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The Highest Class Talking Machine in the World

THE INSTRUMENT OF QUALITY ::

Hepplewhite
Traymore de Luxe

$675

Sonora Keeps Pace with

Public Demand

ONORA dealers have the satisfac-

tion of knowing that the wide
range of Sonora models and prices
automatically opens up to them their
entire local phonograph market, creat-
ing a large field of sales containing
remarkable possibilities.

The strikingly attractive model illus-
trated here 1s only one of many which
make up a selection ranging from the
Portable, selling for the low figure of

sixty dollars, to the superb Bardini, the
instrument par excellence, hlghest
priced and highest quality phono-
graph on the market today.

Our new catalog, illustrating and de-
scribing the complete Sonora line, is
just off the press. This catalog cells
vou the story of a meritorious product,
whlch combined with our merchandis-
ing proposition, is distinctly worthy of
your consideration. Send for it today.

SONORA PHONOGRAPH CO, Inc.

279 BROADWAY, NEW YORK

Canadian Distributers:
SONORA PHONOGRAPH, LTD., TORONTO




T'he Talking Machine World

Vol. 19. No. 8

New York, August 15, 1923-

EMANUEL BLOUT TO HANDLE PIANOS

Well-known Talking Machine Dealer to Install
Piano Departments in Stores in New York
City, Poughkeepsie and Bayonne—Leases Fine
New Quarters at 2786 Broadway, New York

Emanue! Blout, well-known dealer in Vic-
trolas and Victor records in New York, has
arranged to install complete piano departments
in his several stores. Several well-known makes
of pianos have already been selected and the
complete line to be handled will be announced
shortly. The Blout stores, in addition to the
headquarters in New York City, include one
in the Fordham section of New York and others
in Poughkeepsie, N. Y., and Bayonne, N. J.

Mr. Blout, who has occupied a large store at
the corner of 108th street and Broadway for
the past twelve yecars, recently sold the prop-
erty and has leased a new location at 2786
Broadway, between 107th and 108th streets, with
a large “L” running to the latter thoroughfare.
The new quarters, comprising several thousand
square feet, include a commodious basement for
the storage of reserve stock. A fine new front
has been built in the Broadway side and the
interior is now being decorated and equipped
in an elaborate manner. The Broadway section
will be given over to a talking machine depart-
ment, with a generous battery of sound-proof
booths and record racks to take care of the
business, and the piano department, which will

be in direct charge of Sam Semels, will be'.

located in the “L.”

Mr. Blout, who has been spending the Sum-
mer in Maine with his family, has come down
to New York each week to observe the progress
made in arranging the new quarters, which will
be open to the public on September 1. The

new store is located in an exclusive residential .

section where Mr. Blout has built up a very
substantial talking machine business.

COMBINES BUSINESS AND PLEASURE

A. H. Curry Spends His Vacation Calling on
Members of the Trade in the Northern New
York and Canadian Territories

A. H. Curry, vice-president in charge of the
phonograph division of Thomas A. Edison, Inc.,
left the early part of August for a combination
vacation and business trip, on which he was ac-
companied by Mrs. Curry and three of their
children. The first stop was at Buffalo, where
he boarded a boat to Toronto. In this city
he called on the Edison jobbers, R. S. Wil-
liams & Sons Co., Ltd. He then proceeded by
boat to Montreal, where he visited the Edison
jobbers in that city, which is also the R. S.
Williams & Sons Co., I.td. The itinerary, then,
was by boat to Quebec, and from there by train
to St. Johns, New Brunswick. Here he con
ferred with the Edison jobbers, W. H. Thorn &
Co., Ltd., and from there he is to go by boat
to Boston, and from Boston home. In Boston
he will confer with the local Edison jobbers, the
Pardee-Ellenberger Co. Mr. Curry is expected
back in Orange about August 20.

ARTISTS FOR EDISON TONE TESTS

The Edison tone test Fall season is now
rapidly getting under way and on quite an ex-
tensive scale. The Edison artists who will
cover every section of the country during the
forthcoming season include Helen Davis, Victor
Young, Elizabeth Spencer, Harold Lyman, Glen
Ellison, Sybil Sanderson Fagan, Walter Hill,
Marie Morissey, John Glockner and others.
Edison dealers, realizing the value of this unique
form of sales promotion, are still making book-
ings with their respective Edison jobbers.

NOTABLE RECEPTION FOR WHITEMAN

Special Committee Welcomes Popular Orches-
tra Leader Upon Return From England—
Unusual Stunts Feature Welcoming Program

Paul Whiteman, the prominent and popular
dance orchestra leader and exclusive Victor
record artist, returned to New York with his
orchestra aboard the “l.eviathan” on Monday,
August 13, after having filled an engagement
of several months in England, and it is doubt-
ful if any musician ever received a miore elabo-
rate welcome to his home country.

When it was learned that Mr. Whiteman was
hiomeward bound a special welcoming commit-
tee was organized, with Phil Kornheiser, pro-
fessional manager for LLeo Feist, Inc., the music
publishers, as chairman, and with a number of
prominent musicians, music publishers and talk-
ing machine men as committee members.

The official cominittee went down the bay on
a specially chartered steamer to welcome
Whiteman, being accompanied by a large band,
as well as members of the staff and chorus of
“Little Jessie James.” Musicians in airplanes
and others floating about in safety suits were
features of the reception program.

On Tuesday evening, August 14, a banquet
was tendered Mr. Whiteman and his orchestra
at the Waldorf-Astoria, with William Collier as
toastmaster.

G. F. SCHAFER IN FINE NEW STORE

Prominent Batavia, N. Y., Dealer Opens Artis-
tically Arranged Quarters

Baravia, N. Y. August 7.-~George F. Schafer,
prominent music dealer, of this city, opened his
attractive new warerooms at 52 Main street this
week. The fixturés and decorations are the
most modern obtainable, having been installed
by the Van Veen Co., of New York, specialist
in designing store interiors. This establish-
ment, which is about twice the size of the for-
mer store, is, without question, one of the most
attractive in this part of the State and the large
stock of Columbia machines, pianos and musical
instruments of all kinds makes this an ideal
place for shopping for musical instruments.

TALKING MACHINE INCORPORATION

A charter of incorporation has been granted
to the American Music Sales Co., of Wilming-
ton, Del., under the laws of the State to deal
in talking machines with a capital of $50,000.

The sudden death of President Warren G.

Harding, which occurred in San Francisco on
’Augusl 2, while he was en roule home from a

visit lo Alaska, cast a pall of sorrow over
the “entire country. It marked the passing of the
head of the nation as well as an individual who,
through his noble and amiable character and high
ideals, had endeared himself to the people as a
whole. President Harding was a martyr to duly,
for the weakened condition that brought about his
death was due primarily. to his great and constant
aclivity in office.

The death of the President was a particularly
sad blow fo the music industry, for he was a
lover of music and had gone on record on numer-
ous occasions as lo his inleres! in the propagation
of the art.

The talking machine industry joins with the
people of the United States at large in paying a
last sad Iribule {o the (weniy-ninth President, who
was thus cul down in the middle of his execulive
aclivities for the benefil of the nalion.

Price T'wenty-five Cents

OUR EXPORTS OF TALKING MACHINES

Export Figures on Talking Machines and Rec-
ords Show Increasing Tendency as Compared
With Last Year—Our Buyers Abroad

WasningroN, D. C, August 8.—In the summary
of exports of the commerce of the United States
for the month of May, 1923 (the latest period
for which it has heen compiled), which has just
been issued, the following are the figures bear-
ing on talking machines and records:

Talking machines to the number of 6,065, val-
ued at $215,430, were exported in.May, 1923,
as compared with 3,736 talking machines, valued
at $142,016, sent abroad in the same period of
1922. The eleven months' total showed that we
exported 55,446 talking machines, valued at
$2,127,948, as against 33,687 talking machines,
valued at $1,392,561, in 1922,

The total exports of records and supplies for
May, 1923, were valued at $161,154, as compared
with $110,598 in May, 1922. The eleven months
ending May, 1923, show récords and accessories
exported valued at $1,109,707, as compared with
$1,385,479 in 1922,

The countries to which exports were made in
May and the values thereof are as follows:
France, $2,182; United Kingdom, $3,656; other
Europe, $13,278; Canada, $47,077; Central Amer-
ica, $7,003; Mexico, $18,367; Cuba, $7,493; Ar-
gentina, $5,936; other South American countries,
$15,125; China, $9,118; Japan, $37,483; Philippine
Islands, $5,903; Australia, $13,960; Peru, $9,028;
Chile, $5,783; other countries, $14,038.

BROOKLYN DEALER OPENS NEW STORE

Ormonde Music Shop Holds Formal Opening—
Maine H. Rountree’s Orchestra Scores Hit

Herchenroder Bros.,, owners of the Ormonde
Music Shop, 1314 Fulton street, Brooklyn, N. Y.,
recently purchased the Victor store of Abraham
Lesser at 114-15 Boulevard, Rockaway Park,
L. I., which will be conducted hereafter under
the name of the Ormonde Music Shop at the
same address. The feature of the opening of
the new store was Maine H. Rountree and His
Orchestra, which drew a capacity crowd, in
spite of inclement weather. Mr. Rountree con-
ducted his orchestra, which played the latest
dance hits and which incidentally was respon-
sible, in a great measure, for the sale of an ex-
ceptionally large number of dance records.

GALPERIN MUSIC SHOP IN NEW HOME

CHArLESTON, W. VA, August 8—The Galperin
Music Shop, of this city, and one of the largest
music houses in the State, has recently moved
into its new four-story building at 17 Capitol
street, two doors removed from its former loca-
tion. The concern features Victor machines
and records, Columbia machines and a complete
line of other musical instruments and supplies.

AMERICAN MUSIC CORP. CHARTERED

WiLMmINGToN, Det., August 8—The American
Music Corp., of this city, has been chartered
under the laws of this State, with a capital of
$£1,200,000, to deal in Deca Disc automatic coin
operated phonographs. Incorporators are M
L. Rogers, L. A. Irwin and W. G. Singer, all of
this city.

ADDITIONS TO TRAVELING STAFF

The Phonograph Corp. of Manhattan, Edison
jobber in the metropolitan district, recently an-
nounced three additions to the general traveling
staff. They are J. T. Jackman, G. T. McCrea
and Herbert C. Suyder. Further additions are
planned in the near future.

See second last page for Index of Articles of Interest in this issue of The World



4 THE TALKING MACHINE WORLD

Avcust 15, 1923

Developmg Home Terrltory in Summer

Why Stay-at-Homes Can Be Sold More Expensive Instruments in
Summertime if a Vigorous Sales Promotion Drive Is Prosecuted

Much has been said and written concerning
the opportunities of making sales of machines
and records to those people who go away on
vacations during the Summer months, with the
portable tvpe of instrument as the ideal machine
to push in most cases, especially to campers,
owners of small cottages, etc. While this is
an avenue to sales which the wise talking ma-
chine dealer will make the most of, there is still
a greater field for the sale of both machines
and records right at home. When all is said
and done a surprisingly small percentage of the
people who are logical prospects go away for
vacation at the- seashore or mountains and of
these by far the largest percentage go away
only for two weeks to a month, so that the
vacation exodus is at no time a serious inatter
for the dealer to contend with. To hear some
talk one would think that practically all of the
residents of a community rushed away at the
first sign of really warm weather, to remain
until the early Fall.

Vigorous Drives Bring Business

There are some dealers, and these are the
ones who are doing the largest business right
now, who have already instituted vigorous camn-
paigns for the remainder of the Summer and
Fall, These are the merchants who have taken
advantage of every opportunity to make sales.
They have tied up their advertising with ad-
mirably arranged window displays. In the win-
dow of one establishment, for example, there
was a display a few weeks ago which pictured
a section of the porch of an attractive home.
Wicker furniture had been carefully placed
about the porch and there was also an upright
model talking machine. The window looked
i

cool and inviting and it was noticeable that
many pedestrians stopped to look at the display.
Why One Dealer Is Busy

One prominent talking machine dealer in the
metropolitan district in discussing business
with the writer made the following statement
regarding his method of going after business
during the Summer season: “We never curtail
our efforts, regardless of the time of the year
and the apparent unfavorable conditions which
seem to make sales impossible. Service is re-
sponsible for our success and it seems to me
that only through service can dealers make in-
struments stay sold. We make periodical in-
spections of the instruments sold by us and
when we discover anything broken that part is
replaced at cost without charge for labor.
Minor adjustments are made on the spot and so
our patrons’ instruments are always in good
order and we never have any trouble or dissat-
isfaction with them. Now these people are
boosters for us and, therefore, more valuable
than any advertising could be. Through them
we are constantly securing the names of friends
or relatives who do not possess instruments
and these prospects we follow up without loss
of time.

“In endeavoring to interest a prospect in a
talking machine we have found that personal
contact is by far the most effective method. A
courteous salesman can gef into a home and
arouse the desire of the prospect to such a
pitch that a demonstration at the store is sure
to follow and the chances of making the sale
are excellent.

“Thus far this Sumnmer our business has main-

tained a fairly good volume. Not only have we
e e~ ——er e

sold a number of portable types of instruments,
but we have also disposed of a fairly large
number of upright and console models. Adver-
tising, window display and aggressive salesman-
ship did the trick, and, moreover, through our
canvassing and sales efforts during the Summer
we have come in contact with many people who
will be ready to buy in the early Fall. It is my
belief that continuous effort is necessary,
whether the weather is warm or cold. The
point is that there are alwayvs possibilities of
making sales and while during ‘the Summer
business may not be up to the mark desired the
cumulative effect of regular advertising and
other sales promotional work is bound to re-
sult in sales later in the season.”

This particular dealer knows whereof he
speaks. He operates two handsome talking ma-
chine stores and he is conceded by other deal-
ers in the territory immediately surrounding
him to be the most successful in that particular
section of the metropolitan district. What this
merchant has done you can do. It may require
hard work and the results at first may not be
what you expect, but when once the business
ball has started rolling it will gain momentum
and the volume of sales will constantly increase.

LOPEZ HONORED BY THE “FINEST”

Vincent Lopez, exclusive Okeh artist and
famous the country over, has been made an
honorary member of the New York Police De-
partment, having been presented with a lieu-
tenant’s badge in recognition of the help that
he has given the police force in the conducting
of its various civic and social enterprises.

THE TALKING MACHINE'S HELPMATE

NEW YORK
23-25 Lispenard St.

AV

We are in a position to judge.
covers all grades.

Think NOW of Fall Business

Conditions have changed. The demand is now

for Quality Albums

Ask for our No. 600 Nyacco album, the
highest grade album on the market.
Samples sent on request to responsible
houses.

TO JOBBERS ONLY:—

Write for samples of our new de-
livery bags of No. 1 Craft paper (35
lb.) with strings and buttons at very
attractive prices.

New York Album & Card Co., Inc.

Pacific Coast Representative: Munson Rayner Corp., 643 South Olive Street, Los Angeles, Calif.

Our line The Best Interchangeable Leaf
The biggest demand is
for the NYACCO quality album. Bear this
in mind when thinking of Fall.
still, place your orders now for Fall and
take advantage of the present prices and
insure delivery.

Better

Record Album on the Market

Wirite for display card—mailed

without cost. It will help you

sell more Nyacco Albums

CHICAGO
415-417 S. Jefferson St.




Avucust 15, 1923

THE TALKING MACHINE WORLD

Victrola No. 125
$275
Electric, $315

Mahogany or walnut

Victrola No. 220
$200

‘Electric, $240
Mahogany or walnut

“HIS MASTERS VOICE"

Victor history 1s one
continuous series of great
musical achievements.
Each successive accom-
plishment marking an-
other step forward in the
progress of dealers i
Victor products.

Victrola No. 330
$350
Electric, $390
Mahogany

REG.U. S.PAT OFF.

Camden, New Jersey

Victor supremacy 1s the
supremacy of performance

Victrola VIII, $50
Oak

Victrola No. 105
$180

Mahogany or walnut

Victrola No. 410
$300
Electric, $340
Mahogany

*»Victrola

Look under the 1lid and on the labels for these Victor trade -marks

Victor Talking Machine Company

P —
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Practical Hints for Increasing Business

Frank H. Williams Describes Several Stunts Designed to Boost
Sales Which Any Dealer Can Utilize With Very Little Trouble

Are there more men than wonien buying rec-
ords from the talking machine dealer? Or do
women predominate among the store's patrons?
How many of the purchasers of records are
voung people of twenty-one years or under?

If the dealer analyzed his customers with
these questions in mind and then presented the
infornation in his display window with an ap-
propriate sales argument he would find that it
would be a distinet boost for his business. For
instance, if the wwomen predominate among the
store’s customers the information could be
played up in the window in this way:
S A

“MORE WOMEN THAN MEN-

“Have been purchasing talking machine records
at our store recently.

“The reason is not that the women of this city
love music any more than men. The reason is
that women generally do the shopping for the
family and so shop for phonograph records.

“Men, turn the tables and do some buying of
records yourselves. Give your families a treat by
bringing home a bunch of new records TONIGHT.”

""" 1110 [HIRMnRRmE

It

R ETGE

gt T LRI AT [HLHEH {]

A placard showing the percentages of men
and women among the store’s patrons adds in-
terest to the display. If the men predominate
among the patrons then that fact could be
played up with copy urging women to do more
shopping for records and vice versa.

This sort of display and sales talk is always
timely and generally gets a lot of attention.
It stimulates interest and is a good thing for
business generally.

Selling the Summer Cottagers

A successful Middle Western talking machine
dealer has secured copsiderable Summer busi-
ness by sending salesmen to each nearby Sum-
mer resort at the opening of the season to sell
machines and records to the cottagers. The
salesman is generally some man or woman who
spends a good part of the Summer at the re-
sorts and so is familiar with them, and the type
of machines and records that make the bulk of
sales are portable machines and light, lively
records.

The method used by the salesman is to go,
first, to some cottage that has a wide veranda
and where there are young people who will

{HIITE

spend all or at least the greater part of the
Suinimer at the cottage. The salesman then sells
these cottagers on the proposition of having a
machine for dances on the veranda on Sumner
cvenings and of having a portable machine
which can be taken out on the lake and to
picnics. Generally it isn’t a very difficult propo-
sition to sell a machine to such people. If the
prospect already has a portable machine then
an effort is made to sell the cottagers on the
proposition of having a larger machine which
will give better music for dancing. If a large
mmachine is owned then the salesman tries to
“sell” the idea of the additional enjoyment to
be derived from a portable instrument, which
can easily be carried around.

After the salesman has sold this first cot-
tage he works every other cottage in the neigh-
borhood and uses the initial sale as an argu-
ment why the others should also buy machines.

In this way a large number of sales are made
which, otherwise, would probably never have
been made and, while selling machines, the
salesman also demonstrates and sells large
quantities of records.

Prizes for Largest Record Libraries

A publicity stunt which is both unique and
profitable is for the dealer to inaugurate a con-
test to find out who the five people are in
his territory who have the largest record li-
braries and to then play up the records in these
collections and urge other people to also try to
get as large and as varied collections. The
offer of a prize of three or four records to each
of the five people having the largest libraries
would make all talking machine owners take a
deeper interest in the affair. Announcement of
the contest might be made through the medium
of advertisements in the local newspapers and
by means of letters sent to all customers.

After the prizes had been awarded to the
owners of the five largest record libraries
among those entering the contest the dealcr
could cash in by arranging a window display in
which photos of the prize winners and placards
giving the names of all the records in each of
their record libraries were prominently dis-
played. Also some information on the placards

indeed, all the years to come.

234 West 39th Street

The Sonora Appeals to the
Buyer of Quality

The Sonora dealer is right now preparing not only to make the
year 1923 the largest in his history, but also the year 1924+—

Because every Sonora he sells adds to his reputation as a quality
merchant, the complete satisfaction and confidence engendered
by Sonora performance raises his enterprise to the position
held by all merchandisers of quality products.

S§Sonorg)
Greater City Phonograph Co., Inc.

Exclusive Distributors for New York, Staten Island
and the Lower Hudson Valley

New York

- necessary.

as to when the prize winners purchased their
instruments, what they think of the records
handled by the dealer and all that sort of thing
is the finest kind of publicity.

Displays and contests of this character create
comment and it might even be possible to get
the local newspapers to say something about
the contest in their news columns, as all of the
readers of the papers who had machines of
their own would be much interested in learn-
ing about the large record libraries of the city
and in learning about the names of the records
contained in these libraries.

No great effort is required to inaugurate a
contest of this kind and the results will more
than justify all the time, thought and labor put
nto it.

A Needle Display That Pulls

Who among the store’s patrons buys the
greatest quantities-of needles? Of course, the
people who buy the greatest quantities of
ueedles play their talking machines most fre-
quently and keep their records in the best con-
dition. It would, therefore, be a good stunt
for the dealer to dig up some information along
this line and to get short interviews with the
large needle purchasers, securing information
about the times and ways in which they play
their instruments and about the great amount
of pleasure they get from their machines and
also describing the improvement in reproduc-
tion of music by change of needles after each
record.

This information, presented to the public
through the medium of an interesting window
display, should create considerable interest. The
display should contain large quantities of
needles and also the original packages in which
needles are shipped to the store. Placards, on
which information about the store’s largest
needle users is interestingly presented, are
Another placard urging people to
buy more needles and change needles every
tune they play a record induces action. And
with this the store could say that it was hurting
its own business by putting out this window
display as the less needles people purchase the
shorter time their records will hold up and the
more records they will have to buy. It could
also be stated that the store was putting out
this window display simmply for the purpose of
rendering more service to patrons and talking
machine owners generally, as it 1s always striv-
ing to do.

A unique display such as this is certain to get
a lot of attention, and that is what the live
merchant strives for in his window displays.

J. J. HAMMER IN NEW POST

SrokAaNE, WasH., August 3.—J. J. Hammer, for-
merly manager of the local branch of Sherman,
Clay & Co., was recently appointed general
manager of the Seattle branch of the firm. W.
E. Austin, of San Jose, Cal., who has been con-
nected with the company for some time, suc-
ceeds Mr. Hammer as local manager.

GOOD WORK OF IRWIN KURTZ

Irwin Kurtz, president of the Talking Ma-
chine Men, Inc, and a well-known metropoli-
tan talking machine dealer, has been actively at
work, as the chairman of the Board of Com-
merce committee of Harlem, in making plans
for “The YWalk of the Heroes,” which will soon
be constructed in Central Park in honor of
Harlem men who made the supreme sacrifice in
the World War.

Many a person—even a talking machine man
—has made a false step in standing still.
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Victor supremacy 1is the
supremacy of performance

Victrola VI, $35

Mahoganv or oak

Victrola IX
$75
Makogany or oak

The great accomplish-
ments of the Victor are
the milestones along the
road that leads to success
in the musical instrument
trade.

Victrola No. 80
$100

Mahogany or walnut .

Victrola No. 111
$225

Electric, $265

Mahogany or walnut

Victrola No. 220
$200
Electric, $240

Mahogany or walnut

Victrola No. 400
$250
Electric, $290
Mahogany

Victrola No. 230
$375
Electric, $415

< wVictrola

~*HIS MASTERS VOICE" REG.U. S PAT.OFF.

Look under the lid and on the labels for these Victor trade -marks

Victor Talking Machine Company

Camden, New Jersey
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Use of CardSystem in Building Up Trade

A Simple but Effective Card System in Use by the Dixon Music
Shop for Keeping Accurate Record of Prospects and Customers

A card system of information concerning cus-
tomers and prospects and to provide an ade-
quate mailing list for the talking machine dealer
is an absolutely necessary adjunct to the
efficient operation of the. business. There are
various more or less intricate systems and they
all possess merit, but the more simple and un-
derstandable systems are, of course, the best.
One of the most effective for containing infor-
mation necessary to the talking machine mer-
chant that has come to the attention of The
World is that in use by the Dixon Music Shop,
which handles Edison and Columbia instru-
ments and records and jewelry in North Platte,
Neb. This concern, although located in a small
town, does an extensive business by going after
it. That is, the efforts of this live concern are
not confined to the town limits, but intensive
canvassing and other methods have been re-
sorted to to line up prospects in the surround-
ing territory. This constant searching for pros-
pects has resulted in the addition of many
names of potential talking macline purchasers
at the Dixon Music Shop as well as a fund of
valuable information concerning persons who
already own instruments but who may be in-

“The other two cards, which are similar, ex-
cept in color, are used for prospect cards. One
is a salesman’s card, and the other is the master
card, which remains in our files.

“The letters on the top of the card (illustra-

Namelill . ForrFxcoraresensnenerarstolsfan/oleleflele s hoxere e {25000 0™ 000000
Address sl P Ll rlrnry. s vl - i Phone..........
(Change] pAQ: grenorirero s enes s My e TsTon bR 3551 3 n B TN
Phono.............. .. Stylec.ooiiennas, INOLar- - ad ol - oke
Date....coovevvrinnnn From.............. Brices s o) e
Pianor e cese Player...ocveves Style........ IN[@ o JII © o o
Date....oovvvnnvnnnn. From.............. Price. . 48 .5%

Mail Record List.......... Player Roll List............
Small Goods List.......... Sheet Music List............
Owns other instruments........ R —— S 500000 0

No. 1—Mailing List Card
tion No. 2) are abbreviations of the months of
the year, and the numbers represent the days
in the month. These are checked by the sales-
man when he wants to call upon the prospect
again. You will note we have a place for rural
miles addresses. This we have found is very
convenient in locating prospects who have no

lows: The white master card and the mailing
list card are filed alphabetically. The sales-
man’s (yellow card) card is first filed according
to addresses, North, South, East and West,
then subdivided into streets, as well as towns
and rural districts. After a salesman makes a
call and returns the card it is then filed accord-
ing to the month and date of the month he
wants to call on the prospect again.

“The method used in getting prospects con-
sisted of having a young lady take a musical
census over the telephone on the ground that
she was seeking information for the ‘Music
Lovers’ League of America.” She had no trou-
ble in getting whatever information she wanted
as most people took pride in stating the kind of
instruments they owned, also if they had any
musical members in the family, or if they con-
templated getting instruments for their children
at a later date. This canvass has proved to be
very successful in getting live prospects for us.
It also has enabled us to find how many phono-
graphs and how many pianos were owned by
everyone who had a telephone, also what makes
or brands they owned.

“This census increased our mailing list of

TJFMAMYJASOND 1 3 5§ 7 911131517 1921 23 2527 29 31 DINON MUSIC SHOP MASTER CARD
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No. 2—Salesmen’s Prospect Card No. 3—Reverse Side of Salesmen’s Card
duced to purchase new or more expensive addresses, especially the farm trade. You will phonograph records about 50 per cent, and also
instruments at some future time. notice two letters on the card, M. and S, gave us an opportunity to call on those owners
Geo. A. Bolduc, manager of the Dixon Music which stand for married or single. On the to adjust their instruments in order to make

Shop, who has been responsible for many in-
novations which have resulted in a steadily
growing business, describes the operation of
the system as follows:

“Card No. 1, reproduced herewith, is used for
our mailing list. On reverse side of the card
we keep a complete service record for either
phonograph or player-piano, which enables us
to see what service has been rendered and
whether we charged for it or gave it gratis.

sold and bought line we enter whether the cus-
tomer bought from someone else or was sold
through us. On the opposite side of the card
(illustration No. 3) we have wedding anni-
versaries and birthdays. We send our pros-
pects a form letter on such days, reminding
them of the advantages of having music in the
home. The balance of the card, I believe, is
self-explanatory.

“The method of filing these cards is as fol-

them acquainted with the quick service of our
store.

“Now that we have finished the telephone
book we are going through the city directory
and card all those that do not have phones.
Of course, it will be necessary to make personal
calls to get the information needed to fill our
cards and this will take considerable time and
work, but the results will make the venture
very much worth while.”

COMPARTMENT

TO HOLD SIX — |
RECORDS ot

—_——

s

AMPLIFYING _ 7}
TONE ARM ~
DETACHABLE

WONDERFUL
“ARTOIS”
REPRODUCER

10 OR 12 INCH
RECORD TABLE

STURDY LOCK FASTENERS

HANDLE PUT ON TO STAY

STRONGLY
CONSTRUCTED
CASE

STRAPS TO
FASTEN TONE
ARM WHEN
CARRYING

“%  '——NEEDLE WELLS

~ POWERFUL SPRING
WINDING ARM
DETACHABLE FOR
. CARRYING

\—SPEED REGULATOR

CONCEALED AMPLIFYING
TONE CHAMBER

The MODEL “E” PORTABLE PHONOGRAPH

Artistic---Superior Tone Quality---Light Weight---
Compact---Durable.

Not a Seasonal Portable.

By removing four screws, which hold the
phonograph in the case, it is instantly
converted into a table model.

A VERY DESIRABLE AND EXCLUSIVE
FEATURE.

Write for Our Proposition

THE GENERAL PHONOGRAPH MFG. CO.

PLAYS ALL RECORDS.

ELYRIA, OHIO.-
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- FINISHED PRODUCT PERFECTION

| l Increased Record Sales

i Peerless Album is a lasting invita-

| tion to its owner to purchase 12

l| records. The profit on a Peerless

Album is as great as the profit on

a record—and the album doesn’t

| have to be played or demonstrated—

\ hence, no overhead selling expense
| and it induces 12 record sales, too.

Peerless Albums are of a quality
which will lend distinction to your
| line and add to your reputation for
merchandise of acknowledged merit.

Push the sale of Peerless Albums!

I Advertise them, display them. Con-
centrate your salespeople’s efforts
toward a wide distribution of them
—get them into the homes of your

t prospective record customers!

|

There are two elements of manufacturing perfection in
which the Peerless Album excels, namely—quality and |
uniformity.

To maintain quality, the markets of the country are

combed to procure the best in raw materials and, from our |
tremendous annual purchases, only the finest of all this ma-
terial 1s chosen to go into the Pcerless Record Album. il

Uniformity, so essential to the name and reputation of '“1

a product (with the universal recognition of Peerless), i I

insured by a most rigid supervision of factory workmansh1p il
and an inspection system which passes to the trade only an

album worthy the trade-mark it bears. |

Thus our responsibility for finished product perfection
is reflected in your business when you stock and promote

the sale of Peerless Albums.

PEERLESS PRODUCTS

DeLuxe Record Albums
All Grades of Record Albums

“Big Ten” Albums
Record-Carrying Cases
Interiors for Victrolas

Classification Systems for Albums

Record Album Sets for l

All Make Machines I
|

Interiors for Phonographs Record Stock Envelopes |
, Record Delivery Bags
Supplement Mailing Envelopes |
| Photograph Albums I‘
| o Write us for Quotations on | |
Special Grade No. 6 Album
| I|

| Peerless Record Carrying Case

L.II The Peerless Carrying Case is built as a traveling com-
I " panion to all portables, even the finest instruments.
i

| Its finish and workmanship match the high standards
] of the best talking machines and it can be sold at a price
| low enough to insure the dealer a rapid turnover, whether
|| it is sold separately or with a portable.

Il We urge you to place your orders now while there is yet
| time to prepare your stock to meet this big and promising
| demand

| PEERLESS ALBUM COMPANY |

il _ PHIL. RAVIS, President ' |
| 636-638 BROADWAY I

NEW YORK “
WALTER S. GRAY CO., San Francisco and Los Angeles.
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l TRADE PROSPECTS FOR FALL AND WINTER

ONSIDERED from every angle, business in the talking ma-

chine industry continues in a most satisfactory condition. It
is possible that in the retail field more effort is necessary to close
sales, but this is a healthy development. The selling qualifications
of dealers are being tested and it is a case of the survival of the
fittest. The dealer who is content to wait for customers to come
to his store is not doing as well as the dealer who is conducting a
campaign to capture trade by keeping in close contact with his pro-
spective customers and interesting them in his product.

The trade possibilities for the Fall are excellent and of particu-
lar significance “are the increased savings deposits i the banks
throughout the country, as well as the great number of new homes
which are now being erected, every one of which will require a
talking machine.

It is estimated by the National Industrial Conference Board
its review of industrial-economic conditions in the United States
that contracts totaling $3,000,000,000 have been awarded for resi-
dential buildings and that housing quarters sufficient for 1,000,000
families will be ready by the end of the year. \When you consider
that every one of these million homes will have, or should have,
talking machine and a goodly library of records, who will deny
that there is an opportunity here for really serious and effective
sales work in the talking machine field the coming Fall and Winter?

Now, when we add to this the fact that the savings banks au-
thorities state that there has been an increase of $860,000,000 in
savings deposits for the period ending June 30, 1922, while more
recent reports for 1923 show a still larger percentage of deposits
in this country, we can get a conception of the increased sales
possibilities that exist in the talking machine industry.

Moreover, employment has rarely been so widespread at this
time of the year and the workers seem to be piling up a surplus,
not only to meet immediate needs, but to spend for such necessities
in the enjoyment of life as music and the mediums whereby it can
be interpreted.

When one analyzes the situation in detail there can be no ques-
tion as to the splendid possibilities for capturing a larger measure

of trade that prevail during the coming Fall and Winter for talk-
ing machine men of energy and ability. And this can be done with-
out recourse to price-cutting or other questionable practices exist-
ing in the industry. Fair merchandising principles can and should
prevail in the field of competition.

‘ AVOIDING LOSS IN HANDLING 6F TRADE-INS

HE trade-in or exchange problem which has been long promi-

nent in the piano industry is now cropping up in the talking
machine field, and its evils and pitfalls for the dealer are well
worth watching and studying. Members of the trade who have
given this subject consideration believe that there is a tendency
toward too high allowances for used instruments turned in in ex-
change for new ones and not enough thought given to whether the
sum allowed for the instrument will show profit for the seller.

The instructive address of Jay Iglauer, merchandise manager of
of Halle Bros., Cleveland, on this topic before the local Music
Merchants’ Association last month, was most timely. He pointed
out that wise merchants no longer recognize gross profit; they call
it gross margin. The only profit is that which is left for the mer-
chant to put into his own pocket. Mr. Iglauer used an instrument
that would retail at $200 to illustrate his talk. This machine ordi-
narily costs the dealer $120, giving him, he might suppose, $80
profit. Yet the cost of the machine is only part of the cost of doing
business with it, Mr. Iglauer showed. Other costs include those of
selling, rent, delivery, advertising, service for one year, storage,
msurance, taxes and the general overhead charges.

Estimated conservatively, Mr. Iglauer asserted that these costs
would total 31 per cent of the cost of the article, or $62, which
made the machine cost the dealer $182, not $120, thus leaving
him a profit of $18, not $80, or approximately 9 per cent. The rea-
son for this false viewpoint, in the opinion of Mr. Iglauer, is that
dealers are prone to consider the cost of the goods, rather than
what they can get for them, yet it is only what the goods will sell
for that can count with the dealer seeking a profit.

Since the trade-in is a factor with which the talking machine
dealer must now reckon seriously Mr. Iglauer supplemented his
conclusions in a new machine sale with those pertaining to the used
phonograph. He took another theoretical machine, that sold several
vears ago for $150, and for which the dealer had allowed $75. Mr.
Iglauer offered the opinion that, with competition of both new and
old machines, it is hardly likely that the dealer could get better than
$65 for the old instrument. Then there are the items that must be
included in the cost of selling this machine, such as rent, insurance,
taxes, service, etc. The items included in addition to these were
not included in this illustration, it being supposed that the sale of
the new machines might cover them. Using the same percentages,
it was found that the added costs to dispose of the old phonograph
would amount to $26.75, and this figure, added to the original
allowance for the inachine, would not give the dealer a profit.
More, he would have actually lost $8.75, since he would have
absorbed the profit on the new machine.

This “trade-in” question is a vital one and the dealer who
wants to do business along correct and profitable lines must as a
matter of duty make a closer analysis of what it costs him to do
business, so that for his own benefit, as well as that of the sales
force, he will know exactly what allowances he can make for ex-
changes and yet make a profit. Competition is growing keener
every day, but no merchant who desires to stay in business can
afford to do business at a loss. The margin of profit in the retail
trade to-day 1s not by any means large and it behooves dealers to
be careful that this is not decreased by any unwise allowances for
used instruments exchanged for new ones.

This is a subject that The Talking Machine Men, Inc., of New
York mght discuss with profit and the same applies to every local
association interested in merchandising talking machines.

I NEED FOR A CREDIT SERVICE IN THE TRADE

A NUMBER of members of the talking machine trade, and par-
ticularly those engaged in the manufacture or sale of supplies
such as motors, tone arms, etc., are becoming increasingly insistent
on the point that there is real need in the industry for some sort of
a credit service, either conducted through organized channels or
developed through the interchange of credit information among the
manufacturers themselves.
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The trade has developed to a point where such credit service is
fully warranted, as it will prevent loss not only to manufacturers
through bad credit risks, which at present are now out of propor-
tion to those experienced in other trades, but it will likewise serve
to protect the legitimate talking machine manufacturer from inroads
made by fly-by-nights and irresponsible parties.

Unfortunately at the present time there is no national organiza-
tion in the talking machine trade which could take up this worlk and
establish a credit bureau as a part of its activities, nor is there any
prospect of such an organization being formed in the near future.

In studying the possibilities for organizing some sort of credit
service, it has been suggested to The World that the matter be
placed before the Music Industries Chamber of Commerce, with
which a number of talking machine manufacturers and some dealers
are affiliated as individuals.

The suggestion is based on the fact that the Chamber has for
some time past been conducting a very successful credit service for
piano manufacturers, as well as a similar service for the Musical
Supply Association, the membership of which consists of manufac-
turers of piano supplies of various sorts.

Having developed these two credit services to a point where
they are operating accurately and efficiently, it is felt-that the Cham-
ber is in possession of information .regarding plans and methods
that could be used to great advantage in the cause of the talking
machine supply men.

It might be well for those members of the trade who are genu-
inely interested in the organization of a credit service for the in-
dustry to take up the matter with the officials of the Music Industries
Chamber of Commerce, either with the idea of having that body
undertake the work or, at least, of gathering information that will
serve as a guide for those in the industry itself should they desire
to undertalke the work of their own accord.

' THE DEVELOPMENTS IN THE RECORD FIELD !

HE record situation and concomitant developments during the
past year or so have, without question, been a most interesting
factor in the talking machine trade for the reason that the prosperity

of the induStry and of those who have to do with the distribution
of the product rests primarily upon the record turnover. /
matter of fact, those who have entered and remained in the trade
actuated by the idea of permanence have most generall nsidered
the sale of machines more or less incidental to the opening up of
new record accounts.

It was not so long ago that the monthly record rclease was ac
cepted as the established practice ; then with the development of th
dance craze and the demand for early releases of the records of the
new dance hits by popular orchestras there came the call for special
releases between monthly supplements. Now we find record manu
facturing companies definitely committed to the practice of weekly
or almost daily releases of new records.

It is generally believed that the mew practice will prove of
benefit to the trade, outside of its consideration from th¢ angle of
competition, for the reason that it will provide retailers with ney
records to offer at frequent intervals. Ixperience has proved it
certain cases that the individual who would hesitate about mvesting
nine or ten dollars in records from the monthly supplements will
not hesitate in the least about spending a couple of dollars each
weel for new selections.

Particular interest is evinced in the announcement of the Victor
Co. that beginning in September releases of Red Seal records in
double-faced form will be made. This move has aroused widespread
interest. The rearrangement of the catalog has proved a formi-
dable task, but it has been accomplished in what is apparently a most
successful manner, with the selection on une side being backed up
with a number of corresponding character by the same artist on
the other. .

It has been maintained, and properly, that the secret of main-
taining the customer’s interest in the talking machine through giving
him a library of permanent rather than transient value lies in afford-
ing him the opportunity of appreciating and buying records of the
better sort. With the new Red Seal records offered in double-faced
form, and at what represents a substantial reduction in catalog
prices, the dealer has the means for interesting every machine owner
in at least some records that, even to the uninitiated and more or
less unappreciative, represent both commercial and artistic value.

Write for particulars relative
to the M.I.S. Victrola News-
paper Advertising Service ex-
clusively for vour city.

& HE recent enlargement of our business, wherein
| the entire Ormes merchandise stock and per-
sonnel were consolidated with our own, puts us
in a particularly strong position to render you an un-
paralleled Victor Service, in matters of

MERCHANDISE
SELLING

ADVERTISING '
FINANCE

Musreal Instrumaent Sales Co.
Yictor Wholedelcrs )

673 & rqhthy Stivscees /('k&lf Pf \

TELEPHONE 9400 LONGACRE N \
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“Breaking Into” Apartments for Business

How a Live Dealer Succeeded in Solving the Problem of Securing

Apartment House Trade, Selling Five Machines in One Building

Many talking machine dealers, especially
those in the cities and larger towns, are faced
with a real difficulty in carrying on their out-
side sales and canvassing operations in the
apartment house districts, which every city now
boasts. This is true in greatest measure where
the dealer endeavors to make personal contact
with residents of the better class apartments.
In many cases the salesman finds the super-
intendent a real enemy to his progress and
often after he has passed this “guardian of the
portal” his reception by the mistress of the
apartment, after stating his business to the
maid or whoever opens the door, is cool indeed
and quite often the rebuff leaves no room for
doubt as to the attitude of the mistress of the
house toward salesmen in general.

Not an Insurmountable Problem

This is a most natural condition and there is
really no cause for either the dealer or his
outside sales organization to be discouraged.
When one method fails another should be tried,
and if the dealer or salesmanager persists he is
bound to finally hit upon a plan which will
eliminate the difficulty to a greater or lesser
extent, “How?” asks the dealer, and the best
answer we can think of is to describe the meth-
ods which have proved successful for another
talking machine merchant, the Dorn Music Co.,
Inc., John Deorn, proprietor, who features the
Edison phonographs and records and a line of
pianos at 604 Bergenline avenue, West New
York, N. J.

