACHINE COMPANY . CHICAGO

‘The

|

}
»(n

The dial gauge illustrated above is
only one of scores of special testing
devices originating in The Cheney
factories. The sensitive finger of the
dial will point out a variaton as small
as 1/10,000th of an inch, a variation
so minute that it is microscopic.

It is with such devices, made per-
ect under the trained eyes of its own
experts, that Cheney is able to main-
tain its own high standardsof quality
of manufzcture for its instrument.

Regular Cheney models sell from
$115 to $325. Cheney console art
models are priced as low as $250.

CHENEY

THE MASTER INSTRUMENT

“Genius 1s but the
inﬁnite capacity
for taking pains”
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Four-Minute Conference on Business Topics
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[This is the fourth of a series of four-minute confer-
ences on topics of direct interest to business men in the
talking machine trade which have been prepared for this
publication by Lester G. Herbert.—EbiTOR.]

Business reputation is quite as important as
personal reputation. In fact, it is difficult to sepa-
rate one from the other. But oftentimes a busi-
ness principal with an excellent record will be
surprised to learn that curious rumors are afloat
which may be true, and he has supposed that
he has kept the facts to himself. Or the rumors
may be entirely false and intensely annoying.

As a rule, the cause of such reports can be
traced to too much talking. Someone has been
too ready to give information. The business
principal himself can be genial, straightforward
and a good mixer, without giving away facts
which concern himself and his own affairs only.

There will be plenty of people ready to pump
him for no reason at all save to gratify curiosity
and to have something to peddle about, and there
will be others who will be anxious to get busi-
ness tips in order to determine just where com-
petition will hit the hardest. The old maxim, “A
wise head keeps a close mouth,” applies here.

A recent case came to notice where a business
man boasted of having been able to buy a lot
of goods at a price so low that it enabled him
to make a 200 per cent profit. The story became
current and much was made of it, and a gen-
eral inipression prevailed that this man’s prices
were exorbitant on all of the goods and service

No. 4—Your Reputation
0000 S 5

LGHG LR

which he offered. It cost him a lot of patronage
and much advantage which it had cost him years
to win. '

Then employes are often thoughtless in the de-
tails which they impart. Many people make a
point ot placing workers in any and every capac-
ity in order to discover something of a startling
nature. All employes having records to handle
should be impressed with the responsibility laid
upon them by reasonable loyalty, and records
containing details should be properly cared for
and not left lying about for everyone to read
and perhaps misinterpret.

Qur war experience proved to us that it is
even possible for spies to dwell deliberately in
our midst and to gain our confidence. It is not
desirable to be suspicious of everyone, nor to
give ourselves unnecessary worry. Nevertheless
freedom from worry is purchased by sound busi-
ness methods and wise discretion which insure
safety and do not make public affairs which
are justly of a private nature.

A business man who had been disappointed in
moneys which he had expected to receive and
who had been called upon to pay out more than
he had planned to do on a certain day drew his
bank account down to $11. This gave him no
anxiety, however, as he was amply prepared to
protect himself by deposits from various
other sources. Knowing, however, that he was to
liave a substantial sum of money paid to him

that day he hesitated to disturb any other mat-
ters. The money came in and the deposit was
made and everything was tided over without
trouble.

But in the meantime an employe had seen that
record, ‘“Balance, $11.47,” and forthwith a
rumor was sent flying abroad that the firm was
on the edge of bankruptcy. Much embarrassinent
resulted, and not a few creditors presscd their
claims insistently, The business man learned hi
lesson, but at no small expense.

Your business reputation takes a long tin:
to build up. It can be torn down in short order.
It pays to be careful!

WISCONSIN VICTOR DEALERS MEET

Eastern Wisconsin Victor Dealers’ Association
Holds Second Meeting—]. A. Sandee Elected
Chairman of Next Meeting

AppLETON, Wis.,, August 2.—The second monthly
meeting of the Eastern Wisconsin Victor Deal-
ers’ Association was held here recently, result-
ing in the election of J. A. Sandee as chair-
man of the third meeting of the organization, to
be held in Fond du Lac this month. The
local meeting was held in the Hotel Appleton
and followed by a banguet. Among those who
attended were: Mr. Bleck, Sheboygan; J. A.
Sandee, Fond du Lac; Henry Brauer and O. A.
Look, Kaukauna; Henry Chrisen, Manitowoc;
Thomas Dowring and Mr. Zobrowsky, De Pere;
Otto Schopen, Milwaukee; D. M. Grieux, Green
Bay; Ralph Wilson, Oshkosh. There was quite a
profitable exchange of ideas.

NEW OKEH RADIO RECORDS

Interesting Records Featuring Radio Code Now
Ready for Trade—Okeh Jobbers Enthusiastic
as to Their Value

The General Phonograph Corp.,, New York,
manufacturer of Okeh records, has just released
two new records for the purpose of furthering
the interest of radio enthusiasts in the radio
code. These records are known as radio code
lessons number one and two on Okeh record
4633 and lessons number three and four on
Okeh record 4634. The first record is a com-
plete explanation and instruction in a new
method of learning the radio code, which it is
stated will enable radio fans to learn the code
in one-tenth of the time usually required.

These very interesting records were made for
the Okeh library by Jack Binns, the famous
COD wireless operator of the S.S. “Republic”
and rado editor of the New York Tribune.
The short-cut system for learning the code,
which is featured by Okeh, was presented by
J. C. H. Macbeth, code expert and author of
the Marconi code.

The General Phonograph Corp. is planning a
vigorous sales campaign in behalf of these two
records and a feature of this campaign is the
publication of an instruction book, which ac-
coripanies the records and forms a complete
outfit. The book is a detailed explanation re-
garding the new system on which the records
are based and is also written by Mr. Macbeth.
The complete outfit of two records and the
book retails for $2.00 or may be sold separately
by Okeh dealers at 75 cents each for the
record and 30 cents per copy for the Dbook.
Okeh jobbers have evinced keen interest in
these radio records and the Moore-Bird Co,,
of Denver, Colo., wrote the following interesting
letter to. J. A. Sieber, advertising manager of
the company:

“You have ‘hit the ceiling’ again with your two
new radio records and we are anxiously wait-
ing to receive our samples, together with the
sample of the book. This thing is so simple
that it is hard to understand why it has not
been done before, but it is only another tribute
to the efficiency of the Okeh organization in
being the first with new, fast-selling merchan-
dise.”

The Pierian Phonograph Mfg. Co., of Goshen,
Ind., has filed a decree of dissolution.

Cash in on the Wireless Demand

Our specially equipped Cabinets, with horn and all apparatus

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

Also in stock as complete
Write for Prices

Seaburg Mfg.Co. o b.

) i g

Jamestown, N. Y.

The Biggest Value on the Market.

No.250T,List Price $195.00

Usual discounts to dealers

48"'x28"'x31" high. Finished all
around

Genpine Mahogany, Walnot or Oak

A Tnal Order Will Convince
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VOCALION

PHONOGRAPHS

THE VOCALION LINE

Combines High Grade Distinction with the
Best Merchandising Value in the Trade

Style No. 550

<":u¢ m.\i.-\ -
b Style No. 1593

Style No. 1624
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l The Graduola
The great Tone-controlling device - — - .
- — 'ﬂ obtainable only on The Vocalion
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" VOCALION

RED RECORDS

Plavable on All Phonographs
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THE DISTRIBUTORS OF
THE VocAaLIoN AND VoCALION RECORDS

MUSICAL PRODUCTS DIS. CO.,
37 E. 18th St., New York City

A. C. ERISMAN CO., 174 Tremont St., Boston, Mass.
Vocalion Record Distributors
WOODSIDE VOCALION CO., 154 High St., Portland, Me.
LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

GIBSON SNOW CO., 306 West Willow St., Syracuse, N. Y.
Vocalion Record Distributors
CLARK MUSICAL SALES CO.,

324 N. Howard St., Baltimore, Md.
SONORA DISTR. CO., 505 Liberty Ave., Pittshurgh, Pa.
Vocalion Record Distributors
PENN-VYOCALION CO., 16 W. King St., Lancaster, Pa.
0. ]. DE MOLL & CO., 12th and G Sts., Washington, D. C.

VOCALION CO. of OHIO,
328 W. Superior St., Cleveland, Ohio

VOCALION CO. of OHIO, 420 W. 4th St., Cincinnati, Ohio
LIND & MARKS CO., 530 Bates St., Detroit, Mich.

THE AEOLIAN COMPANY,
529 S. Wabash Ave., Chicago, IN.

LOUISVILLE MUSIC CO., 529 S. 4th St., Louisville, Ky.
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HESSIG ELLIS DRUG CO., Memgphis, Tenn, (
Vocalion Record Distributors :’
THE AEOLIAN CO., 1004 Olive St., St. Louis, Mo. <
GUEST PIANO CO,, Burlington, Iowa D:
D. H. HOLMES CO., New Orleans, La. <
STONE PIANO CO., Fargo, N. D.

STONE PIANO CO., 826 Nicollet Ave., Minneapclis, Minn. g
CONSOLIDATED MUSIC CO., Salt Lake City, Utah ]

p

COMMERCIAL ASSOCIATES,
754 N. Spring St., Los Angeles, Cal.

THE MAGNAVOX CO., 616 Mission St., San Francisco, Cal.

Vocalion Record Distributors e S Evelyn SCOtney

Let Us Get in Touch With You Regarding Noted Australian Soprano of the
the Complete Vocalion Line : Metropolitan Opera Company

: EXCLUSIVELY VOCALION F’%
% X

I A N Company

CHICAGO ST. LOUIS BOSTON
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You pick a winner when you order A-3652. This is
Nora Bayes in two typical Bayesesque songs,
“You’ve Had Your Day” and “I Ain’t Never Had
Nobody Crazy Over Me.” Nora has a wheedling,
whimsical way in these swinging melodies that
makes one just have to have that record.

Columbia Graphophone Co.

NEW YORK

DETROIT

Vacationists Keep Trade Volume
Up—ANlusic Contest Helps—Deal-
ers Addopt Aggressive Tactics

DetrorT, Mica., August 6.—The talking machine
business in this city, while not as brisk as a few
weeks ago, remains comparatively active. This
fortunate state of affairs is attributed to the fact
that the vacation season is in full swing and that
many people desire to take some music with
them. As a result there is a steady demand for
used machines at prices ranging from $15 up-
wards, depending of course upon the model and
its general condition. The new portables are
also finding big favor with the public and the
majority of dealers say that they cannot get
them fast enough. Dance records are selling
briskly and there is a slightly increasing demand
for the more enduring type of music.

Music Memory Contest Stimulates Trade

Dealers believe this demand is created by the
Music Memory Contest, which is city-wide in
its scope and is well under way with over 15,000
contestants already enrolled and more coming in,
despite the lateness of the date. Many of the
leading music stores, in addition to being donors
of prizes, are keeping the contest well to the
fore by means of weekly concerts in their va-
rious shops. Among such firms featuring these

concerts, at which themes used in the contest
are played, we find the following: J. L. Hudson
Co., Kimball Piano Co., Grinnell Bros., The
Edison Shop, Peoples Outfitting Co., White Fur-
niture Co., Gardner-White Co. The concerts are
well attended and serve as a means of bringing
in many new faces to the shops. One of the
good things resulting from the contest is the
bringing into prominence of much local talent
of exceptional ability. Many people are buying
records of the themes used, both from a desire
to become more familiar with them and also
because they are awakening to a better appre-
ciation of music.

The majority of dealers here are putting forth
strenuous efforts to land business and are achiev-
ing very gratifying results. Grinnell Bros. are
among the leaders in aggressive sales tactics and
they are doing a remarkable amount of business,
all things considered. One of the members of
the firm stated that, “\We are working hard for
the business we are getting but we are inclined
to believe that anybody could do it if they wanted
to.”

The majority of dealers are anticipating a
brisk Fall trade and are setting the stages early,
so to speak. Omne of the dealers on Woodward
avenue remarked that he had noticed a different
attitude on the part of the buying public, a
happier attitude, and he attributed this to the
fact that the large Detroit industries are running
full time and in many cases overtime. This
means that there is plenty of work for everyone
and also means that nearly every one has some

VELVET COVERED TURNTABLES

ADD TO THE QUALITY OF MACHINES

THE BEST TALKING MACHINES ARE EQUIPPED WITH

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

WRITE FOR SAMPLES AND PRICES

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

ESTABLISHED 1845

ready money. With the return of prosperity the
need for strict economy is passing. *“As soon
as the people return to the city in sufficient
numbers, from their vacations, I confidently ex-
pect to see my sales greatly increased. At pres-
ent I am disposing of all the second-hand ma-
chines I receive and this business is not to be
despised,” he says.-

“Vacations cost money and without money
are not to be indulged in. If the people who
are away on vacations did not have a source of
income they would remain in town and look
for work. People able to indulge in vacations
are able to buy and upon their return will un-

doubtedly do so, if the record of the last two

or three months can be regarded as any in-
dication.”

George W. Bourke, of the Kimball Piano Co.,
also handling the Kimball phonograph, returned
the first of the month from a fishing trip to the
vpper peninsula of Michigan. Accompanied by
friends he motored through, covering over 1,500
miles, and reports it the most successful and
enjoyable trip he has ever taken. He also re-
ports a good demand for Kimball phonographs
and believes that 1922 will set a new record for
his store.

FOR ALL-SEASONS’ SALES

Pal Phonograph Seems to Have Won Favor
With Purchasers Along These Lines

According to a recent announcement the Port-
able Phonograph Co., 20 West Twentieth street,
manufacturer of the Pal phonograph, will in-
clude the manufacture of this instrument for
all-seasons’ sales. The officers of the company
state that there is no reason why sales of port-
able machines should be confined to the Summer
season. A survey of the sales possibilities in
various parts of the country shows that there
will be a substantial demand throughout the
year.

In speaking of the position the Pal portable
has taken in the trade a member of the sales
organization said: “From the large volume oi
sales which followed the first announcement of
our company it is evident that the Pal type of
machine has found favor with buyers in gen-
eral. Some of the excellent features of our
product are the universal tone arm and sound
box, special sounding board which gives a clear,
strong tone, as well as the Triangle motor
which we wuse and the album which carries
twelve ten-inch records.

“We believe the design and finish, either in
mahogany or walnut, or encased in a genuine
cowhide box, make the Pal portable as de-
sirable for use in the home as for outdoors.”

OCCUPYING ATTRACTIVE QUARTERS

The Cantlon Piano House, of Great Falls,
Mont., has moved into attractive new quarters
next to the Hotel Rainbow. In addition to a
complete line of pianos and musical instruments
talking machines and records are handled.
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CATERING TO THE AUTOMOBILIST

Vogue of the Motor Car Offers Live Dealers an
Opportunity for Sales Impossible Under Con-
ditions Which Prevailed in Former Days

Oue of the most popular outdoor pastimes dur-
ing the Summer and Fall in the present day is
motoring. Every city, town or hamlet, no mat-
ter how isolated and distant from the congested
centers of population, has a steady stream of
motor cars passing through it during the entire
Summer and Fall and especially on Saturdays
and Sundays. Many dealers have capitalized the
motor vogue through billboard advertising and
other means of bringing motorists to their estab-
lishments.

One dealer recently sent out folders describing
the portable type of talking machine as an ad-
junct to the motor trip to all persons in his terri-
tory owning motor cars and the results from this
bit of publicity more than justified the expense
and trouble. Another dealer is using large bill-
board space which is devoted to advertising of a
dignified type. He, too, has realized good re-
sults on his investment.

People on the outskirts of towns and cities
who own automobiles usually motor to town at
least once each week to do their shopping and
advertising of this character is bound to draw
their attention.

ARTIST TIE-UP BOOSTS SALES

Boyer Music Co. Takes Advantage of Appear-
ance of Isham Jones’ Orchestra to Feature
Brunswick Records by These Artists

ELkHART, IND, August 3.—The Boyer Music Co.,
417 South Main street, this city, took advantage
of the recent appearance of the Isham Jones Or-
chestra in Christiana Park here to boost the
sale of Brunswick records by these artists. Dur-
ing the appearance of the orchestra the company
used extensive publicity in the local newspapers,
emphasizing the entertainment value of the re-
cordings of the Isham Jones Orchestra, with the
result that a substantial increase in the demand
for these records was enjoyed.

BOOM HOME RECORD LIBRARIES

Phil Ravis, president of the Peerless Album
Co., New York, recently stated that the in-
creased demands for his company's product
coming from various sections of the country
showed a decided return towards normal condi-
tions. “This renewed activity,” he said, “com-
ing at the Summer period leaves no doubt as to
Fall activity. Every indication seemingly
showed the Fall season would be quite active.”

The early Fall sales campaign of the Peerless
Album Co. will include a plan to increase the
demand for “home record libraries.” This, the
company has found, increases the sales of rec-
ords for the retailer as well as sells its product.

THE ESSEX CO.’S ATTRACTIVE STORE

The Essex Talking Machine Co. of Mont-
clair, N. J., recently opened its new warerooms
to the public, where a full line of Victrolas and
Victor records is on display and daily demon-
strated. The new home is one of the show
places of New Jersey. It is an attractive, well-ar-
ranged and lighted store, the interior woodwork
of which is in old English style.

BUSINESS-GETTING STATEMENT

Wm. Hengerer Co. Increases Record and Ma-
chine Sales Through Monthly Statements Sent
to Customers Having Charge Accounts

Burraro, N. Y., August 2—The talking machine
department of the \WWm. Hengerer Co., of this
city, which handles the Victor line of talking
machines and records, has adopted a unique and
effective method of keeping this department and
the line handled before the patrons of all sec-
tions of the store at all times.

The store has a clientele of customers num-
bering about 20,000, who have accounts, and each
month statements are sent to these people. That
part of the statement which the customer retains
contains a cut of a console model Vjctrola, No.
300, together with the price of the instrument.
Immediately below this an attractive arrange-
ment of type calls attention to the company’s
Victrola studios.

These statements reach many people who
possess talking machines and considerable rec-
ord business has resulted. To those who do not
own a Victrola the statement is a monthly re-
minder that the store which they patronize can
serve them in this respect.

STUDENTS SEE “MOVIE” OF VOICE

Interesting Apparatus and Mirrors Used in
Transferring Voice to Screen

The Columbia Summer school students were
shown motion pictures of the human voice in the
Horace Mann Auditorium, in New York City, last
week. For three hours the students, most of
them teachers from other States, witnessed dem-
onstrations of recent advances in wireless
telephony by leading engineers.

A projecting machine, the stereopticon-oscillo-
graph, was used and the demonstration accom-
plished by transferring the voice waves as they
were transmitted by Mr. Mills electrically over a
télephone circuit to the light by means of deli-
cately balanced mirrors. These light beams were
then projected upon a motion picture screen, ap-
pearing in the form of waves and varying in in-
tensity, amplitude and character as the voice of
the speaker varied in vowel and consonant
sounds.

By means of the oscillograph it is possible to
determine the relative audibility of various words
and expressions. The vowel “0,”” it was pointed
out, is the easiest human sound to understand,
as illustrated by the word Chicago, the final
vowel of which produced on the screen a marked
broadening of the light in contrast with the
weaker effects of the other letters.

A feature of the demonstration was the use of
college yells, “Harvard,” with its broad vowel
sounds, leading in magnitude of light impressions.
Yale, Columbia, Chicago and other university
yells were shown on the screen, where the sound
impression made by Yale was noticeably weak.

D. C. STEEL SECURES COLUMBIA

McPHEersoN, Kax., August 3.—The Upshaw Fur-
niture Co., of this city, has sold its agency for
Columbia Grafonolas and records, including its
entire stock of Columbia products, to D. C.
Steel, who recently opened the City News &
Music Shop on South Main street. The estab-
lishment is well equipped.

MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

Let us fégure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills in Va., N. C. and S. C.

Recorded in Italy
by the best
known ltalian Singers

POPULAR ITALIAN RECORDS

LATEST RELEASES

10 Inch Records $.75 Each

1007 Tulcinelln Ad Una Festa Da Ballo.
.Scena Comica.
Un Balbuziente in Tribunale. Scena

Comica.
0991x L’Altalena. Song...... Cav. G. Godono
E L'Ammmore. Song....Cav. G. Godono
1000 'O Guarracino, Part 1. Song, \9

P. Mazzone
'O Guarracino. Part 2. Song,
P. Mazzone

0957x Luntano ’A Te, Mari’. Song,
. Cav. G. Godono
L’Acquaiola. Song....Cav. D. Giannini

0997x Serenatona. Song..... ...R, Ciaramella

Vipera. Song........ ve....J0le Baroni

0935x Tic-Ti-Tic-Ta. Song..... R. Ciaramella

Piererotta. Song........ .R. Ciaramella

0993x Venerdi’. Song........... F. Rondinella
'E Ssignurine D’ 'O Palazzo. Song,

R. Ciaramella

0989x Mia Dolce Amica...Cav. Uff. G. Godono
Voce D’Amor..,....Cav. Uff. G. Godono

0995x Totonno 'E Quagliarella...,.Ciaramella
Nird TO ...ovviivnrnnnnnnnnnns Langella

1001x Signora Mia (Duetto),
Donnarumma-Ciaramella

’A Cura ’E Mamma’ (Duetto),
Donnarumma-Ciaramella

1003x Canzone Americang ...... Donparumma
Donpa Fifi' ............. ....Claramella

1005x Mo Esce Achille. Scena Comiea.
Il Cavamacchie. Scena Comica.

