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CLEAR AS A BELL

$unor;

CLEAL A3 A BELL

Phonograph
and Radio

All in One

Model 242

$235

Cash In On The Demand For This Model

Built into a Sonora Phonograph of Sounds from both radio and phonograph

high quality i1s a Neutrodyne radio set of are reproduced through the famous
pronounced superiority, extreme sensi- Sonora tone passage with all wood,
tiveness and selectivity. This is the first laminated horn.

three tube neutrodyne to be built and the

: : Sales in quantity will follow the dis-
first to operate on dry batteries.

playing of this exceptional value, as well

Batteries are completely enclosed, and as the many other salable models in the
besides the space for record albums ad- Sonora line. Let us tell you about the
joining the battery compartment, there 1s Sonora selling plan, prices and discounts.
space below the horn for extra records. Write today.

Sonora Phonograph Co., Inc., 279 Broadway, New York City

Maliers of Sonora Phonographs, Sonora Radio Speakers. Reproducers and Sonoradios

Canadian and Export Distributor: C. A. Richards, Inc., 279 Broadway, New York

Muanutuctured by an sutherized aub-licensee of Independent Radlo Mawufucturers, Incorporated under Maxeltlne Neutrodyne
Pnteats No. 1,460,080 dated March 27, 1928, and No. 1,189,228, duted April 1, 1924, and olher patents pending
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Victor Talking Machine Co. Announces
Modification of Record Release Plan

New Plan, Which Becomes Effective January 2, Includes Weekly Release of Timely Records Only
With Monthly Supplementary Release, Consisting of Standard and Red Seal Numbers

The Victor Talking Machine Co. on Decem-
ber 3 announced the general modification of
its plan for new record issues that should prove
of distinct interest to both Victor wholesalers
and dealers, in that it is based upon a close
observation of existing weekly record release
systems as well as suggestions offered to the
company by the members of the trade.

The new modified plan, which becomes ef-
fective with the new record issue of Friday,
January 2, provides for the weekly issue each
Friday of two or three timely records only,
supplemented by a monthly issue of new rec-
ords on the last Friday of each month which will
include in addition to the current weekly issue
a selected list of standard and Red Seal num-
bers, together with listings of all weekly rec-
ords issued since the last supplement. A num-
ber of rccords to be issued monthly will be
issued on the basis of sales possibilities.

The advertising of the Victor Co. in the
newspapers will continue to present the new
weekly issues, and at the proper time also the
monthly releases. An attractive window card
listing new records will be supplied each week
to dealers and there will also be issued a
monthly hanger similar to the one now in use.
This monthly hanger will list the monthly re-
leases as well as the weekly releases of the
period. The weekly mailing card featuring new
records will be discontinued, but ready-made
advertisements suitable for post-card printing
will be furnished to those dealers who desire
them.

The entire new, or modified, record release
plan was outlined to the trade by the Victor
Co. in a special letter reading in part as fol-
lows:

“The plan of issuing new records on Friday
of each week has been in operation a sufficient
length of time to prove its practicability and
advantages. Qur observations and the opinions
of the trade communicated to us through our
representatives lead to the conclusion that the
plan can be made more effective, and simplify
the problems of the dealer by the following
modifications, which will be made effective with
the new record issue of Friday, January 2.

New Records Each Friday

“The weekly issue of Friday will consist of
two or three timely records only. These will
be records having a general sales appeal and
timeliness. If any selection or selections -be-
come popular in your community prior to the
date set for general issue, we shall be glad
to give careful consideration to requests for ad-
vance shipment.

Monthly Issues

“There will be a monthly issue of new records
ou the last Friday of each month, unless the
first of the following month falls on Friday,
in which case the latter will become the opening
sale date for the monthly issue.

“This monthly issue will include the current
weekly issue of two or three timely records
and a well balanced list of standard and Red
Seal numbers, together with listings of all
weekly records issued since the last monthly
supplement.

“The number of records issued monthly will
be determined on a basis of sales possibilities,
bearing in mind the best interests of the trade.

Newspaper Advertising

“The newspapers in which we regularly ad-
vertise will contain suitable advertisements of
new record issues on Thursday and Friday of

each week. This weekly advertisement in ad-
dition to strong presentation of the new rec-
ords will, from time to time, also feature—in
certain cities—such records previously issued as
may then have particular popularity in those
respective localities.

“The advertisement which appears
taneously with our monthly issue will list all
records it contains and in addition will include
all records presented in the general weekly is-
sues of the previous month,

Trade Service

“The present schedule of advance notices of
uew issues and the shipment of sample records
will not be disturbed.

“The weekly mailing card, featuring new rec-
ords, will be discontinued, but for those dealers
who have found a weekly "mailing of notices
of the new issucs indispensable we will supply

simul-

in the usual way ready-made advertisements
suitable for postal card printing.

“An attractive window card listing the new
records will be supplied each week. This card
will be of convenient size so that it can be
packed and shipped with records.

“A monthly hanger similar to the one in use
at present will be supplied. This will list the

new monthly records and recapitulate the
weekly records issued during the previous
month.

“We will continue to issue each month an
attractive supplement to the catalog which will
be shipped at the time of the monthly issue.
This will list the new monthly records and will
also feature the preceding weekly records with
annotations. It will also contain a recapitula-
tion of all records issued subsequent to the
last general catalog as at present.”

In presenting the modified plan the company
expresses belief that it will simplify the dealer’s
problem both in the ordering and exploitation
of new records, and also increased sales, through
giving him the timely records at weekly in-
tervals and affording him a full month in which
to exploit standard and Red Seal selections.

“Bob” MacClellan to Cover
Southwestern Territory

For the Radio Division of the Th. Goldschmidt
Corp., of New York City

J. B. Price, sales and advertising manager of
the radio division of the Th. Goldschmidt Corp.,
New York, N. Y., manufacturer of the N & K
loud speaker, head phones and phonograph
units, announced this week the appointment of

l

“Bob” MacClellan

“Bob” MacClellan as district manager for the
Southwest territory, with headquarters at the
company’s executive offices, 15 William street,
New York. Mr. MacClellan is now visiting the
trade in Missouri, Kansas, Oklahoma, Texas,
Louisiana and Arkansas, and the results of his
work to date are very gratifying.

In connection with his activities in the South-
west territory Mr. MacClellan will visit jobbers
in all of the leading trade centers, paying par-
ticular attention to furthering the interests of
music jobbers handling the N & K products.
He will also call upon the leading dealers, giv-
ing them all of the time necessary in behalf of
the profitable merchandising of the N & K lines.
Mr. MacClellan is co-operating with the jobbers
to excellent advantage, devoting considerable
time to the jobbers’ sales organizations in order
to give the wholesaler every possible form of
service and assistance in building up a profit-
able, permanent business.

Brunswick Co. Takes O;ér
Boston Wholesale Branch

Kraft, Bates & Spencer Discontinue Distribu-
tion of Brunswick—Factory Branch to Be
Maintained—Harry L. Spencer in Charge

BostoN, Mass.,, December 8-—The important
news in talking machine circles this month is
the announcement that beginning the first of the
new year the business of Brunswick machines
and radiolas will be handled by the Brunswick-
Balke-Collender Co., of Chicago. This ineans
that the well-known Boston house of Kraft,
Bates & Spencer, which had been jobbers for
the Brunswick line for a number of years, will
discontinue handling the talking machines, rec-
ords and radiolas of this big Chicago concern
and the Brunswick-Balke-Collender Co. will
thereafter maintain a direct factory branch at
80 Kingston street, which has been the address
of the Kraft, Bates & Spencer Co. for nearly
two years past. This new branch will be under
the personal supervision of Harry L. Spencer,
who has long been with the Kraft, Bates &
Spencer concern and is the elder son of the
senior member of the firm. He is thoroughly
conversant with the Brunswick business. Bos-
ton, it seems, is the only city in the country
in which the Brunswick Co. has not operated
its own branch. It is understood that. as an
incident to this change the firm of Kraft, Bates
& Spencer will cease to function as a phono-
graph wholesaler.

New Edison Distributing
Company in Kansas City

On December 1 announcement was made of
the formation of the Edison Phonograph Dis-
tributing Co., of Kansas City. This concern
has been organized to conduct the Edison job-
bing business formerly done by the Phonograph
Co. of Kansas City, and Shulz Bros., of Omaha,
Nebr. The new jobbing organization will make
its headquarters exclusively at Kansas City and
will be operated as a subsidiary of Thos. A.
Edison, Inc., with Clarence L. Sinith as acting
manager. Mr. Smith was assistant manager to
the former manager of the Kansas City com-
pany and has had considerable experience and
success as a traveling representative for the
Edison business in the Middle Western terri-
tory to be served by the new company.

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



4 THE TALKING MACHINE WORLD

DecenMBer 15, 1924

Right Slant on Phonograph-Radio Selling

H. D. Berkeley Emphasizes Need for Constructive View of Talk-
ing Machine and Radio Merchandising Where Both Are Featured

One of the fundamental reasons why some
ealers have cause to complain of slackened
demand for talking machines is because of their
failure to put really constructive sales effort
behind the moving of these instruments. It is
not that these dealers are failing to wage aggres-
sive campaigns to increase their business, but
the entire organization, built up through a num-
ber of years to sell the talking machine, has
been shifted to push the sale of other products,
producing an unbalanced plan of promotion.

The Problem of Radio

It is conceded beyond the question of a doubt
that the logical place to sell radio sets is the
1lking machine store. The experience of the
past has shown that the talking machine dealer
has,” through years of experience in the mer-
chandising of musical instruments, built up an
organization that is admirably fitted to sell
receiving sets. The mistake made, however, is
the premise of some retailers that radio will cut
into their talking machine business; that every
sale of a radio set means the possible loss of a
talking machine sale. Influenced by this belief,
they either fail to do anything to stimulate
an interest in the sale of talking machines or
else do so in a half-hearted fashion that nat-
urally fails of results. In brief, they “auto-
suggest” themselves into bad business.

The Constructive View

Another class of dealers, however, view the
radio situation in a different light. They see it
as an instrument vastly different from the talk-
ing machine and one which is supplementary to
it and can be merchandised without detriment
to the lines which they are selling. They
accepted the radio, not with fear and trepida-

tion, but with open arms, as an instrument with
a place in the home, with a different appeal than
those instruments which they were sclling, and
cstablished their radio departments as separate
units, ncither dependent on, interlacing with or
1z any way connected with the talking machinc
department. The new department was regarded
in the proper light—a welcomc addition to the
merchandise carried. But these dealers did not
rcgard the radio as the successor to the talking
machine, as many dealers, unconsciously per-
haps, but erroneously view it. They feel that
both the talking machine and the radio have a
definite place in the home and they plan their
campaigns accordingly. That they are right in
this surmise is proved by the great popularity
of the combination unit.
Radio Added to Console Popularity

It is true the introduction of radio into the
music trade field has influenced the buying
public’s selection to the point where the console
model, which is radio-adaptable in that a radio
panel can be inserted at any time, is far more
in demand than the upright model. H. D.
Berkeley, manager of the talking machine de-
partment of Bloomingdale’s departinent store,
New York, reports that his sales for November
are most satisfactory and are in advance of last
year. He attributes this condition to the fact
that the store has continued the same methods
of vigorously pushing the talking machine as
were employed in former years. The only dif-
ference the introduction of radio has made is
that practically the entire display of hundreds
of phonographs on the floor are of the console
type, many with provision for radio.

Mr. Berkeley, in discussing the opinion which

some people have that the radio is superseding
the talking machine, stated that the dealers are
in a large measure to blame. He pointed out
that many dealers, through constant association
with the instrument, have lost their sense of
values and look upon the talking machine as a
matter of coursc.
Use Imagination to Get Proper Slant

“Suppose,” he said, “the radio receiving sets
had come into popular usage before the inven-
tion of the talking machine, and for twenty years
the public were accustomed to having their
music entertainment via the air. Then, the an-
nouncement of the phonograph was made. The
people were informed through advertisements
and through the papers of this marvelous new
device, by means of which a flat disc placed on
the machine would give in the home the music
of all the great artists of the world, vocalists,
instrumentalists, orchestras, etc., and the disc
could be played at any time and would last
indefinitely. The machine was complete in that
it required nothing but the putting on of a rec-
ord and at no time would any outside factor
interfere with the enjoyment of the programs
which could be heard.

