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- Victrola

REG. U.S. PAT. OFF.

The word “Victrola” as well as the picture “His
Master’s Voice” is an exclusive trademark of the
Victor Talking Machine Company. Being registered
trademarks they cannot lawfully be applied to other
than Victor products.

REG. U.S.
PAT. OFF.

“HIS MASTERS VOICE'

Victor Talking Machine Company, Camden, N.J.

Entered as second-class matter May 2, 1905, at the post office at New York, N. Y. under the act of Congress of March 3, 1879.
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Marquette

Queen Anne
$250

A Few Facts that
will sell the

New SONORA
Models for you

Substantial Construction — a :

thorough examination by cus-
tomers of all Sonora’s visible
parts is a powerful sales argu-
ment in itself.

Motors — Sonora motors are
marvelously perfected for
long-running and durability.

Tone—the present-day Sonora
tone quality is an almost un-
believable improvement along
the logical lines of Sonora
tone mastery.

Beauty of Cabinets—Sonora's
fame for exquisite, artistic
cabinet work, in the best taste
of the times, has taken even
greater strides in the new
models.

Lafayette Canterbury
$165 $200

Here They Are!

Sonora’s New |
Popular-Priced Periods

They represent an opportunity to you, Mr. Dealer, such as
you have never had put up to you before.

Why?

Because the sheer quality of these instruments is astonishing
even to phonograph experts.

Because more popular-priced periods are going to be bought
this season than ever—the hunger for periods is everywhere.

Because these instruments produce the most exquisite refine-
ment of tone possible to a phonograph today.

Because, in spite of their sterling value, they are low priced.
Yes, low—we mean it and the public realizes it. Finally

Because Sonora is being advertised this year to one-half the
population of the country.

These are decisive reasons. Act while you can get
an adequate stock. Write us today for information

Sonora Phonograph Company, Inc.

George E. Brightson, President

New York, 279 Broadway

Canadian Distributors: Sonora Phonograph, Ltd., Toronto

THE INSTRUMENT OF QUALITY m..
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HOW MUSICAL CENSUS OF THE COMMUNITY HELPS SALES

Experiment Made by Donahoe & Donahoe, Victor Dealers of Fort Dodge, Ia.,

to Increase Pros-

pect List and Augment Sales Points Way for Others to Utilize This Plan of Operation

“We took a musical census of our community
a short time ago and found it very profitable
and successful in every way,” savs J. M. Dona-
hoe, of Donahoe & Donahoe, Victor dealers,
Fort Dodge, la., describing the sales produc-
ing plan recentiy used by that concern in the
house organ of Mickel Bros. Co. Victor dis-
tributors, of Omaha, Neb. “The results ob-
tained therefrom were far beyond our expecta-
tions. It was profitable from many angles, but
to explain it all thoroughly would take too
much time and space. I will outline it briefly.

*“\We first advertised for sales people. Then,
after a careful selection of the required num-
ber and quality, we gave each of them plenty
of instructions along all lines of the game;
also their marked territory, one late player roll
and six records. They were instructed to use
as the opening talk that they were making a
complete musical census of our city for us and
our object was to find out exactly the different
makes of pianos, players and talking machines
which were in use at the present time, so we
could properly equip our service department
more completely for their requirements, as we
have always given our service departurent spe-
cial attcntion in the way of giving expert re-
pair servicc when needed.

“The explanation went over big in most
places. \Where thcy had an instrument the so-
licitor had an opportunity to get us a monthly
roll or record customer by playing these over
in their parlor and, seven timcs out of ten, got
a nice order, also a new name for the mailing
list, or, best of all, if they had no instrument

here is where the salesiman got a new name to
call on the following day. 1In the few places
that would not grant an audience from this
framed-up excuse the salesman invariably got
the desired information next door.

“The sales people were paid $1 per day, 10
cents per item on each sale and three cents per
card for all fully and correctly filled out. Ve
made it plain to them that the telephone would
be used to verify their work and any plugged
cards would cause an immediate ‘canning.’
We also paid from $1 to $5, according to size,
for each machine sold to prospects turned in
by them within five days; $5 on new pianos
and from $7.50 to $10 on player-pianos.

“This, all in all, gave the workers a great in-
centive to hustle and get the prospects prompt-
ly, as there was a five-day limit attached to it,
so the live prospects were promptly reported
and the territory thoroughly combed. The
solicitors made money and we made a number
of immediate sales and got plenty of cards to
work on for a long time, besides the great sav-
ing of time calling on people who were
equipped 1n the musical way.

“I would suggest to any and all who have not
taken the census of their town or city to do so
at the wvcry earliest convenience. Be sure
and .ay the foundation right and framc it well,
as so many of those good schemes can be
spoiled by not being properly organized, or by
going at i1t “wild.” The old saying, “A poor
start is a good finish,” doesn't apply in this
case. Be surc to get a good start and in the
finish the results will be gratlfymg”

KIMBERLEY CO. REORGANIZED

Change Name to Kimberley Phonograph Co.
of New Jersey—To Increase Production

PertH AMmpoy, N. J., September 8—The Kim-
berley Phonograph Co., Inc., which has been
operating successfully for some time past, un-
der the direction of Leo Jacobson, has been
reorganized and will increase production in the
near future. The reorganized concern will be
known as the Kimberley Phonograph Co. of
New Jersey and Mr. Jacobson will remain as
the head of the new organization. The officers
arc: Leo Jacobson, president; David Isenberg,
secretary, and Adolph Greenbaum, treasurer.
The company has about completed the pur-
chase of the property in Fayette street, where
the plant is located, from Joseph Polkowitz,
Inc., and it was said to-day that the title to the
land will be taken within a few days.

NEW CONNECTION FOR GEO. T. BEAN

George T. Bean, for a number of years con-
nected with the legal staff of the Victor Talk-
ing Machine Co., Camden, has become a mem-
ber of the law firm of Prindle, Wright & Small,
New York, which firm in the future will be
known as Prindle, \Wright, Neal & Bean.

TO HANDLE PARAMOUNT IN SOUTH

Dewey D. Prater, well-known songwriter, of
AMillport, Ala., has been appointed Southern
representative for the New York Recording
Lahoratories, Inc., of New York City and Port
Washington, Wis, manufacturers of Para-
mount records.

A Grafonola shop has been opened at 132
North Fifth street, Lafayette, Ind, by C. L.
Beisel. It is attractively arranged.

TAKES ON BRUNSWICK LlNE_

Mather Bros. Co., New Castle, Pa., Installs
Complete Line of Machines and Records

The Mather Bros. Co., jewelry and talking
machine dealer at New Castle, Pa., has taken
on the Brunswick line of phonographs and rec-
ords, in addition to the Victor line, which the
company has handled for some time past. The
talking machine department of the store, at 213
East Washington street, has been remodeled,
and there is now available a battery of ten
demonstration booths.

How best to insure.a great development of
record sales is one of the questions of the hour,
Dealers are not doing their duty to themselves
if they fail to consider every possible way and
means of concentrating public. attention on the
very remarkable records which are being placed
on the market to-day—remarkable because of
their perfection and the fact that they are veri-
table photographs of the voices of the great sing-
ers and the skill of all the great instrumentalists
of the world.

We doubt very much, however, whether deal-
ers have brought to the attention of the cus-
tomers the many unusual and unique recordings
which are to be found in the catalogs of the lead-
ing companies. Music lovers never fail to have
in their collections a well-assorted selection of
operatic, orchestral, and even the better-class
jazz numbers, but there are still to be found in
the record lists some very remarkable records
of string orchestras, the harp, the cembalom, the
organ, the harmonica, that odd potato-like instru-
ment, called the ocarina, and other musical in-
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Featuring the Odd, Unusual Records
With Which Buyers Are Unacquamted

%IIIIIIIHII"IH"IIIIIIIIIIIIIIHHIHIIII||I|IIIIIHII|I"IIIlllllllmlIIIIIIIIIIH]IIII"HHIIIIII"IIIII"IIIIIIH"HIIIIIIIIIIIIIHH ..... T

APPOINTED GRANBY SALES MANAGER

Thomas McCreedy. V-V;ll—Known Talking Ma-
chine Man, Takes Important Post With
That Concern—Has Had Valuable Experience

Thomas McCreedy, well known throughout
the talking machine trade, has been appointed
salcs manager of the Granby Phonograplh
Corp., of Newport News, Va.  Mr. McCreedy's
former connection as Eastern sales manager
of the Unit Construction Co. and previous to
that metropolitan district representative of the
Victor Talking Machine Co. of Camden, N

‘Thomas McCreedy
J., has built up for him a wide circlc of ac-
quaintanccs throughout the talking machinc
trade in the Eastern territory.

His wide knowledge of the taiking machine
business, combined with his affiliation in the
past with publishing lhouses and advertising
ageucies, well fits him for the sales and ad-
vertising work which will be included in his
new duties with the Granby Co.

Mr. McCreedy will make his headquarters
at the main office of the company at Newport
Necws and operate from that point. He has
well-defined plans for progressive development
of Granby sales which hc expects shortly to
put into operation

TR e

strutnents which invite and merit consxderation.

The unusualness of these recordings and the
very remarkable effects secured in the labora-
tory are well worth particular attention. It
would be an excellent idea were these records
grouped for a window display and special cards
used emphasizing the uniqueness of this display
and the merits of each individual record. This
would not only demonstrate enterprise on the
part of the dealer, but it would unquestionably
help sales, for there are plenty of talking ma-
chine owners who are not acquainted with the
many novel records which are procurable. And,
mark you, these records are not freaks or nov-
elties, but artistic recordings that deserve special
consideration from owners of talking machines
on this account

\Where dealers send out bulletins of new rec-
ords to their customers they ought to include a
special folder bearing upon whatever unusual
records they have in stock and which help so
much to add a pleasing touch or chanee to the
musical programs given in the home.

See second last page for Index of Articles of Interest in this issue of The World
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Profitable Plan foih‘ Keepi

Earning Power Qf Salesmen =

Consider these two facts. They are vital in
retail music store merchandising. And no
dealer can ignore them long and continue to
make fair profits in his business

1. A clerk’s salary should represent no more
than a fixed “‘salcs expense” percentage of the
total merchandise he sells

2. Merchandise yields the biggest profit
when it is sold the day it is put on the shelf.

Let us illustrate the firstt A music store
proprietor has a clerk to whom he is paying
$25 a week. The proprietor knows from his
records that he can allow, say, five cents out
of every dollar’s worth of goods sold for the
salary part of selling expense.

If the clerk sells $500 worth of goods a week
he is just barely earning his wages. If he is
selling less than that he is losing money for
vou. Keeping him on, under such circum-
stances, is neither fair to you nor to the clerk.

As to Fact No. 2.

A unit of merchandjse is unpacked and placed
on display. After the first day it begins to eat
up possible profits as viciously as a rat de-
strovs cheese. Suppose that it occupies four
square feet of floor roomi. You are paying $40
a month for 400 square feet. Then you are
paving approximately 10 cents a week rent on
that unit.

Besides that, you possibly have money at
6 per cent invested in it. You are paying in-
surance on it. All the time it is on the floor it
is getting shop worn, it is lowering its original
finish or its style—in short, its salability.

What is the solution?

How is a dealer to know whether a clerk is
earning his salary? How is he to know what
goods are moving and what are not?

Perhaps we can borrow from the experience
of a music dealer in the inid-\West. He has
worked out a system that answers those ques-
tions for him satisfactorily.

There are two simple records in his system.
They are headed up "“Sales by Clerks” and
“Sales by Departments.”

The first thing each morning the proprietor,
or his stenographer-bookkeeper, sorts the sales
slips by clerks. He happens to have seven
clerks. The illustration would be just as good
if he had one or two.

The clerks’ sales for the previous day are

e il T i IOAYS ‘”I “

listed and tota'ed in the propcr columns on
the "Sales by Clerks” form. The bookkeepcr
then finds the total sales for each clerk for the
month to date.

In his desk are records of this sort for sev-
eral months. Thus the proprietor has, at his
fingers” tips, complete information about the
usefulness of every clerk in his employ. He
pays every man a fair wage and every one of

ng in Touch With

[

:: By A. M. Burroughs,

Burroughs Adding Machine Co.

Every one of the clerks was working at top
speed. Over the hum I could hear such urg-
ings as these: “Have you ever heard this rec-
ord, Mr. Wilkins? Customers tell us it's fine.”
Or, “You'll find this machine will just suit
your purpose, Mrs. Hopkins. It is put out by
a good, reliable house. The XYZ Co, you
know. You've seen their attractive advertise-
ments in all the national magazines, of course.”

This mid-West
dealer watches
Sales by Departments .
his departments
o CAing 51922 just as closely as
[ » s | U B | :3 ] c'; W ToTAL he does his
3300 892 e 3% oo bt 32| 553 | 733 clerks. Each one
2500 450 4 395 200 69 25 ] 50 10LB9
2750 : - = & has got to earn
2100 .
3300 its share of prof-
5400 . |
s500 Sales by Clerks its or furnish a
i e (Rg-51722 good reason for
ST Blanz Bezsl) 1[ Vao Loan Eayes | wille Povars vclsese | Proprietes Ten not dofng SO.
2 s 3 - T — % = 5 = - .
e o0 RE 5E =2 ik 5 S| R | e After figuring
e 32080 ot 137 P} 30 430 A 333 | ia%s: h
TS 3386 e7s 678 20 320 20 360 i ToAR3 the total sales b_\'
oS R 138 s 222 20 223 330 €35 Eret] lerks the book
:ggg 149 1¢S5 345 430 250 300 150 430 axie clerks the OOK-
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4500 754 125 3500 125 240 200 :gg e e p e r gures
431 08 1028 it 23 37 3% “38 them by depart-
B & 2 (5 (EleYE | (g
169 65 425 268 430 :;: I =53 }23 ments. Each one
873 2 3is 4% %3 Eo4 2% .
g:og 123 2; sa0 “ s has a certain
o 4 °
2388 :Zs quota. This quo-
oo ta is based on a
3135 .
1 7sqess s g certain number
il |5 i3 of turnovers a
3 Lo0052~ 22 EEE : Th
| Todey's Totd I Prevwms 20 3 ea.r. el\ IO
! prietor knows
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Tawo ~simple forms for keeping track of daily sales by elerks and by departments and
finding daily sales totala.

them knows that he is rated on results alone.

In addition to keeping each clerk’s sales for
the month to datc some merchants also figure
out the salary part of the selling expense with-
in the limits which have been fixed and what
clerks need immediate attention.

\When the time comes to adjust salaries
these merchants consider their records of
“Sales by Clerks.” Every adjustnient is made
fairly and without jeopardizing the margin of
profits that is due them.

Last week I called on the mid-\Vest mer-
chant. The store was full of customers.

is losing him
money as surely
as though a thief were sneaking it out of the
cash register.

\Vith accurate sales facts alwayvs at hand he
can buy with greater assurance. He can jack
up in lines that are slack—in fact, he knows
exactly where he stands.

\What he can and does do cvery music store
proprietor can do. It isn't a case of wonder-
ful personality, advertising or sa.es stunts or
peculiar methods.

It is simply a case of getting the facts and
using them intelligently.

But, first of all, get the facts

Right Price, Service,
Strength and Durability—all are found in NYACCO
albums.

These qualities mean dollars and
Plan now for

NY ACCO albums this fall.

satisfied customers and develop reorders.

23-25 Lispenard St.

Western Coast Factory Representative, E. R. DARVILL —Munson Raynor Corp., 315 S. Broadway, Los Angeles, Cal.

Increased Sales,

your fall business.

Write us for quotations
and prices — To-day.

NEW YORK

THE TALKING MACHINE S HELPWATE NYACCO Albums
Aid Fall Business

Quality,

cents to you.
Plan to sell
NYACCO albums make

Dealers, a beautiful colored display card, 11 in.
by 14 in., mailed upon request.

JOBBERS and DISTRIBUTORS—How many do

you want?

New York Album & Card Co., Inc.

A. W. CHAMBERLAIN
New England Factory Representative
174 Tremont St., Boston, Mass.

The Only Loose-Leaf Record
Album on the Market

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

of performance

Wherever music 1s known, the Victrola is
known—and its superiority recognized. That
1s a consideration of vital importance to every
dealer in Victor products.

Victor Wholesalers

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

Baltlmore, Md......Cohen & Hughes
E. F. Droop & Sons Co
H. R. Eisenhrandt Sons, Inc¢

Birmingham, Ala,..Talking Machine Co.
Boston, Mass.......Oliver Ditson Co.
The gastem Talking Machine
0.
The M. Steinert & Sons Co.
Brooklyn, N, )..,..American Talking Mach. Co.
G. T. Williams Co., Inc.

Bnffalo, N, Y.......Curtis N. Andrews
Juffalo Talking Machine Co.,

Inc.
Burlington, Vt......American Phonograph Co.
Chleago, Ill...,.....Lyon & Heal

3
The Rudolph Whurlitzer Co.
Chicago Talking Machine Co.

Clnclnnatl, O.......Ohio Talking Machine Co.
The Rudolph Wurlitzer Co.

Cleveland, O....... .Cl&veland Talking Machine

0.
The Eclipse Musical Co.
Colnmbus, O........The Perry B. Whitsit Co.

Dallas, Tex.........Sanger Bros.
Denver, Colo........The CKnighl-Campbell Music
0.

Des Molnes, Ia......Mickel Bros. Co.

Detrolt, Mlch.......Grinnell DBros.

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

El Paso, Tex.....,..W. G. Walz Co.
Honolnlu, T, H....Bergstron Music Co.. Ltd.

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

Jaclksonville, Fla..The French Nestor Co.
Kansas Clty, Mo....]J. W. Jenkins Sons Music

0.
The Schmelzer Co.

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

Alemphls, Tenn..... 0. K. Ilouck Piano Co.

REG LS.
PaY OFF, ]

"HIS MASTER'S VOICE"

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

Victor Talking Machine Company

Milwaukee, Wis..... Badger Talking Machine Co
Minneapolls, Minn.,.Beckwith, O’Neill Co.
Mobile, Ala......... Wm. H. Reynalds

Newark, N. J.......Collings & Co.

New Haven, Conn...The é—lorton-Gallo-Creamcr
o.

New Orleans, La....Philip 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.

Okla.............. .Oklahoma Talking Machine
Co.

Omaha, Nebr......,Ross P. Curtice Co.
Mickel Bros. Co.
Peoria, Il......... .Putnam-Page Co., Inc.
r’hiladelphla, Pa....Louis Buehn Co., Inc.
C. J. Heppe & Son.
P’enn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Son, Inc
Pittsburgh, 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.
Richmond, Va.......The Corley Co., Inc.

Rochester, N. Y....E. J. Chapman Co.

Salt Lake City, U...The John Elliott Clark Co
San Franclsco, Cal..Sherman, Clay & Co.
Beattle, Wash....... Sherman, Clay & Co.
Spokane, Wash.....Sherman, Clay & Co.

St. Louls, Mo. - .Koerher-Brenner Music Co.

8t. Paul, Minn.....W. J. Dyer & Bro.
Syracuse, N. Y.....W. D. Andrews Co. i
Toledo, O...... ve...The &‘)oledo Talking Machine

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

Victrola

REG. U. S PAT.OFF

Camden, New Jersey

Oak

Victrola 1V, $25 '
|
|
|

Victrola No. 90
$125

Mahogany, oak or walnut
S

Victrola No. 120
$275
4Victrola No. 120, electric, $315.00
Mahogany or oak
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HOW Pessimism KlllS Business as Well as the

Morale of the

i D O 0O 000 e 5

Upon the outlook of the members of the retail
staff of a business depends in a great measure
the success of the merchant. No salesman or
staff of men can accomplish the best results of
which they are capable unless their outlook on
life and business in general is clear, courageous
and optimistic. A pessimistic attitude, no mat-
ter how hard the salesman tries to keep it under
cover, 1s bound to be noticed by customers, and
an unfavorable impression is created, which may
mean the loss of a sale, or perhaps of a cus-
tomer, with a consequent loss of profits to the
dealer. Furthermore, it has been found through
observation that if one member of the staff loses
his optimism the poison gradually permeates the
entire force unless measures are taken to stop
its growth and eliminate it entirely.

A case in point was brought to the attention
of the writer in a recent conversation with the
Eastern manager of a large music concern, who
has charge of a number of retail stores in the
metropolitan district. This manager said in
part:

“One of my stores recently suffered a serious
slump in business in comparison to the amount
of business transacted by our other stores in less
lucrative territories. I finally sent for the branch
manager to discuss the situation and to see if
there was any way of overcoming this d.fliculty.

“He came, and from the time he started to talk
until he stopped his story was one of pessimism.
I asked him how he accounted for his poor slow-
ing in the way of sales and he lost no time in
pointing out to me that it was almost impossible
to make sales due to the fact that there were so
many out of work; conditions were unsettled;

It il TSmO

Sales Force -

existed a buyers' strike, etc. 1 let him finish and
then 1 asked him if he had made any attempt
to figure out how many people in his territory
had good jobs, comfortable homes and money to
spend. He replied that he had not thought of
that.

“During the week following our interview I
personally investigated conditions in that terri-
tory. I also dropped in to chat with the mana-

=

Poisonous Influence
of Pessimism of One
Member of Staff Oft-
en Affects the Entire
Sales

Organization
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ger and some of the sales staff and 1 discovered
that the attitude of the manager had poisoned
the whole organization.

“To make a long story short, this manager is
now producing excellent results in the territory
immediately adjoining his old stand and the
store which had been made non-productive
through his pessimism is now, under new man-
agement, reporting normal sales.

“The first-named manager has learned his

HIHTTHA
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:: By Alonzo K. Foster

Sall TN

his mind that he was getting one of the most
profitable territories in our organization and
pointed out the possibilities for sales. He went
to work with enthusiasm and is getting results.
The fact that sales in his old territory immediate-
ly picked up following the change of managers
is ample proof that the men composing that
branch were affected by his ‘blue’ viewpoint and
that this accounted for the poor showing made.

“To be optimistic does not mean that a man
must try to convince himself that business is
good when it is not, but if he desires to remain
in business he must face the facts squarely and
try to discover just what is retarding his de-
velopment and then set all his energies to work
in overcoming the obstacles.”

COLUMBIA RECORD MUSIC FOR DANCE

E. R. Berry in Columbia, Miss., Gets Some
Good Publicity Through Free Dances

CoLuMBIA, N1ss., September "7.—E. R. Berry,
proprietor of Berry’s Pharmacy, gave a sur-
prise to the music-loving public in this city
recently by hiring the American Legion Hall
and sending out general invitations for a free
dance. The music for thc occasion was fur-
nished by exclusive Columbia artists, repre-
sented through thc medium of Columbia rec-
ords. E. L. Estes, field representative of the
New Orleans branch of the Colummbia Grapho-
phone Co., operated an electric Magnavox in
connection with the Columbia Grafonola, by
which means the rccords were amplified suffi-
ciently to fill the entire hall with perfect dancc

many people were without adequate homes; there lesson. When I transferred him 1 impressed on  niusic.
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Victor supremacy is the
supremacy of performance
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Mehogany or odk It proves an unparalleled Victrola IX, $75

Mahogany or oak

understanding of the
sound-reproducing art—
of music and mechanics
and all the kindred sci-
ences that make for suc-
cess in the talking-ma-
chine industry.

Victrola No. 110 Vlctroéassl\é)o. 130

Mahoga $22i walnut Victrola No. 130, electric, $390
e i SERE : Mahogany or oak

Victrola No. 300 Victrola No. 330

$250 g $350
Victrola No. 300 electric, $290 Victrola No. 330, electric, $390
Mahogany, oak or walnut Mahogany
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‘Victrol
"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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THE BUSINESS SITUATION REVIEWED ‘

ALKING machine manufacturers who regulate the production

of their plants according to a strict schedule that is calculated
to take care of the needs of the trade on a more or less definite
basis declare that the manufacturing schedules from now until the
first of the vear call for a volume of output that comes close to
touching some records along that line.

The schedules for the most part are based upon actual advance
orders in hand or definitely in prospect and are to be accepted as
an indication of the better feeling that pervades the talking machine
trade generally, a feeling that business is going to be better after the
passing of Summer and that a full measure of sales cannot be
realized unless retailers are assured of sufficient stock on hand to
meet all demands.

In the face of the existing situation, as it has developed out
of the rail and coal strikes, it would seem that those members of
the trade who have had sufficient confidence to order liberally and
for early delivery lave accomplished more for their own protection
than they perhaps realize. The transportation problem of itself is
going to be a serious one for months to come, while readjustments
are being made, and the problem is further complicated by the fact
that even should the coal strike be completely settled before this is
published the demands for coal movement will serve to interfere
seriously with the transportation of merchandise of less vital im-
portance.

Despite all this there is evidence of increased industrial
activity and agricultural prosperity, based on bumper crops in most
sections, that promises a volume of demand that will tax retailing
facilities. The period of liquidation in the retail talking machine
trade is practically at an end, and there should be nothing to inter-
fere with a very substantial Fall business that will measure up to the
most optimistic expectations. In fact, the question promises to be
not that of getting business but rather that of getting sufficient stock
to handle it promptly and to the best advantage.

There have been some mighty good years in the talking machine
business, as some thousands of wholesalers and dealers can testify
and the lean vears have been few. It is safe to assume, therefore,
that the chance for a substantial comeback in the near future is
excellent.

AN EFFECTIVE MEANS OF REACHING BUYERS !

HE season of fairs of the State and County variety is again

approaching and members of the talking machine trade in va-
rious sections of the country have already made known their inten-
tion of having more or less elaborate displavs at these different
shows, particularly at the State fairs such as those held in Michi-
gan, New York and other States and recognized as annual insti-
tutions. Even under ordinary circumstances, with business running
along smoothly, the average retailer is acting wisely when he ar-
ranges for some form of exhibit at a recognized fair in his vicinity
where his line may be seen and inspected by thousands who under
ordinary circumstances might never go near his place of business.

With business conditions as they are now and promise to de-
velop during the Fall months, it is imperative that the retailer take
advantage of every opportunity for displaying his wares and dem-
onstrating them to the public outside his store as well as inside.

The talking machine with its accompanying records represents
an ideal exhibit feature, for it can be kept going almost constantly
and its music proves an irresistible attraction to the thousands of
fair visitors. It has been proven on numerous occasions that a good
talking machine exhibit holds the crowds as few other displays can,
and, whether actual sales result during the fair or not, the fact
remains that the name of the exhibitor and the name of the products
he 1s showing have been strongly stamped on the minds of those
who have taken occasion to stop, look and listen.

Not only has the talking machine dealer attention-compelling
music makers as a foundation for his exhibit, but he has also at
hand very generous supplies of display material, particularly that
featuring records, which is calculated to add to the attractiveness
of the booth, while at the same time representing advertising of
the best sort.

With the need for more business generally recognized, as is
likewise recognized the need for more aggressive sales tactics, the
retailer will find in the Fall fair a welcome opportunity for placing
his wares before a maximum number of people with a minimum
amount of effort.

I WHY THE FARMER IS A GOOD PROSPECT

HERE came to New York recently a salesman who had won

the trip to the metropolis as first prize in a salesmanship con-
test conducted by a Middle West music house. It was the second
time the same man had won the big prize for selling more goods
than his fellows aud he ascribes his success to the fact that while
the majority of the salesmen kept pretty close to city trade he did
his business with the farmers.

One point made by this salesman which should be of particular
interest to talking machine men was that the farmer makes the best
kind of a prospect for musical instruments providing he is treated
“like a human being” and not differently from the ordinary city
prospect. He declared that some salesmen had a certain attitude for
the city prospect and quite another of a patronizing sort for the
rural man and this attitude was resented by the latter.

The points made by the salesman on farmer trade were that
their credit was good and that the check in full was generally ready
when the instrument was delivered ; that they had more appreciation
of the home because thev spent more time in it, and that the average
farmer 1s pretty well fixed and does not suffer from industrial
fluctuations as does his city brother.

“There are ten farmers in a financial position to buy pianos
and talking machines for cash for every one or two city men who
are able to buy those instruments on instalments,” he said.

It 1s an argument that should appeal to those who confine their
sales efforts to the crowded districts instead of going out into the
highways and byways and getting close to nature.

| A NATIONAL LIBRARY OF RECORDS

EPORTS from Berlin to the effect that arrangements have been
made for building up a library of records of all known lan-
guages and dialects as a permanent branch of the National Library
of Berlin are of general interest not only to those who recognize the
desirability of preserving such historical records, but to those in the
talking machine trade who have had a part in making possible the
recording of the actual voices.
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For a number of vears there have been offered suggestions for
the development of a record library in Washington in which could
be filed records of the voices of the great men of this day and days
to come. It has been realized that such a library would be of tre-
mendous historical value in the future.