1019x Moment! Gioiosl. Orchestra.
Al Bosforo. Polka,

1021x Carmen (Selection). Bells.
Nozze D’Oro. March,

1033x Abat—Jour (Salome),
Ciaramella-Rondinella
Ninnolo....Cav. Uff. G. Godono, Tenore

We Are Also Manufacturers & Distributors of

Italian Popular Music Rolls

New Hits Released the 15th of Each Mouth

JUST OUT

209—'0 Viaggio 'E Nozze. Versi e Musica
di M. Nicold. (Word Roll)....... $1.25

181—Legenda Di Guerra., Versi di A. Giu-
liani. Musica di G. Bonavolonta.
(Word Roll) ...... Da0B0 BaD T e 1.25

192—La Figlia Della Strada. Versi di A.
Giuliani. Musica di A. Granozio.

(Word Roll) ......civvvvnvinnnnnn. 1.23
05f—Lassanno Napule. Versi e Musica di

F. Pennino. {(Word Roll)......... 1.25
227—S8e-Malia-E. Maneini. T. P. Tosti.

(Word Roll) ...,cciiieviiiiininnn. 1.25
228-—Non E’ Ver. Romanza di F. P. Tosti.

{(Word Roll) ..........ciiivviinne. 1.00
212—In Viaggio. Polka di D. Tetti........ .90

057—L’Incantevole. Aazurka by J. Giod.. .90

051—Napule, Addio! Versi di R. Cacace.
Musica di D. Tetti. (Word Roll) 1.25

ITALIAN BOOK CO.

Music Dep’t
145-47 Mulberry St.

New York City

DISCOUNT TO DEALERS—ASK FOR
CATALOGUES !
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THE PHONOGRAPH AN ONLY SURVIVOR

Filmer “Nanook of the North” Tells This Story
—Eskimo Carried It 312 Miles—After Years
of Adventure It Is Now Out of Tune

Anyone who has ever been lulled into sleep,
or out of it, by the dulcet melodies of one of
these faithful, dependable household pets will find
that all his sympathetic chords will respond to
this tale of the plain, ordinary little talking ma-
chine that ventured into the frozen North. It is
a tale of the pluck, heroism and courage under cir-
cumstances which would have made even a $3-a-
record grand opera tenor quail, of one small
phonograph which at the present moment is prob-
ably doing its humble, unassuming bit to make life
more endurable for some rugged factor, some
candle-fed Eskimo or some dashing Northwest
mounted cop in the great open spaces up there
in the Hudson Bay country.

The tale comes from Robert J. Flaherty,
F. R. G. S,, who has been in the colder North off
and on for the better part of the past decade, and

was written for the New York Sun. He just
returned after spending two years filming a pic-
ture of Eskimo home life, which he called
“Nanook of the North,” and which, as everyone
knows, New York has had opportunity to see at
a Broadway theatre.

And if the story of this plucky little phono-
graph doesn’t remove the prejudice of every flat-
dweller, then the writer is no Eskimo.

On one of his trips to the North Mr. Flaherty,
who is a mining engineer by profession, experi-
enced more than the ordinary difficulty. In fact,
the good ten-ton schooner “Laddie,” which had
carried the party to Belcher Island, in Hud-
son Bay, had to be chopped up for kindling wood.
All had to be chopped up save honor, the food
and the instruments and papers.

There was a talking machine present. This
would have gone to the axe, too, except that
something about it that was appealing restrained
the hand of the executioner at the last minute.

“I can’t do it,” he said, probably with a frozen
tear just outside his eye.

It was at that moment that Wetalltak, Mr.

Genuine Manhattan Radio Telephone Headsets
are identified by the M-Seal-Flash on the back of

each receiver case.

yoig

It is a mark that stands for high quality and
dependability—a protection for dealers and con-

sumers.

No. 2500 . \
2000 Ohms

$6.00

No. 2501 i
3000 Ohms
$7.00

Headsets!

Outstanding
Features of the
New Manhattan
Radio Telephone
Headsets

Extreme Sensitivity

Amplifying Qualities

Freedom from Distor-
tion

Sanitary Head Band
with friction grip ad-
justment

No Hair Catching Ob-
structions

Concealed Cord Tips

Polarity Indicating
Cords

Matched Receivers

market.

For the four weeks ending July lst—this was the
production AND SALES of the new Manhattan
Radio Telephone Headsets.
hattan Radio Headset was produced on March 20th—
over 130,000 have been manufactured and SOLD.

Since the first new Man-

Only by producing the highest grade of headset—
a headset built with the precision of a watch—a head-
set designed to STAY on the market—could such an
achievement be accomplished.

The materials that enter into the manufacture of
Manhattan Radio Telephone Headsets are the same
as used in the most expensive headsets.

Precision in manufacture, highest quality materials
and most rigid tests and inspection during manufac-
ture, are the factors that insure Manhattan Headsets
a position of leadership and permanency in the

Get ready for the big fall and winter business—
place your order with your jobber for Manhattan
Headsets NOW.,

ANHATTAN

ELECTRICAL SUPPLY CO.INC.

Makers of the famous Red Seal Dry Batteries

NEW YORK ST. LOUIS
CHICAGO SAN FRANCISCO

Each Manhattan Headset is

individually boxed in the dis-
tinctive Manhattan carton M
and is identified by the M-

Seal-Flash insignia.

Flaherty’s expert hunter and sledgeman—Es-
kimo, of course—came up and said, “Woodman,
spare that phonograph,” or words to that effect.
The result was that Mr. Flaherty on leaving for
the trip down James Bay gave Wetalltak the
phonograph to have and to hold and to do with
what he willed, until death did them part.
Mr. Flaherty and his party went out into the
sniow and thought no more of the donated phono-
graph.

With the characteristic thrift of the Eskimo,
Wetalltak saw a chance to make some money.
He did not want the phonograph, because he had
tired of music. Besides, it was October and night
was coming on and he knew that if he played
the phonograph very much the neighbors would
cemplain sooner or later, by March at the latest.

He decided to take the phonograph to Mavor,
the factor at Great Whale River, 125 miles away.
Mavor, Wetalltak knew, would give him a skin
or two for it. That is, he knew Mavor would
do the right thing; he would skin him and yet
he wouldn't. :

Wetalltak later told of that trip with the phono-
graph. It was across “rafted,” that is, rough ice.
Wetalltak stood it all right because he used to be
an iceman. But the phonograph was a product
of civilization. In the States it had been handled
by expressmen and wound by children, but it
never had had a time like this.

Many times it weakened and would fain have
given up, but Wetalltak, the sturdy, was always
there to wind it up and hearten it. For days it
was without needles until Wetalltak finally took
the needle from his compass and gave it to the
phonograph.

At last the 123 miles across the rough ice were
accomplished and they reached the trading post
at Great Whale River. Even Wetalltak was all in
and the phonograph—you should have seen it.
Then they told Wetalltak that Mavor, the factor,
had been transferred to Fort George, 187 miles
further on down James Bay.

There is no use going into details. Wetalltak
made the trip. He was so mad that he just
made the trip anyhow to spite Mavor for being
transferred. And he got the phonograph to Fort
George!

But when Mr. Flaherty returned to that coun-
try on his latest trip to take the Nanook pictures
he came across his friend Mavor, who said to
him:

“Say, Wetalltak brought me down an old
phonograph of yours two or three nights ago—
I think it was about 1917—and I wisht you'd
take a look at it. IT'S OQOUT OF TUNE! ! I I”

DOUBLES 1921 SALES TOTALS

CLeveLanD, O., August 5.—In a recent chat with
The World, W. J. McNamara, president of the
Empire Phono Parts Co., of this city, stated
that the company’s orders for tone arms, sound
boxes and attachments during the past few
months had been far beyond expectations. In
fact, the sales totals for June and July were
double those of the corresponding period of last
year and Mr. McNamara believes that the talk-
ing machine industry is going to enjoy a healthy
trade this Fall.

DUTY ON RECORDS IN FlJi

According to a decision of the Commissioners
of Customs of Fiji, states the Board of Trade
Journal, London, Eng., gramophone records are
to be classified for customs purposes under tariff
item, ““Goods not specified,'” the rates of import
duty being 27%; per cent ad valorem for the
General Tariff and 15 per cent ad valorem for
the Preferential Tariff, which applies to all
goods produced in the British Empire. Ad
valorem duties are based on the invoice value
of the goods, plus 10 per cent to cover in-
surance and freight.

The Mamaroneck Music House was recently
opened at 82 Mamaroneck avenue, Mamaro-
neck, N. Y. Included in the stock handled by
this concern are Victor and Columbia talking
machines, records, sheet music and music rolls.
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GIUSEPPE DANISE * FLORENCE EASTON

CLAIRE DUX THEO KARLE
RICHARD STRAUSS LEOPOLD GODOWSKY
F ELLY NEY MAX ROSEN
MARIO CHAMLEE ' TINO PATTIERA
MARIE TIFFANY WILLEM WILLEKE
BRONISLAW HUBERMAN

"The NEW HALL OF FA

OPERATIC and CONCERT

HESE great artists, whose names
T are on the lips of musical critics
the world over, have confined their
artistic achievements exclusively to
Brunswick Records, as the most fit-
ting medium to per petuate their art
and to safeguard their fame.

THE BRUNSWICK-BALKE-COLLENDER CO.
Established 1845

CHICAGO NEW YORK  CINCINNATI TORONTO

FLORENCE EASTON

Prima Donna Soprano
Metropolitan Opera Co

as Fiordiligi In "'Cosi Fan Tutce’”

GIUSEPPE DANISE MARIO CHAMLEE
Premier Baritone Tenor
Metropolitan Opera Co Metropolitan Opera Co
as Scarpia in "' Tosca"’ as Cavaradossi in "' Tosca™

ELLY NEY
Pianiste
**The Woman Paderewski ™’

THEO KARLE

Foremost in ranks
of American tenors

| X

CLAIRE DUX
Soprano
Chicago Opera Co

as Mimi in"* La Boheme"
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Record
the record over.

Percy Grainger, at the piano, playing Grieg’s “Nor-
wegian Bridal Procession,” then pausing a moment
and playing Liszt’s ‘‘Liebestraum.”
musical treat Columbia has prepared in Symphony
A-6217. The pause comes when one turns

Columbia Graphophone Co.
NEW YORK

That is the ‘

== =

CONFERENCE OF VICTOR TRAVELERS

Representatives of Victor Talking Machine Co.
Come From All Parts of Country to Attend
Annual Conclave in Camden

CampeN, N. J., August 5—The annual confer-
ence of members of the traveling department of
the Victor Talking Machine Co. was held at the
company's plant in this city recently. Victor
traveling men from all parts of the country were
present at the conclave, which lasted the greater
part of a week, and problems confronting them
were discussed and analyzed.

Frank K. Dolbeer, manager of the traveling
department, welcomed the representatives at the
opening of the meeting, following which atten-
tion was given to the consideration of the prob-
lems of the department. The usual custom of
executives and officials of the company to address
the travelers at the annual conferences concern-
ing the work of their respective departments was
followed out this year and both the inside and
outside staff of the traveling department were
given an insight into the ramifications of the pro-
motional and development work carried on by
the company. Practically a whole day was de-
voted by the men to the exchange of ideas which
have been found effective in sales promotion in
various sections of the country.

The business discussions at the conference
ended with a luncheon and sports. Tennis en-
thusiasts among the travelers repaired to the
courts of the Overbrook Country Club, where
several hotly contested matches were played. The
remainder of the men engaged in a golf tourna-
ment on the links of the Bala Country Club, the
result of which was the acquisition of a handsome
handbag as first prize by James A. Frye, the
Boston representative.

In the evening the travelers departed for their
respective territories as follows: R. A. Bartley,
eastern Pennsylvania; B. F. Bibighaus, New York
City; R. S. Cron, Chicago; W. T. Davis, Mary-
land, Virginia and West Virginia; R. A. Drake,
eastern New York, Vermont and New Hamp-
shire; F. C. Erdman, eastern Ohio; J. A. Frye,
Massachusetts and Maine; W. G. Gaston, Michi-
gan; R. P. Hamilton, California and Nevada;
R. C. Hopkins, northern New Jersey and east-
ern Pennsylvania; T. L. Husselton, Missouri; E.
W. Killgore, Connecticut; A. H. Levy, Brook-
lyn and Long Isiand; E. J. F. Marx, western
Pennsylvania and West Virginia; A. C. Mayer,
western Ohio and Indiana; L. S. Morgan, Wis-
consin; K. B. Owen, Texas; D. S. Pruitt, North
and South Carolina, Georgia and Florida; G. L.
Richardson, lowa and Nebraska, and P. W. \Wil-
lis, western New York.

The Music Shoppe, Casper, Wyo. recently
celebrated the formal opening of its fine new ex-
clusive Victor store. The new quarters are mod-
ernly equipped, all the booths and counters being
finished in French gray.

I,. A. Peck has opened a nev; talking machine
store in Hay Springs, Neb., handling the Victor
line.

MEASURING MUSICAL TALENT

Scientific Methods Now Being Used in Educa-
tional Centers Are Most Interesting

Modestly but earnestly there have been in
progress at a few educational centers of this
country during recent years most interesting
efforts to develop a scientific method of musical
education. The method is based largely on
psychology, and various instruments have been
devised not only for making tests of nerve re-
actions but also for mieasuring musical talent
and classifying it.

Apart from the psychological element, an in-
strument for visibly registering tonal vibra-
tions, known as a tonoscope, has been under
development for some twenty years, though it
is only within the last few years that it has
been practically applied. This instrument indi-
cates the exact number of vibrations a second
of any tone tested by it, and as, of course, the
number of vibrations of ail tones is known the
instrument determines whether the pitch is cor-
rect. It consists of a perfectly balanced drum
that rotates horizontally, making exactly one
revolution a second. The white face of the
drum is covered with black dots arranged in
rows, which, in connection with a scale, enable
the operator to read the number of vibrations
a second made by a small gas flame in front
of the drum, which is caused to vibrate in
accordance with the tone of a voice or instru-
ment conducted to it through a speaking tube.

Other instruments have also been developed
for making various tests to determine the natu-
ral aptitude and musical talent of students, says
Popular Mechanics. Many of these are now
being practically applied at the public schools
in Evanston. Among them are instruments for
measuring nerve reactions to discover the de-
gree of susceptibility to pitch of sound, others
for testing precision, and still others for test-
ing free and controlled rhythm,

THE IDEAL SONG SHOP OPENS

WaxkerieLp, Mass.,, August 5.—The Ideal Song
Shop is the name of the latest addition to the
music stores here. A complete stock of talking
machines and Edison records is handled. 1In
addition pianos, sheet music and small musical in-
struments are handled.

NEW BUILDING FOR ORSENIGO CO.

Demand for Period Styles Made by This Com-
pany So Great That Manufacturing Facilities
Have to Be Expanded—Looks for Busy Fall

The Orsenigo Co., manufacturer of high-grade
period model talking machines, of Long Island
City, N. Y., is firmly establishing itself with the
talking machine trade throughout the entire coun-
try. The Orsenigo period phonograph is being
presented to the trade in several artistic designs,
and dealers have shown such interest in these
mnodels that all indications point to a very healthy
demand for the Fall and \Winter trade.

T. Davies, general manager of the company,
stated that the plant had been so rushed for the
past seven months that it has been found neces-
sary to find additional floor space to take care
of the increased business which the company is
receiving. Consequently the company purchased
a large lot adjoining the present plant, on which
a new building is being erected, modern in every
respect, which will supply additional floor space
of more than 100,000 square feet. This new ad-
dition is being rushed to completion and it is
expected that equipment will be installed in this
new plant and that it will be running in full
swing by September. This addition will enable
the company to take care of its increased busi-
ness in a very efficient manner. The new plant
will be devoted almost exclusively to the manu-
facture of the period phonographs, of which
there are now twenty-five models. With in-
creased facilities orders can be taken care of
promptly and the company will be placed in a
position to provide for the future growth of the
business.

SELLS SONORAS TO SCHOOLS

Lansing, MicH., August 4—E. E. Cummings, of
the Michigan Sonora Shop, of this city, recently
sold fifteen Sonora “Etudes” to the Lansing
Board of Education. Mr. Cummings is naturally
delighted with the closing of this sale, for
there was keen competition over this order.

The Gaskill Music Co.. Nebraska City, Neb.,,
has moved the Victor talking machine depart-
ment to the front part of the store and added two
Unico booths, a service counter and large
record rack.

For Perfect interpretation of Edison Disc
Records on Victrolas and Grafonolas.
Fitted with permanent jewel point.

Meet the demand—Serve your customers

Sample Model ““A”’ or ‘B’ Vicsonia, nickel plated,
will be sent on receipt of $4.50.

Note: Model ‘B’ Vicsonia plays both Edison and
Pathé records.

VICSONIA MFG. CO,, Inc.

313 E. 134th STREET

“VICSONIA”

REPRODUCER

No loose parts.

Retail price $7.50.

NEW YORK, N. Y.
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The New EDISON
Baby Console

(See page facing this)
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The New EDISON
Baby Console

$1 7500

HIS newest addition to a famous group of

consoles completes a line that contains a
model for almost every prospective purchaser
of a quality instrument.

The conservative design of the Baby Console
assures a widespread demand for 1t as a unit of
household furnishing, while the best indication
of 1ts mechanical fitness 1s the fact that it in-
corporates the best features of Mr. Edison’s
latest laboratory experiment.

©

THOMAS A. EDISON, Inc.

Orange, New Jersey
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The New Wang WangBlues'

bH the same Writer.

“You cant go wrong
With anyFEISTsong

NATIONAL SALES CODE FOR USE IN HARDWOOD FIELD

Trade Members, Representing the Music Industries Chamber of Commerce, Endorse Recently
Adopted Code of Procedure Intended to Simplify Transactions and Prevent Trade Disputes

Conditions surrounding the sale and purchase
of hardwood lumber, which constitute a mat-
ter of vital importance to the members of the
music industry, have been the subject of a re-
cent conference of the National Hardwood Lum-
ber Association, as the result of which a “Na-
tional Sales Code” was adopted for the purpose
of establishing uniform practices in lumber trans-
actions and providing practical and responsive
means for the settlement of disputes between
buyers and sellers.

This code, which is the outcome of several
years’ preliminary work by the Lumber Associa-
tion, establishes definite rules governing quota-
tions, orders, acceptances and cancellations, stipu-
lates the terms of settlement of accounts grow-
irg out of transactions under the code and pro-
vides for the inspection of lumber upon receipt by
the purchaser when desired. The matter has
been under discussion for some months past, with
the Music Industries Chamber of Commerce as
the representative of wood consumers in the
music field, and a committee has been appointed
by the Chamber to study the subject, consisting
of: Thure A. Johanson, of the Cable Company;
Howard C. Darnell, of the Victor Talking Ma-

chine Co.; Percy A. Deutsch, of the Brunswick-
Balke-Collender Co.; A. G. Gulbransen, of Gul-
transen-Dickinson Co., and Warren Thayer, of
the Thayer Action Co. The conference recently
held in Chicago was attended in person by
Messrs. Johanson, Darnell and Gulbransen.

An important feature of the code is the pro-
vision for arbitration of disputes arising between
buyers and sellers of lumber. In case of such a
dispute involving a member of the Music Indus-
tries Chamber of Commerce, the arbitrators
would consist of the secretary of the National
Hardwood Lumber Association and the secretary
of the Chamber, who, in case of their failure to
arrive at an agreement, would select a third arbi-
trator, the decision of a majority of the arbitra-
tors to be binding on the disputants.

In expressing his approval of the National Sales
Code Mr. Johanson, chairman of the committee
appointed by the Music Industries Chamber of
Commerce, said:

“The committee is of the opinion that this re-
vised code is quite fair to manufacturers, jobbers
and consumers. It would seem as if this initial
step in the standardization of selling and buying
lumber as designated in this code is a good move

1658 Broadway

In Concert and Entertainment
Personal Appearance of

Eight Popular Victor

Favorites on One Program
A live attraction for live dealers and jobbers

Bookings now for season 1922-1923 1
Sample program and paniculars upon request

P. W. SIMON, Manager

New York City
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forward and we hope similar steps will soon be
taken to clarify and simplify the grading, mark-
ing, etc., of lumber.

“Secretary Hoover’s representative made quite
a brilliant talk on this subject, pointing to this
lack of standards as one of the weak points in
the business and suggesting methods for remedy-
ing the same. Along this subject of standardiza-
tion it might be a good thing to spend some
thought on standardizing our own lines of trade.

“The committee also heard discussed other sub-
jects pertaining to the lumber industry, all of
which were of interest to the trade and its re-
lations, and the energetic, businesslike method in
which these discussions were conducted was a
pleasure to behold.

“While the reported output of lumber is greater
than the consumption, which would seem favor-
able to the consumer, yet it seems that prices
of lumber in many instances have increased, while
the grading of the stock has correspondingly low-
ered. The business outlook of the lumber indus-
try seems to be favorable and both manufacturers
and jobbers are quite optimistic as regards the
future.”