“Wouldn’t such a situation,” continued Mr.
Berkeley, “create just as much of a stir in the
trade as has the radio, and yet the radio would
continue to enjoy its popularity and possess
features which could not be taken over by the
new instrument. By viewing the matter in this
light the dealer who fears for the talking
machine business might get a new slant on the
situation and see that each instrument has its
own virtues, neither of which can be usurped
by the other.”
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YACCOFLEX

0

A Needed Addition

. ® ®
to Your Radio Line
Many good prospects cannot afford the high priced sets NOW.
Get the little fellow’s business, too. '
A Nyaccoflex sale means a satisfied customer plus a prospect for 'f'

future sales.

cent.
is selective and can be logged.

graphs

Nyacco Radio (Reflex) Receiver

Combines the best features of the most powerful present-day
circuits; two tubes do the work of five.

OPERATES A LOUD SPEAKER. Gets distance, volume,

We are also the manufacturers of the Nyaccoflex Radio-Phono-

Cuts battery cost 60 per

7
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Dealers write your jobber for details or address
I:L ..
New York Album & Card Co., Inc.
New York: 23-25 Lispenard Street Chicago: 415-417 S. Jefferson Street
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Left lid Opening for
raises loud speake
cord :
Removable
panel
Entire
rear panel
Album racks removable

removable

Openings for
battery
connections

Openings for
antenna and
ground wires

Victrola No. S 215 (Special), $160
Mahogany, oak or walnut

You can quickly equip a Victrola
with whatever radio set you prefer

The four Victrola models shown here are specially designed to provide
for the installation of radio equipment. Practically all Victrola instruments
can be adapted to radio installation with ease.

Such a combination is the best possible solution of the dealer’s radio
problem, for it enables him to furnish the Victrola with the radio set the
customer prefers, and permits him to handle the radio sets he prefers.

The radio equipment may be placed under the left lid which raises,
exposing a removable panel. A panel extending across the entire rear of
the instrument is also removable, revealing ample space for radio apparatus.

In the present state of radio reception, experimentation holds a large part
of the radio owner’s interest. The Victrola-Radio combination has absolute
flexibility, does not restrict the “radio-fan” to any one set even after it is
installed, and allows him plenty of opportunity for changes in, and
additions to, his set.

Victrola No. S 405 (Special)
Walnut, $265; electric, $305

Victrola No. S 400 (Special)
Mahogany, $265; electric, $305

Victrola No. S 410 (Special)
Mahogany, $315; electric, $355

Real Victrolas are marked Victrola
V. | TRADE MARK 1
=2 ' Victor Talking Machine Company, Camden,N.J.
“HIS MASTERS VOICE™ Victor Talking Machine Co. of Canada, Ltd.. Montreal
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Brunswick Co. Announces Purchase of
Vocalion Record Division of Aeolian Co.

Deal Closed by P. L. Deutsch Goes Into Effect January 2—To Maintain Separate Organization to
Merchandise Vocalion Records—New York Aeolian Retail Stores to Handle Brunswick

The Brunswick-Balke-Collender Co., Chicago,
announced, on December 1, the purchase of the
Vocalion record division of the Aeolian Co.,
New York. This important deal was closed by
P. L. Deutsch, vice-president of the Brunswick-
Balke-Collender Co. and the guiding spirit in
the company’'s phenomenal progress the past six
vears. The new arrangement goes into effect
January 2, and in his announcement Mr.
Deutsch said:

“The Brunswick Co. has, for a long time, felt
that a large market exists for a high quality
record such as the Vocalion, outside of, or ad-
ditional to, the channels through which Bruns-
wick records are now being sold.

“The demand for Brunswick records has been
greater than could be met in being merchan-
dised only through regular Brunswick dealers.
Owing to the desire of the Brunswick Co. to
protect those dealers through limnited distribu-
tion policies governing Brunswick products the
wide span of opportunity for the Brunswick
record could not be covered.

“Necessarily, a product selling from 75 cents
to $2.00 should be given wider distribution than
that of higher-priced products, such as Bruns-
wick phonographs and Brunswick-Radiolas, if
full advantage of the demand is to be taken.
Therefore, in confining the distribution of
Brunswick records to the Brunswick phono-
graph dealers a great existing market could not
be reached for such a product. The Vocalion
record has been selected as the only record of
sufficiently high quality which the Brunswick
Co. cared to sponsor and present in addition to
the Brunswick record.

“We wish to express, in a definite way, the
high regard we have for this fine record, and
for the distinguished company which has
brought it to its present state of perfection—a
company whose prestige in the music field pre-
dates the phonograph industry. In taking over
the recording and manufacturing of the Vocal-
ion record and its firm name we will be guided
by the same excellent principles which have
been used in the past by the Aeolian Co. WWe
will continue much the same policies of distri-
bution through jobbers, amplified by the best
merchandising and advertising facilities at the

command of the Brunswick Co. A separate
selling organization, to carry out the Vocalion
merchandising plans, will be maintained in
order to do justice to this excellent record.
“The complete line of Brunswick phono-
graphs, Brunswick-Radiolas, and Brunswick
records will be extensively merchandised

P. L. Deutsch
through the Aeolian Co.’s retail stores, inclusive
of Aeolian Hall on Forty-second street, New
York City.”
W. H. Alfring’s Statement

In a chat with The World, W. H. Alfring,
vice-president and general manager of the
Aeolian Co.,, New York, commented as follows
upon the consummation of the Brunswick-Vo-
calion arrangement: “\We are pleased to an-
nounce that all of the retail stores controlled
by the Aeolian Co. in Greater New York will
merchandise Brunswick products, including
Brunswick-Radiolas, all details concerning these
arrangements, as well as the sale of our Vo-
calion record business, taking effect January
2, 1925.

“For some time past we have recognized the

A

you try us out.

N

“Brass - tacks”

ALKING business straight from the shoulder you have
to admit that the word Service is like the proverbial
“step-child,” badly mistreated.

Everybody talks the “stuff” but few deliver. The proof of
good service is not in saying a whole lot about it, but giving
1t and that's what we are doing.

Our advertising man can write pages of copy on what we do
for the dealer but that won't prove anything to you until

Talk over your merchandising problems with our representa-
tive, let him give you the benefit of his wide contact.

this matter of service, our policy is to get down to
N\ “brass-tacks” and deliver.

On

PR THE CLEVELAND TALKING
MACHINE CO.

Wholesalers of Victor Products
CLEVELAND, OHIO
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fact that the phonograph record industry calls
for a steady program of expansion, which is
absolutely necessary to keep pace with stand-
ard competition. After considering all these
facts, however, the Aeolian Co. believed it ad-
vantageous to its organization to withdraw
from the record field in order to permit of ex-
pansion and development with the products
which have made our company internationally
famous—pianos, reproducing pianos and player-
pianos. It was solely for this reason that we
decided to dispose of our Vocalion record busi-
ness.

“Our policy will provide for a very important
expansion in the manufacturing and marketing
of all our piano products, and this applies par-
ticularly to Duo-Art activities. As is generally
known, the demand for Duo-Art reproducing
pianos has increased tremendously during the
past few years, and our manufacturing facilities
must be enlarged in order to keep pace with
this demand. With the sale of our Vocalion
record business we have now concentrated our
activities in such a way that in the manufac-
turing field we will make pianos, reproducing
pianos, player-pianos and music rolls, and in
our retail sales departinent we will merchandise,
in addition to these products, Vocalion phono-
graphs, radio products, records, etc. We will
also continue to make Vocalion phonographs,
as heretofore.”

The control of the Vocalion record and its
continuance through a separate division of the
Brunswick organization represents one of the
most important developments in the record in-
dustry in recent years. The fact that the Bruns-
wick Co. will market the new Vocalion record
through the existing Vocalion agencies and
along independent lines of distribution, distinect
from Brunswick, is an interesting solution to
the problem of keeping the two names separate.
In Brunswick’s announcement to its organiza-
tion of retail dealers it is pointed out that the
acquisition of the Vocalion record in no way
affects the vigor with which Brunswick records
will be marketed.

This new arrangement brings under the
colors many new artists of world renown, such
as Rosa Raisa, May Peterson, Colin O’More,
and others. In the popular music field there
will be many favorites continued on Vocalion
records, such as Ben Bernie and His Hotel
Roosevelt Orchestra, Ben Selvin’s Orchestra,
Ambassador Orchestra, Bar Harbor Society Or-
chestra, Irving Kaufman, popular tenor, and
many others.

Since making this announcement the Bruns-
wick-Balke-Collender Co. has received thou-
sands of letters and telegrams of congratulation
from the trade everywhere, and the importance
of the deal is keenly appreciated by all factors
of the phonograph industry.

W. A. Hurd Joins Forces.
of F. A. D. Andrea, Inc.

Connected With Merchandising Department—
Duties Consist of Dealer Co-operation and
Editing Dealer House Organ

F. A. D. Andrea, Inc.,, manufacturer of Fada
neutrodyne radio receiving sets, recently an-
nounced the addition of W. A. Hurd to its per-
sonnel. Mr. Hurd was formerly merchandising
specialist of the Western Electric Co. and more
recently associate editor of a radio publication.
By virtue of his past experience he has been
able to study at close range the problems in
regard to the sale of radio. Mr. Hurd will be
connected with the company in its merchandis-
ing department, his function being to add to the
merchandising activitics and supervise the pub-
lication of a monthly dealer house organ, en-
titled “Fada Sales.” He will also add to the
general plan of fostering dealer sales by more
cffective and closer co-operation of FFada na-
tional advertising withh the local efforts of all
dealers, thus forming an important link in the
sales proinotion plans of the retail trade.
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Victor supremacy is the
supremacy of performance

Victrola VI, $35
Mahogany or oak

et i Victor history 1s one

contimuous series of great
musicalachievements.

Each successive accom-

plishment marking an-
other step forward in the
progress of dealers
Victor products.

Victrola No. 350
Mahogany, $235; electric, $275

Victrola No. 111
$225
Electric, $265

Mahogany, oak or walnut

Victrola No. 240
$125

Mahogany, oak or walnut

Victrola No. 215
$150

Mahogany, oak or walnut

Victrola No. S 215 (Special) $160

Victrola No. 405 A
Walnut, $250; electric, $290

Victrola No. S 405 1
Specially designed to accommodate any \é;]:?:: $§65; electx('isc}:)egaa(;%

QC0 U S PAY Orr

Victor Talking Machine Company, Camden.N.J.

HIS MASTERS VOICE" Victor Talking Machine Co. of Canada, Ltd., Montreal.

radio receiving set Specially designed to accommodate any
radio receiving set
There is but one Victrola and that is made by the
- Victor Company—Ilook for these Victor trade marks
P N % . V. TRADE MARK 1
- Jesmittn l‘/"' 1 C t I O a :
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What Creates a Big Retail Sales Volume?

The Successful Sales Promotion Methods of Montalvo’s, of New
Brunswick, N. J., Provide a Concrete Answer

\What makes a retail dealer successful? Is it

advertising Canvassing?  Store location?

Salesmanship and business ability? All of these
Juisit ontribute, but no single one of them
will bring maximum business to the retail store.

For example, out on Long Island not very far
from New York City’s shopping district is a
talking machine dealer who concentrates entirely
on canvassing. He does an excellent business,
but his location warrants an even greater sales
volume, which advertising alone can produce.
Not far distant is another dealer who does a fair
business—in this case advertising is the only

dium used to secure trade. In this particular
instance canvassing and outside sales effort
would bring the sales up a considerable degree.