Mr. Dorn’s location is in a district devoted
largely to apartment houses, somec of medium
class and many others the last word in this
tvpe of dwelling. Experience quickly taught

him that ordinary methods of approach were
unproductive. Sales were not what they should
be in proportion to the time and effort expended
by the outside salesmen and Mr. Dorn, who
himself often goes out after business. He spent
considerable time in thinking over this problem
and finally evolved the plan which caused aston-
ishing results. To make a long story short,
Mr. Dorn decided that the key man or woman
in each apartment house was the superintendent
or janitor and he decided to gain their co-opera-
tion by making his first advances to them, i.e.,
his idea was to make a sale to the superinten-
dent or janitor of each apartment house, and if
this was not possible, to at least secure their
friendship and co-operation-
Selling the Superintendent

A short distance from Mr. Dorn’s store there
1s a large, high-class apartment house and he
decided on this as the field for one of his first
attempts to put his new plan into execution.
Accordingly, he approached the superintendent,
who, fortunately, did not own an instrument,
and after selling the idea of the Edison to this
man and his wife he was permitted to place an
instrument, which he had brought along in his
machine, in their apartment for a trial of sev-
eral days. When he returned at the expiration
of the stated period not much persuasion was
necessary to close the deal on the spot. The
superintendent and his wife liked the instru-
ment so much that they would not allow him
to remove it.

The Second Step in the Plan

The first step accomplished and Mr. Dorn
and the superintendent on a friendly basis, an
agreement was reached between the two, which
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Ask any Pearsall dealer, he’ll tell you.

“Desire to serve, plus ability.”

SILAS E. PEARSALL,..COMPA
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was in effect that the superintendent was to
find out who in the apartment did not possess
a phonograph. This was easy for the super-
intendent when the tenants paid the rent. He
‘had only to call attention to the fact that he
had just purchased a machine from the Dorn
Music Co. and the conversation thus started
made it a comparatively simple matter to dis-
cover which tenants owned an instrument.

Sells Five Edisons in One Building

The information was passed over to Mr. Dorn,
who then visited each one of the non-owners
in that apartment house. Vigorous follow-up
resulted in the sale of five Edisons in that one
apartment house. That is the story in a nut-
shell, and, moreover, the plan is being utilized
regularly by Mr. Dorn and although five phono-
graphs placed in one building remains as the
top-notch sale, the results of the campaign in
new business and the overcoming of a serious
waste in outside sales effort have produced divi-
dends of the most satisfactory kind—increased
profits.

What Mr. Dorn”is doing other merchants
can do. There is no reason why the dealer
and his salesimen can not make the apartment
house districts in his territory, where popula-
tion is concentrated, bring returns in sales with
minimum effort and time. Furthermore, the
sale of a machine is merely the start, or, at
least, it should be, of many future purchases
of records and accessories. It is the business
man who can think out plans for overcoming
obstacles and who can put those plans into
execution who is most certain to reach the pin-
nacle of success in the talking machine business
or any other enterprise.

AT i N NN P I N N T o I i,

NEW YORK CITY

d AA’)&.

THOMAS F. GREEN, President
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MUSKEGON PLANT FOR PHONOGRAPHS

Brunswick-Balke-Collender Co. Forms Subsid-
iary Company to Make Tires, Turning Over
Space Formerly Used for This Purpose En-
tirely to Manufacture of Phonographs

CHicaco, Iir., August 8—P. L. Deutsch, secre-
tary of the Drunswick-Balke-Collender Co., has
given out the following statement describing
a new and important move which has been
imade by the Brunswick interests. He says:

“We have formed a subsidiary company to
manufacture and sell DBrunswick tires, with
executive offices in New York, and sales offices
in Akron, O., where all manufacturing will be
done. This new subsidiary company will be
operated independent of the Brunswick-Balke-
Collender Co., and we believe that the success
we have enjoyed with Brunswick tires in the
past will become far greater in the future, be-
cause of possibilities the subsidiary company
has to concentrate solely upon this business.

“The transfer of our manufacturing interests
in automobile tires to Akron, O., becaine neces-
sary because of the rapid expansion of our
rhonograph division, making it imperative for
us to extend our manufacturing facilities.

“The factories at Muskegon, Mich., which
were formerly used in the manufacture of tires
and which immediately adjoin our wood-work-
ing plants will be converted at once to the
manufacture of phonographs. These buildings,
along with the new record factories under con-
struction, will undoubtedly enhance our posi-
tion in the phonograph industry.

“To-day we are enjoying the greatest pros-
perity in the history of this company, and we
are doing everything that is humanly possible
to meet the great demand for Brunswick phono-
graphs and records.

“While the new additions to our factories
make possible the greatest production in both
phonographs and records that we have ever
planned, we do not by any means believe that
we will be in a position to supply our dealers’
orders this Fall 100 per cent. Many of our
dealers to-day realize the physical impossibility
on our part to produce enough phonographs and
records to meet the Fall demand, and have ac-
cordingly placed orders covering their require-
ments up to the first of the year. This splendid
co-operation on the part of our dealers, along
with the tremendous manufacturing expansion,
will place us in a far better position to meet
the retail demand, and consequently bring to
the dealer a greater service.

“"The addition of these new factories is just
one of the many steps taken by this company in
its cxpansion of the phonograph division. We
have every confidence that this Fall and next
year will produce for every DBrunswick dealer,
not only greater business than he has ever ex-
perienced, but it will reach a volume umhought
of a few years ago.

TALKING MACHINE C°
28-30 W.23°ST. NY.C.

Blackman

Victor Dealer who gives

preference

in the Summer earns preferred
service in the Winter

“ms HASTER 'S voice™

2o A0, L3, PAT: OV 7,
7

“The Brunswick Co. is fully aware that this
vast expansion of its manufacturing facilities
is due in a great part to the loyalty and activity
of Brunswick dealers, and every effort that is
possible will be put forth by the Brunswick
Co., not only to meet the demands already
created, but to increase this demand year after
year by intensified advertising and service to
the dealers.”

DANCING DEMONSTRATION A SUCCESS

Columbia Dealer Uses Effective Publicity—
Dancers Demonstrate Columbia Records

The Palacc Talking Machine Shop, 62 Lenox
avenue, New York, Columbia dealer, staged a
sutcessful window dance demonstration at its
quarters recentlyv. With the aid of Mrs. East
man, of the New York wholesale branch of
the Columbia Co., two young dancers, brother
and sister, known as Dolly and Jerry, were se-
cured for this purpose. Handbills were printed
and distributed in the neighborhood and the
danicers appeared at half-honr intervals

Crowds were attracted and drawn to the store
in great numbers and the dancers performed
to the music of Columbia records, which were
so advertised in the windows.

FIRST “RACE RECORD” BULLETIN

Five New Vocalion Records by Well-known
Negro Artists Listed in Special New Bulletin
Just Issued by the Aeolian Co.

The Aeolian Co. issued recently the first spe-
cial bulletin of the records by the race artists
which were announced in The World Ilast
month. The records, of which there are five, all
of them double-sided, are “Down South Blues”
and “Where Can That Somebody Be?”, sung by
Rosa Henderson, with piano accompaniment by
Fletcher Henderson; “Gulf Coast Blues” and
“Downhearted Blues,” two fox-trots, played by
Fletcher Henderson and His Orchestra; “Sad
"N’ Lonely Blues” and “Just Thinkin’,” sung by
Viola McCoy, accompanied by Porter Grainger;
“Bleeding Heart Blues” and “If You Want to
Keep Your Daddy Home,” sung by Viola Mec-
Coy, and “Your Time Now” and “I Need You
to Drive My Blues Away,” sung by Lena Wil-

son, with piano accompaniment by Fletcher
Henderson.
The first of the new race records iere

shipped from the factory on August 10 and the
advance orders from the trade, particularly in
those sections covered by the negro vaudeville
circuits, indicate their popularity.

L T ID00 GEEED @ ST O TEIEEID ¢ CEENED O O Gl ©
Easiest to Carry—Easiest to Play—Easiest to Sell

8 ceranusrece LHE SWANSON PORTABLE

$37.50

EAST OQF THE ROCKIES
LIBERAL TRADE DISCOUNT

SIZE 114%

BEST BECAUSE:—

inches long, 13 inches wide and 7': inches high
WEIGHS only 15!, pounds, including album
SWANSON wood tone-arm and mica reproducer
TONE-MODIFYER and speed regulator
DOUBLE spring Heineman motor

10-INCH twelve pocket record album
BEAUTIFUL. full volume tone

SUBSTANTIAL and aitractive

WE GUARANTEE IT.

SWANSON B e DISTRIBUTORS

738 So. Los Angeles St.,
LOS ANGELES, CALIFORNIA
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Making Artist Tle-ups Doubly Effective

The Volume of Sales of Records Resulting From the Appearance
of a Prominent Artist Depends Largely on the Advertising Used

The majority of talking machine dealers have
come to realize the importance of tying up in
their advertising with the appearance of well-
. known record artists in their vicinity, and the
tours of the leading concert and vaudeville
artists throughout the country are marked by
advertisements of dealers who call attention to
the fact that they are appearing in their par-

ticular cities on certain dates, and that the
artists record exclusively for this or that

Victor Records of Paderewski

%4 fully convineed 1has *he eniabinadons of Vletor
Recards and the Victrols repraduses his ard with surpass-
ing fidelity than does any other combination—

Paderewski Makes Viclor Records Exclusively

Padecawski has made o number of bis conoert zep-r le eo favurites — among thear
those Listed below! Don't 311 o hear them—you'll eajry Pedere ki ln peman th AR
even greater eatent. You'll wazt ore or more of these plend:d tecords for your cols
leatisnl

Padrrasibs Patmrcbt
. Chopm i Ml
ﬂ;&“‘ﬂ; wxn.v,-u. rae in F dherp ll ors Thopin
Piwtinir] T4 ) alhe in A 'Ia Chopln
“Chagin 21830~ Potmmecse A £ hop

H
The Nrw Victrola 100

The very Tatest model—just necived. Has exiii
sed tonc chamber and esund doars I bendsom.
mabogany sod walnat finishes.  Riggst 3150

value in the Victrols line. .
Takn Full Adreciags ot Owr Easy
Payoent 1e0—Have 8 Vievrols
s i Vo Today
irslan. 855 to 3133

Grinnell Bros

Totedds Larzos

60.}——Adam> Slrcel. -605

Pedereushi Wihes Rrvord Roll.
Erclunss oy oo the Das 4 Fians.

Effective Grinnell Ad Featuring Artist
company. This form of local advertising is
generally most productive of direct results
for the reason that it not only ties up with
the national publicity of the manufacturers
themselves, but gives that very essential home
touch that is calculated to bring the reader of
the advertisement into the store for the pur-
pose of making purchases.

It happens, however, that in a considerable
majority of the local advertising in connection
with artists’ appearances the dealer is inclined

to take too much for granted in his appeal to
the public and for that matter the special ad-
vertising furnished to the dealer by the manu-
facturers themselves frequently shows this
fault. The advertisement gives due prominence
to the artist, and the dates of his or her con-
certs, but neglects to tell’ what particular rec-
ords by that artist may be found in the catalog.

This sort of advertising does very well for
the music lover who favors the artist so
strongly that anything that artist sings is con-
sidered a worthy addition to his library, but it
does not do for the average record buyer who
wants his records to have two points of appeal
—one that they are miade by an artist of promi-
nence of whomn he can talk to his friends, and
the other that the selection itself has intrinsic
value from his viewpoint.

It is, therefore, well for the dealer in his local
advertising to not only emphasize the coming
of the artist and the fact that he makes rec-
ords for a company whose line the dealer han-
dles, but that a fairly good list of the records
is included in the advertisements. In some
cases it would be quite impossible through lack
of space to list all the recordings of a particular
individual, but it is nevertheless quite possible
to list those numbers featured in the current
season’s repertory, probably to the number of
half a dozen or so, and several other selections.

The accompanying illustrations of advertise-
ments featured last season by Grinnell Bros,, of
Detroit, and Sherman, Clay & Co., San Fran-
cisco, give an idea of the possibility of listing
records in an advertisement. It happens that
both artists sing for the Victor, but the same
plan could be carried out in connection with
artists who sing for other record companies.

In a surprising number of cases the machine
owner has been thinking of buving the record
of some definite selection, and, when he sees the
advertisement, may find that record listed. The
fact that he can hear it in local concert, or that
it is recorded by an artist of prominence, serves
to bring the customer to the buying point.

It frequently happens in the experience of the
average talking machine salesman that record
buyers appear to be of the opinion that the lead-
ing record and concert artists record only the
heavy classic and operatic numbers, and many

sales have been made through the fact that a
salesman has been able and competent to ex
plain to that particular customecr that the ma-
jority of artists also record many dainty little
concert numbers, or ballads, that are morc

:'Expomwn Auditoriunt
Suna'ay afternoon, March 19

© Management

Selby C. Oppenhermer

ALLI-CURCI knows!

She makes records only

for theVictor. Hear her wonder-
ful voice in your home tonight,
tomorrow night and for all

time.

Love's Messenger Waltz - _fuazs
Sonnambula—Sovrailsen - 125
Traviata—Sempre Libera ©oL2s

When Chloris Sleeps — In English 1.25
Pearl Fishers— Comme autrefois  1.75
Sonnambula—Come per me sereno 1.75
Puritani—Qui la voce - - oLys
Lucia—Mad Scene - - LyS

GallrCurci in concert uses only
the Steinvay Piano

Sherman,(’ ‘:lay & Co.

Kearny and Sutter Sts San Francisco
Fourteenth and Clay Sneets, Qakland
Sacramento - Stockton - Fresno - San Jose

A Fine Sherman, Clay & Co. Ad
popular than classic in their tone. In fact, re
cording directors have long bemoaned the fact
that sales were curtailed materially through the
ignorance of the public regarding what charm-
ing songs of general character have been re-
corded by artists of note.

THE SUPREME

=TONE

o LT v e 1 - 2 st

TONE AMPLIFIER

Invites comparison with any sound box on the market.

“If you haven’t heard the
“TONE

You haven’t heard your machine’

UNIQUE REPRODUCTION CO., Inc.

ADBs

Cable Address, “Addatone’” N. Y.

A revelation in.sound reproduction

ESPECIALLY ADAPTABLE TO PORTABLE
MACHINES

Incomparable for Dancing

Doubles the volume, yet improves the quality and detail

32 Union Square, New York
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Convenient
shelves for
holding
records or
albums.

$200 Console—
Model 550

The new three-spring Model
W motor with New Non-Set
Automatic Stop and new No.
12 Reproducer. Finished in
Brown Mahogany and Wal-
nut, with all exposed netal
parts in nickel. Shelves with
complete set of albums for
records. Tone-control leaves
behind sliding panel.

Exclusive
tone-control
leaves operat-
ing on pipe
organ princi-
ple. Scientifi-
cally adjusted
to an angle
which lifts the
tone to the
listeners’ ears.

Sliding drop-
panel.

Nodel 510

The new three-spring Model
W motor with New Non-Set
Automatic Stopand No.12 Re-
producer. Finished in Brown
Mahogany and Walnut, with
exposed metal parts in nickel.
Shelves for records. Tone-
control leaves behind sliding
panel.

COLUMBIA GRAPHOPHONE
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for DELIVERY /

N these pages are pictured the Console into action the moment the tone-arm is moved
Modcls of the New Columbia, each an in- over to place the ncedle on the record. Under
strument which will surpass your greatest ex- the new system of oiling, the parts which usually
pectations. arc neglected in a phonograph receive positive
The cabinets are the finest cxamples of the lu.brication from a clever arrangement of tubed
cabinctmaker’s art. The finishing, to the most wicks.
minute detail, 1s as perfect as skill and ex- Hand in hand with this matchless motor goes
periencc can direct. 'The mechanical elements the new reproducer that is the crowning triumph
eclipse those in every other instrument known of phenographic acoustics. In tone, pitch and
to the phonograph world to-day. voice it reproduces with a fidelity that is as won-
Never before, in any phonograph, has there derful as it is natural, sweet and heautiful. Blast
been such a compact, durable or efficient motor. has been banished by an absolutely unique and
Amply powered-—with a positive, automatic exclusive method of supporting the needle arm,
start and non-set automatic stop mechanism, which also gives a wonderful capacity for volume.
and an ingenious system of oiling—the New
Columbia motor is a marvel of mechanical per-
fection.

There is a comprehensive linc of New Colum-
bias, both in upright and console models. They
are most satistactorily priced to the dealer and
With the new automatic start, the motor leaps  to the public. Place your orders now!

$125 Console—Model 520

Two-spring Model W motor with
No. 12 Reproducer. Finished in
Brown Mahogany. Shelves for
records. Divided top and a dis-
appearing drop panel in front of
the tone chamber. Tone-control
leaves.

s L

$150 Console—Model 530

Three-spring Model W motor with
New Non-Set Automatic Stop and
new No. 12 Reproducer. Finished
in Brown Mahogany and Walnut,
‘with all exposed metal parts in
nickel. Shelves for records. Tone-
control leaves behind sliding panel.

COMPANY ~# = 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.

d 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

TWO ANNOUNCEMENTS OF IMPORTANCE FROM VICTOR CO.

New Records to Be Released Weekly on and After September 1, 1923—Double-faced Red Seal
Records to Be Offered to the Public at Same Time—Much Interest in Latest Moves

The Victor Talking Machine Co., under date
of August 1, made two important announce-
ments to its dealers in relation to record
policies that should have a distinct effect upon
future record business, and particularly that
of the coming Fall and Winter. The new plans
of the company, as announced, have been
rumored for some tune past, and their confirma-
tion has aroused widespread interest.

The first announcement is to the effect that
beginning September 21 next the Victor Co.
will adopt a weekly supplement plan for all
regular listings in the general catalog. On and
after that date, Friday of each week will be
simultaneous opening day for the sale of
new Victor records, except U. S. foreign lan-
guage records, which will be handled as here-
tofore. The weekly releases will be appor-
tioned among the different classes of music,
as at present.

In connection with the new system of rec-
ord releases it is stated that the issuance of
advance lists, order blanks and general publicity
matter will be made¢ as at present, with the
exception that they will be on a weekly basis.

It is the general consensus of opinion among
Victor wholesalers and dealers that the weekly

record releases may be expected to stimulate
sales to a considerable degree by offering to the
public something new in the line of records
each week and thus keeping interest in their
machines constantly alive.

The adoption of the fixed plan for weekly
releases follows logically the practice of the
Victor Co. during the past year or so in an-
nouncing special releases of timely records, par-
ticularly dance numbers, at intervals during
the month and between the monthly supple-
ments.

The second announcement of the Victor Co.
is of equal importance and marks a decided
innovation in talking machine record manufac-
ture, in that it provides for the issuance of Red
Seal records in the future in double-faced form,
the first listings of which are expected to go out
in connection with the first regular weekly sup-
plement of records to be placed on sale Sep-
tember 21.

At the present time the company is manufac-
turing a stock of double-faced Red Seal rec-
ords made up from the present single-faced
listings. Their preparation has been consid-
erable of a task and the arrangements should
make a strong appeal not only to those who

OUR POLICY,

CONSEQUENTLY,

necessary to success.

| Orange

FOR THE FIRST TIME,

since last September, we are in a position to establish a few more
Edison Dealers in the Metropolitan District.

during a shortage, is to give all goods possible to the merchants
who have been Edison Dealers and who have previously spent
their time and money in working up sales and prospects.

and because we are now making up our Fall and Winter require-
ments, we invite inquiry from merchants who are located at good
trading points, who believe in fair profits and who consider quality

The Phonograph Corporation of Manhattan

Metropolitan Distributors

New Jersey

appreciate music of the better sort, but those
who are strongly attached to the recordings of
particular artists, for the reason that in each
case records have been backed up with selec-
tions of a somewhat corresponding character
sung by the same artist.

In connection with the announcement there
have been sent to the trade copies of a nev
Victor Red Seal catalog, in which are included
all records listed up to and including August,
1923, in single-faced form at new catalog prices,
and also, with few exceptions, in double-faced
form at corresponding new catalog prices.

It is the opinion of the company’s officials, as
well as members of both the wholesale and
retail trade that there will be a substantial aug-
mented demand for single-faced Red Seal rec-
ords, but with a view to providing wholesalers
and retailers with an opportunity for adjusting
their stocks according to their own judgiment
the company states there will shortly be an-
nounced a plan for a Red Seal record exchange
which will be on the usual generous terms.

VALUE OF TRADE PAPER TO DEALERS

How One Live Merchant Makes Use of the
Suggestions Contained in The World

The value of the trade paper in any field de-
pends in a large measure on what use the vari-
ous business-building suggestions contained
therein are put to by the dealer or head of the
business to which the paper goes. Often the
business man merely glances through the pub-
lication and then lays it aside, never to be
opened or referred to again. One dealer in the
talking machine business who gets a great deal
from his trade papers is Saul Birns, well-known
New York City merchant. Mr. Birns, for ex-
ample, has found that in each issue of The
Talking Machine \World there are many sugges-
tions which may at some time or another be
useful to him in the operation of his large busi-
ness. Therefore, he has made it a practice to
clip these articles and file them for future ref-
erence. The file is so arranged that he can se-
cure any item at a moment’s notice. Often at
the weekly meetings of his large sales staff
some article which applies particularly to the
problems of his selling organization is read.
Other of the numerous articles on business
management are in his files, ready whenever
needed. This is an excellent example of how
the utmost value can be realized from a publi-
cation such as The \World.

L. J. UNGER PREPARED FOR FALL

Louis J. Unger, general manager of Reflexo
Products, Inc.,, New York, spent a vacation of
two weeks’ duration at Camp Copake in New
York State. The Reflexo Products Corp. re-
ports that orders are coming in nicely during
the Summer months and that every indication
points toward good Fall business.
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. ANEWIDEA IN RECORDS

Well Known Fairy Stories
Set to Music

Triple Your Record Sales with
“Triple Records’

I

T

T

I

=]
Here's a brand new idea in record selling—sell three records
instead of one. ‘“Junior Operettas” are Fairy Stories that every-
= one knows—set to attractive music—reproduced in six parts on

THREE 10 INCH
Unbreakable Records

These new records will not break with ordinary handling or
dropping—safe for the children. This is one of the advantages
that will sell the records to every father and mother.

Little Red Riding Hood

’_l First JUNIOR OPERETTA

[

_ The first Junior Operetta sings the story of Little Red Riding
EJI Hood. You can hear the wolf growl, dog bark, birds chirp, tune-
ful solos, duets and choruses of wood cutters sung and played
by 20 well-known artists directed by Chas. A. Prince.

| The Junior Operettas are not nursery rhymes for
= babies, but stories and music that appeal immensely
to children of all ages—to grown-ups, too.

Other JUNIOR OPERETTAS Coming Soon, Such As

Cinderella Snow W hite
Goldilocks The Three Bears
Jack and the Beanstalk, etc., etc.

T 00 000 T, o
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The JUNIOR OPERETTA Series

The Complete Operetta— Three Records

IN A

a0\
(mﬁm \ —Right and left

Joo tllustrations are

175

NEW PATENTED CONTAINER

Each Junior Operetta is reproduced on three double- |
faced 10-inch records, packed in a patented container,
attractively illustrated and printed in six colors, con-
venient for any record library.

This container, as illustrated below, makes a beautiful
counter or window display and will help sell these
Operettas on sight.

Lower part of picture
shows container
opened as a display

front and back of
container when fold- ’
ed, making a com- |
. pact unit.

/

UNIOr Operetra Series
Litile Red Riding Hood

in Six Paris
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_Pemaneni’ Non-Breakable Records

e}

RETAILS FOR |
$2.=0

Only $2.50 for the complete Operetta—3 double-faced,
10-inch records. Easier to sell the complete set for this
price than three individual, ordinary records. And the
discount to the trade is exceedingly generous.

Ready for Delivery NOW

Little Red Riding Hood is ready for immediate de-
livery. Wire for sample order direct.

== — —e ———

|
|

VULCAN RECORD CO., 15 East 40th St., N. Y. C.
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Wldenmg the Field for the Best Music

Time Has Been Reached in Talking Machine Business When Music
Instead of Personalities Should Be Stressed, Says W. Braid White

What I am going to say is rather radical.
Some will say that it is very radical, which
will be enough to damn the entire proposition
for them. Nevertheless, radical suggestions are
usually interesting, if only because of the fact
that they are unusual.

Salesmanship, as I see it, is the art of organ-
izing the distribution of goods. Industry pro-
duces and salesmanship distributes. Salesman-
ship in its highest manifestations, however, is
not mere vulgar push. It is true that, under the
exaggerated ideas which are prevalent about
profit-earning as the sole end of industry, sales-
manship is often prostituted to unworthy ends;
but those who sell musical goods can hardly be
accused of working in a medium unfavorable to
the best side of business, since to sell a musical
product is to sell musical satisfaction, than
which nothing finer can be said to exist. Espe-
cially is this true of the talking machine indus-
try, where the possibilities are still so much
greater for the future than any realization of
them is yet current.

This being so, there should be no objection
to my talking about a somewhat advanced side
of salesmanship as applied to our great indus-
try. Addressing myself to retail salesmen in
the record business, I ask whether the utmost
of satisfaction can be had from the selling job
unless one can feel that one is helping a great
many men and women every month to solve the
problem of obtaining musical food for their
souls. It is the doing of work like this which
constitutes the difference between selling music
and selling groceries.

What Is a Record?

Well, now, what I want to tell my retail sales-
men friends is that a record for a talking ma-
chine may be looked at in two ways. It may
be thought of as something which sells because
it bears the name and reproduces the voice or
instrument of some artist. Or it may be
thought of as music; as something which, apart
from the question of who is or who is not play-
ing or singing it, is in itself beautiful and desir-
able, to be considered as such and on this basis
to be sold to others. The first of these two
possible methods is that which the retail sales-
man usually practices. The second is the one
I should like to see all salesmen practice.

Let us look into the matter a little further

before we cither condemn or accept this new
notion. Let us admit in the very beginning of
the argument that the talking machine business
has been built up, unquestionably, by means of
the great prestige value which has attached
itself to names celebrated in the world of
music. To be able to say that Paderewski,
Caruso, Mary Garden, Pablo Casals, John Mec-
Cormack had transferred their vocal and instru-
mental magic to a disc ready for reproduction
at will through tlie mecltanism of a talking ma-
chine is to be able to swing a prestige-argument
of enormous weight and compelling power. The
quality of prestige is the most powerful sales-
making quality which any piece of goods can
possibly possess. Naturally, then, it is upon
the personalities of great artists that the huge
structure of retail record selling has been suc-
cessfully built.

I do not propose to tear down this edifice of
prestige—far from it. I wish merely to sug-
gest that hereafter the emphasis be not placed
exclusively on the side of personality, and that
in fact we begin to talk to our customers just
a little more about the music and just a little
less about who sings and plays.

I hope that now this has been set down in
print, it does not look so radical as might have
been supposed from the preamble to these re-
marks.

The talking machine business can no longer
be said to be in its infancy. In fact, it is in a
healthy childhood, not yet grown to maturity,
for maturity with it is still in the far distant
future; but a healthy and well-grown child,
nevertheless. This being so, it is high time to
realize that the child need no longer be helped
about the floor, but is quite able to stand up
and run unaided, and upon occasion to fight
the neighbor’s boy next door without the slight-
est difficulty. In a word, we no longer need
fear lest a customer may not know what a
record or what music is, and it is therefore
high time for us to begin talking about the
music given by records as if we really believed
in it ourselves.

Splendid Work Under Discouragement

So long as we always talk to all our cus-
tomers about the personalities which stand be-
hind the performances, and never about the per-
sonalities which created the music in the first

P ——

place, we shall always be limited and confined
in our salesmanship. We shall not be scllin
music, but names. And as a uatural cons
quence a very large quantity of our records lan:
guish on the shelves, simply because they do
not happen to represent the performances of
personalities known to everybody. To allow
this one-sided salesmanship is a great mistake.
The manufacturer would be much better pleased
if there were a more even distribution and at
the same time would be encouraged to make a
wider choice and selection of titles for record-
ing. As things stand at present there is no real
encouragement for the manufacturer to go
ahead and produce a widely ranging catalog,
covering all kinds of music. The greatest man-
ufacturers have gone much further than they
have ever been warranted in going by any en-
couragement they have received from the retail
trade. All the great catalogs have been much
finer, in fact, than might have been expected
from the meager support the retail trade ha
given to numbers which were not actually self:
selling. The Victor catalog, in particular, has
always been a standing wonder to me, quite as
much a wonder as the indifference of the retail
trade to everything an inch beyond its nose. Still,
it is plain to be seen, by careful examination of
even the Victor catalog, that intensive develop-
ment has been much retarded on account of the
impossibility of getting retail salesmen to sell
thoughtfully and intelligently. A little co-oper-
ation would produce an instantaneous response
and we should soon be able to dismiss the pres-
ent reptoach that the catalogs of record music
are incomplete, sketchy and only adapted to
the immediate sale of what needs no personal
intelligence to sell. The reproach is not justi-
fied and it should never have been made.
Should Think a Little More of Music

Now, have I made inyself clear? What I
want is that retail salesmen should henceforth
think a little more of music, which, after all,
is what they are selling. Let them study this,
talk it and demonstrate it, less as so many sam-
ples of so-and-so's performance than as so
many examples of such-and-such music. By
so doing they will help to improve their cus-
tomers’ musical ideas and will thus open up
wider fields for the distribution of good music
in record form

Retail Price

ARE you getting your share of the portable business?
The Modernolette is selling fast.

MODERNOLA COMPANY

New York Distributor : PROGRESSIVE MUSICAL INSTRUMENT CORP., 319 Sixth Ave., New York, N. Y.

TA
0

—East of Mississippi —$35.00
—West of Mississippi —$40.00

e

Manufactured by

Are you selling the right machine?
It is constructed of solid walnut, wax finish. Has a re-
liable motor and tone arm. In quality, it is in the high priced class. In price it is low. We still
have some valuable territory open for jobbers. i

JOHNSTOWN,

PA.
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How a Small Town Dealer Wins Business

Wm. Bliss Stoddard Tells How a Live Dealer Makes Consistent
Mail Contact Pay and Another Profits by an Appeal to Local Pride

A great many mierchants in small towns are
afraid to take on a line of high-class talking
machines, thinking their field is not wide enough
and that mail order competition is too strong.
They might think differently if they could know
of the success that has been made by Berry &
Reed in the little country town of Lonoke, Ark

“Just how did you work up such an excel-
lent business?” I inquired, noting the dozen
machines on hand and the tasteful window,
trimmed for Fourth of July, with machines and
records in a setting of shields and flags and
miniature cannon.

Mr. Berry smiled: “My system is merely
this: Every time a person comes into the store
and displays the slightest interest in a machine
—and there are always two or three set where
they cannot fail to be seen—I get his or her
name. Then, if they have no machine, I mail
them literature concerning the talking machines
I carry, telling them of my easy credit system
and reminding them how the possession of this
instrument cheers a homie on the long Winter
evenings, as well as furnishes music for dancing
on a Summer night. The general run of people
to-day want the largest and best machine they
can get for their money, and I have, therefore,
found that the cabinet variety sells best in this
locality. The smaller ones still have somewhat
of a vogue, and there is scarcely a month that
I do not order one, but we find it most profit-
able to keep in stock only the larger size, high-
er priced machines.

“If the patron already has a machine I se-
cure his name and when my monthly or semi-
monthly stock of new records comes in I mail a
circular, giving the name and price of the latest
pieces, informing him that I now have them on
hand and they are perfectly welcome to come in
and try them out. Of course, in a small town
like this we cannot afford to have a special
demonstrator, but everybody who has a ma-
chine knows how to operate it, so they simply
try them out themselves without the assistance
of a clerk. We make it plain that they are per-
fectly welcome to do this, whether they buy or
not. And they are truly welcome, for they
generally bring several friends with them and,
while they are in the store, they make many
other purchases. Then, too, they talk to their
friends about the new records, and that gives us
more valuable publicity than we could secure
through,the newspapers or even direct mail
advertising.

“Another thing that has contributed greatly to
our success is the fact that we—or at least I—
understand the machine from top to bottom,
from A to Z. No question concerning it can

stick me. There is where a great many dealers
fail. They don’t know their goods. The result
is that when a customer begins to ask ques-
tions the dealer doesn't know. He hems and haws
and finally hunts out books and literature and
attempts to answer the questions asked. It irri-
tates a customer. He wants to have his answer
right off the reel. Then he is sure that you
know what you are talking about. Then tell
nothing but the truth. If your particular ma-
chine has won prizes in competitive contests
say so. If it hasn’t it's best to be silent on the
subject.”

“Have you any special method of conducting
yvour advertising?” I next inquired.

“We diversify it as much as possible,” he
answered. ‘“We use the newspapers, both local
and towns adjacent; the moving picture slides
in the town theatre; circulars, whenever they
contain something of real interest and are not
just mere ‘publicity stuff,” and display space reg-
ularly. We consider the window one of our
very best ads and never a month goes by that
we do not remind the public of our line by a
special display of some kind, suiting it to the
season.

“I suppose all of these methods are used by
the majority of dealers, but I want to tell you
of a little pet stunt of mine. I watch the pa-
pers and whenever I see an announcement of
an engagement or a marriage I drop a friendly
and congratulatory letter to the newlyweds,
calling attention to our store and its line and
stressing the pleasure that music gives in the
home. The friendly interest helps iimmensely,
especially in a small town, and much business
is gained through these letters.”

Appealing Successfully to Local Pride

An excellent mauner of securing the trade of

the music-loving people of the city was recently
put into practice by the Bledsoe Co., San Diego,
Cal. Having a large and well-appointed sales-
room which was not in use in the evening it was
offered each Monday evening to the San Diego
Conservatory. Orchestra for rehearsal. The
salesroom was converted into an auditorium by
placing therein a number of chairs, arranged in-
formally—more being available whenever re-
quired. Then the company sent to all its pa-
trons neatly engraved cards, which read:

T e e L e
WE KNOW YOU ARE A LOVER OF GOOD

MUSIC

Therefore we cordially invite you to enjoy a
reliearsal of the San Diego Conservatory Orchestra
in our music salon Monday evening.

The orchestra is composed of talented young mu-
sicians, under the leadership of the well-known local
orchestra leader, Chesley Mills.

An evening of splendid entertainment will be en-

joyed by all who attend. No admission is charged
—and there will be seats for all.

O
In order to encourage local talent the Bled-
soe Co. had several records made of selections
rendered by this orchestra and these were dis-
played during the concert and demonstrated to
any who wished to hear them during the inter-

SRR DR

mission. This gave prospective purchasers a
chance to compare the original and reproduced
music—and the latter was found to be so true
to nature that many sales of these records re-
sulted. .

At later concerts the general public was in-
vited, through invitations contained in regular
ads in the daily papers, and the many people
who came to enjoy the music and remained to
chat had a chance to observe the complete
music line carried, which was just what the firm
desired.

“UNFINISHED SYMPHONY” ON RECORDS

Schubert’s Masterpiece Issued in Special Album
by General Phonograph Corp.—Enthusiasti-
cally Received by Lovers of Best in Music

The General Phonograph Corp., New York,
reports phenomenal sales of the Schubert “Un-
finished Symphony” records recently issued by
the company. This set, which comprises three
double-faced twelve-inch records in a special
album, bears the Odeon label and is the only
complete recording of the “Unfinished Sym-
phony” now on the market.

During the past few weeks the General
Phonograpli Corp. has received many letters
of appreciation fromi music students and music
lovers who have taken advantage of the oppor-

tunity to study Schubert’s famous symphony
through the medium of the Odeon record. Otto,
Heineman, president of the General Phonograph
Corp., who is responsible for the introduction
of this series of records, has been congratulated
upon his initiative in placing this wonderful
work of Schubert in complete form in the
hands of the music-loving public.

“OPENING” IN NEWARK GALA EVENT

NEwark, N. J., August 2—The recent formal
opening of the Newark Brunswick Shop, 473
Orange street, this city, was made a gala event
by the proprietors, Charles H. H. Kindleberger
and C. Fred Rothacker. A musical program
was a feature. E. L. Brown, New Jersey Bruns-
wick representative, was present at the opening.

NATUREBLLE

RIGHT FROM
THE HEART,

For

Portable

and
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Phonographs
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The Naturelle Co.

125 East 23rd St.
New York, N. Y.
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with the tone and distinctness of undertones produced by use of the
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Read What This Progressive and Highly Successful Manager Has to Say About

FUTURE BUSINESS

—HE KNOWS
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London “33&< Paris

Bloomingdale Bros.Inc.
59t to 60tk Street Lexington toThird Ave.
NewYork

InReplying Please Referto

July 30, 1933

The Audak Company,
565 Fifth Avenue,
New York City

Gentlemen:=~

As stated to your representative
some time ago, conditions in the phonograph
business since 1920 have changed to such an
extent that every progressive dealer will -
sooner or later-~-have to revise his sales
methods in order to continue business on a more
profitable basis.

We have been looking into your instru-
ments for the past few months and found that
the AUDAK solves this problem very satisfactorily.
The twenty booths we now have will all be taken
out, with the exception of about six, which will
be used for demonstration of machines only.

We have decided to equip our new
Phonograph Department throughout with your
AUDAK machines and are particularly interested in
your style X-T.

Please let us know how you stand-on

deliveries of these and whether we may have them in
French gray.

Very truly yours,

| IIIIMWMMMMWMMMMMMMMMMMMMM

HDB : MMB BLOOMINGDALE BROS., Ince

- ;
Manager Phonograph Dept.

T e T AT

AUDAK LS' Increasing the Profits of Hundreds of Successful Dealers

Write for Details of This Modern System For Selling Records
Without the Use of Booths.

AUDAK CO., 565 Fifth Ave., New York
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Buﬂdmg Business Among the F oreigners

The Foreign Colonies in Any City Are a Gold Mine for the Mer-
chant Who Plans a Systematic Drive for Some of This Business

One of the greatest fields for development in
the talking machine business lies in the sale of
foreign records, especially music of the better
class. Some members of the trade are sceptical
as to the possibilities in this direction and, seem-
ingly, it is a difficult matter to prove to them
that a worth-while business can be built up in
foreign recordings. There is not a city or town
in the country that has not a goodly percentage
of foreigners who will purchase talking ma-
chines and records if the proper methods and
sales promotion work are resorted to.

Good Music Sells Here

The writer recently had occasion to pass
through the downtown section of New York
City. This part of Gotham is thickly populated
by Italians, Hebrews, Armenians and a con-
glomeration of all the nations of the globe. It
is a real melting pot. Little stores and shops,
indicating by their appearance various degrees
of prosperity, are bunched close together; the
curbs are lined with merchandise of all descrip-
tions and in the streets are pushcarts loaded
to the gunwales with wares. In the densest part
of this section within a radius of a block and
a half are three talking miachine establishments
almost as crude as their surroundings. These
concerns are all enjoying prosperity, despite the
keen competition. Stranger still, most of the
sales of records consist of the better class of
music, and by far the largest number of sales
are in foreign records. Jazz has little place
liere and the few numbers handled are for the
younger element, who occasionally demand this
type of music. The older people, however, to a
large extent, stick to the customs of their re-
spective honielands and the folk songs and
operas have just as much, if not more, charm
for them here than before they came to the land
of opportunity. Perhaps these melodies bring
back memories. Who knows? At any rate the
foreign records are the feature of the talking
machine business in this section.

Some Cashing In on Opportunity

For the reader with an analytical mind the
foregoing paragraph presents some interesting
possibilities, especially in view of the fact that

foreign communities in practically every city
and town in the country differ no whit from the
one described except in size. Another case in
point appeared in a recent issue of The World,
wlen the story of the development of the busi-
ness of James K. O’Dea was related. Mr.
O’Dea, entirely through the medium of news-
paper advertising, has built up a tremendous
foreign record business and many talking ma-
chines are also sold to foreigners by this ag-
gressive dealer.

Another concern which realizes the possi-
bilities in the foreign record field and is profit-
ing thereby is the Elite Music Store, 211 South
High street, Columbus, O. Harry Patton, man-
ager of the Elite Store, recently staged a win-
dow display of foreign recordings which was
not only unique but which also resulted in sales
and considerable publicity. In the front of the
window a large sign was placed which bore the
following message: ‘“The music of the world is
yours tlirough the Victrola.” The background
consisted of a inap of Europe with ribbons lead-
ing from various countries through a handsome
console Victrola to the records in the language
of each country which were displayed on the
floor. To make the picture even more vivid
and to indicate that many records in each lan-
guage were obtainable foreign catalogs were
placed beside each record.

Credit Risk Not Great

There are also many merchants who are
aware of the sales possibilities to the foreign
clement in their communities, but who hesitate
to go after this business because they consider
the credit risk too great. This, of course, is a
problem, just as that presented by sales made
on the deferred payment plan in the ordinary
course of events. It mmust be remembered that
the average foreigner is a thrifty person and a
surprisingly large percentage of them start sav-
ing as soon as they secure their first jobs in
this country. It is a good maxim in business
never to judge by appearances and this ap-
plies with especial force to the foreign element
in our cities. Record sales should, of course,
be made on a cash basis and, in the case of

No. 3 Tone Arm
No. 5 Reproducer

~ILIA

“OLD R

149-151 Lafayette Street

INDUSTRIALS UNIDAS, S.

For several years this throw-back, ball-bearing Tone Arm has been the biggest
seller in our catalogue.

MUTUAL PHONO PARTS MFG. CORP.

The Russell Gear & Maehine Co., Ltd., 1209 King St., West, TORONTO, CANADA
Exclusive Distributors for Cauada and AN Other British Possessions
A., Balderas 110, MEXICO CITY, Exclusive Distributor for Mexieo

72

3L

WHY?

New York City

machine sales, no attempt should be made to
sell these people the higher priced models. A
little discrimination here will prevent loss and
repossessions.

Portables Sell to Foreigners

An enterprising dealer in a small city adja-
cent to New York has achieved some excellent
results during the past year in the sale of port-
able instruments to the foreign people in his
community. Since the Italian element predomi-
nates he secured the services of an educated
young Italian-American who worked this terri-
tory in a systematic manner. He carried with
him a portable instrument and a small stock of
recordings in the Italian language. Because this
salesmman could speak their language his recep-
tion in the majority of instances was friendly
and, in addition to many sales of machines, a
large number of records were sold. The instru-
ments, although costing a comparatively small
sum, were sold on the instalment plan, but with
the stipulation that payments were to be made
weekly. Not one instrument was repossessed
nor were there any defaults in payment or at-
tempts at evasion of the obligation incurred by
the purchaser. The merchant referred to at-
tributes this excellent record to the fact that he
insisted that payments be made on the weekly
basis, thus bringing each payment down to such
a small sum that the customers had no diffi-
culty in paying promptly.