COLUMBIA ARTIST IN BUFFALO

Famous Hungarian Violinist Receives Ovation
During Recent Vaudeville Engagement

Burrato, N. Y, July 31.—Duci di Kerekjarto,
the famous Hungarian violinist and exclusive Co-
lumbia artist, appeared in this city recently at
Shea’s Vaudeville Theatre, where he received an
ovation from Buffalo’s music lovers and theatre
patrons. During the week he was here Kerek-
jarto and M. H. Batz, city representative of the
Buffalo branch, visited Columbia dealers, who
were co-operating with this artist’s appearance
in Buffalo through the use of attractive window
displays. ‘While Kerekjarto was not the pro-
grammed star act at Shea’s Theatre, he scored a
hit that easily overshadowed all of the other acts
on the bill. Incidentally, his visit to Buffalo
stimulated materially the demand for his records.

Silvestre Teixeira, a talking machine and bi-
cycle merchant of New Bediord, Mass., was
recently declared bankrupt and H. A. Lider
was appointed trustee by the court.

The agency for the Victor line of talking
machines and records, formerly held by the
Hofstetter Drug Store, of Warsaw, N. Y., has
been takert over by the Ballintine Hardware Co.

,_ v
'PREDOMINATES
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JAPANESE LIKE EFREM ZIMBALIST

Famous Violinist and Victor Artist Plays for
Music Lovers of Nippon

Efrem Zimbalist, the world-famous violinist and
Victor artist, who has been touring the Orient,
accompanied by G. Ashman, pianist, has attracted
widespread attention from music lovers in Ja-

Messrs. Zimbalist and Ashman in Tokyo
pan, where he recently gave a number of con-
certs, according to advices received by The
World from the firm of Jiujiya Gakkiten, Vie-
tor dealer, one of the largest music houses in
Tokyo, Japan, and an old-time subscriber of The
Talking Machine World.

While in Tokyo Mr. Zimbalist visited the es-
tablishment of Jiujiya Gakkiten several times and
the photograph reproduced herewith was taken
in this concern’s talking machine department dur-
ing one of these visits. The plhotograph shows

Mr. Zimbalist, Mr. Ashman and Miss Ai Kurata

)'///////////////////////I///I///////////I///////////////////////////III//////I////////////////Q

the pretty daughter of K. Kurata, proprietor of
the establishment,

PLANS ACTIVE FALL CAMPAIGN

H. G. Neu, Manager of Regal Record Co., Tells
of Impressions Gained From Recent Trip

H. G. Neu, manager of the Regal Record Co.,
Inc, 18 West Twenticth street, New York City,
returned recently from a visit of several weeks
to the trade centers of the Middle West. In
speaking of his trip he said: *Dealers in some
of the territory visited reported the usual fall-
ing off in Summer business. The outlook, how-
ever, was quite satisfying everywhere.”

Mr. Neu made it a point to visit the merchan-
dising managers of several of the leading de-
partment stores and he said, without exception,
they all predict an unprecedented demand for
records during the coming Fall.

The plans for the Fall Regal record campaign
have been completed and call for much adver-
tising material for dealers’ use and other co-
operative “hook-ups.”

NEW LANDAY STORE IN BRIDGEPORT

Briogerorr, Conn.,, August 5—lLanday Bros.,
who operate a chain of music stores in New
York and surrounding cities, have leased attrac-
tive quarters at 1194 Main street, this city. The
building is a four-story structure and the lease is
for a period of ten years. Landay Bros. handle
Victor talking machines and records and musical
instruments of all kinds.

FRIEDA HEMPEL SCORES IN LONDON

Frieda Hempel, famous soprano and Edison
artist, received a_ royal welcome from music
lovers in London where she was recently heard
in recital. The press was unanimous in its praise
of this American favorite, and she has promised
to give some extra recitals previous to returning
to the United States.

WHY NOT YOU?

Wide-awake Dealers are increasing their
profits thru the sales of De Luxe Needles

Before you place your next order don’t fail to
write us for samples and full particulars about

E LUXE NEEDLES

Full Tone
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"‘Three for 30 cents

Duo.JonE Company, INCORPORATED

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

DON'T FORCET THESE FACTS

PLAYS 100-200 REGORDS
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(40 cents in Canada)

SUGGESTS NEW “TALKER” MARKET

Writer in Printers’ Ink Brings Out Possibility
of Talking Machine Sales to Business Men for
Office Use—Why Not Sell the Music Idea

The business man as a field for talking m:
chines is suggested in a recent article appearin
in Printers’ Ink. The article, entitled ‘‘( M
less Advertising That Brought in 1,800 Dir
by George H. Wicker, states, in part

“A short time ago a salesman called t

the general manager of a large concern in th
export field. As he sat waiting he heard

sound of music. It seemed to come fr th
general manager’s office, the door of which wa

closed. He Llistened attentively and, being a
music lover, was able to make out a violin rendi-
tion of the Meditationr from ‘Thais." The selec-
tion was played twice over.

“Soon after the salesman got his audience,
transacted his business and, when rising to leave,
said:

“*‘As I sat outside waiting 1 heard someone
playing a violin. I'd like to know who played
it and how music comes to occupy a place in
your day's work, if it does.’

“Thereupon the general manager pointed to
a screen in one corner of his office, back of
which stood a cabinet phonograph.

“*That is what you heard,” he said; ‘I've had
that in my office for several months now. 1 get
relaxation and refreshment from music. I have
a habit of working toa fast for my own good
health. When my nerves get the best of me I
quit, shut the door, turn off all telephone calls and
visitors and give myself up to music for fifteen
minutes. As a knitter of the raveled sleeve of
care I find it better than sleep.

“Right there is a use for music that few people
know about. Making a business man understand
how he could use music that way would ordi-
narily require a longer story than it takes to in-
duce people to buy popular dance music.”

Here’s an idea well worth thinking about! The
field is entirely undeveloped.

Perfect Reproduction of Tone No Scratchy Surface Noise

Medium Tone
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COLUMBUS

Dealers Optimistic Regarding
Trade Outlook for Fall—V aca-
tions Under Way—The News

CortvnBus, O, August 5.—A busy Fall for
talking machines and records is the prediction
of dealers and jobbers alike. Perry B. Whitsit,
president of the Perry B. Whitsit Co., Victrola
jobber, of this city, stated that the building activ-
ities now noticeable in this territory are bound
to help the talking machine trade. Hundreds of
houses are now going up all over the city and
it is these new homes that will offer a new field
for talking machines and records.

C. E. Avery, manager of the Victrola depart-
ment of Stewart Bros. also looks for a busy
Fall season. Having been engaged in an inten-
sive campaign for an increase in volume of
business, Mr. Avery anticipates the results of
this campaign to be in evidence during the
Autumn months. During the Summer months
Mr. Avery put into being a plan to arouse in-
terest in talking machines and records among
people who formerly did not profess any in-
terest at all in this line. “Two young women
from our firm made house-to-house canvasses in
territories in close proximity to our store. Out
of 1,272 calls we secured 250 good prospects and
402 fair prospects. \We have sold a number of
machines as a result of this campaign and we
expect to sell more in the near future. Experi-
ence has shown us that it takes about ninety days
before the actual results of such a campaign can
be calculated. As our campaign has only been
going on for two months, it is too early to state
definitely the degree of its success. At the pres-
ent time, however, our sales have increased 20
per cent each week,” said Mr, Avery.

Just as soon as Mr. Avery received a report
of the interview which a representative of the
firm had with the prospect he sent a follow-up
letter. These letters brought many customers to
the store.

An outstanding policy of the Stewart Bros.
Furniture Co. is to have as many numbers of
Victor records as have been issued by the Victor
Talking Machine Co. An evidence of the com-
pleteness of this firm’s stock may be had from
the fact that only two customers were turned
away inside of three months because records

asked for were not in stock and these particular
discs could not be obtained in the city.

Visits to a number of the local talking ma-
chine firms revealed the fact that July, more than
any other month, 1s the month of vacations.
Those on vacation during July included: F. J.
Connor, manager of the Victrola department of
the Z. L. White Co., Victrola dealer, 106 North
High street, who visited Cleveland, Cedar Point
and Detro:t; Mrs. Besse Bell, of the same con-
cern, spent one month in Gloucester; Miss Vera
Hammond, who visited her home in Amarilla,
Tex.

Members of the C. C. Baker Co., 43 South
High street, who enjoyed July vacations were:
Mr. Baker, Mrs. F. Barnes, of the record de-
partment; Miss Julia La Rue, of the sheet music
department, and Kenneth Pyles, of the player
roll department.

Leslie I. King, manager of the music depart-
ment, of the Morehouse-Martens Co., Victrola
dealer, together with his family, is visiting his
parents in Qakland, Md. Miss Mildred King,
sister of Mr. King, accompanied them.

The Victrola department of this store took
the honors in the sales contest that has just
been concluded. Miss Dorothy Dawson. of the
record departiment, headed the team that won
the prize offered in this contest. Prize consists
of three days’ vacation with pay in addition to
the regular vacation period that is granted to
employes by this firm. Fifteen people consti-
tuted one team. Miss Dawson was the captain
of team No. 2. At the close of the contest
Miss Dawson’s team was $1,051 ahead of any
other team.

In connection with the coutest meetings were
held frequently and salesmanship methods were
emphasized to each member of the team by Miss
Dawson. There were thirteen young women and
two young men on this team. Each one of the
15 members received three days' vacation with
pay.

Mrs. Esther Reynolds Beaver, educational di-
rector of the Perry B. Whitsit Co., is visiting
relatives in San Francisco, accompanied by her
mother and aunt. She visited many points of
interest en route, such .as the Grand Canyon
and Yellowstone National Park.

Out-of-town visitors at Perry B. Whitsit Co.
during the past month included: O. A. Rider,
Gem Pharmacy, Nelsonville, Ohio; A. E. Sar-
gent, Crooksville, Ohio; Henry Ackerman, Jr.,
Marion, Ohio, and M. L. Phillips, Mt. Gilead,
Ohio.

JN the Swim

Regardless of the season of the
year,
Victor dealer is complete, up-
to-date and practical. ‘

For
Swimming
equipped to offer Victor re-
tailers timely dealer helps that
are well worth careful investi-
gation.

MICKEL BROS.

DES MOINES

L

as usual

Mickel service to the

months—
time—we are

the Summer

NO. VIII
Dear Bill:

In my last letter to you I stressed the necessity
of going after business during the Summer
months and outlined several good plans for con-
ducting a profitable and sales-building Summer
service. Now, I want to point out the necessity
of taking advantage of the waning vacation sea-
son to prepare for the Fall and holiday business.
This may seem a little premature to you, but
remember that I have been through the mill
myself and know whereof I speak.

In a little more than two weeks the vacation
season will be practically over and once again
the schools and churches will reopen their doors.
People who have been away during the swelter-
ing days will be back to their homes ready to
settle down for the Fall and Winter. Experi-
ence has shown me that at this time, with long-
ings for home life and comforts at their highest,
people are most susceptible to the approaches of
salesmen engaged in the selling of musical in-
straments.

It is well to plan a definite campaign to turn
this susceptibility to good account. In this con-
nection your advertising should make the home
appeal and the value of your instruments as a
means of home entertainment should be put forth
most strongly. You will find that this sort of
publicity at this time will be most effective in
bringing customers to your store.

During the Summer you undoubtedly sold a
number of the portable models of talking ma-
chines to people who desired them for use in
camps and other vacation places. If you have a
list of these people now is the time to capitalize
on it by approaching them regarding the pur-
chase of a larger instrument.

Now, in connection with the reopening of
schools and churches, there is a big field for sales.
In every church there are one or more organiza-
tions of a social character which offer fine pros-
pects of not only making a sale of a machine
to the society, but to individual members as well.
You will probably find that most church organi-
zations are hampered by lack of funds and you
can secure their everlasting gratitude by helping
them raise the money through one or more talk-
ing machine concerts. You carry a large stock
of records and it would be an easy matter for you
to arrange a well-balanced concert to be given in
the church. Members of the congregation would
be more than willing to pay an admission fee
when they were told what the money was to be
used for and by doing this you would also obtain
some very fine publicity for your store and the
line you handle.

Schools also offer a fine field for sales. The
talking machine is being used more and more as
an educational medium and Boards of Education
are always willing to listen to plans whereby they
can make their schools more efficient. Then there
are concerts at the store or in the school for the
school children which, while not resulting in any
immediate sales, would provide live news for the
local papers and widespread publicity for your
store.

These are only a few of the opportunities which
await the live dealer who takes time by the
forelock and beats his competitor in getting to
the prospects. It is a mighty good thing to have
your plans prepared beforehand, so that you can
start operations at a moment’s notice. Thus, if
one of your competitors should suddenly start
work along these lines you are in a position to
start something yourself without too much loss
of time. As always, your friend, Jim,
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JEWETT RADIOPHONOGRAPH
No. 10 tive Patent No. 1,113,149, Oct. 6, 1914,
and under pending patent application

Serial No. 807,388)

“Guaranteed—Electrically and Mechani-
cally —The Best T hat Money Can Buy.’’

Are You An Ostrich—
Or A Lion?

The Ostrich tucks his head into the sand and
reasons that the Lion can’t get him because he
can’t see the Lion.

With equal logic many a music dealer shuts his
eyes to Radio, and proclaims that therefore it
will never affect his business.

Ostriches, every one of them! And the fate of
the Ostrich will surely be theirs, for Radio—
one year old—is already the biggest and fastest
money maker in the Musical Instrument field.

For distributors who are not Ostriches but Lions
—merchants who know and appreciate Radio—
this Company has territory, a product, and a
proposition that means Profits.

Jewett Phonographs and Radiophonographs—
the only actually complete line in the world—can
be yours to sell if you're a Lion. The line is
tested, approved and in full production. Our
proposition 1s waiting for you.

You Lions! Let us hear you roar!

THE JEWETT RADIO and PHONOGRAPH CO.
DETROIT, MICHIGAN

The Stewart Sales Co., 18 W. Georgia St., Indianapolis, Ind.
Distributors for Indiana and Kentucky
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JEWETT
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PHONOGRAPH S
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(Licensed under Armstrong Regenera-
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Regal’s good quality

is not ‘‘accidental’’

The artists are the same talented stars
who record for other leading record
companies.

The recording supervisors are experts
who have had long experience in this
very important branch of record mak-
ing.

The materials are of a high quality
because good materials are necessary
for a good record.

And the pressing is perfectly done in a
factory that is the third largest record
producer in the world.

That éomprises Regal’s quality!

But add to it the service of the organi-
zation that is back of the Regal
Record.

Consider the tremendous scoops that
Regal has made these past few months.

Remember that Regal is invariably
out with the hits first! And that it
maintains a 24 hour delivery service
to ship these hits to the dealer!

Isn’'t it logical that Regal is the kind
of a record company you could deal
with profitably and satisfactorily?

Write for exclusive dealer proposition!

REGAL RECORD CO., Inc.

NEW YORK

20 West 20th Street

RECORDS OF ALL RACES AND TRIBES

German Professor Has Collection of More Than
2,000 Recordings of Songs of All Races and
Tribes—Says Wicked Do Not Sing

A museum for living voices—more than 2,000
phonograph plates of prominent personages, of
wild tribes and all races—has been collected by
Prof. Wilhelm Doegen, of the Public Library
in Berlin, Germany.

The professor believes that from this extraor-
dinary museum he could start a movement
which would solidify peace in the world, and he
is now trying to arrange for contact with Ameri-
can and other scientists.

“Furthering the mutual understanding of the
peoples as well as of scientific progress,” he
said, "has always been the aim of our work.
For instance, the general idea about the Ghur-
kas is that they are a savage tribe glorifying
in bloodshed. Now take this record.”

The sounds of a beautiful and melancholy
tune ceased.

“Can anyone imagine a tribe having such
songs and being a mere set of cut-throats?” he
continued.

"““‘Wicked people do not sing,’ says the Ger-
man proverb. All human tribes, as we have con-
firmed, possess songs, some of which are merry
and harmless ones, others full of passion and
love, and some, the Slavic and Oriental races
principally, which seem to be distilled out of
sobs and tears.” .

Prof. Doegeii says that wherever he had given
performances in Germany and abroad the press
has been unanimous in affirming that a wave .
of practical pacifism had emanated therefrom,
more effective than the speeches made by politi-
cal pacifists.

ARE YOU DOING YOUR SHARE?

If the organization with which you are con-
nected offered a star to the worker who during
the month contributed the idea which helped the
most to increase income or decrease unnecessary
expenses, would you be the one to wear it or
would it go to someone else? asks Tom Dreier in
Forbes' Magazine.

Without being impertinent, we want to ask
you right now how much you have done during
the past month to increase the sales of your com-
pany. Have you contributed one real, originzl
idea? Has some thought of yours made the work
of your associates easier and more efficient?

If you haven't helped to increase sales what
have you done to effect economy? Have you
been able to suggest anything that would elimi-
nate certain unnecessary expenses? Have you
suggested any short-cuts?

Just for your own pleasure and to test your
own value to yourself and to your organization,
ask yourself some searching questions like these.

HAVE MONEY TO BUY “TALKERS”

Savings Deposits in Banks in the United States
Total More Than $16,500,000,000

Savings deposits in banks in the United States
total 'more than $16,500,000,000, according to a
survey just completed by the American Bankers’
Association through its savings bank division.
Leo D. Woodworth, deputy manager of the
division, under whose direction the study was
made, points out that the total conflicts with the
estimates recently issued by a United States Gov-
ernment bureau, which places the total savings
for the country at $27,000,000,000, a figure based
on mutual savings bank deposits and outstanding
United States bonds. The present figure of $16~
500,000,000 includes savings deposits, certificates
ot deposits and postal savings.

Ideas are everywhere. Good, bright, new
oncs abound in every line. When applied to
your business they are valuable.

Pep is wasted energy unless it is directed along
effective lines.
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NEW VICTOR SHOP IN ALBANY

F. C. Henderson Co. Opens Attractive Store—
E. J. Yerick in Charge

ArBaxy, N. Y., August 7—A new, up-to-date Vic-
tor shop, to be known as Henderson’s, has been
opened by the F. C. Henderson Co., at 23 Steuben
street. A complete assortment of Victrolas and
records is stocked. E. J. Yerick, who formerly
had charge of the talking machine department
of the W. M. Whitney Co., has been made man-
ager of the new establishment. No modern detail
has been omitted in making Henderson’s a store
where practical service can and will be given
its patrons. Its equipment includes sound-proof
record-hearing rooms and large marble demon-
strating rooms.

RADIO CHAMBER OF COMMERCE

First Annual Meeting of Radio Manufacturers in
Capital Results in Finishing Touches to Organ-
ization Recently Formed

WasHiINGTON, D. C., August 4.—The first annual
meeting of the National Radio Chamber of Com-
merce was held at the Wardman Park Hotel,
this city, during the last week of July. The
process of organization was completed during
the convention and a constitution and by-laws
were adopted.

The opening address was made by Herbert
Hoover, Secretary of Commerce, and other inter-
esting addresses were made by Secretary of War
Weeks, Major General George O. Squier, chief
signal officer of the Army; Dr. S. W. Stratton,
Director Bureau of Standards, and others prom-
inent in the radio field.

The delegates enjoyed the pleasure of a trip
to the big naval radio station at Arlington, Va.,
and an inspection of the radio equipment at the
Bureau of Standards.

SLIDE SERVICE PRICE REDUCED

Columbia Co. Announces Reduction in Price on
Motion Picture_ Slides

The advertising department of the Columbia
Graphophone Co. announced recently that the
tnoving picture slide service for Columbiz deal-
ers had been reduced from $2.40 to $1.00 per
month. For this nominal sum the Columbia
dealer receives four different hand-colored mov-
ing picture slides with his individual imprint.
Each slide features a different record, as, for
example, one set of slides presented Marion Har-
ris singing “Fickle-Flo”; Eddie Cantor singing
“I Love Her, She Loves Me,” while the other
two records featured several of the latest dance
hits.

MOTROLA PRICES INCREASED

Jones-Motrola, Inc, 29 West Thirty-fifth
street, New York City, manufacturer of the
Jones-Motrola, an electric winding device for
the talking machine, has announced an increase
in the price of the product. Effective August 185,
the retail price of the Motrola is advanced to
$23, maintaining the regular trade discounts to
dealers and jobbers. The previous price of the

* Jones-Motrola was $19.50.

Jones-Motrola, Inc., has also recently entered
the radio manufacturing industry, manufacturing
jacks, plugs, lamp sockets and other parts.

ISSUES FOREIGN RECORD POSTER

The Victor Talking Machine Co. has just is-
sued an exceptionally handsome window poster
for dealers’ use in connection with the sale of
fereign language records on the August list. The
poster contains the national colors of Arabia,
Bohemia, Croatia, Germany, Greece, Hungary,
Italy, Spain, Poland, Portugal and Sweden and
beneath these are listed the records in these
languages.

To-day is the day to get down to business;
to-morrow never comes.

3
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Make us thoroughly dissatisfied with ourselves
is my earnest prayer for our business men, for
the stand-patter in business is quite as much of
an obstacle to progress as the stand-patter in
politics, religion or other fields. To go on the
principle that things merely happen, that the
proper attitude is to take things as they come
and make no effort to understand the whys and
wherefores of past and present, just to accept as
a matter of course that business must have its
vps and downs, it is this sort of attitude that
keeps us from moving forward and registering
real progress in commercial affairs.