Montalvo’s Uses All Methods

Montalvo’s New Gift Shop and Temple of
Music, New Brunswick, N. J., is one of the few
retail talking machine dealers who utilize all of
the approved methods of securing business. The
store has built up a mailing list of 6,000, and a
constant stream of record supplements, direct
mail literature of the most constructive kind, is
sent out. Five outside salesmen, each supplied
with a motor car, are constantly canvassing the
city and its environs for business, and they are
getting results. In addition to advertising in
the local papers, the out-of-town newspapers
regularly carry the publicity of Montalvo’s, with
the result that the firm draws trade from a ter-
ritory within a radius of twelve miles of the
store. The store itself has not been neglected
in this scheme of sales promotion. Ramon
Montalvo, Jr.,, who is head of this enterprise,
which has been in existence since the year 1900,
believes in modern merchandising methods and
equipment, and as a result his large store is a
model in this respect. The first thing that
strikes the eye on entering the store is the
musical merchandise department, with its
attractive and well-stocked wall cases and the
glassed display and service counters. Then
comes the gift department, in which are dis-
played in artistic surroundings a complete line
of art objects. Next there is a large record
department, stocked with approximately 15,000

Victor and Edison records. The talking machine,

department consists of a spacious display room,
showing the Victor and Edison lines to advan-
tage. There are record, phonograph and radio
demonstration rooms and a specially decorated
room for the kiddies. The store and stock are
remarkably complete, which is why the people
bout New Brunswick prefer to visit it.
Montalvo’s Publicity

Mr. Montalvo believes in originality in adver-

tising and some of his publicity is of interest

because it shows how small space can be used to
great advantage in securing business through
the columns of the local newspapers. This is
especially important to dealers whose advertis-
ing appropriation is limited. A clever publicity
stunt which has attracted the public’s attention
consists of what Mr. Montalvo calls “readers.”
A few of these are reproduced herewith to show

There are several fundamental principles
of retail business management and sales
promotion which combined are vital factors
in aiding the retail talking machine dealer
to reach the pinnacle of success. Rarely
does a single retailer use all of them and
as a result progress is retarded. Mon-
talvo’s, however, has succeeded in making
rapid progress through the application of
these merchandising factors, and, conse-
quently, the story of the methods by which
this live dealer is making his store the most
popular in his city as well as drawing trade
from a wide territory surrounding New
Brunswick should prove of practical value
to all retail talking machine dealers who are
not now enjoying the sales volume which
the extent of their territory warrants.

the manner of presentation of the product in
an interesting and unusually effective way:

VICTOR ALBUM FREE WITH SET OF RECORDS
The Victor Company announces through Montalvo’s,
107 Albany street, a series of beautiful numbers com-
plete in album form. The set consists of “Symphony
in B Minor” and “Quintette in E Flat Major,” each
complete.
“RADIO RAY” SAYS THE COST IS VERY SMALL
Don’t be without the pleasures of radio when the
cost is but a few cents an hour and when you figure
how many can enjoy the music and speeches. The cost
per person is practically nothing. Write, phone 2280
or call at Montalvo’s, 107 Albany street, for further
proof.

Another of these ‘“readers” brings out an im-
portant point in Montalvo’s methods of doing
business, namely, interest charge_on sales. This
is usually added to the cash price of the instru-
ment and the total price ‘appears on the tag at:
tached to the machine. This reader follows:

HERE'S BEST RADIO NEWS OF SEASON

A complete four-tube outfit delivered to your home
ready for you to listen in on the best entertainment
for only $25 down, balance $125 on special terms, or
$135 cash—that’s the whole story, except this latest
outfit is obtainable only &t Montalve’s, 107 Albany
street.

Result-Producing Direct Mail

In addition to the above and other newspaper

and church bulletin publicity, the concern does

to This Question

considerable direct mail sales promotion, which
has proved very profitable from the standpoint
of the number of customers and prospects which
it has brought into the store.

One postal card sent to 5000 of the people on
the mailing list brought 132 people into the
store on November 8. In order to provide a
check on the results, announcement appeared
on the card that the person bringing the card
to the store together with a stated sum of money
would receive an electric torchier. This card
was sent out to bring people into the store
following remodeling and expansion of both the
store and stock. These people not only visited
the establishment, but they made purchases.
Typical of the buying was a sale of merchandise
valued at $16 to one woman. That shows how
a dealer can use direct mail to get business.
Other direct mail publicity of the post card type
has been found productive of business, and
consequently this is an important part of the
general advertising campaign carried on by
Montalvo’s. During the next year Mr. Montalvo
plans to set aside 10 per cent of the gross
income of the business for advertising purposes.

Service as Prestige Builder
Service is recognized at this store as vitally
important to the development of the business.
This policy makes itself felt in many ways. For
example: Radio purchasers and those who visit
the store are glad to take home with them a
large folder bearing the title “Radio Index.”
The first page of the folder also bears the name
and address of the dealer. On the inside are
listed all of the radio stations throughout the
country, together with other pertinent informna-
tion. This is really a radio log. Service also
is the reason for the existence of the large
repair department which occupies the second
floor, where all kinds of talking machines, radio
sets, etc., are put in shape by expert mechanics.
This policy is also manifested in the special
room for children, the daily concerts held espe-

cially for the kiddies, rest rooms, etc.

Haeske Co. Has Opening

BaArRTLESVILLE, OXrA., December 6,—The J. H
Haeske Radio-Music Co. recently held the for-
mal opening of its new store at 313 Dewey
street. A large crowd attended the opening
ceremonies and flowers and souvenirs were dis-
tributed. An interesting radio program was
heard. A complete line of Brunswick-Radiola,
Strand and Columbia instruments is carried, to-
gether with Brunswick, Columbia and Okeh
records.

\
a

either small or large.

motor to turn the records.

Complete samples will be sent to any part of the United States for $10.00.

MINNELLI PHONOGRAPH CO., Inc.

HERE IT IS!

The last word in Phonographs.
a new invention that revolutionizes the entire industry.

The Minnelli Tone Arm can be placed on any kind of machine,
The Minnelli Tone Arm can also be placed
on a table, writing desk, or any place that you wish, for it has a

you can obtain the best and the softest tone you have ever heard.
Better information can be obtained by writing.
in both dealers and manufacturers.

The Minnelli Tone Arm,

After placing the Minnelli Tone Arm

We are interested

Pittston, Pa.
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Greetings

Deep gratitude and satisfaction mark
the Christmas Spirit at Peerless this
year—gratitude for the loyal support
our product has received from many
friends and patrons in the field and
satisfaction that comes of honest
endeavor and a job well done. To all

A Merry Christmas

anp a

Dappy Neto Dear

PEERLESS,
A 77 —the Album

A

1 DL

PEERLESS ALBUM

COMPANY

PHIL. RAVIS, President

636-638 BROADWAY, NEW YORK "

Exclusive metropolitan distributors for 2
the new beautiful and educational
“PICTORIAL RECORDS” ‘

for children.

WALTER S. GRAY CO. ' L. W. HOUGH
Pacific Coast Representative 146 Mass. Avenue
San Francisco and Los Angeles Boston, Mass.
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Trade Confidence for 1925 Based on Facts

ALK to some members of the trade regarding 1924 business
and the answer will be anything but enthusiastic. Talk to
others and they seem to feel that, taking the year as a whole and
mixing the good and the bad for a general average, results for the
twelve months will not prove so thoroughly disappointing. So much
for the year just closing, which will soon be a matter of history.
Regarding 1925, however, there seems to be absolutely no' lack
f confidence on the part of the talking machine trade. Manufac-
turers, distributors and a verv substantial number of dealers are
convinced that with fundamental business conditions as they are
throughout the country, with the assurance of an unchanging na-
tional administration for the coming four years and the improvement
in the industrial situation so evident, this trade itself cannot help
but realize upon the opportunities that will come and register a
business year at least normal and, very probably, better than normal.
These expressions of confidence are encouraging for they come
from men who are not only expressing opinions but are backing
up those opinions by action in the making of plans for production
and selling campaigns of magnitude. There have been, and proba-
bly will develop, various conditions that will have a temporary
m the trade just as conditions show up in other lines of
but the talking machine industry is built upon too sound a
foundation and has too much to offer to the public to suffer from any
riod of depression unless the country itself, or rather

Lusin

th 51N thereof, is in a chaotic state.
I ing up of accounts for 1924 the results are appar-
Y in reat number of cases.  There are
lume 1s not so large as that of last
car, but that situation will be met even in years of greatest pros-
perit ( possible only to judge from a general
average.

In heralding a substantial year for the talking machine trade
in 1925 members of the industry have not closed their eyes to the
ncwly developed market of radio, but have taken that newest in-
dustry, so closely allied with the music trade, into their calcula-
tions.  This is significant in that, though opinions vary as to the
cffect of radio on the talking machine business itself, there is ap-

parent a general feeling that the two industries are in a great
sense distinctive, even though in their appeal to the music lover
they have much in common.

Making prophecies is naturally a dangerous thmg, but with
the business conditions of the country as they exist to-day there is
little reason to question the views of those who hold that the in-
dustry has much to look forward to in 1925.

Helped to Improve Merchandising Methods

HE fact is becoming increasingly evident that insofar as mer-

chandising methods are concerned, the talking machine in-
dustry has done much for the benefit of radio, both its manu-
facturers and its dealers, through bringing about the adoption of
merchandising methods that are sound and built for permanence.

It was not so many months ago that the chief factor in radio
distribution was the “gyp” dealer, the individual with little or no
ideas of values or of good business practice, whose code was to
cut prices on articles of recognized merit and get all he could for
those accessories of which the public knew little or nothing. As a
matter of fact the situation was such that many members of the
music trade directly interested in the progress of radio hesitated
about handling it, in view of the necessity of facing this “gyp”
coinpetition. '

The situation, however, has changed rapidly and to-day, al-
though the “gyp” and the irresponsible dealer are still with us,
they are in the minority and are rapidly being eliminated. Radio
manufacturers, through contact with the music trade, have come to
realize that in confining their distribution to legitimate merchants
of recognized standing and proved business ability, they are making
for the confidence of the public and the permanence of their market.
Instead of placing their lines in the hands of those who have no
respect for public confidence or name values, the manufacturers,
at least a very large proportion of them, are selecting their dealers
and placing agencies only with those who they feel will sell their
products on a basis consistent with good business and the develop-
ment of name value for the future.

It may be overstepping the line to say that music merchants
are entirely responsible for bringing about this change, but there
1s no questioning the fact they have been a powerful influence in
bettering conditions.

Building Record Sales on the “Group” Plan

SINCE the talking machine trade came into existence there have
been among those who handle records, two types of dealers—
the “one record” man and the other fellow who had vision enough
to see the possibilities in capitalizing the customer’s musical taste
and selling him several records of the same general character for
his library. For the customer who favors the standard ballads or
concert songs there were to be found many more of the same type in
the catalog for his consideration, and the same held good whether
his musical taste ran to violin solos, orchestral selections, or church
music.

Manufacturers and those interested in the merchandising of
records have for years emphasized the possibilities of selling the
customer a half dozen selections of the same general character
when he came in to buy one, and those dealers who followed the
advice found that the plan worked. In fact, the idea of satisfying
the customer’s musical needs and taste on the quantity basis is re-
sponsible for the recent development of grouping Victor records
in album sets, which represent an organized movement to sell records
on a group basis which should prove of inestimable value to dealers
gencrally who take proper cognizance of their opportunities.

It 1s a siegnificant fact that the mdividual who might hesitate
about having a dozen or so records of the same type demonstrated
for him and then sce the prices of the separate records added up
on the sales slip until they made an imposing total, will not fecl
the same hesitancy about accepting a dozen or so records of the
type he likes alrcady collected for him, and $10, $15 or $20 in a
lump sum for a big and valuable package is not nearly so large as
when that same amount i1s made up from a number of small items.
So much from the selling angle.

I'rom the angle of music itself the talking machine owner 1s
cnabled under the new plan to put nto his hbrary groups of
records of a character that he favors selected for him by those
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who. through training, have a thorough appreciation of record
value. Tt not only saves him the trouble of making individual
selections, but puts before him records that ordinarily might re-
main hidden on the dealer’s shelves indefinitely.

The idea of group selling is not new nor is it confined to
the talking machine trade. \Ve find the haberdasher using the
idea, in the boxing of three shirts and offering them for a lump
sum to the man who ordinarily would be content with one at a
time. \Ve find the tobacco dealer offering a carton of cigarettes
as a convenience to the customer and as a producer of greater
turnover. Ve find dealers in other lines grouping kindred articles
offering them at a fixed price and thereby increasing sales materially
for the reason that in the group sold and bought so easily there are
probably several articles that the purchaser would not buy on a
one-at-a-time basis.

The various album sets offer a concrete example of how the
plan may be worked out. The idea is new, and although it is
growing rapidly there are scores of other groupings in various
catalogs of all sorts that the dealer himself can arrange for bulk
sales. There is no reason to stay in the one record dealer class, pro-
vided the dealer himself has a proper understanding of his stock
as well as the customer’s general taste.

A Trade Deal of Far-Reaching Importance

ARLY this month there was announced the taking over by the
Brunswick-Balke-Collender Co. of the Vocalion record, here-
tofore manufactured by the Aeolian Co., New York. The an-
nouncement represents something more than a mere open-and-
closed sale. From the statement of the Brunswick vice-president, it
develops that the Brunswick Co. will be in a position to offer to the
trade two distinct record groups. The Brunswick line itself, which
has become so well established, will still continue to be offered
to the public through present channels, and the Vocalion record,
which also has an excellent reputation, will be offered to the gen-
eral trade through accepted jobber channels and featured as a
distinct unit.