It is not necessary to cite further examples
of how merchants are boosting their sales vol-
uine through the foreign settlements in their
communities to show the wonderful opportu-
nity existing in this field. Suffice to say, how- .
ever, that it is the merchant with vision who
develops most rapidly. This is the type of deal-
er who digs out the opportunities existing on
every side and then proceeds to cash in on them.

E. A. STRAUSS GUEST OF RAY GUNTHER

Ray Gunther, of Gunther & Kenny, Middle-
town, N. Y., prominent Brunswick dealers, very
recently invited E. A. Strauss, of the Brunswick
New York offices, to his camp in the mountains
for a few days’ fishing. Mr. Strauss did not bring
back any photographs with him, but upon his
return to New York was unable to work for
several days after the trip, devoting most of
his time to a description of the wonderful fish
that he caught, maintaining throughout the dis-
cussion that he was not telling “fish stories.”

AGGRESSIVE NEW HAMPSHIRE DEALER

Laconia, N. H,, August 6.—John E. St. Claire,
who conducts a very beautifully arranged store
at the corner of Beacon and Canal streets, this
city, is one of the aggressive dealers in this
section and has made phenomenal progress in
the year that he has been in his new store.
He handles the Baldwin and Poole pianos and
the Brunswick phonographs and records. He
also handles musical merchandise and sheet

music and is one of those who believe business

can be secured by going after it earnestly and
intelligently.

BESSIE SMITH'S RECORDS POPULAR

The sales department of the Coluinbia Graph-
ophone Co., New York, reports an exceptional
increase in the sale of records by Miss Bessie
Smith, exclusive Columbia artist and one of the
most popular singers of “Blues” selections now
making records. Columbia dealers everywhere
are featuring records by Bessie Smith to ex-
cellent advantage, particularly in view of the
country-wide demand for records of this type.




Aucusr 15, 1923 THE TALKING MACHINE WORLD

Sell Returning Vacationists

the Idea of “Keeping Fit”
through
Walter Camp’s “Daily Dozen”

Only a few weeks remain before
the vacation period will have
been completed and thousands
of returning vacationists will be
very susceptible to the idea of
“keeping fit” throughout the Fall
and Winter months ahead.

—~—~

\\\,

Walter Camp

Y our opportunity, Mr. Dealer, lies in showing them how
they can keep fit right in their own homes with Health
Builder’s sets of Walter Camp’s “Daily Dozen.” Steadily
throughout the year there are constantly recurring op-
portunities of similar character for those dealers who
carry the Health Builder line. Dealers who have taken
advantage of these opportunities as they come along
have achieved considerable success.

If you have never carried Health Builder sets
plan to do so this Fall. There is constantly in-
creasing demand for high-class record sets.

Write today for full information.

HEALTH BUILDERS, Inc.

DEPARTMENT W 8

334 FIFTH AVENUE ’ NEW YORK, N. Y.
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Hoosies Blues ———

‘s BLUE HOOSIER
- BLUES

An Indiana Fox-Trot
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STORE SALESWOMEN STUDY MUSIC

Members of Golden Rule Victor Sales Staff,
St. Paul, Minn., Organize Music and Art
Study Club for Musieal Study

Inspired by the beautiful arias and stirring
orchestrations with which their work familiar-
izes them, a group of St. Paul girls in the
Golden Rule’s Victrola department has banded
together as the Music and Art Study Club.
Interested in music, the seven young women
are determined to make themselves so familiar
with the best music and the great artists’ rendi-

Members of Music and Art Study Club
tron of it that the club’s influence will be felt
in thetr daily work.

The Victrola department, with the sanction
of G. A. Zoller, manager, furnishes records with
which the study of each opera is illustrated
The hostess for the evening explains the opera
and during her recital appropriate records are
placed on the Victrola. A small club fee will
furnish funds for tickets for the St. Paul ap-
pearances of opera stars. The young women
are willing to cnlarge the organization by the
addition of persons who are able to contribute
something to the club and who have a genuine
interest in music.

Miss Edith Clark, the most notable song:

stress among the ¢lub members, has a Sum-
mer’s leave of absence to study under Madame
Valeri in Chicago and has rejoiced the hearts
of the other club members with the news that
in competition with other Summer school stu-
dents she has won a $150 scholarship. The
other two club members studying with Mal-
colmn McMillan are Miss Helen Schulte and
Miss Bernadette Leonard.

The club’s officers are president, Miss Cora
Freier; vice-president, Miss Helen Schulte, and
secretary-treasurer, Miss Leonard. The other
charter members include the Misses Marie
Schulte, Bessie Roach, Mary Nest and Miss
Clark. Mr. Zoller and the store’s management
are very enthusiastic about the spirit of the
club and its members and are offering their
co-operation in its aims.

DOWNING CO. OPENS IN GARDINER

GARDINER, ME., August 3.—C. E. Downing, who
has conducted a successful talking machine
store in Augusta for some years, has purchased
the business of the Maine Music Co., 293 Water
street, this city. He will have associated with
him H. C. Marston, who is widely and favor-
ably known, having been paymaster of the Pine
Tree Pulp Co., and a thorough business man.
Mr. Marston will manage the business and con-
duct the affairs of the store in this eity, which
will be known under the title of the C. E.
Downing Co.

PLLANS FOR HOMES BEAUTIFUL WEEK

I"lans for the National Homes Beautiful
Week, which will be lield the week of October
8 to 14 under the auspices of the American
Homes Bureau, are rapidly taking shape. Some
of the leaders in the movement are the Music
Industries Chamber of Commerce, National Re-
tail Furniture Association, American Art Bu-
reau and many other affiliated associations. An
elaborate publicity campaign in connection with
this occasion is already under way and from
present indications the event this year will be
more productive of results than any previous
efforts for a demonstration of this type.

A statue of John Wanamaker is to be erected
in Philadelphia during the coming Winter, nec-
essary funds having been secured through popu-
lar subscription.

MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

Let us fégure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills in Va,,

N. C. and S. C.

WINDOW DISPLAY SELLS PORTABLES

Widener’s Uses Unique Display to Advantage—
Moderate Cost for Exceptional Window

The Sonora window display used by Wid-
ener’s, Newark, N. J., shown in the accompany-
ing illustration, brought dense throngs standing
five feet and six feet deep at times to view it and
Mr. Dexter, of Widener’s, stated that it served
to stimulate Sonora portable business. This
window display demonstrates the excellent re-
sults that can be obtained at a small cost
through the use of reasonable ingenuity and
resourcefulness. The entire display costs less
than $10, practically everything in the window

WIDENER'S

Widener’s Cleverly Arra_nged Window

having been borrowed from neighboring mer-
chants whose co-operation was gladly given.

The window has a small tank containing six
small turtles, each of which have painted on
their backs a letter for the word Sonora. A
small card informs a passerby that $10 worth
of records will be given to the person who finds
the turtles lined up so that the letters on their
backs spell consecutively the word Sonora. The
tank cannot be seen in the photograph, but is
situated directly in front of the record album
with the card resting against the canoe.

SHOWS BUSINESS HEALTH GOOD

According to reports of R. G. Dun & Co. for
six mounths of the current year failures number-
ing 9,724 reveal a decline of 27 per cent from
those of the first half of last year. This is in-
disputable indication of general business pros-
perity, which is expected to continue through-
out the remainder of the year.

SECOND YEAR SUCCESSFUL LEADER

The Most
Dependable and

Inexpensive
Lid Support
on the Market

The bottom plate is
constructed of one
piece of metal and it
works  automatically
perfect. No parts to
go out of order. The

Patented\ "<\
Sept.9.1N \
Two other patents\
Apnncdfor. ¢
lhinges are made in

Samples on request. two styles—flexible and bent.

STARMACHINE&NOVELTY CO.

81 MILL STREET BLOOMFIELD, N. J.

G, L. LAING CO., Canadian Distributor
41 Richmond St., East Toronto, Ont.

Canada Patent
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Service Builds Business for Live Dealer

Brooklyn Dealer Gets Lead on Potential Patrons From Satisfied
Customers—Insurance and Other Collectors Locate Prospects

SERVICE, spelled with capital letters, a sin-
cere desire to make friends of customers and
several unique methods of securing new pros-
pects have been successful in building more
than one business on a Gibraltar-like founda-
tion. In no business enterprise are these three
things more necessary than in the retailing of
talking machines and records—at least, so be-
lieves E. Shapiro, who operates a talking ma-
chine store at 676 Broadway, Brooklyn, N. Y.,
and he speaks with authority in view of the
fact that he has built a large business, simply
by observing these rules, despite keen competi-
tion and the drawback of a store in a poor
neighborhood, largely populated by foreigners
who are not over-prosperons in many instances.

A Type of Service That Pays Dividends

The service extended by this enterprising
dealer has been instrumental in opening the
way for many sales to friends of satisfied cus-
tomers. Free repairs of a minor nature, such
as oiling the instrument whenever necessary,
tightening and adjusting the mechanism, etc.,
bave resulted in securing the entire confidence
of his large clientele. Under the circumstances
customers are pleased to give information of
friends who do not own machines, and in several
cases prospects secured in this way have ordered
instruments similar to the ones owned by their
friends without even taking the trouble of com-
ing into the store to examine the line.

Securing and Following Up Prospects

Another method of securing prospects which
has been productive of many sales is through
the co-operation of insurance collectors, as well
as furniture salesmen and collectors. These

men have access to the homes of their own
clientele and as they have the confidence of
these people through long contact they secure
the informmation desired by Mr. Shapiro with
comparatively little trouble. This information,
of course, includes the names and addresses of
those people who do not own talking inachines
or pianos, as well as the attitude of the pros-
pect toward ownership of such an instrument.
These data are incorporated in the files of the
store and a systematic sales promotion cam-
paign is instituted. This consists of, first, a
letter calling attention to the excellence of the
line handled by this concern and, second, the
letter is followed up by a salesman, who en-
deavors either to close the deal on the spot or
have the prospect come into the store to inspect
the line. No opportunity is allowed to slip by
when a customer once enters the store. For
example, in the case of a man who visited the
establishment to purchase a record, inquiry and
follow-up resulted in the sale of three machines.
How Payments Are Handled

Of course, most of the business is done on
the instalinent basis and; in view of the fact
that most of the patrons are not any too well
off as regards finances, weckly payments at the
store are the rule. If a customer neglects to
make the payment when due three days’ grace
are extended and then a first, second and third
collection letter is sent to the customer’s home,
urging prompt payment. Of course, each let-
ter is a little stronger than the last. If these
still are unsuccessful in bringing in the nroney
a personal visit is made to the home of the
patron and the matter is thoroughly threshed

out, not in a mauner which is likely to reflect
on the business, however, nor in a manner
which will antagonize the customer. Tact is
used. The advantage of the weekly payment
plan is indicated by development of record and
accessories sales through this frequent contact.
Although Mr. Shapiro has succeeded in selling
more medium and high-priced instruments than
any other kind to these people repossessions
have been kept down below the 5 per cent mark
During this year alone he has succeeded in
selling four $750 machines, and the record sale
for any single day is eight talking machines,
three pianos and $150 worth of records.

How These Methods Have Brought Success

Mr. Shapiro’s success is attested to by the
fact that his annual business is between $50,000
and $65,000. In the case of talking machines he
secures a 20 per cent down payment and 10 per
cent is the smallest initial payment on a piano.
All this has been accomplished in the face of
the keenest competition by the exhaustive fol-
low-up of every prospect. Sales have been made
to persons residing long distances from the
store in surrounding communities and even in
the neighboring State, New Jersey. Business
has developed to such a degree that Mr. Sha-
piro has been forced to enlarge his store.

This is an example of what can be accom-
plished by hard work—not spasmodic effort,
but a consistent drive for business during
twelve months of the year. Thought translated
into action is the keynote of sticcess in the
talking machine field and those dealers who
practice this without dallying by the wayside
have little to fear about the future.

Complete $ 00

Six selections on three 7-inch
double-faced records

Each album contains six picture
and verse cards, beautifully illus-
trated and process printed in
colors. The book is attractively
bound in loose leaf style with tele-
scope eyelets and colored silk cord.
It is finally packed in a glassme
wrapper.

LITTLE TOTS NURSERY TUNES

SONGS, GAMES, STORIES—ON RECORDS

A LLOOSE LEAF Juvenile Record Album

Here are the important
points of superiority —

1. LITTLE TOTS’ album contains six
different selections.

2. LITTLE TOTS’ records are double
faced, 7 inch (other makes are single
faced and either 5 or 6 inch).

3. LITTLE TOTS’ album is loose leaf.
You can add more records to it
This feature increases your sales
when the customer is not inclined to
buy a complete new book.

4. LITTLE TOTS’ records are con-
tained in a patented flap envelope
which prevents their sliding out and
breaking, a common complaint with
other outfits.

tn

. Last, but not least, are the individual
LITTLE TOTS’ records which can
be bought separately—7 inch double
faced, furnished with colored pic-
ture and verse cards, in a loose leaf
pocket which will fit exactly into the
loose leaf album—25¢ retail.

Liberal Discounts to Jobbers and Dealers.

REGAL RECORD C

Write Now! {

LITTLE TOTS’ RECORD DIV.
® 20 West 20th Street

REG. U.S.
PAT. OFF.

Individual
Records

25(: each

Two selections on a 7-inch double-
faced record, with picture and verse !
cards in a printed envelope—ready for
insertion into the loose-leaf book.

That's why we say to you: |
“LITTLE TOTS" will sell |
big and pay you well. Rapid
—certain—repeat sales.

New York
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.g% dPON a few bits of wood and metal the
1&!’@ genius of Edison has conferred the power

of Re-Creation.

The crowning achievenrent of a career replete
with brilliant achievements, the New Edison
Phonograph is an instrument of such sensitive
responsiveness that it Re-Creates every subtle tone-
quality, every elusive shade of expression, with a
fidelity that challenges the final, supreme test—
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EDISON Achievement

direct comparison with the voice of the living artist.

Wherever shown, wherever heard, the New
Edison wins public approval by its beauty of
design and by its instant appeal to discriminating
music lovers.

This ever-increasing demand is constantly opening
new and very profitable fields for Edison dealers.

THOMAS A. EDISON, Inc.
ORANGE, NEW JERSEY

EDISON
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The New EDISON
Chippendale

v-HE decorative style of Chippendale,
| executed in richly grained mahogany,

makes ‘this New Edison Console design a
welcome acquisition to any home.

The New Edison line includes every popular
phonograph model in vogue today.

These are the period designs: Chippendale,
Sheraton, Hepplewhite, William and Mary,
XVIII Century, Italian Umbrian, Jacobean,
Louis X1V, in console or upright models —
and the new London Group of beautifully
proportioned modern designs at prices within
the range of every purse.

And back of every one of them —built into
every one of them—are the years of painstak-
ing research, the fortune of $3,000,000 poured
into laboratory tests, which have made the
New Edison the actual re-creator of the
living voice.

THOMAS A. EDISON, Inc.
ORANGE, NEW JERSEY

The NEW
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the stage.

Eddie Cantor takes you to the “Follies” this month when he sings
“Eddie (Steady)” and “Oh! Gee, Oh! Gosh, Oh! Golly I'm In
Love”—Record A-3934.

Both these numbers are sung by Eddie in the Ziegfeld show, and
all you miss here is the tremendous applause that Eddie gets on

It's easy to supply that yourself.

COLUMBIA GRAPHOPHONE CO.

New York

VICTOR DEALER’S FORCES AT OUTING

Buckley-Newhall Co. Well Represented at
Ulmer Park Outing—E. W. and Wm. Geng
Officiate at Field Sports and Baseball Game

The cmployes of the Bencvolent Socicty of
Prooklvn lheld their field day and picnic at
Ulmer Park recently, at which the principal
feature was a baseball game between the Wa-
terman Co. and the Buckley-Newhall Co., well-
known furniture house and Victor retailer. The
Waterman Co. was the victor by a score of 5
to 2. Subscquent to the bascball contest a sec-
ries of ficld sports were held, the day’s festivi-
ties including a dinner and dance. E. W. Geng,
vice-president, and Wm. Geng, manager, of the
New York store of the Buckley-Newhall Co.,
together with a corps of assistants, handled the
affair admirably, every event going through on
schedule. Both Messrs. Geng are experienced
A. A. U. starters and timers and they are being
mentioned as officials for the Talking Machine
Men's outing that will be held on August 14 at
Glen Head, L. 1.

MAKES RECORDS OF SERMONS

Aimee Semple McPherson, famous woman
cvangelist of Los Angeles, Cal, recently put
the talking machine to a new use by making
the first of a serics of records of sermons.
It is announced that there will be records of
twenty sermoncttes in all.

OUTING PORTABLE FEATURED

Cunningham Co., of Detroit, Uses Portable as
Basis for Effective Display—Other Forms of
Publicity Also Produce Results

Detrorr. Mich., August 6.—Cunningham’s Pho-
nograph Shop, of this city, has been featuring
the Outing portable to excellent advantage, us-
ing attractive window displays to interest the

S v
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|
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Cunningham’s Clever

QOuting Window
public. A recent display is shown herewith and
will give some idea of the effectiveness of these

displays. W. R. Fife, manager of the Cunning-
ham Co.'s phonograph department, has devoted
considerable time and effort to developing his

Cover, Straps Attached

o

pleasant.

50 Ralph Avenue

'BRUNS MADERITE

Phono Moving Covers
For all models of Upright and

Every progressive dealer needs a supply of de-

pendable moving covers. Mr. Average Man dis-.
likes to unpack anything he buys.
padded delivery covers you protect and deliver -
a perfect instrument with no necessity for dirt,

inconvenience or trouble to your customer.

It is much more simple to slip a cover over an
mstrument at the store and off at point of deliv-
ery and the impression left with your customer 1s

MADZERITE covers are strong, well
padded and satisfactory from every standpoint.

Consult your accessory jobber, phono dis-
tributor or write us for literature and prices.

A. BRUNS & SONS

Manufacturers of Canvas Goods

Console Machines

By using

BROOKLYN, N. Y.

portable business this year and the results have
been very successful. This store issues a
monthly bulletin which has a circulation of
75,000 copies and Mr. Fife states that many
Outing sales have been created through the
medium of this publicity.

CHANGES IN VICTOR DESIGNS

Victor Co. Makes Important Announcement in
Regard to Changes and Shipments on Certain
Designs of Talking Machines

A communication recently seut to distributors
by the Victor Co. reads:

“In order to provide for the inauguration of
changes in the design of certain of the horizon-
tal Victrola line, comprising Nos. 240, 260, 300
and 330, there must be a lapse of shipments
until October.

“Victrola No. 240, as produced hereafter, will
be larger than the present model and will have
a lower and more attractive lid. It will be first
supplied in the new composite mahogany fin-
ish. Our list price on this instrument will be
$125.

“Victrola No. 260, as produced hereafter, will
be slightly larger than the model now on the
market. It will have a new lid and carving on
the front posts. On this type our list price
remains unchanged. Shipments during the bal-
ance of this year will be in English brown ma-
hogany finish.

“Production on the other models of this line
will have to be deferred until after January 1
next.

“We desire to take this opportunity to also
announce a new model of Victrola No. 30. Out-
wardly the new product will not be unlike the
model now on the market, but it will have added
conveniences, including a very ingenious con-
tainer for needles, means for carrying six rec-
ords on the turntable spindle and a more con-
veniently located winding key. There will be
no change in our catalog price on this type.
We expect to have the new model available
about September 15 and, in the meantime, ship-
ments of the present model will be very limited.

“Taking the above outlined changes into ac-
count the Victrola instrument linc may be
looked upon as definitely established for at least
the remainder of 1923.”

TEN-RECORD NEEDLE NOT INCREASED

In a recent article covering the activities of
the Wall-Kane Needle Mfg. Co. it was stated
that the price increase on Wall-Kanc needles
would be effective September 1. S. Kaminshine
secretary and general manager of the company,
calls attention to the fact that this price in-
crcase applies only to the Jazz and Concert
needles of the line, which are one-time steel
needles made in all tones. There will be no
increase, Mr. Kaminshine explains, in the price
of the Wall-Kane ten-record needle.

A sense of humor has saved many a business
man from becoming discouraged.
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Cashmg In on the Universal Instrument

Some Worth-while Suggestions by Lester G. Herbert on Merchan-
- dising Talking Machines and Records in an Efficient Manner

Happily, the love of music is born in nearly
every human heart. All people, however, cannot
produce music for themselves. Opportunity, de-
sire, or actual ability in this direction, may be
lacking and so, if it were not for the invention
of what we may term the universal instrument,

‘of moderate price and of great flexibility in its

repertoire, these people would be barred from
much of the pleasure and refining influences of
music. In fact, they would be dependent upon
their friends and paid entertainments for their
musical enjoyment. But the universal instru-
ment—the modern talking machine—has reme-
died the situation and has filled a great need.

Not only do those who are not musicians en-
joy this musical instrument, but those who are
finished musicians as well, for the latter fre-
quently long to hear great artists or to entertain
guests with a program other than their own.

Getting in Touch With Prospects
The dealer who recognizes the tremendous

‘appeal of the talking machine will reach out by

logical means to get in touch with those, first,
who have not an instrument and, second, with
those who have them.

Let us consider, first of all, the people who al-
ready have these instruments in their homes.
All of these owners are live record prospects
and many of them would be only too glad to
have a new and higher grade talking machine if
they could dispose, at a fair price, of the ma-
chine which they already have. By working out
an equitable plan of allowances on trade-ins a
very large number of new talking machines may
be placed every season.

And when people have a talking machine to
which they like to listen, and which affords
worthy entertainment for their friends, they are
always much freer buyers of records. It often
happens that when people find that the allow-
ance on their old machine takes into account
wear, deprcciation and the second-hand status,
the owner will decide to keep the cheaper
machine and to use it for camp, or Summer
home, or put it into the nursery for the chil-
dren, or present it to some school, or grade in
a school, which is mot provided for musically.

Getting Rid of Used Instruments

Actually stirring up replacement prospects is
bound to prove mighty profitable business.
Then, if a number of second-hand machines ac-
cumulate, there are several ways of getting rid
of them. The best means of doing this is to
keep all of these machines out of sight until a
number accumulate. Then a special sale may
be advertised featuring used machines. After
the sale is over any remaining used machines
should be put away out of sight again and only
shown if somebody comes in in search of some-
thing of this kind. That is to say, the business
should be kept distinct from the new goods.

The third plan has a merit of its own, as it de-
liberately uncovers a good many prospects who,
with proper handling, will buy new machines.
By this plan the retail store either advertises
or sends out a personal solicitor, or both, to
find out and to compile a list of those who
have not a talking machine in their homes and
who would consider buying a good used one
at a reduced price.

The explanation could be made that the used
machines are not carried in stock at all by a pro-
gressive musical company, but that many peo-
ple, wishing to buy new machines, desire to
dispose of their old ones. If such a plan is
worked the store can take in the used machines,
knowing that they have a list of people ready
to consider buying. Or the owner of the used
machine can be given three or five names of
prospects to whom he, individually, can sell it.

Building Prospect List by Personal Contact

In one case where a list of used prospects

was compiled a young woman did the work of
personal calls and solicitation. Her inethod was
to approach the people in the home pleasantly
and to say that she was representing the Mon-
arch Music Co. Her next inquiry was as to
whether or not they had a talking machine. If
they had one she had a small carrying case with
half a dozen very attractive new records, and
she asked to be allowed to try these and offered
to make any minor adjustments the machine
might need. The service, she assured her hear-
ers, was free. Nearly always she succeeded in
selling several records for later delivery and, in
not a few cases, interested these people in bet-
ter machines.

If the people called on had no talking machine
at all then she spoke of the delight in having
a good instrument and invited these people to
come into the Monarch store to look around

and to hear the instruments. If it was clearly
evident that the people could not afford o
would not be interested in a new machine she
was ready to switch over and to talk a used
machine to them. In any case shc had one ol
three entries for the mailing list: (1) Record
prospects. (2) New machine prospects. (3)
Used machine prospects.

The ways indicated of cashing in on the uni-
versal instrument are practical. They involve
no extra investment and very little extra ex
pense in salesmanship. In any event, expense
disappears in extra profits.

The man who is not willing to spend $10 to
get $200 has made a mistake to attempt to act
as a business principal. Either he must make
over his mental outlook or be content to act as
a business mate while someone else serves as
captain,

JAPANESE FAVOR PORTABLES

Nipponese Carry Music With Them—Modern
Dancing Taking Hold of Japanese

WasHiNGToN, D. C, August 3—Talking ma-
chines and records, the products of four of our
leading manufacturers, are rapidly growing in
favor in Japan, according to Dr. Ito Wanuchi,
who is visiting this country on business. Dr.
Wanuchi declared that, while high-grade instru-
ments are in demand in his country, the port-
able models easily enjoy the greatest popularity
because the Japanese like to take their music
with them when they travel. The demand, es-
pecially for American records, is traceable to
the growth in popularity of modern dances and
a real liking for the modern Occidental music,
and this has been further augmented by the
many Japanese who have received their educa-
tion in this country. American instrumental
numbers as played by leading musical organiza-
tions have a great vogue in Japan and the na-
tives are very partial to them because of the
distinctive work of the bands and the perfection
of recording. Although the United States ex-

ports large numbers of machines and records to
Japan the latter country also manufactures a
considerable number of talking machines and is
at present engaged in working up export busi-
ness with Far Eastern countries. A typical ex-
ample of the progressive type of Japanese talk-
ing machine manufacturer is The Nippono-
phone. This firm has an export manager, an
American, who is developing trade along real
Yankee lines.

USES WINDOWS TO ADVANTAGE

Otto F. Gobel, manager of the music depart-
ment of R. H. Muir, Inc, East Orange, N. ]
Brunswick dealer, is a keen believer in the mer-
chandising value of effective window displays,
but in common with many departinent store
managers frequently is obliged to compete in
window display attractions with expert window
dressers in the same building. However, Mr.
Gobel has evolved a number of exceptionally
handsome window displays that have not only
attracted the favorable attention of all passers-
by, but have proved important factors in the
sale of Brunswick phonographs.

F—- == x:--wk—?vc;ﬁ F |

1674 Broadway

ALBERT CAPPBELL

EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment
Personal Appearance of

Eight Popular Favorites on
One Big Program -
A live attraction for live dealers and jobbers

Bookings now for season 1923-1924
Sample program and paniculars upon request

PHILIP W. SIMON, Manager

L3
/

ERANK CROXTON

New Yark City

MONROE SILVER

JOHN MEYERS

Popular Ensembles including
Campbell & Burr - Sterling Trio - Peerless-Quartet

FRANK. BANTA
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THE demand for
BAGSHAW

NEEDLES is unprec-
edented —it is more
than double that of last
year, and as you know,
we had our own
troubles filling last
year’s Fall orders.

HAT the future holds in store for us we do not know.
However, we have not been able to protect ourselves suffi-
ciently on steel at present prices.to see us through the rest of the
year. At the moment we don’t know whether we will be able
to do so later. The best we can tell you is that prices will cer-
tainly be no lower—also that there are limits to all factory facili-
ties. If you want to be reasonably sure of securing

 BAGSHAW
NEEDLES
in complete auantity, when you AR HER NOW!

~ W.H.BAGSHAW CO.

| Factory, Lowell, Mass.
370 SEVENTH AVENUE
AT 31st STREET NEW YORK SUITE 1214

Pacific Coast Distributor: Canadian Distributor: Western Distributor: Foreign Export:
Walter S. Gray Co. The Musical Mdse. Sales Co. The Cole & Dumas Music Co. Chapman, Lid.
1054 Mission St. 79 Wellington St., W, 430 So. Wabash Ave. 8-10 Bridge St
San Francisoco, Cal. Toronto Chicago New York City
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UPERIOR STEEL

RILLIANTON

NEEDLES

. HALF TONE

In Envelopes of 100
Dance, Loud, Full, Pet-
mecky, Light or Half-

MADE lN THE U.S.A.
sups.nuon STEEL

lLLlANTU

NEEDLES
FULL TONE

In Tins of 200
Dance, Loud, Full or
Halftone

GERTRUDE SCHORR
370 - 7" Ave.
New York City

BRILLIANTONE

TRADE wagn 0

In Tins of 300
With your name on each
can—all tones

SUPERIOR STEEL

BRiLuiANTON

Combination Record
Cleaner and Container

of 500 Needles

Dance, Loud, Mediumv

‘\ /’

We'll Do the
Best We Can—

Our sales to July lst are larger than for

B u t the-entire year of 1922. We don’t have to

remind you that we had some difficulty last

year in filling your orders. Frankly, we

don’t know where we stand this year. - So

~ far we have been able to take care of this

doubled business without delaying shipments, and we do

not contemplate any difficulties. Just the same, it would

he just as well if you louk into your Fall requiremeuts

and let us know what you expect from us. . Present

prices cannot be guaranteed indefinitely, but we do* want

ta know, as quickly as possible, how far and how fast
we will have to push our factory facilities.

’ Our Advice Is—

that you order immediately your Fall and Holiday order
and indicate how you would like your deliveries spread
out. Orders accepted by us now will assure you present
prices and delivery when you want them. If you don’t
act upon this suggestion, don’t blame us later for pos-
sible developments which may mean hlgher pnces and
curtailed or delayed deliveries.

BRILLIANTONE

STEEL NEEDLE COMPANY of AMERICA lncorporated

Selling Agents for W. H. Bagshaw Co., Facloric.s, Lowell, Mass.

370 SEVENTH AVENUE, at 315t St., Suite 1214, NEW YORK

Western Distributor:
The Cole & Dumas Music Co.
430 So. Wabash Ave.
Chicago"

Pacific Goast Distributor:
Walter S. Gray Co.
- 1054 Mission St.
San Francisco, Cal.

Canadian Distributor : ; Foreign iExport:
The Musical Mdse. Sales Co. Chapman, Lid.
79 Wellington Si., W. 8-10 Bridge St.
Toronto New York City
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“House of David Blues,” played by the Chicago Blues Orchestra,
is one of those rare fox-trots that give you a restless, want-to-travel

feeling in both feet ten seconds after the needle drops.

Another rousing fox-trot, “Blue Grass Blues,” by the same organ-
1zation, is on the reverse side of this record—A-3923.

COLUMBIA GRAPHOPHONE CO.

New York

MUSIC MEMORY CONTEST SCORES

Much Publicity and Increased Interest in Music
Amply Repay Roberts Music Co. for Staging
Contest in Seward, Neb., Schools

SEwarp, NEeB., Angust 4—A very successful
music memory contest was staged among the
pupils in local public schools by J. R. Roberts,
of the Roberts Music Co., well-known Victor
dealer, of this city. Twenty-five carefully
selected Victor records were used in the coun-
test and the competition was keen for the gold
medals which were donated by Mr. Roberts for
the winners. Considerable valuable publicity
was derived for the Roberts Music Co. as a
result and the intensified interest in things mu-
sical among the children is considered by this
enterprising dealer well worth the time aud
money spent in promoting the contest.

CAR CARDS FOR VICTOR DEALERS

A new series of four brilliantly colored cards
for use in street cars lias been prepared by the
Victor Talking Machine Co. The cards contain
illustrations of Victor console instruments and
also feature records. A plan has been formu-
lated whereby dealers will be furnished, free of
charge, with this advertising bearing their indi-
vidual imprints, providing that twenty-five or
more cards are ordered.

Ward’s Padded Khaki

Moving Covers

and all
Models of
Upright
and
Console
Machines

Distributors
BRISTOL & BARBER, INC.

3 E. 14th St. New York City

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

THE C.E.WARD CO.

Manufacturers

NEW LONDON OHIO

WM. R. BROPHY SAILS FOR EUROPE

Brunswick Recording Director Sails on “La-
conia”’—Associates Assemble at Pier to Bid
Him Bon Voyage—May Meet B. E. Bensinger

Wm. R. Brophy, general manager of the re-
cording laboratories of the Brunswick-Balke-
Collender Co., New York, and one of the recog-
nized leaders in the recording field, sailed on the
S5.S. “Laconia” a few weeks ago for a_trip

L g -
Arrow Points to Mr, Brophy, Whose Friends
Bid Him Bon Voyage
abroad. This is Mr. Brophy’s first vacation in
ten years aud in order to properly celebrate
the event his associates at the Brunswick re-

cording laboratories gave him a send-off.

While at the pier, Brophy's Brunswick Bitters
were distributed among the members of the
Brunswick party, who were keenly appreciative
of their many virtues. Among those who were
present when the “Laconia” sailed were Mr.
Brophy's daughter, Miss Beatrice Brophy; Wal-
ter G. Haenschen, director of popular recording;
Walter Rogers, director of classical recording;
Don lLeopold, manager of the record department
of the Brunswick Co.s New York division;
James O’Keefe, Simkler Darby, Heber McDon-
ald and others.

Geo. W. Case, Jr., Brunswick patent attorney
and well known throughout the talking machine
trade, also sailed on the “Laconia” with Mr.
Brophy. In all probability, Mr. Brophy while
abroad will meet B. E. Bensinger, president of
the Brunswick-Balke-Collender Co., who sailed
for Europe a few weeks ago.

ELINOR WARREN NEW OKEH ARTIST

Well-known Pacific Coast Pianist Joins Okeh
Record Makers—A Noted Composer

Miss Elinor Remick Warren, a talented young
Pacific Coast pianist, makes her first appear-
ance in the talking machine industry through
the medium of Okeh record No. 4873 in the
September list, issued by the General Phono-
graph Corp. Miss Warren, although only
twenty years of age, has already won consider-
able success as a composer, and among her
compositions that have been published are the
following: “The Heart of a Rose” and “Golden
Yesterdays,” published by Harold Flammer; “I
Have Seen Dawn,” published by the Boston
Music Co.; “Song of June,” published by G.
Schirmer, Inc.,, and many others.

For her first Okeh record Miss Warren
selected two well-known compositions, “Papil-
lons” (Ole Olson) and “Country Dance Num-
ber 1” (Beethoven). last Spring Miss Warren
appeared in several concerts at Aeolian Hall,

New York, accompanying such well-known
artists as Miss Florence Easton and Mme.
Matzenauer.

NEW MUSIC SHOP’S ANNIVERSARY

WHaEELING, W. VA, August 2—The New Music
Shop, 37 Twelfth street, this city, recently cel-
ebrated its sixth anniversary by inaugurating a
special sales campaign on its large stock of
talking machines, records and musical instru-
ments of all kinds. The concern has enjoyed
a record of successful growth during the six
years of its existence. Manager J. C. Diltz,
through aggressive merchandising, has aided
materially in the growth of the business.

SMITH MUSIC STORE BANKRUPT

Lonpoxn, O., August 3.—An involuntary petitién
in bankruptcy has been filed against Guy R.
Smith, doing business as the Smith Music Store,
at 25 South Main street here. Liabilities are
listed at $3,075.11. !

The Paula Phonograph Co., of Miami, Fla.,
has moved to new facltory quarters near Bird
road and Grapeland boulevard. The concern
manufactures talking machines.

STYLUS BARS
Stylus Bar & Mtg.Co.

Clague Rd.
North Olmsted . .

P. O., ROCKY RIVER, O.

OHIO
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ODEON
FONOTIPIA

The Records with an International Reputation

Recorded in Europe v\ Pressed in America

Our 3000 Series . . . . . . double faced 12 inch $1.25
Marvelous Orchestra Recordings by Marek Weber & Dajos Bela

Both artists are using a symphonic arrangement to interpret the peculiar charm of European
Orchestra music. They follow the tradition created by the famous V\iennese \Waltzking Johann
Strauss, by playing the first violin in their orchestras themselves.

This splendid combination. coupled with a repertoire of beautiful and melodious selections and the
superb recording technique, are responsible for the sensational reception of these records.

Our 5000 Series . . . . . . double faced 12 inch $1.50

The outstanding feature in these series is a set of three records, combined in an album, of the
UNFINISHED SYMPHONY by FRANZ SCHUBERT
(Complete with Album $5.00)

This immortal masterpiece has been recorded in its entirety and without cuts by the Orchestra
of the German Opera House, Berlin, and conducted by

EDUARD MORIKE

Our CELEBRITIES Series . . smgle faced }g inch $1. 08
66 66 1 5

These series comprise master recordings by

Maria Jeritza Giacomo Lauri Volpi
Maria [vogun Nino Piccaluga
Barbara Kemp Riccardo Stracciari

and many others.

Our FOREIGN LANGUAGE Series double faced 1102 1n$175205

Pohemian Italian Swedish

French Lithuanian Serbian

German Mexican Swiss

Greck Norwegian Slovak (Slavish)
Hebrew-Jewish Polish Slovenian-Krainer
Hungarian Russian Turkish

The ODEON and FONOTIPIA

Repertoires are offering a wealth of Specialties to the live-wire dealer with which to reach every
conceivable market and to stimulate his record business with Phonograph Music of an entirely new
conception,

MANUFACTURED BY THE MAKERS OF THE FAMOUS OKEH RECORDS

OKeh

Ghe Record
ity
GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

25 West 45th Street, New York City
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l L S L E Y ? S GRAPHITE PHONO
SPRING LUBRICANT
Ilsley’s Luhricant makes the Motor make good.
Is prepared in the proper consistency, will not run
out, dry np or hecome sticky or rancid. Remains in
xt> vriginal form indefnitely.
Put up in 1, 5, 10, 25 and 50-pound cans for dealers.
This lubncant is also put up in 4.ounce ¢ans to
retail at 25 cents each under the trade name of

NOISELESS TALKING
EUREKA (CiRE LuBRICANT

Write for special proposition to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

JOIN STAFF OF LOCAL OKEH BRANCH

Ray Wilson and B. Mishkind Added to New
York Okeh Staff—Both Well Known in Trade

The New York distributing division of the
General Phonograph Corp., New York, has in-
creased its sales staff in order to take care of
the requirements of the dealers in local terri-
tory. E. B. Shiddell, manager of the branch,
announced recently that Ray Wilson and B.
Mishkind had been added to the company’s
sales force. Mr. Wilson, who is well known in
the local trade, having been identified with the
talking machine field for many years, will cover
the Yorkville district for the Okeh branch, and
Mr. Mishkind will travel in Connecticut and
New York State.

CARD BRINGS PROMPT PAYMENTS

Clever Collection Stimulator Reduces Delin-
quent Accounts

Ka~kAREE, Iir.,, August 5—The Lecour De-
partment Store here has adopted a plan for
stimulating collections which has proved very
efficient. It consists simply of a little card bear-
ing the following message:

“Successful business demands prompt collec-
tions and prompt payments. We request prompt
payments in the same courteous spirit in which
we solicit your esteemed trade. Both are nec-
essary for our success.”

The store pursues a very active policy in stim-
ulating the expansion of its credit business, but
simultaneously devotes a great deal of atten-
tion to maintaining standards of prompt pay-
ment from the very beginning of the opening of
a new account. There is a suggestion in this
for talking machine dealers who sometimes ex-
perience trouble in making collections promptly.

ENJOYS RECORD BUSINESS MONTH

Mutual Phono Parts Mfg. Co. Adds New Ma-
chinery to Plant to Facilitate Production

Andrew P. Frangipane, secretary of the Mu-
tual Phono Parts Mfg. Co., New York, reports
that July was one of the biggest months in the
history of the organization. The amount of
business placed during July of this year sur-
passes the total of May, June, July and August
of 1922, The exceptional volume of orders
placed during this Summer month presages con-
siderable activity on the part of talking machine
manufacturers for Fall production. The Mu-
tual Co. has added new machinery to its fac-
tory during the past month, substantially in-
creasing production facilities and providing in-
creased service for the prompt filling of future
orders.

Mr. Frangipane states that there is a strong
tendency towards steadily increasing prices on
raw materials, such as mica and metal, although
up to the present time this has not affected the
prices of Mutual products.

GOLDSTEIN & ZAREM IN TROUBLE

A petition in bankruptcy has been filed against
Goldstein. & Zarem, Inc., 127 East Twenty-third
street, New York City. Liabilities are given
as over $10,000 and assets over $2,000.

Mrs. E. Hoover Johnston formally opened a
new talking machine and wall paper store at
5841 Forbes street, Pittsburgh, Pa., late in July.

CLEVER PLAN FACILITATES DEMONSTRATION OF RECORDS

Revolving Record Racks in Demonstration Booths of Summerfield’s Furniture Store, Worcester,

Mass.,

Eliminate Lost Motion and Wasted Time in Securing Records for Customers

R. V. Lewis, manager of the talking machine
department of Summerfield's Furniture Store,
\Worcester, Mass., has hit upon a clever and
successful idea for handling demonstration rec-
ords in booths with a view to the convenience
of both the salesman and customer, as well as
to- their selling possibilities. In each booth in
the departinent is placed a large revolving rack.
On the outside is found space for four records.
The records are placed in large envelopes on
the outside of which appears the name of the
artist, the title of the selection and the type,
whether soprano or tenor solo, orchestra num-
ber, etc. \When the customer is ushered into
the booth the salesman inquires what sort of
records are desired. If the customer wants a
dance selection the rack is turned and out of
one of the pockets is pulled a late dance num-
ber by one of the prominent orchestras. Should
the request be for a tenor solo, a number of
that type also is easily found in the rack, and
so on.

The plan is particularly convenient when the
customer desires to hear a particular machine

play records of various types. \When the cus-

tomer is lmpressed with dance records it is
a simple matter for the salesman to o th
record rack and pick out several correspondin
numbers, and the same holds good with oth

types of music. Much time is saved, however

at the outset when, instead of having to search
through the records for certain seldctio the
salesman finds thein available on the rack with

in the booth. The rack is large enough to hold
practically a complete monthly ries of rec-
ords and it has been found that the system
serves 1o keep the dealer constantly informed a
to the selling possibilities of various numbers
For doing this he keeps a record on the back of
the envelope and the number of sales of that
particular selection that have been made, and
can gauge his business accurately enough to
climinate guessing in ordering.