In France there has been more or less organized effort to col-
lect records of the voices of noted artists and statesmen, in fact,
government officials in Paris were among the first to suggest the
value of having records of noted artists filed for the benefit of
posterity.

In England, particularly in the early days of the phonograph,
records were made by Gladstone and noted personalities of that
era, which were filed for historical use. There is no question as
to the tremendous value of a national library of records of leading
statesmen and prominent men in all lines of art and commerce.

Prof. Wilhelm Doegen, who has charge of the work for the Ber-
lin Library, has mapped out a systematic campaign and is having
special records made of languages and dialects not already recorded,
as well as of the voices of noted personages. The master records
themselves, of metal, are to be preserved in the library, and 1t is
maintained that in that form the records will last for thousands
of years.

A particular feature of interest is that the work of building
up a record library has at last been started in the right way and
the Berlin move should stimulate similar activities in other coun-
tries. \Ve have heard much of the value of recording and pre-
serving the actual voices of the great artists and statesmen, but
that fact means very little unless there is some organized attempt
made to preserve copies of such records in a way that will make
them available to future generations for the purpose of study.

It might be well for the trade itself to organize and support
some propaganda to that end in this country,

NATIONAL MERCHANDISE FAIR SCORES l

HE National Merchandise Fair, which recently held forth in

New York, excited considerable interest in the music industry,
as, indeed, in all other lines of trade. The aim of the fair was to
simplify buying and selling problems with the subsequent economy
in time and money, and it was designed along the general lines of
the great fairs or messes held in Leipzig and other centers in
Germany which are attended by business men from all parts of
the world.

The fair scored a greater success than anticipated and thou-
sands of buyers from all sections of the country were in attendance.
The displays at the Grand Central Palace and the Seventy-first Regi-
ment Armory were of a character to arouse keen interest.

The first show included exhibits by several manufacturers of
talking machines, records and talking machine supplies and acces-
sories and, judging from the interest manifested and the orders

placed, it is probable that the music industry will be more largel
represented at the next National Merchandise Fair, which, it is now
decided, will be not only an annual, but, very probably, a semi
annual event.

The music trade has, on several occasions, tried the experimen
of holding expositions or shows with the object of bringing the
buyer and seller together under conditions calculated to enable each
to cover more ground at less expense, but as far as this industry is
concerned the results were, for the most part, unsatisfactory.

The enlarged scope of the National Merchandise Fair, taking
in all the leading industries of America, has made a wide appeal
and attracted thousands of huyers of recognized tanding who have
placed orders in sufficient volume to make the venture pay for the
individual exhibitors. It is true that most of the products shown
were those for which orders are placed at definite seasons of the
vear; whereas talking machines and other musical instruments do
not rank as seasonal products. But there is no question as to the
advantage of having musical instruments shown with other goods
handled by the average mercantile establishment, if only for the
purpose of emphasizing the fact that talking machines and musical
instruments generally are really an important part of home equip
ment and not things apart.

The managers of the National Merchandise Fair are entitled
to congratulations on the success achieved and it is gratifying that

the support vouchsafed warrants the holding of future fairs on a
much larger scale.

' UNIFORM CONDITIONAL SALES ACT IN FORCE

HE movement for the adoption of a Uniform Conditional Sales

Act in all the various States, which has been under way for
some time past, and has already been put over successfully in sev-
eral States, including New York, where such a law became effective
on September 1, deserves the support of talking machine dealers as
well as all others selling on instalments, for the law is calculated
to simplify that procedure for both buyer and seller while, at the
same time, affording adequate protection for both. -

The main features of the law as passed in New York have been
analyzed for The World by a well-known attorney who has pointed
out the changes from the present statute. The uniform measure is
of particular importance in that, should it be adopted by a majority
of the States, retailers engaging in inter-State commerce, that is
doing business in several States, will avoid the trouble incident to
drawing up sales contracts conforming to the several State laws.

The practice of selling on instalments has done much to develop
modern business, and anything calculated to simplify the procedure
and encourage that type of business means a greater volume of
sales. Cash, of course, is most desirable, but there would be many
idle factories in the music industry if talking machines and pianos
were sold only for cash.

’PHONE FITZROY 3271-2-3

ORMES, Inc.

15 West 37th Street

Follow the
Black Line

New York
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In the talking machine business, as in other
lines of merchandising, the nmpression which the
customer has of the store and thc human ele-
ments who run it determine iy a great measure
whether or not sales are made. In this connec-
tion it is safe to say that first impressions are
the strongest. Whether thé¢y are good or bad
depends entirely on the reception the customer
or prospective buver receives when the store is
visited. A bad first impression is one way of
curtailing sales and minimizing the best efforts
of the salesmen afterward. In cither case an im-
pression is hard to eradicate. If it is good it
will stick and only laxity on the part of mem-
bers of the sales staff who come in contact with
the customer will cause a reversal of favor. The
bad impression will stick with equal tenacity and
is even harder to overcome Dbecause suspicion
of the integrity of the establishment has been
raised in the mind of the prospect.

The writer recently was in conversation with a
friend on this subject. It secms that hc ‘had cn-
tered a certain store with the object of purchas-
ing certain records which he had seen advertised
the night before. From the tone and quality of
the advertising he was led to believe that he
would receive service of the highest order. When
he entered the store he walked over to the serv-
ice counter behind which two salesmen were hold-
ing an animated conversation. He waited a few
moments and as neither of the so-called sales-
men appeared to pay any attention to him he
walked over to the end of thc counter where
they were tatking and askcd if there was any one
in the place who would wait on him. One of the
clerks ungraciously asked him what he wanted
and my friend, incensed, sarcastically apologized

Vital Importance of 'Sf":
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for interrupting his conversation and walked out
of the place.

Right here it is only fair to say that in the
talking machine field, generally speaking, sales-
men are of a high order and a case of this char-
acter is rare. This incident is related merely to
emphasize tlie point brought out in the first para-
graph of this article. Of course, this is an ex-
treme case, but it takes far less than this to

L
— Upon the Good or Bad
First Impression of
the Customer Depends
Future Patronage and
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Business Development —
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create an unfavorable impression and antagonize
a customer or prospect and thus make an enemy.

Another incident which bears on the subject of
creating an impression was related to the writer

T |

=

_by a salesman who swung the balance of favor

in his direction by a trifle, slight in itself, but
important, inasmuch as it not only made a sale,
but made a firm friend of two people, a recently
married couple. The story follows:

“A young couple camc into the store one after-
noon and asked to see a certain model machine of

™ arcmeme
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We’ll say you will! That is why we will send you a free
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Brush.
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Victor Wholesalers
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the line we carry. Unfortunately, we did not
have that particular machine in stock at the time.
I was attending these prospects and told them
that I would make a special effort to obtain the
type of machine they asked for and let them
know as soon as it arrived. T also tried to get
them to look at our other models; however, they
were in a hurry and departed, but not before I
had the name and address.

“I immediately got in touch with our jobber
and put in a rush order for a machine. It ar-
rived the next day and I made quick contact with
my prospect on the phone. I told him that I
had secured thc machine he had wanted to see
and, to make a long story short, he and his wife
came to the store and not only purchased that
machine but a number of records. They have
been purchasing records ever since.

“When I had finished with the young man he
told me that he had decided in favor-of my line
because he was convinced that a house which
took the trouble to render such a quality of serv-
ice must handle an equally high-class quality of
merchandise. He stated that in no other store
which he and his wife had visited previously had
any of the salesmen taken enough interest in
him as a prospective buyer to even secure his

name and address. In short, they did not seem

to care whether he became a customer or not.”

This is only another of those little things
which spell success or failure for a business. It
is quite evident, even to a layman in the mat-
ter of the art of salesmanship, that the average
person who is considering the expenditure of a
considerable amount of money expects to receive
adequate service. And it is also evident that if
this service is not rendered, even though the pros-
pcct makes one purchase, he will not go out of
his way to make another.

When a prospective customer enters a store
and a cheerful salesman immediately comes for-
ward with a sincere desire to be of service the
visitor feels it instinctively and a foundation of
confidence in that salesman and store is started
which will in all probability mean a sale at that
time and many future sales if the proper methods
of follow-up are employed.

NEW COMBINATION IN KNOXVILLE

Clark-Jones-Sheely Co. Organized With Capital
Stock of $100,000 to Take Over Several
Groups of Music Stores in That Territory

KnoxviLLg, TENN,, August 31.—The Clark-Jones-
Sheely Co., a new concern, capitalized at $100,-
000, has filed its application for a charter at the
County Clerk’s office. The new corporation
merges the three stores of the Lynn-Sheely Co.
in Johnson City, Morristown and Bristol; the
two stores of Clark & Jones, in Knoxville and
Chattanooga, together with the Knoxville Music
Co. and the Victrola Shop. An organization
meeting was held on August 14 and the cor-
poration started operation formally on August
15.

The local branch of the firm is located in
the old Board of Commerce Building, 422 South
Gay strect. Thc building was occupied about
September 1. Earl Worsham and Frank Clark,
who hold a lease on the building from the Nellie
C. Ross estate, have subleased to the Clark-
Jones-Sheely Co.

The store at 422 South Gay street will deal in
pianos, players, talking machines and records.
The Clark & Jones store, at 514 South Gay
strcet, will continue in operation under Leslie
E. Miller, its manager.

Paul J. Albright, enterprising Victor dealer,
of David City, Neb, is using billboard adver-
tising to good effect.
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The Fall Season

Statements from twelve
dealers in different sec-
tions of the country show
that sales for the first six
months of 1922 were al-
most identical with figures
for the corresponding
months in 1916.

On this basis, the last
half of 1922, and particu-
larly the Holiday Season,
will develop a similarly
sensational increase in rec-
ord and machine business
everywhere.

In the raw products
market, shortages have al-
ready begun to appear and
there is every likelihood
that the last months of this
year will find dealers hard
put for various stocks.

Peerless is anticipating
an unusually heavy de-
mand for albums by time-
ly purchases of essential
materials and will, there-
fore, be In a position to
meet extraordinary dealer
requirements.

But, as a definite pro-
tection to yourselves, we
invite you to place tenta-
tive orders at once for de-
livery in November and
December, thereby obvi-
ating the element of un-
certainty and possible loss
when the season opens—

as it did in 1916.

Preparation, in the mat-
ter of a more than adequate
record album stock, is sales
insurance that no talking
machine dealer should neg-
lect.

The comparatively small
investment in a gross of
albums will prove a source of
endless satisfaction and ac-
tual profit when the busy
season begins.

Showing how 10-inch records fit:
into Peerless Big Ten

Particularly, when you carry and advertise

PEERLESS
—the Album

there 1s an added gratifica-
tion and additional income

by reason of meeting a pop- 7 A@A&@M

S eTFE INSURINEE FOR

ular demand for quality at a YOUR EXPENSIVE RECWES

price.

INSISTON THE |
GENUINE-IT cOSTY
NO MORE

In placing your Winter
machine order, give a
thought to this important
accessory, albums, assure R4 T Sen ko Wil s e
yvour supply now and— Once.
specify Peerless.

A 4
Xt the ALBUM

ALBUMS SUPPLIED IN LETTERED SETS
FOR ALL MODEL MACHINES

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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Standardization of Sales Presentation as an
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- Aid to Greater EfflClency .
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The talking machine business has reached a
position which fairly entitles it to any public
esteem it may commonly receive. As the talk-
ing machine and its music become more and
more firmly established in public affection it
beccomes more and more necessary to consider all
problems of salesmanship in the broadest pos-
sible position. In the historv of every industry
there comes always one moment when novelty
ceases to be its prime characteristic and when the
necessity arises of building up for its exploita-
t:on some standard method of merchandising.
That moment has already come in our business.

It is time, that is to say, for us to think about
standardizing our sales presentations in respect
of the talking machine and its records.

By the term ‘“sales presentation” I mean the
statements made and the things done by the
salesman in urging the merits of that which he
has to sell. By the term '‘standard sales presenta-
tion” I mean to signify a method so scientifi-
cally correct and so adaptable that it can be ap-
plied, in principle, to every case which may arise.
Before going on to discuss such a standard pres-
entation, to be used by talking machine salesmen,
it may be well, however, to say a few words in
defense of the scheme.

Need of Standards

Some will always believe, no doubt, that the
salesman’s impromptu inspiration is the best of
guides and that there is little, if any, advantage
gained in evolving a standard sales talk. With
this belief, although it is held by some eminent
business men, 1 venture to disagree. For it
should be obvious that any sale of a specialized
article like the talking machine, which depends
almost entirely upon demonstration, can always
be done in one best way only, no matter how
many possible ways of doing it may be found to
exist. In other words. it must be possible to find
one best way, based upon the best knowledge
as to the ideas which are to be impressed upon
the purchaser and upon that purchaser’'s reac-
tions to them. For the solution of most of the
many selling problems which are based on the
factor of demonstration a standard way of pre-
senting the sales argument has been worked out
and is in more or less universal use. There is no
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reason for believing that it cannot be ecqually
well worked out successfully for the talking
machine industry.

The Prospect’s Previous Ideas

The prospective purchaser of a talking ma-
chine comes to the store with certain predilec-
tions and previously formed notions. Most of
these are usually rather hazy and would scarcely
bear much analysis. Nevertheless, it is no longer
possible to imagine any ordinary person coming
into a store without some notion of what a talk-
ing machine is. The automobile itself is not bet-
ter known. How then are such preconceived
ideas as the visitor or prospective purchaser of a
talking machine certainly possesses imprinted
upon his consciousness?

In the first place, he receives some ideas from
seeing talking machines in the homes of his
friends. In the second place, he reads the ad-
vertising of the great national advertisers. In
the third place, the first two considerations oper-
ate to produce a general idea of the desirability
of music in the home. Very likely no one of the
three converging causes will be consciously felt,
although the prospect may be sufficiently inter-
ested to mention the third one. Generally speak-
ing, however, we may be quite sure that the
prospect is nearly always motivated by the three
considerations adverted to.

Outline of a Presentation

Plainly, then, any presentation must be based
upon the fact that the prospect does not need
to be persuaded as to the advisability of music
in the home. Of that much we may be sure. He
is already convinced. The need then is (1) to
show him that the machine offered actually gives
him what he wants; (2) that it is worth the
price asked for it; (3) that the records are genu-
inely worth-while reproductions of music, and (4)
that they in turn are worth what is asked for
them.

These four points can best be proved and
pressed home, surely, by a sales presentation
which involves the smallest amount of talking
and the largest amount of showing. In other
words, if this foregoing statement be based on
fact the sales talk should be divided into the
following phases:

ﬁnnut@
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1. A very short introduction, leading almost in-
stantly to the appearance of actual music.

Salesman makes prospect comfortable in dem-
onstration booth and talks briefly about variety
of music available for his or her hearing at this
very moment. He tries to find out what the
prospect likes and, above all, does not venture
to make up the prospect’s mind for him in ad-
vance. Blunders here are inexcusable. The true
music lover must not be insulted with jazz and
the dance fiend must not be bored with grand
opera.

2. Demonstration of the machine’s musical qual-
ity by means of records, chosen as above,

This phase shall be brief in duration and be
cut off as soon as prospect shows that he is con-
vinced that the machine really gives good music.
The next step is to show
3. Special reasons for the machine’s ability to

reproduce music well.

This involves explanation and demonstration of
machine’s special mechanical and acoustical fea-
tures. Remember, however, that statements made
in a positive tone about highly dubious acous-
tical points should be avoided, as they are likely
at any time to provoke argument and spoil the
sale. In this category of controversial topics
should be included everything relating to the ac-
tval method of reproduction, for in these respects
little of positive knowledge actually exists.
Leave alone all details about diaphragms and
tone chambers, for most of what you are likely
to say will be nonsense. Let the musical values
be demonstrated by test; that is to say, let the
records do the talking. It is then a simple mat-

ter to
4. Demonstrate that good music is worth a fair
price.

The only need here is to point out, when the
question of price comes up, as it will now, that
the reproduction of fine music comprises an art
based on experience, great skill. fine workman-
ship and fine material. These cost money. The
fact that a customer may not at first sight “see
where the money comes in” is really not to the
point. The price of a Rolls-Royce is taken for
granted as being fair, because its performance
can instantly be appreciated by every one who
has a chance to experience this. The reliability
of the house which sells, the celebrity of the
name of the machine, and the maker’s and seller’s
consequent ability to guarantee performance un-
reservedly afford the only security needed. More-
over, it is not a matter of figures, but a matter of
service. “Not what it costs, but what it will do.”

Normally, the deal should now be ready to
close, which in this case means that it should
actually now be closed, save for the formalities
of signing and delivery.

Nevertheless the important question of music
remains and this must always be handled care-
fully. It may be laid down as a principle that
the aim of all sales talk at this point should be.
not so much to sell the customer a lot of music
at the start when already a purchase of a ma-
chine has been made involving from one to five
hundred dollars, as to get the customer into the
habit of coming each month to make additional
purchases of records. A dozen well-selected rec-
ords should make a good beginning for most pur-
chasers. After that it is a question of follow-up
and sales service. These matters do not strictly
come wvithin the province of this article.

These outlines for a standard presentation are
submitted to sales managers in the hope that
they may stimulate somie thought and discussion.

The North Shore Talking Machine Co,
Evanston, Ill., has opened the Victrola Service
Store at 554 Center street, \Winnetka, TIL

where tlre Victor line of machines and records
will be handled exclusively.



SepTEMBER 15, 1922

To Protect the Dealer
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and the Public

A new trademark, a symbol of quality, has been adopted by the Radio Corpo-

ration of America.

It appears at the top of this page, and soon it will be affixed to

all Radiolas, Radiotrons and other products.

The new symbol is more than a trademark.

It is the dealer's and the purchaser’s

guarantee that the apparatus to which it is applied is the result of research conducted

by the foremost scientists and engineers;

is the product of the most reliable and

well equipped manufacturing organization in the country; and is marketed in ac-

cordance with methods approved by experienced business men.

Like the R C A apparatus still on sale,
bearing the old symbol—the letters R C in
a circle—the newly marked R C A appa-
ratus will embody the highest standard of
quality and will be backed by the same pro-
tection which R C apparatus has enjoyed
during the past.

The new monogram has been adopted
to render apparent, instantly and unmistak-
ably, the products of the Radio Corporation
of America. Henceforth, this symbol R C A
will appear on all apparatus and Radiolas—
from the simplest crystal receiver to the Cab-
inet type. lt testifies to the constant striving
of the R C A organization—research en-
gineers, factories and sales force—to pro-
duce and sell only the best, and to develop
types of Radiolas which will keep pace with

the advancement of broadcast reception and
which will apply the new discoveries made
in the R C A research laboratories.

Teaching the Public What R C A Means
Through Advertising

The new symbol R C A will be widely
advertised throughout the country. In an
art which is so rapidly developing and
which offers so many opportunities for the
marketing of unreliable apparatus, it be-
comes more and more necessary to drive
home the importance of the highest engi-
neering and manufacturing standards. The
symbol R C A is a guarantee that these
standards have been insisted upon in the
manufacture of Radiolas.

Write for Display Cards
R C A dealers will be supplied with R C A symbols for store

display. By writing to us and stating whether a decalcomania window
sign or a wall card is desired, we shall be glad to meet their wishes.

ROle WORLDWI

poratlon

menca

Sales Department, Suite 2076
233 Broadway, New York, N. Y.

District Office
10 South La Salte St., Chicago, IlI.

Among R C A distributors are the following famous music houses:

ALBANY RADIO CORPORATION, Albany, N. Y.

LANDAY BROS., Inc., New York City

W. F. FREDERICK PIANO COMPANY, Uniontown, Pa,

LYON & HEALY, Chicago, IIl.
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Methods of Modern Business Management--
Value of Quick Stock Turnover :

By G. W. Hafner

Manager of G. W. Hafner, Inc., Chicago.
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The interest of every Dbusiness man is, natu-
rally, to make his capital do as much work for
him as possible. That mcans letting a given dol-
lar rcst in a given lot of material for as short
a time as possible. And doing this means mov-
ing stock as rapidly as possible. And the one
word that covers all this is “turnover.”

Definition of Turnover

It is never possible to make money on dol-
lars that are tied up in commodities that will
not movce. And when prices are falling it is
casy to lose a great deal of money by holding
onto merchandise or materials that move slowly,
while the price for which they can be sold be-
comcs constantly less and less. Because of this

C\éry manufacturer and merchant ought to have
information on thc movement of goods in and
out. It is this movement in and out, not only
of the merchandise itself, but also of that which
the merchandise represents, money, to which
the term “turnover” has becn applied.

Tn any business there are two things that are
disposed of, replaced and disposed of again; or,
in other words, “turncd over.” These are:

1. The stock of merchandise.

2. The money invested in such merchandise.

And the turnover of these items has a very
definite effect upon the profits which the business

makes during a given period. Hence, an analy-

sis of this effect is necessary in order to plan

Is There a MYSTERY in Your Mind?

GRANBY EDITORIAL LETTER
Number Eight

From Granby Phonoegraph Corporation, Newport News, Va.

ERTAIN pleasant rumors are floating around about the
Granby Phonograph proposition.
them? By “any,” two rumors, in particular, are meant.

RUMOR NO. 1. Granbhy Profits are higher by generous greenback fists-
ful than on other standard machines. Exactly how much higher they
are can not be told here in this space, but CAN be told promptly, the

/’

Have you caught any of

~ Apam ConsoLk
Lifetime Construction
Gransy No. 60

MHW minute you write or telegraph the factory for information.
(]
mystery in this spacc. Tt is not good business practice to do so except to
interested dealers. But we’ll tcll you, the minute you ask and thereby show
to affect EVERY GRANBY OWNER IN THE UNITED STATES, and it will AFFECT
EVERY GRANBY PROSPECT WHO IS TO BUY IN THE PRODUCTIVE MONTHS
There is no rumor, of course. in the fact that the Granby Machines are now sold on
LIBERAL TERMS. Every dealer who knows what those terms are concedes that fact.
for $2,500,000, which in turn is secured and backed by the entire $4,500,000 of the American
Home Furnishers Corporation of Norfolk, Virginia. Granby can afford to he LIBERAL.
Are the following statements right? You expect profits as a reward for your industry in
making many sales. You expect profits as a reward for your ability to keep expenses down.
STAYS SOLD. You cxpect profits for evcry penny you invest ; good-sized, gcncrous profits.
1f that is your point of view, Granby thinks you are right. And Dbecause we think that
* * *
That MYSTERY, which we called “Rumor No. 2"
you beccome a Granby Dealer or not. . . .
* * *
ern Moonlight” Granby tone, you can examine the
authentic Period Cabinets done in genuine piano-finish
these points. They constitute the final PROFIT ele-
ment. The Granby Phonograph as a PRODUCT de-
* * *
Your business sense will tell you what PROFITS you
amine the machine from an expert point-of-view, as
soon as you get the full facts of the Granby proposition.
your offer to inform me without obligation on the opportunitics for PROFIT in the Granby
line. And by the way, what is that MYSTERY?” Use different words, if you like. But

\// RUMOR NO. 2 Constitutes the MYSTERY. We can't describe the
your intercst. (You are not obligated in any way.) This mystery is about
JUST AHEAD.
Granby terms are LIBERAL, because the Granly Phonograph Corporation is capitalized
* * * .
You expect profits as a reward for vour wisdom in picking merchandise that SELLS and
vou are in business for PROFIT, we offer big PROFITS to you now.
above, has a great deal to do with your profits, whether
You can listen for yourself to the “Mellow as South-
5-ply : we welcome you to give your expert attention to
livers the goods. Let thc machine prove it
can make out of the Granby line, as soon as you ex-
Will you write us a letter today, and say, “I accept
shoot along your lettcr.

OR TELEGRAPH!

GRANBY Phonograph CORPORATION

Capital $2,500,000.00

Offices and Factory

‘Newport News, Virginia

properly and conduct the business so as to:

1. Secure the maximum profit with a given
capital, or

2. Secure a given profit with a minimum capi-
tal.

Quick Versus Slow Turnover

Perhaps the easiest way to state the case for
a rapid rate of turnovcr in business is as follows:

A certain business, we will say, has annual sales
of $50,000 and makes a gross profit of $17,500
(or 35 per cent of the sales). If we take off
$12,500 for expenses (25 per cent of the sales)
the net profit would be $5,000 (or 10 per cent of
the sales). But if the annual sales of that busi-
ness are increased to $100,000 and a gross profit
of 35 per cent is still realized, the amount of
gross profit would be $35,000. Suppose expenses
of the business are doubled because of this in-
creased business—a very liberal margin—there
would then be $25,000 in expenses to deduct from
the gross profit of $35,000, leaving a net profit
of $10,000.

Now, it is at once evident that, having in-
creased the sales to such an extent, the same
percentage of profit is not required. The ten-
dcney in any business should be to increase the
turnover and thereby decrease the percentage of

profit. Under these circumstances the nation as

a whole would benefit, and the individual en-
gaged in the business would certainly not suffer.
Another illustration: Two men are engaged
in building construction. John Smith, the first
contractor, finishes twelve jobs a year, making
$1,000 net profit on each job. He earns a total
of $12,000. Jim Jones, the second contractor,
finishes eighteen jobs a year, mmaking $750 on
each job. He earns a total of $13,500. More-
over, he gets business away from Smith because
his price is more attractive. When there are
none too many jobs to go around at best this
last consideration is of great importance.
Making Your Dollar Active

If a dollar earns ten profits for its owner in a
year the owner can afford to take a smaller
profit each time than on another dollar which
carns him, say, only five profits during the same
length of time. And yet the dollar which re-
turns the smaller rate of profit will bring in the
larger volume of profit, simply because it is so
much more active.

Now, this is precisely the point that most busi-
ness men seem not to understand. They do not
seem to be able to grasp the fundamental prin-
ciplc that even though the percentage of profit
on merchandise or service be but, say, 5 per cent,
if it is earned often enough, say, ten times in a
year, the annual turnover on money or rate of
profit on investment will be 50 per cent.

Too many merchants overlook the fact that
their cost of doing business of, say, 25 per cent,
cannot correctly be used to demand a 15 per
cent margin of profit on each and every kind of
merchandise sold, because it is the percentage of
profit on one sale and not on the year's invest-
ment. A larger margin of profit needs to be
added to the slow-moving materials and a smaller
margin to the quick-moving.

The vital point of comparison is how much
profit can you make a dollar earn selling a given
article. Any business man can get rich earning
a 5 per cent margin of profit on one certain
commodity if he sells it often enough; on the
other hand, he may go bankrupt on merchandise
offering 100 per cent profit if he rarely makes a
sale. Quantity selling is the greatest modern
profit policy. The profit on any one article
or commodity is not much, but when this profit
is multiplied by 1,000 or 5,000 or 10,000 the profit
on the volume bccomes considerable.

Lazy dollars, unnecessarily high profits and
sluggish business all tend to go together. The
(Copyright, 1922, by G. W. Hafner)
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business man who makes money in spite of con-

ditions—and there are many sucli—are those who

go out aggressively to make their dollars active.
How to Find the Rate of Turnover

The rate of turnover for a given time depends
on just two things:

1. The average amount of money invested in
the merchandise.

2. The sales of the merchandise in the period.

Both amounts must be stated in the same terms
in order to get a correct result. That is, the
average amount invested must be figured both
at the cost price and at the selling price. It does
not matter much which way they are figured. so
far as the accuracy of the result goes, but it does
make a decided difference if one of the elements
is figured at one price and the other at the other
price. The result in that case is a figure that
means precisely nothing.

It is obvious, then, that, since these two ele-
ments only are involved, the problem of increas-
ing the rate of turnover depends on these two
and no others. Hence, one or both of two things
must be done:

1. The average amount of money invested in
merchandise must be decreased, relative to the
volume of sales; or

2. The sales must be increased in a greater
ratio than the increase in the merchandise in-
vestment.

The rate of turnover may be found by divid-
ing the yearly net sales by the equivalent mer-
chandise investment.

By “equivalent merchandise investment’ is
meant a constant yearly investment in merchan-
dise which is equivalent to the actual merchan-
dise investment over a period of one year.

This means that the “equivalent merchandise
investment’’ must be expressed in terms of time
as well as of money. The fundamental unit in
which equivalent investment is expressed is the
dollar-year. It may also be expressed in some
related unit which is reducible to dollar-years,
such as dollar-months or dollar-weeks.

In explanation of this, one dollar invested for
one year is a dollar-year. Two dollars invested

THE
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for six months, or three dollars invested for
four months, or fifty cents for two ycars are all
exact equivalents of a dollar-year.