The announced plan of the Brunswick Co. represents a new
step in record distribution, the success of which as carried out with
usual Brunswick energy will be watched with interest by the trade
at large. The development of record distribution, the making of
records as easily available to the prospective buyer as the news-
paper when he wants it, is one of the chief factors in the trade, and
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any plan that is calculated to bring about a more general distribution
of records is making for the continued and, it is hoped, increasing
popularity of the talking machine itself.

IValue and Need of Trade Associations

EVELOPMENTS during the past year have demonstrated

more forcefully than ever the fact that the talking machine
trade is unfortunate in having so few active trade associations for
the promotion of co-operation among the members of- the industry
regardless of the lines they handle to the common end of keeping
the trade, as a whole, on a sound, profitable basis.

There are two or three associations in the trade that really
function, the outstanding among them being the Talking Machine
& Radio Men, Inc.,, New York, which has succeeded admirably n
holding the interest of the dealers, regardless of how some of them
may consider certain phases of its activities.

It is, of course, true that the industry is so constituted that
those who handle the different lines of instruments have distinc-
tive problems of discount, exchange, record releases, etc., to be con-
sidered, but 1t 1s quite feasible, and has been proven so, to organize
divisional groups to take up the special company-dealer questions as
they may crop up.

The main point is that fundamentally the problems of the trade
as a whole are about the same in every locality. These general prob-
lems include those of terms, interest, trade-ins, the opposition of
“gyp” dealers and a half dozen other matters of similar tenor. More
than one dealer has lost considerable money in experimenting to find
some successful plan of operation when, had he been brought into
contact with his fellows through an association, he would have
found the same, or even better, plan already mapped out for adapta-
tion to his own use.
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Salesmanship as a Radio Profit Builder

Factors That Make for Increased Retail Radio Sales Outlined
by B. R. Hassler, Sales Manager of the Colin B. Kennedy Corp.

Something new to sell, to the real salesman,
is more fascinating than a steam engiue to a
small boy. It is a challenge to his enterprise,
to his resourcefulness, to his knowledge of
selling craft. When, in addition to the appeal
of sheer novelty, it brings with it the romance,
the glamour of unseen and mysterious forces
that make radio what it is, the appeal is usu-
ally irresistible.

At the same time, not even radio has attained
to that mythical level of the product that “sells
itself.” It has plenty of difficulties, also arising
chicfly from its sheer novelty, to make it inter
esting and worth the salesman’s while. And
from the knowledge that there is a right way
and a wrong way to sell radio, we are gradually
working out a sound selling method which, as
it happens, fits the average talking-machine
store as though made to order for it.

No Need of Technical Knowledge

Just a word of reassurance. The mystery of
radio is all inside, where it is a help to the
salesman and not a hindrance. There is no
need of a course in the theory of electric oscil-
lations or a diploma from an engineering school
to sell radio to-day. In fact, it may help some-
times if the salesman can make a convincing
display of ignorance, in order to relieve the fear
of a lady customer that a radio receiver is too
abstruse, too scientific and too complex for her.

“Why,” the salesman might say, “a new-born
babe knows as much about electricity as I do. I
know when I push the button the light comes
on, and I know that when I turn this knob here
and set this dial on that number I get music.
And now you know as much about it as I do.
You don’t need to know any more.”

The day of selling a radio receiver as a scien-
tific novelty or an engineering achievement has
gone by. The engineering and the science have
to be there, of course, but they should no more
be in evidence than the knowledge of acoustics
and the typical formation of sound-waves should
be in selling talking machines. The people who
really understand the difference between a reflex
circuit and a neutrodyne, or have some faint
appreciation of what they are talking about

when they discourse learnedly of impedance and
damping, conductivity and reactance, all have
radio sets of their own already, which they usu-
ally built themselves. The people who are buy-
ing radio to-day don’t know and don’t care—
don’t want to know—how the thing is done in a
scientific sense. They are satisfied to know

Radio must be sold intelligently if the
retail talking machine dealer expects to
make the most of this branch of his busi-
ness. Experience has proved the fallacy of
-many of the methods of selling which
existed quite generally a year ago and which
obtain in some stores at the nresent time.
Mr. Hassler has a wide knowledge of radio
merchandising and because he is a keen
analyst and is in a fortunate position for
observation his statements are authoritative
and worth consideration of the trade.

that you turn this knob here and set that dial
there, and music comes out of the horn. And

that isn’t so very different from the phono--

graph, is 1t?
Selling by Home Demonstration

The way to sell radio, like the way to sell
phonographs, i1s by demonstration. But there
are some points about the radio demomnstration
that are different and that give the salesman a
chance to exercise his mind and his acquaint-
ance with human nature.

Instead of selecting records from the cabinet
in accordance with your best guess as to a cus-
tomer’s tastes, vou have to watch the broad-
casting programs and time your demonstrations
accordingly. But you also have two factors to
play with: not only the beauty of the music,
which is the appeal of the phonograph record,
but also the appeal of the distant and mysterious
origin of the music.

“They all look good when they’re far away”
might be paraphrased in selling radio into “They
all sound good when they’re far away.” This
thrill that adds to the thrill of fine music that of

FULL LINE of HARDWARE

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

G Radio Cabinet Hardware
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We have l?een catering to the hardware needs of the talking machine
and radio industries for a number of years.
position to give attention and service of the highest calibre.

H. A. GUDEN CO,, Inc.

Consequently we are in a

NEW YORK, N. Y.
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the knowledge that it is reaching you over hun-
dreds of miles of space can be very effectively
capitalized in demonstrations.

Suppose you take a receiving set which can
be accurately and positively tuned. You know
that at 8.30 to-night an exceptionally fine orches-
tral selection will be given from a local broad-
casting station. You take this set to a pro-
spective customer’s home, connect it up (which
isn’t complicated) and leave, first impressing it
upon him that under no circumstances is he to
touch it.

Then, at 825 this evening, call him on the
telephone. Tell him simply to turn the proper
knob and to set his dial at 95, and listen. \What
a thrill he will get when, a moment later, he
hears, “This is Station XYZ,” and then his room
is filled with melody! The chances are good
that you will get a check and an enthusiastic
letter in next day’s mail.

Store Demonstrations

Naturally, store demonstrations can be ar-
ranged in the same fashion. You will soon learn
to keep track of all the broadcasting programs
in vour neighborhood—and there is no neighbor-
hhood in the United States to-day that is not
within range of high-class broadcasting—and to
take advantage of particularly fine program
uumbers, to invite the prospective customers to
whom you think they will most appeal to be on
hand at that hour to hear them.

But you are not confined, you must remember,
to music alone for demonstration purposes.
Think of the advantages of such events of great
popular interest and dramatic importance as
the farewell of General Pershing, etc.

Overcoming Sales-Killing Difficulties

There are, of course, difficulties which must
be faced. No selling job would be interesting
without them. “Electricity” to some people is
still a dread and mysterious word, and an aerial
conjures up danger of lightning.

This is particularly true of the very people to
whom radio in other respects has an almost
irresistible appeal—the ‘‘shut-ins,” or eclderly
women, too timid to leave their homes, to whom
the radio brings the voice of the great outside
world. Naturally one of your first tasks will be
to secure the names and addresses of all persons
of this class or type in your neighborhood.
They are your best prospective customers, but
too aggressive salesmanship is a sure way to
lose them.

The outside aerial is still, to-day at least,
essential to the highest efficiency of a radio
receiving set. Many of us produce a set which
operates successfully on an indoor loop, but
that same set is even better with a real aerial.
You naturally want your customers to get their
full share of enjovment; therefore, in my opin-
ion, sound salesmanship calls upon you to meet
the aerial difhculty frankly.

You must convince the timid ones—what is
perfectly true—that there is absolutely no dan-
ger in a properly installed aerial; that, on tlhe
contrary, by dispersing accumulated atmospheric
clectricity by continuous disclharge to earth, it
actually diminishes the danger from lightning;
and that the only current that is ever in the
acrial consists of impulses so minute as to be
utterly imperceptible to human senses.

No, radio is not too casy to sell. It has prob-
lems of its own, mostly inseparable from its
newness.  But it is an inspiring thing to sell. 1
defy any man 1o deal with it for any length of
time and not be gripped by the consclousness
that, in his own sphere, he is helpiug in the
spread of one of the wmightiest forees ever bent
to the service of civilization. Its niuaterial re-
wirds are attractive, but its intaugible rewards
are tremendous,
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Eliminating the “Stall” From Instalments

The Ideal Music Co. Sends Out a “Check-Up and Reminder” No-
tice Which Brings in the Money—Other Practical Collection Tips

Next to making sales probably the most im-
ortant problem with which the talking machine
dealer is faced is the matter of securing his
payments from customers when they are duec.
No matter how successful the retailer is in
selling instruments and rccords if he fails to
get his money he curtails his profits and suffers
unnecessary loss. There are many practical
means of stimulating customers to a realization
of the necessity of meeting the instalments
when due, all more or less effective.

Collectors Too Expensive

Unless the dealer does a great volume of busi-
ness the expense of personal collections is
prohibitive. And even though the business is
large the retailer who can do without a collector
or reduce the work of a collector is reducing
his overhead and increasing his profits. One
dealer who instituted a canvassing campaign
in the cities and towns within a radius of sev-
enty miles of his community found that the only
way in which he could be sure to get his money
when due was to have several collectors on the
job. When he figured up he was astonished at
the way his profits were shot to pieces by the
expense involved in securing his money. Not
only did he have to pay these men a salary but
the item of traveling expense was a profit-eater.
Happily, however, the canvassing campaign was
so successful from the standpoint of number of
instruments and records sold that even after the
large collection expense had been met there
remained a small margin of profit.

Don’t Sell Terms, Says Dealer

“The whole trouble with many dealers and
salesmen is that they sell terms instead of talk-
ing machine,” declared a talking machine dealer
to the writer recently. Ninety-eight per cent of
my customers pay promptly,” he continued,
“and the reason can be traced directly to our
methods of selling. Although we give very
liberal terins in comparison to some dealers we
have very little trouble in securing the money
when due and very rarely do we find it neces-
sary to repossess an instrument. In the first
place, we do not discuss terms until the prospect
has been thoroughly sold on the merits of the
instrument we handle or unless the salesman
is asked point-blank what terms can be arranged.
Even then we do not prostitute our business
to the point where we make the prospect feel
that he is conferring a favor on us by accepting
our terms. Instead we make the customer feel
that by giving terms we are doing him a favor
and we never let him forget it.

“Sometimes, of course, customers arec bound
to fall behind in their payments. Right there
is where our policy saves us future trouble. We
don’t mince words. Without making ourselves
objectionable or making the customers feel that
they are dealing with a Shylock we take a firm
and open stand which leaves no room for doubt
or misunderstanding,

A Check-up and® Reminder
1 tunt is used by the Tdeal Music Co.,
rk City, which serves the double

purpose of checking up on unpaid balances of
customers and stiinulating purchasers to make
their paynmients on time. This is in the form of

a notice reading as follows:

“Dear Mr. Blank:—According to our records there is
a balance in your account as of the above dateof $.......
upon which instalments amounting to $........ are past

Every dealer who sells talking machines,
radio and other musical instruments on the
instalment plan has occasional trouble in
making his patrons realize that the dealer
is conferring a favor by permitting the pur-
chase to be made on the time-payment plan
and it is absolutely necessary that the
money due be received at the store as
specified in the contract. Any practical plan
or system which reduces this delinquency
on the part of customers, therefore, is val-
uable to the retailer. The methods of the
Ideal Music Co. and Saul Birns, outlined in
the accompanying article, are in use at the
present time and have proved effective.

due and now payable. If the above is correct kindly
detach and sign the blank below and mail to us in the
enclosed stamped envelope. If an error has been made
kindly advise us, Yours truly, Ideal Music Co.

“This is not a dun. Simply a verification of our ac-
counts for auditing purposes.”

.......................... 192..
Ideal Music Co.
Gentlemen:
The balance of my account as stated in your letter is
correct as Of c.vunenecncceoicnssnsnas I
Sign here...coveeuieeeencneecnnncnnnnns
Vo[ 3350600 00 000 B0 0G00000 00000000603

The Phone as Collection Stimulator
Although he does a talking machine business
as large as that of any retailer in New York
City and operates a chain of seven stores, Saul
Birns has devised a way to eliminate the neces-
sity of collectors which has never yet failed to

bring in the nioney unless the customer really
did not want to pay and then, of course, re-
possession of the talking machine is made. This
plan is simply to jog the memory of customers
by phone. When a talking machine is sold the
salesman endeavors to secure the phone number
of the purchaser. If there is no phone in the
house the phone number of the business house
where the customer is employed must be given.
A few days before the first payment from a new
customer is due a small printed form, which
contains the addresses of each of the stores
operated by this dealer and the announcement
that the customer can make his or her payment
at the store which is most convenient, is sent
to the customer as a reminder. This is also
sent out when payments are permitted to lapse
and before the phone method is resorted to.