Another good feature of the plan is that the
customer who comes in and insists on dance
records, if left alone for a while by the sales-
man, is, nine times out of ten, inclined to look
over the rack and play three or four selections
of other numbers, which in itself proves an ex-
cellent sales producer.
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You will be
mailed a copy
September 1st

Watch -
for it!
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Repair Parts and Supplies.

CERTIFIED REPAIR PARTS.

PLAZA MUSIC CO.

REPAIR MEN!—

This book will interest you!

There has been a vital nced and wide demand for precision
Numerous requests from repair

men throughout the country have come to us for a catalog of

book—The Plaza Music Co. Repair Parts Catalog.

It coutains enumerated description and illustration of parts

and supplies that are GUARANTEED and CERTIFIED as to

exactuess of manufacture and quality of materials.

Above all, you have this ironclad assurance:—
Every “Certified” repair part bears an wucon-
ditional money-back guarantee against all defec-
tive workmanship and materials.

Write for your copy to-day. It is free.

©

Therefore, we have issued this

A A A A L A 4

18 WEST 20th STREET
NEW YORK
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NEW BOOK ON MUSIC APPRECIATION

Victor Talking Machine Co. Announces Im-
portant New Addition to Its Literature

The Victor Talking Machine Co. has an-
nounced that there will be ready for distribu-
tion a new and thoroughly original course for
the tcaching of music appreciation in the ele-
mentary schools, the course in book form bear-
ing the title “Music Appreciation With Victrola
for Children.” In announcing the new publica-
tion the company says:

“Our earlier publication, ‘Music Appreciation
for Little Children,” designed for the kinder-
garten and primary grades, met with great favor
and did valuable pioneer service in this field.
However, in response to the insistent demand
of music supervisors and teachers, we have
enlarged, rewritten and revised the course to
embrace the work of the first six grades.

“‘Music Appreciation with the Victrola for
Children’ presents a series of practical discus-
sions on the fundamentals of the study of music
appreciation, together with valuable helps and

Mr. Edison Man:—

Don’'t Say

“KANT,” o “KENT”

Write for catalog of complete line

"The KENT No. 1
With “S” Sound Box

Has given complete satisfaction
for years

KENT
®

Reg. U. S. Pat. Off.

F. C. KENT CO.

Irvington, N. J.

suggestions on organization and teaching, and
a complete course of more than one hundred
and forty definite sequential lessons, illustrated
throughout by Victor records. It has 288 pages;
is cloth bound with gold imprint, and contains
many illustrations in half-tone and color.

“This book will meet with a very heavy
demand, for it is the only complete course on
music appreciation in the elementary grades
on the market to-day.” The list price of the
book is $1.50.

RECORDS SELL TALKING MACHINES

Selection of Proper Records for Demonstration
of Machine Has Important Bearing on Mood
of Customers and Sales Results

Experience has proved to progressive talking
machine dealers that the selection of records
used in the demonstration of machines has a
very important bearing on sales. One dealer
has instructed and taught his sales people to
try to analyze each machine prospect and before
demonstrating the instrument select music
which is certain to please the prospective patron,
thus placing him or her in a mood receptive
to the sales talk.
recently to the writer that he had discovered
that music which pleased customers made the
work of the salesmen in selling instruments
much easier. He also declared that where doubt
existed as to the inusical preference of the cus-
tomer a waltz was the best type of music to
play, this because of the fact that waltz music
appeals both to lovers of the more enduring
type of music and to those who prefer jazz and
also to young and old alike.

SHOWING THE RECORD’S STRENGTH

San Penro, Car., August 2—The San Pedro
Furniture Co., of this city, Columnbia dealer, has
utilized a novel method of demonstrating the
strength of Columbia New Process records, at
the same time calling attention to the Columbia
phonograph. A New Process record is hung
from the ceiling of the display window by a
strong cord running _through the hole in the
center of the record and another cord passing
through the same hole i1s fastened to a cradle
which is made fast to an upright Columbia
phonograph. A window card labels the stunt
as follows: *“New Process Columbia Record
Holding a Weight of Over 150 Pounds.”

PETERSBURG MUSIC STORE, INC.

PeTERSBURG, VA., Aug. 6.—Papers of incorpora-
tion for the Petersburg Music Store, Inc., have
just been filed here, assigning a maximum capi-
tal of $50,000 and a minimum capital of $5,000.
The officers of the company are George B.
Carter, president; J. K. Fletcher, secretary, and
F. N. DeLuca, vice-president. The concern is
licensed to deal in and manufacture musical in-
struments and supplies and conduct a general
business in music.

PENDLETON HOUSE HOLDS OPENING

PexpLETON, ORE., Aug. 4—The Pendleton Music
House, of this city, recently held its formal
opening in its newly renovated warerooms on
Main street. The warerooms have been oper-
ated under their present name since January 1,
when the new owners took over the Warren
Music Co. The entire warerooms have been
remodeled and a new front installed.

A successful dealer stated

MUSIC’S DELEGATE IN FRANCE

Mrs. Eleanor Starkey, of the Aeolian Co., Back
From Trip of Good Will Delegation

After spending about six weeks abroad as
representative of the Aeolian Co.,, New York,
in the Good Will Delegation to the Devastated
Regions of France, Mrs. Eleanor S. Starkey has
returned to New York City. The delegation
of which Mrs. Starkey was a member arrived
in France on May 30, making, together with the
guides and official photographers, a party of
112. Their first official act was. to place a

wreath, sent by the American Legion, on the
grave of the unknown soldier of France.

The outstanding feature of their trip was a
the

nine-day tour through devastated re-

In War Devastated France

gions of France, including Chateau-Thierry,
Rheims, the Argonne, Soissons and Verdun.
Mrs. Starkey spoke of the latter place as being
the scene of the worst devastation. One of the
most impressive sights was the bayonet trench,
where a monument has been erected by Robert
Trent. The bayonets are still visible pro-
truding from the soil.

At Chateau-Thierry an old phonograph was
found in the corner of a hotel formerly occu-
pied by the American troops and a further
search revealed some Vocalion records. Mrs.
Starkey, as the only representative of the music
industries, was presented with a bouquet of
roses at Fontainebleau, where one wing of the
Fontainebleau palace was turned over to the
visiting Americans. The delegation sailed for
Lhome June 30, after having been each individ-
vallv awarded a bronze medal as a token to
those who came to assist France.

GRIFFITH INCREASING FLOOR SPACE

Newark Music House Takes Additional Store,
Giving It Large Increase in Floor Space

The floor space of the Griffith Piano Co.’s
Broad street, Newark, store will be nearly
doubled in a few weeks, when the store adjoin-
ing it on the South is annexed as an additional
showroom. The adjoining store has been the
property of the Griffith Piano Co. for a number
of years and has been occupied by H. Nadler,
a dry goods merchant. With the expiration of
the latter's lease a few days ago the Griffith
brothers grasped the opportunity for enlarging
their floor space and alterations were started at
once. The plastering will be done to match
that of the main store and the wall has been
cut through in two places to allow the move-
ment of pianos from one store to the other.

Dow R. Trent & Co., carrying a line of pianos,
Victrolas, sheet music and records, are about to
open for business in the Simonton Building,
North Manchester, Ind.

J
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QUALITY IS NOT AN ACCIDENT

ior quality of our COTTON FLOCKS for record manufacture is the result of con-
s SR % facturer’s requirements—diligent adherence to the use of
duce the hest flocks and scrupulous attention to every‘detall of their mar}ufacture.
manufacturers are profiting by the cleanliness and uniformity of our
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FAVORITE TONE ARM “L”

This Tone Arm is Made of Heavy Brass Tubing, 2 7 5
Nickel Plated -

Gold Plated $4.50

SPECIAL COMBINATION—THIS TONE ARM

With “H” Sound Box (illustrated below) Nickel Plated $3.25
With “G” Sound Box (illustrated below) Gold Plated $5.00

Special Prices in Quantities. Inquiries from Jobbers Solicited
PHONOGRAPH SUPPLIES OF HIGHEST QUALITY. ALL FAVORITE MERCHANDISE GUARANTEED
. MAIN SPRINGS MEISSELBACH REPAIR VICTOR REPAIR PARTS

Price each Price each
PR P00 1G]t DleisselbaChl NOARLLS ket s 25 PARTS 5012 WIBAIE BOAr w......esivseesoneocesios $0.50
e (2SIt dlan (EdTson] o gt - 28 Pr!ce eaaly 5013 Turntable gear, straigut cut, small teeth. 0.35
11 in. for Edison Disc . .. 125 P9764 Main springs for motors 16, 17.19.... $0.50 5014 Turntable gear, large teeth, straight cut. 0.35
1% in. x .022 x 17 ft., reg for Vietor 0.60 P9765 Main springs lor motor No. 12....... 0.30 5015 Tumtable gear, small teeth, spiral cut. 0.35
1% in. x .22 x 12 ft., reg. for Victor. 0.50 CP532 GOVEIDOT ....cevevecenenccns Comple!e £.50 5016 Turntable gear, big teeth. spitel cut..... 0.35
1% in. x .022 x 9r:., reg. for Vlctor.... 0.45 P1504 Governor shaft, new style. 0.50 5021 itubber back for exhibition box. Tl 035
1% in. x .022 x 17 ft.. inside bent arbor.. 0.60 P1505 Governor sbaft, old style.. 0. 5017 Rubber back for No. 2 sound box...... 0.35
1% in. x .022 x 12 ft., inside bent arbor.. 0.50 AP533 Governor ball ............... b 5008 GOVErnor COMAL «eveneoeononnn- 0.5
1% in. x .022 x 91t., inside hent arbor.. 0.45 Cr644 Turntable sbaft Nos. 16, 17, 19. 1.25 5019 Spring barrel SHaft ......vveeveiieseoes 0.6)
1% in x.022 x 17 ft., botb ends bent. 0.60 CP645 Turntable shaft for No. 12..... .25 5020 Stvlus bar for No. 2 box..... e 085
1% in. x.022 x 12 ft.. both ends bent. ... 0.50 APG697 Spring barrel cup for Nos. 16, 17 19 0.50 5022 Stylus bar for exhibition box. 035
1% in. x .022x 9ft,, hoth ends bent........... 0.45 APG98 Spring barrel cup for No. 12 0.50 5011 Aftachment for vertical cut record ______ 0.25
13-16in. x.025 x 16 ft.. Meineman No. 44...... 0.60 CP1113 Spring barrel shaft and gear 0.60 Governor spriugs, for Vietor...... Per 100 1.60
1 in. x.025 x 12 ft.., Heineman No. 33 and 77. 0.40 P1529 Brake lever, bottom plate 0.10 Governor screws, for Victor......Per 100 1.00
1 in. x.025 x 16 ft., ohlong hole. for \Xelsael- P601 Brake lever, top plate... 0.10 Governor balls, new style...... Complete 0.08
bacl(;ZSSOI;grfz an;l l\:-‘z\slbeniJ ’ ﬁgggg gmgmg sllm{: fO{ Ng%s lG! 0.50 Needle arn serews for exh. box, per 100 1.50
1 inx. X t., for Columbia. inding shaft, straight cu 5
I in x.022x10ft. for Columbla 17, 19 . 0.50 Needlel analscreiss) (o iNoJ 2 Hox ) penf100] 150
1 in. x.g;o x 1315 {t.. for ‘chtor pi 5 A;ggg &'rmgmg s;: e smr?lhcu i ggg
1 in. x.020 x 13! ft., for Vietor, bent arbor.. 0. A inding shaft, straight cul 8
7% in. x .023 x 10 ft., for Blick metor.......... 3 AP591 Brake lever ............ 0.35 MICA DIAPHRAGMS
7% in. x .02%x 10 rt., oblong hole for Alelssel- ne CPSS(% I‘{nte:lmcdiate yi(ear 3l'or_ Nos. ggg Price each
ba 0. 9 teireiiiiiieienns - yinding cranks sizes............ . 23-32 in. Vietor Ex. Box, 1st grade........ .15
;ﬁ ln.x.g'.’gx 13 ;‘t pealr hsblwed ggg 140 Speed indicator ....... 0.45 i% In., new Victor No. 2, very best... - ‘8,.8
% in. x.025 x 10 {t., oral hole : 1°31-37 in., for SONO!a ........... .. 0.20
% in. x.022 x 8{t, German motor 0.25 HEINEMAN REPAIR PARTS 2 1-16 in., for Melsselbach hox.. .. 0.22
T s Neiico cach 2% in., for Pathé new style.. - 0
in. x .029 X o e i 2°3-16 in., for Columbia No. .. .. 0,
J B . 0.65 CP5226 GOVErDOT +uc.vveevsencoannss Complete $1.50 s P
e §'8§§§1§ ﬁ o LB oo o A GP9769 Turntable ‘shaft . Complete 1,30 2 9-16 in., for Pathé or Brunswick............ 0.45
: A{)gggé gowrnor l‘)mlllls rsd N’I’I:ON .......... g:g
A 2! overnar, balls for No. or 1. w0
COLUMBIA REPAIR PARTS P50604 Governor pinion for No. 0.... 0.25 SAPPHIRES
No. Price eoacslg ggogg govpc{nor dsha‘t .......... 815 Price each
2951 Main SPrinfs .....cococceenn 5020030500 CP96 peed indicator .............. .45 p !
3451 Spring barrel bead..... ... Complete 0.75 P9764 Main spring for No. 33 or 7. 0.40 Dol 7 Ieb ol Tge. BTV g0 e
5008 Spring, barrel winding gear. old style.. 0.75 P9765 Main spring for No. 36..... .. 0.28 Pathé, soft tone, stcel setting... 0,10
3834 Spring barrel winding gear, new style.. 0.75 P9766 Main spring for No. 44............ 0.60 ‘Edison very best, medium ton 0.18
5106 First intermediate gears........ Comple!e 0.40 AP9778 Svring barrel cup for No. 33 or 77 0.50 Edison, very best, loud tone 0.15
5107 . Second intermediate gears..... Complete  0.40 APIT79 Spring barrel cup for No. 3G........ 0.50 Fdisou, genuine diamond 25 1.25
12537  Worm gear for single-spring motor...., 0.30 AP9730 Spring barrel cup. for No. 44........ 0.75 “ e O% L
12336 Bevel pinion singlel—snr'mgl motor 0.35 ggggg wingina slmlr't ;or motor go. gs. ggg
12333 Bevel pinion, regular style....... inding suaft for motor No. 3G.... b
12334 Bevel pinion, latest style.............. 3 5304 Winding shaft for No. 44 or 77 0,75 ATTACHMENTS
122385 Bevel pinion for old-style double-spring 0.50 5007 Escutcheoh ................. Comyplete 0.15 in Gold or Nickel-Plated
12332 Bevel pinion disk shaft Complete 1.00 AP94090 Turntable brake ............c....... 0.15 Price each
12”% Male mndu‘llg pinion..... ggg AP10072 Winding crank, 3 sizes 0.75 Kent, for VICLOr AIM.....coveveivernseasarnns $0.25
12496 Kemale winding pinion. o Kent, for Edison with our C sound box. . 2.50
3004 Governor shaft ... 0oall oo ool g‘;g TONE ARMS Kent, without box for Edisom. mickel or gold... 1.60
11778 Driving shaft ... ..(,‘ompllete 0.08 Price each For Columbia, plays Vertical records.......... 2
13796 Governor balls ................ Complete 0. No. K, with sound box $1.25 Kent special _adapter with sound bos. gold-plated
3570 Governor springs, each $0.02..... Per 100 1.50 0o i R S R LR R or oxidized
6730 SEYIUS DAL oovevesoeinnencton Complete 0.35 No. L. nickel-plated without sound box. Sof2kas) B ROy [SSEEEECE e el geieisfsiosielolels
5010 Universal AttACHDIENL .....eevevoeenonns 0.35 No. L, gold-plated, without sound box.. 4.00
13228 Winding crank, 3 sizes. ' Each 0.35 No. P. nickel-plated without sound bex. 2.75 MOTORS
GOVEITIOr SCTEWS .+ s svooen “Per 100 1,00 No. P, gold-plated. without sound box.. 4.50
Barrel screws, No. 2621.........Per 100 1.00 No. M, tone arm, DMeisselbach sound box 4.75 Distributors for lileineman and Meisselbach Motors.
Sound box thumb screws.. .Per 100 1.50 No. M, gold-plated Meisselbach sound box..... 7.50 Best Prices.  Immediate Deliveries.P '
6 Sound box, nickel plated.............. 2.25 rice each
SOUND BOXES Meisselbach, No. 17, 3-spring............... Sl5 00
PARTS_HARDWARE Price each Mejsselbach, No. 19, 4- snrmg ..... 7.00
No. B-1 Bliss Sound Box, fit thor 600" 5000 $1.25 Krasberg, 2-spring ....,....... v 9.00
. - Price each No. B Balance, fit Victor........ . 0.75 Krasberg, 3-spring ... 10.50
5000 Crown gear for Blick motor............. $0.25 No. F Favorite, fit VictOr.......... L LS Krasberg, 4-spring ......... 13.50
5001 Crown gear for Melophone motor. . 0.25 No. 1 Nickel-plated, loud and clear.. 3.00 Heinemnan, Ne. 36, 2-spring... 7.50
5002 Crown gear for Helneman No. 0.25 No. I Gold-plated. loud and clear, for_ Vlctor 4.50 Heineman. No. 33, 2-spring... 8.50
5003 Tome-arm goose neck for lndependent arm 0.25 No. M Nickel-plated, mellow tone, for Victor... L.75 Heineman, No. 77, 2-spring... L. 950
gggé '(r}overnor ntx)monfgor Iln&g%gnr{lo;o:ﬁ ..... 8%? No. M gom -plated. mellow tone, for Victor. 2.25 Heineman. No. 44. 2-3DIiDE.........cceeceeee 12.50
'one-arm base for In e T . U No. G Nickel or gold-plated. fit Victor......... 1.0 i i ;
ﬁu(oma!m mcl‘éel f”&‘gdlﬂd squo{tS : %§§ R A uatgnt gxlra o 3‘08 All motors complete with 12 in. Turntables,
utomatic gold-pla id supports.,.... 0. No. P Gloria, gold-plated .... 4.00
Piano hinges, nickel-plated, 15% in. long 0.22 No. H Imported, nickel-plated 0.75 lLSLEY LUBRICANT
lclighly nickel-plated needle cups..ger }88 zl’gg Price each
overs fOr CUPS....ccocoaee i = anere er .
Flighly gold-plated cups.......... o STEEL NEEDLES 2SS QAN R R ER s F e e sy $6.50
Needle cup covers, gold-plated.... . Price each -1b. Pt .. 3.00
Turntable felts, 10-in, round or square.. 0.15 Brilliantone, all tones......,........ Per 1000 $0.45 1.60
Turntahle felts. 12-in., round or square.. 0,(8 Blue Steel Reficxo, per nnckape 0.07} 0.40
Motor bottom gear for Triton motor..... 0.20 Wall Kane Necdles. per mcknge 0.15

Special Prices in Quantities

FAVORITE MFG. CO., o> e azn s N Y. CITY

®9 (Corner Fourth Avenue)
TELEPHONE 1666 STUYVESANT
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Vienna coterie.
and altogether charming.

_ﬁ;’:

| A T

SN

COLUMBIA GRAPHOPHONE CO.

i

With the firm bow that so eloquently reveals a master's touch,

Toscha Seidel this month presents Schubert’s “Valse Sentimentale” |
—Record 81006.

It is a quiet, graceful waltz—one of a collection said to have been
composed by Schubert as his share in the festivities of a small
Seidel’s presentation is entirely unconventional

N

New York
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DEALERS COMBINE FOR AD DRIVE

Alliance, O., Victor Dealers Pool Interests io
Boost Sales of Latest Record Releases
Through Advertising in Local Newspaper

ArLiance, O., August 6.—Although keen com-
petitors three music stores of this city, all Victor
dealers, get together each month in exploiting
the month’s new record releases. The Alli-
ance Review, on the first of each month, uses
a stereotype mat of Victor records released for
the month, issued by the Victor Co. This is
reproduced, together with comment on the va-
rious records. All three of the Victor dealers—
J. H. Johnson's Sons, Cassidy Drug Co. and
Vernon Music Co.—use a third-page space of
display advertising on Victor products. This is
the first instance in this section where competi-
tors have pooled their interests in this way.

GIMBELS FEATURE R C RADIO SET

During July a deal was closed by Gimbel
Bros., well-known departimment store, with the
Radio Corp. of America, involving a purchase
of 20,000 Radiola receiving sets. The only
model featured in this sale was the R C set,
which is well known in the radio trade, but
which will not be manufactured any longer.
Gimbel Bros., together with a chain of depart-
ment stores throughout the country, placed the
instruments on sale at a figure considerably
lower than the original retail prices.

THE WORD “PLEASE” PAYS

Someone told Tom Dreier, who writes so in-
terestingly in Forbes Magazine, that not less
than $1,000,000 was paid last year for the use
of the word “please” in telegrams. This led
him to remark sententiously that “fortunately
it doesn’t cost us anything to use it in our
daily conversation.”

CLEVER TRUCK AD SELLS RECORDS

Hockett-Bristol & Cowan, Live Fresno, Cal,,
Dealers, Make Truck Pay Dividends

Fresnvo, CaL., August 1.—Hockett-Bristol &

. Cowan, live Edison and Columbia dealers, 1253

J street, this city, are securing a great deal of
excellent record publicity which is resulting in
sales from their delivery automobile. As may
be seen in the illustration, a large imitation
record has been secured to the body of the

Hocket-Cowan Music Co. Truck
The record is covered with tin and is

vehicle.
four feet in diameter. Each late dance number
is featured on this record for one week. This
and the fact that local orchestras feature the
number at the same time have boosted sales.

NEW ARTISTS MAKE OKEH SPIRITUALS

The Morehouse College Quartette, of Atlanta,
Ga., representing one of the best-known colored
colleges in the South, makes its debut in the
talking machine industry with two numbers
just announced on Okeh records. These selec-
tions were recorded during the recent trip of the
special recording expedition sent down to At-
lanta by the General Phonograph Corp. under
the direction of R. S. Peer. The first record by
this college quartette features two time-honored
colored spirituals, *Swing Low, Sweet Chariot”
and “Down by the Riverside.”

“THE FAIRY-PHONE”

toy-phonograph playing a 10-inch record,

Direct delivery through our German branch

The best selling

very pretty, unbreakable,
extraordinary

cheap

Size: 26,5x20x11 cm,
net weight: 2,5 kg

Distributors

wanted for Wholesale

Nordisk Polyphon A/S., Copenhagen, Denmark, Vodroffsvej 26

ADVOCATES “TALKERS” FOR COURTS

Texas Judge Predicts Time Will Come When
Talking Machines Will Be Used to Speed
Course of Justice and Cut Expenses

“It is my hArm belief that befere many years
have elapsed court proceedings will all be re-
corded by means of phonographic records,” said
Judge E. B. Muse, of Dallas, Tex., in speaking
of the remarkable strides taken by science in
recent years. -

“Such being the case,” he continued, “instead
of long-drawn-out second and third trials, all
that will be necessary is for photographs of the
principals and the records of their testimony to
be placed before the judge and jury.

“Further, wills can also be recorded with any
parting admonition, such as the division of prop-
erty, included on the record.

“If a system of this kind were introduced
into our courts the decrease in the cost of court
proceedings can hardly be counted in dollars
and cents, because of its magnitude. Witness
fees would only have to be paid once. The
jury would have to be held about one-eighth
as long, to say nothing of the expense of special
prosecutors and the like. Judges would have
more time to dispose of more cases. Bailiffs
and other attendants could be greatly dimin-
ished. In fact, there are innumerable expenses
that could be eliminated.”

BRAIN, WILL POWER AND LABOR WIN

Ignace Jan DPaderewski, the great pianist,
whose Victor records are so universally popu-
lar, is, in the opinion of an eminent writer, an
outstanding example of the successful man.
Through his talents as a pianist he accumu-
lated a fortune only to give practically all of it
to his country, PPoland, in the hour of her need.
Then he came to America on a concert tour and
in the short space of six months earned another
fortune of half a million dollars. Easy money?
Hardly. It has been a rule of Paderewski’s life
to practice on the piano eight hours a day. He
was born, of course, with a gift and taste for
music, but it was brain and will power and labor
that made him the incomparable artist.

A PROGRESSIVE LACONIA DEALER

Leroy Thomas, who recently bought out the
interest of C. L. Howe, in the Portsmouth
Flower Shop, Laconia, N. H., has redecorated
the establishment and installed a number of
new record racks and two unew booths finished
in white bungalow style, which are arranged in
a very attractive manner. Mr. Thomas enjoys
a very high-grade clientele in both Victor talk-
ing machines and records and the Pooley line.

F. Van Vogart, forinerly manager of the Vic-
tor department of the A. E. Gardner Co., Iowa
Falls, Ia., is now manager of the talking ma-
chine departiment of the Davidson Co., promi-
nent councern in Waterloo, Ia.
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What Is the Worth of Your Trade Paper?

Value of Trade Paper Depends Upon Use Made of It—System for
Classifying and Preserving the Items of Value From Each Issue

“I don't have much time for reading,” said
E. E. Peck, an Iowa wholesaler, recently, “but
there are two or three trade papers eoming to
my desk which I always make it a point to read.
I do this even if I have to stick them in my
pocket and take them home with me.

“If I see anything in them that looks like an
idea or a suggestion that ought to fit in with
our business I make a note of the article on
the cover page, and when ] take it back to the
office with me in the morning it is passed among
the executives or salesmen responsible for the
particular phase of our business to which it
applies.”

Mr. Peck is a very busy man. He must read
to a purpose and to a point. Hence he selects
his trade papers as being the most valuable for
the time he has to spare. He has a very good
reason for doing this, and that reason is because
he has found that it pays.

Another Iowa business man whom I used to
know was a very careful and systematic reader
of his trade papers. His name was W. A. Spur-
rier, Jr.,, and he conducted something like four-
teen separate and distinct businesses with the
same organization, all of which were more or
less closely related.

“There are dozens of workable ideas pre-
sented in your trade paper every year,” he said
to me in telling about it, ‘“but, for the most
part, the average man doesn’t take affirmative
steps to preserve such ideas and such informa-
tion.

“We used to pile the trade papers on top
of the desk here and let them go. If anything
came up we ran through the pile and hunted
up the tip or the article we had read on the
subject. Sometimes we found what we wanted
and sometimes we didn’t. You know how it is
when you are hunting for the thing that you
want.

“Then, about twice a year, we'd get tired of
that dusty pile of periodicals on top of the
desk and chuck them into the janitor's waste
basket; maybe some one in the office would
‘borrow’ the periodical and not bring it back.
From one cause or another we didn't seem able
to put our fingers on the thing we wanted.

“That's poor business—any one knows that.
I came face to face with the proposition a few
weeks ago, when an important article was lost
and I spent $3.30 in telegrams and two hours’
time trying to get another copy, and 1 decided
that it was time to call a halt.

Simple Filing System

“We arranged a simple system, at slight ex-
pense, which will make it possible for us to lay
our hands on the vital points of interest to us

brought out in each issue of our trade periodi-
cals. It is working to excellent advantage be-
cause we are finding it possible to use a great
deal more of the ideas presented than we
thought possible, simply because they are now
available at a moment’s notice.”

Then he went aliead and outlined the system.
It is so simple that any business man can make
use of it, no matter what business he may be
engaged in, or where his business may be
located.

M. Spurrier liked to take his trade papers
liome with him to glance through in his hours
of relaxation. He marked on the cover of the
periodical the nunibers of the pages on which
matter pertinent to his business was to be found,
and opposite each notation the initials of his
executive who was to read the same. As soon
as he returned to the office the following morn-
ing the trade paper was sent the rounds of
thc executives. When they had read the par-
ticular matter called to their attention the peri-
odical was returned to the stenographer, whose
duty it was to make up a card index of the
article listed on the cover page

This index is alphabetical and arranged under
general headings like Advertising, Prices, Mar-
kets, Selling, Office Plans, etc., so that the par-
ticular plan, tip or article may be easily called
up when needed.

The card index is placed in a simple little
box cabinet such as can be purchased from any
office appliance house and is placed on a corner
of the stenographer’s desk, says Chesla C. Sher-
lock in the Retail Ledger, Philadelphia. She
keeps the index and the file and is personally
responsible to have it up to date all the time.

The trade papers are filed away in a large,
legal-sized cabinet wide enough to take all sizes
of periodicals in plain alphabetical classification,
according to trade or branch of the trade and
the date of their publication. They are ordi-
narily kept in this file for six months, after
which they are destroyed as having lost their
timeliness, unless they are of such importance
as to cause them to be placed in the “Year”
file, where they are kept for a full year. All
periodicals taken from the year file have the
remaining important matter, which is quite
likely to be permanently important, clipped and
filed away in a scrap book.

This plan makes it possible for the business
man to have at his fingertips a constant source
of new and vital ideas applicable to his busi-
ness opcrations. The idea is at once practical
and inexpensive. The file is never cluttered up
with useless material, for the unimportant has
been sorted out at the first reading of the trade

paper. If certain issues contain nothing of im
portance they need not be filed and so the file
can be kept free of material that is not vital and
worth while.

Suppose a problem in merchandising came
up in the Spurrier office in the course of the
day’s work. The girl was ealled in and some-
thing like this took place:

“Miss Smith, we are confronted with a prob-
lem in merchandising. Will you bring me the
periodical file index card on that subject?”

[t was the work of but a few seconds for
Mr. Spurrier to run over the list on that sub-
ject and determine whether or not suggestions
coveririg the point were on the file. If anything
was located, it was the work of a few more
seconds to have it laid before him.

The advantage of this plan is that it is “lift-
able,” it may be used by any one who does
business, whether he be operating a crossroad
store or managing a mammoth manufacturing
concern. And it is just such liftable ideas as
this, applied by business men everywhere, that
are raising the standard of business the country
over and making the day's work easier. If it is
worth while to take your business papers it
certainly will be worth several times their cost
to you in the course of the year to be able to
put your hands on the information they offer
that is vital to your business.

Examples of Use

An example of how business men have used
ideas taken from their trade papers to marked
advantage may be cited here as a basis for the
foregoing contention:

The very first one that comes to mind is
one which arose in the experience of W. A
Spurrier, Jr., himself. Through reading build-
ing trade papers the idea grew in Mr. Spurrier’s
mind that home builders are often handicapped
because they don’t know just how their hard-
ware would look on the finished building or
were doubtful as to its serviceability. So Mr.
Spurrier spent some weeks trying to figure a
way in which to demonstrate his wares. At
last he built telephone booths which are minia-
ture bungalows in his store for the accommo-
dation of his customers and in which he had put
the lines of hardware he wanted most to push.
These booths, each wall having a different finish,
each window and door having different hard-
ware, attracted a great deal of attention and
caused local builders to flock to his store.

No man can be cheated out of an honorable
career in life unless he cheats himself, declared
Emerson. If you believe in yourself and in
your capabilities, you will not be cheated.

NATIONAL METALS DEPOSITING

CORPORATION

FACTORY
34 East Sidney Ave., Mt. Vernon, N.Y.

Telephone: Oakwood 8845

WE DEPOSIT THE

FINEST COPPER

IN THE WORLD

FOR YOUR CONVENIENCE
DELIVER RECORDED WAX
TO OUR LABORATORY

MOUNT VERNON — NEW YORK

MANUFACTURERS OF

OTH
V/'}\o““ R‘l’:zlg

OUR

IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED
MACHINED BACKS

LABORATORY
9 East 47th St., New York City

Tel, Vanderbilt 4153

PERFECT
WORKMAN-
SHIP
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Assure Yourself
Fall Business with Sonora

IF you have kept careful watch of business indi-

cations, vou know that the coming fall may
become the most profitable in years. Your oppor-
tunity is at hand to place your business on a better
footing than ever before.

But to accomplish this, you must realize that
quality 1s going to have the undisputed right of
way and that the dealer who handles recognized
high quality merchandise will surely obtain the
lion’s share of the fall business.

Take on Sonora right now and cash in on this de-
mand for the best phonographs. We can arrange
to supply vour fall requirements if you will advise
your distributer or us at once.

SONORA PHONOGRAPH CO., Inc.

279 BROADWAY NEW YORK
Marquette Canadian Distributers
$125 SONORA PHONOGRAPH, Ltd. g

THE INSTRUMENT OF QUALITY A:>\

)
sovse,
AT ‘-9'.'.'” o' #9058 Sl ve o
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The distributer named below who covers the territory 1n
which you are located will be glad to answer all inquiries
regarding a Sonora agency on receipt of a letter from you

State of New York

with the exception of towns on
Hudson River below Pough:
keepsie and excepting Greater
New York.

Gihson-Snow Co.,
Syracuse, N. Y.

State of New Jersey

Sonora Sales Co. of New
Jersey,
605 Broad St., Newark, N. J.

State of Indiana

Kiefer-Stewart Co.,
Indianapolis, Ind.

State of Nebraska and

Western lowa

Lee Coit Andreesen Hard-

ware Co.,

Omaha, Nebr.

The New England States

Sonora Phonograph Co. of
New England,

221 Columbus Ave., Bos-
ton, Mass.

Washington, California,
Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiian Islands

The Magnavox Co.,

115 Jessie St., San Fran-
cisco, Cal.

Lower Michigan, Ohio
and Kentucky

Sonora Phonograph — Ohio
Company,

417 Bulkley Bldg., Cleve-
land, Ohio.

States of North Dakota,
South Dakota, Minnesota
and Northern Iowa

Doerr-Andrews-Doerr,
Minneapolis, Minn.

Missouri, Northern and
Eastern Part of Kansas,
and 5 counties of N.E.
Oklahoma

C. D. Smith Drug Co.,

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

States of Montana, Colo-
rado, New Mexico and
Wyoming East of Rock
Springs

Moore-Bird & Co.,
1720 Wazee St., Denver,
Colo.

~

Utah, Western Wyoming,
Southern Idaho and East-
ern Nevada

Strevell-Paterson Hardware

Co.,
Salt Lake City, Utah.

Illinois and Eastern Iowa

Hlinois Phonograph Corp.,

616 S. Michigan Ave., Chi-
cago, Il

Wisconsin, Upper Michi-
gan

Yahr & Lange Drug Co.,
Milwaukee, Wis.

Eastern Pennsylvania,
Maryland, Delaware, Dis-
trict of Columbia and
Virginia

Sonora Co. of Phila., Inc.,

1214 Arch St.,, Phila-
delphia, Pa.

Western Pennsylvania and
West Virginia

Sonora Dist. Co. of
Pittsburgh,
505 Liberty Ave., Pitts-
burgh, Pa.

All of Brooklyn and Long
Island

Long Island Phonograph Co.,
17 Hanover Place, Brook-
lyn, N. Y.

New York City, with the
exception of Brooklyn
and Long Island

Counties of Westchester, Put-
nam and Dutchess; all Hudson
River towns and cities on the
west bank of the river, south
of Highland; all territory
south of Poughkeepsie.

Greater City Phonograph Co.,
Inc.,

234 W. 39th St, New York

o]
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INDISCRIMINATE GRANTING OF CREDIT A POOR POLICY

Losses Resulting From Dishonesty and Repossessions Because of Inability to Pay Are Evils of
Lack of Care in Extending Credit—How a Department Store Checks Up on Patrons

Reasonable care must be exercised by the
talking machine dealer in granting credit to pro-
spective purchasers. Despite the fact that by
far the majority of people are honest and in-
tend to meet their obligations promptly the
fact that they are permitted to purchase on the
instaliment plan any instrument they desire
often leads to purchasing something beyond
their means. The ultimate result, unless the
dealer restrains the customer, is that payments
become irregular and sometimes repossession,
with all its attendant evils, is necessary.

To safeguard against such conditions many
dealers have evolved plans for determining the
credit standing of customers before the instru-
ment is delivered. The form reproduced below
is an excellent example of the thorough system
of the department stores to safeguard their own
interests. This particular form is used by the
talking machine departinent of I.. Bamberger &
Co., Newark, N. J.:

CREDIT APPLICATION g
TarLring Macuixe Division
At o 53 LAY BRLALY . 19..
NAME [0 aee o ale s e o o g odieiaiatoieNsr s heiBL S ove. s resn se
Residence ...........coivvnenn. How fong. .
Former Address - ......coveiiriincnicnncennenes
TR S e ey R 0L O - SO
Business ~\ddre=> ................................
Emplover ...coovviiiiiiiiinn, How long.........
Owns Property ...... o Tk = =y T L Y
LAt d107d 0T e N ECTi 4 & € -t 6 b o6 ST Toe R omsah BB o e Lo e o1
[ o e avap——— T AP
Trade Reference ......ciiceerececnieonnaceeses
Personal Refecrence ............ ..ol
Remarks: ............ P [P . Y [ SR S —
Submitted Approved
. ' Salesman Manager Dept

A R. Fxlante manager of the talkmg ma
chine .department of L. Bamberger & Co., who
has had wide experience in the talking machine
business, in commenting on the granting of
credit, declared that the average customer is in-
clined to resent the questions on a form such as

this and that only by the tactful explanation of
the salesman as to the reason for this precau-
tion before granting credit could antagonism
and embarrassment be averted. “The salesman
should put the matter right up to the customer,”
said Mr. Filante. “He should exercise the great-
est tact and diplomacy in putting the customer
in the position of the store if conditions were
reversed and, if this is done, in ninety-nine
times out of a hundred the patron will see the
light.

“T can almost instantly tell whether a cus-
tomer is straight and intends to meet his or
her obligations. 1 am more inclined to suspect
the customer who submits to the questions on
the form without protest or embarrassment
than to the customer who becomes indignant
and flustered. Because a person takes the mat-
ter coolly, however, is no reason why motives
should be questioned, but it is always better
to be careful. One never can tell and in the in-
staliment business an ounce of prevention is
worth a pound of cure.”

OTTO HEINEMAN VISITS “WINDY CITY”

Otto Heineman, president of the General
Plionograph Corp., spent a week in Chicago
recently, making his headquarters at the offices
of the General Phonograph Corp., of Illinois.
He conferred with S. A. Ribolla, general man-
ager of this company, regarding sales plans for
the coming Fall and was gratified to learn that
the demand for Heineman motors in Chicago
territory showed every indication of hitting a
high-water mark during the 1923 Fall season.
Mr. Heineman also visited the offices of the
Consolidated Talking Machine Co., Okeh jobber
in Chicago, where, E. A. Fearn, president of
the company, submitted figures indicating that
Okeh records were gaining new friends in Chi-
cago territory day by day

An attractive new furniture and talking ma-
chine establishment has been opened at 4441
Germantown avenue, Philadelphia, Pa., by Harry
Lenowsky, of this citv. Modern fixtures have
been installed throughout.

THE SHELTON

SHELTON ELECTRIC CO.,

Electric Motor

The “Simplicity” electrifies
Victor, Edison and Columbia
phonographs by simply tak-
ing off winding handle and
placing motor against turn-
table. Automatic switch in
motor operated when the
turntable is started or
stopped. Operating on AC
or DC current of 110 volts.
Soecify type of current
when ordering.

16 East 42nd Street, New York

PRAISES SONORA DURABILITY

Geo. E. Brightson Receives Interesting Letter
From Sonora Owner—Instrument Giving
Splendid Service After Being Mishandled

Geo. E. Brightson, president of the Sonora
Phonograph Co., New York, received recently a
very interesting letter from F. C. Goodyear,
Norwalk, Conn,, owner of a Sonora phonograph.
In his letter, which constitutes a remarkable
tribute to the Sonora phonograph, Mr. Good-
year states as follows:

“In the Spring of 1916 the freighter ‘Marion’
went down in Norwalk Harbor. Included in its
cargo was a shipment of Sonora phonographs
consigned to your local dealer. At that time I
was conducting the Royal James Inn at Nor-
walk. The day the ‘Marion’ was raised the
agent for the steamboat line came in for lunch
with the insurance adjuster. Half jokingly, 1
think, the agent suggested that I might buy one
of the badly water-soaked Sonoras.

“I was not such a vain prospect and asked to
see the machines. I selected the least damaged
case. I had little to judge by in the inatter of
motors, but I saw that they had been thor-
oughly bathed in oil before shipment. Notwith-
standing the days it had lain in the water and
mud of Norwalk Harbor a cabinet imaker, for
very little cost, restored the case as good as
new; the motor ran perfectly-—all I needed was
a motor board and crank handle.

“I have told the story of its reclamation to
hundreds of friends. Never have I heard a
sweeter or clearer toned instrument. Nearly
every day one or the other of my three children
are playing it. Somehow it never jars one's
nerves. It is so mellow and unmechanical. You
may be sure that no offer of money could in-
duce me to part with my Sonora, which has
been such a companion of instruction and pleas-
ure. Not for years will I need a new machine,
but when I do you may take my word for it,
it will be a Sonora. (Signed) F. C. Goodyear.”

NEW YORK FIRM BANKRUPT

A petition in bankruptcy has been filed against
Temistolle Mattioli, doing business as the Met-
ropolitan Music Store, 720 East 187th street,
New York City, which handles musical instru-
ments of all kinds.

ROADMAN’S
OOTHS

ETTER BUILT
ETTER DESIGNED

Designers and Manufacturers
Music Stores a Specialty

BROADMAN WOODWORK FIXTURE CO.

TELEPHONE DRYDOCK 9069
652 EAST 12th ST. NEW YORK, N. Y.
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The Necessity‘for Ethical Merchandising

Dissertation on Need for Practice of the Golden Rule by A. G.
Farquharson, Secretary, Music Trades Association of Southern Cal.

Sales of phonographs and records seecmn to
have been about normal during the past month
The volume of sales of the former do not ap-
pear to have shown the large increase to which,
month after month, dealers have become accus-
tomed in recent years, although there have been
increases over the corresponding period of last
vear in all cases, but not so great. Managers of
departments are naturally anxious to show the
greatest possible increase and they grasp every
opportunity that presents itself for bringing
more new customers into their stores.