Thus, if you invest $500 in a certain article or
commodity twice a year you have an equivalent
investment in that particular article of $250.
Suppose your sales of this article for the year
to be $1,000. By dividing the equivalent invest-
ment of $250 into your sales of $1,000 you find
that your rate of turnover is four. If you invest
$500 in a given article every three months you
have an equivalent investment of $125. If your
sales of that article for the year amount to $2,000
vour rate of turnover is sixteen.

Relation Between Turnover and Profit

A business man pays a certain amount for
the goods he sells and he sells them for a cer-
tain other amount usually greater than the first.
It is the difference between these that deter
mines the success or failure of a business. The
merchandise itself is only a means to an end.

For certain reasons a merchant may want to
invest as little money as possible in stock. The
turnover of this investment, then, becomes of
great importance, for he must get his original
investment back before he can invest it again.
This turnover is dependent largely upon the
movement of the goods, but the unit profit and
the extension of credit also play an important
part. An analysis of the turnover will largely
determine the advisability of extending more or

less credit and the amount of unit profit neces-

sary with the given investment and the -prob-
able sales.

A knowledge of stock turnover by lines enables
the business man to segregate the fast-moving
lines from those that move slowly. It indicates
the commodities for which there is a ready de-
mand, and those for which a demand must be
created. This shows him where to concentrate
his advertising and sales effort. It enables him
to apply different sales methods particularly
adapted to the conditions. He can, perhaps, in-
crease the percentage of profit on the slow-mov-
ing lines to compensate for the slowness of move-
ment, or possibly by decreasing his margin of

15

profi

the movement can be speeded up. Fli:
buy iy !

zan be heduled so that his st
always kept at the minimum.

In the final analysis it must be remembered
that turnover is not an end in and of itself, bu
merely a means to an end, namely, yearly ne
profits. The banker can pay his overhead ex
penses and declare dividends only by daily turn-
over of cash on hand. The same problem con-
fronts any business man. His stock must turn a
given number of times a year in order to yield
a profit.

To exemplify further the close relations be-
tween turnover and profit it is necessary only
refer to the ordinary vegetable and fruit market.
The proprietor of such a market must turn hi:
stocks daily or they become unsalable. His
stocks must sell and sell quickly, for therein lie
his profits. Adopt the fruit vendor's methods,
make them applicable to your business and then
watch the result.

V. T. STEVENS WITH STONE CO.

Well-Known Talking Machine Man Joins Staff
of Vocalion Distributor in Northwest

MinneaproLts, Minn, September 5—The Stone
Piano Co., of this city, Northwestern distribu-
tor for Vocalion phonographs and Vocalion
Red records, announces the addition of Ver-
non T. Stevens to the selling organization in
the capacity of Northwestern manager.

Mr. Stevens is well known in the talking ma-
chine trade, particularly through his success-
ful methods in popularizing records by means
of “plugging” along the same lines as are fol-
lowed in the sheet music business. He worked
on the idea of hooking up records with promi-
nent professional people in the theatrical field,
and the result was a substantial increase in
business.

The Brunswick Shop, Alhambra, Cal, has
moved from 210 West Main street to larger
quarters at 409 West Main street, that city
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““Desire to Serve—Plus Ability’’
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[t 15 easy to sell o

what you believe !

HE great success of the phonograph busi-

ness rests on the fact that in practically
every human being is a lively hunger for good
music. In the exact degree to which you can
satisfy that hunger your sales will increase—
no more. no less.

As a phonograph and record merchant are
you fully aware of the musical beauty of
Columbia Records?

In selling Columbia Records do you know
you can truthfully say, “In all the realm of
music there is nothing finer than the selections
which bear the Columbia mark.”

[f you can say this with solid conviction
and prove it, can't you see how Columbia
Records will sell themselves? You can easily
prove this fact to yourself so completely that
nothing can unsell you. You can prove it to
your customers in the same way.

)

For instance—“A Dream,” by Bartlett,
Columbia Record A-79287, is one of the most
beautiful lyric ballads ever written. As sung
by Charles Hackett, it is one of the most
beautiful records ever made. Other artists
have sung this song
for other record
makers, giving their
interpretations.
They are excellent.
But Hackett has
given it a touch of
tender sweetness
and sympathy be-
yond compare. His
voice, his way of

singing it are exquisitely perfect. When the
song is ended and the listener rouses from his
reverie he wants that little chunk of rapture
for his own.

Do you know this Columbia Record? Have
you ever compared it closely with the same
selection in any other make? Do it and you'll
be absolutely convinced that “A Dream” as
Columbia has made it has never been equaled.
Make the same comparison for any customer
and he will prefer the Columbia rendition
to any other. Don't take our word for this.
Test it out on yourself or your customers.

Another example—Columbia Record 49666
is a tenor and baritone selection by Hackett
and Stracciari of the ‘“‘Solenne in quest ora”
duet from Verdi’s opera, “La Forza del
Destino.” If one is familiar with this song,
as made by other record manufacturers, one
knows the song to expect. But when one
listens to these two magnificent voices as they
blend and burst into the enchanting harmonies
of this operatic gem he listens fascinated. Itis
a thrill of complete musical satisfaction that
is as rare as it is wonderful.

If you haven’t heard this Columbia Record
you have a treat ahead. Get it! Let its
beauty sink into you. Then get records of
the same selection as made by others. They
are great, too, but any one with or without a
trained ear will say the Columbia recording
and the beautiful balance of the voices in the
Columbia Record are infinitely better. Play
these competing records, one after the other,
to any customer, don’t tell him which is which,
and he will tell you to wrap up the Columbia.
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Are you aware of the veritable gold mine
of fine music which Columbia Records ofter
you as customer winners and profit makers?

Are you able right now to play for your
customers a programme that will give them a
fair idea of the excellence of Columbia music?

If you want to stamp Columbia quality into
the minds of your customers so they will never
forget it, we suggest you order the following
Columbia Records, then get their competitors
and make a demonstration. Play them in-
cognito and you’ll be more than surprised at
the result.

“A Dream.” Tenor Solo. ‘“Souvenir.” Violin Solo. [-f
Charles Hackett. 79287. Kerekjarto. 79708. .

e

““La Forza del Destino’’ “Fiddle and I.”” Soprano
(Solenne in quest ora). Solo. J/lulda Lashanska.
Hackett and Stracciari. 78391.

49666. '
9666 “Pirate Dreams.” Soprano

“One Fine Day.” Soprano Solo. Hulda Lashanska
Solo. Rosa Ponselle. 49571. 77878.

After all, you and Columbia are not selling
records. We are in the wonderful business
of selling happiness, pleasure, amusement. The
name Columbia on the record, the name of
the selection, the name of the artist are so
many handles by which the buyer grasps iden-
tification.

g

pall

SEARAE WY S SN L T

Columbia Graphophone Co.
New York -
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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

A. H. CURRY MAKES 2,000-MILE BUSINESS TRIP BY AIR

Vice-president of Thos. A. Edison, Inc, Journeys From San Antonio, Tex., to St. Louis by
Airplane—Returns Home Pleased With General Conditions and Prospects

A. H. Curry, vice-president of Thos. A. Edi-
son, Inc., is credited with introducing an in-
novation in the matter of transportation while
making a tour of the country recently for the

A. H. and N. C. Curry Ready to Start
purpose of visiting various Edison jobbers
when he traveled 2,000 miles through the \Vest
by airplanc.

Mr. Curry started his air journey from Stin-
<on Field, San Antonio, accompanied by his
brother, Capt. N. C. Curry, of Dallas, and with
Gene \Willard as pilot. The first stop was Dal-
las, which was reached in three hours from San
Antonio, the plane traveling at an average
speed of 100 miles per hour. Then, in order
Mr. Curry traveled by air from Dallas to Den-
ver, Des Moines, Iowa; Kansas City, and fin-
allv to St. Louis, from which point he re-
turned to New York by rail. In all the air-
plane covered approximately 2,000 miles of ter-

* ritory.

“My trip was just an exemplification of the
age's swiftness,” declared Mr. Curry. “I was

on an inspection trip that required hurry, there-
fore the airplane. Our company may use this
mode of travel more extensively in the future,
for it certainly has every advantage over the
train for distance travel.”

Mr. Curry is a Texan, and while in Dallas
visited a number of his relatives and acquaint-
ances

One of the accompanying photographs
shows Mr. Curry and his brother ready to

s S <

The End of the Journey
“take off” from San Antonio. The other shows
Mr. Curry and his brother being welcomed by
J. K. Patterson, of the Texas-Oklahoma
Phonograph Co., and A. F. Bever, of San An-
tonio.

Upon his return to the headquarters of Thos.

A. Edison, Inc, in Orange, Mr. Curry ex-
pressed his enthusiasm regarding the results
of his trip. He reported the conditions im-
proving steadily throughout the West, particu-
larly in the agricultural sections, where bumper
crops are the rule, and stated that both job-
bers and dealers in Edison phonographs and
Re-Creations were of one mind regarding the
prospects for a most substantial Fall trade.
He found stocks to be in fair shape, with
the dealers inclined to order very liberally in

anticipation of future requirements, and offered-

the opinion that the problem for the next few
months would likely be one of getting sufh-
cient goods. rather than one of selling

FIRE DAMAGES FREEMAN CO.

Talking Machine Cabinets and Metal Accessories
Damaged and Destroyed

NasHvILLE, Texx, August 30—The Freeman
Talking Machine Co., of this city, and another
concern in the same building were considerably
damaged by fire recently.

The fire was confined to the cabinet and fur-
nishing room, where the fire started, and where
many of the cabinets and metal parts of talk-
ing machines were either destroyed by fire or
ruined by water.

On the second floor was stored a lot of cypress
wood used in the manufacture of cabinets, which
was partially destroyed. The fire was the sec-
ond one in the same building in the last few
years. Damage to the two concerns was esti-
mated at $25.000. Partial insurance was carried
on the premises.

F. F. Christine, proprietor of the Strouds-
burg Music Co., Stroudsburg, Pa., recently ten-
dered a picnic to his employes at North Water
Gap. An elaborate dinner was one of the fea-
tures.

Patented
1914

Patented
1914

faction.

(uality and Price =Satisfaction

The Reputation of Boston albums has been built
upon Quality and Price. The quality is of the high-
est possible kind and the price is the fairest.

When two factors such as these stated above are
combined there is only one result—Absolute Satis-

Absolute Satisfaction to one's self and his customers
means a steady influx of good business.

Boston albums are conducive to good business. Do
you handle them?

BOSTON BOOK COMPANY
501-509 PLYMOUTH COURT CHICAGO, ILL.

e
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Splendid Recordings of
Leading European Orchestras

Exclusively on

For real beauty and irresistible appeal
try our mmported European Record-
ings. Your customers are shopping
nowadays for specialties of the kind
we are offering below.

A

r
.

Q‘ L]
T

12 inch—$1.25

Bummel Petrus (Jolly Peter), Intermezzo

3008 { The Wedding of Sleeping Beauty

The one unsurpassed masterpiece of
delightful melodies.

t

plays famous Strauss Waltzes and up-to-date drawing room music
12 inch—$1.25

Blue Danube Waltz Greetings of Love Dreaming, Waltz
(Johann Strauss) 85019 { Under the Lindentree 85023 { Please, Waltz

Southern Roses Waltz London Fox Boston Waltz
(Johann Strauss) Erato, Boston Waltz 85028{The Red Mill, Fox Trot

3017
85022{

3016 La Beheme, Part 1, Eurepean Symphony Orechestra 2003 Raymond Ouverture, Part 1, Enropean Symphouny Orchestra
La DBoheme, Part 2, European Symphony Orehestra 3 Raymond Ouverture, Part 11, European Symphony Orchestra

Pecr Gynt Snite—Solvejg’s Song, M. Miehailow, VYiolin solo

F¥itth Sympheny (Lleethoven), First Movement: Allegro cou Brio,
iy 1
3015 3006{1-0““.:_ M. Michailow, Violin solo

ar
Fifth Symphouy (Becthoven), ¥First Movement: Allegro con Brio,
Part 2

- —_—
30“{llunzarlan Rhapsody, No. ;_,

art 1, European Symphony Orchestra 005 Rigoletto—¥Fantasia, Part 1, European Concert Band
-lungarian Rhapsedy, No. et

P
, Part 2, Enropean Symphony Orehestra Rigoletto—Fantasia, Part 2, European Coneert Band

L

Our foreign language records have a quality of tone and genuine reproduction which makes them the favorite in
their class among foreign record buyers.

Ask for our new catalogues in the following languages:

Bohemian German Hebrew—Jewish Italian Polish Serbian
French Greek Hungarian Mexican Scandinavian Turkish

General Phonograph Corporation

OTTO HEINEMAN, PRESIDENT

25 West 45th Street, New York City
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RADIO ATTRACTS PUBLIC TO STORE

Brunswick Phonograph Shop, San Antonio,
Tex., Installs Receiving Apparatus for Benefit
of Patrons—Other Effective Ideas Used by
This Concern Help to Build Prestige.

San Antoxio, Tex., September 6.—A radio set
installed in a talking machine record demon-
stration room is attracting many customers to
the Brunswick Phonograph Shop, according to
Charles A. Meyer, proprietor. Following the
recent installation of a radio department at this
establishment a radio receiving set was in-
stalled and every provision for the comfort of
patrons who drop in to hear the concerts is
made.

The members of the sales force of this live-
wire organization are all musicians of consider-
able ability and they have formed a stringed
instrument orchestra of tlieir own. If the plans
of Mr. Meyer for the installation of a broad-
casting station in his establishment materialize
this orchestra will be conspicuous on the musi-
cal programs which will be sent out by radio.

The Brunswick Phonograph Shop is also the
headquarters of the ILone Star Radio Club,
composed of the radio amateurs of the city. A
workroom is being fitted up in the store for the
use of the fans. All of these things have been
instrumental in building the good will and
prestige which the Brunswick Shop enjoys in
this city.

GRUBBS’ MUSIC SHOPPE BANKRUPT

Toledo Music Concern Files Petition—Liabili-
ties Set at $6,000, Assets $2,000

Torepo, O., August 30.—Grubbs’ Music Shoppe,
411 St. Clair street, W. A. Grubbs, proprietor,
filed a petition in bankruptcy with Fordyce
Belford, referee in bankruptcy in the United
States District Court for the Northern District
of Ohio.

.Liabilities are given as approximately $6,000,
with assets of perhaps $2,000. The heaviest
creditors are the E. H. Close Realty Co,,
Columbia Graphophone Co. and several sheet
music publishers.

Grubbs’ Music Shoppe dealt in music rolls,
sheet music and talking machines.

DEATH OF MRS. EISENBRANDT

Wife of W. D. Eisenbrandt, Victor Wholesaler,
of Baltimore, Passed Away Recently

BarLtimorg, Mbp., September 4—Mrs. Elise S. A.
Eisenbrandt, wife of W. D. Eisenbrandt, local
Victor wholesaler, died August 20 at her home
at Mt. Washington after a brief illness. Mrs.
Eisenbrandt, who was a daughter of the late
A. H. and Anna Marie Schulz, was well known
in musical circles in Baltimore and vicinity, ard
her charming personality had won for her a
host of warm friends. Besides her husband,
she is survived by her two daughters.

GOOD GRAFONOLA SALES

Connecticut Columbia Dealers Doing Exceed-
ingly Well With This Line

New Britain, Conn., September 7.—Last Decem-
ber John A. Andrews & Co., Columbia dealers,
installed a complete Grafonola department and
through the use of energetic sales methods and
aggressive publicity have sold hundreds of
Grafonolas in this section. In connection with
a recent newspaper advertising campaign Man-
ager Rheinhold, of the Grafonola department,
states that thirty-one Grafonolas were sold. Mr.
Rheinhold is not only enthusiastic regarding
this showing, but believes that the outlook for
Fall and Winter trade is unusually promising.

Gus Haenschen and J. O’Keefe, of the Bruns-
wick Recording Iaboratory, New York City,
have been enjoying a cruise of the St. Law-
rence River and the Great Lakes in their new
yacht, Brunswick.

PREPARING FOR CONVENTION OF OHIO ASSOCIATION

Committees Appointed to Look After Various Details of Forthcoming Annual Gathering of

the Music Merchants’

Association of Ohio—Prominent Trade Members on Program

Torevo, OH10, August 31.—At a special meeting
of the Toledo Music Merchants’ Association,
held here recently, for the purpose of shap-
ing matters for the forthcoming convention at
the Hotel Secor, September 26 and 27, of the
Music Merchants’ Association of Ohio, Presi-
dent Frcd N. Goosman mamed the following
committees: Entertainment, Henry C. Wil-
derinuth, Henry F. Stucke, Paul Hayes and
Frank Frazelle; Reception, W. W. Smith,
Preston P. Brown, David Blaine and Carl Rule.
These groups will co-operate with State offi-
cials in every way in order to make the con-
vention of dircct benefit to every delegate.

Assurance has been given that many visitors
from outside the State of Ohio will attend the
gathering of business men. A goodly number
of hotel reservations have already becn made.
Cliicago is planning to send a special car of
delegates undcr the leadership of Matt Ken-
nedy, of the Chicago Piano Club.

That all visitors will be amply repaid for
their time and efforts is assured beyond a
doubt. There will be plenty of entertainment
for those seeking diversion and a large quan-
tity of substantial business-building material
for the merchant in search of helps and plans
which he can applv to his own problems. The
roster of speakers is a noteworthy one and
gives assurance of thc high caliber of the con-
vention topics.

The principal address of the convention will
be delivcred by George W. Pound, general
counsel of the Music Industries Chamber of
Commerce, New York. Other widely known
leaders who have accepted invitations to ad-
dress the convention are: Richard W. Law-
rence, president of the Music Industries Cham-
ber of Commerce; Edwin R. Butler, president
of National Association of Music Merchants;
C. C. Adams,

president of the Illinois Music

Merchants’ Association; C. M. Tremainc, di-
rector of the National Bureau for the Advance-
ment of Music; Bradford Mills, Toledo, presi-
dent of the Federated Music Teachers’ Asso-
ciation; A. C. Grinnell, vice-president of the
Music Industries Chamber of Commerce and
past president of the National Association of
Music Merchants.

Rex Hyre, Cleveland; secretary of the Music
Merchants’ Association of Ohio, was among
those who attended the Toledo meeting.

Exhibitors will be afforded cvery opportu-
nity for displaying their products. No doubt a
large number of manufacturers will avail them-
selves of this chance to get in touch with a
goodly number of customers and prospects. Al-
ready several have reserved space, among
them Hallet & Davis Piano Co., Bush & Lane
Piano Co., Auto Pneumatic Action Co., Steger
& Sons and Cable-Nelson.

The golf tournamient will be playcd at the
widely known links of the Inverness Club.
Carl Landgraf, secretary of the J. W. Greene
Co., has this contest in charge. All contes-
tants must register beforc the day of the con-
vention,

On Tuesday noon, September 26, convention
delegates will be thc guests of the local Ex-
change Club. Fred N. Goosinan was recently
installed as president of the club.

The Toledo Music Merchants’ Association,
through its president, Henry F. Stucke, of
Grinnell Bros., is co-operating in a large way
to make the convention a success. They have
chartered the “City of Toledo,” one of the
large lake steamers, for a moonlight ride on
Lake Eric. They also have other plans under
development which they will announce shortly.

E. R. Laughead, Hallet & Davis Piano Co.,
was in conference recently with President Fred
N. Goosman relative to convention matters.

GENERAL RESULTS

l Instruments and Parts,

RADIO INSTRUMENTS

ARE MOST SATISFACTORY

In Design, Finish, Simplicity of Operation and

We Manufacture a Complete Line of RADIO
all of which typify
FEDERAL QUALITY and TRADITION.

T SATISFIED
CUSTOMER

IS THE

DEALER’S
GREATEST ASSET

Fenreral

TO THE DEALER

FEDERAL CRYSTAL
RECEIVER

FEDERAL JUNIOR
AMPLIFIER

BUFFALO,

federal Telephone and Telegraph Company

You may be assured of SATISFIED
CUSTOMERS if yousell FEDERAL

apparatus.
Write for DEALER’S discounts.

NEW YORK
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Just compare any record of any make with the needle
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

Dancing Fool .« ,vuwrs ctirtiin s No. 020802
Three 0’Clock In The Morning. ... .. .. No. 020791
Parade of the Wooden Soldiers. .. . ... No. 020780
Romany Love. ....................... No. 020777
B 101 1o] F T g ———— S No. 020746
Say It While Dancing. . .............. No. 020799

2 for $1.00 - 55¢ each

(59¢ in Rocky Mountain States)

Partial List of Famous

Artists—

Tito Schipa
Yvonne Gall

Adamo Didur
Margarethe Matzenauer
Rudolph Ganz

Anna Fitziu
Eleonora de Cisneros
Claudia Muzio

Luigi Montesanto
Kathleen Howard
David Bispham
Grace Hoffman
Alexander Debruille
Helen Yorke
Roberto Rotondo

DEALERS—

If you don’t act quick
your neighbor will be
selling Actuelle Records.
Write to us at once for
information regarding

the Blue Ribbon Order.

PATHE FRERES PHONOGRAPH CO.

20 Grand Avenue Brooklyn, New York
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With the approach of Fall and the resump-
tion of school activities the same old problem
presents itself to the parents of voung people
who are in school, namely, how to keep the
children home at nights.

In the Summertime, when there are band
concerts in the parks, picnics to claim attention
and week-ends at nearby lake and river resorts,
it is not to be expected that the young people
will stay home. But when Fall comes and
school begins it is up to the young people
to get busy and study at night and not waste
A1l their time at poolrooms and dance halls.

Because this is a very real problem, which
troubles a big percentage of all the parents,
and because the remedy is to be found at the
store of the talking machine dealer it does
seem as though he should cash in on this situa-
tion this year to the utmost extent possible.

The remedy, of course, is for parents to buy
talking machines and records and by their use
not only keep the voung people at home, but get
them to bring their friends to the house where
the parents can see just who and what sort of
friends they are. Young people will stay home
when there is music in the house—this fact has
been proved time and again—and parents who
realize that talking machines will do this are not
slow in purchasing machines. So it is evident
that the dealer who brings all this home to the
parents most forcefully through advertising or
by personal letters is certain to get some good
business.

Why dont’ YOU plan to do this, Mr. Talking
Machine Dealer?

Here are some of the ways in which you can
bring this proposition to the attention of the

B Tmmennmmwmim 'IHIIIIH T

Why Not Stage a “Keep- the Ch1ldren-H0me-

Nights” Expositionin Y our Store?:: By r. H. wiltiams

S

parents and some of the ways in whjch you
can make it a profitable business proposition.

A very effective and quite unusual method of
getting this subject before the parents of the
city, so that it would create a lot of comment
and thereby enjoy a tremendous lot of highly
valuable word-of-mouth advertising, would be
that of devoting a week to a “Keep-Children-at-
Home-Nights” Exposition in your store.

The object of the exposition would be, of

=i

Various Means of Em-
phasizing the Value of
the Talking Machines
as a Power for Good

in the Community

S

AR

course, to show how a talking machine keeps
children at houre some, if not all, the nights
during the Fall and Winter, and how much
benefit the children derive from staying home.

In starting the exposition it would be a good
plan Lo secure a lot of short interviews from
parents who have purchased “talkers” from
your store, using their actual experiences with
machines in making home so pleasant for the
youngsters that they didn’t want to go out in

!
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the evenings. These interviews need not carry
the names of the people giving them—they
should be brief and placed on placards which
could be placed at prominent positions about
the store.

The next thing to do would be to arrange an
attractive display of the same styles of talking
machines used by the people giving the inter
views. This would give pith and point to the
display. It would be also a good plan to have
a display of the records which have been found
most successful by parents in arousing the in-
terest of the young people. Such records would,
very probably, be dance records, popular vocal
selections and popular music of all sorts.

The third thing to do in perfecting plans for
an exposition would be to get data from school
authorities as to the effect on school work of
children staying home nights, in contrast with
those in the habit of going nightly to poolrooms
and dance halls. School authorities could
quickly show how much more efficient the
homie-keeping students are than the other kind
and these facts could be presented in short,
snappy paragraphs on placards placed close to-
gether near the display of talking machines for
the home. A great many parents would find
this information most interesting, It would be
an entirely new slant on the results to be se-
cured by keeping the voung people at home
nights.

Another good idea would be to prepare some
sample programs for the evenings to be spent
at home, on which there could be apportioned
time for the young people to spend in study,
time for dancing, time for hearing vocal selec-

(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 customerin “‘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 - 525,00

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. I.
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STAGE A “HOME NIGHTS” EXPOSITION

(Continued from page 21)

tions and the better class of music, time for
games and time for a final dance. Different pro-
grams for each night could be outlined and they
should be played up strongly on signs which
could be used on the walls and windows of the
store. While it is altogether likely that few,
if any, people would follow out the programs
exactly outlined, still every one who came into
the store would be interested in looking them
over and they might get ideas out of the pro-
grams which they could use to good advantage
in their own homes—this means stimulating
record sales.

To let people know about your “Keep-Chil-
dren-at-Home-Nights” Expositién use news-
paper advertising for the event and also play
up the affair by means of interesting and at-
tractive cards in vour window displays. Such
advertising should tell frankly just what the
exposition is designed to do—help parents in
their efforts to keep their children at home on

schools nights. Each person in the city who
is interested in this problem should be invited
to attend regardless of whether or not he or
she is interested in the purchase of a talking
machine,

If you have a mailing list of prospects send
a letter to the names on this list telling about
the exposition. Also it would be a good idea
to obtain from the principal of your local high
school a list of the parents of the children in
the school and to phone to these parents an in-
vitation to attend the exposition. If you frankly
explain to the high school principal just why
you want the list of names of parents of high
school pupils he would be very glad to co-
operate with you as, of course, it would help
the school officials greatly to have the children
devote their evenings to studying at home. Then
why not get in touch with the presidents of
the local women's clubs and extend to these
clubs an invitation to attend the exposition. It
might even be possible to get some of the
women’s club presidents, the principal of the
local high school, the superintendent of public

g

50¢ RECORD

This Fall they will
buy Regal 50c¢ Records

ing for value.

These people are record buyers.

They are look-

Each day thousands of them discover Regal’s
exceptional quality.

schools and some of the other civic leaders to
give endorsements of the exposition which you
could incorporate in your advertising for the
affair.

Get the local newspapers to run some news
stories about the proposition. The object is
constructive and interests a big percentage of
all the population in the city and would be con-
sidered as real news by readers.

To start off the Fall season with an expo-
sition of this kind would give the dealer a talk-
ing point with parents of young people and so
would be a constant, all-year business booster.
Hence, arrange to stage a ‘“Keep-the-Children-
Home-Nights Exposition” in your store. And
do it NOW!

ALTERATIONS AT LONG MUSIC HOUSE

Prominent Pasadena Music Concern Making
Extensive Changes to Establishment

Pasapena, CAL., September 2—Extensive altera-
tions are now being made at the Long Music
House, 15 West Colorado street, this city.
When completed the Long Music Store will
be one of the most modern institutions of its
kind to be found in any city on the Pacific
Coast. The work will consume about a month’s
time and when completed it is probable that a
formal opening, to which the public will be in-
vited, will be held.

The whole interior of the store is to be
changed and modern built-in glass display cases
will be a feature. The front also will be re-
modeled and will be one of the most attrac-
tive on Colorado street. A large balcony is to
be constructed, upon which will be located
booths for reproducing pianos and talking ma-
chines. On the main floor will be located ten
or more booths for record demonstrations.
One of the features will be the inviting lobby
and another will be a large auditorium in the
rear. An expensive ventilating system is to be
installed and cool air will be circulated
throughout the store and the booths.

UNIQUE PUBLICITY STUNT

Clown Rolling Giant Columbia Record Attracts
Much Attention

SavannNaH, GaA., August 31.—]. E. Baxley, man-
ager of the Grafonola department of Haverty's
Furniture Co., recently conceived a unique ad-

HEARThis

LatesTa

They buy. They pass the word to their friends
and their friends buy. Eventually they will all
buy.

F4uERTYS |

They shift their preference to Regal because
Regal serves their purpose and saves their money.
Regal gives them the quality they want at the
price they are willing to pay—75¢ worth of record
value for 50c—in every way.

That value is the secret of Regal’s splendid suc-
cess and Regal dealers everywhere are satisfied
with the results—profitable results.

Columbia Clown and His Giant Record
vertising stunt which is shown in the accom-
panying illustration. Mr. Baxley sent this clown
all over town rolling a giant Columbia record,
featuring one of the latest hits. The stunt pro-
duced excellent results.