The form reads as follows:

Dear Mrs. Blank: This is to remind you that on (date)
there was (will be) due $.... and $.... interest for
weekly (monthly) payments under contract executed hy
you covering talking machine (piano) No..

A prompt remittance with the return of this notice will
be appreciated. Very truly yours, Saur Birns.

If this does not result in the paymnent being
mmade the telephone is used to make personal
contact with the purchaser of the talking
machine.

Most People Are Honest

Most people are honest and willing to pay,
according to a leading mail order house, which
sells’ millions of dollars’ worth of goods and
trusts to the honesty of its customers to meet
their financial obligations. Only in isolated in-
stances does the purchaser deliberately set out
to cheat, therefore, the need of the talking
machine dealer is not to use strong-arm col-
lection methods, but to find some way of making
the customers realize that their payments must
be made on time. This can be done tactfully
and without offense and with no lack of firm-
ness by the use of any of the methods described
above.

C. J. Brown Joins the
Sleeper Corp. Staff

Appointed District Manager of Large Eastern
Territory—To Maintain Close Dealer Con-
tact Throughout His Territory

C. J. Brown, who is well known in the elec-
trical and radio field, was recently appointed
district manager of the Slecper Radio Corp. for
the territory comprising the States of Pennsyl-
vania, Maryland, Delaware, Virginia and the
lower part of New Jersey and Washington,
D. C. Mr. Brown has had considerable experi-
ence in radio, having been connected for the
last six years with the Elliott-Lewis Electrical
Co., of Philadelphia, for which he organized
and managed the radio department, building up
a tremendous sales volume. He is familiar with
the Sleeper line, as it has been featured by the
Elliott-Lewis Co. for three years. Mr. Brown
will concentrate on maintaining close contact

with the several hundred Monotrol dealers
already appointed in his territory and assist the
Sleeper distributors and salesmen in every pos-
sible way.

Finds Mails a Sales Builder

Emil Nuitray, Nuitray Park, Milford, Conn.,,.
is one of the largest dealers using the mail-
order plan for selling Colummbia records, spe-
cializing on only foreign Columbia records.
Mr. Racz, manager, reports excellent results
in the mail-order end of his business over the
past threce months, this being stimulated through
using large newspaper space and circularizing
his large mailing list of customers and prospects
through the mail.

Joseph Altieri, 735 Pembroke strect, Bridge-
port, Conn., is discontinuing his phonograph
and record business. Mr, Altieri has not as yet
decided what his future plans will be.

3 STARR PIANOS

 STARR PHONOGRAPHS

GENNETT RECORDS

Represent the Highest cAttainment in Musical Worth
The STAP\R PIANO COMPANY

Established 1872

Richmond. Indiana
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O be known as the authorized Kennedy
dealer in your locality is a profitable privi-
lege. It can only be given to merchants with
established business reputations, because The
Colin B. Kennedy Company assures the public
that“Authorized Kennedy dealers are reliable”
This is a buyer’s guide that is as helpful as the
signpost at a cross road. And it brings trade to
the dealer who merits such an endorsement
from a nationally established manufacturer.
Better selling methods are replacing the old
buyer-beware practices as the radio takes a
higher social standing.
Authorized Kennedy dealers do not find it

privi ege worth /Laviry

necessary to slash prices.With a well-advertised
line and a growing list of enthusiastic Kennedy
owners,sales are easily made by demonstration.
Bargain hunters are not Kennedy prospects —
we sell to those who want permanent satisfaction
in their radio set. They appreciate the Kennedy.

A Kennedy window like the one illustrated
above would arrest the attention of thousands
who pass your store. Suggestions for this and
other sales creating displays are part of the
service that authorized Kennedy dealers re-
ceive. Kennedy national advertising arouses
interest. Your store can become the place
where Kennedy sales are clinched.

If you would like further information
MaiL THE CouroN
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KENNEDY
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THE COLIN B. KENNEDY COMPANY, Saint Louis: I am interested in a Kennedy dealership. Please send me particulars.

My name

Firm name

Business

Street address

State

o720-13

City
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Sales- Wmnmg Window Display Pointers

How the United Music Store, Toledo, O., Has Made Its Window
Displays Real Sales Creators Described by John M. Schlacter

Do your windows sell goods? They should.
If do not, cause probably lies within
vour grasp. Hence the correction or conversion
of your windows into profit producers is not a
difficult job.

Window Display Suggestions

The United Music Store, Toledo, O., record
specialist, dealer in musical merchandise, music
rolls and accessories, has on several occasions
checked up results from window displays and
knows positively that attractive, newsy, colorful
windows sell goods. For example, Harry L.
\Wasserman, proprietor, stated that special dis-
plavs of portable machines always stimulated
sales of that type. Showings of foreign records
in connection with flags of nations always win
new friends. He also pointed out recent dis-
plays of harmonicas increased the sale of that
instrument 100 per cent within a short time.
PPlease do not imagine that one display did this.
A consistent varied weekly showing brought
about the result. The difficulty with too many
stores, he said, is that they do not change their
window displays often enough: They permit
old, forgotten merchandise to repose in the
window until it is full of dust and useful only
as a bed for the cat, \yhich too often actually
does sleep with the goods.

Weekly Window Changes

\Wasserman changes his windows every week
regularly. With him it is a habit. Consequently
people in other lines not infrequently walk past
his shop to see what his newest window stunt is.
But the cost, you may say, of such a program
must be appalling. Quite the contrary is true.
1t seldom exceeds five dollars a week and very
often it does not reach more than three dollars.
What a wonderful advertising medium for so
little money! It is, of course, an easy matter
to waste a lot of money in making up costly
trims, by using silk and velvet draperies, oil-
painted signs and such. Mr. Wasserman, lhow-
ever, finds crepe paper in its varied colors,
beaver board, cardboard and water-painted
signs rich-looking and at the same time com-
paratively inexpensive.

A window needs and must have life—using
gold or silver instead of a cheap metal would
add cost to a display that would not be appre-
ciated by the average person. Mr. Wasscrman
gets ideas for his windows everywhere. He is
very observing; therefore, a walk after luncheon
may result in one or two capital ideas for a
small goods display. He may see a showing of
barber supplies, sporting goods or candy. To

be sure, it would be rather difficult to arrange
1cccssorles, vxolms trumpets or records in the

same manner as you would candy. However,
the lay-out of the window, the arrangement of
the goods, the colors, the design, may suggest
a better way to display his goods. Perhaps
changing records from one side of the window
to the other where the light is better or the

afternoon sun does not strike may convert a -

window from a loser to a winner.
Some Display Sales Results

A St. Valentine’s window which held a large
heart pierced with Cupid’s dart and was made
of beaver board sold seventy-five records. For
St. Patrick’s Day a brick and shamrocks along
with the record “That’s an Irish Lullaby” sold
sixty of those selections. For George Washing-
ton’s birthday a miniature artificial cherry tree
and a hatchet sold much patriotic music. The
sale of accordions was increased 25 per cent
through displays of white Italian glistening
models. Foreigners purchased many of these

Foreign Record Window Display of the United Music Store

THE BABY CABINET
PHONOGRAPH

Retails for $10.00

It is a beautiful little orna-
ment for the nursery and a
plendid talking machine in
every way. It stands 17
mches high, weighs but 10
Ibs., and is painted ivory
white with brightly colored
nursery figures.

Elyria, Ohio

Make Money with Music

Are You cashing 1n on the tremendous J'
volume of business now being done with
children’s talking machines and records? ‘ /

Then, to retail for $5.00, there is the GENOLA. ol 0 ||.
Both machines will play any flat records up to i, R
and including 10 inch size. On these two . \j
models alone you can add materially to your toy 0”,\ 5
department sales. ".‘\,)

~\\l)\\

The General Phonograph Mfg. Co.

!

instruments, and records along with them.
Again, timely events—Christmas, Thanksgiving,
Fourth of July, Mother’s Day and a score of
seasonal and current events—are good window
subjects. Moreover, the alert merchant will find
attractive, cffective window material almost
everywhere. But that is the smallest part of
the task. Decorate the window—don’t merely
wish or dream you want fine windows. In
cvery organization can be found someone who
likes to decorate or make things attractive.
e Delegate the job of
trimming the win-
dows to this individ-
ual. Then change
the displays every
week without fail.
Cartoon Displays

Mr. Wasserman
lately started a
series of cartoon
windows each of
which has a bearing
upon the sale of
=w| store merchandise
and usually excites
a smile. They are painted by a theatrical
artist on beaver board and are about three by
six feet in size. These signs usually act as the
background of the window and on account of
the size and the colors entice hundreds of
passers-by to stop. Give your windows life—
change them regularly—see that they deliver a
message each time through a neat sign or
hanger, then you will have made a rcal start
towards paying windows.

Doubles Record Sales
by Consistent- Campaign

The J. R. Reed Music Co., of Austin, Tex., Has
Built Up a Paying Record Trade Through the
Several Simple Methods Described Here

AvustiN, TeX.,, December 5—The J. R. Reed
Music Co., of this city, which in addition to
lhandling general musical merchandise operates
a large and successful talking machine depart-
ment, has doubled its record business during the
past year. This very satisfactory achievement
was accomplished in several ways, according to
J. R. Reed, who heads the business. First, the
company makes it a point to tic up with the
record advertising of the manufacturcrs. Sec-
ond, indcpendent record advertising is utilized
to supplement the manufacturer’s publicity, and
in addition to that the company has a list of all
the persons to whom a machine has bcen sold
since it has bcen in business. These customers
are circularized regularly and have proved the
best prospects for new business. Some time ago
the company made a canvass of the entirc city,
and the owners of talking machines throughout
the territory arc now being circularized as a
result. Also, to one of the sales girls has been
given the task of calling on the telephonc some
of the best customers of the firm when records
are rcccived which it is thiought will intcrest
them.

This, bricfly, is the plan of rccord sales pro-
motion in cffect at the J. R. Rced Music Co,,
and the fact that rccord business has been
doubled in tlie last year indicates its worth.
The rccord department should be a rcal profit
producer, and where this is not the case the
dealer mmust analyze the situation, and if he
finds that he is losing out in this branch of
business due to lack of intclligent promotion,
the remedy rests with himself.



Decemger 15, 1924 THE TALKING MACHINE WORLD 17

Table - Talker

The horn of 'the Zable-
Jalker is matched to the
unit. Noscratchysounds/

Just clear, | mellow,
true tone~all the time.
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Sell lable<lalkers
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Anniversary Gift Records
Presented to Otto Heineman

Autographed Records Presented to President of
General Phonograph Corp. by Directors and
Members of the Executive Staff

Otto Heineman, president and founder of the
General Phonograph Corp., New York, which
on December 4 celebrated its tenth anniversary,
was re nt of a very unusual anniversary
gift by the directors, executive staff and depart-
ment heads of the company. The idea was con-
ceived and worked out by A. Thallmayer, man-
ager of the company’s foreign record depart-
ment and one of the veterans of the phonograph

| DECEMBER 1914

DECEMBER 1924

AToken of our friendship and affection

Label on Records Presented to Otto Heineman
industry, who supervised all the details of the
plan

On Thursday morning, December 4. Mr.
Heineman was greatly surprised to find in his
office several of the company’s directors, to-
gether with the complete executive personnel
and department heads. Jacob Schechter, one of
the directors of the company and well known in
the phonograph industry, acted as toastmaster
for the occasion and presented Mr. Heineman
with two double-faced records containing short
addresses by the Board of Directors and by the
executive staff. Each record carried a label
bearing the autographed signatures of the
makers of the record, together with a thumb-
nail photograph of Mr. Heineman. The records
were presented in a very handsome album suit-
ably inscribed and the musical arrangement of
the selection together with the design of the

\bels and the album were all prepared by Mr.
Thallmayer.

In the recording of these selections, Mr.
Schechter officiated as toastmaster, introducing
cach of the speakers who contributed to the
making of these twelve-inch records. Mr.
Schechter also prepared a brief history of AMMr.
Heineman’s achievements in the phonograph
industry during the past ten years and this in-
teresting resumé of Mr. Heineman’s activities
was printed on the inside cover of the album.

The records themselves not only emphasize the
affection and esteem in which Mr. Heineman is
held by every one of his associates, but consti-
tute a fitting tribute to the accomplishments of
one of the foremost figures in the phonograph
industry.