In the opinion of the majority of phonograph
managers, however, there is a great difference
between the new and the old and established
forms of advertising—old and established, how-
ever, only in that they must be strictly truth-
ful and follow along lines as laid down by the
old-line talking machine manufacturers in those
days when the latter were able to enforce their
opinions of fair and truthful advertising. It is
considered harmful to the prestige of a house
to advertise sales which may be perfectly legiti-
mate and carried out to the letter in their fulfill-
inent, but which, nearly always, imply some-
thing beyond.

The advertisement may be set up in such a
fashion that an important word, modifving a
sales offer, is in small and insignificant type and
will easily escape the notice of the reader and
prospective buyer. Or, there may be an insinu-
ation that the sale covers other goods or makes,
which are, however, never meant to be included
in the sale. A moderately clever advertising
man can casily invent a score or two of ways

of misleading the public and yet still keep
within the law. Then there is the scheme of
advertising ridiculously low terms and, at the
same time, instructing the salesmen that the
conceding of such terins to customers will mean
the reduction of their commissions or the los-
ing of their position. These are tricks pure—
or rather impure—and simple; they could be
played by two or more, but are generally de-
spised by the high-class houses.

Again, there are large and small houses which,
taking advantage of the custom of the majority
of their fellow dealers to charge a certain rate
of interest on deferred payments, or to accept
a minimum payment each month, advertise
verbally and in the newspapers that they will
charge a lower rate of interest, or none at all,
and will accept lower first and monthly pay-
ments. It is a curious fact that the dealers
who indulge in this kind of competition, invari-
ably boast that their customers make larger
payments than is required of them and although
they declare they stand ready to carry out the
advertised low payments it is not necessary.

Of course, a continual dose of such tactics
has the effect of influencing the men who are
striving to sell quality rather than terms, and
who shrink from stretching, or playing hide-
and-go-seek with, the truth in advertising. They
find themselves wondering sometimes whether
so-called "merchandising’” can cover every vio-
lation of the golden rule in regard to one’s com-
petitor and justify a reckless attempt at all
times to fool the public.

Questions and conditions of these kinds arise

and have arisen in every big city and they gen-
erally lead to a general acceptance by all. One
by one, or several in a body, dealers slash their
terins or their rate of interest—generally going
one better or lower; sensational sales—with
jokers in them—are put on by onec and all,
until all are equal in their schemes of "“mer-
chandising” or degradation. After all that
there is an armistice or peace.

“The survival of the fittest,” shouts the bi
merchant, and adds, “We want to serve the
public.” “Merchandising,” squeaks the little
man, who thinks that he can get away with
lower overhead and rise to be as big as the
rich “public servant.”” “Let us keep our busi-
ness on a high plane,” sighs the old-established

dealer. “Everybody loses out in the long run,”
observes the onlooker. Recently a great
analvist of business and business conditions

stated that religion was necessary in business.
1f this is true, then surely the merchant should
love his competitor as himself. It is quite pos-
sible that some day the merchant prince and
the little man and the old-established dealer
may have a few quiet moments of retrospection
just before retiring to take the long, long sleep.
It is said that such retrospections are very vivid
and complete. Will they feel justified in re-
spect to their duties to their neighbors? They
loved their neighbors as themselves—as far as
possible. But their competitors®> Well, the
competitors were neighbors, of course, but in
business, you know, one cannot let sentiment
interfere. That would ruin all opportunities of
“merchandising.”

a concentrated area.

suit of new business.

ness demands.

' Clinton & Beaver Sts.

(Plum Building)

§ CONFIDENCE

When vou deal with Collings & Company you
have the assurance that your jobber-is distributing in

Thus, during a shortage, your interests are pro-
tected, because allotments are not scattered in the pur-

By supporting your logical jobber, you help builfi
a service of efficiency which a prospering retail busi-

COLLINGS & COMPANY

Victor Distributors throughout Northern New Jersey and Northeastern
Pennsylvania

Newark, N. J.
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“United” Phonograph Motor-Users, Every- |
where, Welcome This Innovation \
In Motor Service

L=
Ve

All service men agree
that most phonograph
. troubles are spring

troubles.

RS O S

And all are familiar
with the difficulties
attending the replace-
mentofabrokenspring _’
in a customer’s home. “ WL To revlace spring, cake of the two s

shown on triangular casting and slip in
new United spring assembly.

The New Way—the “United” Way

; replaces a spring in 2 or 3 minutes S
—without even soiling the fingers! &

Y

It is simplicity itself—we sup-
ply our trade with the complete
spring assembly and all it is nec-
essary to do is to slip out the
old barrel and slip in new one.

On our No. 5 and No.6 Models
~ all the repair man has to do is to
take out set screw at end of bar-
rel shaft, slip out the shaft and
exchange old barrel for new. )

On our new No. 7 Series, he un-
screws the two nuts at the ends
of the suspension rods, puts in
new barrel and replaces nuts.

Dealers with customers on the
farm or at a distance, can send
new barrel and let the customer
make the exchange himself.

7
To replace spring, remove set.
screw at end of barrel shaft and
slip in new United spring
assembly.

:' UNITED MANUFACTURING AND DISTRIBUTING COMPANY =

7 l‘_ 9705 COTTAGE GROVE AVENUE, CHICAGO, ILLINOIS UJ]
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THIRTEEN EXCELLENT REASONS FOR LOSS OF CUSfOMERS

Investigation Discloses Interesting Data Showing Various Reasons for Discontinued Patronage—
Indifference of Salespeople Leads in Driving Trade Away From the Store

Thirteen reasons for discontinuing patronage
were given by 200 former customers of a mer
chant in answer to a letter asking for an honest
expression of why they no longer favored him
with their patronage. The letters were sent to
all customers on this merchant’s books from
whom he had heard nothing for a year or
longer and the responses were as follows:

1. Indifference of salespecople................ 47*
2. ‘Attempts at substitution.................. 24
B IeFS e BEce ek ome 18*
4, Tricky methods ..............c.ooiuunn.. 18
5. Slow deliveries ...............cceivvunn. 17
6. Overinsistence of salespeople.............. 16*
7. Insolence of salespeople.................. 16*
8. Unnecessary delays in service...... .. .... 13*
9. Tactless business policies................. 1T
10. Bad arrangement of store................ 9
11. Salespeople’s ignorance of goods.......... 6*
12. Refusal to exchange purchases........... 4
13. Poor quality of goods................... 1

B ey - B - e - BB edl Bl a 200

* Salespeople responsible for loss.

One hundred and forty, or 70 per cent, of
these customers said they discontinued their pat-
ronage because of seven ways in which the
store’s salespeople failed to please them, says
the Philadelphia Retail Ledger. These seven
ways were thus described:

1. Indifference of salespeople............... 47
2. Attempts at substitution................. 24
3. Errors

5. Insolence of salespeople................. 16
6. Unnecessary delays in service............ 13
7. Salespeople’s ignorance of goods......... 6

Customers lost by these................ 140

Forty-seven, or 234 per cent, gave as their
reason for leaving “indifference of salespeople.”

Sixty, or 30 per cent, of these customers were
lost because of six other things they did not
like about the store. But these six things lost
less than half the loss by the seven ways in
which the salespeople failed to please.

This merchant’s experience shows the human
relations to be the most important factor in win-
ning, pleasing aud holding a store’s customers.

Customers expect salespeople to

Be alert.

Be courteous and respectful.

Be eager to serve.

Be attentive.

Be accurate,

Know the goods they sell.

Tell the truth about merchandise.

Call attention to new merchandise.

Give quick service.

A merchant can help his salespeople by

Giving proper training.

Giving incentives to better selling.

Keeping accurate records of what each sales-
person sells and does.
~ Rewarding salespeople
ability.

according

to their

NEW SONORA DEALER HELP

Advertising Window Valance Prepared by Com-
pany for Its Dealers’ Use

One of the latest “dealer helps” devised by
the sales department of the Sonora Phono-
graph Co., Inc., 279 Broadway, New York City,
is a most attractive advertising window valance
which is furnished to Sonora dealers who de-
sire it. In response to many requests from
dealers the company has arranged with a manu-
facturer to supply these valances to dealers at
the unusually low price of 90 cents a linear foot.

These valances are made of mercerized pop-

the valance, submit a rough diagram giving the
measurements of each frontage where he wishes
to place a valance. This includes front, sides
and door. The measurements should be taken
from the outside of the window and should
show the exact measurements of the glass.
They will be made up to order in about two
weeks’ time.

THOMAS A. EDISON MADE A KNIGHT
J., August 4.—Thomas A.

East ORANGE, N.

Edison has received an honorary knighthood
for life conferred on hin by the Order of
I.oyal Knights of the Round Table.

The de-

———FRONT WINDOW ——m8—

. —— ——— .|
€—FRONT WINDOWH

B
< FRONT WINDOQW »

Diagram of Sonora Advertising Valance

lin. The body is in ecru, the name Sonora in
gold with the trimmings in blue. This color
combination follows out the Sonora plan and
is most attractive. The colors are guaranteed
sun-proof by the manufacturer.

It is suggested that the dealer, in ordering

Dealers’ Repairs
FINEST SHOP IN THE CITY

Facilities for the repair of every
make of sound box and motor

Special attention to out of town
trade sent to us by mail

IDEAL REPAIR SERVICE

284 East Houston St. New York City

gree was given Mr. Edison for his services in
the fields of invention, electricity and mechanics.
Mr. Edison is the second recipient of an hon-
orary degree in the order, Luther Burbank being
the first.

COLIN O’MORE IN GRAND OPERA

Colin O’More, popular tenor and Vocalion
record artist, has signed a contract to sing lead-
ing tenor roles with the San Carlo Opera Co.
during the coming season.

In the High Court of Efficiency one’s stand-
ing is determined not by what he did vester-
day, or what he intends to do to-morrow, but
what he does to-day.
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More Sales
More Profits
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“A Bagshaw Product”’ =
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Dealers are finding that our
Assorted Display Stand is
a Silent Salesman for them.
It shows at a glance our
complete assortment of
Gilt Edge Needles—40
packages of Loud Tone, 20
packages of Extra Loud,
20 packages of Medium
and 20 packages of the pop-
ular Dance Tone—100
packages in all, each pack-
age containing 50 needles.
And the price for this
beautiful stand with needles
1s only $5.00.

Your selling price is 10c a
package or $10 for the com-
plete assortment. A clean
profit of 100 per cent for
you.

The Blue Steel Needle
That Piays 10 Records

Each Reflexo Blue Steel Needle
with three tones in one will play
ten records perfectly on any
malke phonograph. They are
scientifically made by the Bag-
shaw Company, manufacturer of
the highest-grade phonograph
needles in the world and guar-
anteed to give satisfaction. Once
your customers have tried these
needles they will never use am
other kind.

ASK YOUR JOBBER
WRITE FOR SAMPLES

Reflexo Products Co.

Incorporated

TR
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Sole Agents for
W. H. Bagshaw Co.

Gilt Edge and Reflexo Blue Needles.
Factory :—Lowell, Mass.
Office:—347 Fifth Avenue
New York City
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HONOGRAPH
The Aristocrat of Phonographs

Y ou, too, can enjoy a new prestige
and constantly growing patronage

NEXCELLED beauty of tone—master

craftsmanship in cabinet work—these fea-

tures of Widdicomb phonographs make an in-
stant appeal to discriminating buyers.

Merchants handling the Widdicomb find that
they are steadily broadening their prestige and
increasing their sales among people of taste and
good judgment. The twofold appeal of the
Widdicomb will help you to get your share of
this class of patronage.

It will pay you to investigate the possibilities
of the Widdicomb franchise. Write today for
catalog and complete details.

THE WIDDICOMB FURNITURE COMPANY

Grand Rapids, Michigan
Fine Furniture Designers Since 1865
NEW YORK: 105 W. 40th Street CHICAGOQO: 327 S. La Salle Street

Adam Model 12—finished in
Red or Antique Mahogany or
[Valnut. Equipped with al-
bums for records, automatic
stop and patented tone control.

Queen Aune Model 6
finished in Red or
Antique Mahogany or
IWalnut. Equipped

II7iddicomb Phonographs in Period Styles are faithful inter-
pretations of the best designs of the old masters of the art
of wood fashioning. They are the handicraft of .an organi-
with albums for rec- zation which for three generations has enjoyed a reputation
ords, automatic stop : jor lcadership as designers of fine furniture. }thdzcomb
and pateunted tone Phonographs plav all records. Prices an the various models
control. range from $90 to $260.
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CARRIAGES HELP “TALKER” SALES

Brooklyn Dealer Finds That Baby Carriage
Line Brings Women Into Store and Paves
Way to Increased Talking Machine Sales

Talking machine dealers more than ever be-
fore in the history of the business are turning
to sidelines to help defray overhead charges
and bring people into the store. In most in-
stances the sideline consists of some musical
product, such as small musical instruments,
sheet music, etc., but occasionally it is some-
thing entirely foreign to the music business.
This is the case with Oblo’'s Phonograph Pal-
ace, 687 Broadway, Brooklyn, N. Y., which fea-
tures Vocalion and Sonora machines and a line
of pianos and musical instruments, and which
recgntly added a line of baby carriages, baby
beds and furniture. Space which was formerly
largely wasted now is being used for this branch
of the business. The experiment has not only
proved very successful in fusing a cash busi-
ness with the instalment music business, but its
most important and far-reaching effect has been
to bring the mothers of the neighborhood into
the store. Of course, when a woman comes to
purchase an article of furniture for her child
the dealer does not neglect the possibility of
making a sale of a talking machine, musical in-
strument or some records.

There is a certain danger for the dealer in
handling a sideline in that the sideline may
dominate the merchant's time to the detriment
of his talking machine business, but if sidelines
are relegated to different departments and care
is exercised to subordinate them to the main
business in hand—selling talking machines and
records—the sideline can be made not only
profitable in itself, but it can also be made to
increase the sales of the regular line.

A. THALLMEYER RETURNS FROM WEST

Manager of Okeh Foreign Language Division
Visits Okeh Jobbers and Dealers—Co-operates
With Trade to Advantage

A. H. Thallmeyer, manager of the foreign
record departinent of the General Phonograph
Corp., returned to New York recently after an
extended Western trip. He made his head-
quarters at Chicago and, operating from that
city, visited Okeh distributors and dealers
throughout the Middle West. He was gratified
to find that the General Phonograph Corp.’s
foreign language catalog is meeting with an
enthusiastic reception from Okeh dealers every-
where and because of his many years’ experi-
ence in the foreign language record field, Mr.
Thallmeyer was able to give the jobbers and
dealers practical co-operation and assistance in
developing their business.

ALTMAN’S EXPANDING BUSINESS

FarmiNGgroN, N. H., August 6.—One of the
attractive talking machine establishments in this
city is that conducted by P. M. Altman on Main
street. FHe carries a good Victor stock and
also a complete line of sheet music, small goods
and musical merchandise. In his talking ma-
chine section he has two well-arranged booths
and since he bought the store, which was for-
merly conducted by W. L. Bean, he has been
steadily enlarging his line and his business.

PRESIDENT COHEN IN LOS ANGELES

Los ANceres, CaL., August 2—N. Cohen, presi-
dent and treasurer of the Wall-Kane Needle
Mfg. Co, Brooklyn, N. Y., accompanied by Mrs.
Cohen, has arrived in this city, where they have
remained two weeks. Mr. Cohen states that
he has opened up a considerable number of new
jobbing accounts in Southwestern territory en
route and remarked that business this Summer
has exceeded all other similar periods and that
the factory in Brooklyn is working to full
capacity.

AARON CO. HOLDS FORMAL OPENING

Prominent Victor Retailer Opens Handsome
Uniontown Store—Exclusive Victor Depart-
ment Attractive in Every Detail

UnioNTowN, [A., August 7.—Onc of the most
important cvents in the local trade during the
past few months took place on August 1 and
2 when the Aaron Co. held a formal opening of
its new store in this city. This concern, which
owns housefurnishing stores in Connellsville,
Greensburg and Brownsville, Pa., has a hand-
some building in Uniontown, included in which
is an exclusive Victrola department.

The Victrola departinent in the new store is
located in the mezzanine floor and is equipped
with the most up-to-date furnishings. At the
opening floral offerings were received from Vic-
tor jobbers, and among the visitors who attended
the formal opening of the new store were Jo-
seph C. Roush and Wallace Russell, president
and manager respectively of the Standard Talk-
ing Machine Co., Pittsburgh Victor jobber.

47

KECEIVER FOR MERIDEN CONCERN

Griswold, Richmond & Glock Co., Prominent
Connecticut Firm, Asks for Receivership—
Plan Reorganization of Company

MerrnN, Conn, August 4—Following the. ap-
plication of the Griswold, Richmond & Glock
Co., well-known general merchandise and talk-
ing machine merchants of this city, a receiver
has been placed in charge of the affairs of the
concern. The receivership was requested by
Charles W. Glock, president of the company, to
safeguard the interests of the stockholders and
creditors. The assets of the company are esti-
mated at $400,000 and liabilities are declared to
be in the ucighborhood of $260,000. It is
planned to reorganize the business.

Ray Grombacher, proprietor of the Music
Shop, Spokane, Wash., accompanied by his fam-
ily, was a recent visitor to the East, spending
some time at the Victor Talking Machine Co.’s
plant in Camden, N. ]J.
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AUDIOPHONE

ALa v @ PAT. OFFICE

with demonstrations.

A::other Use
For Loud Speaker

When the static is too great for radio reception
your AUDIOPHONE Loud Speaker can be used
with the Bristol Phonograph Record Reproducer
on your phonograph. Then you may have concert
or dance program without interruption.

Attached instantly without mutilating tihe instru-
ment in any way—the Bristol Phonograph Record
Reproducer can be used with any make of phono-

Equipped with such an outfit there are no disap-
pointments—it is always ready—never fails.
dance music you have the equivalent of an orches-
tra, but without the expense.

The tone of the phonograph thus amplified thru the
AUDIOPHONE has volume enough to fill large
rooms and the quality is round—smooth-—and beau-
tiful-—entirely free from mechanical noises.

Remember that the same AUDIOPHONE Loud
Speaker i1s used in common for both radio recep-
tion and phonograph record reproduction.

IWrite for Bulletin 3007 and we will advise where
you may hear a demonstration.

THE BRISTOL COMPANY

WATERBURY, CONN.

Boston New York Pittsburgh Philadelphia
Detroit

Here is the Phonograph Dealer’s comeback at Radio.
the apparatus. Are you prepared to serve your customers?
We have representatives in many of the principal cities and would like to come to you

i, 2§

all
e«
|

I
Sl

I

For

Branch Offices:

Chicago St. Louis San Francisco

You are the logical distributors for
Many are now handling it.
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The AEOLIA N —
VOCALIO

A New Console Model of Unusual Beauty

1B S @ ¢

[Sbessmue:
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Flemish Design Period Model

Specifications—Tleight. 35”; Depth. 227 ; Length,
35”. Graduela—Velour Turntable—Gold-plated

hardware.

g "-'"."‘

HE luxurious coloring and

- classic Flemish design of
the new Aeolian-Vocalion,
Style 1644, makes it worthy to
decorate the most luxurious
palace. Its simple, restrained
decoration is appropriate for
the most modest living room.

Style 1644 will be featured in
two woods: Dark brown ma-
hogany and dark brown wal-
nut.

Luxurious equipment adds
greatly to the appearance and
durability of Style 1644. The
gold-plated hardware and fine
velour turntable add much to
the “sell-at-sight” quality of
this instrument.

The split top of this model is

an advantage which permits of
placing a beautiful vase or
lamp on this Aeolian-Vocalion.

Another improvement is the solid
horn door which drops down and
slides under. disclosing a silk and
wood grille.

The Graduola. which gives the pleas-
ure of individual expression and con-
trol of tone, is a feature which gives
the Aeolian-Vocalion an unquestioned
advantage.

1he AEOLIAN COMPANY

AEOLIAN HALL

NEW YORK
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VOCALION

RED RECORDS
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A Laugh in Every Line

SAVOY and BRENNAN’S
Only Records

“You Don't Know the Half of It"”
“You Must Come Over”

From Greenwich Village Follies—Recorded Exclusively for the

VOCALI()N

RED RECORDS

These dialogues which have made million:
laugh are so faithful in their brilliant,
trueto-life quality that it is like having an
encore of this act full of side-splitting
satire.

Everyone who has heard these popular
comedians will want this record. All who
have never heard “You Don’t Know the
Half of It” and “You Must Come Over”

now have their opportunity.

You Don't Know the Half of It }

No. 1461910 You Must Come Over

Vocalion Red Records Play on All Phonographs

1The AEOLIAN COMPANY

AEOLIAN HALL NEW YORK

(0
=

Distributors
of Vocalion Red Records

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

WOODSIDE VOCALION CO.,
154 High St., Portland, Me.

A. C. ERISMAN CO.,,
174 Tremont St., Boston, Mass.

GIBSON-SNOW CO.,
306 W. Willow St., Syracuse, N. Y.

LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

SONORA DISTR. CO.,
505 Liberty Ave., Pittshurgh, Pa.

VOCALION RECORD CO. OF MD.,

305 N. Howard St., Baltimore, Md.,

0. J. DEMOLL & CO.,
12th and G Sts., N. W. Washington,
D. C.

LIND & MARKS CO.,
530 Bates St., Detroit, Mich.

VOCALION CO. OF CHICAGO,
Distributors of Vocalions and
Vocalion Records,

529 S. Wabash Ave., Chicago, Ill

VOCALION CO. OF OHIO,
328 W. Superior St., Cleveland, O.

LOUISVILLE MUSIC CO.,
570 S. 4th St., Louisville, Ky.

HESSIG-ELLIS DRUG CO.,
Memphis, Tenn.

GUEST PIANO CO.,

Burlington, Ia.

D. H. HOLMES CO.,
New Orleans, La.

STONE PIANO CO.,
Fargo, N. D.

STONE PIANO CO.,
826 Nicollet Ave., Minneapolis,
Minn.

STREVELL-PATERSON HARD-
WARE CO.,
Salt Lake City, Utah

MOORE-BIRD CO.,
1751 California St., Denver, Colo.

MUNSON-RAYNER CORP.,
643 S. Olive St., Los Angeles, Cal.

MUNSON-RAYNER CORP.,
86 Third St., San Francisco. Cal.
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CROSLEY MFG. CO. HOLDS CONVENTION

Prominent Radio Manufacturer Holds Two
Days’ Convention of Distributors—Powel
Crosley, Jr.,, Leads Interesting Discussion—
New Crosley Models Meet With Approval

CincinNaT, O, August 3—The Crosley Mig.
Co., of this city, manufacturer of Crosley radio
sets, held a two-day convention recently at
which Crosley distributors and their representa-
tives from all parts of the country were in at-

gy ‘io

In his discussion Mr. Crosley paid particular
attention to the new Crosley Model XJ, which
is similar to the well-known Crosley Model X,
one of the most popular four-tube sets on the
market. At the close of the meeting Mr. Cros-
ley addressed the convention visitors, starting a
discussion invelying manufacturing and mer-
chandising topics of vital interest to everyone
present. Luncheon was served at the Cincin-
nati Dusiness Men's Club, after which the dele-
gates were taken on an automobile tour of the
various plants in which Crosley apparatus and

printed matter is
produced.

The first stop on
this tour was {hat of
the National lLabel
Co., where circulars,
catalogs, etc., are
printed. From there
the visitors went to
the Precision Equip-
ment Co., the honie
of the Ace radio re-
ceivers, and then to
the American Auto-
mobile Accessories
Co., finally visiting
the Crosley wood-
working plant, where
Crosley cabinets are
made. All these com-
panies are owned
and operated by
Mr. Crosley, who is
recognized as one
of Cincinnalti's fore-
most manufacturers

Q0SLEY MfG ca
iCIIVI_NG D_[.PI_
w X

Crosley Mig. Co. Distributors Present at Conv\.ntxon

tendance. The convention was a decided suc-
cess and, from beginning to end, was a round-
table discussion, filled with practical and helpful
ideas for all the jobbers and their representa-
tives. The guests were first called together in
the WLW broadcasting studio on the top floor
of the main building of the Crosley plant, where
Powel Crosley, Jr., president of the company,
gave the delegates a careful and complete de-
scription of the new models in the Crosley line
and reviewed carefully the various apparatus
that the company has introduced so successfully.

and business men.
The visitors then assembled at the Hotel Sin-
ton, where dinner was served, during which
brief addresses were made by many of the dele-
gates in attendance, together with the Crosley
officials and Douglas Allen, advertising counsel.

O. H. Kincaid and E. O. Payton have leased
quarters in La Grande, Ore., where they will
open a retail piano store with a full line of
Baldwin pianos. Both partners have repre-
sented the Baldwin Co. there in the past and
have wide experience in music merchandising.

DELIVERY BAGS

| §

210 Franklin Street =

O](J\,:Recor&s

STRAND and OUTING PHONOGRAPHS

Brilliantone, True Tone, Tonofone and Gilt-Edge NEEDLES
AND ACCESSORIES

Complete Stocks and Prompt Service

IROQUOIS SALES CORPORATION

Wholesale Distributors

BUFFALO, N

il\
CHANDLER C0.’S SPLENDID STORE

I'\
Dealer in Santa Ana, Cal., Attains High Degree
of Artistic Perfection in New Store Plans

SaxTta ANaA, CaLr, Aug. 2—Congratulations are
being received froin all sides by the B. J. Chan-
dler Musi¢c Store for the high standard of in-
terior decoration attained in its new $90,000
building which was recently opened. Among the
features of the store are the walls, which have
a golden bronze appearance, accomplished by
special artistic construction, and adorned with
distinctive mirrors. Draperies made of the
rarest hues of silk, artistic floor lamps of ex-
quisite design and a unique indirect lighting
system combine to present real elegance.

The stock, consisting of over 100 pianos, and
an equal quantity of Victrolas, is proportion-
ately distributed over the two floors and base-
ment, five demonstration rooms being situated
on the mezzanine. The Chandler Co. has been
in the music business in Santa Ana for eighteen
years, occupying its former location at 11 \West
Fourth street for fifteen years. \With the open-
ing of this new establishment at 426 West
Fourth street it is predicted that other compa-
nies will follow it into this semi-residential
district, where enough room to grow is still
available and which is one of the best retail
sections of the city.

SONORA USED IN BROADCASTING

Portable Machine Scores Triumph in Exacting
Test Given by the Radio

The Sonora portable is making good in
broadcasting work, according to J. Elliott Jen-
kins, of the Midwest Radio Central, Inc., Chi-
cago Broadcasting Station WDAP. In a letter
to the Sonora Phonograph Co. of Illinois Mr.
Jenkins said last weel:.

“The little Sonora portable phonograph is a
beauty and its fine, clear tone is splendid for
modulating our transmitter. Radiophone trans-
mission is a very severe test for sound waves
of any character. Any distortion or roughness
is greatly increased oun its way through the
transmitter. After testing the little Sonora 1
can say that its tone quality is most excellent.
It has become one of the most useful articles
in the station.”

STADLMAIR CO. CHARTERED

The Henry Stadlmair Co., to handle talking
machines in New York City, has just been
granted a charter of incorporation with a capi-
tal stock of $100,000. G. C. Henckel, G. G.
Kreusler and H. C. Sorenson are the incorpo-
rators.

Elias Liner, who operates housefurnishings
stores in New Philadelphia, Pa., and Pottsville,
Pa., has discontinued the former establishment
and is planning enlargements to the latter store.
A modern “talking machine and record depart-
ment is a feature of the business.
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A booming field discovered,
developed and led by OKeh

E (
|

by negro artists—particularly in the South.
But it remained for OKeh alone to first rec-
ognize and appreciate the possibilities that this field
had to offer, and, as pioneers in the field, to release
the first Negro Record. Since then, each succeeding

ﬁ LARGE demand always existed for records

\\'w-
year has shown a remarkably rapid increase in the | ™ l
populanty of OKeh Negro Records until today they 3 |
are nationally famous. ' l
We are proud of this fruitful SARA MARTIN !
field which we discovered and (Exelusive OKeh Artist) l

developed. ““The Original Race

Records™ are the best and most
popular records of their kind to-
day. Every effort 1s made to re-
lease promptly the latest hits that
/ have the greatest appeal to those
y < who buy Negro Records. These
), = ™. hits are recorded only by Negro
MAMIE SMITH  artists whose fame and popularity
(Exclusive OKeh Artist) . i .
are unquestionably established.
Sara Martin, Mamie Smith, Eva
Taylor, Esther Bigeou, Lucile Bogan, Clarence
Williams and Handy’s Orchestra are but a few of
the famous colored artists whose talents are available

on OKeh Records.

n 1 11 il 1
TR AR CEFER RN CFROTTEERY

The growing tendency on the part of white people to
hear their favorite “blues’ sung or played by famous
colored “blues” artists, added to the already immense
demand by the colored race for such records, has
made the Negro Record field more fertile than ever
before. OKeh dealers are amply assured of getting
their full share of this booming demand, for they CLARENGE WILLIAMS |

M A 5 (Exclusive OKeh Artist)
alone have the privilege of offering to their customers =

“The Ongmal Race Records.”

General
Phonograph Corporation

OTTO HEINEMAN, President
25 West 45th St. New York

cl Records
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male quartet record.

Rich staccato chords and dreamy waves of full-throated harmony
follow each other in closely marshaled procession when the
Shannon Four sing “Swingin’ Down The Lane” and “Underneath

The Mellow Moon”"—Record A-3938.

With their booming bass and ringing tenor notes perfectly
blended, these numbers are all you could ask for in a perfect

New York

COLUMBIA GRAPHOPHONE CO.

e

US

Great Activity in Local Trade
— Store Chauges, Remodeling
and Other Important Trade N ews

COLUMB

EE AR

Coruasus, O., August 7.—A feature of business
in this city is the excellent demand for records
of popular numbers.’

Forest Cheney, inventor of the Cheney phono-
graph, spent three days in Columbus last week.
He claims two cities as his residence now,
Grand Rapids, Mich., where his factory is lo-
cated, and Columbus, whére his wife and
daughter recently moved to live with his son,
F. Marion Cheney, because of the inventor
having to be away from home so frequently.
During his stay here he spent considerable time
at the Robert L. Seeds Co., Cheney dealer, with
which firm Mr. Cheney's son is connected.

In order to make 1t easier for patrons to
own a Victrola and build up a record library,
the Z. L. White Co. has worked out a special
Victrola club plan of payments, which is result-
ing in good business.

The six weeks’ course in music for super-

REVOLUTIONARY'!
Automatic DUR-A-PRESS

1 Girl Docs the Work of 4 Men
4 Perfect Records per Minute

DUR-A-PRESS CORPORATION

15 West Park Street Newark, N. J.

visors of music at Ohio State University was
so successful that plans for a school of music
at the Oliio State University are now under
consideration. This move is particularly satis-
factory to Mrs. Esther Reynolds Beaver, educa-

tional director of the Perry B. Whitsit Co.,

Victor distributor, who has been co-operating in
the movenent

Miss Ethel Boyl, formerly of Zanesville, is
now in charge of the Victor record department
of the Stewart Bros. Furniture Co.

J. G. Hobson has taken over the music store
in Chillicothe, forimerly owncd and operated by
Martin G. Chandler. He will handle Victrolas
and Victor records.

The Robert L. Seeds Co., Cheney and Colum-
bia dealer, has secured a twenty-year lease of
new and more commodious quarters at 112
South High street. The property, to be occu-
pied about September 1, consists of four stories
and a basement. After extensive remodeling it
will be one of the finest phonograph and record
establishihents in the city.

Victor dealers are happy over the fact that
another popular Victor artist will visit Colum-
bus during the coming concert season. This
artist is Mme. Schumann-Heink, who has always
had a big following here. Her concert is sched-
uvied for the evening of November 7. Other
Victor artists scheduled to appear here are
Fcodor Chaliapin, Russian basso; Erika Morini,
violinist, and Salvi, harpist.

The special list of “blues,” reccntly released
by the Victor Co.,, was fecaturcd in a window
display at the Elitc Music Store and rcsulted
in a good many sales of thosc records.

E. M. l.evy, manager of the Victrola depart-
ment of the Otto BB. Heaton Co., reports good
sales of thc Victrola portable and the onc hun-
dred dollar console.

Mr. and Mrs. Bertram Francis Whitc have
just returned from a three weeks' honeymoon
motor trip and are now making thcir home at
844 Franklin avenuc. Mr. White is associatcd
as traveling represcntative with the Perry B.
Whitsit Co., wholesale Victor distributor.

As a result of the State Music Memory Con-
test held here last Spring, a series of concerts
will be held in Lancaster during thc coming
Fall and next Spring, under the auspices of the
Quota Club.

The first concert will be held in the City
Hall Auditorium on the evening of November 5.
Sophie Braslau, contralto, and Victor artist, will
be the attraction. The other concert will be
held at the same place on March 10 and Lam-
bert Murphy, tenor and also a Victor artist,

will appear. The seat sale for this series will be
held at the Welton Music Co., Victor dealer.
Miss Mary Welton, of this firm, is on the pub-
licity committee.

Assisting the Quota Club in this undertaking
is Mrs. Esther Reynolds Beaver, educational
director of the Perry B. Whitsit Co., who
worked very enthusiastically during the Statc
Music Memory Contest and 1s happy over the
fact that this concert course has resulted from it.

NEW OKEH RECORD CLEANER

Service Item Has Many Practical Merits—Pic-
tures of Okeh Artists Make Cleaners Un-
usually Attractive—Will Appeal to Buyers

The advertising department of the General
I’honograph Corp., New York, has issued a new
service to its dealers in the form of a novelty
record cleaner, which is the exact size and color
of the well-known Okeh label, featuring a pic-
ture of a proinincnt Okeh artist with the name
of the dealcr embossed in gold. As an adver-
tising medium this cleaner has a threefold
purpose, in that it keeps the Okeh trade-mark,
the name of the Okeh artist and the name of
the dealer constantly before the public.

Dealers may obtain assortments of pictures
or the picture of any particular artist, and
among the Okeh artists whose photographs are
furnished with these new cleaners are the fol-
lowing: Vincent Lopez, Michael Markels,
Sophie Tucker, Mamie Smith, Rega Dance Or-
chestra, Gerald Grifin, Crescent Trio, Aileen
Stanley, Ernest Hare and Virginia Burt.

THESE BURGLARS MUSICALLY INCLINED

As evidence of the umversal demand for the
Davega stock of talking machines, records and
sporting goods, Abram Davega, vice-president
of Davega, Inc, reports that burglars again
broke into thc 1253th street store of the com
pany and took away on memo a considerable
po.tion of the merchandise.

BRANCATI CHANGES NAME

O. M. Brancati, who opecrates a musical mer-
chandise store in the Harlem section of New
York City, has announced that beginning next
month the store, which was formerly known as
Brancati's Music Store, will be called the Roya
Music & Instrument Co. A large sheet music
department is maintained in the store, as well
as a full line of small goods.
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HARPER & BROS. IN FINE NEW HOME

Publishers of “Bubble Books” Move to 49 East
Thirty-third Street—Famous the World Over
as Book and Magazine Publishers—New Home
Ideally Located and Perfectly Appointed

Harper & Bros., publishers of “Bubble Books”
and one of the world’s most famous book pub-
lishers, are now located in a new six-story home
at 49 East Thirty-third street, New York. This
institution has been established in New York

e S
SO

W sltm'mw

New Home of Harper & Bros.
since 1817,
Dover street, moving in 1825 to CIliff street and
in 1853 to a large building in Franklin square

having been located originally on

in the lower part of New York. The uptown
move into a more convenient neighborhood was
long contemplated and, after the mechanical
processes of printing and binding were trans-
ferred to the company’s new plant in Jersey
City, the editorial, sales, advertising and text-

book departments moved into the new build-
ing at Thirty-third street, near Fifth avenue.

This new Harper building is especially de-
signed to express in its Georgian facade the dig-
nified traditions of one of the greatest publish-
ing houses in the world. On the second floor
of the new building are located the art depart-
ment, the office manager and the rest room; the
third floor is given over to the collection, circu-
lation, promotion and mechanical departments;
on the fourth floor are the assistant treasurer,
the bookkeeping, service, personnel and filing
departinents; on the fifth floor is the vice-presi-
dent’s office, customers' room, sample room, li-
brary and the special order, publicity, sales,
text-book and manufacturing departments; on
the sixth floor are the directors’ room, presi-
dent’s office, the office of the editor of Harper’s
Magazine, reference library, literary, editorial
and advertising departments

Among the famous authors whose works have
been brought out by Harper & Bros. are Dick-
ens, Thackeray, George Eliot, G. P. R. James,
Chas. Reade, Wilkie Collins, Mark Twain,
George DuMaurier, Bulwer Lytton, Walter Be-
sant and Thomas Hardy. To come down to
later days there are Sir Gilbert Parker, Mrs.
Humphry Ward, H. G. Wells, Conan Doyle,
Israel Zangwill and many others. Harper’s
Magazine, which was founded in 1850, has won
fame the world over as a foremost exponent of
literature, art and scientific discoveries.

In the talking machine trade Harper & Bros.
have become popular through their publication
of Bubble Books, “the little books that sing,”
which were placed on the market in 1918 and
which during a period of five years have sold
1o the extent of two million copies. Ralph May-
hew, who is known as the “Bubble Book” man,
is responsible for the introduction of the idea
of combining talking machine records with a
children’s book and he has been ably assisted
by Miss Rhoda Chase, who has illustrated the
books, and Burgess Johnson, who has collabo-
rated with Mr. Mayhew in the preparation of
the verscs.

Since the introduction of radio Bubble Books
have become even mmore popular than previ-
ously, for Mr. Mayhew has broadcasted Bubble
Dook records regularly from WJZ station at
Newark, N. J. At the present time there are
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THE BANCO

A Bank for Talking Machine Records

A new way to create cash sales—and carry your
message into the home.

Dealers and Jobbers, write at once for
full details — Get started for|Xmas.

CaminitE | PHILADELPHIA BADGE CO.

942 Market Street

and Music Savings

MANUFACTURERS
PHILADELPHIA, PA.

fourteen Bubble Books on the market, the two
newest ones being entitled “Chimney Corner”
and “Child’s Garden of Verses.” There is
hardly a town of any size in the country where
Bubble Books have no sales outlet. In fact,
the sale of Bubble Books has become world-

The Harper Home in 1825
wide and these books of children’s verses in
record form are not only serving as a form of

cntertainment, but as a valuable educational
inedium to America’s children.

MISS PATRICOLA AND THE VOCALION

Well-known Vaudeville Artist Makes Her First
Recording for Vocalion Records

A new addition to the Vocalion Red record
list of artists and singers has been made re-
cently. Miss Patricola, who has one of the few
successful single female acts on Keith’s circuit,
has made her first recording for the Aeolian
Co. This record was released as an August
special and was released for sale by Vocal-
ion dealers about the fifteenth of this month.
She has recorded one of the hit numbers of
“George White’s Scandals of 1923,” “Stingo
Stungo,” coupled with a blues song by Donald-
son and White, entitled “Oh, Sister, Ain’t That
Hot?” Both of her selections are accompanied
by the Ambassadors.

Miss Patricola is so well known among vaude-
ville theatre patrons that the Aeolian Co. is
sure this announcement is going to be welcome
news to dealers and record buyers throughout
the country.

LEVERICH RETURNS TO DESK

L. L. Leverich, advertising manager of the
Columbia Graphophone Co., is back at his desk
after spending two weeks’ vacation at his new
home in West Englewood, N. J. Mr. Leverich
did splendid service in putting the house in
order, but also managed to find time to wear off
the tennis courts.
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STRAND’S THIRD YEAR

Study this new Strand Model 40 at $200 cent on the design, finish, dimensions and re- l
as an example of all the numbers in the new tail price of every Strand model we have

Strand line. offered.
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No guessing for us—no more than in the We were right all of 100 per cent in our
- two years we are now completing. .
: We knew exactly what the conditions werc and shall not.
o 19 b2 ) .
: when we named the first “Strand, “Quality Product’—that stands. “Low
: We knew exactly the place we were to fill list"—that stands. “Long discount”—ihat
—and everybody knows we have filled it! stands. “It's the dealer’s turn now"—that's

We have been right pretty nearly 100 per two years old, but it holds good still!

These Strand flat-top Period Consoles are popular right now:

Model 23 Hepplewhite, $115, Model 230 Hepplewlnte $125; Model 80
Queen Anne, $135; Model 260 Queen Anne “Special,” $150; Model 10
Louis XV, $150 Model 20 Italian Renaissance, $175; Model 40 Italian
Renalssancc ‘”OO Mode! 16 Itahan Renaxssance $750
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These Direct STRAND Representatives Are Ready to Serve You: Z
R. H. ARNAULT, 95 Madison Avenue, Wi T ECKHARDT (General Radio RICKEN, SEEGER & WIRTS, Globe §
New York City. ' (l;(l;rp.()l'l }'f_entli) and Cherry Streets, Bldg., Detroit, Mich. £
\ CORPORATION, 1213 lladelphia, Pa. i STERLING ROLL & RECORD CO., 137 =
ARTI(’)iEeHg%\rEet St. Louis, Mo. i W IS GRAY.CI(IJS“ Mission Street, San \Vest Fourth Street, Cincinnati, Ohio. g
ARTOPHONE CORPORATION, 317 JPANCISCo: % = GENERAL RADIO CORP, 1005 Liberty E
Kansas City Life Bldg., Kansas City, W. S. IgsRA(};'l 926 Midway Place, Los An- Avenue, Pittsburgh, Pa. g
Mo. i L. C. LE VOIE, 412 Andrus Bidg. Min- Z
CONSOLIDATED TALKING MACHINE in D UL, N Sy Strees neapolis, Minn, 5
CO., 227 \V. Washington Street, Chi- ’ : SHARP MUSIC COMPANY, 823 Fif =k
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- Four-Minute Conference on Business Topics
% ) No. 16—Your Follow-up—and How to Conduct It s

Many a sale is actually made or the work
is well advanced in that direction—but is lost
through failure to follow up the interested in-
dividual.