OPEN NEW VICTOR STORE

T. S. Crosby & Son, furniture dealers, of
Coshocton, N. Y. have opened a new talking
machine department, in which the Victor line
is featured.

The way is open for you too. Write for an ex-

clusive territorial arrangement.

REGAL RECORD CO., Inc.
20 West 20th Street New York

See record index for current Regal list
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HONEST QUAKER

(Reg. U. S. Pat. Office)

MAIN SPRINGS
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TEMPER-LENGTH- WIDTH
GUARANTEED
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—a size for every motor.

—packed in individual
dust-proof, rust-proof
containers, neatly

labeled, with complete

Wrrite for a copy of our

information for your
HONEST QUAKER

Main Springs and convenience.
QUAKER Mica Dia- o
phragms chart! —unconditionally guar-

anteed to be perfect in
every respect.

“And they cost no more than ordinary springs”

A Complete Line of Talking Machine
Repair Materials
810 Arch Street, pHILADELPHIA

Canadian Distributors:
H. A. BEMISTER, Montreal GEO. L. LAING & CO., Torcnto




N
N

L 0 00 A

N

\What are the chances of increasing the sale
of American-made phonographs in Cuba? That
question has most likely been asked often by
American phonograph manufacturers because
of the closeness of the island and also because
of the ease with which merchandise can be
shipped there. It can be quickly answered by
saving that the chances for increasing the sale
of American-made phonographs in Cuba are at
this writing both good and bad. That seems
strange, to say the least, but it is nevertheless
true, as a little thought will prove.

In the first place the sale of merchandise in
any country is dependent to a great degree on
the amount of wealth which that country pro-
duces. To this can be added the amount of
wealth that the tourist leaves in the country as
he passes through. From this viewpoint Cuba
is not a very good market for phonographs at
this time because her chief source of wealth,
sugar, is more or less upset both as to price
and as to demand. Her other big crop, to-
bacco, is showing an improvement, but at the
same time it is not what it should be. An in-
sight into the situation can be obtained from
the fact that men who cut the sugar cane in the
field now get 40 cents a day, in comparison to
$2 a day a year or two back. From this it can
be seen that the wealth now being produced in
Cuba is not very great. Economie conditions
in Cuba are very much upset, although theyv
are to-day better than they were a year ago or
even six months ago. But at that Cuba is not
producing wealth enough to put it in the class
of merchandise purchasers to any extent.

The tourist is visiting Cuba and leaving

money, to be sure, but no country the size of

Cuba can develop itself on the tourist business
alone. The money the tourist is spending is
helping the situation, but that is about all that
can be said.

And so it is not hard to see why Cuba is not
much of a market for American-made talking
machines at this writing. But, while the pres-
ent situation is not very p'easant as far as in-

THE TALKING MACHINE WORLD

G o S OO RSATS OMT i TE

- The Opportunities for the Sale of Talking
Machines Throughout Cuba

ATl B o a8

creased business is concerned, it is not hard
to see a bright future for increased business.

The population of the island of Cuba is about
3.000,000. Outside of Havana and Santiago
there are few, if any, cities that amount to
a great deal. True, there are so-called cities
of 25,000 population, but a Cuban city of
that size is far from being like a city in the
United States of the same size. It can truly be
said that the mass of the Cuban population
lives outside of the citjes and is of the peon
type, which means that they are poor. Their
hovels or huts do not contain the rudiments cf
comfort such as we in the States know them
to be. They represent the great purchasing

AT A S

Cuba Offers Oppor-
tunities, Now Latent,
Well Worth Watch-

ing soas to Bein Readi-
ness WhenThey Break

S

power of Cuba that has never been developed,
and it is to this that I am looking more than
to the people concentrated in Havana and the
other cities.

Cuba is bound to progress, and as she pro-
gresses, which means as she produces more
wealth, she will be a better customer for Amer-
ican-made talking machines. The peon or peas-
ant will not be satisfied with his hovel and
improvised home furnishings when he begins
to earn more and have more. Then he will
want better things and more of them. And
not only that, but he will begin to look for

MADERITE

WATERPROOF

PHONOGRAPH MOVING COVERS

A

cover 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?

No fuss, no dirt and

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. This
cover is highly recommended.

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

A. BRUNS & SONS
50 RALPH AVE.

BROOKLYN
N. Y.

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

Manufacturers of Everything Made of Canvas
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some recreation, which has been so long denied
to him because of poverty. Talking machines

fall naturally in this class, and someone will get

the business of the island when it rcaches the
point where it can buy them. The American
talking machine manufacturer might as wel. get
in and get this business. That class of Cuban
represents half of the population of the island,
so the value of cultivating it can ecasily be
seen.

The balance of the population, very largely
concentrated in Havana and the other cities,
and which knows something of the comforts
of modern living, are also possible customers.
\Vhile they already know what phonographs
are and have them in many instances, still there
are many who have not, but who are possib:e
customers. As business improves in the island
and as greater and greater wealth is produced
their demands will increase accordingly.

The one thing that is a happy feature is that
the Cuban is a spender. Money goes about
as fast as it comes, regardless of how slow or
fast it comes, and not only does he spend, but
he likes to spend. So it is just a question of
catching himi when he has money and selling
him then.

From this it can be seen that Cuba offers
opportunities that, while they do not ‘exist to-
day, are well worth watching for, so-as to be
ready when they do break. It is just a ques-
tion of waiting until conditions in general iin-
prove and until Cuba produces a greater
wealth, when it wiil be possible to sell more
“talkers” there.

But there is still another field for the sale
of machines in Cuba. It would be a difficult
matter to find a country with more eating
places than are in Cuba. Havana appears to be
overstocked with cafes and eating places, but
they all appear to be doing a fair business, to
say the least. Some of them have talking ma-
chines, but many have not, and here is a mar-
ket for cheap machines. I noticed that many
of the cafes had small phonographs that sold
for around $10 to $15. For the most part they
use Spanish records, a‘though a good lively
American number is occasionally heard. With-
out a doubt, many of the cafes that do not
have a talking machine could be induced to
buy one, especially if some sort of a time
payment proposition could be arranged, such
as is the practice in the United States. It
seems that a *“talker” in the cafes is a great at-
traction, especially during its early life, and so
there appears to be some worth-while reason
why the proprietors shou'd buy one.

It is well to remember that the Cuban is a
lover of music, and some of the finest bands in
the world are to be found in Havana. They
rank, unquestionably, with the best. The interest
that is taken in the Sunday afternoon concerts
in the public parks in Havana and other cities
is enough to prove that the Cuban likes music.
And the phonograph will give him just what he
wants.in his home.

But in the selling of phonographs there is a
trick. Cuba is a country that appears to be
run for the benefit of Cubans. It is next to
impossible to do business with them direct, so
American manufacturers of talking machines
seeking to enter that field or to extend their
sales there should seek some connection that
is Cuban. There seems to be little if any dis-
like for American goods; it is just a question
of doing business with Americans, that’s all.
And so it would be well while .conditions are
somewhat unsettled and upset to look into the
possibilities that the island offers and thus be
1eady when they are ready.

Shipments to Cuba are a very easy matter.

(Continued on page 26)
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In assembling The Cheney
motor the holes drilled and
reamed in The Cheney motor
frame become the bearing points
for spindles and gears. The
assembly of The Cheney motor
1s a very delicate and exacting
operation,

PV RYRY VROV R)R,

—

CHow 15 Holes of Different Sizes
are Drilled in less than a minute
in a Cheney Motor Frame
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This is the drill jig which makes it
possible for the operator of the mulu-
ple spind e drill to work so quickly
and accurately. Itis made from sea-
soned greyiron and bushed with hard-

ened tool steel and ground bushings,
which play the important part of keep-
ing the holes accurately spaced during
the multiple drilling and reaming
operations.

Through these little holes the drills
pass and bore their way into the motor
frame housing, combining speed and
utmost accuracy.

Itis a cardinal principlein The Cheney
motor factory that accuracy must never
be sacrificed for speed. That does not pre-
clude the use of the most modern inven-
tions for cutting down preduction costs

[llustrated above is a multiple spindle
drill which makes it possible for an
operator to drill fifteen holes of different
sizes in a Cheney motor frame in less
time than it takes to tell it. Every hole

is absolutely accurate to the thousandth
of an inch, not only in diameter but in
spacing as well.

It is through the use of such efficient
methods as this that The CheneyTalking
Machine Company has been able to
produce instruments with a reputation
for highest quality, and yet to keep prices
at a level no higher than that of the
ordinary phonograph.

THE CHENEY TALKING MACHINE COMPANY + CHICAGO

CThe
HENIEY

THE MASTER INSTRUMENT

“The Longer You Play It, the Sweeter It Grows”
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BUSINESS OPPORTUNITIES IN CUBA
(Continued from page 24)

Talking machines can be loaded into freight
cars at the factory in America and run to Key
West, where they are run onto special boats
that take them direct to Havana, a maiter of
onlv seven lours. From Havana they can be
run to any part of the island, arriving at their
destination just as they were packed at the fac-
tory in America. Of course, they can be ship-
ped by water as well, but that means extra
handling.

As far as the railroads in Cuba are con-
cerned it is safe to say that they are as effi-
cient as many roads in the States and will give
excellent service. Many words of commenda-
tion are heard in Cuba and elsewhere about
the Cuban railroads.

In conclusion it is safe to say that Cuba
offers a market for Anierican talking machines,
if not to-day, then to-morrow. They like mu-
sic and are willing to spend money to have it
in their homes. Just now money is none too
plentiful, but when conditions improve, and that
is the case right now, money will be more
plentiful. And when nioney becomes more
plentiful the buying season will start. Talking
machines of all prices can then be sold in Cuba.
Someone will get this business. Will it be
American manufacturers? That remains to be
seen. As for Cuba, it is not a manufacturing
country, and so must buy from someone.

NEW VOCALION RECORD DISTRIBUTORS

Strevell-Paterson Hardware Co. to Handle Line
in Salt Lake City

The Strevell-Paterson Hardware Co., the
prominent concern in Salt Lake City, Utah, has
been appointed distributor in that territory for
the Vocalion Red Records manufactured by the
Aecolian Co. This and other additions to the
list of distributors serve to complete a chain of
wholesale representatives that covers the coun-
try very thoroughly.

BECOMES COLUMBIA DEALER

New Orieans, LA., September 6.—D. A. Barre,
at one time connected with the bookkeeping
department of the local branch of the Columbia
Graphophone Co. and more recently field rep-
resentative, resigned his position recently to
become an exclusive Columbia dealer. Mr.
Barre is opening up an attractive store at 1509
Dryades, under the name of the Barre Music
Shop, and his thorough knowledge of Column-
bia product should enable him to attain un-
usual success in his new venture.

MAIL AS AN AID TO RURAL TRADE

Dealers Can Obtain Much Business From
Farmers Now Going to Mail Order Houses
by Utilizing Mails to Establish Contact

An alinost entirely undeveloped opportunity
for the talking machine dealer lies in the rural
districts sirrounding his community which he
finds impossible to make personal contact with.
The great mail-order houses of the country arc
capturing much business from the farmers
which should go to the dealer in the nearest
city with the expenditure of a little effort. If
the mail-order houses can get the talking ma-
chine and record business of the farmers it is
logical to assuine that the talking machine
dealer is in a better position to do so.

In going after this trade the merchant has
the distinct advantage of being much closer to
the farmer. He can advertise in the papers
which reach the farmers in his community and
when he has worked up his prospect list he
can make a much closer contact with the rural
dweller because of the fact that, while the
mail-order houses handle a large variety of
goods, the talking machine dealer is, in a man-
ner of speaking, a specialist.

He can keep the farmer supplied with the
latest record supplements and can make more
direct appeals by tetter, whereas the mail-order
house depends for sales mainly upon catalogs
issued at stated intervals. This plan is at least
worth trying and if put into effect intelligently
new customers and increased sales should re-
sult.

WHITEMAN NAILS FALSE RUMORS

Orchestra Leader Denies Emphatically Making
Records for Any Company Other Than the
Victor Talking Machine Co.

In a recent statement Paul Whiteman, fa-
mous orchestra leader, denied most emphati-
cally rumors to the effect that he and mem-
bers of his orchestra had made records for
concerns other than the Victor Co. In his
stateiment Mr. Whiteman said:

“Within the past several weeks there have
been many rumors to the effect that members
of my orchestra and myself are inaking records
for companies other than the Victor Talking
Machine Co.

“It is insinuated that either individually or
collectively we are rccording under assumed
names. It wounld be greatly appreciated by
me, as well as members of my orchestra, if vou
would publish an absolute denial of the rumor.

“Paul Whiteman and His Orchestra is an ex-

FOR YOUR
PHONOGRAPH

ade in Our
Watch Oil

DEPARTMENT

which for half a century
has made 80% of all the
watch, clock and chronom-

\ S8R0, . . .
N eter oil used in America,

The Best Oil For Any Talking Machine

In refining, Nyoil is given the same care as our
f.amous watch oil receives. All gums and impuri-
ties are removed, leaving it

Colorless, Odorless and Stainless.

Housekeepers say they would not be without
Nyoil because it is best for phonographs and sew-
ing machines—for polishing furniture and wood-
work and is odorless and will not stain. It is free
from acid and will not gum, or become rancid.
Sportsmen find it best for guns because it prevents
rust.

NYOIL is put up in 1-0z., 3-0z. and 8-0z. Bottles
and in Quartand Gallon Cans.
For Sale by all Talking Machine Supplies Dealers

WILLIAM F. NYE, New Bedford, Mass., US.A,

clusive Victor organization and will remain ex-
clusively Victor. I have becn approached with
other propositions, but in every instance I have
made my position very clear and have stated
definitely that I am not interested.”

LARGER QUARTERS IN EL PASO

EL Paso, Tex., September 2—The Del Norte
Tatking Machine Co. has moved from San
Francisco street to new and larger quarters at
331 South El Paso street. The new quarters
have been remodeled at considerable expense
and provide practically double the facilities of
the old store.

The stockholders of the Del Norte Talking
Machine Co. are: Alberto Solis, L. G. Fer-
nandez and W. J. Geck. Mr. Solis was for over
ten years with W. G. Walz & Co., Victor whole-
salers in this city.

BROOKS CO. CREDITORS MEET

Sacinaw, MicH., September 2.—The first meeting
of the creditors of the Brooks Mfg. Co., talking
machine manufacturer, which was adjudicated
bankrupt on August 18, was held in the offices
of Cook & Cook, 205 Eddy Building, this city,
on Tuesday, August 29, at 9 o’clock, when cred-
itors proved their claims, appointed a trustece
and examined the bankrupt.

Deep Full Tone

No. 3 Reproducer if desired
.

9 in. from centre to centre
n

Tone Arms and Sound Boxes™,
complete from’$

For Portables 6!: to 8 inches

Also equipped with our regular

Tone Arm measures 814 in., and

2.00 up

THE NEW PHILLIPS OCTAGON THROW BACK ARM No. 5

CAN BE EQUIPPED WITH AUTOMATIC STOP
Quantity Prices on Request

The William Phillips Phono Parts Corp.

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

New York City
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THE DANGER AHEAD

and

HOW TO MEET IT

The Danger Ahead is in the supply of Victor goods not meeting the demand.

Dealers’ stocks of Victrolas are more depleted than ever at this time of year.
Over-confidence on the part of Victor Dealers in the ability of Victor Distribu-
tors to supply them with goods as wanted, with the uncertainty as to new type
Victrolas, has contributed to a “hand-to-mouth” buying attitude.

The recent announcement of the new flat-top Victrolas and the assurance of
no further change in price or styles between now and January Ist has resulted
in a sudden demand, and a shortage of Victrolas for the holidays seems inevi-
table. Never before was the Victor line so well prepared to meet competition.
The necessity of Victor Dealers heing prepared is most apparent. The Danger
Ahead s an extreme shortage. How to meet it is the problem.

Supplementing the largest and most complete stock of Victrolas that we
have ever had at this time of year, we have placed additional orders with the
factory for the largest quantity of goods ever ordered by us for the Fall and
holiday season. Blackman Dealers are going to be in an enviable position if they
will co-operate with us.

Place an order NOIW for estimated requurements of all Vic-
trolas for delivery during September, October, November and
December.

It has always been the Blackman policy to respect the wishes of our dealers
in permitting them to rearrange advance orders according to current needs.

Continued business relations under the Blackman policy have always been
on a basis of mutual satisfaction, so, while we do not guarantee delivery and
therefore permit cancellations, the moral obligation on our part is always highly
respected, and dealers who co-operate with us by placing advance orders are
entitled to first consideration. '

Concentrate with us as your Victor Distributor and make us feel obligated
to take care of you, not only in the supply of goods, but with an ample extension
of credit.

If you are a Blackman Dealer, stick closer than ever. If you are not, now
1s the time for us to get together. Concentrate on the Victor line this year
through Blackman, and you will successfully ineet the Danger Ahead. We are
going to be prepared, and Blackman Dealers will benefit accordingly.

Vait o

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

VICTOR WHOLESALE DISTRIBUTORS

I
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Music L.overs

Are Not All Millionaires

The wise music dealer knows how much of his business
comes from the purchaser of inexpensive instruments, and he 1s
carrying out this same knowledge in his marketing of the new
big line of radio equipment.

De Forest offers particularly good co-operation in this
respect to the music dealer, because although there are De
Forest sets which are very elaborate and most beautifully
finished there are also inexpensive De Forest sets such as the
Radiohome and the Everyman illustrated on this page—very
efficient for short distance receiving from 30 to 100 miles,
beautifully finished in their smallest detail, but at the same time
moderate in price.

When you represent De Forest you give your patrons a
real service—not only the service of the famous De Forest
quality, but also the satisfaction which comes of offering the
complete line from the simplest to the most elaborate sets.

DE FOREST RADIO TEL. & TEL. Co.
JERSEY CITY, N. J.

GOOD WORK FOR MUSIC IN MOBILE

Reynalds Music House Sponsors Most Success-
ful Music Memory Contest in That City, Do-
nating AIl the Prizes—Plans Now Under
Way for Citywide Contest During Fall

MogiLE, ALA., September 2.—In local musical
trade circles there is still being felt the effect
of Mobile’s first music memory contest, which
was brought to a close recently at Lyons Park,
where over 3,000 men, women and children at-
tended to witness the hotly contested finish.
The contest was started in June, being spon-
sored by W. H. Reynalds, of the Reynalds
Music House, local Victor wholesalers, and un-
der the personal direction of Mrs. Carl Klinge,
prominent in local musical circles, and Miss
Hazel- Council, in charge of the Victrola de-
partment of the Revnalds Music House.

A feature of the contest was the giving over
of four play centers for an hour daily to the
contest work. For that period the children
gathered around the Victrola for the purpose
of studying the various compositions included
in the contest. One good composition was fea-
tured daily, and the instructor impressed the
members of the audience with its title, the
composer and other features connected with it.
Twenty-five selections were included in the
contest, fifteen of them being used in the final
test.

In addition to the music memory work Vic-
trola concerts were held daily in the parks, the
Reynalds Music House furnishing the records.
Children were taught folk dances by means of
Victor records, a children’s chorus was. organ--
ized among the smaller children, who were
taught songs from records, and the older girls
formed glee clubs, singing with the Victrola.
There were also many other musical activities.

There were 150 entries in the final event and
the local newspapers devoted over 300 inches
of reading matter to the contest. The prizes
were donated by the Reynalds Music House,
the first prize being a Victrola, the second $10
worth of Victor records and the third $5 worth
of records.

The finale of the contest was made the occa-
sion of an elaborate concert, at which a num-
ber of prominent artists appeared and which
was attended by Mayor Geo. Crawford, who
made the address of welcome. At the conclu-
sion of the concert awards were announced,
Miss Cora Cook winning first prize with a per-
fect score; Miss Eileen Sutton, second prize,
with one error, and Miss Alvira Thierry third
prize, with two errors. The winner of the sec-
ond prize is totally blind and wrote her an-
swers on the typewriter by the touch system.

As a result of the success of the first con-
test plans are now under way for the holding
of a city-wide music memory contest in public
schools of the city during the Fall, the contest
to be brought to a climax with a big Com-
munity Music Week in the Spring. :

VALUE OF A COMPLETE STOCK

Failing to Meet the Requirements of Cus-
tomers Results in Loss of Customers

The installation of a complete record stock
cannot be too strongly urged on the talking
machine dealer. Many concerns have lost and
are continuing to lose profitable customers be-
cause of the fact that they are unable to supply
the demands of these people. Whenever a
dealer is forced to sayv, “I am sorry, but we
haven't that record in stock,” a prospective
customer registers disappointment, and when
this happens to the same customer several
times she loses faith in the establishment and
i1s very-likely to visit some other store in the
future where she can obtain the exact record
which she requires.

Ray Higgins has been made manager of the
talking machine department of the Home Fur-
niture Co., Bennington, Vt.
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COURTESY

|

By EDWARD FRASER CARSON

IN BUSINESS

!.-
il

When I went to school there was a story in
one of the readers that I have never forgotten.
It was about General George Washington.

It seems that George
and a friend were walk-
ing down the street
onc day when they met
an old negro woman
carrying a basket of
wash. When she saw
the Father of His
Country she put down
her basket and curt-
sied.

“Mawnin’,
she exclaimed.
| Washington, accord-
Edward Fraser Carson ing to the story, lifted

his hat and responded
to the greeting, when his friend expressed sur-
prise that he should do so to a negro slave.

“And why not,” replied the general. “Do you
think I am going to let that negro be more
polite than I am?”

Whether the story is true orv not is neither
here nor there. It points a moral and teaches a
lesson that surely is needed these days.

Courtesy costs nothing and in business you
will find that it pays real big dividends. Cour-
tesy will fill your store with customers, empty
your shelves of stock and roll up your bank
account.

If you are an employe courtesy will raise
your. salary, win you promotion.

Gin'ral,”

0 T

“He who rides with Courtesy will never lack

cheerful company,” wrote a philosopher of
other days, while another said, “Who rides the
nag called Courtesy will sleep nights in com-
fort, and his journey will be pleasant and joy-
ous.”

There are a lot of young chaps—and old
chaps, too, I am sorry to say—who have the
foolish idea that to be courteous is to be effemi-
nate. How or wlhere they get that idea Heaven
only knows. A lot of them are working as
clerks. And they are of the breed who are
ever grumbling that “a feller doesn't get a
chance.”

Theyv never seek to wake up to the fact that
they themselves are to blame, that they are
standing in their own light.

When a customer asks for some special at-
teution these chaps seem to take it as a per-
sonal affront. They are indifferent—uninter-
ested. They seem to think that to be courteous
to a customer implies inferiority on their part.

Know then, young man, that when I enter a
store to buy phonographs or furs, sugar or tea,
those things are for the moment the things
that interest me most. If you will show that
YOU, too, are interested, if you make an ecffort
to satisfy me, I simply cannot help taking an in-
terest in you. And the sum total of the inter-
est of all customers in a clerk is the measure
by which he is valued by the boss.

Of course, there are employers who them-
selves are unappreciative. If you find yours to
be afflicted that way the best thing to do is

to seek a new one. You are in the wrong job

But speaking generally, it is true that the ch
who is cheerful in his efforts, who takes in
terest in his customers, who bears with thei
peculiarities—he is the chap who will win

Suppose your customer IS cranky and i
patient and finicky. Suppose you DO h Le
show him half a dozen records or two d«
neckties, or whatever it is you are selling.
pose he—or she—DOESN'T find wha
seek and go out without making a purchasc
you certainly will not induce them to come back
the next time they are in the market by bein
discourteous.

Remember that is what vou are bein
fjor—to PLLEASE the customer. To make the
customer WAN'T to come back.

Far from implying that yvou are INFERIOR,
to be courteous PROVES that you are just the
opposite just as the customer’'s impaticnce or
discourtesy shiows HIS lack of those qualitics
which go to make up the true gentleman.

I think that if I had to make a choice be-
tween dishonesty and discourfesy in a clerk |
should prefer dishonesty. A dishonest clerk
may steal the profits of a few sales, but a dis
courteous clerk will drive customers away until
there are no profits at all

JOIN STEWART BROS. CO. STAFF

Corumsus, O., September 2.—Burt Tullar, for
the past twenty-one years a well-known talk-
ing machine salesman in Columbus, having
been identified with the W. E. Heskett Co.
Bope-Hayes Co. and the Pathé Shop, and Roy
D. Layman, formerly with the Stewart Bros.
Co. and the Alward Co., of Newark, O. have
become associated with the talking machine
section of the Stcwart Bros. Co., of Columbus.
The department, a comparatively new one, is
one of the most complete in the downtown
section, and will, no doubt, prove most success-
ful under the charge of these enterprising men.

Sup-
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Showing Reproducer of Jewel Needle ‘llﬂ]ulpmen‘t Turned{§
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Showing Reproducer of Jewel Needle Equipment in
Position for Playing Vertical Cut Records onm Edison
Phonograph
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’ BUT
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in Mechanical Construction

and Finish.

Needle Equipment in

Showing Reproducer of Jewel
Records on Edison

Position for Playing Lateral Cut
Phonograph

ewel Needle Equipment in Posi-
ut Records on Edison Phonograph

Showing Back View of
tion for Playing Lateral

Send for descriptive circular

Plays all types of records.

Operates the same as

which contains “HINTS RE-
GARDING THE CARE OF A

Needle CENTERS on all records.

the “EDISON” with the LEVER.

No adjustments necessary when changing from
lateral to vertical cut records. Stop prevents
swinging to the right.

Needle scratch almost entirely removed.

Turning back of Reproducer permits of easy
access to needle soeket and saves records from
unneeessary scratching,

Is the ONLY equipment that plays vertical cut
records in the proper “EDISON” position with
the Reproducer turned FACE DOWN to the
record, giving it a floating action.

PHONOGRAPH.”

If your jobber does not handle,
write us.
Price the same. Liberal dis-

count to dealers.

GUARANTEED IN EVERY
WAY.

MONEY BACK [IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

JEWEL PHONOPARTS COMPANY
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Straight air-tight construction and absence of
movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and
freedom of movement both vertically and hori-
zontally.

Weight is the lightest that can produce perfect
results, thus saving the record, and permitting a
freedom and sweetness of tone considered impos-
sible.

Indestructible NOM-Y-KA diaphragms do not
blast, crack, spllt or warp, and are the greatest
developmcnt in phonographic sound reproduction
in years.

154 W. Whiting St., Chicago
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VOCALION

PHONOGRAPHS—RED RECORDS

SURE-FIRE PROPOSITION for Fall—

the Vocalion Line of Phonographs and Red
Records.. Aeolian-made products are a guar-
antee of substantial quality. The Vocalion,
individualized by the Graduola Tone-Control,
is the highest development of the phonograph.
Vocalion Red Records are leaders for bril-
liancy and timeliness.

We Invite Your Correspondence on The Vocalion Line
in Connection With Your Fall Business Campaign.

€ ©

THE DISTRIBUTORS OF THE VOCALION
AND VOCALION RED RECORD

MUSICAL PRODUCTS DIS. CO., VOCALION CO. of OHIO, 420 W. 4th St., Cineiunati, Ohio
37 E. 18th St, New York City  1JND & MARKS CO., 530 Bates St., Detroit, Mich.
A. C. ERISMAN CO., 174 Tremont St., Boston, Mass. THE AEOLIAN COMPANY,
Vocalion Record Distributors 529 S. Wabash Ave., Chicago, Ill.
WOODSIDE VOCALION CO., 154 High St., Portland, Me. LOUISVILLE MUSIC CO., 529 S. 4th St., Louisville, Ky.
LINCOLN BUSINESS BUREAU, HESSIG ELLIS DRUG CO., Memphis, Tenn.
1011 Race St., Philadelphia, Pa. Vocalion Record Distributors
GIBSON SNOW CO., 306 West Willow St., Syracuse, N. Y.  LHE AEOLIAN CO., 1004 Olive St., St. Louis, Mo.
Vocalion Record Distributors GUEST PIANO CO., Burlington, Iowa

CLARK MUSICAL SALES CO., D. H. HOLMES CO., New Orleans, La.
324 N. Howard St., Baltimore, Md. STONE PIANO CO., Fargo, N. D.

SONORA DISTR. CO., 505 Liberty Ave., Pittsburgh, Pa. STONE PIANO CO., 826 Nicollet Ave., Minneapolis, Minn.
' STREVELL-PATERSON HARDWARE CO.,

Vocalion Record Distributors Salt Lake Citv. Utal
T . a ,ake Urty. Utah

PENN-VOCALION CO., 16 W. King St., Lz-mcaster, Pa. MUNSON-RAYNER CORP.,

0.J. DE MOLL & CO., 12th and G Sts., Washington, D. C. 315 Broadway, Los Angeles, Cal.