Progress is predicated on having the right point
of view, the acceptance of the principle that
to-day’s events grow out of yesterday.

As business men, therefore, it is our duty to
know the reasons for our present situation and,

knowing them, to equip ourselves to bring new
ok

The Stand-Patter.H}nders Business Progress

By J. H. TREGOE, Secretar-y-treasu;r, National Association of Credit Men
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forces to bear to make the new situation better.
If well-directed action were ever needed it i
needed now. If good thoughts ever had place
it is now. The stand-patter must be jogged along
and carried with the crowd or left behind. In full
appreciation of the past, with right appraisal of
the present and clear determination for to-mor-
row; we must go forward. What business shall
be in the Fall of 1922 or the year following rests

with us. It is not to be merely a matter of
opinion.
A first dividend of 7 per cent has been

allowed creditors of the Regina Co., Newark
N. J., which was recently declared bankrupt, ac-
cording to Atwood L. DeCoster, referee in bank-
ruptcy. Creditors who consented to receive stock
in the company in satisfaction of claims were
exempt from the dividend.

T

hard usage.

ESIGNED to stand the shocks of

%UILT to run smoothly and noiselessly

under varying conditions.

@PERATED with uniformity, and

constant in speed.

Write for prices
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SPHINX GRAMOPHONE MOTORS Inc.
_MEW YORK, K.Y,

Sphinx Gra mophone Motors

21 East 40th St.
NEW YORK CITY

il

Built by Engineers
with the highest
Engingering Skill.
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TNe Reproducer Supreme

O show your customer the full use and enjovment of
arecelving set, demonstrate it equipped with Magnavox
Radio—the Reproducer Supreme.

The Magnavox Radio opens up a large and most
profitable radio market—by making it possible for the
entire family to ‘“‘listen in’’ at the same time.

Your profit margin is ample—your turn-
over on the sale of Magnavox Radio is
rapid and sure. Carry it—understand it—
demonstrate 1t—push it in your community.

Magnavox Nationaladvertisingisproduc-
ing“prospects”everywhere. \Write for name
of nearest distributor, and information as to
how we help you sell Magnavox Radio.

Magnavox Radio consumer folder and other valuable
“sales helps” link you up with the most interesting
consumer advertising campaign in the entire industry.

Home Office and Factory

The Magnavox Company

Oakland, California

New York Office, 370 Seventh Avenue

Magnavox Radio
with 18-inch Horn

“OR those who wish the ut-
most in amplifying power;
for large audiences, dance halls,
etc. Requires only .6 of an am-

pere for the field
Price, $85.00

Type R-3
Magnavox Radio
with 14-inch Horn
THE same in principle and

construction throughout as

Type R-2, and is ideal for use
in homes, offices, amateur sta-

tions, etc. Price, $45.00

3-Srage

Magnavox
Power Amplifier

Model C

INSURES getting the largest
possible power input for the
Maguavox Radio. Can be used
with any “B’” battery voltage
which the power tube may re-
quire for best amplification.

AC-2-C, 2-Stage.......... $80.00
AC-3.C, 3-Stage..... ..
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The playing of Brahms’ “Hungarian Dance No. 1” by Toscha
Seidel is fireworks set to music.
strokes he plays the opening theme, then dashes into a tiery
torrent of glistening notes that fairly trample each other in
their rush to burst from his violin, then by aimost magical
transitions he regains the original quiet, halting rhythm.
49690 12-inch Symphony.

Columbia Graphophore C(o.
NEW YORK

With broad sweeping bow

. -
¥\
A

NOW THE “DAPHO” MOVIES

Moving Picture Machine for the Home Intro-
duced by Dayton Photo Products Co.—Paper
Films That Are Effective and Fireproof

DavTon, O., August 4—The Dayton Photo Prod-
vcts Co.. of this city, recently cmbarked on
an extensive merchandising campaign of the
“Dapho.” This is a moving picture projection
machine for use in the home and which, in de-
sign, is constructed along lines that closely re-
semble the talking machine.

This company also manufactures the Dapho
paper prints—films of especially treated paper
of extremely tough fibre that are fireproof and
which, therefore, eliminate the fire handicap
with which moving picture instruments have
hitherto had to contend. This company is al-
ready in production of the “Dapho” motion pic-
ture machnes. and has assembled an extensive
library of films, including the entire “Dapho-
Bray” Library.

Already retail dealers in several fields have
become interested in securing the agency for
this unique product and, according to the pres-
ent outlook, a very substantial portion of the
national distribution will be accomplished
through retail talking machine dealers, because
the new product is also eSSc.entially an instru-
ment for home entertainment.

Quite a number of prominent American busi-
ness men are interested in the Dayton Photo
Products Co., and included among its directors
and officers is one of the most prominent fig-
ures in the American music industry.

WALTER CAMP’S “DAILY DOZEN”

Health Builders’ Record Course Is Steadily Ex-
tending Its Popularity

To make two blades of grass grow where one
grew before is a goal for which most business
houses are striving. Robert B. Wheelan, presi-
dent of Health Builders, Inc., New York City,
reports that the Health Builders’ record course,
consisting of Walter Camp’s “Daily Dozen,”
set to music, is developing additional sales for
dealers selling this set. A number of dealers
have recently written Mr. Wheelan that they
have definitely traced additional sales from
friends of the original purchasers. Mr. Wheelan
attributes the popularity of the Health Builders’
course to the prestige of Mr. Camp and his
“Daily Dozen.”

MAX LANDAY WINS GOLF PRIZE

That Max Landay, president of Landay Bros.,
Victor retailers in the metropolitan territory and
vicinity, can play golf as well as sell talking
machines in a scientiic manner was demon-
strated recently, when he won the prize for
turning in the low net score at the Advertisers’
Golf Tournament in Cooperstown, N. Y. Mrs.
Landay, who accompanied him, showed her skill
in the ladies’ tournament, going around the nine-
hole course in 56 and winning a prize.

ALL PERSONS HEAR DIFFERENTLY

Research in Western Electric and American
Telephcne Laboratories Brings Out Interest'ng
Facts Regarding Vocal Sounds

What you hear when you listen to talk or
music is not the same thing that anyone else
lhears. All human ears hear the same thing
d.fferently. This is one of the discoveries made
in the research laboratories of the \Western Elec-
tric and the American Telephone & Telegraph
companies, according to Dr. Harvey [I‘letcher,
who has given this subject mmuch counsideration.

The normal human voice can be reduced to
cue-milionth of its volume and still be heard,
says Dr. Fletcher, but if the voice is reduced
to one ten-millionth it becomes inaudible. The
ear will receive a human voice amplified to 100
times its normal volume without distress, but
if increased a thousandfold the sound is pain-
ful to the ear. At this volume of sound also
the words are indistinguishable. Thus the range
of good hearing is from oune-millionth the vol-
ume of the normal voice to 100 times its volume.

Bv a series of filters which eliminate any
desired group of vibrations from the slowest to
the most rapid Dr. Fletcher has discovered that
E is the hardest sound in the English language
to kill. Next to it is I. Th is the black sheep
{ the family. This sound, together with V and
F. accounts for more than half of the errors in
understanding what is said. Ou was found to
be the easiest sound for all ears to recognize
and the most difficult to misunderstand.

Dr. Fletcher has a perfect telephone appara-
tus which carries the voice without distortion.
This is still a laboratory product, too expensive
and fragile for commercial use. The results of
8,000 tests, which are still being studied, will,
he says, eventually be of great value in improv-
ing the commmercial telephone and revealing to
acfors, singers, teachers and public’ speakers
what sounds must be stressed in order to be
heard perfectly by the greatest number of
hearers.

You may think a whisper does not start a
sonnd wave, but Dr. Fletcher's perfect phone
shows there is no difference in clearness in the
reproduction of whispered sounds. Radio tele-
phone orators take notice. Dr. Fletcher has
compiled a list of sounds, giving the following
crder in which they are easy to recognize: OU,
L, NG; long O. FR, Y; long A, I, D. O, W,
T; long U, M; long E, Sh, B. H, A, U, A, ], Z,
N,Ch K, S5 G P, E, V, F, Th.

WONDA PHONOGRAPH CO. CHARTERED

One of the latest additions to the talking ma-
chine establishments of New York City is the
Wonda Phonograph Co. which recently incor-
porated under the laws of this State, with a
capital of $10,000. Incorporators are: H. Taus-
s'e and C. E. Bilkes.

“A man who boasts he never changes his mind
after it is made up,” says Trude Hills, “is about
as valuable as a glue-pot that has glued its own
stopper in.”

W. F. HITCHCOCK, Proprietor

1009,

THE PHONOSTOP

THE PHONOMOTOR CO.

5 years of success everywhere

Efficient .

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

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

i Get Our Printed Price List Immediately

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

121 WEST AVENUE
ROCHESTER, N. Y.

Retails at 75c¢

THE NEED-A-CLIP
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The following statement of fact, from a
Sonora advertisement, is typical of the argu-
ments that are winning new victories for Sonora
dealers:

“Playing the same record, some phonographs are so
sharp and shrill that one’s ear-drums vibrate almost
painfully, while some go to the other extreme and are
dead, weak, or sound as though played in a barrel, so
noticeable are the unnatural overtones and reverberations.

"“These objectionable effects cannot be created on the
Sonora. The patented Sonora sound box, tone arm and
laminated all-wood horn, designed according to the cor-
rect basic principles of sound waves and acoustics,
refine and make clear and sweet the sounds of a high
pitch such as piccolo tones, harsh bass notes and those
of the middle register which frequently reproduce un-
naturally on other phonographs.

LAFAYETTE
$165

“One of the most important of these factors contributing
to Sonora’s tone is the scientific design and substantial
construction of the Sonora amplifier. Unlike the thin,
flimsy horns found on some phonographs, the Sonora
all-wood laminated amplifier is made of from five to
fifteen thick, cross-banded veneers, impervious to climatic
changes, and incapable of opening up or cracking.”

Experience has shown you that the talk that
can be proved is the most powerful influence for
sales. With the new, improved Sonoras on your
floor you can demonstrate the facts related above.

Write for information about our liberal dis-
counts and other advantages of handling the
Sonora line.

Sonora Phonograph Company, Inc.

GEORGE E. BRIGHTSON, President
NEW YORK : 279 BROADWAY

IMPERIAL ; e
$150 Canadian Distributors: I. Montagnes & Co., Toronto

THE INSTRUMENT OF QUALITY /22
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The distributor named below who covers the ter-
ritory 1n which you are located will be glad to answer
all inquiries regarding a Sonora agency on receipt of

a letter from you.

Syrac;xse, N. Y.

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

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

Memphis, Tenn.
Arkansas, Louisiana, Tennessee, Mis-
sissippi.*

Indianapolis, Ind.
State of Indiana.

Omaha, Nebr.
State of Nebraska.

221 Columbus
Mass.
Connecticut, Rhode Island, Massachu-
setts, Maine, New Hampshire and
Vermont.

Ave., Boston,

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

616 Mission St.,
Cal
Washington, California, Oregon, Ari-
zona, Nevada, northern Idaho, Ha-
waiian Islands.

San Francisco,

ESIDES possessing im-
portant patents of
its own, Sonora is licensed
and operates under BASIC
PATENTS of the phono-
graph industry. Sonora’s
future and the future of
Sonora’s dealers’ business
are secure.

Houston, Texas.
Southeastern part of Texas.

310-314 Marietta St., Atlanta, Ga.

Alabama, Georgia, Florida and North
and South Carolina.

Wichita, Kans.

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

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

613 Arcade Bldg., St. Louis, Mo.
St. Joseph, Mo.

Missouri, northern and eastern part
of Kansas and 5 counties of N.E.
Oklahoma.

. 1751 California St., Denver, Colo.

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

Salt Lake City, Utah,

Utah, western Wyoming and south-
ern Idaho.

720 S. Michigan Ave., Chicago, Ill.
Ilinois and Towa.

Milwaukee, Wis.
Wisconsin, Upper Michigan.

1214 Arch St., Philadelphia, Pa.
Eastern Pennsylvania, Maryland, Del-

aware, District of Columbia and Vir-
ginia.

505 Liberty Ave., Pittsburgh, Pa.

Western Pennsylvania and West Vir-
ginia.

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

311 Sixth Avenue, New York.

Counties of Westchester, Putnam
and Dutchess; all Hudson River
towns and cities on the west bank of
the river, south of Highland; all ter-
ritory south of Poughkeepsie, includ-
ing Greater New York, with the ex-
ception of Brooklyn and Long Island.
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The Trade Service Bureau of the Music In-
dustries Chamber of Commerce has recently made
an extended survey of retail business in the
music trade during the Summer months and has
embodied the results of that survey in an in-
teresting report, includ'ng charts showing sales

IN THE RETAIL

Trade Service Bureau Presents Interesting Analysis of Factors Which Enter Into
Summer Music Business, With Suggestions for Increasing Sales

1 e s s

evident that those who want to keep up their
sales averages during otherwise dull months must
cultivate out-of-town business.

The answers to the questionnaire of the Trade
Service Bureau on "Bracing Up the Dull Months’
prove conclusively that the two great fields fo

e e e e T e e

A SURVEY OF SUMMER BUSINESS

MUSIC FIELDS

(AR nIRgeI

The music merchant in an agricultural com-
mumty having Summer resort attractions is, of
course, especially favored in this respect. (See
Chart No. 4.)

The fact is generally known and is empha-
sized by the reports that the great maj>rity ol
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No. 1—General Montnly Sales Averages

This chart represents the average monthly percentage of sales of mnearly 200 stores
Compare your own monthly sales percentages
out whether you are ahove or helow the average during the dull
The 100 per cent month is Decemher, while June, July and August are each

of all classes throughout the United States.
with these to find
months.
below 50 per cent of the peak month.

averages during the various months of the year
and suggestions based upon the experiences of
those retailers who have managed to overcome
in some measure the Summer quietude. While
none of the suggestions for increasing Summer
sales may be termed radical or sensational a num-

down to 40 per cent, an

No. 2—Average City or Industrial Sales

In the cities, particularly those which are industrial centers, Summer sales drop
even helow that during August.

The dotted line shows what

one merchant was able to do in an industrial city, the dashes showing the monthly husi-
ness of another merchant, under identical conditions, who apparently was willing to accept

the dull period without a struggle.

intensive special effort to raise the sales averages
of the most difficult months, July, August and
carly September, are as follows:

(1) Among the farmers who find time for
mid-Summer diversion, before harvest, on the one
hand, and

music business is done with city people, thereby
cmphasizing the opportunity for developing de-
mand in rural and resort districts. The exodus of
city workers into the country creates an obvious
opportunity to transfer the city appreciation of
music to country residents. At the resorts, Sum-

ber of retailers may find in them some material (2) Among city workers who are seeking mer hotels and boarding places the country
that they can put to good use in their own locali- vacation pleasures, on the other. dwellers see what kind of diversions the Summer
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No. 3—Average Sales in the Country

One of the most uniform individual reports returncd on the questionnaire is shown

hy the dotted line, representing monthly sales in an agricultural community, with half the
1tr) The dashes represent a report showing the

greatest variation, and although the husiness thus represented depends upon the agri-
cultural element the fluctuation is explained hy the statement that industrial and city
Apparently the farm trade has not heen cultivated.

sales to country pcople and half to city people.

people make up most of the sales.

ties. For that reason the report is published in
full as follows:

When the business done during the Summer
months by music merchants who cultivate coun-
try trade averages better than 60 per cent (see
Chart No. 3) of the peak month of December,
while the city business in industrial centers drops
below 40 per cent (see Chart No. 2), it becomes

t()ipportunitics heing grasped.
o

farmers)."”

The great army of stay-at-homes of all classes
is susceptible to special arguments for musical
equipment to break the monotony of the quiet
Summer months and there should be no let-up
of advertising and canvassing effort in the regu-
lar field. After all, it is only a relatively small
minority of prospects who are away at a given
time.

tted line, with the explanation! “We do not have dull months. v c
husiness in Summer and our regular good Winter trade, 60 per cent agricultural (with

No. 4—Mixed Sales

Where the reports show the business to he evenly divided between city and country
people, or industrial and agricultural workers, the monthly sales percentages run ahbout
parallel with the general averages of

Chart No. 1, hut there is greater evidence of sales
ere was found the most uniform report, as shown hy the
We have a hig resort

visitors enjoy, and if music takes its proper
place in such diversions a new market is created,
not only for the dull months, but for continued
cultivation.

The figures secured by the Trade Service
Bureau prove that the music merchants who keep
after their regular business persistently and add
to their usual efforts a special drive for busi-

construction and

[

priced machines.

)

-
i

facturers.

\ 124-132 Pearl

A QUALITY SOUND BOX

Here is a sound box that has won a reputation for its quality features of design,

tone.

It reproduces a full, mellow, resonant tone of unrivalled volume and clearness.

Good enough for the highest-class phonographs and cheap enough for the lowest-

Get acquainted with the superior qualities of the Presto rubber-hub sound box
and you will realize why it has been adopted by the leading independent manu-

PRESTO PHONO PARTS CORPORATION

Brooklyn, N. Y.

Street
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ness among farmers and city people who are

spending the Summer in the country or at re-
sorts can maintain a fair degree of uniformity in
their monthly sales averages.

Work alone is not the solution, unless that

work is intelligently directed with certain defi-
nite ends in view. Every business presents dif-
ferent problems, but the following three channels
cf effort are representative of the methods by

(3) Building Up the Prospect List

Even when the cultivation of Summer pros-
pects does not result in immediate business
there has been created the opportunity for future
sales. People's minds are out of the rut of
routine thoughts. Under the different conditions
which surround their Summer activities they may
be approached from some new angle. A man
who is thinking in terms of golf or an auto

creating community spirit and friendly rivar
between towns, institutions and organiza

The foregoing will suggest other avenues o
approach, perhaps, and other methods of creatir
immediate or prospective business.

The report is intended to show that sales volume
can be built up during otherwise dull mouth
that it is up to the individual enterprise of the
music merchant to produce results at a time when

s |
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No. 5—Two Merchants in the Same Town

: I the attitude of two merchants working the same
territory. The dotted line represents the one who reports a ‘‘great slump” in the particular
n stating further that his poorest months
(even though they were twice as good as his competitor’s) were due to “not working
Evidently this merchant is studying how to keep up

An interesting comparison of
field from which he was getting the most husiness,

hard enough on other prospects.”
his monthly sales percentages.

which higher monthly averages can be maintained:
(1) Offering of Seasonal Goods

There are certain offerings which are more
likely to appeal to the indifferent prospect and
create a desire in him to make music a definite
part of his Summer diversion., The following are
examples:

Used pianos, players and talking machines
wlich can be priced low enough to make their
installation in Summer bungalows within the
means of many more prospects than could af-
ford new instruments.

Small pianos of the type which are increas-
ing rapidly in popularity, and which take up
little room in limited Summer quarters.

Automatic pianos (coin-operated) for various
resorts and public places frequented during the
Summer.

Rental instruments of various types.

Portable phonographs which can be used in
camps, on boats, on motor trips and, in fact, al-
most every place.

Special assortments of rolls and records, se-
lected with particular reference to outing condi-
tions and pleasures and all ready made up to save
the time of the last-minute purchaser. Some old
numbers, more or less out of demand, might be
inicorporated in such assortments, like “The
Good Old Summertime.”

Radio equipment for the Summer place.

Small goods like the banjo, ukulele, guitar and
mandolin and novelties.

Band and orchestra instruments, especially the
former.

Other items may suggest themselves to the
music merchant who makes a careful study of his
possible markets.

(2) Adapting the Sales Arguments

In order to develop the demand for Summer
music special arguments adapted to the season
must be put forth in advertising, window displays
and sales solicitation, while the canvass for pros-
pects must be suited to changed conditions.

Music for impromptu dances and concerts,
music on motor and boating trips and in camp;
music at boarding places, Summer cottages and
clubs, and music as a happy addition to every kind
of outdoor diversion and amusement should be
pictured vividly. The lure of music across the
water is irresistible.

Advertising should be very pointed, less de-
tailed and should concentrate on a few basic ideas.
People give less time to reading and less thought
to what they read.

Window displays should associate music with
outdoor ideas—the settings should show music on
a cottage porch, amid grass and trees, along
with fishing tackle or tennis outfits and other
equipment which individualizes the window.

If there is a resort center nearby, but too far
distant for convenient sales contact, a Summer
branch headquarters might be desirable. The
resort business might seem too small a factor to
make this profitable, but the reports indicate that
enough volume is gained in certain cases to make
such a move practical.

dots representing
percentages were

trip may be more easily approachable than one
who is buried in business during other months.

One may cultivate resort proprietors, provide
concerts for the entertainment of Summer visi-
tors in order to develop the idea and secure lists
of guests.
gins to hang heavy on the hands of many guests,
who will welcome impromptu musical programs
or the diversion of dancing. There is business to
be built upon this awakened desire.

Informal contact with prospective customers
under Summer conditions opens up a wonderful
opportunity to secure information which can be
used later—with regard to musical equipment in
the home, music study for the children when
vacation time is over, etc.