Just how this follow-up work shall be done
depends, in very large measure, upon the class
of goods being sold. And for this reason the
same business establishment will often use dif-
ferent follow-up methods, as may be indicated.
In order to make this need very clear let us
take a rather striking example of a place of
business handling both large and small articles,
as automobiles and accessories; talking ma-
chines and records; washing machines and ham-
mers. These instances will serve to make the
point clear.

If a prospect is manifestly interested in an
automobile, a talking machine or a washing
machine good salesmanship demands that hLe
will be given proper attention at the time he
is in the store or place of business and that,
if he fails to buy, he will be promptly followed
up by a personal representative, who will find
out just what his needs are, what difficulty
stands in the way of an immediate decision and
by suitable means will keep alive the interest
already shown.

Frequently a great deal of tact will have to be
used in order that no offense will be given or
the prospect prejudiced in any way.

One salesman was very unsuccessful in his
follow-up work because he cliose inopportune
times to see and talk to those he went after.
In fact, he had sort of a habit, without realiz-
ing it, of makiiig a nuisance of himself. His
efforts actually represented a loss to his house
as they cost moncy and drove people away.

The tactful follow-up man will kiow when
to approach. Sometimes he will go by appoint-
ment or, if he takes his chance of finding the
prospect at liberty, he will be keenly alert as
to how much time he should take, or whether
he is justified in claiming a single moment.

The point is this: Those who are about to
spend a substantial sum of money usually do so
after consideration. Do not give them too much
rope or too much time to get out of the humor
of buying. And remember that if you are uot
on the job in the [ollow-up work the other fel-
low probably is and will get the sale away
from you.

The case is different where small articles are
sold, as accessories, records or hammers. The
chances are that the person who fails to buy
of you will soon buy of someone else. The
expenditure is not large and less thought is re-
quired. Nevertheless, follow-up work is much
needed in order to keep your establishinent in
mind. Constant newspaper advertising and di-
rect-by-mail approach regularly are necessary.
The newspaper advertising should be gauged to
reach all classes likely to be interested in what
you have to sell.

A mailing list should be built up and con-
stantly revised -in order that it be alive and
complete. A circular or card sent once a imonth
to this mailing list will build business if it con-
tains a definite selling message. A letter once
in three months built large business for a
dealer who used it year in and year out.

The wise use of these two means of pub-
licity, with proper emphasis upon quality, con-
venience and service, will prove the best method
of commbating “foreign” or out-of-town compe-
tition.

Occasionally these follow-up methods can be
supplemented by demonstrations staged where
there are gatherings of people, as at a fair or
an event attracting a good many people.

Follow-up work may be briefly defined as keep-
ing tn fouch. You know how much friendship
amounls lo when we lose sight of people alio-
geiher—and how pleasant and profilable friend-
ship can be when we keep in louch. This ts lruce
i a business way and we need nol be surprised
that people palronize lhose who lave inlerest
cnough o keep tn ltouch constantly.

FRIEDMAN MUSIC SHOP CHARTERED

Newark, N, J., August 6.—Papers of incorpora-
tion were recently filed for the Friedman Music
Shop, Inc.,, which will handle sheet music and
musical accessories. The company will have a
capital stock of $50,000.

CARDENAS MUSIC STORE OPENS

Lareno, TEX., August 1.—-The formal opening of
the Cardenas Music Store took place here last
month, when local pianists rendered selections
of American and Mexican music.

FULL LINE of HARDWARE

FOR UPRIGHT, CONSOLE AND PORTABLE PHONO-
GRAPHS. IN NICKEL, GOLD AND SPECIAL FINISHES.

PORTABLE STAY-ARM

INVISIBLE HINGE

g/ ©
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of the highest calibre,

227 CANAL STREET

We have been catering to the hardware needs of the
talking machine industry for a number of years.
quently we are in a position to give attention and service

H. A. GUDEN CO.,, Inc.

DROP DOOR HINGE

Conse-

NEW YORK, N. Y.

GEORGE S. DALES CO. EXPANDS

Akron Business in Good Shape—Music Dealers
in New Mutual Protective Association—Other
Important Activities of the Trade

AKroN, 0., August 6.—The music business had
its biggest month of 1923 in June, according to
the monthly bulletin of the Akron Merchants
Association, with which retail music dealers are
affiliated. This increase was 27.97 per cent over
the same month last year. Meanwhile July and
carly August business is holding its own with
a call for the $II5 to $150 machines. Portable
instruments have come into their own and
helped somne of the stores maintain their Sum-
mer volume. Many firms have salesmen scout-
ing through the rural territories hereabouts,
with excellent results in sales.

The talking machine department of the
George S. Dales Co., Victor distributor, will be
greatly enlarged under the plan of expansion
to become effective early next year, George S.
Dales, head of the firm, announces. The sales
and display floor will be fully twenty feet wider.
This will give more space for the record booths
as well as the display floor. The Dales Co. has
completed negotiations for the building adjoin-
ing its present store. Alterations will not be
started until Spring. The talking machine de-
partment will continue on the second floor.

Akron music dealers are enrolling with other
retail merchants in the formation of a Mutual
Protective Association. The proposed division
will function in the apprehension and prosecu-
tion of shoplifters, check workers, charge ac-
count swindlers and other store criminals.

The Kirk Furniture Co., South Main street,
a new Sonora representative in Akron, plans
extensive remodeling so as to give more space
to its phonograph section.

The store of the Kratz Piano Co., Edison
and Victor distributor here for thirty years,
will remain at its original location, 29 South
Howard street, it was announced recently. It
was planned three years ago to erect a modern
business block on South Main street, and officials
of the company at that time purchased a site,
but this plan now has been dropped.

The Federman department store, one of the
largest in Akron, will add eight new depart-
ments, including a talking machine and general
Inusic section.

The Starr phonograph and Gennett records
are Nholding their own this Summer, according
to Charles Currie, manager of the Superior
Music Parlors, in which these lines are featured.

C. E. GOBER ENTERS FIELD

Keene, N. H., August 6.—One of the most popu-
lar music merchants of this city is C. E. Gober,
proprietor of Gober's Music Shop, which was
known as the Sturtevant Music Co. until it was
rurchased by Mr. Gober. A fine stock of talk-
ing machines, records, sheet music and musical
merchandise is handled by this enterprising
merchant, who is widely known locally as a
musician.

C. Rhindfleisch has been appointed manager
of the talking machine department of Chase &
West, Des Moines, 1a., Victor dealers.

CUTYOURSELF
A PIECE ¥ (AKE
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Zze Jewel-lone
Reproducer««Tone Arm

Jewel Tone Arm No. 3

Base made reversible to avoid
Glued Joints in Motor Board

Jewel Tone Arm No. 4

Note handsome Bell-Shaped
Base without [Flange showing

Original and Exclusive Features

Plays Edison and Pathe Records in actual Edison position and with a fibre needle.
Made in 8%”, 9%”, 1014”. When thrown back on tone arm in Edison position, the re-

producer lies flat, so dome cannot touch it when closed.

Finished in nickel or gold plate.

Reproducer in position to play Shows reproducer thrown back Equipped with or without
Ldison Records with Saffo on tone arm in Edison position. Mute, Mica or NOM-Y-KA
point or fibre needle. Dowme cannot touch st. Diaphragm.

150-160 Whiting Street CHICAGO, ILLINOIS, U. S. A.
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Charles Hackett’s voice is at its glorious best this month in “Heaven

At The End Of The Road” (Osgood)—Record 80562.

This song 1s a ballad of Ireland, with a swinging, insistent rhythm
and a note of cheer in its text.
brings out every word with crystal clearness; and his Irish blood
helps him impart just the wealth of feeling this song demands.

COLUMBIA GRAPHOPHONE CO.

Hackett’s splendid enunciation

New York

BEEDLE CO. HCLDS FORMAL OPENING

Old Keene, N. H., Music House Now in Large
and Attractive New Store

Keeng, N. H., August 6—The Beedle Piano Co,,
of this city, last week held the formal opening
of its new store at 24 Main street. This house
has been in business more than thirty years and
the move has been inade necessary because of
the constantly expanding business which it has
enjoyed. The new store is modernly equipped
throughout; in fact, it is one of the finest ware-
rooms in New England. Among those who
were present were representatives of the Oliver
Ditson Co., Eastern Talking Machine Co., M.
Steinert & Sons Co., Silas E. Pearsall Co. and
the New York Talking Machine Co. The com-
pany handles the following lines: Victor talk-
ing machines and records, Gulbransen, Bram-
bach, Pease, McPhail and Cable-Nelson pianos
and Conn band instruments.

WRC STATION NOW IN OPERATION

WasHingroN, D. C., August 5—A giant broad-
casting station, to be known as WRC and lo-
cated in the new Riggs Bank Building, Four-
teenth street and Park road, began a regular
broadcasting service on August 1. The Radio
Corp. of America owns and operates the station,
which promises to be one of the most important
broadcasting units in the country.

DOES BIG BUSINESS IN SMALL TOWN

SomaerswortH, N. H., August 7—The August
Jean Music Store, which features the Brunswick
and Columbia records, as well as sheet music
and general musical merchandise, although situ-
ated in a town with a population of but 5,000,
does a splendid business. This concern has one
of the finest equipped music establishments in
this section.

M. BERLOW JOINS GREATER CITY P. CO.

Well-known Wholesale Man Now With New
York Sonora Jobber—Thoroughly Experi-
enced in Handling Dealers’ Needs

Maurice Landay, president of the Greater
City Phonograph Co., 234 West Thirty-ninth
street, New York, Sonora jobber, announced re-
cently the appointment of Max Berlow as a

Max Berlow

member of the company’s sales staff. Mr. Ber-
low, who has been identified with the talking
machine industry for the past fourteen years, is
one of the veterans of the wholesale trade and
has a host of friends in the industry who will be
delighted to learn of his association with the
Sonora jobber in New York.

According to Mr. Landay’s present plans Mr.
Berlow, together with Sidney Coleman, will
cover the Sonora trade in New York City. Mr.
Berlow was previously associated with the
Knickerbocker Talking Machine Co., Victor job-

ber, and he brings to his new position an ex-
tensive knowledge of phonograph merchandis-
ing, which will enable him to give Sonora deal-
ers practical service and co-operation. Accom-
panied by Mr. Coleman and Arthur Morris, of
the Sonora sales division, Mr. Berlow visited
the Sonora factories at Saginaw, Mich, re-
cently, acquiring an intimate idea of the care
and consideration that are bestowed upon every
detail of Sonora construction.

NEW HOME FOR J. D. McCARTHY

LewistoN, ME., August 6.—J. D. McCarthy, live
local music merchandiser, recently moved his
business into fine new quarters at 25 Lisbon
street. The growth of his business is indicated
by the fact that the present establishment has
three times the floor space of the former store.
Mr. McCarthy is well known in local music
circles; he is an accomplished musician and he
lias also been responsible for bringing many
well-known artists here for concert appearances.
Columbia phonographs and records and Okeh
and Vocalion records are handled, as well as
a complete line of pianos.

CLARENCE WILLIAMS EXCLUSIVE OKEH

Clarence Williams, the well-known composer,
publisher, singer and pianist, as well as Okeh
1ecord artist, recently signed a new contract,
whereby he will record for Okeh records exclu-
sively. An Okeh record featuring two piano
solos by Mr. Williams, entitled “Mixing the
Blues” and “Weary Blues,” has just been placed
on the market. Mr. Williams is also well
known for the accompaniments that he plays for
Sara Martin and Eva Taylor, both well-known
Okeh artists, for whom Mr. Williams has com-
posed special “blues” numbers.

It is oftentimes well to put your soul, and
not just your soles, into striding ahead.

PORTABLE

PHONOGRAPH

Mahogany—Walnut—Fabrikoid

Retail Price $35

Liberal Discounts

Pacific Coast Distributors

Munson-Rayner Corporation
Los Angeles and San Francisco

“PAL’’ sells the year

’round

It is just as big an item in Fall and Winter
as it is in Spring and Summer—because it
is a complete phonograph made light—
compact—convenient.
Beautiful to look at.
Built to last.

Wyite for illustrated circular!

PLAZA MUSIC CO.

18 West 20th Street

Good to listen to.
And sold at a price that
actually convinces the buyer he is getting
his full money’s worth.

New York
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Dealers and Jobbers Report Improved Business—Industrial Pros-
perity Presages Busy Fall Season—Montl’s News of the Trade

Sart LARe Crty, UtaH, August 6—The talking
machine business seems to show an improve-
ment again; indeed, some of the local men
claim it has been good all Summer, though
others report a slump of a rather definite char-
acter. The John Elliot Clark Co., Victor dis-
tributor and dealer, reports the retail business
as making a stronger showing than the whole-
sale, though Mr. Bain, who has charge of the
wholesale department, said the wholesale is
picking up nicely. W. G. Sadler, of the firm,
has just returned from a trip through Idaho,
where he found business conditions excellent,
He said his tour had been very successful.
The Victor people are finding a better de-
mand for Nos. 210, 215 and 220 than anything
else, according to Mr. Bain. Dean Daynes,
speaking for the Consolidated Music Co., said
they have done well with portable machines this
Summer. The Daynes-Beebe Music Co. reports
business as ‘“‘good,” as does the Glen Bros.-
Roberts Piano Co., which has aggressive men
at the head of its phonograph department. The
O'Loughlin people report a nice phonograph
business, in spite of the fact that they have
branched out into other lines and cannot give
the talking machine sales all their attention as
heretofore. Speaking for the Brunswick Co,,
R. F. Perry told the writer that things looked
good in Idaho, from which State he had just re-
turned after a business trip covering two or three
weeks. Mr. Perry said he thought there would
be a satisfactory business this Fall from the
Idaho territory.

The industrial conditions in Utah and its dis-
tributing area are highly satisfactory. Crops
are good and prices for most things are satis-
factory, with excellent transportation facilities.
Mines are working steadily, factories are busy
and there is no unemployment. In addition to
this Utah is rapidly gaining fame as a scenic
State and this year sees a greater “crop” of
tourists than ever before.

Mrs. Frances Elliot Clark, mother of John
Elliot Clark, of this city, is spending her vaca-
tion here with her son. Mrs. Clark, who is head
of the educational department of the Victor Co,
gave a talk to the Victor dealers and their em-
ployes at the offices of the Consolidated Music
Co. a day or two ago.

C. B. Sampson, of the Sampson Music Co,,
Boise, Idaho, Victor dealer, was a recent visi-
tor to this city.

O’Loughlin’s, on Main street, Brunswick
dealer, has opened a radio department. This
well-known house is to install in the near fu-
ture a passenger and a freight elevator service.
The second floor is to be remodeled to make
room for expansion of the business.

The Daynes-Beebe Music Co. is running the
new talking machine department at the Zion
Co-operative Mercantile Institution.

M. S. Browning, of the Browning Bros. Co,
of Ogden, is dead. He was one of the best-
known capitalists in the Mountain States and
was a brother of John M. Browning, world-
famous gun inventor.

Branch Manager Spratt, of the Brunswick-
Balke-Collender Co., is at present on a short
fishing trip in eastern Utah.

The Brunswick office announces the appoint-
ment of two new dealers in Salt Lake City,
where the Brunswick line will be handled by the
Davnes-Beebe Music Co. and the phonograph
department of the Z. C. M. 1.

M. W. Lundstrom has been appointed man-
ager of the phonograph department of the
Lundstrom Furniture & Carpet Co., of Logan,
Utah. This concern handles the Brunswick and
Sonora lines.

The Jenkins Furniture Co., Brunswick dealer,
of Boise, Idaho, reports greatly increased sales

in its phonograph department, with prospects
bright for an early Fall business. W. B. Har-
per has been appointed manager of the Bruns-
wick department, succeeding Mr. Quereau.

Mr. and Mrs. J. C. Bruce, of the Bruce Music
Co., Pocatello, Idaho, were recent visitors.

Mr. and Mrs. Fred Wright, Brunswick deal-
ers, of Evanston, Wyo., have recently returned
from a motor trip through California.

Edward Thoreson, of the Palace Drug Store,
Blackfoot, Idaho, recently announced the open-
ing of his enlarged store. He has added a very
attractive music room to care for his increasing
phonograph and record business.

T. Hansen, Brunswick dealer, of Ephraim,
Ttah, was a visitor to Salt Lake City during
Merchants’ Week.

Miss Swan, of the Peckham Furniture Co.,
Caldwell, Idaho, Brunswick dealer, is spending
her vacation in Alaska.

R. F. Perry, of the local Brunswick branch
has gone to spend a week at Brighton, a resort
in Big Cottonwood Canyon.

PIONEER EDlSO[i _[;_EALER IN MAINE

GarDINER, ME., August 6.—The H. F. Twombley
Co., 211 Water street, this city, i
oldest Edison dealers in all New England. Mr
Twombley is an enthusiastic Edis booster an
has been for many years past, and has success-
fully sold the Edison phonograph Ed
records for many miles around

NEW VICTOR STORE IN SANFORD, ME.

Saxrorp, ME., August 6.—The most recent addi-
tion to the music stores of this section is the
establishment opened at 164 Main street bv N
Lausiere. The store has been attractively ar-
ranged and the complete line of Victor talking
machines and records is handled.

one of th

' Let me sing,
fo vour child ¥

And when Mother sees the joy that
her child gets from that first Bubble
Book, she’ll want to buy all fourteen.
Naturally, yours is the store she will
come to if you've introduced her to
Bubble Books.

You've made a friend of that mother—
She’ll patronize your store in prefer-
eice to your competitor's.

Have your Bubble Book stand in a
prominent place and it will make
friends for you.

BussLe Boors
“that .Sing 4

and BURGESS JOHNSON

Illustrated by Rhoda Chase
Retail at $1.00 with three records

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

HARPER & BROTHERS,

Established 1817

49 East 33rd St.

BussLE Boors

The easiest way to win the
good-will of customers is
through their children. You
know how freely the most ret-
icent mother will talk, if you
get her started on the subject
of her little boy or girl.

That’s why we say that Bubble
Books will sell your store.
They “talk” your praises to
the mother through her child.
For all children love these
“books that sing” their fa-
vorite nursery rhymes and
games.

This stand No.
2 is yours FREE
with an order for
3 gross of Bubble
Books.

Send for list of
free selling helps.

BUBBLE BOOK DIVISION

New York, N. Y.
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MICKELv BROS.” FINE ORGANIZATION

Extensive Plans Under Way for Big Fall Busi-
ness—Trade Conditions Improve

OmAHA, NeB, August 6—The illustration shows
the good-looking and peppy executive, service
and sales organization of Mickel Bros. Co,
Victor distributor of this city, with which the
Des Moines house of the same name and the
Ross P. Curtice Co. were recently consolidated,
as reported in The World. Left to right, stand-
ing, are to. be found Earl H. Haglind, Edw. W.
Lundquist, Belle H. Smith, E. N. Bowerman,
Hugo G. Heyn. Those sitting are Will E.
Mickel, H. B. Sixsmith, Geo. E. Mickel, E. V.
Propst, W. O. Welker, Phil E. Haney. The
only member of the organization missing is H.
W. Burnett, who, unfortunately, was ill when

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS [ TURNTABLES Stylus Bars
TONE ARMS GreyIron { TONE ARMS Screw Machine Parts
REPRODUCERS  and Brass for | HORNS and THROATS Talking Machine Hardware

Direct Quantityv Importations On {

D. R. DOCTOROW

JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
5I East 42nd Street, New York
Tel. Vanderbilt 5462
Murray Hsll 8oo

Fall business, according to Hugo G. Heyn, sales
manager of the company, who states that busi-
ness conditions in the Middle West are im-
proving steadily.

This is indicated by the

Service and Sales Organization of the Mickel Bros. Co.

the picture was taken. These are the live wires
who are boosting the Victor line so successfully
in this territory.

Extensive plans are being made for a splendid

greater frequency with which orders are being
received by Mickel Bros. and also by the fact
that the orders of many dealers call for a larger
volume of Victor merchandise.

STRESSES WINDOW IMPORTANCE

“Regardless of the size of his store the retail
merchant who will pay special attention to his
windows and who will make the best possible
use of the material furnished him by the manu-
facturers of the lines he handles will find his
sales-curve mounting steadily upward,” declares
H. A. Chaffin, advertising manager of the Enoz
Chemical Co. Chicago. “This principle applies
equally well to the merchant in the quiet resi-
dential district or the big fellow in the center of
the city.”

It also applies to merchants in the talking
machine business.

E. 0. RUSSELL IN FINE NEW STORE

Crareyont, N. H., August 7—Ernest O. Rus-
sell, who recently moved into attractive new
quarters at 12 Pleasant street, this city, now has
one of the finest warerooms for the display of
musical instruments in this vicinity. In addi-
tion to a complete line of Brunswick phono-
graphs and records Pease, Weser Bros. and
McPhail pianos are handled. The establish-
ment i1s located in the heart of the business
section here and it is an ideal location for the
music business.

A customer ncver forgets poor serwice, al-
though good service may quickly be forgotten.
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PROGRESS IN TRADE ADVERTISING

Manufacturers Turning Out Volume of Fine
Publicity—Advertising of Regal Record Co.
on Little Tots’ Nursery Records Typical

The talking machine trade can be counted
most fortunate in the amount, style and stand-
ard of its advertising. A good proportion of
the material that reaches the consumer’s notice

rection. The amount of time and attention that
is given to consumer literature and other ad
vertising matter for the trade by various adver-
tising departments, the large appropriations in-
volved for this phase of publicity and the gen-
eral encouragement in its use has reached a
point where the talking machine industry must
be considered second to none as a volume
publicity creator.

A case in point showing the wide rauge,

HAVE YDUR KIDDIE CDLOR THIS PICTURE

album value.

COMPLETE
BOOK

A wonderful book ! 4
of juvenile records—$1. ||

Sonp - games - zorier— on real wonderful reconds that
wnng and talk and play, with all the magic sounde of
doga 1nd kurrles 3nd grese big bears
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And it gives jumt twice the ordinary Juvenile recan d

BRING THE KIDDIES HOME A
‘BOOK TONIGHT!

No. 1 The “MERRY SONG~ BOOK
No. 2 The "HATTY DAY™ BOOK (P2
No. 3 The "JOLLY CAME™ BOOX
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Cleverly Designed Advertisements for
can be credited to the alertness and progressive-
ness of the retailers in the industry. However,
the advertising departments of the manufac-
turers can hardly be overlooked when due ac-
knowledgment is given to progress in this di-

Dealers of “Little Tots’ Nursery Tales”

unique and original style and the scope of the
publicity channels covered through the aid and
encouragement of the manufacturers’ advertis-
ing departments has been currently demon-
strated by the Regal Record Co., Inc, in mar-

59

keting the “Little Tots’ Nursery Tunes,” a se-
ries of records of songs, games and stories for
children. These are double-faced reeords, with
illustrated verse pictures accompanying each
record and a special albuin. The additional rec-
ords are sold in separate loosc-leaf pockets
with picture cards ready for insertion in the
loose-leaf album.

Included in the consumer advertising mate
rial are dealers’ advertisements, arranged with
space for the dealer’s imprint, carrying appro-
priate illustrations of giants, bears and other
figures relating to children's stories, which can
be colored by either the grown-ups or tle
youngsters. They are included in a series of
newspaper advertisements sent to the trade in
mat form, available in various sizes. In addi
tion each dealer is sent a large rotogravure dis-
play sign with cut-out to hold a complete “L.it
tle Tot” album, hangers, catalogs, multi-colored
cut-outs siniilar to the display sign and metal
fixtures liolding individual record:s

“TALKER” TO TEACH LANGUAGES

CoLumsus, O., August 6.—An improved talking
machine for instruction in foreign tongues ha
been devised by Professor Robert E. Rock:
wood, acting head of the department of ro-
mance languages at Ohio State University.

The machine may be used simultaneously by
eighteen students. Eliminating use of the single
horn Professor Rockwood has provided a head-
piece for each student, thereby permitting in-
dividual instruction. A control device permits
effective registration of the various shades of
word tones. A record-cutting device provides
for the recording of the pronunciation of each
student when he or she takes up the course.
By means of this method each student can make
personal -observation at the end of the course
of the progress made.

J. F. CHOATE BUYS WENTWORTH CO.

WarerviLLE, ME, August 6.—John F. Choate, an
accomplished musician of this city and popular
in musical circles, recently purchased the busi-
ness known as the Wentworth Music Co., 169-
171 Main street, which is now known as the

Choate Music Co. This is one of the most
completely stocked music stores here, Victor
talking machines and records, sheet music,

Cable-Nelson, McPhail, Poole and Lester pianos
being handled.

The Chautauqua Phanograph Co., formerly
located at 723 Twelfth street, N. W, Wash-
ington, D. C., has gone out of business.

Style F-502

HAAG RECORD FILING CABINET

Calvert Building

Edison Dealers, Attention

Now Furnished in English Brown to Match the
New Edison Products

Also Furnished in Dark Red and Brown
Mahogany

Haag Record Files made in sizes to fit all makes
of phonographs and will accommodate all sizes
and makes of records.

Write for Full Particulars

HAAG & BISSEX COMPANY, Inc.

Just press the button.

Baltimore, Md.
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An Attractive Unico Equipped Salesroom, Foster & Waldo Co., Minnecapolis, Minn.

Step on the Gas!

Advertising is the “Fuel of Musi-
cal Merchandising” —iucreased
forcefulness augments sales.

)

Just as a motor responds when you “step on the gas,” so do your sales respond to the

advertising effect of store attractiveness.

Practically all phonograph dealers realize the influence of advertising in interesting
and finding prospects. The more progressive dealers likewise understand that store
attractiveness is a subtle and most efficient form of advertising.

Follow the Manufacturer’s Lead!

New machine models for Fall-—and such wonderful values! Quicker record releases
—providing an opportunity for more record sales!

The leading manufacturers anticipate an unusual Fall season and have provided ex-
ceptional merchandise and service. The demand is certain—good wages and constant
employment assure it.

Proper presentation is the third necessary clement. Your sales facilities determine
your profit—Unico Service is Profit-Insurance. :

Music Is An Art
A Music Store Should Be Artistic

Unico Service Creates Artistic Stores that are Profit-Producers
Resolve to Use Unico Service Now—It Means Increased Sales

Unico Equipment is Moderately Priced

UNIT CONSTRUCTION COMPANY

RAYBURN CLARK SMITH, President

58th Street and Grays Avenue, - T Philadelphia, Pa.
NEW YORK, N. Y. ATLANTA, GA. DALLAS, TEXAS SALT LAKE CITY, UTAH
299 Madison Ave. 25 Moore Bldg. 209 Dallas Co. Bank Bldg. 150 Main St.
CHICAGO, ILL. NEW ORLEANS, LA. SAN FRANCISCO, CALIF. DENVER, COLO.
30 N. Michigan Blvd. 506 Marine Bank Bldg. 275 Post St. 1642 Arapahoe St.
English  Sales Agents — H. A S. African Sales Agent—PIIILIP
MOORE & CQ., LTD., Premier M. COIEN, Johannesburg, South
House, London, England. Africa
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FISHING NOT THEIR STRONG POINT

As Fishermen This Quartet Represents Ex-
cellent Victor Salesmen—“Jim” Donnelly
Plays Host to Local Victor Men

Four well-known members of the talking ma-
chine trade recently devoted an entire day to
the pursuit of the “finny” tribe and, judging

from all reports received at this office, the day
was a wonderful success so far as the weather
was concerned. The members of this fishing
expedition consisted of ‘“Jim” Donnelly, popu-
lar South Norwalk, Conn., Victor dealer; George
Kelly aud Ernest Fontan, of the New York

E =~ Sk

The Waltonians of the Industry
Talking Machine Co., and J. J. Davin, of the
Musical Instrument Sales Co.

Mr. Donnelly played host and although he
prepared everything in advance the quartet
found themselves short of bait when they were
about ten miles from land. Half of the day
was consumed in finding the necessary bait and
at the end of the day's festivities Mr. Davin
figured out that the total expense involved was
$89.96, with a gross catch of four fish. In other
words, each fish was valued at $22.49, which
even in these days of high finance can be con-
sidered a pretty good figure. However, every-
body thoroughly enjoyed the outing and better
results are hoped for next time.

GOOD VICTOR MACHINE DEMAND

Business Better Than Anticipated by Collings
& Co. Victor Distributors—‘Popular and
Dance Numbers Lead in Record Sales

Newark, N. J., August 7—L. W. Collings, head
of Collings & Co, well-known Victor distribu-
tors of this city, is much pleased with the vol-
ume of sales during the Summer months. The
sale of machines in the Collings territory has
been somewhat larger than anticipated and
record sales have been quite heavy.

Mr. Collings stated that the great majority of
record sales during the Summer months have
been of popular numbers, particularly dance
selections. It is his opinion that this trend in
popular sales will continue until early Fall. He
has made a complete analysis of the cause and
development of consumer record purchases and
is. under the impression that business is running
in a cycle of impermanent character. Mr. Col-
lings looks for a return of interest in standard
numbers and the Red Seal catalog during the
early Fall.

‘NEW STORE IN KENMORE, N. Y.

Kenmore, N. Y., August 3—A new music store is
to be opened at Delaware avenue and Delaware
road by M. Truda in the near future. Pianos,
talking machines and sheet music will be carried.

COTTON FLOCKS

+. FOR,.
Record Manufacturing

THE PECKHAM MFG. CO., 35S Stret

NEW DISTRIBUTOR OF THE AUDAK

Munson-Rayner Corp. Now Audak Wholesaler
—Record Demonstrating Device Is Now
Equipped on Special Tables—Demand Growing

Maximilian Weil, inventor and manufacturer
of the Audak, a record demonstrating device
manufactured by the Audak Co., 565 Fifth
avenue, New York City, announces a substan-
tial increase in thie nuimber of distributors of
the device in the various parts of the country.
Among these is the Munson-Rayner Corp., the
well-known jobbing organization of Los An-
geles and San Francisco.

The Audak is now being delivered to the
trade equipped on record demonstrating tables
which are ready for immediate operation upon
delivery to the dealer. Recently a well-known
departiment storc in New York City ordered
twenty of the specially equipped tables and,
following their installation, forwarded a letter
to the Audak Co., stating that it was particu-
larly pleased with the results obtained with
the Audak’s use. ¢

In describing some of the merits of the
Audak, Mr. Weil stated that aside from the fact
that the Audak carries a series of exclusive pat-
ented features, it would be possible, neverthe-
less, to manufacture the product in quantities
at a much lower figure than that at which it is
at present marketed. However, the company
lias borne in mind the extraordinary hard usage
that such a demonstrating device must undergo
over a long pertod, and for this reason only the
highest quality of imaterials is used by the com-
pany. The Audak also is turned out by skilled
mechanics; it is manufactured of brass, steel
and aluminum. The tables are of the highest
quality cabinet work, made to withstand long
wear.

GRIFFIN’S RECORDS FOR LINERS

Records by Okeh Artist Placed on White Star
Liners as Result of Ship Concerts—Enthusi-
astically Received by Ocean Travelers

Gerald Griffin, the well-khown Irish tenor and
exclusive Okeh artist, who sailed recently on
the White Star liner “Cedric” for an extended
visit to Ireland, appeared at several of the
ship’s concerts and his singing was enjoyed
to such an extent that, as soon as the "Cedric”
landed on the other side, the International Mer-
cantile Marine cabled to the New York offices
of the company to purchase a complete set of
Gerald Grifin’s Okeli records for each oue of
the liners operated by that organization. This
1s certainly a great tribute to this artist, as well
as to tlie excellence and accuracy of the repro-
duction of his voice on the records.

C. E. SIMMONDS WITH OKEH JOBBER

Experienced Record Executive Joins Staff of
Prominent New York Okeh Jobber—E. B.
Shiddell Back From Vacation in Maine

The New York distributing division of the
General Phonograph Corp., 15 West Eighteenth
street, Okeh jobber, recently announced th
appointment of C. E. Simmonds as manager of
the record department. Mr. Simmond
formerly assistant superintendent of th
department of the Columbia Graphiophone Co
at Bridgeport, Conn. His experience in the tall
ing machine industry extends over a pcriod of
seventeen years and he brings with him a valu-
able knowledge of dealer servicc.

E. E. Shiddell, manager of the New York
distributing division, recently returned from
Maine, where he had been spending his vaci-
tion. C. A. Clebart, assistant to Mr. Shiddell
who spent his vacation on his farm at Webster
Mass., has also returned to his desk much re-
freshed after his rest.

F. J. BERUBE IN LARGER QUARTERS

Lewiston, ME, August 7—Frank J. Berube,
talking machine and piano dealer, who has en
joyed an exceptional record of growth during
the three years he has been in business here,
has moved from 16 Spruce street to a larger
and more attractive store at 367 Lisbon street
Mr. Berube handles the Starr phonographs and
Gennett records, Starr, Hallet & Davis, McPhail
pianos and players and a complete line of musi-
cal merchandise.

A. S. BRAZIL BUYS MASON CO.

Brrrows Faris, Vr, August 7.—A. S. Brazil,
well-known musician of this section, has pur-
chased the business of the Mason Music Co.,
which has conducted a general music store here
for the last thirty-five years. Mr. Brazil has
rearranged and redecorated his store in accord-
ance with his own ideas, making a fitting setting
for the Victor talking machines and records and
several widely known lines of pianos, musical
instruments and sheet music which he handles.

MARIO CHAMLEE SCORES IN LONDON

Mario Chamlee, tenor of the Metropolitan
Opera Co., New York, and Brunswick artist
who recently made his first concert appearance
in Albert Hall, London, Eng., received an ova-
tion from music lovers in that city. The music
critics of the Daily Mail and other London
newspapers were enthusiastic in their praise of
this popular American artist, describing his ap-
pearance as a ‘‘sensational success.”

Records all **firsts.””

The best $25 portable on the market,

63 Reade Street

If you want to draw a crowd to your store, put in

COLUMBIA RECORDS
14:c. Each (In 1000 Lots)

All double-face regular 75¢ discs, from factory surplus, 1922 catalog.

Single shipments of 5000 at 14c., 10,000 at 13c., 20,000 at |2ic.

All quotations subject to change
TERMS—F. O. B. Factory Bridgeport, Conn.—Net CASH against B'L

Buy Grafonolas Now and Save Money!
1922 Models.
Styles F, G, H, L & K at less than cost to make.
For quotations write stating quantities you can use.
HAVE YOU SEEN

THE “CHUM” PORTABLE PHONOGRAPH

Big profits.

LOUIS JAY GERSON

HIGH GRADE RADIO AND PHONOGRAPH SPECIALTIES
Telephone Worth 0146

Write for quotations

THE *"CHUM"

Weight 13 lbs.

New York City
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Jhe CHENEY

THE MASTER INSTRUMENT

The most perfect music-reproducing instrument

The SALISBURY

A Lovely Adaptation from the
Work of Sheraton and Shearer

Top Measures 21 3/16 by 387/8 inches. The instrument

stands 333/4 inches high. Heavily gold plated exposed

metal parts. Two reproducers for playing all records.

Six standard Cheney Blue Albums.

' Retails for $200— East of the Rockies

Another Beautzful New Cheney Console Model

Unusual in treatment—remarkably rich in its
effect—made in both mahogany and walnut

The country-wide reputation which
The Cheney has earned for designs of
elegant simplicity is enhanced in the
addition of The Salisbury to the line.

Thetwo-tone effects which have proved
so popular are perpetuated in this model,
yet with a richness of handling which
befits the most carefully furnished home.

Cabinet against cabinet, phonograph
against phonograph, value against value,
The Cheney is more than a match for

any other phonograph. Consider ‘these
five great selling features:

1 An acoustic system that develops and re-
stores the original tone from the record.

2 Practical elimination of needle scratch.

3 A violin resonator which makes Cheney
tones grow sweeter with age.

4 Designs which set the standard in the in-
dustry for elegant simplicity.

5 Cabinet workmanship which bears the im-
print of craftsmanship.

THE CHENEY TALKING MACHINE COMPANY . CHICAGO

CHENEY PHONOGRAPH SALES CO.
1965 E. 66th St., Cleveland, O.
806 Pennsylvania Axe Plttsburgh
Ohio, W. Va., \Vestem Pa.

DISTRIBUTORS

CHENEY SALES CORPORATION
1107 Broadway, New York City
Greater New York, Western Conn.,
New Jersey

CHENEY SALES CORPORATION, 1105 Chestnut St., Philadelphia
Eastern Pa., Del.,, Md., Washington, D. C.

CHENEY SALES CORPORATION. 376 Boylston St., Boston
CHENEY SALES COMPANY New England EDW. G. HOCH & CO.

Brandeis Bldg., Omaha
Iowa, Nebr., Colo., Wyo.

27-29 Fourth St., N., Minneapolis
Minn., N. D., S. D., Northern Wis,, Mont.

RIDDLE PHONOGRAPH CO., 1205 Elm St., Dallas, Tex.

ROLYAT DISTRIBUTING CO.
Provo, Utah
Utah, Southern Idaho

Texas, Southern Okla.

CHENEY PHONOGRAPH CO.
212 Selling Bldg., Portland
\Vashmg!on and Oregon

MUNSON-RAYNER CORP., 643 S. Olive St., Los Angeles
California, Western Nev., Ariz.

MUNSON.RAYNER CORP., 550 Howard Street, San Francisco, Cal.
All territory not listed above is handled direct by The Cheney Talking Machine Company, Chicago
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SALES TOTALS SHOW INCREASE

Greater City Phonograph Co. Closing Excellent
Sonora Business—Maurice Landay Suggests
That Dealers Anticipate Requirements

In a recent chat with The World, Maurice
Landay, president of the Greater City Phono-
graph Co.,, New York, Sonora jobber, com-
mented upon the fact that his company’s sales
totals for the first seven months of 1923 showed
a substantial increase over the corresponding
period of 1922, Mr. Landay is suggesting to
his dealers that they anticipate their require-
ments for the 1923 Fall season as mugh as pos-
sible, so that their sales totals for the balance
of the year will equal all expectations.

Mr. Landay referred to the fact that at the
recent Sonora jobbers’ convention, held in Sagi-
naw, Mich., all of the distributors placed orders
for their requirements for the entire year in an
etfort to secure sufficient merchandise for the
needs of their dealers. It will, therefore, be to
the advantage of each Sonora dealer to antici-
pate his business for the remainder of the year
and place his orders accordingly.

BUYS BUILDING HOUSING STORE

Albert P. Parenteau, Biddeford, Me., Dealer,
Enjoys Unusual Success

Bioperorp, ME., August 7—Albert P. Parenteau,
who has achieved outstanding success in the
music business here in the short period of two
vears, recently concluded negotiations for the
purchase of the large building at 140 Elm street,
in which his fine business is housed. This estab-
lishment is without question one of the finest
in this vicinity and the aggressive methods of
the live proprietor have resulted in a large and
growing clientele. Starr phonographs, Okeh
and Gennett records and Sohmer, Baldwin and
Emerson pianos are handled.

THIS BABY
GROW!

u cantgowtrong,
BVilhary FEISTSons

DEATH OF F. M. PRESCOTT

Pioneer in Recording Art Dies at General Hos-
pital in Paterson, N. J.—Had Achieved World-
wide Success as Recording Expert

IF. M. TPrescott, identified with the talking
machine industry for the past twenty years and
recognized the world over as one of the fore-
most authorities on every phase of recording,
died Mounday, July 30, at the General Hospital,
Paterson, N. J. During recent years Mr. Pres-
cott had established headquarters at Riverdale,
N. J., and his services as a consulting engineer
had been utilized by many well-known concerns
and individuals who consulted him in the in-
stallation of record-making plants and the con-
struction of recording machines. Mr. Prescott
had traveled the world over in the interests of
the recording art and his loss will be keenly
felt by the record industry as.a whole.

The funeral services were held Thursday,

August 2, at Mr. Prescott’s late home at River-

dale, N. J. He is survived by his widow and
three children and three brothers, one of whom
is J. O. Prescott, also a widely known pioneer
in the record industry.

MUSIC APPRECIATION IN SCHOOLS

Satt Lake City Schools Make Subject Regular
School Study Course as Result of the Excel-
lent Work of Victor Co. Educator

Saur Laxr Ciry, UTaH, August 6.—Music ap-
preciation has been made a regular study
course in the schools of this city as a result of
the work of Miss Margaret Streeter, of the
educational deparument of the Victor Talking
Machine Co. One-fifth of the music period in
the future will be devoted to music appreciation.
While here Miss Streeter made addresses on
music appreciation before many local clubs and
civic organizations. In the past she has made
several trips to this State, and plans are under
way to have her relurn next year to conlinue
the work and extend jt to the rural commu-
nities, fertile fields for this work.

BENNV DAVIS RECORDS FOR EMERSON

Benny Davis, the well-known songwriter and
vocal artist, who recently signed an exclusive
contract with the Emerson Phonograph Co,
Inc., has miade lhis first record for that firm.
It is a vocal rendition of his newest song,
“Stella.” The Emerson Phonograph Co., Inc,
in releasing the nuinber, has forwarded to the
trade much publicity material, including an
altractively illustrated window strip carrying a
reproduction of Davis in one of his character-
istic poses while singing.

BRUNSWICK “LEVIATHAN” PUBLICITY

The decaler service department of the phono-
grapll division of the PBrunswick-Balke-Collen-
der Co, New York, prepared recently for the
use of its dealers an attractive window streamer
fcaturing the “Leviathan,” the giant ocean
greyhound, together with a reproduction of the
Brunswick '‘Georgian” console. The color
scheme of the window streamer is red, white
and blue, and the text emphasizes the fact that
the “Leviathan” is equipped with Brunswick
phonographs exclusively. H. D. Leopold, man-
ager of the Brunswick recording division in
New York, is responsible for the preparation
of this timely publicity.

TAKES ON TALKING MACHINE LINE

Nasuua, N. H. August 7—The Rudolph Cor-
mier Furniture Co., 37 Factory street, this city,
has recently installed a spacious phonograph
department in which the Brunswick phono-
graphs and records are featured. Demonstra-
tion booths and other modern equipment have
been installed and the new department makes a
fine setting for the Brunswick.