VOCALION CO. of OHIO, THE MAGNAVOX CO., 616 Mission St., San Francisco, Cal.

328 W. Superior St., Cleveland, Ohio Vocalion Record Distributors

THE AEOLIAN COMPANY

NEW YORK CHICAGO ST. LOUIS
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The Criterion Quartet has filled over 250 engagements
during the pasttwelve months. That’s popularity with
a big ¥. Through Columbia Records they will now fill
unlimited engagements. Their first Columbia record-
ing is “My Cradle Melody,” A-3667. Paired with this
is a Hart and Shaw duet, “Down Old Virginia Way.”
This record will take like a case of measles in a
Kindergarten.

Columbia Graphophone Co.

NEW YORK

COLUMBUS

Trade Outlook Bright—Expert
Salesmen Needed, Says Leslie
I. King—>Month’s News Budgel

Couumsus, O., September 4.—Talking machine
dealers generally in this section declare that
business is showing a distinctly upward trend
and that, barring unexpected complications,
there is every reason to expect a most substan-
tial Fall business. Both machine and record
sales are keeping up and the cash receipts are
very satisfactory.

What the talking machine industry needs
most at the present time, in the opinion of
Leslie . King, manager of the talking ma-
chine departinent of the Morchouse-Martens
Co., High near Town street, is master sales-
manship. “Never in all the time since I have
becn in the business, and that is sixteen years,
was this particular qualification so necessary
as at the precsent time,” said Mr. King.

“In our firm we have emphasized this point
to the extent that we can now see the results.
Practically 90 per cent of our machines were
sold by our salesmen away from the store.
Many of these sales required a number of ap-
proachcs, some of which from the first were
discouraging. But, by proper procedure and
concentrated cffort, our sales for the month of

July were 8 per cent in excess of what they

were during the same month a year ago. This
to mie proved the fact that what we need at
the present time to carry on our business on
the scale that we have been doing is master
salesmanship.”

An attractive way of advertising records and
music rolls has been devised by Mrs. C. C
Baker, of the C. C. Baker Co. Mrs. Baker
finds it advantageous to feature in window dis-
plays tlie music that is played in the moving
picture shows. Frequently passers-by who
happen to come from the motion picture shows
stop to view the windows and, in finding the
music displayed which they have just heard, are
pleasantly surprised. Featuring the numbers
that are offered in the motion picture shows
enables this firmm to sell records, although the
day when those particular numbers were popu-
lar has passed. When it comes to trimming
windows Mrs. Baker is an artist. She ar-
ranged and designed windows that have been
commented upon by a number of local artists.

Harry Patton, manager of the Elite Music
Store, is advertising in Jewish publications
some of the well-known Hebrew songs. Mr.
Patton has a large Jewish trade and believes it
will stimulate his record sales if he informs the
Jewish people through the Jewish press of the
number of Hebrew records he has to offer
them.

More than usual interest has been shown in
the record entitled “Nobody Lied,” which is
one of the records in the August Victor re-

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

lease. This is due, no doubt, to the fact that
this number was written by a young man who
attended Ohio State University and was sung
in this city for the first time early last Winter,
when the musical comedy “Scarlet Mask” was
presented by students from the university at
the Elks Club. Hyatt Berry is the composer
of both score and words.

E. M. Levy, of Heaton’s Music Store, stated
that the machine business in the past month
was unusually good. Although various models
were selling well, still models No. 80, 100 and
90 were the best sellers. The cash receipts
from the sale of records was practically as -
good as during holiday seasons. The types of
rccords that are in demand, according to Mr.
Levy, are the dance and popular song records.

F. J. Connor, manager of the Z. L. White
Co., Victor dealer, reported a like condition
with reference to the volume of business, al-
though a good deal of his record business was
in the Red Seal line. “The orchestral numbers
of ‘Tannhauser’ by the Philadelphia Orches-
tra have been a big seller for us,” said Mr. Con-
nor. A few weeks ago Mr. Connor planned to
take a short vacation during the early part of
September, but, owing to the increase of busi-
ness, Mr. Connor feels that it would be hazard-
ous for him to go away for even a short length
of time.

Foreign records and sets of the health-build-
ing records which were recently issued by the
Victor Co. have been good sellers in the Elite
Music Store, according to Harry Patton, man-
ager.

Three inore Victor artists have been added
to the list of artists that are scheduled to ap-
pear in Columbus during the Fall and Winter
months, they being: Geraldine Farrar, who
sings on December 1; Rachmaninoff, who plays
on March 19, and Fritz Kreisler on February
22. Paderewski is another possibility for the
coming season.

F. L. Fritchey, special representative of the
Perry B. Whitsit Co., Victor wholesaler, re-
ports that business is picking up in the rural
sections in the State of Ohio. He anticipates
a busy Fall season in the talking machine in-
dustry.

W. H. Eichenlaub, manager of the People’s
Furniture Co., Victrola dealer, is spending his
vacation at a number of points on the Great
Lakes.

REMODELING IN LOS ANGELES

Parmelee Dohrmann Co. Installing Full Unico
Equipment in Talking Machine Department

Los An~ceLes, CAL., September 2—The Unico
system for demonstration booths and fixtures
is being installed by the Parmelee Dohrmann
Co. for its new music department on the main
floor. The Unit Construction Co. is repre-
sented on the Coast by the Walter S. Gray
Co. and J. J. Grimsey, manager of the ILos
Angeles branch office of the latter company,
is overseeing the work.
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Four-Minute Conference on Business Topics
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[This is the Afth of a series of four-minute conferences
on topics of direct interest to business men in the talking
machine trade which have been prepared for this publica-
tion by Lester G. Herbert.—Epitor.]

It is a perfectly normal desire of those who
are anxious to succeed to increase the volume
of business done. Increased volume means
lower overhead and larger profits, and this is
a desirable end to achieve.

But there is such a thing as an eagerness
to do business running away with one’s judg-
ment. Unless business can be done right it is
better left undone.

The farmer who was so anxious to keep his
men busy that he drew in load after load of
fine hay before it was properly cured learned
his lesson in the Wintertime, when he found
that the whole mass had mildewed and spoiled.

The man who killed his fat hogs and put the
choice, carefully fed meat into the refrigerator
before the animal heat had left the carcass
learned his lesson when he found that the
whole had to be discarded.

The automobile salesman who parted with a
fine car and took notes from an unknown
stranger was a sadder and wiser man in a short
time.

No. 5—Your Desire to Do Business
0000000000000 0 s A0S

Bankers and keen business men generally are
glad to do business—when they can do it right
—but they go slowly enough to be sure of
their ground and, as is perfectly right, they
protect themselves in all legitimate ways from
possible loss.

For business to be profitable it must be sat-
isfactory to both parties. Any business which
invites a flareback or renders a complication
liable is to be avoided. To buy a piece of
property at a bargain makes a man feel good,
but he wants to be sure that his title is clear
or his good feelings will not last very long. To
sell a nice bill of goods is very pleasing, but
if the money is not forthcoming, or one has
to resort to a great deal of trouble to get the
payment, the goods are better kept in stock.

Business which really counts is that which
is done right from start to finish and which
is not hurried or misrepresented or concluded
on terms which are ill-advised. It is just as
easy-—and in the end much easier—to do busi-
ness right than to do it wrong, for any prac-
tice which is open to question undermines con-
fidence and prevents all possibility of real
progress.

TALKING MACHINES RUINED BY FIRE

350 Machines Practically Destroyed by Fire in
Warehouse in Oneida, N. Y.

Syracusg, N. Y., September 1.—Fire practically
ruined 350 talking machines recently in a store-
house in Oneida, causing a loss estimated at
$15,000. Three hundred of the machines were
owned by Mrs. Fred Wyker, of Liverpool],
N. Y., and the other fifty were the property of
Benjamin Ferrara, a talking machine cabinet
manufacturer. Most of the loss was covered
by insurance.

BIG RESULTS IN A SMALL TOWN

MorcaN City, La., September 5.—J. J. Goldman,
Columbia dealer in this city, recently ran the
selected dealers’ advertising campaign, which
produced results far beyond any expectations.
Although this city has a population of only
5,000, Mr. Goldman felt that he had not closed
all the possible sales in his territory through
this campaign, and four weeks later put over
another sale that netted him twenty-one Graf-
onolas, besides a large quantity of Columbia
records.

E. E. HOHMANN ON SOUTHERN TRIP

JounstowN, Pa., September 1.—E. E. Hohmann,
manager of sales of the Modernola Co., of this
city, manufacturer of the Modernola talking
machine and the Modernolette portable, left
on August 17 for a trip of about one month’s
duration. Mr. Hohmann plans to cover West
Virginia, Ohio and Michigan in the interest of
Modernola products.

S. M. Watson, who handles Sonora phono-
graphs and Vocalion Red records in Vallejo,
Cal.,, has moved to new quarters at 618 Marin
street, that city.

THE VOCALION IN WASHINGTON

Vocalion Phonographs and Red Records Get
Strong Foothold in National Capital and En-
virons Under Auspices of O. J. DeMoll & Co.

WasHIiNGToN, D. C, September 7.—0. J. DeMoll
& Co., distributors in this territory for Vo-
calion phonographs and Red records, have been
exceptionally successful in placing that line
with over a score of live representatives, both
in Washington proper and in neighboring
towns and cities. The company has been
rendering the sort of service that appeals to
retailers and the Vocalion line is being strongly
featured. Among the concerns handling the
Vocalion line through the medium of DeMoll
& Co. are:

William C. Bean, Rockville, Md ; Blustein,
2010 Fourteenth street N. W.; T. P. Culley &
Son, 1327 G street N. W.; C. L. Datnov, 1233
Seventh street N. W.; A. Durso, 1225 H street
N. E.; H. A. Garren, 907 H street N. E.; Globe
Furniture Co., 1023 Seventh street N. W.; The
Gibson Co., Inc., 917 G street N. W.; Harry C.
Grove, Inc, 1210 G street N. W.; 1. K. Hunter,
718 Ninth street N. W.; Keller & Schwinger,
3653 Georgia avenue N. W.; Knickerbocker
Music Shop, 1788 Columbia road N. W.; Lans-
burgh & Bro., 420 Seventh street N. W.; Philip
Levy & Co., Div.,, 735 Seventh street N. W.;
McHugh & Lawson, 1222 G street N. W.; The
Music Shop, 419 Ninth street N. W.; The Qual-
ity Shop, Fourteenth and F streets N. W ;
George H. Railing, 818 King street, Alexandria,
Va.; R. H. Reamy, 623 Pennsylvania avenue
S. E.; Robinson’s Music Store, 1306 G street
N. W.; Charles Schwartz & Son, 3123 M street
N. W.; Charles Schwartz & Son, 708 Seventh
street N. W.; J. M. Sokolove, 1804 Seventh
street N. W.; Southwest Music Store, 409 Sev-
enth street S. W.; Studio Shop, 1725 L street
N. W, and Swan’s Variety Store, 3201 Four-
teenth street N. W,

MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for‘Talking
Machines and Radio Sets

Let us figure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

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

Recorded in Italy
by the best
known Italian Singers

POPULAR ITALIAN RECORDS

LATEST RELEASES

1007

0991 x

1600

0993 x

0989x
0995x

1001x

1003x
1003x
1019x
1021 x

1033x

10 Inch Records $.73 Each

Pulcinella Ad Una Festa Da Ballo.
Scena Cotnica.

Un Balbuziente in Tribunale. Scena
Comica.

L’Altalena. Song...... Cav. G. Godono
E L’Ammore. Song....Cav. G. Godono
'O Guarracino. Part 1. Song,

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

P. Mazzope
Luntano ’A Te, Mari’. Song,

. Cav. G. Godono
L’Acquaiola. Song....Cav. D. Giannin!
Serenatona. Song........ R. Ciaramella
Yipera. Song.............. Jole Baroni
Tic-Ti-Tic-Ta. Song..... R. Ciaramella
Piererotta. Song......... R. Ciaramella
Venerdi’. Song........... F. Rondineila

'E Ssignurine D’ 'O Palazzo. Song,
R. Ciaramella

Mia Dolce Amica...Cav. Uff. G. Godono
Voce D’Amor....... Cav. Uff. G. Godomno
Totomno ’E Quagliarella..... Ciaramella
Niru Te ....coovevvnnnninnnnns, Langella

Signora Mia (Duetto),
Donnarumma-Ciaramella

'A Cura 'E Mamma’ (Duetto),
Donnarumma-Cilaramella

Canzone Americana ...... Donnarumma
Donna Fiff' .. ............... Claramella
Mo Esce Achille. Scena Comica.

Il Cavamacchie. Scena Comica,
Momenti Giolosi. Orchestra.

Al Bosforo. Polka,

Carmen (Selection). Bells.

Nozze D’Oro. March.

Abat—Jour (Salom@),
Ciaramella-Rondinella
Ninmolo....Cav. Uff. G. Godono, Tenore

We Are Also Manufacturers & Distributors of

—

[TALIANSTYLE)

New HIts Released the 15th of Each Month

JUST OUT

225—Napnule E Maria. Versi di L. Bovio.

Musica di G. Lama. (Word Roll).$1.25

047—Si_ Me Scurdass’ 'l Te! Versi di
. Pennino. Musica di D. Ietti.
(Word Roll) ..................... 25
194—La Chiamavano Cosetta. Versi e
Musica di A. Bixio. (Word Roll). 1.25
234—Non T'Amo Piu (Romanza). By F.
P. Tosti. (Word Roll)....... ... 1.00
211—Tu_ Me Vulive Bene. Versi di L.
Criscuolo. Musica di M. Cosen-
tino. (Word Roll)............... 1.25
231—Ideale (Romanza). By F. P. Tosti.
(Word Roll) ..................... 1.00
217—Giovinezza Gioviuczza. Versi di M.
Manni. Musica di G. Castoldo.
(Word Roll) .................... 1.00
206—Gire Di Nozze. Polka. C. E. Bevi-
lacqua. Instrumental ............ .90
207—Foglia Di_Rosa. Mazurka. A. A.
Egidi. Instrumental ........... . .90

ITALIAN BOOK CO.

Music Dep’t

145-47 Mulberry St.
New York City

DISCOUNT TO DEALERB—ASK FOR

CATALOGUES
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BRINGING DEAD ACCOUNTS TO LIFE

H. J. Buckley Writes on the Need of Co-ordi-
nation and Co-operation in Business—Points
Out That There Is a Gold Mine of Sales Pos-
sibilities in Inactive Accounts on the Books

In every business house—manufacturer as
well as dealer—there is a gold mine of sales
possibilities in the inactive accounts on the
ledgers, says Homer J. Buckley, president of
Buckley, Dement & Co., Chicago, in a recent
article in Printers’ Ink on “Bringing Dead Ac-
counts Back to Life.” Have you, Mr. Proprie-
tor, ever had your credit man or bookkeeper
come to you and say: “Mr. Jones; we are trans-
ferring our ledger sheets to-day to our transfer
ledger and opening up new ledgers for this six-
month or this year period and find more than
200 names of customers among our ledger
sheets that we have not had any business from
in a year or more. Don't you think the sales
department ought to get after them?”

No, Mr. Proprietor, unfortunately, credit men
and bookkeepers are not as a rule constituted
that way—and the process of transferring in-
active accounts is going on in every business
house in the country without any notice on the
part of the lieads of the business.

Seventy-five per cent of the people who dis-
continue buying never complain—they just quit
cold. Only 25 per cent who have a grievance
or a complaint or adjustment tell you about it.
These 25 per cent are really your friends—they
are giving you a chance to square yourself.
But you don’t always treat them that way.

The 75 per cent that quit cold without com-
plaining may do so for any one of a hundred
reasons—usually service—very seldom price.
tHere are a few of the reasons: 1, a cold-
blooded letter from your collection depart-
ment; 2, discourtesy on the part of sales peo-
ple; 3, errors; 4, delayed shipments; 5, prom-
ises that are not kept; 6, refusal to correct
mistakes; 7, making an adjustment with a
grudge or a sting in it. Treatment like this

©

F all the Manhattan Radio Headsets that

have been manufactured and sold since the
first one was produced on March 20th, 1922,
were placed side by side, they would stretch
in an unbroken line eleven miles long.

This means quantity production—and quan-
tity production assures you of four things:

l1: Uniform quality of
product. Quantity produc-
tion demands absolute wuni-
form quality of raw mate-
rials. Only the very best
materials are wuniform iIn
quality.

2: Rigidly tested product.
Quantity production necessi-
tates rigid tests at every stage
of manufacture. Rejection of
a finished headset is costly.

Radio is coming back stronger than ever.

3: A Correctly Designed
Product. The proper design
of the Manhattan headset and
the use of special tools—only
possible in quantity produc-
tion, enable us to add refine-
ments and extra features at no
increased manufacturing cost.

4: A Quality Product at a
Quantity Price. Quantity pro-
duction cuts labor costs. This
enables us to offer Quality
Headsets at Quantity Price. $6.00

Get ready—place your order with your jobber $7.00
NOW for Manhattan Radio Headsets.

NEW YORK
17 Park Place

ANHATTAN

ELECTRICAL SUPPLY CO.INC.

Makers of the famous Red Seal Dry Batteries

CHICAGO, ILL.
114 So. Wells St.

ST. LOUIS, MO.
1106 Pine St.

No. 2500—2060 Ohms

No. 2501—3000 Ohms

SAN FRANCISCO
604 Mission St.

causes many a customer to say: “I'm through
with that outfit!”

If a name goes into the inactive list a letter
or a series of letters should go right out to
that customer. If the matter is handled right
he can be brought back into the fold, usually
stronger than before, because your efforts will
have shown the customer the spirit of the
house and its appreciation of the value of his
good will and your desire for his patronage.

How often does something like this happen
in your business? Investigate! You may get
some surprises, and I repeat—the bigger the
business the greater the evil.

All the above is related to show the need of
co-ordination and co-operation in a business,
and especially in a big business. The reason
the average dealer is:not making more than
a living is because of his own inefficiency and
not because of competition or ungrateful peo-
ple. If it costs $10 to get a new customer it's
worth $10 to hold an old customer.

FEATURES BRUNSWICK THRIFT BANK

Brunswick Dealer Using Publicity That Is
Producing Results—Thrift Bank Proves Val-
uable Sales Stimulant

Corumsus, O, September 5.—The Morehouse-
Martens Co., of this city, Brunswick dealer, re-
cently used effective publicity featuring the
Brunswick “Thrift Bank,” which is meeting
with considerable success throughout the coun-
try. This enterprising dealer carried newspa-
per advertising that illustrated a popular Bruns-
wick model, and the heading of the advertise-
ment read as follows: “If You Intend to Own
a Talking Machine You Are Entitled to a
Brunswick Thrift Bank.” .

The text of the advertisement was timely and
straight to the point, pointing out that less
than twenty cents a day deposited in the bank
would provide enough to purchase the model
illustrated. This “Thrift Bank,” which is
shaped like a Brunswick phonograph, will be
featured extensively by Brunswick dealers this
Fall and, judging from the results already se-
cured, the bank will prove a valuable sales
stimulant.

RECEIVER FOR A. B. TAGGART CO.

Jas. Harbauer Takes Charge of Affairs of Re-
tail Music House in Toledo

Torepo, O., August 31.-—James Harbauer has
been appointed receiver to take charge of the
affairs of the A. B. Taggart Co., 618 Madison
avenue, dealer in string and band instruments,
‘Brunswick phonographs and sheet music.

Something over a year ago this concern suc-
ceeded the Ignaz Fischer Music House, which
was then conducted by Carl and Alpha Fischer,
son and daughter of Ignaz Fischer, deceased.
The original enterprise did a large business in
church and sacred music for over thirty-five
years and reached every quarter of the country
with its wares.

Iiabilities are placed at $30,000 and assets not
exceeding $10,000. Funds of the business being
used to develop certain improvements, it is
stated, made the assignment for the benefit of
creditors necessary.

SELL SONORA TO TEACHERS

The sales department of the Sonora Phono-
graph Co.,, New York, was advised this week
by Streger Bros., Portchester, N. Y. Sonora
dealers, that thev had sold a Sonora to the
teachers of a Portchester school as a gift to
their principal. Streger Bros. are following up
this sale among the parents of the children in
the school and expect shortly to report ad-
ditional sales as a direct result of it.

The Hassler Drug Co., of Osceola, Neb,, re-
cently remodeled its store, and the Victor de-
partnient now occupies a prominent portion
of the establishment. '
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NOW STARRING ON BROADWAY

INCENT LOPEZ has assumed his
rightful place as the foremost di-
rector of dance music. At Keith's
Palace Theatre, America’s greatest vaude-
ville house, Lopez and His Hotel Penn-
sylvania Orchestra were originally en-
gaged for one week. The very first night
he received an ovation—the second night
the storm of applause was so great that
Lopez had to make a curtain speech and
| beg the audience to allow the rest of the
performance to continue.

Lopez has arrived! Keith's have en-
gaged him as a headliner for four weeks
more at the Palace, making a total of

y

eight weeks—the season's greatest run.

Lopez records are selling like hot cakes!
Broadway has gone wild over his entic-
ingly new and novel dance music. Those
who have been privileged to hear Lopez
at the Palace pronounce him a genius,
not only as a conductor of dance music,
but as a showman as well. Lopez plans
an extensive tour of the important cities.
Every OKeh dealer will have an oppor-
tunity to cash in on the nation-wide pop-
ularity resulting from this tour.

We point with pride to the fact that Vin-
cent Lopez and His Hotel Pennsylvania
Orchestra now record only for

Here are the Fast Selling Lopez Hits—Price 75¢ each

I’m Just Wild About Harry
4647{Deedle Deedle Dum

’Neath the South Sea Moon

46607 just Because You're You (That's Why I Love You) 4612

Kiss Me by Wireless

Teasin’

{
4591 {
{Sweet Indiana Home
{
{

4654 The Yankee Doodle Blues

Dancing Fool

Dixie Highway

Parade of the Wooden Soldiers
463810 Gee! O Gosh!

4662

Lovable Eyes

4625{ Happy Days

{Some Sunny Day
Stumbling

California
4605{ Mo-Na-Lu

Rosy Posy
4579{ Nola

Aida
4664{ Anitra’s Dance

(Special Dance Arrangements by
J. Bodewalt Lampe)

General Phonograph Corporation
OTTO HEINEMAN, President
25 West 45th Street, New York City
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Fun Fomenters.

ectoplasm.

Just Joy-yous—that’s what Van and Schenck are.
Gloom Lifters.
songs, “I’m the Black Sheep of Dear Old Dixieland”
and “Yankee Doodle Blues,” reduce Mr. Grouch to an
The two in one.

Their two

A-3668.

Columbia Graphophone Co.
NEW YORK

latest
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ANALYSIS OF NEW UNIFORM CONDITIONAL SALES LAW

Henry H. Harkavy,
Analysis of the New Conditional Sales Law,

Prominent New York Attorney, at Request of The World, Makes a Special

Effective in New York State on September 1

[There was recently passed by the Legislature of Phe
State of New York a Uniform Conditional Sales Law, whfch
went into effect on September 1 of this year, and which
embodies a number of features of particular interest to
talking machine merchants and others who make a prac-
ice of selling on instalments.
tlcf\t ihe recﬁxest of The World Henry H. Harkavy, the
well.known New York attorney, has prepared the follow-
ing analysis of the new law for the benefit of the trade.

—Epitor’s NotE.]
Observing and intelligent persons must surely

have noticed from reports in the public prints
the wise policy of the law toward uniformity
throughout the various States in such Jaws as
vitally affect the conduct of business and busi-
ness affairs. In keeping with this policy of
progress in the law the Legislature of the State
of New York at its last session enacted what is
to be known as the “Uniform Conditional Sales
Law.” This goes into effect September, 1922,
at which time the old law (Article IV, Personal
Property Law) governing conditional sales of
goods becomes inoperative, except, of course, in
so far as it is necessary to preserve rights ac-
crued under it. This new “Uniform Conditional
Sales Law” will, in due course, undoubtedly be
enacted by the various States, with a view that
the law of conditional sales of goods and chat-
tels throughout the United States shall be uni-
form.

The outstanding points of difference between
the new and the old are six in number.

First—The duration of the lien created by fil-
ing the instrument of conditional sale is length-
ened from one year to three years (Section 71,
U. C. S. L).

Second—The sale of the property retaken by
the vendor at present required by Section 65
of the Personal Property Law, which was a
source of great inconvenience and often hard-
ship to the vendor, will now be dispensed with
in the majority of cases.

The new law provides:

“If the buyer has not paid at least Fifty

(50 p.c.) per centum of the purchase price

at the time of the retaking, the seller shall

not be under a duty to resell the goods, as
prescribed in Section 79, unless the buyer
serves upon the seller within ten days after

the retaking a written notice demanding a

resale, delivered personally or by registered

mail (Section 80, U. C. S. L.).”

Third—Where there is no resale pursuant to
the notice served upon the vendor by the
vendee, or at the voluntary election of the ven-
dor, the seller may retain the goods as his own
property, and the buyer shall be discharged of
all obligations incurred by the contract (Sec-
tion 80-¢c, U. C. S. L.).

Fourth—Upon default of the buyer the seller
may retake the goods without legal process, if
this can be done without a breach of the peace
(Section 76, U. C. S. L.). Or, at his election, he
may give notice to the buyer of not less than

twenty, nor more than forty, days of intention
to retake the goods, because of the buyer’s de-
fault. If notice is so served and the buyer does
not perform before the day set for retaking the
seller may retake the goods and hold them sub-
ject to the provisions above stated (Section 77,
UL RE (ST 198

Fifth—If the seller does not give notice of in-
tention to retake the goods above mentioned he
shall retain the goods for ten days after the re-
taking, during which period the buyer, upon pay-
ment or tender of the amount due, with interest,
at the time of retaking, or upon performance or
tender of performance of the conditions in
which default has been made up to the time of
the retaking, may redeemn the goods and take
possession of them, and continue in the per-

formance of the contract, as if no default had
occurred (Section 78 U. C. S. L.).

“If the buyer does not redeem the goods
within ten days after the seller has retaken
possession, and the buyer has paid at least
Fifty (50 p.c) per centum of the purchase
price at the time of the retaking, the seller
shall “sell them at public auction in the
State where they were at the time of the
retaking, such sale to be held not more than
thirty days after the retaking. The seller
shall give to the buyer not less than ten
days’ written notice of the sale, either per-
sonally or by registered mail (Section 79,
LhIG S Lh:™
Sixth—If the seller fails to comply with the

provisions above stated after retaking the goods
the buyer may recover from the seller his actual
damages, if any, and in no event less than one-
fourth of the sum of all payments which have
been made under the contract, with interest.
(Section 80-e, U. C. S. L.).

ALL YEAR USE FOR PORTABLES

Many Opportunities for Using Small Machines,
Both Indoors and Outdoors, Through All
the Moriths of the Year

Some of the manufacturers of portable talking
machines refuse to take kindly to “the belief
that such machines have only a seasonal sale.
They point out that there are many uses for
a portable machine other than for outing pur-
poses, such as in camps, on boats, etc., as well
as, for instance, their use in connection with
health and physical exercise records. A porta-
ble machine also comes in handy for the play-
ing of “kiddie records” at night, and thus it is
made use of in several parts of the house and
in no wise infringes upon the use of the dis-
tinctly musical instrument in the drawing or
living room.

Such manufacturers also point out that while
it is true that the strictly portable machine
has a seasonal use, the fact that most manu-
facturers operate on a national scale gives
them distribution in parts of the country where
there is inuch camping and automobiling in
other than swmmer months.

Among those who hold the above belief is
the Plaza Music Co., 18 West Twentieth street,
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| O](zk Records

GRANBY
PHONOGRAPHS

MASTER TONE

NEEDLES

Tonofone — Gilt Edge

I

Complete Stocks—Prompt Service
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- s__  OUTING PORTABLES

TALKING MACHINES

Okeh ~~ Truetone — Wall-Kane

Delivery Bags, Accessories, etc.

New York, manufacturer of the ‘“Pal” portable
phonograph. Early in September this com-
pairy still reported an excellent demand for
the portable for both immmediate and future de-
livery and points out that the quality portable
machine has proved of value to the flat-dweller
on the space-economizing idea. It also found
an excellent field among college men and
women, who, it seems, require just such a ma-
chine. The company plans a very active Fall
and Winter sales and advertising campaign as a
means of co-operating with dealers throughout
the country.