Frank Goodman in Charge
of Sonora Sales Department

Popular Executive Succeeds Frank J. Coupe—A
Well-deserved Promotion—Has Wide Knowl-
edge of Dealers’ Problems

The Sonora Phonograph Co., Inc.,, New York,
N. Y., announced this week that Frank V.
Goodman, assistant sales manager of the com-
pany for a number of years, had been placed in
charge of the sales department, to fill the va-
cancy created by the resignation of Frank J.
Coupe, who resigned from the Sonora organiza-
tion on December 1 to become vice-president
of the Dorrance-Sullivan Advertising Agency.
Mr. Goodman’s advancement comes as a fitting
reward for the years of excellent work he has
been doing with the Sonora forces.

Mr. Goodman is particularly well gnalified by
training and experience to attain outstanding
success in his new post. During his several
vears’ association with the Sonora Co. he has
worked directly with
the dealers and dis-
tributors, acquiring an
intimate knowledge of
the many problems
connected with the re-
tailers’and wholesalers’

activities. In addition,
his experience in the
executive offices fits

him admirably to han-
dle and solve these
problems adequately.

In the accompanying
illustration Mr. Good-
man 1s presented
photographically to the
Sonora jobbers and
dealers throughout
the country, the great
majority of whom he
numbers among his per-
sonal friends. In the i
foreground of the
photograph is shown the large and handsome
basket of chrysanthemums presented to Mr.
Goodman by the Sonora Distributors’ Associa-
tion as an expression of good-will.

New Recordings by Case

During the current month Thos. A. Edison,
Inc., announced the release of two new Hawai-
ian numbers by the distinguished operatic artist,
Anna Case.

H. T. Leeming Joins Emerson
Radio & Phonograph Corp.

Appointed Sales Manager of the Record Divi-
sion of This Organization—Tells of Policy
of Distribution to Retail Trade

H. T. Leeming, who for a decade was in-
terested in the manufacture of records and their
distribution, has again entered the record field
by joining the Emerson Radio & Phonograph
Corp., where he will be sales director of the
record division. Mr. Leeming was also ap-
pointed vice-president of the Emerson Co. and
assumed his new duties on December 1.

From 1917 to 1922 Mr. Leeming was vice-
president and general manager of the old Emer-
son Co., and much of the earlier success of the
Emerson record was due to his energetic sales
activities. He has a wide acquaintance in both
the retail and wholesale fields, particularly
among jobbers throughout the country.

The purchase by the Scranton Button Co. of
the manufacturing rights for Emerson records
and the appointiment of the Emerson Radio &
Phonograph Corp. as sole sales agents with the
renewal of the policy of having Emerson rec-
ords distributed through jobbing organizations
induced Mr. Leeming to re-enter this branch of
the talking machine business.

Frank Goodman Busy at His Desk

In a statement to the representative of The
World, Mr. Leeming said: “The large volume of
production of Emerson records which will be
assured under the new ownership and the wide-
spread appeal now possible in a popular priced
record, together with an arrangement which
places these goods in the retailers hands
through centrally-located jobbers throughout
the conntry makes, I believe, the future of
Emerson records a no small factor in the record
field.”

NEW PORTABLE ALBUM

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

National Record Albums
e Good Albums

Nationally known because they

give real satisfaction.

They require less selling effort.
Made to contain all makes of
disc records including Edison.

Write for our list of 1924

styles and prices

THESPERFECT PLAN
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~moye customers
~more sales

~more profits
With Columbia Fine Art Series

of Musical Masterworks
Imported Recordings

THERE is a growing demand on the part of the American
public for the symphony orchestra and the immortal
music of the famous master composers.

To meet this demand Columbia presents the Fine Art
Series of Musical Masterworks-—the greatest collection
of records ever offered. In this series are five complete
symphonies and three major works of chamber music.
Each composition 1s complete in an attractive album.

These records are better in tone and smoother in sur-
face than any you ever heard. The finest musicians of
Europe were assembled in the Columbia London labora-
tories to make these records. The conductors are world
famous for their musical ability. And the selections they
have made are the favorite symphonies of American
audiences.

To sell the Masterworks Album Sets is to sell the best.
And with these records, you can obtain many new cus-
tomers for your store. For the Fine Art Series appeals
to a class of trade who have not been record buyers in
the past.

You can increase profits with these records. For it is
now practically as easy to sell an album set of five records
as it was to sell a single record.

Write the nearest Columbia Branch or distributor for
information on the Fine Art Series of Musical Master-
works.

COLUMBIA PHONOGRAPH CO., 1819 Broadway, New York
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Five complete symphonies
three major works of

chamber music
in album sets

Here are the descriptions:

SYMPHONIES

Musical Masterworks
No.1 BEETHOVEN—

SEVENTH SYMPHONY

By Felix Weingartner and
London Symphony Orchest-a.

In nine parts—five double disc
records. Complete with per-
manent record album—§8.75.

Musical Masterworks
No.2 BEETHOVEN—

EIGHTH SYMPHONY

By Felix Weingartner and
London Symphony Orchestra.

In seven parts—four double
disc records. Complete with

permanent record album—
$7.00.

Musical Masterworks
No.3 DVORAK—

SYMPHONY “FROM THE

NEw WORLD”

By Halle Orchestra, Conducted
by Hamilton Harty.

In ten parts—five double disc
records. Complete with per-
manent record album—$8.75.

Musical Masterworks
No.4 MOZART—

SYMPHONY IN E FLAT,

No. 39

By Felix Weingartner and
London Symphony Orchestra.

In six parts—three double disc
records. Complete with per-
manent record album—$5.25.
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Musical Masterworks
No.5 TSCHAIKOWSKY—

SIXTH SYMPHONY
(Pathetique)

By Sir Henry J. Wood and
New Queen’s Hall Orchestra.

In eight parts—four double
disc records. Complete with
g;rmanent record album—

.00.

CHAMBER MUSIC
Musical Masterworks

No.6 BEETHOVEN—

QUARTET IN C SHARP

MINOR, OPUS 131

By Lener String Quartet, of
Budapest.

In ten parts—five double disc
records. Complete with per-
manent record album—$8.75.

Musical Masterworks

No.7 HAYDN—QUARTET
IN D MAJOR, OPUS 76,

No. 5

By Lener String Quartet, of
Budapest.

In six parts—three double disc
records. Complete with per-
manent record album—§5.25.

Musical Masterworks
No.8 MOZART—

QUARTET IN C MAJOR,

OPUS 465

By Lener String Quartet, of
Budapest.

In eight parts—four double
disc records. Complete with

permanent record album—
$7.00.

MISCELLANEQOUS RECORDS OF CHAMBER MUSIC AND OPERA

Write to the Columbia branch or distributor nearest you

W. W. KIMBALL CO.
Wabash Avenue and East Jackson Boulevard,
Chicago, Il

Buffalo, N.Y., 700 Main Street

Detroit, Mich., 439 East Fort Street
Minneapolis, Minn., 18 Nor.:h Third Street
Seattle, Wash., 911 Western Avenue
COLUMBIA WHOLESALERS, Inc.

205 West Camden Street, Baltimore, Md.
TAMPA HARDWARE CO.

Tampa, Fla.

COLUMBIA STORES CO.

1608 Glenarm Avenue, Denver, Colo.

221 S. W. Temple, Salt Lake City, Utah

Atlanta, Ga., 561 Whitehall Street

Boston, Mass., 1000 Washinglon Street
Chicago, Ill.,, 430-440 South Wabash Ave.
Cleveland, Ohio, 1812 East Thirtieth S:ireet
Dallas, Texas, 2000 North Lamar Street
Kansas City, Mo., 2006 Wyandotte Stree!
Los Angeles, Cal., 809 S. Los Angeles Street
New York City, 121 West Twentieth Sireet
Philadelphia, Pa., 40 North Sixth Street
Pittsburgh, Pa., 632 Duquesne Way

San Francisco, Cal., 345 Bryant Street

Columbia

PHONOGRAPHS AND NEW PROCESS RECORDS

COLUMBIA DISTRIBUTORS, Inc.

1327 Pine Street, St. Louis, Mo.

224 West Fourth Street, Cincinnati, Ohio
517 Canal Street, New Orleans, La.

COLUMBIA PHONOGRAPH CO., LIMITED
22 West Front Street, Toronto
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How Persistent Follow-Up Creates Sales

One Last Call Is Often the Turning Point Between Failure and
Success in Closing a Sale — Practical Examples of Persistence

Dropping a prospect from the list without
making a determined effort to make a sale is
simply throwing away a sales opportunity, ac-
cording to one of the most successful salesmen
in the Eastern talking machine retail trade. “I
follow up the prospect until there can be no
room for doubt that there is absolutely no
chance for making a sale,” said this salesman,
“and then I make a few more calls for luck.
Several times in the last year those last few
calls have brought results and my persistence
has increased my sales volume in a surprising
manner.

A Case in Point

“T closed a deal three weeks ago which was
the culmination of more than six months’ effort.
A lady had visited the store to look over several
models which we were featuring in some rather
extensive advertising at that time. She was
particularly pleased with a console and declared
that she would undoubtedly purchase that in-
strument, but first she desired to talk over the
matter with her mother with whom she was in
business. That was on Saturday and she stated
that she would let me know on Monday. She
didn’t do it, however, and so I took the initia-
tive by calling her on the telephone. Well, she
still wanted the instrument but she declared
that she was so rushed in business that she did
not have the time to come in and close the deal
She also objected to having one of our men
visit her place of business for the purpose of
completing the contract. I called her on the
telephone, either at her business or at home,
three times each week, finally making only
two calls. I did not make personal calls be-
cause I realized that this would antagonize the

prospect. This continued for six months and I
was just about giving up hope when the lady
dropped into the store and declared her inten-
tion of purchasing the instrument. Now, I do
not doubt that if I had not kept after this pros-
pect she would have become interested in an-
other machine through advertisements of other
dealers or she might have visited a neighbor-
hood store to make her purchase. Follow-up
did the trick.”
Persistence and Comparison Win

Another retailer relates an experience which
proves that sometimes all the talk in the world
makes the follow-up ineffective until just the

right note is struck or unless something is hit,

upon which will convince the prospect that the
machine he is trying to sell is the best one for
the purpose. Did you ever bump into a pros-
pect who was thoroughly sold on an instrument
other than the make you handled? That is
what this retailer had to face. The prospect,
when told that this concern did not handle the
make of talking machine she wanted, declared
that she had only visited the store because she
thought they carried them and she pointed out
that she was not interested in any other make
because her mother and sister-in-law both
owned the type of machine she had in mind,
both instruments being very satisfactory.
Although the salesman did his best, the prospect
walked out. If the salesman had given up hope
another sale would have been lost, but after the
lady had left the store he considered the matter
from every angle, finally hitting upon a plan
which he thought would result in a sale. He had
taken care to secure the name and address of
the prospect and he reached her home before

she did. Everything hinged on whether she
had already made her purchase. When she
reached her home she found the salesman wait-
ing for her and in answer to his inquiry she de-
clared that she had not selected the machine
she wanted.

“That’s fine,” said the salesman, “because I
want to put a proposition to you. I am firmly
convinced that if you purchase one of my ma-
chines you will have the best that money can
buy. So sure of it am I that I am willing to
go to the expense of arranging a demonstration
of one of my talking machines with one of a
similar type of the make you desired. After all,
the test of a machine is its reproducing qualities
and with a side-by-side demonstration you can
tell which is best from that standpoint.” The
prospect agreed to this proposal and the dem-
onstration was staged in the home of her
mother, the salesman bringing one of the stock
machines to the house for the purpose. The
result was that the prospect was finally con-
vinced that the salesman was right and she
purchased one of his machines.

Twofold Follow-up

Another live sales manager has what he calls
a twofold follow-up. This consists simply of
personal follow-up of prospects at regular in-
tervals and direct-mail follow up. The two
combined make a strong combination, one
which this manager has found particularly ef-
fective in creating business. Before this sys-
tem was adopted many sales were lost because
no methodical attempt was made to keep after
prospects, and often when a salesman did call
he was informed that an instrument had been
purchased from a competing house.
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It was made to
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How, When and to Whom to Grant Credit

Need of Credit Department in Retail Music Stores Emphasized
by N. E. Woodford, Credit Manager of the Yahrling-Rayner Co.

Despite the fact that the great majority of
talking machines are sold on an instalment
basis, which means that the question of credit
has become a distinctly important and, in fact,
vital factor in the business, there are many
dealers who regard the credit department as
merely incidental to the general business and
do not give it the attention which it deserves.