REGAL
50c

RECORDS

In New York as in
Chicago, Boston, St.
Louis, Detroit and
other cities thruout
the country, dealers
are featuring the good
50c record heavily.

Experience has
taught these dealers
that the public is be-
coming more and
more buying wise.

That public now
knows beyond all
doubt that the good
50c record (one that
retails at 50c) gives
full 75¢ worth of rec-
ord value. Therefore
it insists on the good
50c record.

And always the good
50c record brings the
dealer a greater turn-
over and a larger total
profit than he ever
believed possible.

REGAL RECORD CO.

20 W. 20th ST. NEW YORK
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WOULD CUT DISTRIBUTION WASTE

Government to Formulate Clear Definitions of
Various Steps in Distribution Process

WasHixcroN, D. C., August 6.—A clear definition
of the functions of the retailer, wholesaler and
manufacturer in every industry will be sought
by the division of domestic commerce of the
Department of Commerce, with a view to elimi-
1ating the ovérlapping and duplication of activi-
ties, as one of the first steps to be taken as a

sult of the recent retail conference held in
Washington.

The retailer performs the final function in the
distribution of commodities and gives fulfillment
to all preceding efforts by making merchandise
available to consumers at the time and place
ind in the form required by them, jt was deter-
mined by the conference. The retailer’s true
function is that of serving as a purchasing agent
for his community

As a result of the conference the music and
other trades will be asked to define the func-
tions of the various branches—manufacturer,
wholesaler and retailer—so that the information
may be studied in the division of domestic com-
mmerce and plans made for the elimination of
waste in distribution.

EDISON DEALER'S ATTRACTIVE FLOAT

Rice Laxe, Wis,, August 5.—At a recent cele-
bration held in this town Oscar Overby, Edison

How the Edison Was Exhibited
dealer, prepared the attractive float that is
shown in the illustration. This float won the
enthusiastic approval of spectators along the
route of the parade and furnished splendid pub-
licity for Mr. Overby and the New Edison Dia-
mond Disc phonograph.

PAUL CARLSON IN MAINE

Paul Carlson, manager of the wholesale Vic-
tor department of Chas. H. Ditson & Co., New
York City, is at present enjoying a vacation
with his family in Maine, while Joseph C. May
is looking after the development of business at
headquarters

WURLITZER LOS ANGELES BUILDING

Company to Erect a Thirteen-story Building in
That City at an Estimated Cost of $1,500,000

Los ANcriEs, CarL., Aug. 4—Negotiations have
just been made public by the Rudolph Wurlitzer
Co., of Cincinnati, O., concerning the erection
of a new thirteen-story and basement edifice at
816 South Broadway, starting September 1, at
an expenditure of $1,500,000. The site on avhich
the improvement will rise has a frontage of
fifty-one feet on Broadway with a depth of
150 feet to a twenty-foot alley, and is said to
have brought a price in excess of $400,000.
Tentative plans outlined by the Rudolph Wur-
litzer Co. show that the first six floors, mezza-
nine and basenient of the building will be utilized
by them with the upper seven stories subdivided
into office space. The office portion of the
building will be so designed that it can be taken
over by the music house whenever needed.

The ground floor of the structure will be
used by the company as a general display room
for phonographs and records. The executive
offices will be located on the mezzanine and
the remaining five floors will be used for the
displaying of pianos and other musical instru-
ments of all kinds.

A feature of the new building will be the
recital hall in the basement to be used as a
civic hall, theatre, concert room and organ dis-
play salon. The hall will have a seating capacity
of about 250 people and will be similar to the
recital room in the Wourlitzer Building in
New York.

Not only is the Rudolph Wurlitzer Co. plan-
ning a great expansion program for Los
Angeles, but it is also formulating plans for the
establishment of twenty or twenty-five branch
stores in Southern California, it is generally
reported throughout the trade.

LARGER QUARTERS FOR GUILENETTE

MaxcHESTER, N. H. August 6.—Ernest W.
Guilenette, who for some time has conducted
a retail talking machine and general music busi-
ness at 801 Elm street, has moved into larger
quarters at 782 Elin street. Mr. Guilenette con-
ducts a very fine business in Columbia machines
and records, pianos, sheet music, etc., and the
move was made necessary because the business
had outgrown the former quarters.

NEW PLAZA REPAIR PART CATALOG

The Plaza Music Co. has published a forty
page rcpair part catalog which is being for
warded gratis to the trade throughout the coun-
try. A comprehensive list of talking machine
repair parts for all makes of machines, with
complete description and illustrations of parts
nd supplies, is included in this publication. The
book 1s of convenient size and should be a valu-
able aid to the repair man.

Our A A A Quality

India Ruby Mica

DIAPHRAGMS

Are,without doubt, the finestDiaphragms

manufaetured.

Samples and Prices on Request

WILLIAM BRAND & CO.

27 East 22nd Street New York City
Telephone, Ashland 7868

HOW LIVE DEALER SECURES TRADE

Henry Vigneault, of Keene, N. H., Has Built
Up Large Business by Progressive Advertis-
ing and Sales Methods

Keeng, N. H, August 7—What can be accom-
plished by the live talking machine dealer in a
small town is exemplified by the record of
Henry Vigneault, Brunswick dealer of this city,
who opened a small basement store about five
years ago and now occupies warerooms triple
the size of the original store at 68 Main street.
Mr. Vigneault has built up a large clientele
here and in surrounding communities as well
entirely through his aggressive methods of pub-
licity, which include regular advertising in the
newspapers and billboard advertising on thor-
oughfares leading into Keene. Another pub-
licity stunt which has been very successful in
attracting attention to his store and his line
consisted in placing a Brunswick instrument in
one of the leading local Summer dance halls and
playing the latest records during the periods
when the orchestra rested. In addition to pho-
nographs and records this live dealer handles
sheet music and musical merchandise and he is
now planning to install a line of pianos.

NEW FOREIGN LANGUAGE CATALOGS

General Phonograph Corp. Issues New Polish
and Bohemian Catalogs—Important Lists of
Records Now Ready for Trade

The foreign language record division of the
General Phonograph Corp. has just issued two
very attractive catalogs featuring Polish and
Bohemian records made by this department. A.
H. Thallimayer, manager of the company’s for-
eign language record division, personally super-
vised the preparation of these catalogs, which
contain comprehensive repertoires in their re-
spective languages. The cover design of each
catalog is particularly worthy of note, as a four-
color process was used to bring out the details
of the illustrations. The General Phonograph
Corp. is now issuing records in practically every
foreign language and the company’s jobbers and
dealers report a steadily increasing demand for
this type of record.

A FEW

WALL-KANE NEEDLES

CONCERT NEEDLES

JOBBING TERRITORIES STILL OPEN

JAZZ NEEDLES

Each needle guaranteed Steel needles in tones of - The special extra loud

to 'pla_i'r ten records.

extra loud, loud, medium
and soft.

needle. The only one of
its kind in the world.

it ~ Profit-Producing Jobbing Proposition
_.WALL-KANE NEEDLE MFG. CO., 3922 14th Avenue, BROOKLYN, N. Y.

-
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Model 36

The Queen Anne Model illustrated above is furnished in brown
mahogany and walnut; exposed metal trimmings in antique silver
finish; universal tone arm; Pathé perfect tone control; Pathé
reproducer; nickel fittings; new oval horn; double spring motor
“or noiseless electric motor; automatic stop: size 35% inches
high; 35 inches wide; 20% inches deep.

PRICE, with spring motOr .......c.viuieiienennenennnnn $125.00

o with electric motor ............. ... .. 0. $140.00

Every detail is perfectly carried
out in this luxurious model No.
15. It is furnished in ma-
hogany; all exposed parts
nickel plated; universal tone
arm; Pathé perfect tone con-
trol; Pathé reproducer; new
oval horn; double spring motor
or noiseless electric motor;
automatic stop; size 44 inches
high; 20 inches wide; 21 inches
deep.

PRICE
With spring motor.... $100.00
With electric motor.. $115.00

Model 15

Model 31

This handsome model is furnished in brown mahogany and oak;
exposed metal trimmings in antique silver finish; universal tone
arm; Pathé perfect tone control; Pathé reproducer; nickel fittings;
new oval horn; double spring motor or noiseless electric motor;
automatic stop; size 35% inches high; 35 inches wide; 20%
inches deep.
PRICE, with spring motor................ 8000 1000000 $110.00
L with electric motor...........c.oviviiviinnn.n. $125.00

Announcing the New Pathe Models

The New Pathé Portable

A complete phonograph with an automatic stop and a perfect
filing device lolding ten records, furnished in Waxed Golden
Oak; Fumed QOak; Mahogany Finish; or covered with DuPont
fabrikoid leather; interior in natural wood finish; nickel plated
hardware; universal tone-arm; Path¢ reproducer; double spring
motor; size 14 x 1574 x 8; weight 20 pounds.

Mahogany Finish

Golden Oak } o 4 C1I 1 N S AT ot S ET DA o 0 2] - X o T $40.00
Fumed Qak

Fabrikoid Eeatler somsams s e 508 s neds s0sm 608 HEEIE: oass 50000

PATHE—A name famous the world over is indeed dig-
nified by this really wonderful new and complete line of
Phonographs. Every model priced right, artistic in de-
sign, beautifully finished and of course equipped with new
and exclusive PATHE f{features.

All the new models All the new models
are equipped with (except the Port-
the New PATHE able) have the new
automatic stop. oval PATHE horn.

Model 40
This Italian Renaissance Model is furnished in mahogany and oak;
universal tone arm; Pathé perfect tone control; Pathé reproducer;
nickel fittings; new oval horn; extra large double spring motor
or noiseless electric motor; automatic stop; size 36%: inches high;
41 inches wide; 21 inches deep.

PRICE, with spring motor............. PR 3 .. $185.00
ot with electric motor............. B PN Al $200.0

Pathé the World Over
Pathé Phonograph and Radio Corporation—20 Grand Ave., Brooklyn, N. Y.

e ——
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BUSY FALL PREDICTED
BY BROOKLYN DEALERS

Increased Buying Trend Taken as Indication
of Prosperous Fall Season—Dealers Plan-
ning Campaigns—Urge Early Ordering—
Temporary Stores in Summer Resorts Bring
Business—Other Important Activities

A distinct upward movement has marked the
trend of the talking machine business in the
Brooklyn and Long Island territory during the
last several weeks, according to a prominent
jobber. In fact, the opinion seems to be quite
general among the better informed members of
the trade that this condition is a barometer of
an exceptionally busy Fall, and as a result the
more aggressive merchants are ajready making
tentative plans for their Autumn sales and
advertising drives.

Requirements for Fall Now in Order

While comparatively little ordering of Fall
stock has been done at this early date, indica-
tions are that dealers are beginning to consider
their requirements for the next five months
Jobbers have placed large orders with the man-
ufacturers to avert as much as possible a repeti-
tion of the conditions which existed last year
when dealers were caught short of instruments
just prior to the holidays and, as a result, lost
many sales, and they have been urging the re-
tailers to place early orders for sufficient stock
to meet all demands or to let the wholesalers
know what their estimated requirements will be
so that provision can be made to meet demands.

Planning for the Fall Campaign

Now that the Summer vacation season is
drawing to a close and the public is again
settling down to the ordinary routine, outside
sales activities are being gradually resumed and
while sales from this source are not coming
easy, sufficient business is being done by dealers
who are utilizing this method of making sales
to make the effort worth while.

Opens Temporary Stores at Summer Resorts

A method of offsetting the possibilities of a
slackening business during the Summer months
has been used effectively by J. J. Jones, Sonora
dealer, Brooklyn, N. Y. During the Summer
months he opened several small shops at nearby
seaside resorts. These stores are run by his
two brothers, who attend college and are at
liberty during the Summer. Portable instru-
ments, records and sheet music form the greater
part of the business, but the opportunity is

—

\\ IS A WORD MUCH USED.

\ THOSE WHO USE
AMERICAN SERVICE FIND IT
DEPENDABLE AND SURE

AND SOME DEALERS HAVE BEEN USING

IT TWENTY YEARS.

HOW LONG HAVE YOU

BEEN USING IT:?

OOKLYIN

 AMERICANA

'I'AI.IGING M?‘CHINE CO.}
VICTOR WHOLESALERS

presented to follow up certain customers when
they return to their homes in the Fall
Check Up Source of Prospects

That effective window displays play no small
part as a source in securing prospects is the
opinion of C. G. Davis, manager of the Aeolian
Co., of Brooklyn. He states that a window dis-
play is used just as long as it is judged to be
effective. Mr. Davis employs a system among
his salesmen whereby theyv are able to ascertain
the source from which the prospect comes. The
method employed consists simply of the sales-
man requesting the customer to relate how he
or she first became interested. The question is
accompanied by the explanation that the com-
pany has spent considerable money in advertis-
ing and in other ways to secure business, and
it wishes to check up on the results as closely
as possible in order to be sure that a proper
return is secured from its investment. This

— o e
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Timeliness

—1s just as essential
equally as much a part of our service to
dealers as efficiency in deliveries or the
various avenues of sales co-operation.

and we consider

THE INSTRUMENT OF QUALITY

gnoral

CLEAR AS A BELL

In short, we strive to make ours the high-
est class service in the talking machine field
just as Sonora is the Highest- Class Talking

gﬁé )sz]y )70/4¢a_y

There's a best selling style of Sonora for each
month. Ask us ahout it for August

17 Hanover Place, Brooklyn, N. Y.

Machine in the World.

Long Island Phonograph Co., Inc.

Sonora Distributors for Brooklyn and Long Island

All communications will receive
prompt and careful attention.

Telephone Main 1217-18

serves a twofold purpose; first, the prospect is
impressed by the good business methods em-
ployed by the concern the salesman represents;
secondly, it gives the salesman a re-entry where
the conversation has already been closed.

The local branch of the Aeolian Co. also em-
ploys a system of securing good prospects in
the different branches of trade and industry.
For example, if bricklayers are unusually busy
and prosperous the members of this trade are
intensively canvassed with the object of making
sales. Lists of the members of the various
trades and professions are first carefully com-
piled and when the proper time comes sales-
men are put on the job. This system has been
found very effective in producing business.

Sales Drive Among Farmers Successful

The Cavenaro Music Store, Riverhead, L. I,
is meeting with considerable success in selling
talking machines among the Long Istand farm-
€rS. number of machines are loaded on a
truck, whicl is driven around the locality, and
the farmers in this way have a means of secur-
ing a demonstration which they would not
otherwise be able to enjoy.

New Sonora Accounts

The Long Island Phonograph Co., Sonora
distributor for Long Island territory, has se-
cured several new accounts, among these being
the Lerch Music Shop, Port Jefferson, L. I, and
the Colbrink Furniture Co., 529 Fifth avenue,
Brooklyn.

J. J. Schratweiser, of the Long Island Phono-
graph Co., has just returned from a two weeks’
vacation. He spent the time with his family
at their Summer cottage in Lynbrook, L. I.

R. H. Keith, president of the company, ac-
companied by his family and C. W. Keith, vice-
president, and his family, are planning to motor
to South Fairlee, V't,, where they will visit Miss
Janeth Keith, R. H. Keith’s daughter, at Camp
Aloaha.

Building Good Will Among Bus Users

A unique method of getting people to come
into the store is being used by the \Woodhaven
Music Shop, 9303 Jamaica avenue, Woodhaven,
L. I. This company distributes slips among
persons using the various bus routes into town.
The slips provide a place to list the names and
addresses of thie persons using the buses as a
means of transportation. After paying the bus
fare the passenger obtains the signature of the
bus driver and upon reaching town, by pre-
senting the slip at the Woodhaven Music Shop,
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the fare is rebated. This system has been suc-
cessful in getting the prospective customer into
the store; it also provides the dealer with ac-
curate information as to new names and ad-
dresses to be added to its prospect list and in
addition it builds good will.

H. L. Terry & Son Open New Store

H. L. Terry & Son, prominent Victor dealers
of Sayville, L. 1., are now occupying their new
store in the business center of Sayville. They
have also made extensive improvements to their
establishment at Islip, L. I., including the in-
stallation of new demonstration booths.

Victor Demand Grows Steadily

Victor business in the Brooklyn and Long
Island territory has improved to a considerable
extent during the last two months, if the orders
for instruments being received by the American
Talking Machine Co., Victor wholesaler, are a
criterion, according to Richard H. Morris, sec-
retary-treasurer and general manager of the
company, who stated that the sales volume of
this period exceeds that of the same months
last year. Mr. Morris also declared that in
his opinion a good Fall business is in store for
the trade.

Most of the details connected with the con-
solidation of the G. T. Williams Co., Inc., with
the American Talking Machine Co. have been
completed and the combined organization is
prepared to render more efficient service to
dealers than ever.

Remodeling Store to Handle Growing Trade

Alterations are under wayv at the establish-
ment of E. Shapiro, 676 Broadway, Brooklyn,
Sonora dealer, whose business has increased to
such an extent that he has found it necessary
to remodel his establishment so that more effi-
cient use will be made of the space he occupies.
The tvpe of service and the unique and effective
method of securing prospects used by this pro-
gressive merchant have been largely responsible
for his success. Many live prospects are secured
through insurance and furniture salesmen and
collectors, who, when a sale is made to a pros-
pect turned in by them, are paid a fair com-
mission. These men supply Mr. Shapiro with
names, addresses and other necessary informa-
tior of prospects. This is immediately foilowed
up by a letter calling attention to the excellence
of the line handled and if no action results
within a period of a few days a salesman is put
on the job. Many good prospects are secured
through recommendations of old customers who
have become firm friends of the store through
the service rendered by the company. This
service consists of free minor repairs to the
instrument and periodical inspection.

B. L. HARLESS FORMS NEW FIRM

CovixgroN, \'a., July 21.—B. L. Harless has just
purchased E. R. Layne’s interest in the Reynolds
& Layne Music & News Store, on Maple avenue.
The name of the firm has been changed to the
City News & Music Store, and the new concern
will assume responsibility for all outstanding ac-
counts of the Reynolds & Layne business.

EMERSON ARTISTS ON TOUR

The Harry Stoddard Orchestra, which has
made a series of records for the Emerson
Phonograph Co., Inc, recently signed a con-
tract with the Keith and Western vaudeville
circuits involving a fifty-week tour. The orches-
tra is now on the way to the Pacific Coast.
Emerson dealers throughout the country are
to co-operate in a publicity campaign in con-
nection with the appearance of the orchestra in
their cities. The sales organization of the Em-
erson Co. expects, through this national pub-
licity, to enlarge the following of the Stoddard
Orchestra.

OPENS “TALKER” DEPARTMENT

Nasuva, N. H., August 7.—An attractive falk-
ing machine departinent was recently opened by
the Levesque Furniture Co., 40 Factory street,
this city. The Aeolian-Vocalion line of instru-
ments and records has been installed.

ACKERLEY’S TIMELY ADVERTISING

Progressive Victor Dealer Uses Effective Sousa
Publicity—Advertising Produces Results

Lieutenant Commander John Philip Sousa,
the world's greatest band master, accompanied
by his famous band, is now making his thirty
first annual tour and fourteenth transcontinen-
tal tour. Sousa’s band makes Victor records
exclusively and Victor dealers throughout the
country are taking advantage oi this concert
tour to use timely and effective publicity

At a recent concert given by Sousa and his
band at Patchogue, L. I., Jerome Ackerley,
prominent Victor dealer, used the back page of
the program for his advertiSing. On this page
Mr. Ackerley presented publicity that featured
Sousa’s Victor records, Victor supremacy and
the Ackerley store. This timely advertising pro-
duced splendid results and stimulated materially
the demand for Sousa’s Victor records and
other recordings as well.

nothing.

DOEHLER DIE
BROOKLYN.NY.
TOLEDO, OHIO,

DOEHLER

The World's Larses: Producsr of

B IE- CASTIN NGS

Doechler Die-Cast Tone Arm Elbows

You have a right to expect, for the price you pay,
the very best die-castings for your
can be produced._

purpose that

That you may be assured of this, Doehler engineers
seek an opportunity to work with you even before
your design may be finally decided upon.

Thus your finrished product will represent not oaly
your own mastery of your specialty, but also the
best judgment and skill of the world’s largest pro-
ducer of die-castings.

This adds value to your product which costs you
’ The Doehler Company sells die-castings.
It gives service.
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“Bleeding Hearted Blues” and “Midnight Blues” are the very
latest experiences in the lachrymose life of Bessie Smith, champion
“blues” singer of all time.

In this record—A-3936—gloom comes so thick and fast to Bessie
that there won't be a dry eye—nor a closed pocketbook—in the
house when her sad story is sobbed to its end.

COLUMBIA GRAPHOPHONE CO.

New York

COLUMBIA CO. MEN ARE GUESTS OF GEORGE W. HOPKINS

Twenty Members of Sales and Executive Staffs Entertained at Long Island Yacht Club by Vice-
president and General Sales Manager—Look Forward to Heavy Sales Totals This Year

Twenty members of the executive and sales
staffs of the Columbia Graphophone Co. were
the guests recently of George \W. Hopkins, vice-
president and general sales manager of the com-
pany, at the Long Island Yacht Club, Bayside,
L. I. These twenty Columbia enthusiasts included
the company’s executive sales cabinet, K. Mills,
manager of the New York branch, and the
visiting managers of tlie West Coast branches,
in whose honor the meeting was called.

When they arrived at Bayside the visitors
immediately made their way to a table over-
looking the Long Island Sound, where an old-
fashioned duck dinner was served. After
doing ample justice to the dinner the guests
settled down to business, and P. S. Kantner,
San Francisco manager, gave an interesting talk
describing how he handles the same distribu-
tion and service problems that are met with
by Columbia branch managers throughout the
entire country.

W. F. Stidham, manager of the Los Angeles
branch, entertained the guests by a detailed
description of some of the many successful ac-
counts in his territorv. He described two
types—dealers who are enjoying a big volume
of business through consistent, intelligent news-
paper advertising and practically no outside

work, and dealers who put their efforts in out-
side work with less emphasis on the advertis-
ing. “There are two things these dealers have
in common,” said Mr. Stidham, “one, the ambi-
tion and knowledge to go after business, and,
two, the success that always rewards intelli-
gent sales effort.” Mr. Stidham then described
the third dealer, probably the most successful
of all, who combines advertising with outside
selling. W. H. Lawton, of Seattle, told the
meeting of some of the outstanding features in
his territory, and Mr. Mills spoke enthusiasti-
cally of the bright outlook for a big volume of
business in the Empire State. Robert Porter,
field sales manager of the company, who re-
cently returned from1 an extensive visit to the
West Coast branches, discussed some of the
more recent developments in the problems of
the phonograph industry as a whole. “The
music industry,”Mr. Porter said, “particularly as
affecting the phonograph field, is undergoing a
silent, invisible but progressive change. Con-
sumers are becoming the dictators of the situa-
tion. It is their wishes which are dominating the
trend of the manufacturers and dealers’ policies.
As manufacturers get closer to the consumer and
shape their policies to meet the consumers’
preferences and requirements, the industry will

We Serve New York!

opportunities to OKeh dealers.

15 West 18th Street

The territory we supply comprises the entire metropolitan
district—a vast OKeh field that offers almost unlimited

If you are a live, enterprising dealer and would know, in
detail, the full possibilities that this great market holds for

OKJ\/ Records '

The Records of Quality

we suggest that you get in touch with us at once. We
carry at all times a thoroughly complete stock of all OKeh
Records and, in addition, we have the essential facilities for
handling all orders promptly and efficiently.

GENERAL PHONOGRAPH CORPORATION

New York Distributing Division

The Record of Quality

Distributors
for
OUTING

and

ODEONETTE
Portable
Machines

New York City

become less affected by industrial and trade
influences. This applies to styles, finishes,
mechanical performances, terms, advertising
plans and retail store sales practice. Spectacu-
lar sales, long-winded terms, high-pressure
methods, concessions in price or gifts to stimu-
late buying are passing like the old men of
yesterday. Why? Because the consumer is
intelligent enough to recognize legitimate value
from clap-trap. The consumer is forcing the
industry to revise practices which unrestrained
aggression is blind to, but will fall a victim to,
eventually.”

Up to this point the meeting had been an
enthusiastic one, but the members had been per-
sonally conservative. However, when Mr. Hop-
kins arose to discuss the new phonographs and
Columbia New Process records he was greeted
with tremendous applause. The manager in at-
tendance stated that every dealer who had seen
the new phonographs had been unqualifiedly
enthusiastic in voicing his approval, and they
are looking forward to the receipt of good-sized
shipments. of this merchandise in order to attain
record-breaking sales totals. After discussing
the new product from every angle, Mr. Hop-
kins invited questions or additional remarks
from his guests, and at the close of an inter-
esting round-table discussion the meeting ad-
journed and the party returned to New York.

RETAIL CHANGES IN BURBANK, CAL.

BursBaNK, CAL., August 4—The Burbank Music
Store has just been taken over by M. Rossman,
an experienced music dealer from Los Angeles.
He will carry the Victor line of phonographs
and records in addition to the large stock of
pianos, musical instruments and sheet music
formerly handled by this concern.

C. William Pfisterer, who had been operating
the Burbank Music Store, is preparing to open
another music concern at 147 West San Fer-
nando boulevard, and will continue the Bruns-
wick line of talking machines and records at his
new location. He will endeavor to make his
new store one of the most complete music
houses in this locality, handling a full stock of
phonographs, pianos, etc.

NEW STORE IN McPHERSON, KAN.

McPHErsoN, KaN., August 6.—The new music
store on North Main street, of which Helmer
Ek is proprietor, will be formaliy opened in a
few days, according to announcement made by
Mr. Ek, who is awaiting the arrival of his fix-
tures. He has already done considerable busi-
ness and has installed a complete line of stock.

SELLS INTEREST IN COMPANY

OweNsBoro, Ky., July 30.—The Samuels-Bittel
Music Co. will in the future be carried on by
W. S. Samuels and Lee Atherton, the third
partner, Joseph Bittel, having recently sold his
interest in the firm.
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—spectallydesigned forthe Talking Machine Trade

Cutting and Washington Radio Receiver 11C—cabinet design
console type. Completely seli-contained, a three-tube sct that
has proved in comparative tests to have higher selectivity and
volume than any other instrument in its class.
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A moderate-priced e S

Cabinet Receiver— Console Type

Here at last is the instrument which enables the talking the C. & W. line, which covers all ranges of price. All sets

T
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machine dealer to enter confidently into the radio business,
feeling that he is now assured of success.

Designed by Cutting and Washington, two of America’s best-
known radio engineers, pioneer manufacturers of radio equip-
ment—a concern with strong financial backing that has a
reputation for service. This new instrument is the leader of

Cutting and Washington Receiver 12A-—“Town and Country”
model (portable type). A two-tube set which makes an ideal re-
ceiver both for the bome and for outing use. For either single
circuit or double circuit.

TALKING MACHINE
DEALERS & DISTRIBUTORS

Write for full details of the Cutting and Washington
dealer plan and copy of the book, “The Future of Radio
Retailing,” sent withouf obligation to Talking Machine
Dealers.

licensed under the Armstrong Patents—admittedly the best
for radio reception.

Dealers securing the C. & W. franchise are given territorial
protection and backing by a comprehensive advertising cam-
paign.

Secure the details at_once and be in position to profit by the
radio business this Fall and Winter.

Cutting and Washington Radio Receiver 11 A-—similar in mechanical
design to the receiver used in the cabinet model but of the box
typc an instrument that has already had a big sale all over the
country,

Cutting and Washington Radio Corp.

Operating Station WLAG—''Call of the North’’

Minneapolis Minnesota

Cutting =< Washington

America’s oldest manufacturers of commercial radio
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INCINNATI

Business Holds Up 1I’ell—Dealers Discuss Merits of Iarious Record
Release Methods — Remodeling for Fall— The Month’s News

Cixcixyazl, O., August 6.—Both the talking
machine and record business in this city are
holding up remarkably well during the warm
weather and there are indications that Cincin-
nati dealers will not have sufficient stock on
hand to supply the rush when the Fall season
opens. The first six months of this year were
as prosperous as any known in the history of
the talking machine and record business in this
city, but dealers had anticipated a marked de-
crease in demand when Summer arrived and
the open-air amusements offered their attrac-
tions to the public. But, even though there has
been a decrease in the volume of business to
sonie extent, it has not been as noticeable as
was expected. Business during July, in most
cases, ran approxumately from 25 to 100 per
cent ahead of July, 1922, thus maintaining the
pace which was set in the previous months of
this vear. The outlook for August is very
bright and it is thought that the volume of sales
this month will equal that of July and possibly
surpass it.

Discuss Record Release Problems

There has been some discussion locally about
the method of releasing records. Some dealers
favor a bi-monthly release, contending that the
dealer will have fifteen days in which to push
and dispose of records and that daily release
of records tends to slow up the sales of all
re¢ords except those which are just being re-
leased. On the other hand, those who employ
the daily release believe that, when the public
is educated to the fact that it can secure the
latest records each day, it will buy records
at the store where they can be purchased right
up to date. There will be enough demand for
back numbers to dispose of the shipments of
records received, according to the contention
of those favoring the daily release. Both those
advocating daily release and those favoring the
release of records less frequently agree, how-
ever, that the method of release is not so im-
portant as the attitude and activity of the local
dealers. \When the dealers are alive to the
merits of both systems and to the possibilities
of increasing their own business a much larger

volume of sales is almost certain to eventuate.
Say Radio Aids Trade

The question of the effect of the radio upon
music is another much-talked-of subject. Every-
one knows that the radio made a phenomenal,
whirlwind kind of entrance into the musical
life of America. Under those conditions it is
not much wonder that people bought radio
equipment and supplies in preference to talking
machines and records. But, now that the first
rush is past and the novelty of the radio 1s
beginning to wear off, some say that the radio
is actually aiding the sale of both talking ma-
chines and records, instead of directly compet-
ing with them. One point which is emphasized
is that people soon get tired of local music,
but do not care to sit up at night until ten or
twelve o’clock to hear music from other cities
by radio, whereas the talking machine can be
used at any time that the hearer wishes. In
fact, it is said that through the radio farmers
are hearing good music and the farm trade on
talking machines and records is increasing

Another point in favor of talking machines is
that the great artists will not broadcast their
music by radio and, if people care to hear them,
they must buy records. A prominent Cincin-
nati dealer maintains that the radio introduces
new dance music and that people then come into
his store to buy the record. This dealer sug-
gests that the only trouble is that new pieces
are not introduced by radio soon enough.

Look Forward to Victor School

A great deal of interest is being manifested
by various dealers in Cincinnati territory in the
classes to be held by the Victor Co., in which
dealers will be taught more about Red Seal
records. Dealers here are alive to the fact that
thev cannot know too much about their prod-
uct and are behind every effort in their behalf.

Children’s Records Popular

Children’s records and educational records are
becoming more and more popular. A novel ar-
rangement of ten duets for children has been
arranged by Miss Kinsella, who plays the teach-
er’s part on the talking machine record, while
the child in the home plays its part on the
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Net Profit— Counts!

Edison Dealers Figure Net Profit
This Way

1. DOLLARS and CENTS—Even after Uncle Sam has taken
his there is a very substantial sum left.

2. GOOD- WILL—No line pays as well in good will as the
Edison. This is a real asset and can be capitalized.

3. THERE'S A SENSE OF SATISFACTION in knowing
you have given your customers the best. This 1s non-
taxable and you cannot lose it.

Investigate the Edison Dealers’ Proposition

THE PHONOGRAPH COMPANY
CINCINNATI CLEVELAND
314 West 4th Street 1240 Huron Road
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piano. This arrangement is to be used in the
public schools and the outlook is excellent for
its success.
Public Favors Consoles
A majority of the machines being sold in Cin-
cinnati stores are of the console tvpe. The
Ohio Talking Machine Co., Victor jobber, in
view of the preference for the console models,
is getting in two new types of consoles, Nos.
400 and 405.
Dealers Increasing Facilities
\With the bright outlook for Fall just ahead
several concerns are equipping themselves to
handle a large volume of business, larger than
they have ever taken care of before. The
Chubb-Steinberg Music Shop, East Sixth street,
has purchased the fixtures of the phonograph
department of the John Shillito Co., which is
closing out its line of phonographs. These fix-
tures will be used by the former to help equip
the thirteen new display rooms which are be-
ing constructed in the store. The addition means
that about four hundred square feet of dis-
play space will be available in the early Fall,
as well as an enlarged and better-equipped re-
pair room in the basement. \Widener’s Victrola
Shop, West Fourth street, is also adding eight
to ten record selling rooms.
Edison Dealers Cashing In
The Phonograph Co., Edison wholesaler, of
this city and Cleveland, O., is receiving its full
share of the wave of prosperity which is sweep-
ing over this section of the country. The Edi-
son is one of the most popular instruments
sold in this State and the live dealers handling
this line are doing an eminently satisfactory
business, and the outlook for a record Fall trade
is excellent.
Miss Mae K. Brigel With Brunswick
Miss Mae K. Brigel, who has had a wide ex-
perience selling records during the past six or
seven years and also is an accomplished com-
poser, is now with the Brunswick Co. Her work
will be to assist the dealer in finding the best
commercial value of his records and give him or
his salesmen help in opening stores or in con-
ducting special sales. Miss Brigel has started
on her first trip through the South. There is
a rapidly growing demand for Brunswick ma-
chines, according to the local district office.
A. F. Hubbard in New Post
A. F. Hubbard has been appointed to the
traveling staff of the New Edison Co. Mr.
Hubbard was forimerly in charge of the Edison
agency in Athens, O. and later had his own
<tore at Huntington, W. Va.
Orchestra Boosts Record Sales
Reports have reached Cincinnati of the phe-
nomenal success of a dance given in Richmond,
Ind., late in July by a Brunswick dealer, the
Romey Furniture Co., through a college fra-
ternity of that city. The Phi Delta Kappa fra-
ternity sponsored the dance, which had as its
chief attraction the famous Brunswick artists,
Isham Jones and His Chicago Orchestra. Over
350 people were among the dancers and spec-
tators, people attending from practically every
one of the cities and towns of eastern Indiana
and western Ohio. Mr. Henderson, of the Cin-
cinnati district office of the Brunswick Co., also
was present. Needless to say that the appear-
ance of Isham Jones and his orchestra stimu-
lated the sales of not only the records made by
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this orchestra, but also, in a measure, all of
the Brunswick dance records.
Compose Successful Song

The sale of music rolls for player-pianos has
been exceptionally good among the Cincinnati
dcalers. Karl Bamberger, a clerk in the Vie-
trola department of the Baldwin Piano Co., and
Miss Stevens, manager of the department, are
responsible for the song “Daddy’'s Lullaby,”
which has been recorded on Q R S Melody,
U. S and Standard rolls. The former composed
the music and the latter wrote the words. The
song is reported to be selling very well.

Fine Starr Window Display

The Starr Piano Co., West Fourth strcet, has
a window display showing the various stages of
operation necessary in making Gennett records.
This display has attracted much interest and
there is already a large number of music deal-
ers sceking to obtain this outlay for display
purposes.

Lose Instruments in Fire

Justin Huber’s Orchestra, which has been re-
cording lately for Gennett records, suffered the
loss of its instruments and much valuable music,
some of which cannot be replaced, when Ches-
ter Park, Cincinnati amusement resort, had a
disastrous fire several weeks ago. Huber’s Or-
chestra had been playing for dancing at the
Park clubhouse, which was one of the buildings
destroyed by fire.

News Gleanings .

Mr. Bates, of the Ohio Talking Machiite Co.,
has just returned from an Eastern trip which
consumed five weeks. He spent considerable of
the time with his family at Ocean City, N. J,
where he has an attractive cottage.

Business is reported to be very good with the
Sterling Roll & Record Co. Ben L. Brown,
manager, had a very successful trip through
Ohio territory the past week. Larry Naber, of
this company, had a good week traveling
through Hamilton, Middletown, Dayton and
Columbus. According to the road salesmen the
demand for records is heavy in all parts ot
western Olio and from present indications a
prosperous Fall scason seems to be assured.

The Chubb-Steinberg Music Shop, East Sixth
street, has gotten much business through its
niotto, “Harmonize the instrument with the
home.” This company has a man who follows
up deliveries and adjusts the instrument to the
best-looking position in the room. This service
has been instrumental in creating much satis-
faction among customers and it also has re-
sulted in considerable new business.

The Cheviot Phono Music Shop, at Cheviot,
O., has recently changed its name to Grismer's
Music Shop.

W. C. Fuhri, representative of the General
Phonograph Corp, New York, was a recent vis-
itor to Cincinnati.

FAVORITE C0.’S LARGE BUSINESS

Demand for Parts and Accessories Grows
Steadily—Announces Springs in Individual
Boxes—Bright Outlook for Fall

Carl Kronenberger, head of the Favorite Mfg.
Co., in a recent statement to a representative of
The Wortld, said that the sales for the month of
July of tone arms, sound boxes, mica and
other talking imachine parts were larger this
year than any Summer month of the post-war
period. This, he feels, indicates a most active
Fall season. Of particular importance, he also
stated, is the fact that the demand has seem
ingly been for quality products.

In addition to its large business with talking
machine manufacturers the Favorite Co. also
distributes a large volume of steel springs to
talking machine dealers for repair purposes. lIn
conjunction with its spring business the com-
pany now announces the delivery of springs in
all sizes in individual boxes, each carrying on
its cover a description of its dimensions, thus
saving the time of the repair man in selecting a
needed spring and aiding considerably in ke::
ing such stock up to date.

MARGARET YOUNG SAILS FOR EUROPE

Exclusive Brunswick Artist Will Spend Vaca-
tion in Europe—Brunswick Executives and
Staff Bid Her Bon Voyage

Miss Margaret Young, exclusive Drunswick
artist, sailed for Europe recently on the "“Or-
duna,” of the Royal Mail Line. Among the
members of the Brunswick staff who were pres-
ent to bid Miss Young bon voyage were H.
Don Leopold, manager of the record depart-
ment of the Eastern phonograph division; James
O’Keefe, of the recording laboratories, and C.
R. Salmon, of the New York sales force.

Miss Young is well known to theatregoers
and talking nachine owners throughout the
country, as for a number of years she has been
a headliner on the Keith Circuit, in addition to
making records that have met with a popular
sale. She has made a large number of records
for the Brunswick catalog and is generally
recognized as one of the leading exponents of
modern-day syncopation.

CLUETT TAKES ON VICTOR LINE

Troy and Schenectady Stores of Famous Con-
cern Add Victor Machines and Records

Cluctt & Sons Co., opcrating stores in somc
of the leading cities in New York State,
concluded arrangements whereby the

line will be handled in their Troy and 1
tady stores. This house is one of the old
music retail organizations in the country, and
Victrolas and Victor record vill be given
splendid representation in the two stores wher
they will be carried

SOPHIE TUCKER IN MOVIES

It is rumored that Sophie Tucker, well-known
vaudeville star and exclusive Okeh artist, will
shortly be featured in moving picture M
Tucker has been engaged in making a picture
at Hollywood during the past few months, and
in all probability it will be released in the ver
near future.
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cA Fact!

| On Wabash cAvenue,
Chicago, the follow-
' ing merchants are
among our many cus-
tomers:

Baldwin Piano Co.

Brunswick Phono-
graph Shop

Jacobek Music Co. ‘
' Julius Bauer Piano Co.

. W. W. Kimball Piano
Company

| Sonora Retail Shop
Wade-Twitchell Co.

-sold the year round

( NATURALLY, you don’t want. a,
phonograph with an imitation
leather case and gaudy metal trimmings
in your living room.
Customers now demand a portable that
sells the year around — the Spencerian,
a practical portable that is essentially a
table phonograph.

The Spencerian can be wound any place
on a table—no need to move it to the
edge. Rubber feet prevent the case from
marring a table top. Designed with
Grecian simplicity, the handsome all
wood Spencerian graces any room. Your
choice of finishes; brown mahogany,burr
walnut, fumed oak. Write us today!

LIST ‘PRICE (East of Rocky Mountains) $30

Westphono Inc.

H
H
H
2

46 W. Fourth St.
St. Paul, Minn.
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Brunswick Phonographs Play All Records
Brunswick Records Play On Any Phonograph

Josef Hofmann

Elly Ney

e Sigrid Onegin
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THE NEW HALL OF

Muarie Tvogin

Bronislaw Huberman

o

Theo Karle

Formerly the art of the great musi-
cians died with them, or lived only
in the memory of contemporaries.

The art of Adelina Patti, of Jenny
Lind, of Pauline Lucca, died with
them. The playing of great masters
of violin, or ’cello, or piano, who
flourished a generation ago, is for-
gotten.

But every generation has its great
artists with wonderful voices, or
marvelous ability to wrest music
from man-made instruments. And
today Brunswick is making the art
of these new artists imperishable.

Most of the great modern artists
make records exclusively for Bruns-
wick. Famous imusicians have
learned the supremacy of Brunswick
recording. Its clearness, absolute
fidelity to tone and mood and in-
flection. So the great lights of the
New Hall of Fame are Brunswick
artists, that their art may live be-
yond them in all its infinite beauty.

Brunswick’s double-faced gold

Giacomo Lauwri-I’olpi

Making Imperishable the Art of the
Greatest Artists of This Generation

seal artist records have gained world
recognition. Every one of these
should have a place in every record
album, for they represent the high-
est achievement in modern 1nusic

Coupled with this recording of
classical music Brunswick offers the
best moderi, popular tnusic. No
dance music equals that of Bruns-
wick. And for this too there i1s an
insistent and incessant demand.

Dealers who handle Brunswick
phonographs and records enjoy the
prestige of a line which has gained
a position of unquestioned eminence
in the musical world. They gain
the large profits of a fast-moving
line with a moderate investment.
And they are assured the protection
of a line handled only through fac-
tory branch offices and distributors
who are in harmony with Bruns-
wick’s liberal and fair policies.
Brunswick dealers are never at the
mercy of jobbers with conflicting
interests.

W Alichael Bolmen

Mario Chamlee

New England Distributors: THE BRUNSWICK-BALKE-COLLENDER CO.