Summer is a good time to organize and teach
bands. Community spirit may be stirred up,
whether in a Summer colony or an industrial
center, and band music is an important factor in

At some resorts and hotels time be-

No. 6—Piano and Talking Machine Percentages

A comparison of the monthly percentages of piano and talking machine sales, the

jano sales and the dashes showing the talking machine sal The
urnished hy a large organization having retail interest:
many localities and under varying conditions, making the comparison ahove
sentative of a national average.

operat.ng ir
fairly repre

it is easy to let business drift, when sales usually
drop to a minimum and when the monthly per
centage of overhead expense goes up to a peak
which may be disastrous to the year’s profits.

SECURES OAKLAND VICTOR AGENCY

Oaxraxp, CarL., August 5—The local branch of
the California Music Co. was recently pur:
chased by Harry N. Chesebrough, giving him
a Victor agency, in addition to the Kimball
and Pathé lines that he now handles. Mr.
Chesebrough’s main store is located at 1448 San
Pablo and it is understood that he will run
both stores until the first of next year, when the
two establishments will be consolidated at 1432
San Pablo.

Boost your sales by going after prospects as
scon as they return from their vacations.

medium.
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WALL-KANE NEEDLES

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

A natio‘nally advertised article that has been in ever-
increasing demand since it was established in 1913

WALL-KANE needlss 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.of a single tone, either loud, extra loud or

JOBBERS ONLY—APPLY FOR
SPECIAL PROPOSITION

Wall-Kane Needles
Protect the Record

£ o

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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Clear as the notes of a nesting thrush, tender with
deep mother love is Lucy Gates’ rendering of “Sleep,
Little Baby of Mine,” an old-fashioned lullaby that has
hushed babies to sleep the world around.
complement for this, making an unusually complete
record, she sings “Son 0’ Mine” a mothering song of
exquisite sentiment.

A-3639.

Columbia Graphophone Co.

As a

NEW YORK

GRIFFITH BRANCH STORE OPENED

Well-known Piano Firm of Newark, N. J., Opens
Branch in Scranton

ScranToN, PaA., August 3.—The Griffith Piano Co.,
with headquarters in Newark, N. ], has opened
its third retail branch at 211 North Washington
avenue, this city. A branch of this concern is
also operated in Paterson, N. J. The local store
is one of the finest in this part of the State
and the lines of instruments handled here make it
one of the most representative piano houses in
this vicinity.

Included in thee stock are Steinway, Sohmer,
Krakauer, Hallet & Davis, Lester, Brambach
and Griffith pianos, players and Sonora phono-
graphs, Vocalion records, Q@ R S melody rolls
and also reproducing rolls. The finishing and
rebuilding shop is located in the rear of the store.
Surplus stock is carried in the basement.

T. M. Griffith is president; P. O. Griffith, treas-
urer; Paul Grifath, who is in charge of the Scran-
ton store, secretary; F. E. Griffith, vice-president,
and H. G. Griffith, general manager.

H. MICHLOSKY VISITS GOTHAM

Harry Michlosky, partner with Hyman Lan-
dau in the firm of Landau’s, Victor dealer, oper-
ating stores in \Vilkes-Barre, Hazleton and other
cities in Pennsylvania, was a recent visitor to
New York City. While in the metropolis Mr.
Michlosky visited various Victor jobbers.

The person who is “just looking around” to-
day may be the buyer of to-morrow.

ATLANTIC JR.

Crystal Receiver

*18.00

Ready for Installation
Atlantic Instrument Co.

INCORPORATED
13-21 PARK ROW NEW YORK

OBTAINING CUSTOMERS’ CONFIDENCE

Salesman ‘'Who First Serves Customer Has Best
Opportunity of Promoting Further Good Will
by Follow-up of Original Visit

A simple plan to retain the patronage and con-
fidence of customers has been put in effect by a
ccrtain aggressive merchant in a medium-sized
city with considerable success. Realizing that
customers who make the acquaintance of a sales-
man through having made a previous purchase
would probably be better satisfied with the serv-
ices of that particular man than a stranger on
the second visit, each salesman received instruc-
tions to present his card to customers after the
sale has been concluded and request that if the
customer desired anything in the future to ask
for him personally and he would see that his or
her wants were satisfied.

These salesmen were also instructed to keep
track of the names and addresses of persons to
whoin they had given their cards and at certain
intervals they were told to communicate with
these customers by letter or telephone, calling
their attention to records which would be most
likely to arouse their interest—a plan which pro-
moted good will and increased sales.

LANDAU FIRM LEASES BUILDING

Plan to Convert Theatre Building Into a Num-
ber of Stores—Expansion of Business Makes
Larger Quarters Necessary

Hazieton, Pa., August 4—The Landau firm, of
this city, well-known music merchants, operating
stores in Wilkes-Barre, Pittston and this city,
have completed arrangements for the leasing of
the Campbell Theatre Building at 27 Broad
street. -

The building will be converted into a number
of stores, one of which will be occupied by the
Landau firm, which has outgrown its present
guarters on Wyoming street. .

The company, besides handling Victrolas,
jewelry and musical instruments, has added to
its lines the Lester and Pease pianos, uprights
and grands, in all stores; also radiophones and
radio accessories.

Landau’s expect to occupy the new quarters on
or about October 1 of this year. When com-
pleted this will be one of the most beautiful es-
tablishments of its kind in the State.

MITCHUNK GIVES CONCERTS

Columbia Artist Heard in Series of Afternoon
Concerts in Buffalo

Burraro, N. Y., August 4—A. Maisel, live-wire
Columbia dealer in this city, announced a series
of concerts recently by L. Mitchunk, well-known
accordionist and Columbia artist. Mr. Mitchunk
gave a series of concerts from 3 to 5 o’clock in
the afternoon and from 7 to 9 o’clock in the eve-
ning, playing a group of Russian and Polish selec-
ticns, which were enthusiastically received.

ITALIAN RECORDS FIND BIG MARKET

Interesting Report on Business Progress by
Italian Book Co.—A. De Martino Visiting
Europe in Interest of Company

The Italian Book Co., sole American distrib-
utor for the Phonotype record, manufactured in
Italy, and who also distributes special releases of
popular Italian numbers, of the Neapolitan linc
of records, reports that its business has shown
a steady increase since January 1, and that the
demand for its records has grown country-wide.
Plans are now being made for an intensive Fall
campaign which will introduce these records
into every center in this country. In order to
procure a record that will appeal more strongly
to the Italian-speaking people in this country,
A. De Martino, one of the officials of the com-
pany, is now in Italy, conferring with the offi-
cials of the Phonotype Co. there with a view of
establishing a closer contact and to offer sug-
gestions in giving these records an American
color that will appeal to record buyers in this
country.

Mr. De Martino, who has several copyrighted
Italian popular songs under his control, is plan-
ning to offer these to the manufacturers of
Phonotype records in Italy with a view of hav-
ing them recorded, so that they will be ready to
market in the early Fall. While in Europe he
plans to visit France and Germany in the inter-
cst of his company, and will return by way of
England some time during the month of Sep-
tember.

Victor
Wholesalers

I Gopma) smay

©

The House
of
Mellor
in
Pittsburgh

since

1831
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MAMIE SMITH

General Phonograph Corporation

The Talking Machine 1"arld, Newe York, Angust 15, 1922
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For Records By

AMIE S

Colored Queen of Syncopation

Her records can be secured only of Okeh
Dealers because Mamie Smith 1s an Ex-
clusive Okeh Artist and sings only for

OKJV Records

The Records of Quality

If you want to get in on this valuable trade write your
nearest Distributor for full particulars

COMPLETE LIST OF OKEH DISTRIBUTORS

CALIFORNIA—San Francisco,
Konier & Cuase, 26 O'Farrell St
COLORADO—_—Denser

Mooxre-Birp Co., 1751 California St.
GEORGIA—Atlgnta,

J. K. Pork Furniture Co.,

294 Decatur St.

ILLINOIS—Chicago,

ConsoLipaTeEp TaLkine Macuivs Co.,
227 W. Washington 3t

W. W. Kimearr CoMPANY,

\Vabash Ave. & Jackson Blvd.

INDIANA—Indianapolis,
Kikrer-Stewart Co.,
Capitol Ave. & Georgia St.

LOUISIANA—New Orleans,
Junius Hart Piano House,
703 Canal St.
MARYLAND—Baltimore,

A. ]J. Heatra & Co,

321 Park Avenue.

MASSACHUSETTS—Boston,
THr Bay State Music Coxe.
142 Berkeley St.

MICHIGAN—Detroit,
ConsoLipATEp TarLking Macuine Co,
2957 Gratiot Ave.

MINNESOTA- —~Minncapolis,
DoErr-ANDREWS & Dokrr

MISSOURI—St. Louis,
Tue ArtornoNE Coxrp., 1103 Olive St

NEBRASKA—Omaha
Lee-CoiT-ANDrEESEN Haxpware Co.,

NEW YORK—Buffalo,

Iroquois Sares Coxpe,, 210 Franklin St.
New York City,

Bristor & Bareer Co., Inc.,

3 East 14th St

New York DistriButinGg Div,

15 W, 18th St

NORTH CAROLINA-—(oldsburo,
InpEPENDENT JoBBING CoO.,

OHI0—Celina,

Harronora CoMPANY
Cleveland,

Tiue RecordD SArLeEs COMPANY,
1965 E. 66th St.

Cincinnati,

SterLinGg Rorr & Recorp Co.,
137 W. Fourth St

PENNSYLVANIA—Philadelphia,
A. J. Heatn & Co,,

27-29 So. Seventh St

SoNora COMPANY OF PHILADELPHIA,
1214 Arch St.

Pittsburgh,

Tiue Recorp SarLes Company,

806 Penn Ave.

Williamsport,

Risnert Pronocraru Co.

TEXAS—Dallas.

MarTIN WEiss Co.,

903 Elm St

Houston,

Houston Druc Company.

WISCONSIN—Milwcankee,
Yanur & Lange Druc Cou.,
207 E. Water St

OTTO HEINEMAN, PRESIDENT

25 West 45th Street, New York City
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store. A-3649.

and “It’s Up to You.”

No matter what your customers ask for be sure to let
them listen to Ray Miller and His Orchestra as they
put their hearts and heads and hands into “’Neath
the South Sea Moon” from Ziegield’s Follies of 1922
They’ll Fox-Trot all over your

Columbia Graphophone Co.
NEW YORK

==_

W

BROADCASTING OF VOICES AND MUSICAL INSTRUMENTS

Radio Fans Often Wonder Why Some Notes of Music Are Intense While Others Weaken and Drag
—Noted Expert Tells Interestingly Why Some Concerts Are Often “Blurred”

The Radio Editor of the New York Times
carried a very interesting story the other day on
the broadcasting of music. After pointing out
how the Radio telephone commenced to gain
recognition among Radio operators, both amateur
and commercial, a couple of years ago, and how
its entertainment features began to influence
thousands of others to listen in, he said:

“Many people hear a concert which is ‘blurred’
and far from being as perfect as the original
tones. This is not due to radio defects, but to
the receiving operator’s failure to understand his
set properly, a run-down battery, or some de-
fect in tuning because of inexperience. Trans-
mitting operators have their troubles, but experi
ments and study are fast overcoming the agen-
cies which in the early days of the radio telephone
made it difficult to produce with true fidelity and
clearness all classes of voices, and the tones of
musical instruments.

“It is a question in the minds of many radio
fans why some notes are heard with abnormal
intensity and others have a tendency to weaken
and drag. This effect can best be understood by
considering the manner in which the notes of
the piano reproduce and transmit. All who have
listened to a piano recital by radio are familiar
with the way some notes ‘push through’ and do
not sound normal in their relation with other
notes. This increase in the volume of certain
piano notes is called ‘blasting.’ There is a defi-
nite group of notes on the piano in the middle
register closest to the particular frequency at
which the microphone or transmitter diaphragm
vibrates best. The combination causes the in-
crease in volume and creates a *blast” Much of
this unpleasant sound has been eliminated by
building microphones which are particularly
adapted for use with the various types of instru-
ments and by placing the instruments at the cor-
rect distance from the transmitter. In one of
the early broadcasting stations the piano was
shifted for six months before a position was
found which overcame certain acoustic effects,
harmful to radio transmission. Many of the
peculiar problems presented by the piano in radio
work have been solved in this way, but further
improvements are still to be made before the
piano music can be broadcasted perfectly.

Brass Instruments Carry Well

“Brass instruments, such as the horn and cor-
net, have characteristics which require care in
handling, especially in their position _and dis-

PREDOMINATES

IN THE

50°RECORD FIELD

tance from the iicrophione, but when properly
placed they are most successful in radio trans-
mission. If these instruments are played directly
into the transmitter, ‘blasting’ is certain to result.

“The cornet is considered one of the best musi-
cal instruments for radio concert work. The
saxophione ranks high so long as the musician
stays away from the extremely low notes. Traps
carry very well over the radio because of their
sharp, clearly defined characteristics. The bass
drum is too slow and low. The music of the
clarinet carries exceptionally well, but care must
be taken to place it far enough from the micro-
phone so that the mechanical click of the stops is
not picked up by the transmitter. The flute at
tunes reaches too high aud piercing a pitch. The
violin has characteristics which make it a great
favorite and one of the finest instruments for
radio entertainment. Its tones are reproduced by
the microphone almost to perfection.

“Bells and the xylophone sound very good by
wireless, as they produce tones which are clear
and sharp, generally having a higher frequency
than the natural vibrating frequency of the metal
diaphragm of the transmitter. The ukulele is not
as good as the banjo and mandolin. The ukulele
produces what might be termed dead accompani-
ments, as its notes, clearly defined at the be-
ginning, suddenly die away or fade, making re-
production difficult. The mandolin can be re-
produced a trifle more efficiently than the banjo
or harp. The tenor banjo and harp when struck
vibrate at certain frequencies and die out grad-
vally, making them well suited for a place in the
radio orchestra.

Baritone Best Radio Voice

“The human voice can be reproduced and
broadcast to a finer degree than any of the musi-
cal instruments. Voices, like the instruments,
have their peculiarities for radio transmission.
Articulation and correct breathing must be given

every consideration to render the concert a suc-
cess.

“Male voices reproduce and carry far better
than female because of more efficient modulation.
This explains why the majority- of announcers
are men. The baritone has the vocal strength
and quality which produces excellent modulation
and places it first among the voices adapted to
radio. The bass has to be placed closer to the
transmitter than the baritone and the tenor still
nearer.

“Soprano may be broadcast effectively and can
be heard over great distances because of the high
pitched notes. The alto and contralto singer
must be careful in striking notes too low and
deep for they are apt to fade out and the beauty
of the song cannot help being lost in the micro-
plione.

“All singers do not have voices desirable for
the radio, although on the concert stage they
may be beyond reproach. In some cases person-
ality and appearance capture an audience, but
radio has not reached the stage where its in-
visible waves can transmit personality, therefore
it is vocal qualities alone which make a singer
a success as a radiophone artist. The distance
of the singer from the microphone and the cor-
rect selection of the proper microphone for each
class of miusic add in a great degree to the
perfection of the concert. Each instrument and
each voice present a different problem.

“The most popular and pleasing music to the
average radio fan is the well-known jazz, and
the ideal combination of instruments to send
forth the tones as near to the originals as pos-
sible is the violin, saxophone, tenor banjo and
piano. With a well-tuned receiving set the music
is as clear as if its source were a few feet rather
than many miles away. As observed, much de-
pends upon the set and the competency of the
operator.”

Experience is a good teacher, but only a fool
selects this method of gaining knowledge when
he can, by very little effort, take advantage of
the experiences of others.

plies.

TRUCKS

The Lea Phonograph and Talking Machine Truck
must be used to be appreciated.

With it one man can handle the Edison Chippen-
dale, Victor No. XVII, Cheney No. 6 Queen Anne
and other large models.
smaller sizes.

It is only a one-man job to deliver your instru-
ment from the showroom to any apartment floor.

Piano trucks, hoists, covers, straps, movers’ sup-
May we send you a circular and prices?

| Self Lifting Piano Truck Co.

This truck also fits the

Made only by

FINDLAY, OHIO
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1s famous for its Promptness and

Efficiency. It's the foundation

upon which we have built our busi-

ness. We handle Okeh Records
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because they give the public utmost

satisfaction, and increase the

7%

dealer’'s trade. You can build a

lasting business on Okeh. We give
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Branch: 2957 Gratiot Ave., Detroit, Mich.
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CLEVELAND

Tie-up Between
Stunts — Buying Holiday

CreveLanp, O, August 9.—The biggest tie-up
between a theatre and a music concern that this
city has ever witnessed took place here this
month, when the Columbia Graphophone Co,,
under the able direction of George Krauslick,
service manager, arranged with the State Thea-
tre that songs suggested by the Cleveland branch
should be fcatured each week, and that a sign
should be hung in the lobby of the theatre, which
lists the selections and gives the Columbia rec-
ord number.

A striking stage setting, which depicts a mu-
sic shop, is used. The scenery is all Columbia.
Through the courtesy of E. Strong, manager of
the Loew Theatres, and Al Wolman, a Grafo-
nola, Columbia records, fixtures and sign and
framed artists’ posters of Al Jolson, Eddie Can-
tor, Rosa Ponselle and Jeanne Gordon are used
as stage decorations.

G. J. Murray, manager of the record depart-
ment of the Columbia Graphophone Co., states
that this “stunt’” has created a great deal of in-
terest about town. People are curious to find
out how Mr. Krauslick managed to do it.

Columbia Song Tie-up With Theatre

Not very long ago Al Wolman, stage director
at the State Theatre, put over “Moonshine” in
great style, and then he informed the audience
that they could hear the song over again on their
Grafonola. His rendition of “Mr. Gallagher and
Mr. Shean” scored heavily and it is expected
that this will add to the sales of record A-3609.

“Safety First” Campaign Aids Business

The. Buescher Co. is also giving an example
of keeping right up to date. Cleveland Boy
Scouts have been painting large footsteps at
every crosswalk to help in a “Safety First” cam-
paign in the city, and an idea of utilizing this
“stunt” for novel advertising purposes was con-
ceived by I. H. Buescher. The border of the ad-
vertisement, which is run in the dailies, is
made of many black footprints, and in the center
is the following: “FOOTSTEPS!—you see them
at every crosswalk for ‘Safety First.” When buy-
ing a Victrola and Victor records let your feet
carry you to our new store at 1310 Huron road.”

Vocalion Co. Co-operates With Dealers

A *“cut-out” list, which is aiding dealers in
the sale of records, has been started by the Vo-
calion Co. of Ohio. A plan has been arranged
by which Aeolian dealers may return records

Theatre and Dealer

Pays — Interesting Sales
Ohlio Merchants Boost Music

that have lost popularity. The list, which now
has about forty records on it, is called the ‘“‘cut-
out” list, and is proving popular among dealers, as
it enables them to add more popular pieces to
their stock without fear of having them left
over on their hands.

Simple Stunt Boosts Sales

Since a simple improvement has been installed
in the Randolph House of Good Music, at St.
Clair and Parkwood Drive, this establishment
has found drawing new clientele during the hot
Summer months an easy matter. A block dis-
tant from the Randolph House is one of the big-
gest food markets in this section of the country.
Crowds flock to this market every evening, since
they have the best selection of foodstuffs direct
from the growers.

C. H. Randolph, head of the Randolph House,
decided that he would let the people who visit
the market know of the music store nearby. So
a frame was fitted into the transom of one of
the doors facing the market, a Magnavox con-
nected and music distributed all over the neigh-
borhood. A likely number of prospects has al-
ready been acquired through this medium, as-
serts the energetic Mr. Randolph.

Orders Christmas Stock

Louis Meier, president of the Northern Ohio
Talking Machine Dealers’ Association, and mem-
ber of the L. Mefer & Sons Co., is showing deal-
ers in this city that the old saying, “Do your
Christmas shopping early,” applies to the dealer
as well as the consumer. Business has so far
been good, and the outlook for the future is
so bright that Mr. Meier went ghead and bought
in his Christimas stock. He explained that ma-
chines cannot be made in a dayv, and as the de-
mand will be large he wants to be prepared to
meet it. Mr. Meier is also having twelve-foot
Victor dogs with the name and address of the
L. Meier & Sons Co. on them distributed along
the country roads outside of Cleveland.

Growing Demand for Edison Records

The Bailey Co. is finding a large market for
the white label Edison record, the only “difficulty
being, members of the company- say, that there
is such a demand for it that the black label
Edison will have to fight to hold its place.

New Starr Console Popular

A new type of console model has been intro-

duced by the Starr Piano Co., and is proving

quite successful. A rather curious incident oc-
curred at this establishment the other day. Sev-
cral orchestra men entered the store to listen to
the Gennett record, which is becoming popular
here, to improve their style of playing.

Giving Suggestions to Dealers

L. G. Hart, sales representative of the Pitts-
burgh district, was a visitor at the new Bruns-
wick headquarters in Cleveland, and he was
greatly pleased with the facilities for improv-
ing the service to the dealers.

A. F. Hughes, service manager of the Bruns-
wick Cleveland branch, has been visiting dealers
in surrounding towns for the past few week:
giving them many new ideas on sale suggestion:
which will improve business.