PLAN EXTENSIVE ALTERATIONS

Flory-Williamson Co. Holds Sale to Make
Room for Alterations

BingramTON, N. Y., September 2—Extensive re-
building and remodeling activities which are
contemplated by the Flory-Williamson Co.,
132-134 State street, are being preceded by a
rebuilding sale of pianos, players, talking ma-
chines and all kinds of musical instruments
which are handled by this company.

A. C. Fay, the manager, states that the stock
of musical instruments must be greatly reduced
before carpenters and builders take possession
of the upper floors of the store.
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IROQUOIS SALES CORPORATION

Wholesale Distributors
210 Franklin St, BUFFALO, N. Y.
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The New EDISON
Baby Console

Length ............. 40 inches
Height ............. 35Y4 inches
Depth .............. 205 inches

(See page facing this)
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The New EDISON
Baby Console

317500

-/ HE new Baby Console joins
the famous Edison group in
response to a wide demand.

Music-lovers everywhere will
welcome the conservative, ar-
tistic design and the attractive
price of the Baby Console. Its
mechanical fitness 1s assured
by Mr. Edison’s recent labora-
tory tests, resulting in the
perfection of this model.

THOMAS A. EDISON, Inc.

Orange, New Jersey
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Advertising is regarded, and rightly so, as the
opeh sesame to success in business when rightly
used. Given an honest product, mecting a well-
defined need, plus the proper kind of advertising,
and success is certain to follow. So much has
been written concerning the value of advertising
that there is nothing new to be said on the sub-
ject, although one point that is, perhaps, not as
well understood as it should be is the fact that
advertising must be continuous to produce maxi-
mum results.

The talking machine industry, in common with
all other industries in the country, during the
past decade has depended upon advertising to a
large degree for its success. A comparison of
present-day advertising in this field with the
publicity which was used ten or twelve years
ago will show a distinct improvement in de-
sign, subject matter, effectiveness and logical
sales-producing appeal. The trade has learned
these lessons, but there is one lesson which
many factors in the trade have yet to compre-
hend—and that is the power and value of con-
tinuous advertising.

While it is true that some of the more suc-
cessful companies have proven firm believers in
the policy of continuous advertising, and have
been inclined to expand their publicity cam-
paigns when other factors, in the face of exist-
ing conditions, were contemplating retrench-
ment, there are still many in the industry who
seem to be inclined to advertise without any
fixed system or at least to confine their adver-
tising to those seasons of the year when it is
believed the best results are possible.

When business was in excellent shape, and the
supply of machines and records was not equal
to the demand, some manufacturers and deal-
ers appeared to feel that they should spend
some of their money for advertising, working
possibly on the theory that because business
was good and they were making money they
could afford to spend a little of it for printer’s
ink. Those who have pursued this policy have
curtailed their advertising when times became
hard—when money was not so plentiful and
when accounts collectible commenced to freeze
up—arguing in defense of their policy that they
could not afford to spend any money for pub-
licity. Just when they should advertise!

One of the most convincing proofs of the
value of continuous advertising is to be found
in the chart which accompanies this article. This
chart was prepared by the economic research
department of the Curtis Pub. Co., and shows
graphically the varying volumes of business done
by three classes of merchants—those who do no
advertising, those who do seasonal advertising
and those who advertise throughout the entire

e S

Overwhelming Value of a Consistent, Con-
tinuous Advertising Program Demonstrated

1
T

year. An analysis of the chart shows that
the merchant or manufacturer who does not ad-
vertise starts the vear with very little business.

- His business then gradually increases, reaching

an apex in the month of May and then dropping
sharply to a very low level until the end of Au-
gust, when the volume gradually rises again,
reaches its peak early in December and then

0

December, when the Fall campaign is on, the
volume of business is somewhat greater than is
that of the non-advertiser, but during the
months when no advertising is carried the sea-
sonal advertiser finds his business about on a
par with the man who does no advertising at
all.

The last diagram shows effectively the value
of continuous, all-the-

AITHOU T ADVERTISING

wan [ ree APR MAY wuNeE | uuy AUG.

SEPT. Som vear-round advertis-

ing. The continuous
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year with a volume of
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tically equivalent to
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the May peak en-
joyed by the non-ad-
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point above the

May peak of the non-
advertiser and con-
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tinues to keep above
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that peak until the
end of June. During
July and August there
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is a natural decrease
in business, but even
the low level is only
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/ / same May peak of
< A t h e non-advertiser.
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sales again shows a
steady increase,

WITH ALL YEAR ADVERTISING

reaching its apex in
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December and contin-

uing at its highest
level until almost the
end of the month,

Wi,
4/ 9?/:///4 :

when there is a nat-
ural decrease shown,
the decrease being
caused by the Christ-
mas and New Year

ALL YEAR AOVERTISING

holidays.
A further analysijs

Chart Showing Effect of Continuous Advertising

drops abruptly to the low level experienced dur-
ing August. The merchant who endeavors to
increase his business through seasonal advertis-
ing is in somewhat better position than the
merchant who does no advertising, for the chart
shows that during the months of March, April
and May, when the Spring advertising campaign
is in effect, and during October, November and

will show that the to-
tal volume of sales
for the year produced by continuous advertis-
ing is nearly 40 per cent greater than the vol-
ume enjoyed by the seasonal advetriser, the
seasonal advertiser in turn doing perhaps 25
per cent more business than the non-advertiser.
This analysis shows conclusively that the con-
tinuous advertiser is the man who really gets
the grcatest value for the money he spehds in

3 EAST 14th STREET

Profit by the Demand for (OKefo Records

Write or Phone

BRISTOL ~ BARBER CO., Inc.

For Particulars

Distributors for Manhattan and Vicinity

Stuyvesant 1724

NEW YORK
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publicity and shows further that the advertiser
who is committed to the seasonal policy does
not get full value for what money he does
spend, because he allows the cumulative effect
of his publicity to be lost almost entirely dur-
ing the periods when he does not advertise.
The old adage concerning the stone worn
away by the continuous dropping of water ap-
plies forcefully to the theory of advertising.
Hogsheads of water can be splashed on a rock
and do no more than wash away the grit, but
the same volume of water, if allowed to fall,
drop by drop, on a given point, will start an
erosion that eventually will wear away the en-
tire stone. So it is with advertising. Spasmodic
splashes of publicity will produce only a tem-
porary effect;, but continuous, consistent, all-the-
year-round advertising, because of its cumula-
tive effect, will produce a volume of profitable
business that will practically insure the wise
advertiser against hard times, lack of demand,
seasonal slumps and all the other evils which

—~+come to the man or the industry which does

not rightly use the greatest of all modern busi-
ness-producing forces—consistent advertising.

“YISION” IN ADVERTISING

My good friend Herbert H. Longfellow was
telling me the other day, says Thos. Dreier,
that he believes there is a vision in advertising
that illumines common things; that dignifies
common needs; that is a herald of light. There
is an aim in advertising that is beyond the
plea of a business for profit or the desire of
a man for gain. There is an ideal in adver-
tising that is not selfish; that is a revealer of
beauty; that is the servant of life and its joys.
The word is for the mind at its best and its
voice is for the hearts of its peers.

If you want knowledge, you must toil for it.
Toil is the law. Pleasure comes through toil
and not by self-indulgence and indolence. When
one gets to love work his life is a happy one.
—Ruskin.

2

FIFTEENTH TRADE ANNIVERSARY

Abram Davega Completes Another Year in
Victor Distributing Service—Has Had an
Active Trade Career Since August, 1907

Although still a young man, Abram Davega,
president of the Knickerbocker Talking Ma-
chine Co., Victor whole-
saler, New York City,
completed fifteen
years in the Victor bus-
iness.

In August, 1907, upon
graduating from a Sum-
mer .course at the
School of Commerce at
New York University,
Abram Davega joined
his father, the late Isaac
Davega, in the old firm

Abram Davega of I. Davega, Jr., Inc.

He rapidly took hold of the management of
the business and in a very short time after-
ward became vice-president of the corporation.
Mr. Davega was then probably the youngest
officer of a Victor distributing firm in the coun-
try. :

Upon the death of his father last year, Mr.
Davega was elected chief executive of the com-
pany and in that important position has ad-
mirably directed the destinies of the company
in its successful career.

Coincident with Mr. Davega’s fiftcenth an-
niversary of his entering in the talking ma-
chine business is the occurrence of the Knick-
erbocker Talking Machine Co.'s twentieth an-
niversary.

OPENS STORE IN BURLINGTON

C. W. Ross, formerly connected with the
College Music Rooms, Burlington, Vt.,, has
opened an attractive music studio in the Y. M.
C. A. Building, that city. Talking machines,
radio outfits and pianos are handled.

has

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

DE LUXE NEEDLES

Full Tone
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Three for 30 cents

DuojonE Company, INCORPORATED

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

I?O_N'T FORCET THESE FACTS

Pefigct Reproduction of Tﬁne Mo Scratchy Surface Noise

PLAYS 100-200 RECORDS

(40 cents in Canada)

TARIFF CHANGES IN NORWAY

Ad Valorem Tax Levied on Importations of
Talking Machines, Etc., in New Bill—Ad-
vance Over Old Rates Is Registered

Wasimnncion, 1). C., September 1.—The Norwe-
gian Storthing, at a special meeting, recently
passed a bill for increased import duties on all
articles considered luxuries, to be calculated on
an ad valoremm basis, according to information
received by the Burean of Foreign and Domes-
tic Cominerce here from Consul General A. G.
Snyder, stationed at Christiania, Norway.
These duties were previously levied at specific
rates, according to the weight of the goods.
The new duties, which represent a considerable
advance, affect the importation of talking ma-
chines of various kinds. An article in the bill
provides that “talking machines, such as gram-
ophones, phonographs, and the like, with flat
or cylindrical records and other accessories, in-
cluding record-making apparatus; also parts
thereof,”” must pay an ad valorem duty of 20
per cent. The former duty, by weight, was
1.50 crowns per kilo.

APPOINT PACIFIC COAST AGENT

Max Willinger, president of the New York
Album & Card Co.,, New York City, reports
that both the Chicago and New York factories
are busy on Fall orders. The demand for Ny-
acco albums is reported to be steadily increas-
ing and good Fall business is expected.

Max Willinger, the energetic president of the
company, continues to divide his time between
the Chicago and New York headquarters of the
business and was in Chicago the early part of
the month. ’

The Pacific Coast talking machine trade will
be interested in the announcement of the ap-
pointment of a Western Coast factory repre-
sentative. This important post will be held by
E. R. Darvil, of the Munson-Raynor Corp., 315
South Broadway, Los Angeles, Cal.
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DO YOU KNOW

That Wide-awake Dealers are increasing their
profits thru the sales of De Luxe Needles
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Radio Developments During the Past Year
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By E. E. BUCHER, Sales Manager, Radio Corporation of America
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[The talking machine industry as a whole will undoubt-
edly be keenly interested in this message to the trade from
E. E. Bucher, sales manager of the Radio Corporation
of America. Mr. Bucher is recognized as one of the
foremost authorities of the radio field, and his thorough
knowledge of merchandising is certain to be an important
factor in the progress and activities of this company. In
the very near future Mr. Bucher will have another
message of interest to our trade, relating particularly to
the merchandising of R C A products in the talking machine
industry.—Editor’s note.]

A real and rapidly growing utility which
throbs vigorously with nation-wide public inter-
est usually imposes abnormal demands upon
the industry concerned. Over a year ago, thz
Radio Corporation of America was face to face
with a stupendous undertaking—that of supply

—

E. E. Bucher at His Desk

ing the highest grade radio apparatus to thou-
sands of people situated everywhere in the
United States, at a moment’s notice. This situ-
ation, which “developed overnight,” commanded
the immediate action of every department of
the company. Many problems were slated for
almost immediate solution—a physical engage-
ment against time began.

To meet the demand of this new branch of
the radio industry it was necessary first to de-
velop and design apparatus suitably simple
complete and efficient to fulfill the demands of
the public. Second, to expand the manufacturing,

warehouse and delivery facilities of the organiza-
tion so as to satisfactorily cope with business
which had already been characterized as over-
whelming. Third, to create and firmly estab-
lish an administrative staff to educate the
public on this new subject and to sell appa
ratus and promote sales through advertising
and publicity peculiar only to this new branch
of the communication field.

Fully aware of what the future had in store,
once the bonds of full public acceptance were re-
leased. the Radio Corporation of America
spared no efforts in mobilizing its forces and
plunged into the field with the ultimate view to
creating a nation-wide radio sales-service. Sup-
ported by the manufacturing and engineering fa-
cilities of the Westinghouse Electric and Manu-
facturing Co., the General Electric Co. and the
Wireless Specialty Apparatus Co. all labored
strenuously.

Pioneering imimediately followed, for who
was in a position to venture future predictions
and advance methods of procedure? The prob-
lem which required first thought was: What
will be the nature of the apparatus required
to meet this particular demand? Having un-
limited development resources, the Radio Cor-
poration and its associates studied the various
existing radio circuits and appliances, and
shortly afterwards placed on the market a
series of compact receiving sets, devised simpli-
fied instructions for their installation, and re-
leased the instruments through a selected group
of responsible electrical distributors through-
out the country.

Considerable time is alwayvs required to pilot
a large organization into the trend of a new
and rapidly flowing activity; human inertia is
an important factor, and flexibility varies in
proportion to the magnitude of the interests
involved.

In spite of the difficulties represented by the
then existing situation, the products of the
Radio Corporation were warmly welcomed by
the mass of the enthusiasts. These products
are now being used by thousands of satisfied
owners whose aerial installations can be seen
almost anywhere in the United States.

A year has now passed and it is gratifying

profitable sales activities.

invaluable service to the
territory.
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LOOKING INTO
THE FUTURE-

For Victor retailers the future is unusually bright, as
the recent additions to the Victor line, including the
new Victor horizontal types and the Victor Health
Exercise records, provide unlimited opportunities for

For future service to Victor dealers, Mickel Bros.
Co. have strengthened every department of their
organization and are splendidly equipped to render
Victor

MICKEL BROS.S

411 CourTt AVENUE
DES MOINES, IOWA

dealers in this

.“"""?

to review the activities during that period which
provide very valuable foundations for drawing
inferences and developing future policies. A
basis for calculations is now available. A year’s
experience is an intangible, valuable asset.

The supply of Radio Corporation apparatus
at the present is abreast of the demand. The
organization is prepared for emergencies and it
is very certain that the situation is now well
within control.

To furnish apparatus to meet a standard, not
an emergency, is the very essence of R C A
service. The reputation which the Radio Cor-
poration of America and its associates have
won during the past year is their guarantee
for the future.

King Furniture Co. Arranges Artistic Float
Featuring the Grafonola

San Antonio, TeX., September 53.—The King Fur-
n'ture Co., of this city, Columbia dealer, created
considerable comment recently through the use

Columbia Float Designed by King Furniture Co.

of a handsome float, which was entered in a
local parade. This float, besides carrying large
Columbia banners artistically painted, repre-
sented a grape arbor scene furnished com-
fortably with a divan table and an L-2 Grafo-
nola. In front of the grape arbor was an am-
plifier which was used to excellent advantage
during the parade,

RECEIVES FOREIGN INQUIRIES

Sherburne Mfg. Co. Reports Increased Sales
Activity Abroad—Working on New Radio
Product—Important Announcement Soon

Detrorr, MicH., September 5.—The Sherburne
Mfg. Co., of this city, manufacturer of auto-
matic stops and balance lid supports, states
that it has been receiving numerous inguiries
from foreign countries, indicating that the
manufacturers abroad are resuming general ac-
tivities. Within a period of a week half a dozen
inquiries were received from well-known con-
cerns in foreign countries asking for quotations
on various accessories in large quantities. In-
cidentally, these inquiries refer to the com-
pany’s advertising in The Talking Machine
World.

The executives of the company also state
that the radio field is showing exceptional ac-
tivity, and in all probability the Sher-
burne Mfg. Co. will have an interesting an-
nouncement to make to the trade regarding its
activity in this field. It is likely that a small
radio set will be manufactured by the company,
and a comprehensive sales campaign is now
being prepared.

FRENCH NESTOR VISITS GOTHAM

French Nestor, president of the French Nes-
tor Co., Victor wholesaler at Jacksonville, Fla.,
was a recent visitor to New York City. He
spent August 31 with his mother in West Vir-
ginia, that day being her birthday. While in the
North he made a brief visit to the Victor plant
in Camden, N. J.

A new talking machine establishinent, to be
known as the Music Shoppe, has been opened
in Provo, Utah.
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New Life In Your Business!

Whatever business we may be engaged in the uppermost
question in our minds s ““What can be done to stimulate new
and greater buying power?” At times a single but simple
thought properly “‘put over” has resulted in almost unbelievable
profits. Anything, therefore, that arouses cunosity, that creates
interest, and which at the same time may serve a practical
purpose—that “‘something” will invarniably prove to be a most
substantial profit-maker.

And now, Victor Dealers, here 1s just such an item—a set of
Victor Records for Health Exercises. These records, three of
them to a set, begin a new era of profits for you. They will
be the means of bringing to your store entirely new clientele—
people you have never seen—people who heretofore have never
displayed any interest in the Talking Machine.

Here certainly is a new avenue of approach, and with a bit of
vim and vigor behind your efforts the “development” of your
bank-roll is a certainty.

Think of it, Mr. Victor Dealer, every man, woman and child
is now your logical prospect. What are you going to do to
“build up” the nation and incidentally the scope of yourbusiness?

A rare opportunity awaits you, Mr. Victor Dealer!

C. BRUNO & SON, Inc.

351-353 Fourth Ave., New York |

Victor Wholesalers to the Dealer Only
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INVENTS BREATHING GRAMOPHONE

London Inventor Produces Something New as
Basis of Synchronization of Motion Pictures
and the Talking Machine

A gramophone invention by E. H. Verity, who
has been carrying on extended experiments in
the synchronization of motion pictures with the
talking machine, is being exhibited in London,
Eng. The invention consists of a gramophone
that “breathes” like a human being and is shown
as a basis for synchronization of motion pictures
with the talking machine.

Mr. Verity, in discussing his invention, says:
“After experiments lasting over fifteen months
I realized that the gramophone must breathe in
order to get the proper effect. 1 employ an or-
dinary sound box which is attached to a tone
arm at the end of which is fitted an amplifying
chamber or throat. In this throat is fitted an
electric element and a suitable arrangement of
holes induces a draft which is so placed that the
entire apparatus works under conditions similar
to the human throat while speech is in progress.”

THE
PORTABLOOP

Size 24 x 27 inches gqver, all

You Will Carry It
This Fall

Why Not Stock It
Now?
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210 Central Avenue

Dear Bill:

To-day more than ever before scientific mer-
chandising is receiving the attention of keen
business men everywhere, who realize that if
they are to make a go of merchandising they
must operate with a complete knowledge of
the people with whom they desire to do busi-
ness, their goods, costs of operation and, in
short, the hundred and one things which a mer-
chant should be thoroughly versed in if he is
to get out of the “storekeeper” class and rise
above his more unprogressive competitors. In
every community there are leading merchants
engaged in various lines of business. These
men and the enterprises they operate stand
head and shoulders above everyone else, and
they get the bulk of the worth-while business.
The reason is simple. They have discarded
the methods of twenty years ago, and you may
be sure that they do not operate on a hap-
hazard basis. You can employ your time to
no better advantage than to investigate and
make a study of the methods of the leading
merchants of your community. In this man-
ner you no doubt will learn much which will
prove of benefit to you in the conduct of your
business.

This study of business methods does not nec-
essarily apply exclusively to music houses, but
to every leading merchandising business in
your town. After all, when the thing is brought
right down to the last analysis, merchandising,
to be “successful, is conducted on practically
the same principles, whether it be the selling
of hardware or musical instruments. The mer-
chant buys a certain product and seeks to sell
it at a profit. ‘This sounds simple, but it in-
volves many considerations, such as overhead,
stock turnover, collections, etc. Of course,
in the musical instrument business, as well as
in any other enterprise, there are certain par-
ticular problems which will not be found in any
other line of endeavor.

Take for example the leading furniture
houses in your community. Their selling
methods are peculiarly similar to yours, with
the exception that they do not take into con-
sideration the music factor unless they handle
this line. Now, undoubtedly these concerns sell
on the time payment plan, and, therefore, I
would suggest that you make an effort to find
out the methods used by them to stimulate col-
lections, the letters they use which have
brought about the best results and the views of
their credit men on risks, etc. A sidelight
on their selling principles might also suggest
some changes in your own policies which may
prove of benefit from the standpoint of in-
creased efficiency. The automobile agencies
and other enterprises which make use of large
prospect lists may prove a valuable source of
information as to the best -manner of securing
prospective customers and the means used to
approach or make contact with these people.
These concerns may be using effective plans
which could easily apply to your line, and, any-
way, such a study is bound to return dividends
in the broadened knowledge of merchandising
which will inevitably result. No merchant who
has made a success of his business will refuse
the desired information in view of the fact
that your business will not conflict with his
and on your promise to reciprocate.

Hoping you make use of these suggestions
and profit by them, I am As ever,

Jim.

FABRICS FOR WINDOW DISPLAYS

Chas. H. Ditson & Co. Offering Elaborate As-
sortment of Plushes and Velours Particularly
Suitable for Use in Window Displays

Chas. H. Ditson & Co., New York Victor
wholesalers, have arranged to supply their
dealers with an attractive assortment of plushes
and velours of high quality and rich coloring
and design for use in window trimming. The
company has been able to get hold of a large
quantity of such material, especially suitable
for setting off talking machine displays to ad-
vantage, and is offering it to dealers ‘practically
at cost and at a price below wholesale cost.

That retailers appreciate the opportunity of
getting material is evident by the quantity al-
ready purchased, some retailers taking several
vards each of different designs and coloring
in order to prowvide for a variety of window
trims. The idea of supplying the plushes and
velours is credited to Paul Carlton, manager
of the wholesale Victor department.

Mr. Edison Man:—

Don’t Say

“KAN'T,” sy “KENT”

Write for catalog of complete line

The KENT No. 1
With “S” Sound Box

Has given complete satisfaction
for years

Reg. U. S. Pat, Off.

F. C. KENT CO.

Irvington, N. J.
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TO EXHIBIT DR. DE FOREST’S “PHONOFILM” NEXT MONTH

New York Representative of Dr. De Forest Tells of the Great Possibilities of This Invention for
Synchronizing Speaking Movies—New Talking Film Photographs Voice

Strips of the Dr. Lee de Forest talking filin
or “phonofilm” have been received by his rep-
resentatives in New York City and will be ex-
hibited here by Dr. de Forest next month,
when he returns from Germany.

It appears like an ordinary strip of film with
almost invisible razor lines running vertically
on the extreme right. The razor lines are the
effects of minute points of light which play
upon the edge of the strip under the control
of the vibrations of the human voice. From
this record the voice is reconstructed with the
help of selenium photoelectric cells and the
audion amplifier invented by Dr. de Forest for
use in radio.

This invention, it is suggested, may be ca-
pable of use as an automatic interviewer or
mechanical stenographer and may become a
competitor of the talking machine for general
use, in addition to its primary purpose of in-
troducing the spoken word into the motion
picture drama.

It is asserted, also, that the apparatus for
registered sounds with pictures costs but little
and may be made an annex to any motion
picture camera, so that when a public man or
a personage in the news is being filmed his
words may be recorded at the same time. The
possibility of developing the film photograph
record as a substitute for the present type of
record also is put forward by representatives
of Mr. de Forest in this city.

The path of light on the film which registers
the sound waves is so narrow that an ordinary
inch-wide film has room for a hundred voice
photographs side by side. The compactness of
the ilm makes it possible, it was said, to carry
about a sound-recording machine charged with
enough film to register a day’s proceedings in
Congress.

The New York Telephone Co. has been ex-
perimenting for several years on a radio print-
ing machine. This prints by radio, just as
tickers and other telegraph machines typewrite
by wire at the present time in up-to-date news-
paper offices. The radio printing machine
makes it possible, for instance, for a man in
an airplane to batter away at a typewriter while
his radio connections automatically beat a
“mill” on the ground and turn out copies of
what is being written in the air.

The Lee de Forest talking film, as it exists
to-day, can be hitched, after the film is devel-
oped, on to broadcasting instruments, it is
claimed, so that the voice pictures can be wire-
lessed great distances and then turned back
again into sound waves. So far the problem
of running a typewriter or a linotype by sound
waves has not been mastered, but close ap-
proaches to it have been made.

By the use of light similar to the photogra-
phy of sound waves by Mr. de Forest the
printed word has been turned into sound, so
that the blind can read by ear. The arrange-
ment of black and white in the ordinary letter
causes such varying effects when the letters
are intensely lighted and passed over selenium
photoelectric cells that the electric current can
be controlled by them so as to produce sounds
which the blind can interpret into letters.

In both the de Forest invention and the ma-
chine which renders the printed word into
sound for the blind the key is the peculiar
property of selenium. In darkness this sub-
stance is resistant to electricity. In light it con-
ducts electricity. In varying light it modifies
the current of electricity passing through it

In the de Forest invention the aperture for
the admission of light for the sound-wave pho-
tography is said to be in some way controlled
by the vibration of the sound. This produces
the variations in the sound pictures on the filim.
When reproduced these variations modify the
light which passes through. ' The modifications
of light keep the electrical resistance of the

selenium cells in constant variation. The elcc-
trical current is thus controlled by the pictures
of the sound waves. The current is magnified
by the audion tubes aud in turn it controls a
diaphragm or microphone like that of the
ordinarv telephone receiver, finishing up tTie
process of reconstructing the sound.

The process is outlined in general terms as
follows in a letter by Mr. de Forest to his rep-
reseuntative here:

“Taking the picture: 1. Sound waves (voice
of the actor) translated into electrical waves.
2. FElectrical waves translated into light waves.
3. Light waves recorded ou the edge of the film.

“Reproducing the picture: 1. Light waves
translated back into electrical waves. 2. Elec-
trical waves translated back into sound waves.
3. Sound waves amplified with loud-specakers
placed near the screen for the audience.”

The stumbling block which has impcded
other cfforts to perfect the talking film has
been the difficulty in exactly synchronizing the
voice and the picture. This is important, since
sound travels at 1,090 fcet a second and light
at 186,000 miles a second. Unless the word and
action correspond exactly in time, as rend-red
by the talking-picture inachine, the effcct i
spoiled. With the picture and the sound-wave
on the same film, the time unity is preserved
to the thousandth part of a second.

BECKER MUSIC CO. OPEN IN CAIRO

Camro, NEes, September 2.—The Gaston Music
Co., one of the oldest concerns engaged in the
musical instrument business in this part of the
State, has been succeeded by the Becker Music
Co. Victor talking machines, Edison phono-
graphs, pianos and player-pianos are handled.

A little egotisin is a good thing. It gives a
man a feeling of confidence in lis ability. But
egotism, like other things, is often overworked.

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

SPHINX GRAMOPHONE NOTORS‘I‘-«:.
REW vORK, .Y,

Sphinx Gramophone Motors Inc

21 East 40th St.
NEW YORK CITY

*» AF

Built by Engineers
with the highest
Engineering Skill.
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W ithout a Magnavox Tele-phonograph in
constant service for demonstrating records,
the music store of today is operating on
less than 50% of its real efficiency.

There are many competitive phonographs—but only one
Magnavox Tele-phonograph. By increasing the tone volume
of any phonograph three or four times, the Magnavox also

increases correspondingly the use and thus the sale of pho-
nographs and records.

Write today for full information about the

marvelous Magnavox Tele-phonograph and its
importance in the sale of phonographs and records.

THE MAGNAVOX COMPANY, Oakland, California
New York Office, 370 Seventh Avenue

JAGNAYOX

w Yélephonogmpli

OAKLANDCALIF USA

The Magnavox]Tele-phonograph is an attachment
to the phonograph as important as the phonograph
itself. ==

Demonstrated in your store, the'Magnavox'Tele-
phonograph makes an ordinary, reeord §clearly
audible along ithe street. Nothing helpsito 'sell
records and phonographs like a Magnavox—and
penple who already own a phenograph wantthe
Magnavox Tele-phonograph 1o make their instru-
ment really complete,
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IDICO—A disinfecting deodorant to keep
hearing rooms sweet in summer.
provided by your Dealer Service man.

Can be

Columbia Graphophone Co.
NEW YORK

iﬁ

EMERSON POPULAR RECORDS AGAIN

Emerson Phonograph Co. Announces Revival
of Popular Record Catalog, With Records
Listed at Seventy-five Cents—To Market a

New Phonograph Under Name of “Emerson”

The Emerson Phonograph Co., New York,
which since its reorganization has confined its
activities to the manufacture of standard rec-
ords of which it has a
most comprehensive
catalog, has announced
the arrival of a popular
catalog.