Emphasizing the value of a credit depart-
ment in the retail music store, N. E. Wood-
ford, credit manager of the Yahrling-Rayner
Piano Co., of Youngstown, O., which is also
a large dealer in talking machines, not only
outlines the functions of a credit manager, but
offers some interesting information regarding
what constitutes a good credit risk as follows:
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“Now, having considered the importance of
credit and the relation of the credit depart-
ment to the rest of the store, let us consider
some methods of credit granting which make
for the successful operation of a credit depart-
ment or, in other words, let us consider ‘credit
risks’ and how to sort the good from the bad.

Methods of Granting Credit

“I have with me some statistics relative to
customers as a class. What I mean by this
is how do farmers pay as compared with me-
chanics or professional men and so on. I have
selected the main classes from which we draw

our trade. They are:
Prompt Fair Slow X Per
Per Cent Per Cent Per Cent Cent
)T 18k 7% 000000 | 000 .. 68 20 B
Laborers ...eccoceecccces 584 21 16 3
Small Merchants ......... 58— 15 27
Clerical .....ovveeeneennn 56 16 24 4
Women \Workers (Not
nurses or teachers)..... 54 40 6
Teachers ......ccovvnvunee 2 26 19 3
DNULSES | o0 e oo o flsiotars o oo o Blb & 504 25 13 12
Railroad Men ........... 5 27 23
Professional ............. 49 12 30 9
YeIIeE o 0 oo so0c 000000000 0 45 35 10 10
Mechanies ....ccovvevennn 39 42 16 3
AVETAZE koo beo - Ba b o mE 52 25 19 4

“It appears from these figures that there is
no certain method by which we may choose
good customers except from the ledger experi-
ence of brother merchants. It appears that even
the best classes have enough of the poor credit
risks to eat up the profit of the good ones.

“There is another phase of credit co-operation
that I want to mention and that is in collections.
1 presume that your collection department is
in charge of your credit man. We in Youngs-
town would be lost without the help we get
from our membership in our local credit asso-
ciation in this work alone.

“For instance, John Smith moved; we report
at our next meeting requesting new address.
Oftentimes we get it on the spot, but in any
case we have fifty to seventy-five of the stores
watching for John Smith and maybe four or
five out on the hunt while the trail is hot. If
he is not found in short order, he must travel
fast [ike the Southern darky who went on the
bear hunt.

The Credit Man No Prophet

“The position of the credit man is one of trust
and responsibility, and in many respects his
responsibility is greater than that of the banker.
The banker is frequently in a position to obtain
collateral or real estate security. He has the
advantage of seeing the borrower’s checking
account and is also in a position to require a
written, definite, concrete obligation of the bor-
rower before -parting with value.

“On the other hand, a credit man who is safe-
guarding the property and investments of his
employer is often furnished with nothing but
the order of the buyer. Often the credit man
must approve or reject-such an order on very
short notice. He has but a limited time to
investigate the buyer’s standing and seldom has
the opportunity of analyzing a buyer's personal
characteristics from personal contact, an advan-
tage, for instance, which the banker often has.

“Notwithstanding these facts, it is not the
function of a credit man to be a prophet or
take a chance oun sonie buyer.

“The function of a credit man is to determine
a future probable event (that is, whether the
buyer can and will pay on the day agreed upon)
i1 a commercial transaction based upon present
known factors, an exact science,

“The great difficulty is the tendency to attempt
to determine this probable, future, commercial
cvent without having all the present known fac-
tors as a guide or by using as a gnide informa-
tion that has not been verified. This is fre-
quently tlie cause of unusual and unneccessary
losses that could have been avoided if the credit

man had sufficiently investigated the facts, or if
the credit man had so developed the other com-
ponent parts of the organization and taken ad-
vantage of the opportunities for obtaining
information afforded by a local credit organiza-
tion, to obtain these facts.

Checking Dishonesty

“lI am fully convinced that one of the most
effective ways of discouraging dishonesty is not
so much in prosecuting dishonest debtors as in
careful investigation of all applicants for credit
and the absolute refusal of credit to those whose
statements are found to be lacking in truth.

“It appears to me that there is a wide differ-
ence in opinion as to what constitutes a good
‘credit risk.” I believe that a lot of merchants
think that a substantial down payment is suff-
cient reason for granting credit. In some cases
vou may be able to pull the piano or phono-
graph in time to prevent a loss, but in the ma-
jority of cases you will fool along for sixty or
ninety days before you repossess, hoping that
you may be able to collect.

“In the majority of cases the instrument has
been so abused that you must discount the new
price for the full amount paid or even more.
Then, in addition to this, you must add the
expense of two sales and three deliveries, to the
first customer, the return to the store and to
the second customer.

“It is not always that the so-called property
owner is the best pay. The majority of people
who call themselves property owners have less
than "$1,000 in property. I do not need to tell
vou what that means, nothing more than evi-
dence that they are thrifty; it is not proof by a
long shot.

“Let us consider what actually does constitute
a good risk. A good risk is a person who
spends not more than he makes but less.

“The good credit risk is the man who keeps
a clean home, a clean family and clean credit.
A man with a clean credit is one who pays his
grocer for the food he and his family have
eaten, a man who pays for the shoes and other
clothing his family must have,

“Further, the good credit risk must be a
steady, conscientious worker, whether he be a
laborer or .a professional man. No man can
prosper and pay his bills by careless work in
any line.

“One of the first requisites a buyer must have
is character and honesty. It is often dangerous
to extend credit to one who has all the other
necessary requisites to enable him to pay; in
fact, credit men must always be on the alert
to prevent their employers from being de-
frauded by buyers who have the ability to pay,
but, lacking character and honesty, try to make
it profitable to tlhemselves by avoiding wher-
ever possible the payment of their just debts.

“The general reputation of the parties to a
transaction is also an important element of
credit. If the seeker of credit has a poor repu-
tation for paying his bills or has the reputation
of dissipating or neglecting his business or has
the reputation of a generally low moral stand-
ard, the credit man should carefully investigate
his standing in this respect.

“Sometimes such a reputation is unjust and
has been circulated by encmies or misunder-
standing. In that sense reputation is different
from character, for a man may have a poor rep-
utation temporarily but fundamentally a good
character. On the other hand, clever seekers of
credit liave practically no character but often
temporarily have a good reputation.

“The credit man must not only get all the
available, reliable information that he can con-
cerning the customer, but should rearrange
terms and conditions so as to make the sale
one acceptable and profitable to the company.”
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The Rulmg Factor in Business Progress

Quality and Development of Salesmanship Is One of the Deter-
in Fabric of Distribution, Says W. Braid White

mining Factors

To say that this is the industrial age is to
mouth the merest truism; but to understand just
what is meant by the words is another thing.
For they mean so very much; they mean, in
fact, everything. They mean the whole secret
of the trend of things to-day, the whole expla-
nation of what the world is and what it is likely
to become. They mean the whole difference
between the world of the last generation and
the world of this generation. Taken together,
they are only three, those words, “the industrial
age,” but they are the three most important
words that the English language can furnish.

Bigger than armies and navies, more impor-

tant than legislation, than government, than

Which would you yourself prefer?

VOLUME and clarity being
equal to, if not greater and
finer—tone being much superior—
appearance being admittedly better
—resale prices being no higher— |
and margins of profit to you being
at least as great—which would you
yourself prefer—which would you
yourself choose—

Thor Speaker Lamp

{Patents Pending]

answering a two-fold purpose
or an awkward, ungainly horn?

Thor Speaker Lamp is the original
combination Loud Speaker and elec-
tric lamp. All others are imitations.
Concealed within a graceful, finely-
proportioned base of stippled, bronze
gold polychrome is a special speaker
unit made by the famous Dicto-
graph Products Corporation, which
amplifies and reproduces perfectly,
bringing out every tone of voice and
instrument. It is non-directional,
making it unnecessary to sit directly
before a horn to hear distinctly.

Consider—

Thor Speaker Lamp as a merchan-
dising policy of selling only the best
products — consider the extensive
advertising in national radio mag-
azines —consider that it sells for $35
(Table Model with parchment or
any color silk shade)—and you have
manifold reasons for doing-- as Pa-
cific Coast music stores have done

-stocking it in anticipation of
Christmas business.

Dealer and jobber franchises in cer-
tain terrvitories are still open.
Correspondence invited.

THOR Radio Division

of the GOLDEN GATE
BRASS MANUFACTURING CO.

1239-1243 SUTTER STREET

SAN FRANCISCO ‘
(122)

diplomacy, than art, than literature, than
philosophy or than religion is Business. For
if business were to stop the world would stop,
civilization would come to an end, the grass
would grow in our streets and the earth would
relapse into another pastoral age. Business has
to go on because to-day business is civilization,
is society, in the only practical meaning of
those words.

The industrial machine has become so
mensely big, so astonishingly and incredibly
complex, the parts of it are so huge and so
cleverly interrelated that the stoppage of any
part of them is the 'stoppage of the whole part
sooner or later. Industry in its modern phase
no longer needs strive to find ways of producing
enough to satisfy .the wants of a consuming
public; rather must Business strive constantly
to find consumers to absorb the product of
Industry. The most important, the vastest, the
niost complex of all problems is the problem of
finding enough consumers to take up the prod-
uct of factory, shop and mill.

Salesmanship Rules World

That does not mean that the actual productive
capacity of the country is in fact too great, for
if everybody knew exactly what he or she
wanted and was sufficiently intelligent to buy
what civilized life requires for the equipment
of a civilized person, factory production would
pretty well match public consumption. Busi-
ness, however, since it must have its profit, and
since nothing better than it has been discovered
for furnishing a link between production and
consumption, has here to step in and to regulate
production. In part it does this because it
needs a profit on its transaction if it is to live.
In part it does it because a vast deal of its
activity and its genius must be expended in pro-
viding consumers., The phonograph would
never have come to what it has achieved if its
consumption had not been stimulated by adver-
tising and by salesmanship.

That is why there is, in fact, nothing in the
world to-day so important as salesmanship.

This is a big statement and one perhaps
which is more easily made than realized.

Here We Are, Anyhow

Yet it is strictly true. Whatever one may
think about the desirability of a society organ.
ized wholly upon business, with its entire pros-
perity, even its very life, bound up with the
mechanism of consumption, with each citizen
more important as an actual or potential con-
sumer of goods than as a creative mind, a
seeker after truth, a patriot or a saint, the fact
does remain that ‘into this position we have
maneuvered ourselves; so that in fact the pro-
duction and the distribution of goods become
the most important work of our modern organ-
ized socicty. The salesman then emerges as
the most influential single factor in the whole
organization of modern life. How strange,
then, how unfortunate, how deplorable, that
salesmanship should still be regarded as a dog-
fight, as a game of wits in which nothing mat-
ters except winning, in which the conditions of
the game, its fairness, its position in the scalé
of actual service to the community are
accounted of less value than the immediate
material result. True enough is it that selling
must sell; but equally true is it that the poten-
tial consuming power of western civilization is
not only not exhausted but hardly as yet seri-
ously tapped. It is a question of selection and
of orgauization, not of the exhaustion, either
now, or at any assignable date in the future, of
public consuming power.

Consumption Never Stops

For there is never an end to the wants of

simply because there is uever

im-

civilized man,

an assignable terminus to the process of civiliz-
ing man. No one can imagine a world to-day
without the automobile; yet no one needed an
automobile twenty-five years ago. No one can
imagine to-day a world without luxurious
clothes and a host of domestic labor-saving de-
vices; yet twenty-five years ago few women
wore silk stockings save in evening dress, and
electric equipment for the home, save in respect
of lighting, was virtually unknown. The clever-
est man in the music business of a generation
ago would never have dreamed of the repro-
ducing piano or of the latest wonderful achieve-
ments in phonographic recording and reproduc-
tion. He might have thought of them as possi-
bilities of the future; but it would probably have
been a remote future. That the people would
absorb these things as soon as they came on the
market and through them develop inside of a
year or two a whole budget of new needs, all
costing money, would never have seemed even
worth while dreaming of. Yet it is so.

Radio is the latest and most rapid of all
mechanical developments and it will probablx
give rise to a whole new series of correlated
wants, each being taken up as it comes along
and absorbed by the people without the least
difficulty. Yet, salesmanship fails in its obvious
duty to society when it lends itself to unworthy
objects; and the next step in the development
of business must be the step of creating greater
responsibility in the practice and profession of
selling.

Profession or Chaos

Salesmanship has to become a profession;
which means that it has to be recognized as a
calling equally responsible and equally impor-
tant with law, medicine and teaching., If it is
allowed to continue as a sort of free-for-all,
with no responsibility behind it and everything
forgiven if the figures look right, then salesman-
ship will produce a chaos which will only be
resolved by some drastic overturn such as the
radicals in all countries are dreaming of
even now.