Columbia Co.’s Prize Contest

The Columbia Co. is sending out a list to the
different dealers to find out what are the best
records, in their opinions, under different classi-
fications, such as dance music, etc. These lists
are then to be returned to the company, and
three lists will be made out consisting of the
records which have received the most votes. The
dealer who turns in a list which nearly complies
with the list put out by the company will re-
ceive a prize.

Some Live News Brieflets

The Tabak Music Co. has secured the Colum-
bia agency and will handle this line exclusively.
This store opened Saturday, July 15, and visitors
were entertained by a five-piece orchestra.

The Buescher Co. has acquired the agency
for the Cheney phonograph, and members of
the firm expect that this will greatly increase the
sales of the company, as this machine is one of
the most popular makes in the city.

The Oriole Terrace Orchestra has made its
first record for the Brunswick-Balke-Collender
Co. This is considered by the company as a
wonderful addition to its catalog. This company
also announces that the merger of the Buffalo,
Pittsburgh and Cleveland districts has been com-
pleted, and all business will hereafter be han-
dled from the Cleveland office.

Howard J. Shartle, general manager of the
Cleveland Talking Machine Co., is now visit-
ing dealers in northern Ohio, and he expects to
aid and assist dealers to procure increased sales.
He will return in about a week.

Ohio Merchants Organize Music Committee

The Ohio Music Merchants’ Association will
organize its ‘“‘Advancement of Music” commit-
tee at the annual convention at Toledo. This
committee was authorized by amendment to
the by-laws at a meeting of the council at Co-
lumbus, O., January 31, 1922, It was decided
that the committee should consist of five mem-

(Continued on page 55)

Model 17, Mahogany, Golden Qak
or Fumed Oak, 75-record file.
Emerson Music Master horn and
Thrush Throat tone arm. Heine-
man No. 44 motor. All exposed
metal parts gold-plated. A beau-

tiful machine worth many dol-
lars more than we ask. We have
also a number of Emerson

Model 20’s.

Emerson Phonographs

at startling low prices

HAT would it mean to you to be able to offer your customers a

beautiful, nationally known, high-grade Emerson Phonograph at
a price so low that it seems ridiculously impossible—and yet be able to
You can do so.
Emersons, fine, new machines, which we made up for the Emerson Co.,
which we can sell you at a price you will scarcely believe possible.
You and your customers get the
You know the Emerson—how really high grade it is—and what
Cash in on this real buying opportunity!

make a fine profit on them?

want to break even and that's all.
benefit.

a splendid reputation it has.

Write for full information

The UDELL WORKS :: Indianapolis

28th Street and Barnes Avenue

We have a number of

We
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The Soul of the Artist

again finds expression when the record is
Starr-played. The Starr searches out each
shade, each refinement, each warm glow
of inflection and tone color entrusted to
the record. Through the Starr's singing
throat of silver grain spruce, the tones
pure, and untinged by obstrusive mechan-
ical sounds come to the music lover's ear.

To realize new records delight, hear your
favorite record Starr-played. Any Starr
dealerwillgladly give you this opportunity.
Also ask to hear the ultimate in record
perfection—The New Gennett Records.

THE STARR PIANO COMPANY
RICHMOND, INDIANA

New York—Chicago—Los Angeles—Birmingham
Detroit—Cincinnati—Cleveland—I ndianapolis
Boston—Jacksonville—London. Canada
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TRADE HAPPENINGS IN CLEVELAND
(Continued from page 53)

bers who shall choose their own chairman, and
who shall be originally appointed to terms of
one, two, three, four and five years by the presi-
dent. and thereafter the president shall annually
appoint one member for five years.

The duty of this committee will be to assist
the national as well as the local organizations in
Ohio in their effort to advance the interest in
good music.

The committee has already been appointed. Its
membership is as follows: One year, A. L.
Maresh, of Cleveland; two years, Marie C.
Kratz, of Akron, O.; three years, Robert C.
Wilkin, of Columbus, O.; four years, Charles
H. Yahrling, of Youngstown; five years, F. B.
Reinkamp, of Cincinnati.

ALTERATIONS AT MEIER & FRANK Co.

Portland Concern Makes Extensive Changes in
Talking Machine Department—Mary E.
Godwin Resigns From Seiberling-Lucas Co.

PortLanp, Ore, July 31.—The Meier & Frank
Co. is making extensive improvements in its
phonograph department. The entire department
is torn up, but business is being conducted as
usual. Harry Andrews, manager of the depart-
ment, says that the alterations will be finished
about September 1 and that this will then be one
of the largest and best-equipped talking machine
departments in the city.

Mary E. Godwin, who has so ably filled the
position of Victor educational director of the
Seiberling-Lucas Music Co., has severed her
connection with the firm, as the position of edu-
cational director has been discontinued during
the Summer months. Miss Godwin was a live
wire and only recently put over the Victor float,
which took thé first prize during the recent Rose
Festival.

GEORGE JARROW IN TOWN

Chicago Columbia Dealer and Party of Friends
Visit Columbia Co. Offices

Geo. Jarrow, well-known Columbia dealer in
Chicago, accompanied by Mrs. Jarrow and a
party of friends, visited the executive offices of the
Columbia Graphophone Co. in New York after
a four weeks’ motor trip to various sections of
the country, including Ohio, Indiana, Pennsyl-
vania and New York State. While visiting the
Columbia offices Mr. Jarrow took advantage of
the opportunity to hear Ray Miller and Nora
Payes record in the Columbia laboratories and
then left for Bridgeport to visit the Columbia
factories. Mr. Jarrow is keenly enthusiastic re-
garding Columbia product and states that he is
making plans for an active, healthy Fall trade.

Courtesy means kindness, sympathy, a desire
to serve and a willingness to help.

LRGN i

MULTUM IN PARVO

A careful reading of the business pub-
lications, a receptive attitude toward real
selling ideas and the ability to adopt
them and pass them on will do more
to bring business back to normal than
any number of inspirational appeals or
speeches.—Printers’ Ink.
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WHY BUSINESS MUST IMPROVE

Rank and File of American People Are Saving
Money, Thanks to Prohibition, Says One of
Our Subscribers—To Resume Buying This Fall

One of our prohibition friends who is a “bull”
on the United States, and also on the future
of the talking machine business, is looking for
an immense demand for talking machines and
records when the people get ready to buy, be-
cause reputable authorities estimate that before
prohibition some three billions of dollars a year
was spent by the American people for intoxi-
cating beverages. About 20 per cent of this
amount has gone into the savings banks, while
the rest has gone into the building of homes
and the buying of merchandise, which raises the
standard of living "of the American people.
Next!
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lNCORPORATES FOR $200, 000

Emerson Phonograph Co., Recently Reorganized,
Plans Expansion of Foreign Record Business
—Some Jewish, Russian and Italian Issues

The Emerson Phonograph Co., which was re-
cently reorganized, has been incorporated under
the laws of the State of New York, with an ac-
tive capital of $200,000. The incorporators are
the purchasers of the Emerson assets, B. Abrams,
Rudolph Kanarek and L. Guth. As announced in
these columns, the company will continue the
manufacture of Emerson records, confining its
activities to its comprehensive catalog of stand-
ard and foreign records. Particular attention is
Leing given to the foreign issues and this is to
be greatly enlarged-in scope. The new releases
of the company repeat a series of records that
were issued some time back, but were not cata-
loged, and, in addition, gt announces some inter-
esting new records in Jewish, Russian and
Italian.

BRUNSWICK SHOP OPENS IN SALEM

SaLem, Mass., August 5.—The Brunswick Shop
was formally opened at 60 Washington street,
this city, recently by Charles and F. B. Odell
The demonstration booths, service counter, etc.,
were constructed by the Unit Construction Co.
The Brunswick line is handled exclusively.

Superior Tone Quality

Bell Hood Needle

Most natural tone reproductions

Now selling at 15 cents per package

does it

Try your favorite
record with a Bell

Hood Needle

BELL HOOD NEEDLE COMPANY
183 Church Street, New Haven, Conn., U. S. A.
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Made of High Grade
Hardened Steel
Specially Treated

to Give

Frictionless Surface

Extra Heavy
Size—1%8 in.

Reg. U. S. Par. Of.
No. 905758 which will
be strictdy enforced

Furniture Footwear

Silence

Noise in the home is particularly annoying.

There is but one form of furniture footvsear
that permits of furniture being moved silently
and that is

DOMES o SILENCE

Which also has these additional important
qualities which ordinary devices do not possess:

Economy

Simplicity

Invisibility

Adaptability—Suitable for covered and un-
covered floors alike.

Service— Long wear.

Protection to furniture, floors and rugs.
The perfect footwear for furniture—

DOMES o SILENCE

““Better than Casters’’

Henry W. Peabody & Co.

DOMES OF SILENCE DIVISION
17 State Street, New York City

In All Your Talking Machine Orders,

Specify DOMES of SILENCE

What we say above about Furniture applies also
to Phonographs
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TWO VICTOR RED SEAL CLASSES IIELD IN NEW YORK

F. A. Delano Directs Two Most Successful Classes Under the Auspices of the Victor Distributors of
Metropolitan New York—Guests of Jobbers at Brighton Beach and Theatre at Close

Two Victor Red Seal sales classes were held
in New York during the month of July at the
Hotel Pennsylvania, under the direction of F. A.
Delano, of the Victor Talking Machine Co. Both
of these classes were signally successful, and
Mr. Delano was delighted with the attention and

ance at the first, indicating that the dealers
keenly appreciated Mr. Delano's efforts to co-
operate with thcm. The second class closed on
July 20, and the same program of entertainment
was furnished to the members of this class as
the entertainment of the previous week.

Mr. Delano received the hearty congratulations

consideration given the courses by the Victor
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Snapshot of the Atten

dealers in the metropolitan territory. All of the
Victor jobbers in Greater New York co-operated
with Mr. Delano, and a jobbers’ committee con-
sisting of Lloyd L. Spencer, Silas E. Pearsall
Co.; Fred P. Oliver, Blackman Talking Ma-
chine Co., and Chas. B. Mason, New York Talk-
ing Machine Co., worked indefatigably in the in-
terests of the classes.

The first class opened on July 10 and the last
scssionr was held on July 13. On the evening of
that day all of the members of the class were
the guests of the local Victor wholesalers at a
dinner party held at the Hotel Shelburne,
Brighton Beach, followed by a theatre party at
the Brighton Beach Theatre. The membcrs of
the class, together with the representatives of
the jobbers, were conveyed by automobile buses
to the Hotel Shelburne, where a delightful shore
dinner was served, during which the dancing dev-
otees were given an opportunity to indulge in
their favorite pastime. After the closc of the
pcrformance at the Brighton Beach Theatre the
party was conveved to Manhattan by aufomo-
bile buses.

On Monday, July 17, the second class opened
and it is gratifying to note that the attendance
at the second class was larger than the attend-

Talking
Machine

Supplies

and

Repair Parts

SAMUEL ESHBORN

65 Fifth Avenue
New York

dants at the First Red Seal Sales Class

of all the members of his classes upon the prac-
tical value of this sales course, and the hope was
expressed that he would have an opportunity to
visit New York again in the near future and con-
duct another series of similar classes. During the
course of the sessions Mrs. Frances E. Clark,
head of the Victor Talking. Machine Co.’s edu-

Those Who ttended the Second Red Seal Class

cational department, was a visitor, and many of
the dealers discussed important educational sub-
jects with her. The Victor jobbers who co-
operated with Mr., Delano consisted of the fol-
lowing: American Talking Machine Co., Black-
man Talking Machine Co., Emanuel Blout, C.
Bruno & Son, Chas. H. Ditson & Co., Knicker-
bocker Talking Machine Co., New York Talking
Machine Co., Ormes, Inc., Silas E. Pearsall Co.
and the G. T. Williams Co.

The members of the first Red Seal sales class
wecre: C. N. Abelowitz, Abelowitz Phono Co,,
New York City; J. W. Ackerly, J. W. Ackerly,
Patchogue, L. I.; H. H. Ahrens, Carl Fischer,
Ncw York City; R. S. Allen, Ideal Music Co,,
New York City; Miss E. H. Bann, Lord & Tay-
lor, New York City; L. F. Barg, Crescent Hill
Music . Co., Brooklyn; F. 'W. Baumer and F.
Baumer, Baumer Piano Co., New Rochelle, N.
Y .. Miss E. Beel, R. Montalvo, Jr.,, New Bruns-
wick, N. J.; J. O. Benton, Lynbrook Music Shop,
Lynbrook, L. I.; Miss H. Bjaanes, C. A. Hans-
sen & Bros., Brooklyn, N. Y.; Clemn Boling, New
York T. M. Co, New York City; Arthur Boxer,
University Music Shop. New York City; F. Bul-
lenkamp, New York City; Miss K. R. Buriiite,
1. N. Burnite, Riverhead, N. Y.; T. A. Cab-
asino, Corona, L. I.; Miss L. M. Campbell, Mor-

ris Nimcowitz, New York City; Miss E. Cohen,
Max Rosen, Brooklyn, .. J. F. Crosson
Sedgwick & Casey, Hartford, Conn.; H. Cun-
ningham, New York Talking Machine Co., New
York City; H. G. Dillon, New York Band In-
strument Co., New York City; I. Donlon, Rye
Music Shop, Rye, Y.; J. B. Elwood, Quacken-
bush Co., Paterson, N. J.; A. Eskild, Manor Music
Co., Brooklyn; F. W. Evans, McManus Bros.,
Elizabeth, N. J.; V. J. Faeth, Wintcrroth Piano
Co., New York City; D. Feiner, Woodhaven Mu-
sic Shop, Woodhaven, L. 1.; Miss F. L. Fitz-
gerald, Dunlap Sporting Goods Co., Far Rock-
away, Y.; Miss M. Fowles, Alfred Fox Piano
Co., DBridgeport, Conn.; C. Geller, Montauk
Music Shop, Rockville Centre, L. I.; W. Helfer,
Faul Helfer, New York City; R. H. Henning,
Wm. H. Keller & Son, Easton, Pa.; J. lierchen-
roder, Ormonde Music Shop, Brooklyn; Miss
Hecyde, Baumer Piano Co., New Rochelle,

Y.; Miss. A. Howley, Alfred Fox Piano Co,,
Stamford, Conn.; James Jenkins, Cool & Schal-
ler, New York City; Sam Kaminsky, Graham
T. M. Shop, Brooklyn; G. P. Kasmiri, C. P.
Wing Co., New Bedford, Mass.; M. Klaus, Ideal
Music Co., Brooklyn; V. Lanzaro, Ncopolitan
Talking Machine Co., Brooklyn; S. Larschan,
I.. R. Sherman, Brooklyn; Miss A. Lazarus and
Mrs. S. Lazarus, Sol Lazarus, New York City;
B. Lehrer, M. Rappaport Music Shop, New York
City; A. Lerat, Hyde Music Co., Jersey City;
A. Levine, Emanuel Blout, New York City; D.
Levine, A. Lesser, Brooklyn; Mrs. 1. A. Lynn,
R. P. Dunlap, Peekskill, N. Y.; V. McGuinness,
McGuinness & McGuinness, Jersey City; Paul
McNulty, Kay T. M. Co.,, New York City; J. H.
Mayers, International Phono Co.,, New York
City; H. A. Micha, Traeger’s Music House,
Stapleton, S. I; A. A. Miller, Franklin Music
Parlors, Englewood, N. J.; R. Montalvo, Jr., New
Brunswick, N. J.; A. R. Murray, C. Bruro &

|
SECOND GLASS
VICTOR SCHO0L « SALESITANSHIP.

Son, Inc, New York City; H. Nimcowitz, Mor-
ris Music Shop, New York City; D. Owens and
R. B. Owens, Gibbons & Owens, Brooklyn; Mrs.
C. PerLee, John Wanamaker, New York City;
W. S. Phillips, W. S. Phillips, Cedarhurst, L. I;
Miss C. Pickett, Kay Talking Machine Co.,, New
York TCity; C. M. Price, Jersey Music Co,,
Bloomfield, N. J.; A. B. Ross, Miss Ross and
Chas. Ross, A. 1. Ross Music Store, Astoria,
L. I1.; F. B. Roth, E. Leins Piano Co., New York
City; 1. Schlanger, Henry Mielke, Inc., New
York City; Mrs. L. Schlein, Jersey City Talking
Machine Co., Jersey City; H. G. Schoennauer
Koch & Droge Piano Co., Brooklyn; Miss E.
Scholl, Fred G. Scholl, Woodhaven, L. I.; S. L.
Schott, S. L. Schott, Inc.,, Mt. Vernon, N. Y.;
Miss E. Schultz, Hunts Leading Music House,
White Plains, N. Y.; E. Schwartz and Mrs. M.
Schwartz, Schwartz & Chakrin, Brooklyn; H. E.
Schweiger, E. A. Schweiger, Brooklyn; W. H.
Shearer, Arthora Music Shop, Brooklyn; E. M.
Sheetz, Blackman Talking Machine Co., New
York City: Al Siegel, A. H. Mayers, New York
City; S. B. Simms, \WVeil Bros., New York City;
G. Sinisgallo, Max Rosen, Brooklyn; H. L.
Smith, Brooklyn; H. Steinhart, Jacob Piano &
Phono. Corp., Brooklyn; Miss Stevens. F. F,
(Continued on page 58)
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Herrman Talking Machine Corp., Port Riclimond,
S. I.; Miss L. Sweeney, James Donnelly, So.
Norwalk, Conn.; T. Tollefson, S. Kjeldsen,
Brooklyn; E. M. Veith and H. T. Veith, Frank-
lin Music Parlors, Englewood, N. J.; Miss A.
Wernick, L. Wernick, Holyoke, Mass.; Harry
Wernick, Holyoke Phonograph Store, Holyoke,
Mass.; W. R. Wielage, Whitehall Co., Jamaica,
L. I; Miss H. Wylie, Win. Berdy, Brooklyn;
Miss E. Zapf, Fred G. Scholl, Woodhaven, L .I.;
Miss D. Zvirin, Jacob Zvirin, Larchmont, N. Y.;
Helen T. Coffman, Cool & Schaller, New York;
M. Strangfeld, Empire Music Co., New Rochelle.
Those Who Attended the Second Class

The members of the second Red Seal class con-
sisted of the following: Miss A. Allstrom, Mukli-
john Piano Co., Providence, R. I.; M. Bachen-
heimer, Joseph Donlan, New York City; H. B.
Baggett, Ormonds Music Shop, Brooklyn, N. Y;
Miss Tilly Bahnert, White Music Shop, Dan-
bury, Conn.; Geo. A, Baker, Blackman Talking
Machine Co., New York City; E. Bartels, Cheval-
lier's, Inc., Brooklyn; H. L. Behrman, Savoy
Music Shop, New York City; Wm. Berdy, Brook-
lyn; Albert Bersin and Miss R. Bersin, Albert
Bersin, Brooklyn; John H. Bieling, Hempstead,
L. I.; W. H. Bishop, Blackman Talking Machine
Co., New York City; Barrie C. Bloedon, C.
Bruno & Son, Inc.,, New York City; 1. Bobowick,
Island Musical Shop, Coney Island; Edw. G.
Brown, Jr., E. G. Brown, Bayonne, N. J.; Gus
Brown, Baumer Piano Co., New Rochelle, N. Y.;
Miss Ruth A. Burke, Norman A. Burke, Nyack,
N. Y.; C. Caradaglides, Greek American News
Co., New York City; Miss M. Cocharan, Empire
Music Co., New Rochelle, N. Y.; Wilson R. Cas-
sell, New York Talking Machine Co., New York
City; T. T. Cavanaugh, Ideal Music Co., New
York City; Geo. L. Cooper, Dunlap Sporting
Goods Co. Far Rockaway, N. Y.: Mrs. Arthur

Dunkerley, Dunkerley & Co., Passaic, N. J.; R. P.
Dunlap, Peekskill, N. Y.; Mrs. V. J. Faeth, Winter-
roth & Co., New York City; Fred E. Fuller, M.
Rappaport’s Music Shop, New York City; M. Gold-
blatt, Park Slope Talking Machine Shop, Brook-
lyn; Miss F. Goldfinger, LibertyMusic Shop, New
York City; Moe Goldsmith, M. Goldsmith & Son,
New York City; David Goran, Morris Goransky,
Miss S. Goransky and Charles Granett, Ycnkers
Talking Machine Co., Yonkers, N. Y.; Max Han-
over, Talking Machine Shop, Norwich, Cunn.;
Sidney Helfer, Paul Helfer, New York City;
William Herchenroder, Ormonde Music Shop,
Brooklyn, N. Y.; F. F. Herrmann, F. F. Herr-
mann Talking Machine Corp., Stapleton, S. I;
Miss Edna Hoffer, Baumer Piano Co., New
Rochelle, N. Y.; Fred R. C. Hoffmann and Mrs.
M. A. Hoffmann, Hoffmann’s Music Shop, Valley
Stream, L. I.; Miss Hults, Frederick Loeser &
Co., Brooklyn; J. A. Johnson, Ormes, Inc., New
York City; Jos. C. Kerr, Emanuel Blout, New
York City; Miss Alice Knipe and Miss Ella Mc-
I.ean, Frederick Loeser & Co., Brooklyn; A.
Koslwitz, Fred Ponty, Portchester, N. Y.; John
Lanzaro, Neapolitan Talking Machine Co,,
Brooklyn; Raoul Larue, Muklijohn Piano Co.,
Woonsocket, R. I.; H. C. Littleficld, Sedgwick
& Casey, Inc., Hartford, Conn.; Horace Lubin,
Schwartz & Chakrin, Inc., Brooklyn; William
Luscher, Luscher's Music Shop, New York City;
Sol Mahl, Modern Music Shop, Brooklyn; Miss
M. C. Manley, Quackenbush Co., Paterson, N. J.;
Geo. Martin and Wm. W. Miller, G. T. Williams
Co., Brooklyn; Frederick Merritt, Ponty’s Art
& Gift Shop, Greenwich, Conn.; J. P. Middleton,
Pittsfield, Mass.; Harry Meyers, Meyers Store,
Pittsfield, Mass.; Miss H. M. Moses, The Car-
penter Co.,, New York City; James Murray, Mc-
Manus Bros., Elizabeth, N. J.; Miss Rena Nathan,
White Hall Co., Jamaica, L. I.; Phil Palatrick,
A. H. Mayers, New York City; Miss Ella V.
Peck, Gunther-Kenny, Inc., Middletown, N. Y.;
C B. Perry, Ideal Music Co., Brooklyn; Theo-

dore Peyser, S. B. Davega Co., New York City;
Mrs. May Relyea, I1. L. Schott, Inc., Mt. Ver-
non, N. Y.; Paul Rescousie, Woodhaven Music
Shop, Woodhaven, L. I.; J. Rosenberg, Max
Davis, West Hoboken, N. J.; Albert 1. Ross, A. 1.
Ross, Astoria, L. I.; Mrs. Leo Schlein, Jersey
City Talking Machine Co., Jersey City, N. J.;
Mrs. Rex L. Schott, S. L. Schott, Inc., Mt. Ver-
non, N. Y.; A. V. Schouler and Miss E. M.
Schouler, A. V. Schouler, Inc,, New York City;
I. Seldin, Montauk Music Shop, Rockville Cen-
tre, L. I.; Miss Sophie Sherry, Carl Fischer,

New York City; Chas. S. Simonson, Lynbrook -

Music Shop, Lynbrook, L. I.; Miss D. Smith,
New York Band Instrument Co., New York
City; Herman Spitz, Sag Harbor Music Shop,
Sag Harbor, N. Y.; Miss F. Steadman, Frank
Steadman, Yonkers, N. Y.; H. E. Terhune, Hav-
erstraw, N. Y.; Frank W. Tillinghast, Kay Talk-
ing Machine Co., New York City; Miss L. M.
Tisch, Adam B. Tisch, Elmhurst, L, I, Wm. R.
Tyler, Lord & Taylor, New York City; Edward
Ugast, Ludwig Baumann & Co., New York City;
Miss E. White, White Music Shop, Danbury,
Conn.; I. Wolfson, M. Goldsmith & Son, New
York City; Milton P. Young, Harmony Talking
Machine Shop, Brooklyn; Marie R. Zak, James
Donnelly, South Norwalk, Conn.; Miss J. Ziem-
kewicz, Dunkerley & Co., Passaic, N. J.; William
Zvirin, Jacob Zwvirin, Larchmont, N. Y.; Gus
Sclafani, LaScala Phonograph Co., New York.