Kraft; Ba(cs. & Spencer, Inc., Manufacturers—Established 1845
80 Kingston St.,

Boston, Mass. General Offices: Chicago  Branches in All Principal Cities

Canadian Distributors:
Musical Merchandise Sales Co.,
79 Wellington St., \West,
Toronto, Ont.
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Sales Show Ilucrease Over Same

MOIN

Period Last Year Despite Slack-

ening of Business—No More Records on Approval—Montl’s N ews

Des Moines, 1A, Augnst 6—Retail sales in
Iowa have slowed up somewhat according to
the usual seasonal trend, although the volume
is much better than during the corresponding
period last vear. Harger & Blish, jobbers of
Edison products, report that the retail sales
of their dealers are fully 50 per cent greater
than during the same period last year. Little
of the present volume, however, is being taken
from jobbers’ stocks. Most dealers seem to be
cleaning out their stocks before placing orders
for Fall and Winter business.

Portable machines are in fair demand, al-
though many dealers claim that this phase of
the business is not living up to expectations.
One jobber remarked on the increasing popu-
larity of console models. According to this
authority even the people in the smaller com-
munities are demanding this type machine. Re-
tail dealers in Des Moines have noticed an un-
accountable spurt in the record business during
the past few weeks. Business, on the whole, is
better than usuval for this time of the year.

Leading local music dealers have all posted notices
at prominent places in their music departments
informing the public of the discontinuance of
the “records on approval” policy after August 1.
At their next meeting, to be held during the
latter part of August, the music dealers of the
city will discuss “trade-in” policies. Most deal-
ers feel that some standard policy can be
reached that will be fair to both customer and
retailer.

During Des Moines Merchants Market Week,
August 6 to 11, Des Moines jobbers kept open

house to their visiting dealers. Local retailers
co-operated very successfully by prominently
displaying their talking machine lines

J. A. Keyes, who has been doing special sales
work for Harger & Blish, will join the music
department of Davidson Bros. on September 1.

The new six-story building of Chapman Bros.,
Sixth and Walnut streets, is rapidly nearing
completion. The conipany expects to move in
about August 20. The entire balcony of the
store will be fitted up for and devoted to the
talking machine and record business.

Ed. Hadoval has purchased the drug and talk-
ing machine business of E. H, Tadage at \Vy-
oming, Ia. Edison products will be handled as
in the past by the new proprietor.

L. L. Shermman has purchased the Gilmore
drug and jewelrv business at Gilmore, Ta. Nr.
Sherman will continue to handle Edison phono-
graphs and records.

Evelyn Ashby, formerly of Cedar Rapids, Ia,
took over the management of the talking ma-
chine department of Chase & West on August 1.

Ruth Ull, of the record department of David-
son Bros, and Helen Lindquist, in charge of
rccord sales for L. Ginsberg & Sous, have just
rcturned from a two weeks' outing at Northern
I.akes.

Jno. Garwood, of the Mlickel Music Co.,
Marshalltown, Ia., has found a new market for
Victor products. Just recently he sold machines
and assortments of records to three different
musically inclined baseball teams.

F. Van Vogart has been appointed manager
of the talking machine department of Davidson

Co., Waterloo, Ia. Mr. Van Vogart was for-
merly manager of the Victrola department of
the A. E. Gardner Co. at Iowa Falls.

THOS. A. EDISON ON VACATION TOUR

Mr. and Mrs. Edison, in Company With Friends,
Are Motoring Through the Middle West—
Will Spend Some Time in Camp

Thomas A. Edison left on a three weeks’
vacation with Mrs. Edison on August 2, start-
ing from their West Orange, N. J, home in
an automobile—not a Ford—presented them by
Henry Ford.

Their journey will be westward, through New
York and Pennsvlvania, Ohio, Indiana, Michi-
gan and \Visconsin and on the way West they
will pick up Mr. and Mrs. Ford and Mr. and
Mrs. Henry Firestone, with whom they will
spend some time in a camp.

The trip will be made entirely by motor and
the party will make a tour of the northern
peninsula of Michigan, as well as along the
southern shores of the Great lLakes. The in-
ventor expects to be back in his laboratories by
the first of September.

V. W. MOODY MAKES AUTO TRIP

V. W. Moody, of the sales staff of the Silas E.
Pearsall Co., Victor wholesaler, New York,
spent a few davs recently on a combined pleas-
ure and business trip, which included a visit
to the cities in the Hudson River territory, Ver-
mont, New Hampshire, Massachusetts and Con-
necticut. Mr. Moody, who made the trip by
automobile, was accompanied by his family, and
during the course of the journey visited many
Victor dealers throughout that section of the
countrv. He found the general business out-
look very satisfactory, with all the dealers pre-
paring for a banner Fall and holiday season.
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COMPARISON WITH THE LIVING ARTIST
REVEALS NO DIFFERENCE

HARGER & BLISH DES MOINES
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“FLETCHER UNIVERSAL
TONE ARM and REPRODUCER¢

No Adjustment Screws or Springs

Gives Proper Playing Weights for All Records.
SAMPLES $8.00 Specify 814" or 9%" arm .

FLETCHER-WICKES CO., 116-122 West lllinois Street, Chicago, Illinois

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

.

Constructed

FLETCHER REPRODUCER 54\-'

Scientifically C
REG.TRADE MAR

Reproducer
and Connection

Gives Perfect
Reproduction
of Voice
or Instrument

Volume and [ r— s

ealers, sen or
Perfect Detail  pricesand Terms - NEW EDISON
ACTUAL SIZE Plays all Records

Carried in Stock for Victor and Columbia

THE FLETCHER “STRAIGHT?”

Design Patented November 29th, 1921

\/ ¥

STRAIGHT INSIDE—Taper Outside
BALL BEARINGS THROUGHOUT
NEW DESIGN NEW CONSTRUCTION

*“It is universal and equipped with the Regular Fletcher
Reproducer, giving the same natural tone quality as heretofore
SEND FOR PRICES AND TERMS

Made intwo lengths, 82® and 915"

' FLETCHER-WICKES COMPANY & e

116-122 WEST ILLINOIS STREET CHICAGO

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS
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THE TWIN CITIES

Retailers and 1Wholesalers Optimistic Over the Fall Prospects—
Brisk Demand Continues—The Month’s Trade News and Activities

Minneaports and St. PauL, MiNN., August 7.-
Business in the talking machine field is good
and getting better in the Twin Cities and its
environs. A distinct note of optimism pervades
the jobbing houses. A gratifying volume of
orders is coming in both for immediate and
Fall delivery, many of these from dealers who
have done very little buying in the past two or
three years.

George A. Mairs, head of the Victrola depart-
ment of W. J. Dyer & Bro., Victor distributors,
says! “We are doing a big business, away ahead
of last year. All models are selling well and

we are not able to get enough of the new art
console, No. 405, to supply the demand.”
Mr. Mairs feels it is too early to forecast

much about Autumn business, but adds that
dealers are optimistic. Business in North Da-
kota, he says, is better in spots, although con-
ditions are so dissimilar in the various parts
of the State as to make a general statement
about the State inapplicable. Indications that
prosperity in North Dakota is looking up are
evidenced by the fact that several dealers who
visited the Dyer firm within the last month
bought more records than they have for two
years. The indications are that South Dakota
also will buy, according to Mr. Mairs, and sales
conditions are pretty fair in Iowa.

“Future delivery orders are reaching us in
a gratifying manner,” said H. S. Sharer, man-
ager of G. Sommers & Co. Pathé distributors

% PHONOGRAPH'S BIGHTABM’

1s the PHILLIPS TONE ARM

No. 1 Tone Arm
E Sound Box

Remarkable tone.
machines.

Highly Nickel Plated. Length 8. 8 inches

New improved throw back arm at an interesting quantity price.
Suitable for small consoles and medium priced

-

-)

Deep Full Tone

No.2 Tone Arm
No.3 Sound Box

Length 814-8%4 in.

turers of talking machines only.

145 West 452 Street

For Better Grade Talking Machines

Our No. 2 Arm is being used by some of the largest manufacturers
in the country and is universally known,

Sound boxes shown above are
interchangeable with either arm.

WM PHILLIPS PHONO PARTS CORE.

CABLE ADDRESS
"PHONOPARTS

-

Samples sent to manufac-

New York City

located in St. Paul, who says that Minnesota
business is fair. The firm’s receipt in his de-
partment will be about the same as last year.

“Business in Edisons is better than last year
and better than last month, according to J.
Unger and A. L. Topel, of the Lawrence H.
Lucker Co.,, Edison jobber. Conditions, they
say, are especially good in the big towns 1in its
territory. The iron range towns are doing a
splendid business, Mr. Unger states, and Luck-
er's is doing a very nice record business.

William A. Lucker, who conducts the big
Edison store in St. Paul, has just sold his fifth
Edison phonograph to the same family, clearly
indicating that the buyer was more than pleased
with his previous purchases.

Gust Ardin, of Cook & Rose & Beland, of
Two Harbors, has been added to the list of
Edison dealers by Lawrence H. Lucker, North-
west Edison distributor.

Visitors to the offices in July included O. V.
Karlberg, Albert Lea; A. C. Mason, Chippewa
Falls; H. M. Hershey, Litchfield, and R. W.
Hyneman, Eden Valley.

Edward G. Hoch, Cheney distributor, says:
“Business with us is 20 per cent ahead of last
July, the last ten days, following the extreme
heat, having been particularly good. The in-
crease is due to orders from people who have
been dormant for some time. This revival
means that we are getting back to stable de-
mand. The business that is coming will be
getting us back to normal.”

Mr. Hoch has opened a new account in Great
Falls, Mont., a direct result of the Dempsey-
Gibbous prize fight in Shelby, Mont. Among the
many visitors to the State who made Great
Falls their hecadquarters at that time were a
group of New York business men, familiar with
the Cheney, who endorsed the line so highly
that the Great Falls man was impressed to the
extent df putting in the Cheney products.

Business is much better than a year ago at
the George C. Beckwith Co., Victor jobber,
according to Charles K. Bennett, general man-
ager, and Fred Strum, and July results are
ahead of last year’s figures. “The encouraging
thing is that practically all obsolete models are
off the Twin City markets and dealers are
placing new orders,” said Mr. Strum, who vis-
ited the Minncapolis and St. Paul dealers.
“Dealers are going to do a tremendous busi-
ness because we have just the models which the
public wants, particularly a good line of flat-
top consoles, which are popular now.”

The Gregg Music Co., Menomonie, which has
been employing a special sales expert from
Beckwith's for a week, has succeeded in dis-
posing ‘of eighteen machines during his stay
and asked for his return in the Fall for another
campaign of a similar nature.

At the time of publication C. K. Bennett will
be visiting Camden and New York. At that
time he will arrange for a meeting in September,
when the Northwest dealers will come to Min-
neapolis for a general meceting to consider sales-
manship, financing, advertising, intensive cam-
paigning and machine demonstrations. The
plans also include an exhibition by representa-
tives of the various music publishers, explain-
ing how songs are written, published and
“plugged.”

Joe Nylin, of the Nelsou-Nylin Music Co.,
St. Paul East Side Victrola dealer, has enjoyed
a steady business this Sununer due to his co-
operation with the Parents and Teachers’ Asso-
ciation, the Canoe Club, school and church
organizations, clubs and lodges at whose meet-
ings and social affairs he furnished Victrolas
and records. He has attracted the children by
children’s records and accompanying lectures.

Cliff Hunt, of Davis & Ruben, 313-321 Hen-
nepin avenue, East, Minneapolis, reports a good
business in machines. His attractive window
display of portables brought him good results.
He distributed 1,000 Victor trade-marked bal-
loons, obtained through Beckwith's service de-
partment, at a recent picnic of the Central ave-
nue merchants at Columbia Heights.
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L NEWSEBISON

b, COMP:RISON 'WITH| THEJLIVING ARTIST
B - REVEALS: N -

Quality

The ever-increasing demand for the
New Edison is a public expression of
appreciation for the foremost phono-
graph of all time.

It is the only phonograph that can sus-
tain a test of direct comparison with
the living artist.

Design and make of cabinets are con-
sistent with the musical quality of the
instrument.

Prestige

Build prestige with the Edison. Make
vour store the musical ceater ot yvour
community.

The only permanent point instrument
in the phonograph field.

Profits

New low-priced Upright and Console
models offer quick turnover and
steady profits.

New improved records and nmmediate
release of latest hits offer increased
record sales.

Increased discounts on phonographs
and records.

Opportunity
We have a liberal proposition and

open territory for live merchants.

Write for information NOI’. Cash
in on the Fall and holiday business.

LAURENCE H. LUCKER

Noithwest Edison Distributor
Estab.ished 1902
17 South 6th St.,

Minneap« lis, Minnesota

Dave Rosen, of the Powers Mercantile Co.,
Victrola department, has rearranged his depart-
ment and reports a satisfactory record business.

M. B. Hagen has added a Magnavox at his
Hopkins store, where he has made extensive
alterations.

Miss Esther Nelson, formerly saleswoman in
the Victrola and Brunswick department at How-
ard, Farwell & Co.'s St. Paul store, has been
made assistant manager of the talking machine
department.

M. Golden, of the Minnesota Phonograph Co.,
has returned from a family reunion in Toledo.

Charles C. Hicks, Victor representative for
this district, has gone to Philadelphia and other
points in the East for his vacation.

Frank Gunyo, of the New England Furniture
Co. phonograph department, has returned from
his vacation at Park Rapids among the North-
ern pines.

Rad Sabra and C. H. Jensen, George C. Beck-
with Co. salesmen, are on their vacations, Mr.
Sabra in northiern Minnesota and Mr. Jensen
ir Canada.

'TURNOVER IS THE SECRET OF SUCCESS IN MERCHANDISING

Declared Homer ]J. Buckley at Convention of Retail Advertisers’ Association in Instructive and
Interesting Address on “Putting the Retailer on the Profit Side of the Ledger”

Every village and town in this country offers
opportunity for a merchant to get rich if he
will chart his purchases, his sales and his ad-
vertising, Homer J. Buckley, head of Buckley,
Dement & Co., Chicago, told the Retail Adver-
tisers’ Association in an address on “Putting
the Retailer on the Profit Side of the Ledger”
during the recent convention of the Associated
Advertising Clubs in Atlantic City, N. J

Referring to the fact that the average life
of a retail store is seven years, the speaker
said that many misguided persons shout exces-
sive overhead as the cause of numerous fail-
ures, when overhead cuts no figure if sales turn-
over is large enough.

More Sales Essential

“Instead of spending our time in finding out
ways and means of reducing overhead, which
in time means lower wages and less buying pow-
er,” he said, “let's spend our time figuring out
ways and means of selling more merchandise,
getting a bigger turnover out of our stocks
through the means of the higher wages.

“You never see a big salesman cutting down
expenses. He is always thinking of how he can
spend more to sell more and all big sales and
big salesmen have as their background liberal
expenditures in some form or other.

“When we begin to look around for ways and
means of increasing sales or turnover what do
we find? We find gross inefficiencv—we find no
analysis of the market—we find no budget of
finance and purchases. We find no preconceived
plan of action. Ve find no sales strategy. We
find no advertising ability.

“With these fundamental principles all stores,
all businesses can and will succeed, even though
they miay be in the most limited locations. In
other words, there is little science in the retajl
business and too much guesswork and trust to
luck. Next to poor salesmanship the greatest
leak of profits in the retail store is the waste
of time. This leak is more often caused by not
having a plan and working it out.

Advertised Lines Best

“Advertising and sales events should be laid
out weeks, and in many cases months, in ad-
vance and buying should be regulated on such
a plan. This will enable goods to be ordered,
displays arranged and the clerks posted, thus
everything will be thoroughly co-ordinated.

“The salvation of the dealers, in many in-
stances, is advertised lines. The retail mer-
chant who tries to sell goods under his own
private brand is years bchind the times, while,
on the other hand, the merchants wlho push
goods which have behind thien: the power of ad-
vertising are the merchants who are on the
profit side of the ledger these days.

“Most decalers do not spend enough money in
advertising and have no regular advertising pol-
icy.

“ILLay out with the dealer and the local daily,
weekly or semi-weckly paper and with other
papers in his trading radius a regular campaign
of advertising.

“Direct mail work will make a lot of sales
if there are enough real live prospects on the
list.”

MELODY SHOP ADDS NEW LINES

MenmpH1s, Texs, August 7—The Melody Music
Shop, 111 Madison street, Saul Bluestein, man-
ager, has added Buescher saxophones and other
small musical instruments to its stock of Bruns-
wick and Sonora instruments and records. A
booking agency for orchestra concerts in this
city has been established in the Melody Shop
The agzency is under the management of Joe
Bennett, well-known local musician.

EARLY BANNER RELEASES OF HITS

The Banner record division of the Plaza
Music Co. made an advance release of the new
Leo Feist, Inc.,, number, “Cut Yourself a Piece
of Cake and Make Yourself at Home.” The
sales department of the company is making a
specialty of early releases of acknowledged
hits. The initial orders for this new comedy
song have been heavier than for any recent rec-
ord release, which would indicate that the late
Summer and early Fall sales of popular rec-
ords are to show a substantial increase.

MUSIC SERVICE CO. INCORPORATES

The Music Service Co., of Wilmington, Del,
has incorporated under the Delaware laws with
a capita! of $10,000. The new firm will deal in
talking machines.

SAVE 100 PER CENT
On Main Spring Repairs
The Ruffo Spring Saving Machine

(Patented in United States and Canada)

Reverses and rewinds flat coil springs of talking machine
motors so that broken rivet holes and ends may be elimi-
nated and the spring repunched and used again.

When only ten main springs are used weekly the Ruffo .
Spring Saving Machine pays for itself in six weeks.
that the profit is 100 per cent on each spring rewound.

The value of the machine has been proven in actual
service in a busy repair shop.

Price of Ruffo Spring Saving Machine. .. ...

Bench punches for either pear shaped or ob-
long square cornered holes.............

Combination of machine and either style of
punch .......

ANDREW H. DODIN

Exclusive Selling Agent United States and Canada
28 Sixth Avenue, New York

After

$35.00
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The Waltz Sensation yyﬁ

Nearly as good as

Th1 ee 0 Clock in theMor 11(3)

IMPORTANT “SONORA BELL” ISSUE

July-August Issue of Sonora House Organ
Noteworthy for Practical Sales Value—Frank
J. Coupe and L. C. Lincoln Contribute Inter-
esting Articles—Many Valuable Sales Helps
Listed Make This a Live Booklet

The July-August issue of the “Sonora Bell,”
the house organ issued monthly by the Sonora
Phonograph Co., is one of the most interest-
ing and important issues that have ever been
prepared for the use of Sonora dealers. This
number may be called a Sonora organization
number, for it gives details regarding Sonora
product, personnel and the sales organization as
a whole that cannot fail to prove invaluable to
Sonora retailers. The first page features a prac-
tical sales talk by Frank J. Coupe, vice-presi-
dent and sales manager of the company. en-
titled “Why Sonora Can Be a Profit Maker for
You.”

On the succeeding pages there are shown il-
lustrations of some of the various departments
in the iimmense Sonora factory at Saginaw,
Mich. This plant 15 considered one of the finest
and best-equipped plhionograph manufactories in
the world and the illustrations give some idea
of the completeness of the plant. There are
also presented photographis showing the plant
at St. Croix, Switzerland, where Sonora mo-

tors are manufactured, and on succeeding pages
there are shown some of the distinctive me-
chanical features of Sonora product,

such as

~ "You can't fo wron « -With any FEIST sonz

the brass tonme arn, wood tone arm, all-wood
amplifier, etc. Two pages are devoted to a de-
scription of the Sonora motor, together with a
phantom view of a complete instrument, which
emphasizes the most important constructive
features of this product. Under the heading of
“Where Sonoras Are Sold in Quantities” there
are listed some of them any prominent merchan-
dising institutions that retail Sonora product.
Some of these establishimments are shown in two-
page illustration form and there are also re-
produced some of the advertisements used by
these retail stores.

L. C. Lincoln, advertising manager of the
Sonora Phonograph Co., contributes a helpful
article, entitled “How Sonora Helps Its Dealers
Sell the Line,” and in this article Mr. Lincoln
comments upon the mamimoth Sonora electric
sign on Broadway, the painted sign along the
New York Central Railroad, which is credited
with being the largest sign in the world, and
mentions briefly some of the many sales helps
issued bv his department the past year. J. W
Boothe, general manager of the music depart-
ment of Rarker Bros, Los Angeles, Cal., tells
an interesting story in an article entitled “How
I Sell One Million Dollars’ Worth of Sonoras
Yearly,” and on six or eight pages there are
featured letters from prominent Sonora dealers
throughout the country. referring to the splen-
d'd business they are closing with this line, and
illustrations are used to reproduce some of the
window displavs and store interiors sponsored
by the retailers.

A personal touch is given to this issue of the
Sonora Bell by the use of photographs of the
members of the sales and advertising staffs, to-
gether with brief biographies. Among those
featured in this way are L. C. Lincoln, advertis-
ing manager; R. H. Meade, assistant advertising
manager and editor of the Sonora Bell; F. V.
Goodman, assistant manager, sales department;
E. D. Coots, assistant sales manager; H. ]J.
O'Connor, J. M. Ervin, J. E. Hornberger and
J. A. Read, special representatives of sales de-
partment, and F. Roediger. mechanical supervisor.

WILL OPEN NEW STORE IN HARTFORD

Haxtrorn, CoNN., August 6.—Joseph Feinblum,
the enterprising talking machine dealer here,
plans to open a new shop in a few days. The
entire equipment and installation work has been
done by Van Veen & Co. and the place prom-
ises to be one of the finest shops in this city.
Mr. Feinblum will carry a complete line of Co-
lumbia goods, including the latest models of in-
struments, and he promises to offer the best
service possible to his customers.

THE SONG SHOP OPENS

GuouvcesTER, MAass., August 7—The Song Shop
is the name of a new music store recently
opened at 97 Main street, this city, by H. B.
Fears, who is a well-known local music teacher.
The Brunswick line of phonographs and rec-
ords and sheet music are featured.

Showing Reproducer of Jewel Needle E:Eupment Turned
Up to Change Needle; Also Position When Not in Use

Needle
Position *for Playing Edison Record With Fibre Needle.

showing Reproducer of Jewel Equipment in

Operates the same as

For The New Edison

NOT

Just Another Equipment

BUT

improvement in

g
:

L

a distinct
Tone Reproduction as well as
Construction

in Mechanical
and Finish.

Send for descriptive circular
which contains ‘“HINTS RE-
GARDING THE CARE OF A

0 T

Needle CENTERS on all records.

Showing Reproducer of Jewel Needle Equipment in
Position for Playing Lateral Cut Records on Edison
Phonograph

Showing_ Back View of
tion for Playing Lateral

ewel Needle Equipment in Posi-
ut Records on Edison Phonograph

RS

} Plays all types of 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 socket and saves records from
unnecessary scratching.

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

PHONOGRAPH."”

WRITE YOUR EDISON JOB-
BER. HE HAS IT.

Liberal dis-

Price the same.
count to dealers.

GUARANTEED IN EVERY
WAY.

MONEY BACK IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

JEWEL PHONOPARTS COMPANY

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 llghtest 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, split or warp, and are the greatest
development in phonographic sound reproduction
in years.

160 W. Whiting St., Chicago
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JOHN HWILSON, Nana er

524 \VASHINGTON ST.,BOSTON‘MASS.
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TRADE LOOKING FORWARD TO PROSPEROUS FALL
AS SATISFACTORY SUMMER DRAWS TO A CLOSE

Vacation Season on in Full Sway—Cheney Sales Staff Stages Dinner Meeting and Theatre Party—
New Home for Gillis & Co.—Annual Machine Shortage in Sight—The Month's News

BostoN, Mass., August 6.—July and early Au-
gust, which have shown a fair degree of activity
in New England, have seen and still see many
of the staffs of the stores away on vacations,
and this state of things will continue through
the current month and up to Labor Day, which
automatically brings the Summer to a close and
sees the end of vacations. The stores are
therefore depleted in their personnel, but that
has not made much difference, in a way, for
‘those still on the job are competent to handle
the Summer business, which, as already stated,
has been good; much better in some cases than
it was last year. It is of interest that each
Summer since the war there has been an im-
provement in conditions. This is by no means
confined to the Summer months, as each of the
twelve months is showing an improvement.

Dinner Party of the Cheney Sales Staff

In the latter part of July the Cheney Sales
Corp.’s New England representation met at the
Boston offices, 376 Bovlston street, for a dinner
and theatre party. Those present included G.
Dunbar Shewell, president; Stephen A. Cola-
han, general sales manager for New England;
John Elliot, of the Cheney department in the
Shepard Co.’s store, Providence, R. I1.; Ford
Sperry, of the R. H. White Co., Boston; Louis
Scott, of the F. C. Henderson Co., 156 Boyls-
ton street, Boston; S. J. Horgan, of Barnard,

Sumner & Putram, of Worcester; Frank A.
Colahan, of Forbes & Wallace, Springfield;
Alexander Baillargeon, of the Woonsocket

Phonograph Co., of Woonsocket, R. I.; William
Hallet, of Burrows & Sanborn, Lynn; Oscar
Freed, of John Z. Kelley, Lynn; William Mil-
ton, of the A. M. Hume Music Co., Boston.
Following a session at the Boylston street
executive offices, where the future of the Cheney
was intimately discussed and some of the new
models were exhibited and commented on, the
company adjourned to the Copley-Plaza, where
they visited with President Shewell for a time,
and later went to a Boylston street restaurant
for dinner. At 8 o’clock the company found

itself in the Tremont Theatre, where all the
men enjoyed “The Rise of Rosie O’Reilly,”
George Cohan’s latest musical comedy.
Gillis & Co. Lease New Home

Watlter Gillis, who for several years has been
a Victor dealer in one of the piano stores of
Boylston street, has taken a lease of the prem-
ises at 429 that same thoroughfare, where he
has a beautiful place, under the name of Walter
Gillis & Co., which promises to become a popu-
lar rendezvous for his many patrons. Mr.
Gillis ts carrying the Strand, Cheney and the
Victor lines, and the warercoms are filled with
the latest models of all these machines. The
front of the store is attractively done in ebony
and gold and both inside and out are singularly
attractive. Mr. Gillis is a popular member of
the New England Music Trade Association and
has many friends in the talking machine busi-
ness in this territory.

Shortage of Victor Models

The Eastern Talking Machine Co., Victor
jobber, is complaining of a shortage of several
models, especially Model 80, for which there is
a persistent demand because of its popularity.
The first of the new art models, already men-
tioned in earlier letters, began to come through
the latter part of July. General Manager Her-
bert Shoemaker, of the New England depart-
ment, accompanied by E. P. Johnston, of the
sales force, took a trip through Maine the nid-
die of July, visiting such important centers as
Portland, Bangor, Brunswick, Boothbay and
other cities along the route.

New Sonora Model in Demand

Joe Burke, manager of the Sonora Co. of
New England, has been making his first trip
through Maine, combining business with pleas-
ure. He was accompanied by Mrs. Burke, and
the places that were visited included Portland,
Bangor, Auburn, Augusta, Hallowell, Lewiston,
Waterville and others. The new Barcarole
model of Sonora has just arrived at the Boston
headquarters and shipments of it are expected
very shortly, enough for the present, at least,

For
New England
Dealers

Exclusively

HIS NISTERS VOICE
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Wholesale

The Eastern Talking
Machine Co.
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to supply the demand, for dealers have been
anxious to procure as many of this model a:
possible. Business at the Boston headquarters
is making a very good showing, and indications
for a brisk Fall trade are very encouraging
The “requirement schedules” which the man-
agement has sent out to the trade—a very ex-
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Ghe NEW EDISON
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ing to actual LIFE the subtle personalities
of the artist, perfect technique, the indi-
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26 Oliver Street
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cellent system devised by Manager Burke—is
being widely recognized by dealers, and the
filled-in blanks enable the local headquarters to
lkeep well posted pretty well in advance of what
the trade will require month by month.
New Brunswick Accounts

The Brunswick business in New England has
been forging ahead in commendable fashion,
and it is stated at the local headquarters of
Kraft, Bates & Spencer, Brunswick distributors,
that thus far this year there has been a 40 per
cent increase over the same period last year. A
new concern to take on the Brunswick line is
the United Music Co., which will carry these
instruments at its stores in Plymouth and
Brockton. Corier’s furniture store at Nashua,
N. H,, is another conceérn to sign up for Bruns-
wick representation.

Pleased Over New Victor Release Plan

Your correspondent was in the Arch street
office of M. Steinert & Sons a few days ago
when Manager Kenneth Reed, of the Victor
department, received the first official informa-
tion regarding the new Victor plan of a weekly
supplement of records beginning September 21,
and there was much enthusiasm when it was
discovered also that in addition to the weekly
releases the Red Seal records were to be
double-faced. This does not mean the elimina-
tion of the single-faced Red Seals, which will be
continued for some time yet. Manager Reed,

through this new plan of releases, sees a quick
increase in the Victor record output. Speaking
of the general wholesale business, he said that
the Steinert output for the month of July
showed mwore than 100 per cent increase over
the distribution volume of July of 1922.
Inaugurates Hallet & Davis Drive
Lester G. Jones, who is in charge of the talk-
ing machine activities of the Hallet & Davis
Co., is planning no vacation this Summer and
is concentrating all his attention right on the
work in hand. He says that several new ac-
counts have lately been signed up which look
very promising. Beginning right away he is
entering upon an intensive sales campaign
throughout New England that should bring big
results.
N. B. Smith Starts Intensive Drive
Manager N. B. Smith, of the New England
department of the General Phonograph Corp,,
started from Boston the latter days of July for
some intensive work in the southern New Eng-
land field, planning to make his headquarters
and special destination at Hartford, Conn. He
went first to Springfield, stopping at several
places en route to Hartford, and his program
called for a week or more in that territory.
Attend Cheney Dealers’ Conclave
Stephen A. Colahan, New England represent-
ative of the Cheney, was in Philadelphia in July
attending a dealers’ convention. Those pres:.

We Serve New England!

Irish records.

142 Berkeley Street

THOROUGHLY complete stocks of all Okeh and Odeon
Records, modern methods of distribution and an invalu-
able knowledge of the needs of the New England market
from all angles enable us to give our dealers a distinctive
service that is dependably prompt and certain at all times.

Due to the unusual demand that now exists for Odeon
Records and Okeh foreign language records, we are now
carrving extra large stocks of records in Italian, Polish,
German and other foreign languages.

We still continue our maintenance of a special list of all

General Phonograph Corporation

of New England

OKJ\ Records

The Record oF qualtty

Boston, Mass.

ent were: A. C. Harper, president of the Cheney
Talking Machine Co., who came East from
Chicago; G. Dunbar Shewell, president of the
Cheney Sales Corp.; Charles Wilkinson, the
Philadelphia representative of the company;
Sam Saundcrs, the New York manager of
the company. The principal topic discussed
was the Fall business, and it was the consensus
of opinion that the Cheney is to be well repre-
sented in the East this Fall and the indications
are good for some splendid sales.
Isham Jones’ Concerts a Success

It is pleasant news to learn that the concerts
¢given by Isham Jones’ Orchestra around Massa-
chusetts were so well managed by Kenneth T.
Finney that record audiences were the rule
everywhere. Mr. Finney attended all of them
in person and in some places the halls were not
large enough to accommodate the crowds of
people desirous of hearing this famous organi-
zation. So successful were these musicians who
play for the Brunswick that it is not unlikely
that they may be heard in a wider New Eng-
land field next Winter. As might be expected,
the concerts were the means of kindling a new
interest in the Isham Jones Orchestra’s records
and the demand made upon Kraft, Bates &
Spencer severely taxed the stock on hand as
dealers called for these recordings. This con-
cern has found its new location at 80 Kingston
street admirably adapted to keeping in close
touch with the trade.

C. C. Harvey Co. Improving Quarters

Several of the departinents of the C. C. Har-
vey Co., notably the floor where are located the
cxecutive offices, are being improved and r
arranged in order to better facilitate business.
Manager Francis T. White, of the talking ma-
chine department of this Boylston street con-
cern, who has thus far had a very good Summer
business, left home the latter part of July for
his wvacation, which he is spending with his
family at Falmouth Heights, to which place he
motored in his new Buick. Two particular
trips which he had planned for while away were
to Provincetown, at the tip of Cape Cod, and in
the opposite direction to Newport, R. L.

Okeh Artists Score in Concert

“Handy’s Famous Original Band,” which
plays for the Okeh and whose playing is re-
corded on the Okeh records, gave a concert in
Symphony Hall on Sunday evening, August 5,
and with the band appeared Sarah Martin, “sen-
sational phonograph star and world’s greatest
‘blue’ singer,” as the bills put it. The manage-
ment of this concert was largely in the hands
of New England Manager Smith, of the Gen-
eral Phonograph Corp.

Combines Vacation With Business

Manager Fred E. Mann, of the Boston branch
of the Columbia Co., was able to combine busi-
ness with pleasure on his recent motor trip
through southern New Eungland, and he visited
dealers as he proceeded into New York, where
he was in conference with the executive officers.
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He returned from this trip via Connecticut and

Rhode Island. Manager Mann’s real vacation

consisted of only four days, which he took the

latter part of July in a trip to Buffalo, N. Y.
Fred C. Collins on Vacation

Fred C. Collins, who covers Vermont and
Connecticut for the Columbia Co., traveling out
of Boston, is spending a well-earned vacation
with Mrs. Collins at Atlantic City. On his way
thither Mr. Collins stopped at the Columbia
executive offices in New York, where he visited
General Record Sales Manager Benz, Field
Sales Manager Porter, Advertising Manager
L.everich, Vice-president Yerkes and General
Sales Manager Hopkins. While in New York
Mr. Collins also called upon some of the larger
talking machine departments, picking up a num-
ber of new and practical ideas.

Salesman E. W. Hanna, who travels the
Boston territory for the Columbia Co., will soon
start on his vacation and while he is away his
territory will be taken care of by Mrs. A. W
Graves, of the Columbia record sales promotion
department. Mrs. Graves is widely known
among Columbia dealers.

Picnic of General Phono. Forces

The picnic held on the Fourth of July by
the New England department of the General
Phonograph Corp. was a great success and re-
flected much credit on Messrs. Smith, Connolly
and Donovan, who were the committee of
arrangements. Mention of the picnic was made
in the July issue, but it was not stated that
at Lake Boone, where it was held, there was a
spirited baseball game between the Okeh boys
and a team from Ace High Cottage, in which
the former won three to one. Smith was the
pitcher and Connolly was the catcher for the
Okeh boys and there was some real sport all
around before the day was over.

Columbia Educator Teaching in School

Mrs. Grace M. Drysdale, formerly associated
with the Columbia educational department in
the New England territory, and now head of
the Drysdale School Service in Harvard square,
Cambridge, is one of the teachers at the Summer
school at Castine, Me. Music supervisors and
teachers are finding the Drysdale School Service
of invaluable assistance to them.

Vacationists Home Again

Assistant Manager J. W. Connolly, of the
General Sales Corp., and P. J. Donovan, one
of the salesmen of the organization, both at
the Boston office, spent their vacation in Maine,

Fore-Warned is Fore-Armed

Profit by the experiences of
former ycars

and lay in a reserve supply
of Victrolas—now.

We, as wholesalers, are endeavoring
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until the eleventh hour
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Victor Wholesalers
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Dealers Still Exists

going up as far as Bangor. They were away a
fortnight, returning much rested.

R. V. Keyes, the Connecticut representative
for the Sonora, is about finishing his vacation,
which has been spent in the White Mountains,
whither he motored in his car.

Frank Coupe to Visit Here

Frank Coupe, vice-president and general sales
manager of the Sonora Co., is expected in Bos-
ton toward the latter part of August. He has
a young son who is at a Summer camp in Maine
and he is coming up to New Eugland by motor
to take him home. Mr. Coupe plans to remain
in Boston for several days, the guest of Man-
ager Joe Burke and his brother, Tom Burke,
of the New England department of the Sonora.

Jack Wittstein a Visitor

Jack Wittstein, of Wittstein’s Music Shop,

instead of once a month.

yomer
1it. Dealers like it.

80 KINGSTON STREET,

Steel Needles Motrolas
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NEW ENGLAND DISTRIBUTORS

New Brunswick Records Every Day

No waiting now for Brunswick records—they come NEW EVERY DAY
A constant stream of the novelties in music to bring cus-
tomers into the store of Brunswick dealers every day,

Always something in advance to play for the record cus-
The public is pleased. The sales of records prove
Their profits prove it.

Brunswick records can be played on any phonograph.
Brunswick phonographs play all records.

KRAFT, BATES & SPENCER, Inc.

New England Distributors
Record Brushes

BOSTON, MASS.

Khaki Covers

a shortage of instruments,

110 Church street, New Haven, Conn., was a
visitor in Boston for several days late in July.
While here he was the guest of Joe Burke and
“Brother Tom,” of the Sonora headquarters.
Kenneth E. Reed Discusses Conditions

In a chat with The World, Kenneth E. Reed,
of M. Steinert & Sons, Victor wholesaler, stated
that business in Boston and New England was
gencrally good and, in fact, considerably better
than last year. May, June and July all show a
substantial increase over thie same months of
1922, including both Victrolas and Victor rec-
ords. Every indication points to an exception-
ally fine business for the Steinert wholesale
Victor departinent during the coming Fall and
Winter. Mr. Reed commented upon the fact
that industrial conditions are somewhat un-
settled in several cities, such as the shoe towns,
which are comparatively quiet, and the textile
cities, which are quiet at the present time, owing
to the closing, of some of the mills. However,
on the whole, conditions are generally satis-
factory and the outlook is bright.

“There is every indication of a greater supply
of Victor merchandise this year than in any pre-
vious year,” said Mr. Reed, “and still we can see
particularly of one
or two of the most popular-priced stvles. Tt
is, therefore, advisable for every Victor retailer
to start laying in a reserve supply of instru-
ments now while he can secure them, and the
retailer who uses a little foresight will undoubt-
edly do a far larger vohune of business this
year than in any previous year. This is what
we expect to do ourselves as wholesalers and
feel sure that the great majority of other Victor
wholesalers and retailers will do the same. 1In
fact, 1923 should prove a banner year for all
merchandisers of Victor products.’

Interesting News Gleanings

G. F. Baldelli, of the M. Steinert & Sons staff,
35 Arch street, Boston, is soon to start on his
vacation with his family and they will go to
Cataumet, down on the Cape, where they have
been several Summers.

Columbia Dealer Fred D. Jones, of Belfast,
Me., is now convalescing after being confined
to his home for several weeks by illness. His
friends are glad to see him again on the job.

Ernest A. Cressey, of the C. C. Harvey Co.
is spending his vacation at Belgrade Lakes, Me.

C. D. Rodman, energetic manager of the talk-

(Continued on page S2)
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ing machine department of the Household Fur-
niture Co., Providence, R. 1., has returned from
his vacation, which was spent partly at the
Summer resorts near Boston.

John T. Maguire, of the Eastern Talking Ma-
chine Co. staff, is home fromn a several weeks’
vacation. He has lately become the proud
father of a bouncing youngster.

E. \WW. Kilgore, sales manager of the Eastern
Co., is planning his vacation for the last two
weeks in August, when he will go to New York
and Washington.

“Archie” Hume, head of the A. M. Hume
Music Co., spent the last week of July at Booth-
bay, Me., where he had a needed rest.

William G. Adams, of the staff of the Pardee,
Ellenberger Co., left early in July for his vaca-
tion, which he was to spend in the Moosehead
Lake section of Maine, a section with which
he is very familiar through frequent association
before he came to Boston.

Arthur C. Erisman, who handles the Strand
instruments and the Vocalion records for the
New England territory, has as his guests here
for a few days his father, J. D. Erisman, and his
brother, Albert Erisman, who motored to Bos-
ton from Wilmington, Del. When they leave
for home they will go by way of western Massa-
chusetts and the Berkshires.

\V. S. Stackhouse, of the sales staff of the
A. M. Hume Music Co., which handles the
Victor and Cheney lines, has started on his
vacation, which he usually takes in Maryland.
\W. M. Milton, of the same house, has gone to
Boothbay, Me.

Charles Foote, of Vocalion Hall, has gone
over to New York for his annual holiday.

Leslie K. Scott, who is in charge of the talk-
ing machine department of Henderson's, spent
his holiday with Mrs. Scott at Narragansett Bay,
R. I. J. H. Maynard, also of Henderson’s, starts
in a few days for New Brunswick.

New Strand Models Admired

Seven new tvpes of Strand instruments have

arrived at the quarters of the A. C. Erisman

Co., in this city, and they are being enthusias-
tically taken by dealers throughout New Eng-
land. In fact, the demand has been so great
that Mr. Erisman's place has been a perfect
hive of industry all Summer and not till this
month have the employes been able to con-
sider vacations. These new types of instru-
ments include the Hepplewhite, Queen Anne,
L.ouis XV and Italian Renaissance as especially
beautiful ones. Mr. Erisman is planning a
special opening during the first week in Sep-
tember when these models will be exhibited
under the most favorable conditions. It is of
interest that Mr. Erisman delivered more than
3,000 portable instruments, these including the
Camp-fone and Outing, during June and July.
New Strand Representatives

Speaking of the Strand, Manager Erisman
has lately signed up for still further representa-
tion in New England, the latest ones being
William H. Avery, of Concord, N. H., who has
lately opened up new stores in lLaconia and
Newport, N. H.; Barney's Music Store at New-
port, R. 1.; James Bloomberg, in Chelsea; East-
ern Furniture Co., at Bangor, Me.; the Edwards
Furniture Co., at Fitchburgh, Mass.; the
Hirschen Furniture Co., at Springfield, Mass.;
Prime Furniture Co., in Boston; George H.
Richmond, in Roxbury, Mass,, and the \Vallace
Co., at Pittsfield, Mass.

Popularity of Vocalion Records

Vocalion records in the New England terri-
tory are practically selling themselves, says
Arthur C. Erismman, and no new dealers have
been take<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>