B. Abrams, president
of the company, in
commenting upon its
new popular catalog,
said: “There have been
no releases of Emer-
son popular records
since last May and
Emerson dealers in all
parts of the country
have felt the need of
continuing their activities in that direction,
which resulted in our receiving hundreds of re-
quests for Emerson popular records.

“We have made such progress in our plans
and policies as to now justify us in issuing a
monthly list of current sélections in song and
instrumental form. These, however, will be
only the active hits, those for which there is a
demand, and which when placed upon the deal-
ers’ shelves will assure a quick turnover.

“In our standard record catalog, which is
most complete, we have been revising and cut-
ting the list, eliminating all dead titles and leav-
ing only the active issues, which include stand-
ard, sacred, classical, secular and foreign records
of all kinds.

“The Emerson popular record will be re-
tailed at seventy-five cents, the price at which it
became so popular, assuring the dealer a sub-
stantial profit and allowing the manufacturer, if
possible, to give better quality and the highest
class product throughout. At this retail price
also it is possible to plan the high standard
merchandising policies, methods for protection
of the dealer, and co-operation to both dealer
and jobber.”

The Emerson Phonograph Co. has a list of
over 10,000 retailers in the various parts of the
country who have at one time or other han-
dled Emerson products. In appointing jobbers
the company announces that the names of the
dealers, orders, etc., in the given jobbers’ ter-
ritory will be turned over at once.

The Emerson Co.'s shipping department has
been moved from its downtown location to 105
Wrest Twentieth street, New York City, a cen-
trally located point with ideal shipping facili-
ties. The whole shipping department has been
reorganized and both the standard records and
the new popular numbers will, under the new
arrangement, get prompt attention and allow
for high-class service.

B. Abrams

In commenting upon the position which the
Emerson record has attained the officers of the
company point out that the Emerson Phono-
graph Co. was for several years the third larg-
est record manufacturer in the United States
and that over 100,000,000 records have been pro-
duced by the company, sonie millions of which
are now in Anterican hoines.

The Emerson Phonograph Co. will shortly
announce the details for marketing a new pop-
ular-priced phonograph under the trade name
“Emerson.” These products will consist of a
complete line of machines including upright
and period models. The workmanship and
woods, etc., as well as the various metal parts
and other equipment, will be of a type that will
merit the appreciation of the large number of
dealers acquainted with the Emerson product.

The officers of the Emerson Phonograph Co.
are B. Abrams, president, and Rudolph Kan-
arek, treasurer. Mr. Abrams is also president
of the Grand Talking Machine Co., of Brook-
lyn, N. Y., which, in addition to operating a
retail establishment, carries on a jobbing busi-
ness of talking machines, needles, records and
music rolls.

OPERATING SUCCESSFUL BUSINESS

Keers Music Shop, of New Rochelle, N. Y.,
Owned by Juliet Keers—Handles Victor
Talking Machines and Okeh Records

New RocHEeLLE, N. Y., September 3.—One of the
most recently established 1nusic stores in this

city is the Keers Music Shop, at 767 Main
street, which is owned and managed by Juliet
Keers. Miss Keers, who in private life is

known as Mrs. A. E. Berry, handles the Victor
line of talking machines, Okeh records, pianos,
musical instruments, etc, and is making ex-
tensive plans for increasing the size of the busi-
ness in the Fall

Miss Keers is well known to the trade in
the metropolitan district, having at various
times been connected with the Baunier Piano
Co., the Rice Music Co., of New Rochelle, and
the S. B. Davega Co.,, New York City.

\V. G. \altz, president of the W. G. Waltz
Co., Victor distributor, of El Paso, Tex., is
planning a visit to the Victor Talking Machine
Co.’s plant in Camden, N. I, early in October.

Something Different.
A Special- Feature Machine.

Solid Woods—No Veneers.

As Good as the Best.
Better Than Many.
WANTED. A few more live dealers.
Exclusive territory given.
Write Department H.

MODERNOLA CO., JOHNSTOWN, PA.
The Modernola Sales Co., Inc.

—

Latest
Improvements

Most Mo dert
or
?h Onogr ap]; S
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2l The biggest drive for Sales
E in SONORA’S History

B ' OW is the time to sell only the best! Buying power is
I \-l coming back. Hundreds of thousands of out-of-

date and inferior phonographs will be discarded.

5 More people will want quality—the quality always asso-
ciated with the famous Sonora.

The new Sonora instruments, built to meet this enor-
- mous and exacting demand—although wonderfully im-
proved and refined—are lower priced than ever.

156,000,000 readers, as circulation is computed, will
have these facts driven home to them through our unprece-

S dented newspaper campaign, which will blanket the country
B this fall.
p Thousands of dollars will be made in the coming season

by those who have sold Sonoras and those who decide to sell
them now. The tireless sales assistance of the great Sonora

) organization will stand behind these dealers.

D With this gigantic harvest ahead it is poor foresight
and a losing policy not to have an adequate stock of

2 Sonoras. Sonora discounts are liberal.

Why wait until the demand forces you to act?
Sell the Sonora now.

|

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

> NEW YORK : 279 BROADWAY |
E) Canadian Distributors: Sonora Phonograph, Ltd., Toronto i

THE INSTRUMENT OF QUALITY _‘

1he Highest Class Talking Machine in the World
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ritory in which you are located will be glad to answer
all inquiries regarding a Sonora agency on receipt of

a letter from you.

Gibson-Snow Co.,

Syracuse, N. Y.

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

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

Hessig-Ellis Drug Co.,
Memphis, Tenn.

Arkansas, Louisiana, Tennessee, Mis-
sissippi.

Kiefer-Stewart Co.,

Indianapolis, Ind.
State of Indiana.

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

M.S. &E,,

221 Columbus Ave. Boston,
Mass.

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

C. L. Marshall Co., Inc.,

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

The Magnavox Co.,
616 Mission St., San Francisco,
Cal.

Washington, California, Oregon, Ari-
zona, Nevada, Hawaiian Islands,
northern Idaho.

Southern Drug Company,

Houston, Texas.
Southeastern part of Texas.

Southern Sonora Company,

310-314 Marietta St., Atlanta, Ga.

Alabama, Georgia, Florida and North
and South Carolina.

Southwestern Drug Co.,

Wichita, Kans.

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

Dcerr-Andrews-Doerr,
Minneapolis, Minn.

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

C. D. Smith Drug Co.,

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

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

Moore-Bird & Co.,

1751 California St., Denver, Colo.

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

Strevell-Patterson Hardware Co.,

Salt Lake City, Utah.

Utah, western Wyoming and south-
ern Idaho.

C. J. Van Houten & Zoon,

Marquette Bldg., Chicago, IIlL
Illinois and Iowa.

Yahr & Lange Drug Co.,

Milwaukee, Wis.
Wisconsin, Upper Michigan.

Sonora Dist. Co. of Pittsburgh,

1214 Arch St., Philadelphia, Pa.

Eastern I.’ennsy]vania, Maryland, Del-
aware, District of Columbia and Vir-
ginia.

Sonora Co. of Phila., Inc.,
2002 Jenkins Arcade Bldg., Pitts-
burgh, Pa.

Western Pennsylvania and West Vir-
ginia.

Long Island Phonograph Co.,

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

Greater City Phonograph Co., Inc.
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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MAKING EXTENDED SALES TRIP

R, W. Moon, of Swanson Sales Co., Visiting
Twenty-five Trade Centers—Many Inquiries
Received From Jobbers and Dealers

Los AnceLes, CAL., September 5—R. W. Moon,
general manager of the Swanson Sales Co., of
this city, distributor of the Swanson portable
phonograph, is at present away on an extended
sales trip, and according to his present plans will
visit twenty-five of the leading trade centers
throughout the country. Mr. Moon will spend
a few days at the Chicago office of the com-
pany, and will then proceed to New York,
where the company has also established offices.

During the past few months the Swanson
Sales Co. has received inquiries from many of
the leading cities and territories asking for
jobber and dealer franchises for the Swanson
phonograph. Mr. Moon is planning to call
upon the majority of these inquirers, and judg-
ing fromn the success already achieved by the
Swanson phonograph, he will have a number
of important announcements to make upon his
return to Los Angeles.

PHONOGRAPHS TO SOOTHE INSANE

Six Machines Purchased by County Supervisor
for Jersey City Insane Asylum

Jersey City, N. ], Septemler 4—Six phono-
graphs have been ordered by Comnty Super-
visor John [. O’Neill, one for each ward in
the County Insane Asylum at Laurel Hill. This
was prompted by observation that the mental
patients at Laurel Hill have appeared to be
greatly soothed by the weekly concerts given
there every Wednesday night under the same
auspices. Under the seating arrangements at
these concerts the insane have the “front rows”
on the lawn, with the tubercular patients seated
above on the first terrace and the almshouse
inmates on the second terrace, and after every
concert this year the imsane have been much
more quiet, those who are naturally noisy,
than before the concert began; hence the idea
of supplying music riglit in the wards by means
of phonographs: Freeholder Frank Boland is
chairman of the County Insane Asvlim Com-
mittee.

Alwin Wild, of Hobart, Ind., has added a
very fine line of talking machines and records
1o his regular business.

NEW SERIES OF SONORA POSTERS

Plan to Issue Two Posters a Month With the
Series Probably Going Through Entire Year

L. C. Lincoln, advertising manager of the
Sonora Phonograph Co., New York, announced
recently that the company had just prepared a
striking new series of posters which he believed
would be received enthusiastically by Sonora
dealers everywhere. It is planned to issue two
posters a onth, the series probably going
through an entire year. Each poster will illus-

ceptionally striking, following the most suc-
cessful and popular foreign poster styles. The
accompanying illustration, showing the first two
posters, hardly does justice to their distinctive-
ness and originality, as the color scheme of each
poster is one of its most important features.

HELP MAKE THE NATION MUSICAL

Under the caption, “Helping to Make Nation
Musical,” the editor of the Vancouver, B. C,
Sunday Sun says:

“Just as scholarships have been given by men

Two New and Very Attractive Posters Issued by Sonora Phonograph Co., New York

trate a scene from a popular opera and the
whole series will form a de luxe catalog of
Sonora product, as each poster will display a
different Sonora model in the natural colors of
the wood.

Mr. Lincoln, who is a firm believer in the pub-
licity value of posters that are attractively de-
signed, devoted considerable time and attention
to the preparation of the new series, and he has
already made plans for practically the entire
year's campaign. The first poster in the series
is called “The Spirit of Music,” and the sec¢-
ond one is a scene from the opera “The Love
of Three Kings.” The color designs are ex-

Ward’s Khaki

No. 3 Straps

“Grade *'D” Cover with °

THE C. E. WARD CO.
(Well-Known Lodge Regalia House)
101 William Street New London, Ohio

Also Manufacturers of Rubberized Covers
and Dust Covers for the Warercom

Moving Covers

Distributors

BRISTOL & BARBER, INC.,
3 E. 14th St.,, New York City

C. L, MARSHALL CO., INC,,
Butler Bldg., Detroit, Mieh,

W. D. & C. N. ANDREWS,
Buffalo, N, Y,

SHERMAN, CLAY & CO.,
741 Mission St., San Francisco, Cal,

Prices of Covers

Net
For table er small machines, witheut
BIFAPB ...vnevercrertvrecssrvrssessscnsons
For cabinet or large machines, without
straps:
Grade D, medium size ........ 50000000 6.36
Grade D, large ~ize ..........00c00000n 6.65
Grade K, medium size ..........co0u00. 6.65
Grade K, large size ..............cc0... 7.36

Grade K has double-weight padding and each
upright corner is reinforced with a 9-inch
strip of quilting of same materials as body.
The medinm cover for any make of machine
corresponds in size to the Vietrola Nos. 10 and
11, Edison Nos. 100 and 150, Columbia Nos.
75 and 100, Sonora, Baby Grand, lwperial and
'roubadour. The large cover is for all larger
c¢abinet machines of any make.
Ward’s Detroit Cover With Straps Attached
The only cover on the market with this spe-
cial feature. It eliminates all pessihility of
straps becoming misplaced or lost.
Medium size ...... OO OB 5 08 0B 0B 0000000 $6.65
Large Bize .......ciciieiiiiiiiiiiionaanas 7.00
Slip-on Dust Covers, for wareroomm and
lome, medium size $1.70, Large size $2.00.
Also complete line of Covers for Console
Model Machine, Prices on application,

to stiimulate interest in trade and in technical
education, just as schools and libraries have been
erected for the poor to enable them to be better
fitted to gain material wealth, so also there
should be funds for the poor to secure a musi-
cal education.

“The talking machine can do much to stimu-
late and prepare the way for such an educa-
tion. \What better outlet could be found for
the surplus funds of philanthropists than the
placing of musical machines in the homes of
the needy? By such philanthropy the poor in
Canada could have the opportunity of hearing
the best in music produced by the finest mu-
sicians in the world. Phonographs could be pur-
chased or rented on the time payment plan, such
as most retail music houses now use, and by
means of a controlled free library of worth-
while reécords of all companies all the musical
literature of the world could be placed at their
disposal.

“Music would thus become a part of the daily
life of the people. This would help Canada to
become a truly great musical nation, and she
would, moreover, develop spiritually as she has
attained material progress.”

CLEVER STUNT AIDS NEEDLE SALES

Rocirorp, ILL., September 2.—The Sandeen Mu-
sic House, Columbia dealer of this city, has
evolved a clever plan to stimulate the sale of
needles and impress on the minds of the cus-
tomers the necessity of frequent changes of
needles for the best results from talking ma-
chines. In each record demonstration booth a
cardboard disk which bears the following mes-
sage has been placed in a conspicuous place:
“Observe—Change needles for each record
played. Use steel needles only once and save
records.”

When you think you have reached the limit
try to beat that record. Even if you do not
succeed in doing so you will at least have the
satisfaction of having tried and undoubtedly
you will have accomplished more than would
have been the sase otherwise.

P
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GOLDMAN BAND RECORDS FOR VICTOR

Famous New York Organization, Under Baton
of Edwin Franko Goldman, Makes Records
of Two of His Popular Marches—Organiza-
tion Has Been Acclaimed by More Than a
Million New Yorkers During the Summer

The admirers of Edwin Franko Goldman,
director of the Goldman Band, which delighted
hundreds of thousands during the Summer
months with its concerts on Coluinbia Green,
New York, will be greatly pleased to learn that
he has closed a contract with the Victor Talk-
ing Machine Co. whereby this organization will
make records for the Victor Co. The Goldman
Band made its first recordings early this month
in the Victor laboratories when two of Mr.
Goldman's very popular and stirring marches,
the “Chimes of Liberty” and “The Sagamore,”
were recorded. These two compositions will
appear on a double disc and will be ready for
the trade probably in November. Other re-
cordings of Mr. Goldman's compositions, as
well as interpretations by this band of the
works of other composers, will appear in the
Victor catalog in due course.

The Goldman Band has won a most unique
place in the hearts of New Yorkers. It is a splen-
did body of artists, and has brought the best
in the domain of classical music as wel]l as the
choicest of popular music to the people of the
city practically without cost, for, thanks to a
number of public-spirited citizens, Mr. Gold-
man has been able to finance this organization
for several seasons. It seems to us the Gold-
man Band should now win a larger measure of
support from the public at large who can ap-
preciate the tremendous cultural value of good
music in the community. A small yearly ap-
propriation from each attendant at the concert
would be the most substantial mark of appre-
ciation of the great work which Mr. Goldman
and his band have accomplished for the devel-
opment of musical taste and appreciation in our
great city.

During the season of twelve weeks which
ended September 8 more than sixty concerts
were given by Goldinan’s Band in New York
City, and it is estimated that nearly a million
people heard its music during the Summer.
The success of Goldman’s Band and its popular
conductor has been so marked that arrange-
ments for 1923 will include a longer season
and possibly a tour of the country.

Through the Victor records of the Goldinan
Band, the merits of this organization will now
be brought to the attention of a wider clientele
of music-lovers throughout the nation.

P. S. KANTNER A VISITOR

San Francisco Columbia Co. Manager Optimis-
tic Over Fall Qutlook

P. S. Kantner, manager of the San Francisco
branch of the Columbia Graphophone Co., ar-
rived in New York recently for a visit to the
executive offices. Mr. Kantner, who was only
recently appointed to the important post he
now occupies, attained phenomenal success as
acting manager of the San Francisco branch,
and, under his capable direction, Columbia
product has advanced steadily in popularity
throughout northern California.

Mr. Kantner states that northern California
is carrying on an extensive advertising cam-
paign at the present time, and that through the
activities of the various Chambers of Commerce
in that section of the country a fund of $1,000,-
000 has been subscribed for advertising its re-
sources. Mr. Kantner reports that merchants
and manufacturers are looking forward to the
biggest Fall business in years and that outside
of the months of April and May California has
felt the business depression only slightly.

The brilliant and speedy worker who occa-
sionally sleeps by the wayside as exemplified in
the fable of the Hare and the Tortoise is very
often passed by the persistent plodder even as
the tortoise passed the hare.

PATHE REORGANIZATION NEAR

Only Matter of Weeks Before Receivers-in-
Equity Will Be Discharged and Pathé Sound
Wave Corp. Take Over the Business

Tle last barrier in the process of reorganiza-
tion of the Pathé Fréres Phonograph Co,,
Brooklyn, N. Y., lhas been passed and it is now
only a matter of weeks before it is expected
that the receivers-in-equity will be discharged
and the newly organized Pathé Sound Wave
Corp. will take over the business of the Pathe
Fréres Phonograph Co. The consent of the
creditors was practically unanimous to the plans
submitted by the reorganization committee and
it only awaited the approval of the banks
holding the mortgage on the large Pathé plant
in Brooklyn. This was recently secured and
immediately plans for the completion of the
reorganization were put into execution.

The record end of the business lhias been phe-
nomenal. Although daily production during
the Summer months has reached a large figure,

the demands now being received are increasing
daily and it is expected that Fall business will
exceed foriner records. The popular price at
which Pathé Actuelle needle-cut records have
been placed continues to stimulate the sales of
these records and the inarket for DPathé
sapphire-cut records is keeping up in a satisfac-
tory manner.

HANDY RECORD CO. INCORPORATED

Papers were filed with the Secretary of
State at Albany, on August 30, for the incor-
poration of the Handy Record Co.,, New York
City, with a capital of $25,000. The incorpora-
tors are: \V. C. and L. M. Handy.

TO ENLARGE DEPARTMENT

Plans for enlarging its talking machine de-
partinent are under consideration by The
Browning Bros. Co, Ogden, Utah. The con-
cern has enjoyed a steady increase in its talk-
ing machine sales.

a. 4

HARPONOLA

The
Phonograph
with the
Golden Voice

The new models are ready,—ready to help you
make big profits on the Fall and Holiday trade.

Ready to build a greater good will for the sweet,
rich and full Harponola tone.

Ready to prove that the mechanical excellence,
always a feature of Harponola Machines, has a
fitting resting place in the superb and graceful
new Harponola cabinets.

Write for the Harponola Proposition

It’s among the most liberal in the trade.

It’s been a huge

profit maker for hundreds of dealers and jobbers,—AND
CAN BE FOR YOU. Write, right now.

THE HARPONOLA COMPANY

101 MERCELINA PARK
CELINA, OHIO

Edmund Brandts, President
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GRAFONOLA OIL and GRAFONOLA POLISH
—To “limber up” the Graionola after re-

turning from summer vacation.
Dealer Service man. He can provide both.

See your

Columbia Graphophone Co.

NEW YORK

SALT LAKE CITY
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Marked Improvement in Trade Despite Labor Troubles—Music TVeek
in October—The Radio Situation—News Happenings of the Month

Saur Lake Ciry, Utan, September 6.—The talk-
ing machine business is rather good, dealers
report, with a very fair demand for instru-
ments as well as records. The portable mod-
els are in demand for school purposes, though
many of these instruments have been sold for
outing purposes. The strikes are hurting busi-
ness somewhat.

It is expected that Music Week—the first
ever held here—will be staged during the Mor-
mon Conference and the State Fair, which are
held the first week in October. Just what form
the festival will take is not known at this writ-
ing. President Norberg, of the Utah Associa-
tion of Music Industries, told your correspond-
ent that the music trade interests were very
anxious to keep in the background as far as
possible, as they did not wish to convey the
impression that they were the only persons
back of the movement and were in it for selfish
reasons. It is likely that the school children
will take a prominent part in the festivities and
President Norberg said that was one reason
why the week was postponed till October, as

it would give the children time to get their
bearings after the Summer holidays.

Oscar W. Ray, manager of the wholesale
Vocalion record department of the Aeolian Co.,
was a recent local wvisitor.

The Ogden store of the Glen Bros.-Roberts
Piano Co. has a novel way of distributing its
free literature. The big Victor dog belonging
to the store is placed on the sidewalk near the
curb and in his mouth is placed a little basket,
which holds the literature. A written invita-
tion to “Take One” is attached to the dog.

Frank Madsen, of the talking machine de-
partiment, Lyric Music Co., Ogden, is home
after a month’s trip to the East, which was
spent on business.

The talking machine department of the
Browning Bros. Co., Ogden, is to be enlarged
in the near future, according to R. G. Thomas,
in charge. Mr. Thomas said new booths,
among other things, would be added.

George S. Glen, president of the Glen Bros.-
Roberts Piano Co., and in charge of the com-
pany’s business at Ogden, reports a brisk de-

1658 Broadway

D

ERANK CROXTON i

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
Sample program and paniculars upon request

P. W. SIMON, Manager

New York City

FONROE S1LVER

JOHN MEYERS |

Famous Eusembles including

Campbell & Burr - Sterling Trio - Peerless Quartet

FRANK. BANTA.

mand for the new console models, especially
Edisons and Victors. Mr. Glen said he antici-
pated a good Fall business, provided the strikes
have not done too much damage.

Henry Gardner, manager of the phonograph
department of the Daynes-Beebe Music Co.,
says business is improving. Mr. Gardner was
in charge of the musical program at the Mor-
mon Temple Excursion at Saltair during the
earlier part of the month. He leads the Tem-
ple Choir.

The Thatcher Music Co., of Logan City, gave
a silver loving cup for the winner of the music
memory contest in Cache Valley recently. This
contest helped the sales of machines and rec-

ords considerably, a member of the firm said.

John Elliot Clark, local Victor agent, his
mother, Mrs. Frances Elliot Clark, and son
have gone to Yellowstone National Park on a
vacation, making the trip by auto. Mrs. Clark
is a brilliant woman and is head of the educa-
tional department of the Victor Talking Ma-
chine Co.

Spencer Eccles, president of the Thatcher
Music Co., of Logan, was a visitor to the fac-
tory of the Victor company some time ago and
says he was much impressed with what he saw.

Radio is not proving quite so successful in
the mountain country as was at first thought.
The head of a local radio company says the
mountains are a hindrance to the transmission
of sound waves. It is hoped, however, that
this may be overcome. Recently a crowd of
2,000 persons, about half the population of a
certain country town, assembled to hear a con-
cert that was being given in Salt Lake City,
but not one word or note was conveyed to
them and the affair was a dismal failure.

William Berry, of New Orleans, has been
made manager of the talking machine depart-
ment of the Glen Bros.-Roberts Piano Co., suc-
ceeding George A. Bolduc, who resigned some
weeks ago to accept a position in the Middle
West. It is not expected, however, that Mr.
Berry will be able to assunie his new duties
till October 1 or later. .

The Utah Phonograph Co. has moved from
Main street to a location on East Third Sotth
street or Broadway near the Municipal Market.

STRONG AUGUST RECORD DEMAND

Dance Numbers Have a Particularly Strong
Appeal, Reports Regal Record Co.

The Regal Record Co., 18 \West Twentieth
street, New York, states that the August de-
mand for records was most brisk. This was
particularly true of dance numbers, and the
sales department reports that “Three O’Clock
in the Morning,” the popular waltz, had one
of the largest sales ever known.

The Regal Co. makes it a special point of
issuing monthly lists which feature the better
sellers and include all the active current num-
bers, as well as some carefully selected titles
that are just coming into popularity.

L.
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“You can't $0 wron
With anyFEISTsong"

WARNING

AL

# ThisMelodyis Contagious!
o Onceyouget it youcant forgetit!

BLACKMAMMY

Europes Latest and Biggest Fox Trot Tune

ARTISTIC BRUNSWICK DISPLAY ROOMS

New York Offices Handsomely Rearranged—
New Equipment Throughout—Model Bruns-
wick Retail Shop for Use of Dealers Is Shown
—Various Brunswick Models on Display

The offices of the phonograph division of
the Brunswick-Balke-Collender Co., New York,
now present a very striking and attractive ap-
pearance after a complete renovation and the
installation of new equipment and fixtures. The
entire offices have been rearranged and a large
display room has been equipped with every
modern convenience known for the retail selling
of Brunswick phonographs and records.

As one enters the main door of the office a
splendid display of all models of Brunswick
phonographs, artistically grouped in the center

The Model Brunswick Retail Shop

of the showroom, is on view. The grouping
_ of these models is impressive, creating an effect
of beauty, and showing to advantage Brunswick
designs and Brunswick craftsmanship. On ivory
panels throughout the room framed pictures of
Brunswick artists are shown, adding a pleasing
touch of color.

In the rear of the display room is shown a
model Brunswick retail shop, equipped with a
complete equipment for the retail dealer, such
as artistically trimmed windows, private hear-
ing rooms, modern record racks and record
counters, and also a showcase containing pho-
nograph accessories. This model shop is fin-
ished in glazed ivory and equipped with floren-
tine lights, all of which typify the ideal Bruns-
wick retail store.

This entire exhibit will remain a permanent
feature of the Brunswick offices and it is ex-
pected that Brunswick dealers all over the East
can come here and get pointers in arranging
their own stores. It is a service which the
Brunswick offices in New York have to offer
dealers that will be appreciated and demon-
strates the co-operation which the Brunswick
Co. is continually striving to give to its dealers.

This progressive move is one of many which

the New York offices are planning for the Fall
and Winter business, and it is expected that
with this new move Brunswick sales totals this
Fall and Winter will show a decided increase,

TIPS

R i ae st ! Ll S

A Means of Time-Saving and Customer-_Saving

S|

“We're out of that record,” replied the sales-
lady, fingering her memorandum pad and pen-
cil, “but if you'll give me your name and ad-
dress we'll get it and send it to you.”

It is difficult for a customer to refuse such
a request, for it serves to impress on him that
his trade is wished for and that the store’s
being out of that number was an exceptional
occurrence rather than a general condition.

Any shop that lets a customer get out with-
out offering such service is overlooking what
ouglit to be an obvious principle: that a satis-
fied customer comes again.

In nine cases out of ten, unless the customer
is in a great hurry for the record, such a re-
quest is complied with.

The salesgirl, in addition to having a memo
of an “out-of-stock” record, has a prospect’s
name and address, which is valuable in itself.
When the record is finally delivered to the cus-
tomer a monthly catalog of current records or
other advertising literature of the store may
be mailed. It would serve not only the usual
purpose of such literature, but might further
impress the customer with the fact that your
store wishes his trade in particular, inasmuch
as he was compelled once to wait or go with-
out.

Consider the opposite course of action and
it will show the value of the above. If the
customer sees no memo made of the record
that is not stocked he will think the store is
not up to date or fully equipped, and he may
feel that his custom is not especially desired.
Having no memorandum, the clerk is likely to
forget to order the number. Perhaps the cus-
tomer calls again for the record and finds it is
not in stock yet. Hijs original impression is
intensified.

So there are three ways in which such memo-

By ROBERT N. STANNARD

S O T R A R T T

T
randa are of value to the phonograph shop.
First—It reminds you to order it. Second—It
gives you a prospect’s name and address.
Third—It favorably impresses the customer if
made before his eyes.

Out-of-stock memoranda may be made to
serve in other ways just as sales records are
for the purpose of classifying customers’ wants
and re-orders. If it is not thought wise to
stock on one call for some particular number,
when a sufficient number of calls come for it it
would be wise to stock it. The “out” memo
gives you an exact record without guesswork.

WHERE PHONOGRAPH IS BARRED

Court in Massachusetts Issues Injunction
Against Use of Phonograph in Public Where
It Annoys Neighboring Merchants

The use of a phonograph at the entrance to
a store for advertising purposes mmay be the
subject for an injunction and damages if the
noise produced by it constitutes a public nui-
sance, according to the decision of Judge De
Courcy in sustaining a previous equity decision
in Suffolk County, Mass., recently.