CANTLON PIANO HOUSE TO MOVE

Great FarLs, Mont., August 2—The Cantlon
Piano House, 415 Central avenue, will move into
more advantageously located quarters next to
the Hotel Rainbow on August 5. In addition
to the Knabe and other high-grade pianos
handled, the A. B. Chase line was recently added
by this concern. Musical merchandise, includ-
ing talking machines, records, sheet music, etc.,
is also handled.
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Appealing to the Individual Record Buyer
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Accurate analysis by the dealer of his prospect
list is necessary if maximum results are to be ob-
tained. There are many dealers who, realizing
the value of the prospect list, obtain the names of
people visiting their stores and who send the
customary literature descriptive of the. machines
and the monthly record supplements each month
and let the matter go at that. There are some
who send canvassers and salesmen to sell both
records and machines, but in the majority of
cases this is as far as the merchant goes.

How many talking machine dealers have taken
advantage of their opportunities and have
analyzed their prospect lists in an endeavor to
learn just what the significance of the name
which they have secured means? It is a safe
venture to say that the number is comparatively
few. Probably not one talking machine merchant
in ten has stopped to think that for each name
at hand from two to six more can be added in the
majority of instances by the expenditure of very
little effort. Each name on the dealer’s list rep-
resents only one unit of a family and it is also
safe to assume that in most families there are a
variety of tastes in music which the wise dealer
can turn to his advantage through catering to the
musical tastes of the individuals in the family.

What pleases son and daughter may be entirely
at variance with the musical likes of father and
mother. It is up to the dealer to gain the knowl-
edge which will enable him to increase his sales
in this manner. With the wonderful variety of
music recorded by the various companies every
musical taste can easily be satisfied. Jazz, hymns,
light classics, operas, etc., they all have their ad-
mirers and in one family may be found devotees
of each of these classes of music. The practice
of many merchants of sending special lists of rec-
ords to customers containing music designed to
please each individual can easily be amplified so
that several individuals in one family will receive
lists of the records which will appeal to each. In
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other words, if the members of the family are
particularly fond of operas or hymns special lists
of recordings of these numbers should be sent to
them and if dance music appeals to the younger
element the special list should be confined to
records of this character. This same method
cculd also be followed in using the telephone for
drawing the attention of customers to certain
records.

BUSINESS WAKING UP, SAYS EDISON

American Manufacturers Making Study of Cost
of Doing Business

“For the first time in his life the American
manufacturer is beginning to know what it costs
him to run his business, and he's beginning to
appreciate that it isn’t the first cost, but the
last cost that really counts,” declared Thomas A.
Edison, in a recent interview, pointing out, at
the same time, that the English and Germans do
business on a “much firmer basis.”

“When a German manufacturer puts up a build-
ing he builds for all time—solid, tremendous
foundations, tessellated floor and everything pos-
sible to make for permanence. When we build a
factory we build a shack,” the inventor said.

“This hurry to get wealth was the fundamental
basis upon which the American manufacturer
went into business. Put as little as you can in,
get as much as you can out. But it’s changing
now. We were beginning to see that it doesn't
pay for one thing, and then there is more avail-
able money. The American manufacturer is be-
ginning to wake up.”

INTRODUCE NEW TONE ARM

Mutual Phono Parts Co. Introducing New Prod-
uct Particularly Adapted for Portable and
Upright Machines—Business Is Improving

The Mutual Phono Parts Co., New York City,
has placed on the market a new tone arm, which
is described as particularly adaptable for port-
able and upright machines, known as the IA
tene arm. It ranges in size from seven inches
to cight and one-half inches and has a straight
tene passage from the reproducer to the tone
chamber. It is claimed that this new tone armn
has exceptional tone value. [t has already met
with much favor with the trade and it is re-
ported that dealers and manufacturers are plac-
ing good-sized orders. for the same.

Andrew Frangipane, secretary and general
manager of the company, reports that business
is now on the increase and so far results have
been very gratifying. He states that indica-
tions point to a prosperous Fall and Winter.

FEATURES VICTROLA ON FINE FLOAT

BrLair, NEB, August 3.—An exceptionally fine
Victor float was featured in the Fourth of July
parade here by James Mose, Victor dealer and
one of the most aggressive talking machine
merchants in this vicinity. A console type Vic-
trola was placed on the rear of a handsomely
decorated automobile and a large Victor dog
occupied a prominent position on fop of the auto
hood, while smaller dogs graced the front of
the float.

TAKE OVER VICTOR DEPARTMENT

Herxiver, N. Y., August 1.—Rudd & Rex have
bought the Victor department of the Keefe Co.,
of this city. The entire department will be
moved to the headquarters of Rudd & Rex, but
the Keefe Co. will continue the merchandising
of small goods and other musical instruments
in which it has built up a large business.

The Radio Symphony Phonograph Co. of
Huntington, W. Va., was recently incorporated
in that State, with a capital of $500,000.
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Dealers Consider Plans for Fall
Activities — Railroad and Coal
Strikes Affect Trade—The News

Toreno, O., August 7.—Talking machine mer-
chants are persistent in their efforts to obtain all
possible Summer business before the warm
weather comes to an end, and while the vaca-
tionist is in the buying mood. They ate not
overlooking the turn of the year, however, and
are givi'ng close attention to Fall plans.

The railroad and coal strikes are having some
effect on a few industries in that the delivery of
freight has slowed up, hampering deliveries of
musical instruments to some extent. None of
the large local industrial plants has as yet cur-
tailed production or reduced its working forces.

Announces New Victor Model

Announcement is made by the Toledo Talk-
ing Machine Co. of the new Victor model No.
111, which is to take the place of No. 110, which
will be discontinued. This new machine will be
available in October, according to Chas. H. Wom-
eldorff, general manager.

Adds Pathé Records

At the LaSalle & Koch Co. Victrola Shop a
marked increase in July sales was experienced, R.
O. Danforth, manager, declares. This growth
amounted to fully 25 per cent over July, 1921.

One of the contributing factors of the July in-
crease, it is believed, was the changing around
of the departments and placing those which natu-
rally fit together in close proximity to one an-
other. Such a move took place on the seventh
floor where the Art and Gift Shop, one of the
finest in the State. is now a neighbor of the Vic-
tiola department.

The Actuelle-Pathé line of fifty-cent records
was added during the past month and has proved
a big winner. The Madison portable, an im-
ported model, was offered as a special recently,
and moved so rapidly that the entire lot was
sold within a few hours.

Fine Victor Business at Lion Store

The Lion Store Victrola rooms recorded a fine
increase for July, Manager A. ]J. Pete reports.
This showing brings the total sales for the seven
months up to a point which has exceeded expec-
tations. Seasonable merchandise has played a
leading part in putting Summer sales ahead. At
no time within recent years have so many port-

able machines been sold. Many of these small
machines will be exchanged in the Fall for
larger instruments.

Moreover, store events had much to do with
making the favorable showing possible. For ex-
ample, a recent sale day—Dollar Day—which is
a seasonable event, proved a big factor in clos-
ing talking machine sales. This showing ex-
plodes a theory often heard that a talking ma-
chine department cannot hook up with store
events to advantage. These sale days always
draw large crowds to the store and offer a golden
opportunity for the Victrola rooms to share in
the benefits of the occasion.

The annual store field dav held July 19 at
Sugar Island was attended by 1,700 employes

and friends of the store. ‘Among the prize
events was a waltz. This was won by Or-
ville Schaffer, of the Victrola rooms. This

marks the third consecutive season that this
scction has won the dance prize.
Grinnell Bros. Plan Fall Drive

At Grinnell Bros. July sales were double those
of last year during the same period, and the
outlook for a continued run of bus'ness was
never brighter, R. C. Elwell, manager of the
Victrola department, states. Plans are in forma-
tion for an early Fall drive for talking machine
volume. The farmer as well as the city dweller
will be solicited. New equipment has been
ordered in order to facilitate the campaign.

Henry F. Stucke, general manager of Grin-
nell Bros., is angling for the finny tribe in the
Au Sable River in northern Aichigan.

Downstairs Store Aids Sales

The downstairs store recently inaugurated by
the Goosman Piano Co. is proving a great aid
to closing talking machine sales. By starting
customers with the used and repossession instru-
ments and then showing them the newer fin-
ishes and designs it is often easier to secure the
signature on the dotted line, whereas if the re-
verse process is employed folks sometimes feel
they cannot afford a machine which involves such
a large outlay.

Merchants Enjoy Outing

Fred N. Goosman, president of the Goosman
Piano Co., was chairman of the Retail Merchants’
Roard entertainment committee for the annual
outing, which was held at Monroe, Mich., July
25. Thirty automobiles transported the group.
Practically every music dealer in the city is a
member of the Board.

Good Business at Compton Bros.” Stores

The Record Shop, one of the Compton Bros.
cliain of stores, is experiencing an improved de-
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mand for records, Pratt Egbert, manager, de-

clares. Brunswick, Vocalion and Kimball ma-

chines are dealt in. At the Findlay, O., store a

steady run of business has been recorded nearly

all year. The Carey, O., shop is experiencing

an awakening in the demand for machines.
Exhibits Laddie Boy's Cake

At Grubbs Music Shoppe, the birthday cake
sent to Laddie Boy, President Harding’s famous
Airdale, by Chas. Quetschke, of the Caswell Ken-
nels, breeder of the canine, was on exhibition
and drew wide interest. The cake is a three-tier
affair, built up pyramid fashion and mounted by
three birthday candles. It was made of dog
biscuit held together by red, white and blue rib-
bons.

New Da-Lite Displays

The Da-Lite Electric Display Co., 116 North
Erie street, announces the following panel re-
leases for August: “Lonesome Mama,” “Nobody
Lied,” ““Neath the South Sea Moon” and the
Victor Physical Exercise records.

At the J. W. Greene Co. the Victor panel
sign enumerating ten records which should be in
every home is the center of attraction in a very
effective window display. Each of the ten rec-
ords is exhibited mounted upon a stand. A rib-
bon is extended from the panel title to each rec-
ord, thus connecting the two. This window has
brought a volume of sales greater than expecta-
tions, according to E. A. Kopf, manager of the
department.

Farmers Again in Market

At the J. W. Green¢ Co. branch stores in
Fostoria, Fremont and Stryker, O., the farmer is
again becoming a buying factor. His crops
are maturing and prices are favorable to him:
With the abundant yield of nearly all farm prod-
ucts the outlook for a brisk Fall trade is very
promising.

Ohio Merchants to Meet in Toledo

The Ohio Music Merchants’ Association, of
which Fred N. Goosman 1is president, will hold
its annual convention at the Hotel Secor, Toledo,
September 26 and 27. Rex Hyre, of Cleveland,
secretary of the Association, recently made a
trip to Toledo for a conference with the presi-
dent and to complete arrangements for the con-
vention.

Henry Dreher, Cleveland, and Chas. Yahrling,
Youngstown dealers, challenged any two mem-
bers of the Association to a golf match during
the convention. Their challenge has been ac-
cepted by Wm. R. Gaul and A. M. Dom, both
of Cincinnati.

The Toledo Music Merchants’ Association, of
which Henry F. Stucke, manager of Grinnell
Bros., is president, will co-operate with the State
organization to make the convention one long
to be remembered.

News Brieflets

Doyle N. Wyre, formerly assistant to A. ].
Pete, manager of the Lion Store Victrola rooms,
and more recently in charge of the electrical shop,
on August 1 assumed the position of manager of
the Victrola department of the McAlpin store,
Cincinnati. O,

Henry Dreher, president B. Dreher’s Sons Co.,
Cleveland, was a caller recently on Fred Goos-
man,

Warren E. Kellogg, representative of the
Toledo Talking Machine Co., and family are
motoring in western Pennsylvania.

W. C. Wiant, Marion, O., Victor dealer, wife
and son are enjoying their vacation in the wilds
of Canada.

C. A. Ericsson, president of the Toledo Talk-
ing Machine Co., spent a few days in Toledo on
his way East from the Pacific Coast.

Geo. Schweitzer, Victor dealer, Leipsic, O,
made an extensive motor trip East. Stops were
made at \Washington, Baltimore, Philadelphia,
New York and other centers.

Chas. H. Womeldorff recently returned from
a business trip to Indiana and Ohio points. He
found crop conditions very good and the Fall
outlook promising.

A. L. Leyborn, of the Toledo Talking Ma-
chine Co., recently occupied his new cottage on
the Toledo Beach line on Lake Erie,
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Reproduction of an English Piece

Front doors and side panels made

of beautiful burl walnut. Note

particularly the graceful sweep of P

the hand-carved legs. No detail ,j,t

of construction omitted ; its work- St
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manship is of the highest order.

QUENBY WALNUT

Are your windows and showroom in the mediocre
class? A selection from our line will create new interest
in your display and put you in the progressive class.

The same model as above, only
finished in lacquer, with decora-
tions done by real artists. Fin-
ished in antique crackled effect,
which gives it an unusual charm.
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QUENBY LACQUER

THE ORSENIGO COMPANY, Inc.

Showroom : 112 West 42nd Street
New York City, N. Y.

Factory: Skillman Ave. and Rawson St.
Long Island City, N. Y.
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SALT LAKE CITY
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Industrial Qutlook Brighter—Greater dctivity dmong Local Dealers
—Radio Much Dzscussed——Plans Under Way For Music Week

Sartr Lake Crry, UrtaH, August 4—The mdus-
trial outlook grows brighter than ever. The big
steel project talked of so loug is an accomplished
fact. A $135.000,000 corporation has been formed
and a large plant will be built at Springville in
the near future. The actual manufacture of steel
s expected to be under way in eighteen months
or less. The crops look excellent with prospects
of fair prices and everyone is looking for a bet-
ter Fall business than has been enjoyed for some
time.

An announcement of considerable interest is
to the effect that the big Salt Lake Hardware
Co. on Main street, which has been enjoying an
annual business of millions, is to drop its retail
departments and confine its attention entirely
to the wholesale business. The company has
been selling talking machines for some time, but
it is not known yet whether they will continue
to handle them on a whole8ale basis. Vice-presi-
dent and General Manager H. A. Schweikhart
tells your correspondent that no immediate
changes would be made, but confirmed the report
that the building had been sold and that it was
the intention of the company to confine its at-
tention to the wholesale end of the business. He
said he had thought for a long time that the re-
tail business should not be counnected with the
wholesale.

The Glen Bros.-Roberts Piano Co. is supply-
ing the Telegram broadcasting station with rec-
ords for their talking machine music. Miss Nan
Browning is giving a series of piano recitals.

The Daynes-Beebe Music Co. had one of the
best windows during the early part of the month
that has been seen in any music store here for
a long time. It was an advertisement for the

portable talking iachine and represented a
young lady listening to an instrument as she sat
beside the campfire. The scene was in the can-
yon and it was a most realistic one and at-
tracted a lot of attention.

The Christensen Ashton Music Co., 2381 Hud-
son avenue, Ogden, has been offering records at
a special sale,

The Lyric Music Co., Washington avenue,
Ogden, has given up all other talking machine
lines, but will retain the Sonora agency. Miss
Bernice Foster is leaving the company. Miss
Foster said she did not know just where she
would go, but wanted to get into an exclusive
Victor house. She is a capable and charming
voung lady.

Harry O’Loughlin, president, and “Ukulele”
Hughes, manager of the small goods depart-
ment of O’Loughlin’s, Main street, are planning
a fishing trip in the Duchesne country, southern
Utah.

A prominent local radio concern is advertis-
ing “Better than a talking machine and prac-
tically no expense for upkeep.” This message
is, to a large extent, bunk. Some of the dealers,
however, say radio is helping them. They re-
port orders where people have asked for a cer-
tain record that they have heard on the radio.

Miss Ethel Karney, of O’Loughlin’s for several
years past, has married a local business man
and, as a result, resigned her position with the
firm.

George A. Bolduc, popular manager of the
Glen Bros.-Roberts Piano Co.’s talking ma-
chine department, has accepted an important po-
sition with the Larson Music Co., Sidney, Neb.
Friends in this city are sorry to part with Mr.

Bolduc. He was regarded everywhere as a fine,
likable fellow and a good business man. Mr.
Bolduc’s successor has not been appointed yet.
Another change in the department is the appoint-
ment of Miss A. Hillstead in the place of Miss
Bessie Jackson, head of the record department,
under Mr. Bolduc. Miss Jackson has gone to
Montana.

Col. J. J. Daynes told the correspondent recently
that he looked to a combination radio and talking
machine to solve the radio problem for talk-
ing machine men. Colonel Daynes, who is, of
course, the head of the big Daynes-Beebe Music
Co,, did not think radio would hurt the phono-
graph business.

George S. Glen has resigned as president of
the Utah Association of Music Industries and is
succeeded by Charles H. Norberg, treasurer of
the Daynes-Beebe Music Co. Mr. Glen said he
thought a Salt Lake man should hold the posi-
tion as practically all the meetings are held here,
and Ogden is thirty miles away.

Plans are under way for Music Week, which
will be held in the Fall, but so far no definite
program can be announced.

Salt Lake City celebrated its diamond jubi-
lee on July 24.

VISITORS AT COLUMBIA OFFICES

Among the recent visitors at the executive of-
fices of the Columbia Graphophone Co. was S. H.
Nichols, manager of the company’s Pittsburgh
branch; Fred E. Mann, manager of the Boston
branch, and W. S. Parks, manager of the Balti-
more branch. All of these out-of-town managers
were optimistic regarding the business outlook,
stating that the dealers were preparing for an
active Fall trade. Another caller at the Colum-
bia executive offices was Miss M. Gross, assist-
ant bookkeeper of the Cincinnati branch, who is
spending her vacation in the East and who
dropped in at the Columbia offices in order to
become acquainted with the executive organiza-
tion.

/
How to Increase Your Sales
and Decrease Overhead

records.

Clinton & Beaver Sts.

(Plum Building)

The particularly desirable elements of foreign-
born population residing in Northern New Jersey and
Northeastern Pennsylvania afford Collings dealers
a lucrative market for the famous Victor foreign

If a dealer is not cultivating the possibilities
open in the newly-enlarged Victor foreign reper-
toire, he is not getting either the volume or the net
profit from his operations that he very easily can.

Let us go over this matter with you.

COLLINGS & COMPANY

Victor Distributors throughout Northern New Jersey and Northeastern
Pennsylvania

Newark, N. J.
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THE OLDEST, LARGEST EXCLUSIVE RADIO
EQUIPMENT MANUFACTURERS ANNOUNCE
A NEW TRADE NAME FOR THEIR LINE

Radak

Trademairk Reg. U. S. Pat. Off.

ADIO has come to stay! And RADAK is go-
ing to hasten the process of stabilizing the
radio equipment business.

The Clapp-Eastham Company has spent sixteen
continuous years of exclusive radio specialization,
working in the interests of radio professional and
amateur alike. Now their experience and manu-
facturing skill are to be turned to the advantage of
the dealer.

In announcing the adoption of the new trade name
RADAK, Clapp-Eastham announce also the dis-
tribution of RADAK Receiving Sets and other
radio equipment through jobbing distributors exclu-
sively. These distributors will quote discounts to
the dealer direct. And the new distribution plan
enables the dealer to secure the maximum discount
without quantity stipulation.

Advertising to a 25,000,000 Audience

The adoption of the new trade name RADAK giwves
the dealer an easily remembered, quickly identified
line of merchandise for his store. To stimulate the
process of identification, a new and more wide-
spread adwertising program has been entered upon.

A consistent schedule on a yearly basis is under way
in the following publications, reaching a receptive
audience of well-to-do individuals in varied lines of
occupation.

Saturday Evening Post........... 2,100,000 Copies
American Magazine ............. 1,634,000 Copies
Farm Journal ................ ... 1,012,000 Copies
Country Gentleman ........... .. 829,000 Copies
Jarm (S THiFeSTdens i auaemel o g suss 803.000 Copies
Successful Farming ............. 862.000 Copies

IRGE) INEWS e e o e
WAREIESS JAGE k)« 1> ko ) kb
Radio

125,000 Copies
45,000 Copies
60,000 Copies
17,800 Copies

A wvery conservative estimate of four readers to the
copy per magazine gives a total of well over 25
million people reached by this list.

Let’s Get Together

RADAK spells opportunity. Opportunity for every
wide-awake dealer. Look into it RADAK will
soon become a household word. Make your store
the RADAK headquarters. If you do not know the
RADAK distributor in your locality, write us for
the name and address.

CLAPP-EASTHAM COMPANY

America’s Oldest, Largest Makers of Radio Equipment Exclusively, Established 1906

131 Main Street, Cambridge, Mass.

REGENERATIVE RECEIVING SETS
AMPLIFYING COILS

RHEOSTATS

AMPLIFIERS

ELECTRO AMPLIPHONES

VARIOMETERS
UNIVERSAL TUBE SOCKETS

CONDENSERS

READ WHY CLAPP-EASTHAM EQUIPMENT SELLS

SEVER-BEACHAM RADIO COMPANY
Santa Fe, New Mexico

“Some time ago we purchased one of your
Type H. R. Regenerative Receivers and Two-
stage Amplifier used in connection with a
Magnavox. This outfit has brought in more
stations and longer distance than any set we
have handled. Everybodv else in the surround-
ing country with more expensive outfits than
ours is not getting results this time of the
year, and we still hear the broadcasting sta-
tions as usual. We have heard Cleveland,
Ohio, many times, which is about 2,000 miles,
I should think. This was news and music, 110t
wireless. We hear all the stations within a
radius of 1,000 miles every night.”

KEHLER RADIO LABORATORIES
Abilene, Kansas

“We have just recently been testing your
improved regenerative sets and wish to state
that we think they are a little wonder. For
signal strength they are unexcelled by any of
the highest priced sets on the market and are
superior to somne in this respect. They are also
the least critical in tuning of any set which we
have operated, as well as comparing favorably
in selectivity. We are surprised at the absence
of capacity effects from the body. We have
a set in operation in our display department
in the heart of Abilene, and with but two stages
of audio-frequency amplification and a large
magnavox, music and speech may be easily
heard within a block of the horn which is

THESE ARE UNSOLICITED COMMENTS FROM RETAILERS

placed in the doorway. We have decided to
specialize on this set, due to its reasonable
price and its remarkable performance.”

HOWARD S. BARLETT
Knox, Pa.

“Am writing to you direct to compliment
you on your Type H. R. Receiver and your
Two-step Amplifier. They are the most won-
derful receivers that there are on the market
today. I have had them set up along with
other standard makes that cost double and
triple the price of yours, and will say that
spark C. W. and voice come in over it more
clear than with any of the rest. The only
trouble that I find with them is to get them.
I do my buying in Pittsburgh and the distribu-
tors are out of them.”
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OUTING OF TALKING MACHINE MEN AN IMMENSE SUCCESS

Members of Progressive Retail Organization From New York, New Jersey and Connecticut Have
Most Enjoyable Time at Glen Head, L. I.—Manufacturers and Jobbers in Evidence

The largest Summer gathering in the history
of the Talking Machine Men, Inc,, was held on
Wednesday, July 26, at Karatsonyi's, Glen Head,
L. I. Members of the organization came from
New York, New Jersey and Connecticut and a
spltendid representation from the Eastern talk-

ball game of dealers was played, following
which two teams selected from the ranks of the
jobbers played a three-inning game. The deal-
ers’ teams were captained by Irwin Kurtz and
Sol Lazarus; the latter faction carrying off the

honors. The winning team was composed of

Forster, of the Brilliantone Steel Needle Co.,
and M. W. Owens, of Owens & Gibbons. The
Forster aggregation, after a bad start, made a
whirlwind finish and won the game handily.
E. F. Latham, of the Silas E. Pearsall Co.; W
J Haussler, of C. Bruno & Son, Inc, and Paul
Carlson, of Chas. H. Ditson & Co., were the
shining stars of the jobbers’ performance.
Following the ball game the track and field
events were programmed. David Goldman,

auditor of the General Phonograph Cotp,, proved

g % Ty = ——

Some Snapshots at Outing of the Talking Machine Men, Inc.

No. 1. A H. Murray, Mrs. Bloedon, Jack Bliss, Florence Hulett, E. B. Bloedon and Mrs. Bliss.
of Ormes, Ine.; W. II. Bishop, Blackman Talking Machine Co.; ; George }\elly, New York Talking Machine Co.;
William H. Ross and Elias Gottfried, winners of the three-legged race. No. E

Goldman, of the winning relay team for men and women. No. 8. Miss E Goldman, winner of one of the ladies’ events.

ladies’ 40-yard dash
ing machine jobbers and manufacturers also at-
tended. Sight-seeing buses and private autos
left East Fifty-seventh street shortly after 10
o’clock 1in the morning, proceeding over Queens-
boro Bridge and the beautiful Long Island roads
to the resort, where, upon arrival, a luncheon
was served.

In the forepart of the afternoon a four-inning

Messrs. Bersin, Zimmer, Goldman, Brodbeck,
Jacobs, Gordon, Guthrie, Barg and Radle. It
was rumored that the other team had several
“ringers,” but despite this it went down to de-
feat. The losing team was composed of Messrs.
Bliss, Bloedon, Pressent, Kramer, Kurtz, Janelj,
Hoffman, Titefsky and Murray.

The jobbers’ teams were captained by Byron

No. 2. Phil Ravis, I Halperin, George Seiffert. No. 3.
Lloyd Spencer, Silas E. Pearsall Co. No. 4. Jack Glogau. No. 5.
L. Sampter, William Brand Miss A, M. Kennard and George Seiffert. No. 7. Miss Sadie
No. 9. Ann Lazarus, daughter of Sol Lazarus, who won the

C. L. Price,

himself to be the star all-around athlete by win-
ning the seventy and forty-yard dashes. Oscar
Zipf won the fat man’s race; M. Brodbeck, H.
A. Jacobs, B. Birnbaum and Ed Ugast won the
four-man relay race. Miss Sadie Goodman and
Mr. Ugast also won the relay race composed
of teams for men and women. The forty-yard
(Continued on page 66)

| New Mode} *“‘E’’

The General Phonograph Mfg. Co.

Model *E”
TABLE PHONOGRAPH

The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTITY

Plays All Makes of Records

Write for our Proposition

The General Phonograph Mfg. Co.

Superior Tone Quality

ELYRIA, OHIO
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“T"HE highest praise of the fgéd);:
artistic Steger comes from *;;’iS.

those who are the most critical
judges of music.

TR

Dr. Anthony C. Lund, famed as the
conductor of the celebrated Tabernacle
Choir, has enthusiastically endorsed
the Steger, as have Professor J. J.
McClellan, organist ; Professor Willard
E. Weihe, violinist, and hundreds of
other musicians and music-lovers.
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Listen to a piano record on the Steger,
a band, an orchestra, the human voice
—and 1n all the reproductions you will
recognize the distinctive qualities of
excellence due to the exclusive Steger
features. The patented, adjustable
tone-arm, which plays all makes of
disc records correctly, without chauge
of parts, the unique tone reproducer
and the vibrant tone-chamber of even-
grained spruce are eloquent reasons for
Steger supremacy.

INSURE YOUR SUCCESS

The strong advertising and sales co-
operation plan back of the Steger
makes Steger representation valuable
to the aggressive dealer. Worite to-day
for details of the Steger proposition
and a copy of our latest style brochure.
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Phonograph Division

r STEGER & SONS

A Piano Manufacturing Company
12 IE Established by John V. Steger, 1879
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Steger Building, - - CHICAGO, ILL,

Factories: Steger, Illinois, where the “Lincoln’
and “Dixie”” Highways meet.

“If it’s a Steger—it’s the most valuable Piano in the world.”
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OUTING OF TALKING MACHINE MEN
(Continued from page 64)

dash for ladies was won by Miss Ann Lazarus,
daughter of the well-known Sol; Mrs. Frank
Mandel won the contest for heavyweight ladies
and the honors for the three-legged race went
to William M. Ross and Elias Gottlieb. Miss

.. Goodman was also a winner in one of the
women’s contests.

The jobbers of the metropolitan district, al-
though only associate members of the Taiking
Machine Men, Inc, and taking no active part
in the functions of that body, have always
shown keen interest and given substantial sup-
port to the Association; many of the prizes for
the afternoon’s events being contributed by the
wholesalers. Among the representatives of the
Victor jobbers who attended were: W. J. Haus-
sler, E. G. Evans, Miss H. Marjorie Brown,
A H. Murray and Joseph C. Schlich, of C.
Bruno & Son, Inc.; Paul Carlson and W. H.
May, of Chas. H. Ditson & Co.; David Roach
and A. J. Wilckens, of Collings & Co.; Mr. and
Mrs. Abram Davega, jJoseph Schwetz and Max
Berlow, of the Knickerbocker Talking Machine
Co.; Charles H. Offerman and M. M. Rountree,
of the American Talking Machine Co.; George
E. Thau, W. H. Bishop and George A. Baker,
of the Blackman Talking Machine Co.; Cass
Riddle and Joseph Kerr, of Emanuel Blout; C.
R. \Wagner, Musical Instrument Sales Co.;
Charles B. Mason, George Kelly and Ernest
Fontan, of the New York Talking Machine Co.;
\V. Miller, of G. T. Williams Co., Inc.; Clarence
Price and H. T. Hawkins, of Ormes, Inc.; Mr.
and Mrs. Thomas F. Green, Lloyd L. Spencer
and Eugene F. Latham, of the Silas E. Pearsall
Co. The manufacturers were also well repre-
sented, including: B. W. Jennings, C. H. Baker,
D. B. Allen and C. W. Lukas, of the Columbia
Graphophone Co.; Paul E. Bearwald, David
Goldman and E. L. Sampter, of the General
Phonograph Corp.; Frank J. Coupe, vice-presi-
dent, and F. V. Goodman, assistant sales man-
ager, of the Sonora Phonograph Co.; Mr. and

Mrs. Chester Abelowitz, Brunswick-Balke-Col-
lender Co.; \Walter Brunner, Manufacturers’
Phono. Corp.; George A. Seiffert, Modernola
Sales Co.; R. H. Keith and J. }J. Schratweiser,
of the Long Island Phonograph Co. Sonora
jobbers.

In the evening an elaborate shore dinner was
served, the diners all disporting multi-colored
novelty paper hats. Music for dancing was ren-
dered throughout the course of the dinner and
was furnished by Paul Whiteman, Inc., the
members of which were all exclusively Victor
Taiking Machine Co. artists and composed of
the following combination: Alex Brasin, violin;
George Lehritter, banjo; Keith Pitman, bass;
Ric Atkins and William Asmus, cornets; Dave
Bretthauer, trombone; Harry Rosenberg, drums;
Al Mitchell, piano. The lucky number contest
was a feature of the dancing, handsome prizes
being awarded the winners.

Without doubt, it was® the most successful
affair in the history of the Association and the
entertainment committee and the officers of the
Association received a wealth of congratula-
tions. The entertainment committee was com-
posed of Sol Lazarus, chairman; Max Berlow,
Otto Goldsmith, C. B. Riddle, Albert Galuchie,
N. Goldfinger, E. G: Evans, Henry Conn, Fred
Herrman, C. Abelowitz, E. G. Brown and Val-
entine Faeth.

NEW POST FOR KANTNER

Appointed Manager of San Francisco Branch of
Columbia Graphophone Co.

Geo. W. Hopkins, general sales manager of
the Columbia Graphophone Co., announced this
week the appointment of P. S. Kantner as man-
ager of the San Francisco branch. For some time
past Mr. Kantner has been acting manager and
his appointment to the actual management of
the branch is a distinct tribute to the results that
he has attained as manager of one of the most
important Columbia branches in the country.

In announcing Mr. Kantner’s appointment,

Mr. Hopkins called attention to a recent cam-
paign conducted by Mr. Kantner with the East-
crn Outfitting Co., of San Francisco, Cal, Co-
lumbia dealer. This campaign, which lasted for
a period of only three months, resulted in the
sale of 509 Grafonolas.

The general sales department of the Columbia
Graphophone Co. was advised recently by Mr.
Pickering, sales representative at the San Fran-
cisco branch, that another carload of Grafonolas
had been sold to Fred R. Howe, Columbia dealer
at Santa Cruz, Cal. The first carload sale in-
augurated by Mr. Howe last Spring was a sig-
nal success, and he was so well pleased with the
results achieved at this sale that he made ar-
rangements for another carload of Grafonolas.

SENDING LITERATURE TO PROSPECTS

Continuous Bombardment of Literature Is Nec-
essary for Best Results

The prospect list is one of the powerful
weapons in the hands of the dealer with which
he can add to his profits through increased
sales, provided, of course, that he makes proper
and effective use of the list. Indeed, this list
is more potent than ordinary newspaper ad-
vertising because each person listed thereon can
be approached individually, whereas in an ad-
vertisement the appeal must be made general.

Now, there are many dealers who through
many months of hard labor have built up fine
prospect lists, on which all necessary informa-
tion, including financial standing, musical pref-
erence, etc., is listed. With all these valuable
data at hand merely sending out the monthly
record supplements is not enough. A contin-
uous stream of high-class direct-by-mail liter-
ature should be sent to these customers or pros-
pects and this should be diligently followed up
either through a canvasser or salesman.

Yesterday is past, so forget it. To-day is here,
make the most of it and at the same time plan
for to-morrow.

new style.

period models.

A New Model in the Natural

Voice Line

To the models already manu-
factured to meet the needs of
the trade we have added this

The NATURAL VOICE is
a high-quality product selling
at a popular price. Itisacom-
plete line including several

Manufactured by expert
cabinet makers it has achieved
a position of prominence as a
sales creator and profit maker.

Also a Full Line of
Cabinets Without
Equipment.

Write for Prices

our proposition.

It will pay you to investigate

Natural Voice Phonograph Co.
ONEIDA, NEW YORK

ST9
H50wW23D24

The New Style No. 9 is a worthy addition to this
complete line
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PHiLapELPHIA, Pa., August 2—Without a doubt,
niore of a stir has been created in the talking
machine trade of the Quaker City by the an-
nouncement of the Victor Co. concerning the new
Collins physical exercise records than has been
caused by any other event in the talking ma-
chine business during the last few months.

Every one of the five Victor distributors in
this city announces that it has received large
orders from the dealers for these records. An
instance of the volume of the first demands made
for the records may be seen in the statement
made by T. W. Barnhill, president of the Penn
Phonograph Co., to the effect that they have re-
ceived orders for nearly one thousand sets be-
fore the records have actually been received for
distribution to the trade.

The importance which the Victor distributors
of this city attach to the issuance of these rec-
ords may be judged by a letter that has just
been sent out by H. A. Weymann & Son to all
of their Victor dealers, informing them of the
fact that these records will soon be ready for
distribution.

Demonstration Before Kiwanis Club

H. Royer Smith, the progressive talking ma-
chine dealer, located at Tenth and Walnut streets,
has taken a step that will do a great deal toward
bringing these records before the public and that
will undoubtedly arouse widespread interest in
them, through arranging for a demonstration of
the Collins records before the members of the
Philadelphia Kiwanis Club, at its weekly lunch-
ecn, to be held at the Bellevue-Stratford Hotel
on August 15. Mr. Smith, who has been a lead-
ing member of the Kiwanis Club for a number
of years, has arranged to have a physical in-
structor from the Collins Institute, which is lo-
cated here in this city, appear at the Kiwanis
luncheon and to the accompaniment offered by
the Victor records demonstrate the exercises as
they were worked out by Professor Collins.

Mr. Smith has also arranged to have a young
lady demonstrator from the Collins Institute ap-
pear in the show windows of his store during the
week of August 7, to give demonstrations of the
exercises. These demonstrations will also do a
great deal toward arousing the interest of the
public, as thousands of people pass the Smith
store each day.

Penn Phonograph Co. Plans Display

Another novel window display that is being ar-
ranged at the present time is that of the Penn
Phonograph Co. Mr. Barnhill has secured a
huge reproduction of the familiar tungsten
needle that is more than six feet in height and
over twelve inches maximum diameter. This
metal reproduction will be shown in conjunc-
tion with a comprehensive display of talking
machine accessories in general and the needles
in particular.

Harry Trawitz a Benedict

Harry Trawitz, manager of the record depart-
ment of the J. H. Troup Music House, Harris-
burg, Pa., one of the Penn Phonograph Co.’s
dealers, is in line for the congratulations of his
many friends in the trade, following his recent
marriage. At the present time Mr. and Mrs.
Trawitz are on their honeymoon through the
New England States. Before going away Mr.
Trawitz said that the month of July witnessed
a big improvement in the volume of the record
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business for the Troup Music House and he
anticipates a great increase in their business dur-
ing the coming Fall.
Miss McFadden Now Mrs. Nagle
Congratulations are being tendered to the for-
mer Miss Mary McFadden, in charge of the
Victrola department of B. E. Block & Bros. store
at Norristown, Pa., also dealers for the
Penn Phonograph Co. Miss McFadden caused
great surprise among her many friends by an-
nouncing her secret marriage to Walter Nagle.
Fortunately, Mrs. Nagle, upon her return from
her honeymoon, intends to keep right on with
her Victrola work, in which she is so greatly
interested and concerning which she is most en-
thusiastic.
Exhibit Magnavox and Grafonola
The Frankford Music Store, Columbia dealer,
held an exhibition of a Grafonola and a Magna-
vox at a recent celebration held at the Frank-
ford Driving Club. The Magnavox and Grafonola
were placed in the grandstand and could be
heard clearly at any point i1t the grounds. The
music was so distinct that people sitting on
their verandas five blocks away thought it was a
band playing and telephoned for further details
rcgarding the celebration.
Outing of Foster Bros. Employes
Foster Bros., Columbia dealers at Manayunk,
gave their army of employes a day's outing
at Spring Mount, Pa. R. H. Foster was in
charge of the outing and, beginning at 9 o’'clock
in the morning and lasting until late at night, a
delightful program was prepared for the enter-
tainment of the employes.
News With a Vacation Trend
F. B. Reinecke, secretary of the Louis Buehn
Co., 835 Arch street, has j'ust returned from an
extended visit to Atlantic City, wlere he was
registered at the Hotel Strand. Mr. Reinecke
states that he is preparing to make large ship-
ments of the Collins physical exercise records to
the Buehn dealers and hopes to be able to make
the first shipments during the latter part of the
week. C. W. Miller, vice-president of the Buehn
Co., is planning to leave the city on his vacation
in a short time.
Morton Stern, the advertising manager of the

Talking Machine Co. of Philadelphia, has just re-
turned to the city, after a vacation trip to Schroon
Lake, N. Y, in the Adirondack Mountains. He
is most enthusiastic over the success that h
attended the advertising campaign conducted by
the Talking Machine Co. in connection with th
No. 240 Art Model Victor machine, which 1
“gone ever with a bang.” This company has
also been doing a fine business in the Victor
portable model machine. According to Mr. Stern
the Talking Machine Co. had made only a few
sales of this type machine until it arranged a
most attractive window display at its Chestnut
street store, next door to the Adelphi Hotel.
This display included a miniature camping scene
with a small, but “real,” tree in the background,
and with a canoe in the foreground, in which the
Victor portable machine was placed. The great
interest which this display aroused is most effi-
ciently indicated by the numerous sales which
this up-to-d