Owners of nearby stores brought the suit,
and were awarded damages for the “gradual
wear on their nervous systems, in some in-
stances producing headaches,” and an injunc-
tion to prevent overloud tones being played to
attract attention to the store’'s wares was ob-
tained and upheld in spite of the defendant’s
demurrer.

Remember, no band leader can produce fault-
less music if even the humblest player doesn’t
play in the right key. Are you playing in the
right key?

plies.

_“3 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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SERVICE .
Signify
Profits
Rapid Turnover
Promptness
Co-operation

Okeh Records gIve the dealer greatest satisfaction and prof-
it.  We carry a large stock at all times. Consolidated serv-
ice nsures quick delivery of the latest releases, prompt atten-
tion to all orders and the closest co-operation.

Are you recerving your share of profits from the mcreasing

demand for Okeh Records?
White us for full information about an Okeh Agency.

Consolidated Talking Machme Co.

227 W. Washington Street, Chicago, Il

Detroit Branch: 2957 Gratiot Avenue
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Announcing

MARION HARRIS

Exclusive Brunswick Artist

A brand new star in the Brunswick constellation! Another celebrity
already well known to the millions! A famous singer with a personal fol-
lowing on two continents. Whose very name would sell almost any record.

Reigning Queen of Popular Songdom and World-Wide Vaudeville favor-
ite signs exclusive contract with Brunswick.

Her first two Brunswick Records are brilliant examples of her charming
voice and personality as well as the fidelity of Brunswick recording.

No. 2309—I'm Just Wild About Harry
(Song Hit from “Shuffle Along”)

My Cradle Melody (Darky Croon Lullaby)
Accompaniment by Isham Jones’ Orchestra
No. 2310—Sweet Indiana Home
Blue
Accompaniment by Isham Jones’ Orchestra

More Marion Harris Records soon

Brunswick Records can be played on any phonograph

THE BRUNSWICK-BALKE-COILLENDER CO.
Establizhed 1845
CHICAGO NEW YORK TINCINNATI TORONTO

RUNSWIGC K

PHONOGRAPHS AND RECORDS
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EVERYBODY’S T. M. CO. IN NEW HOME

Makers of Well-known Honest Quaker Main
Springs in Attractive Quarters at 810 Arch
Street, Philadelphia—Increased Distribution
of Product at Home and Abroad—Fall Cam-
paign Will Be Vigorously Conducted

PuiLapELPHIA, Pa., September 8—Arch street,
which seems to have become the headquarters
for talking machine wholesale houses in this
city, has added a new neighbor in Everybody’s
Talking Machine Co., which has recently moved
to attractive quarters at No. 810. The entire
street floor and basement have been secured,
thereby affording the maximum facilities for
the conduct of the business. Efficient stock
filing equipment has been installed and the new
quarters greatly exceed the old in floor space.
1t was stated by an official of the company that
this move was made imperative by the remark-
able growth of its business. This company
hitherto conducted its business in a successful
manner at 38 North Eighth street, and has
built up an enviable reputation as the maker
of Honest Quaker main springs. It is also the
manufacturer of motors, tone arms, sound
boxes and other talking machine accessories.
The executives of the company are strong be-
lievers in quality product and have closely
adhered to this policy in the lines which the
company makes.

The distribution of the products of this com-
pany has been greatly increased and Honest
Quaker main springs and other products of
Everybody’s Talking Machine Co. can now be
purchased from coast to coast in the United
States and in Canada, Mexico and Porto Rico
as well. Agents have also been appointed for
foreign distribution. Much care has been ex-
ercised in the selection of proper distribution
and many well-known wholesalers who have
established a reputation for first quality mer-
chandise have been appointed. S. Fingrudt,
secretary of the company, states that with the
co-operation of these distributors the sales of
Honest Quaker main springs during the past
six months have eclipsed any like period in the
history of the organization.

\Vith the distribution well taken care of, an
extensive Fall campaign has been inaugurated.
Mr. Fingrudt stated: “We have selected The
Talking Machine World to bring our message
to the general trade in the United States and
we plan to publish monthly interesting educa-
tional information regarding the importance of
the phonograph mainspring and mica dia-
phragm.”

The various sales representatives of the com-
pany, Philip E. Grabuski, William Braiterman
and Paul Susselman, are energetically calling
upon the trade and have already secured excel-
lent Fall business.

The reason happiness never hatches for somne
people is because they keep chasing the hen off
the nest.—Toledo Blade. 5

W. C. FUHRI'S IMPORTANT POST

Well-known Talking Machine Executive Now
General Manager of Okeh Record Division—
Ideally Qualified for Important New Duties

Otto Heineman, president of the General
Phonograph Corp., New York, announced this
week the appointment of W. C. Fuhri as gen-
eral manager of the company’'s Okeh record
division. Mr. Fuhri, who is one of the best-
known talking machine men in the country, has
been associated with the General Phonograph
Corp. for the past three years as general sales
manager of the Okeh record department, and in

W. C. Fuhri
this capacity has attained exceptional success.

W. C. Fuhri numbers among his personal
friends dealers from one end of the country to
the other, as for over twenty years he has been
identified with talking machine activities. For
many years Mr. Fuhri was associated with the
Columbia Graphophone Co., occupying im-
portant executive and administrative positions
that brought him in close touch with the dealers
throughout the country. His lengthy experience
has given himm a thorough knowledge of every
phase of record merchandising, and, moreover,
has enabled him to thoroughly appreciate the
dealers’ requirements and co-operate with the
retailers accordingly.

During the past year Okeh records have ad-
vanced steadily in prestige and popularity
throughout the country, and this success may
be attributed to the quality of the record plus
the intensive co-operation afforded Okeh job-
bers and dealers. Mr. Fuhri spends very lit-

tle time in New York, preferring to visit the
jobbers and dealers in their respective terri-
tories, and this policy has been an important
factor in the development of the Okeh sales or-
ganization.

DOUBLING GENNETT RECORD OUTPUT

Half of New Presses to Be in Operation on
September 15 and Balance Ready in December

Ricumonp, IND., September 7—The Starr Piano
Co. makes the important announcement that
work has started on the proposed doubling of
the output of Gennett records in an effort to
meet the steadily increasing demand for those
records. The first additional battery of presse
for that purpose is now in transit to the fac
tory and it is hoped to have them set up and
in operation by September 15. Sufficient equip-
ment to double the present record output is
scheduled to be ready for operation by Decem-
ber 1. When all the new presses are in opera-
tion at capacity the output will be 30,000 Gen-
nett records per day.

Despite the increased facilities the company
expects to have some difficulty in meeting the
record demand in full during the Fall and Win-
ter mnonths inasmuch as the record business of
the company has increased almost 300 per cent
over that of last year, with an even larger per-
centage on phonographs.

E. L. BROWN SUCCEEDS E. L. GARLAND

Edw. Strauss Announces Mr. Brown’s Appoint-
ment As Brunswick Representative for New
Jersey—Well Equipped for This Position

Edward Strauss, manager of the New York
offices of the phonograph division of the Bruns-
wick-Balke-Collender Co., recently aunounced
that E. L. Brown, well known in talking ma-
chine circles in New York City, has been ap-
pointed Brunswick representative for ihe State
of New Jersey, taking over the territory left va-
cant by E. L. Garland, who has resigned. Mr.
Brown is well versed in talking machine selling
and comes to the Brunswick Co. well equipped
to take over this active territory, and already
he has shown that he can offer the Brunswick
dealers a service that is bound te win for him
many fast friends.

ANOTHER POST FOR IRWIN KURTZ

Irwin Kurtz, well known in the metropolitan
district as a live talking machine dealer, and
president of the Talking Machine Men, Inc.,
has becen appointed by Judge Mack to act as
receiver for a men’s furnishing concern at 237
Sixth avenue, New York, which has filed a
bankruptcy petition, Mr. Kurtz is
lawyer.

also a

Life is not so short but that there is alwavs
time for courtesy —Emerson.

ZENDA

THE COAST TO COAST SENSATION

from Rex Ingram’s

“PRISONER OF ZENDA”

FOX
TROT

Published by BELWIN, Inc., 701 Seventh Avenue, New York, N.Y.
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MAIN SPRING and PARTS FOR ALL MOTORS and MACHINE

COLUMBIA

No. ‘Price each
2951 Columbia matn sprinES.......co00uuuunnn $0.33
3451 Columbia spring barrel head...Complete 0.75

5008 Spring. barrel winding gear, old style.. 0.75
3834 Spring barrel winding gear. new style.. 0.75
604 Needle cups Per 100 2.00
f06 Needle cup corvers...... weee....Per 100 1.00
5106 First intermediate gears........ Complete 0.40
5107 Second intermediate gears...... Complete 0.40
12537 Worm gear for single-spring motor. 0.40
12336 Bevel pinion single-spring motor........ 0.35
12333 Bevel pinion, regular style . 0.75
12334 Bevel pinion, latest st¥le............... 0.75
12235 Bevel pinion for old-stvle double spring. 0.50
12332 Bevel pinion disk shaft........ Complete 1.00
13496 Male winding pinion...... o Xt 500 0.30
12496 Female winding pinion.. 0.30
36v4 Governor shaft 0.40
11778 Driving shaft..,. ..Complete 0,50
13796 Gorvernor balls.. ..Complete 0.08
3550 Governor springs ..Per 100 1.00
6739 Stylus bar ......0........ ..Complete 0.35.
5010 Universal attachinent ... amg-oroprs » M0E3D
13228 Winding crank, 3 SiZeS......cevvecenses 0.35
Columbia Governor Screws....... Per 100 1,00
Columbia Barrel Screws, No. 2621.Per 100 1.00
Columbia Sound Box Thumb Screws.Per 100 1.50
MEISSELBACH
Price each
P9764 Main springs for motors 1G. 17, 19.. $0.50
P9765 Main springs for motor No. 12...... 0.30
CP332 GoOvernor .....i.,»eee.s.....Complete 1.50
P1304 Governor shaft., new style........... 0.50
P1505 Governor shaft, old style............ 0.50
AP533 Governor ball ............. Complete 0.10
CP644 Turntable shaft Nos. 16. 17, 19..... 1.50
CPG45 Turntable shaft for No. 12....,..... 1.25
AP697 Spring barrel cup for Nos 16, 17, 19 0.50
AP698 Spring barrel cup for No. 12., 0.50
CPl113 Spring barrel shaft and gear.. 0.60
P1529 Brake lever, bottom plate..... 0.10
PG04 Brake lever, top plate............ 0.10
AP528 Winding shaft for Nos. 16, 17, 19.... 0.50
AP529 Winding shaft, stmight cut Nos. 16,
17 09 o SR B BT APty 0.50
AP530 Winding shaft, smral cut, for 10; 12 0.35
AP531 Winding shaft, straight cut, for 10; 12 0.35
AP391 Brake lever......c.ccccceceescenone . 0.35
CP3536 Intermediate gear for Nos. ly, 17. 19 0,90
M Winding cranks, 3 SiZ8S...ccccceeesne 0.75
140 Speed indicatOr ...,ccqeececccecces . 0.45
HEINEMAN
Price each
CP5226 Governor ..... Q0 000ldb 5365000 Complete $1.50
CP9799 Turntable shaft ............ Complete  1.50
AP9924 Governor balls, 33; 77; 44.,........ 0.10
AP9925 Governor balls for No. 3b.. .. 0.10
P5004 Governor pinion for No. ¥ 0.25
P5003 Governor shatt ........... 0.50
CPY629 Speed indicator .......cceoee .¢ 0.45
Py764 Main spring for No. 33 or 77. . 0.33
P9765 Main spring for No. 36....... 0.25
P9i66 Main spring for No. 44. 0.60
APY778 Spring barrel cup for No. 33 or 0.50
AP9779 Spring barrel eup for No. 36........ 0.50
AP9780 Spring barrel cup. tor No. 44... . 075
PY762 Winding shaft for motor No. 33.... 0.60

Pyges ~Winding shafvfor mowr No—98 040

5304 Winding shaft for No. 44 or i7..... 0.75
5007 Escutcheonl .............. Compiete 0.15
AP9409 Turntable brake .................... 0.15
AP10072 Winding crank. 3 sizes.............. 0.75
VICTOR
Price each
5012 Winding gear .........ccee.-. . $0.60
5013 Turntable gear, straight cut, small tceth. 0.35
5014 Turntable gear, large teeth straight cut.. 0.35
5015 Turntable gear, small teeth, spiral cut.. 0.35
5016 Turntable gear, big teeth. spiral cut.... 0.35
5021 Rubber back for exhibition box....... 0.25
5017 Rubber back for No. 2 sound box.. 0.25
3018 Governor collar .... 0.15
5019 Spring barrel shaft 0.60
3020 Stylus bar for No. 2 box..... 0.35
5022 Stylus bar for exhibition box. 0.25
3011 Attachment for vertical cut record.. 0.25
Governor springs, for Victor. A...Pex 10U 1.00
Governor screws, for Victor...... Per 100 1.00
Governor balls, new style, for Victor.... 0.08
Needle arm screws for exh. box, per 100. 1.50
Needle arm screws for No. 2 box, per 100 1.50
PARTS—HARDWARE
Price each
5000 Crown gear for Blick motor............. $0.25
5001 Crown gear for Melophone motor.. . 0.25
5002 Crown gear for Heineman No. 0 0.25
5003 Tone-arm goose neck for Independent arm 0.25
5004 Governor pinion for imported motor...... 0.25
5005 Tone-arm base for Independent arm...... 0.25
Automatic nickel-plated 1lid supports. . 6.22
Automatic gold-plated lid supports...... 0.45
Pieno hinges, nickel-plated, 15% in, long 0.22
Highly nickel-plated needle cups..Per 100 2.00
Covers fOr CUDS..cccvevneenecnnns Per 100 1.00
Highly gold-plated cups.......... Per 100 7.00
Needle cup covers, gold-plated....Per 100 5.00
Turntable felts, 10-in., round or square.. 0.15
Turntable felts, 12-in., round or square.. 0.18
Motor bottom gear for Tritom motor...... 0,20

FAVORITE MFG. CO.
105 East12th St.,, New York

Tel. 1666 Stuyvesant

COMPONENT PARTS FOR COLUMBIA MOTORS
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SILENT WINDING

Four 10-inch Records.

Winding,

¢ 4 SILENT RUNNING

M No, 4

SPECIFICATIONS FOR M 4—Double Spring, Motor Playing

Cast Iron Frame.

Worm Drive.
Ratchet device that prevents clicking furnished complete,

Beveled Gear

with graduated regulator, winding key of desired size, turntable stop
working under turntable, fibre-back escutcheon, washers screws, felts;

also 12-inch
for high-gra

turntable, covered with all-wool felt.

de machines.

Built espec1a11y

Monthly Price List

Big Reductions on

Main Springs

Price each
2 ln X 0.22 x 16 ft., Meisselbach No. 18....... $1.25
2 in. x0.25x 16 ft. for Edison ..... . 1.25
13 ln X 0.22 x 17 ft., reg. for Victor... 0.60
1% in. X U.22 X 17 te., Vietor. bent arbor. . 0.60
13- 10 in. x0.25 x 16 ft., Hemneman No, #4.. 0.60
1% in. for Edison Dm: ........................ 1.25
o m x0.25 x 12 ft., Heineman No. 32 and 7. 0.33
1 in, x0.25x 16 ft., oblong hole, for Meissel-
. bach, Sonora and IKrasberg............. 0.50
1 in, x 0.28x 10 ft., for Columbia ........... 0.33
1 X 0.22 x 10 ft., for Columbia 0.30
W m_ Xx0.20 x 13 ft., for Victor .......... .. 0.33
1 in. x0.20 x 13 ft,, for Victor, bent arbor.... 0.33
% in. x 0.23 x 10 ft., for Blick motor 0.30
% in. x 0.25 x 10 ft., oval bole....... 0.28
% in. x 0.22x §ft., German motor 0.25
% in. x0.22x 8 rt., for Swiss motor. 0.22
% in. x 0.25 x 11 ft., for Edison ..... 0.22
1 in.x0.25x19ft, for Brunswick .. 0.60
in. x 0.22x 9ft, for Meisselbach No. 12... 0.30
MICA DIAPHRAGMS
Pri
1 23-32 in. Victor Ex. Box, first grade....... ‘ceseoailsl
1% in., new Victor No. 2 very best... 0.18
131-32in., for Sonora ............. . 0.20
21-16 in., for Meisselbach box. , 0.22
2% in., for Pathé new style...... 0.35
2 3-16 in., for Columbia No. 6...... .. 0.25
29-16 in.. for Pathé or Brunswick............ 0,45
SAPPHIRES
Price each
Pathé, very best, loud tone, genuine........... $0.12
Pathé, soft tone, ivory setting....... 0.18
Pathé, soft toune, stecl setting.... 0.10
Edison, very best, medium tone.. 0.18
Edison, very best, loud tone.. ...0.15
Edison, genuine diamond............ecceeeen.n 1.25
STEEL NEEDLES
Price each
Brilliantone, all tODES....cceeueeeeneen Per 1000 $0.45
Blue Steel Reflexo. Der Package.............. 0.07'4
Gilt-edged Needles, per package 0.05
Wall Kane Needles. per package... 0.05
ATTACHMENTS
mn Gold or Nickel-Plated
Price each
Kent, for Vietor arm .........c.oe... PO §0.
Kent. for Edison with C box.. . 2-50
Kent, without hox for Edison.......... 1.00
Universal old style, for Victor tone-arm. .o LIS
For Columbia, plays Vertical records........... 0.25

MOTORS

Distributors for Heineman and Meisselbach Motors.

Best Prices. Immediate Deliveries
Price each
No. M. complete with 12-in. turntable 4.50
No. 36, complete with 12-in, turntable..
No. 337 complete wilh 1Z-1A. turntable..
Imported single-spring, 10-in. turntable
TONE ARMS
Price each
No. K. with sound bex..................... wSlo
No. P. nickel-plated without sound box... 2. 75
No. P. gold-plated ..o.vveennennnoeennns 4.50
No. M, ton arm. Meisselbach sound box.. 4.75
No. M. gold-plated 7.50
SOUND BOXES u
Price each
No. B-1 Bliss Sound Box. it Victor........... $1.25
No. B Balance, fit Vietor............. .. 0.75
No. F Favorite, fit Victor............ 1.75
No. I Nickel-plated. loud and clear.. 3.00
No. I Gold-plated, loud and clear. for 0! 4.50
No. M Nickel-plated. mellow tone. for Victor. 1.75
No. M Gold-plated, mellow tone. for Victor 2.25
No. G Nickel or gold-plated. fit Victor..... 1.00
No. P Gloria patent, extra loud...... 3.00
No. P Gloria, gold-plated........ .. 4.00
No. H Imported nickel-plated...........c.ccoune 1.2§
ILSLEY LUBRICANT
5-1b. Can
1-1b. Can ..
4-0z. Can
DELIVERY ENVELOPES
Price each
40-1b. Brown Kraft 10-in. per 1.000......... ... $7.50
4u-1b. Brown Kkraft 12-in. per 1,000............. 9.50
GENUINE
HOHNER HARMONICAS
Price each
1896 dlarine Band. any key. per doz........... $4.50
1896 Full Concert, per doz........... %o

21415 Vestpocket Harp. per doz....
151 Marire Band Tremolo, per doz.

G0G Echo {double-sided), per doz..
34B The 0ld Standby. per doz....
132 Hohner Band. per dozZ......c.cveiiinnanen
Complete revolving stand with 3 doz Harmon-
icas, 32 inches high., mahogany............ 26.50

FAVORITE MFG. CO.
105 East 12th St., New York

Tel. 1666 Stuyvesaat '
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ANNOUNCE NEW LONG CONSOLES

Two New Cabinets With Wood-paneled Doors
Now Ready for Trade—New Prices An-
nounced on Other Long Consoles

H. C. Naill, of the Geo. A. Long Cabinet Co.,
Hanover, Pa.,, manufacturer of Long consoles
and record cabinets, was a recent visitor to
New York. While here he introduced to the
trade two new Long consoles which will be
known as Nos. 608 and 610. These new cabinets
are equipped with wood-paneled doors and pro-
vide a splendid housing for the Victrola VI, with
shelves for albums.

These recent additions to the Long console
line have been received enthusiastically by all of
the dealers who have had an opportunity of see-
ing them, and Mr. Naill is making arrangements
whereby the factory capacity of the Long plant
will be enlarged in order to give the trade max-
imum service and co-operation during the Fall
and holiday season.

The widely known Long consoles Nos.
601 (Colonial), 602 (Louis XV) and 603 (Chip-
pendale) are still retained in the Long line at
prices lower than heretofore. Mr. Naill ex-
pects that there will be a tremendous demand
for these cabinets diiring the next few months,
and factory facilities have been provided ac-
cordingly.

The Geo. A. Long Cabinet Co. was the
pioneer in the introduction of console cabinets
to accommodate the Victrola VI and Victrola
IV, placing these cabinets on the market some
two years ago. The cabinets met with immediate
success and are now being merchandised by
dealers throughout the country.

There is no truer test of a man’s qualities for
pcrmanent success than the way he takes criti-
cism. The little-minded man can’t stand it. It
pricks his egotism. He “crawfishes.” He makes
excuses. Then, when he finds that excuses
won’t take the place of results, he sulks and
pouts. It never occurs to him that he might
profit from the experience.——Thomas A. Edison.

H. N. McMenimen

Consulting Engineer

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

Recording, Plating and
Pressing

Motor, Tone-Arm and
Reproducer Design

Patent and Model
Development

Sales Promotion and
Advertising Plans

Laboratory:

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

2 Rector Street, New York
Tel. Rector 1484

HAWAIIAN MUSIC AGAIN POPULAR

L. L. Leverich, Columbia Advertising Manager,
Gives Interesting Views on Timely Subject—
Popularity of Hawaiian Music Is Increasing

The Columbia Graphophone Co. will include
in its October list an interesting record by
Ferera’s Hawaiian Instrumental Quartet, repre-
senting something new and different in the way
of Hawaiian music. Two Hawaiian guitars, a
violin and a flute make up the quartet, and the
combination is ideally suited to satisfy the re-
quirements of admirers of Hawaiian music.

Commenting upon the recent demand for mu-
sic of the Hawaiian type, Lester L. Leverich,
advertising manager of the Columbia Grapho-
phone Co., stated as follows in a recent chat
with The World:

“The keen observer will note that such things
as advertising, art, modes and music travel in
cycles. There are styles in music just as there
are stvles in gowns. These styles come into
vogue, flourish for a time, then pass on—but only
temporarily. Sooner or later they make their
complete swing around the circle and come back
to the attention of Mr. and Mrs. Public De-
mand. They may be cut a trifle differently here
and shaped somewhat differently there, but
fundamentally they are the same styles that
flourished months or years before.

“Looking back a few vears we come to the
period in which Hawaiian music set the style.
What started it is difficult to say. The consen-
sus of opinion scems to be that it was borne in
on the tidal wave of desire for things Hawaiian
created by Laurette Taylor when she presented
‘The Bird of Paradise.’

“Columbia was among the first of the record
manufacturers to list Hawaiian numbers in an-
ticipation for the demand for the mysterious,
weirdly wistful South Sea melodies brought to
our shores on the singing wires of the Hawaiian
guitar and the ukulele. Then, for a time, the
minds of the people passed on to other mu-
sical styles—styles too numerous to mention, for
the public taste is a fickle one.

“Slowly, but surely, however, the long pen-
dulum is swinging back. The strong breezes are
starting to blow in again off the Pacific carry-
ing with them this message from the land of
perpetual sunshine—'Hawaiian music is coming
back.’ Many signs point out the truth of this
message. The outstanding hit of ‘Good Morn-
ing, Dearie,” which just closed after a phenome-
nal run on Broadway, was a Hawaiian air. You
all know it—'Ka-Lu-A." One of the most-talked-
of numbers of this year’s ‘Follies’ is a Hawaiian
number, ‘Neath a South Sea Moon.” Everyone
hums it or whistles it coming out of the theatre
and for days afterwards.

“At the beaches, every group of bathers has
its little bobbed-haired flapper with her ukulele.
Sitting in the middle of her circle of admirers,
she strums away while everyone joins in the

chorus. No matter what they sing, they always
end up with ‘Aloha Oe.’ Again the Hawaiian
atmosphere. Does the flapper keep up-to-date?

We'll say she does.”

L. A. JACOBI RESIGNS

L. A. Jacobi, for the past two years manager
of the Newark, N. J., store of Landay Bros., re-
signed early this month and announced his in-
tention of taking a much-needed rest and va-
cation. Mr. Jacobi, who is well known in the
retail and wholesale field, has not definitely de-
cided on his plans for the future, but is giving
deep consideration to going into the retail bus-
iness for himself,

ENLARGE VICTOR DEPARTMENT

The B. S. Porter Son Co., Lima, O., has re-
arranged its entire store and enlarged the Vie-
trola department to take care of the growing
business. Wm. M. Snyder, in charge of the
section, states a fine increase is recorded in both
city and country sales.

$350,000 DEAL IN LIMA,—O.

Rowlands Bros. Buy Business of Harmon Fur-
niture Co., Including Large Talking Machine
Department—Will Be Made Part of Chain

Lima, O., September 2.—A Lima transaction nf
more than ordinary importance was the sale of
the F. E. Harnion Furniture Co. to Rowland:
Bros. The deal embraced the store building and
the entire stock, including the Victrola and Edi-
son talking machinc and record stocks.

The new owners, Chas. H. Rowlands, of Co-
lumbus, O., and Alfred R. Rowlands, Mansfield,
O, are two of the foremost and largest owner:
of chain stores in the country. They now con-
trol thirty stores. The approximate cost of the
building and business is said to be $350,000. The
structure, which is five stories, will be improved
and a complete new stock installed.

The Paulin Music Co., Santa Barbara, Cal,,
has filed articles of incorporation.
is capitalized at $100,000.

The concern

KODISK

A Metal Disk for Home
Recording

Kodisk Recorder fits all phonographs.

Kodisk Recorder uses a steel needle to
record and reproduce.

Kodisk Recorder is simply constructed.

Kodisk Records play on any phonograph
the same as regular records.

Send for a sample set.

List price of Kodisk Recorder and twelve
8 inch double Kodisk Records, $13.20.

Regular trade discount.

Write for our 100-page encyclopedia con~
taining illustrations and prices of

Outing, Swanson, Plymouth, Standard,
Orpheus and Stewart Portables

Radio Apparatus

J Jones Motrola
Recordola
Attachments for Edison, Victor

and Columbia
Albums and Album Sets
Bubble Bocks
Cabinets, Record and Roll
Record Carrying Cases
Corrugated Boards 4
Moving Covers
Dust Covers
Dancing Toys
Envelopes, Record Delivery
Stock and Supplement

Geer and Gold Seal Repeaters
Needles, Steel and Tungsten
Fibre Needle Cutter
Display Fixtures
Record Lights
Lubricants

_ Motors
Nameplates
Piano and Duet Benches
Player-Piano Cleaner
Polishes
Record Cleaners
Tonearms and Sound Boxes
Springs
Strings

The Cabinet and Accessories Co.

Incorporated
OTTO GOLDSMITH, Pres.

145 East 34th St. New York

Our new headquarters after October 1st will be
3 WEST 161h ST., nearFiith Ave., New York
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Announcing
EMERSON OCTOBER RECORDS

Shipments Begin September 15th

POPULAR DANCE RECORDS POPULAR VOCAL RECORDS
!DA\CI\G FOOL (Fox-trot)....... .Emerson Dance Orchestr N {\IAK\ DEAR. Sung by . .. .Charles Ila
10538 | SOOTHING (Fox-trot ) .................. " Sydney Kle el O rolicsir 10545 | SWEET INDIANA HOME.  Su ng by Lewis James & "Elliott Sha:
NOBODY LIED (Fox-trot) ................. Strand Dance Orchestr
“’539{000000 (Fox-trot) . .Empirc State Dance Orchestr STANDARD RECORDS
) {THF SNEAK (Fox-trot). .Globe Music Maste - {A\IFRICA Male Quartet. .Criterion Male Quartet
10540 | sAY IT WHILE I)\\CI\G ‘(Fox-trot) . .Globe Music Maste 10514 | STAR SPANGLED BANNER. Male Quartet..Criterion Male Quartet
JUST BECAUSE YOU'RE YOU (F ox-trot)...Glo b Mu ic Maste
ms‘“{FAG(‘I\-\TIO\ (Fox-trot)...... .Emerson ce Orche i NOVELTY AND COMEDY RECORDS
GEORGETTE (Fox-tro 1) ivinreneneeen. . S¥ Sydney Kleefeld Orchest " {THE MOCKING BIRD. Monolog.