That is why it is so important that every
man who either is or hopes to be a salesman
should realize what his work really means in
the society in which we live. In our music
business, and especially in the talking machine
business, it is the salesman who, in every sense
of the word, carries the burden on his shoulders.
Every talking machine and every record made
from now on will have to be sold; and that means
that it will be up to the salesman to create in
the minds of the people of this country the true
picture of what the talking machine is and does.
Hitherto most of this has been taken for
granted; but in face of the modern competition
in all its forms, high class demonstration and
studied salesmanship of the most refined sort
will have the call.

It is the same everywhere, in every type of
business or industry. Higher and higher mani-
festations of salesmanship are called for, and
business, more and more, is headed towards
the professional goal. Business must some day
be a profession, with all the sense of responsi-
bility and the passion for rightness which the
word profession connotes; and salesmanship is
the lever of business, and upon its devclopnient
rests in a considerable measure business prog-
ress.

COTTON FLOCKS

.FOR..
Record Manufacturing

THE PECKHAM MFG. C0., B\ saah Stres!
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Why Advertise a Registering Piano
in a Phonograph Journal?

For just this reason: we are able to present a product with an
active, profitable market, merchandised on much the same lines
as are talking machines.

Your merchandise, generally speaking, is nationally adver-
tised. So is the Gulbransen.

Your merchandise, generally speaking, is nationally priced.
So is the Gulbransen.

Your merchandise,generally speaking,is at a point where the
service expense is so small as to be practically negligible. The
same is true of the Gulbransen.

Your merchandise opens a way to continued profit from the
original transaction through the sale of records. So does the
Gulbransen. |

Your manufacturers, generally speaking, concentrate on few
styles, requiring minimum investment in stock of machines, by
the dealer. So do we, making four models only.

In the phonograph field are some of the
world’s greatest “human interest” trade

| M - O —T— I - O y N marks. The Gulbransen also has such a

) , trade mark — the famous Baby that means
in your window “Easy-to-Play".

Here is the type of These are a few reasons why the Gulbran-
up - to - date moving sen “fits in” with the average retail talking
| window display de- machine business, and why it is now
vice that phonograph - handled in so many stores of this type.

merchants are accus-
tomed to. A
moving Baby.
The Gulbran-
sen trade-mark
in action.

ing machines exclusively have changed
their policy on account of the Gulbransen
| opportunity.

Youmay find that thereare many points
of similarity in your own case—enabling
you to sell Gulbransens at a very slight
T ey e 1 increase in overhead.

GULBRANSEN COMPANY ;
3236 W. Chicago Avenue, Chicago Why not ind out? We'll gladly send
the full details to any dealer in commun-
ities where representation is available.
Just fill in the handy coupon.

GULBRANSEN COMPANY

R, = s e el ] 3236 W. Chicago Ave., Chicago

Many merchants heretofore handling talk- I

Gentlemen—Tell us how the Gulbransen *‘fits in” with a
talking machine business.

Address

|
|
|
|
|  Name
I
|
|
I

{Provsunced Gal-BRAN-gen)

(GULBRANSEN

The Registering Piano

_ _ 1
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Babies Bring 28,000 Prospects to Baker’s

Importance of a Live Prospect List in Developing Radio Busi-
ness—How Baby Contest Did the Trick for Baker’s Music House

Has the talking machine retailer handling
radio in a small town as great an opportunity
as the dealer in a large city? The small town
dealer often feels that he is handicapped be-
cause the field from which he draws trade, in
point of population, is restricted, losing sight of
the many advantages which are his. The dealer
in the small community who confines his busi-
ness to his imimediate neighborhood certainly
can never expect to do a great volume of busi-
ness. But the merchant who makes a serious
and sustained effort to expand his operations to
include the hamlets and rural districts sur-
rounding the community in which his store is
located is in an enviable position indecd.

A retailer of the latter tvpe is G. H. Baker's
Music House, of Ossining, N. Y., a small city
which has the disadvantage of being so near to
New York City that many of the residents in
that and the surrounding towns motor in to do
their shopping in the metropolis. In spite of
this serious obstacle this concerw does a tremen-
dous business in radio, more than three hundred
sets having been sold within a period of ten
months. This is an average sale considerably
in excess of one set a day, quite an achievement
when one considers that this dealer is faced
with competition of the stiffest kind.

Securing the Elusive Prospect

G. H. Baker's Music House, which was estab-
lished by G. H. Baker about twenty-five years
ago, is now operated by Tohn Wistoft, his son-
in-law, who has added to the prestige of the
business by his progressive methods. During
the Summer just past, when radio business was
rather slow, Mr. Wistoft put in effect a simple
plan to promote interest in it which far ex-
ceeded his wildest dreams and which points the
way to dealers who hesitate to do the unusual
in sales promotion. His idea was really to
interest parents in radio through babies! In
short, he decided to stage a voting contest to
determine the most popular baby in that section
of the State. Accordingly, he had six thousand
ballots printed, which were distributed from the
store, through the mails, etc. He believed that

this number would be more than sufficient, but
the idea caught like wildfire and spread through-
out Ossining and the surrounding towns and
cities for miles. The votes started coming in in
an avalanche and the demands were so insistent
for more ballots that he found it necessary to
keep all the printers in the town busy for a few
days. When the contest ended tabulation
showed that 28,000 votes had been turned in.

Competition in the radio retail business
is growing so keen that dealers are com-
pelled to make a real effort to sell in
order to do a satisfactory business. The
G. H. Baker Music House, of Ossining,
N. Y., realized this and it also realized that
the one road to more sales lay in securing
more prospects. Therefore, a baby pop-
ularity contest was held, and the result was
28,000 votes. Some .list! Try it!

Think of it—28,000 names from which to select
a live prospect list and from whom to solicit
business! The total population of the city,
including every man, woman and child, is little
more than that number.
They Know Baker Handles Radio

Every one of these people was impressed
with the fact that G. H. Baker’s Music House
handles radio. Of course, the contest was widely
advertised in the local newspapers of Ossining
and the surrounding towns, and to the parents
of the most popular baby was presented a radio
set. The voters’ names and addresses appeared
on the ballots, which were placed in a barrel
provided for that purpose. While many of the
names proved useless as prospects and lack of
time and facilities made impossible tabulation
of all the prospects obtained in this manner, the
contest was an undoubted success in that the
intense interest generated during the Summer,
an especially slack radio season, was confined
to Baker’s Music House and the lines of radio
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handled by it. The result was a general imme-
diate sales boom, the indirect effects of which
are still being felt and which undoubtedly will
influence many persons interested in radio to
select from the extensive stock handled by this
live retailer.

Does Small Town Advertising Pay?

The foregoing is only one illustration of many
which show how dealers in small communities
are making the most of their opportunities and
are doing large business. Another method
of creating business which retailers in the small
towns are prone to neglect is publicity. If there
is one place where people read the newspapers
from the first to the last page it is in the small
city or isolated community. Consequently, the
advertising receives serious consideration. G. H.
Baker's Music House has found this to be so
not only of newspaper advertising but also of
any other publicity matter sent out through the
mails. People in these communities are not so
rushed as those in the large cities and they are
pretty certain to read anything that is delivered
by the postman. Recognizing this truth, this
dealer at irregular intervals sends out to his
customers and prospects especially prepared
literature dealing with the lines handled. In-
variably the results inake the expenditure and
cffort very much worth while. The firm’s adver-
tising appears regularly in the local newspapers,
and that these ads are effective is proved by
the fact that when anything special is offered
through the columns of the newspaper the
demand immediately starts to climb.

The Farmer as a Radio Prospect

The small town dealer should go further than
the confines of his community for business.
Also, he should not stop merely by including
the surrounding cities and towns. The territory
between, the farming districts, is a rich field for
radio business. The farmer can and should be
sold on the need for a good radio set, and from
the rapidly incrcasing number of radio sets
owned by rural dwellers it seems that the
farmer is already sold on the need for radio. It
resolves itself down to whether the set is pur-
chased from a mail order house, sotnetimes
hundreds of miles distant, or from the local
dealer. It is safe to state that a large propor-
tion of the radio sets owned by farmers have
been purchased from the mail order houses.
Where this condition exists the dealer is not
receiving the volume of business which his ter-
ritory justifies. If the dealer deliberately sets
out to capture this business he can do so and
the mail order houses do not stand a chance.
The dealer has everything in his favor. He is
right on the spot, while the mail order housc
is represented by a catalog. He can emphasize
that when the set is purchased from him the
customer is certain to secure the service to
which he is entitled, including installation if it is
dcsired. He is also sure to get a set which is
recognized as a standard and worth-while prod-
uct made by a reputable concern. But why go
on? The point is obvious, but the fact cannot
be emnphasized too strongly that the sales vol-
ume reached by the small town dealer depends
upon himself and, instead of being in a restricted
territory, he is in a field which for broadness and
excellent sales possibilitics ranks as the best.

Selling by Canvassing Route

H. B. Hunter, Columbia dealer of Madison,
Conn., is using thc housc-to-house canvassing
method of reaching prospects for phonographs
and records. Mr. Hunter is onc of the oldest
established Columbia dealers in this scction,
having started somc thirteen years ago.
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Thanks, Myr. Mauzy!

for the Compliment

TR oY Ty p———C DeelL {1Stalledy,
Won every Audak. Manager Muzy says the Audak
is a positive wizard in selling popular records and
speeds up service immensely.

From
The Western
Music Trades

Tournal
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Mr. Mauzy Is Manager of the Music Department, The Emporium,
San Francisco.

Thousands of Other Merchants Share the Same Opinion
The AUDAK SYSTEM has placed the record sales of

thousands of progressive dealers on a more profitable
and business-like basis.

It Will Do the Same for You

Now 1s the time to improve your record
sales facilities and realize a better profit.
Install

THE AUDAK SYSTEM

The modern method of dem-
onstrating and selling records

Without the Use of Booths’

TAKE YOUR TIME!

Those who prefer time payments need no longer
be without Audak equipment. Our Deferred

Payment Plan makes possible the payment for s T T T
AUDAKS with the profits from Record Sales o A ol T

and the greatly decreased selling cost.

Some Highly Desirable Territory Still Available to High-Grade Men Calling on the Music Trade

Write for detailed information. Representatives in Principal Cities.

AUDAK CO., 565 Fifth Ave. New York, N. Y.

In Canada, Manufactured and Distributed by McLLAGAN Phonograph Corp., Ltd., Stratford, Ont.
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EBuﬂt Widener’s Business

Primeiples That

L. A. Dexter Describes the Type of Salesmen He Has Found Most
Successful and the Collection and Advertising Methods He Uses

[In the following article L. A. Dexter, manager of the
Newark (N. J.) branch of \Widener’s, Inc., gives some in-
teresting and constructive facts regarding the development
of his business to the large proportions it enjoys to-day.
His many years experience in the retail field makes his
statements authoritative and they should be of practical
‘d‘l..- to —nhn:‘n‘—r

The most successful store, and this applies
with special force to the talking machine busi-
ness, is that which employs salesmen with real
personality and sales ability. The individual
salesman of this type can build up a large per-
sonal following among the store's clients. This
has been an important factor in the success of
our phonograph business, especially noticeable
during the last year when so many dealers were
complaining about lack of business. Time and
again have I seen customers and prospects insist
that they be waited upon by a certain salesman
in whom they had confidence, or to whom they
had been recommended by other customers of
our establishment.

The Salesman Linguist

In every city there is a fertile field for sales
among people of foreign extraction and the
salesmen best suited to secure business from
among these prospective customers are the ones
who have an understanding of one or more for-
eign languages. \We have two men who speak
about ten different languages between them.
Fach of these men has a large following
among the foreign-born, who like to hear the
mother tongue spoken, and this following is
steadily growing larger through the personality
of each man, who studies his patrons and han-
dles them in the way they understand and like.
To my mind this is very important in handling
this class of trade.

There is plenty of phonograph business to be
had but the dealer must make an effort to get it.
Our phonograph sales have been considerably
larger this year than last because we are con-
tinually trying to close sales and following up
prospects. The trouble with many retailers
seems to be that they have unbalanced organiza-
tions in that they devote the bulk of their atten-
tion on other products, such as radio. We
handle radio and thoroughly believe that the
music store is the proper place from which to
merchandise it. ‘During the last year since we
have been selling radio our sales have averaged
80 per cent phonographs and 20 per cent radioy
People still are buying phonographs, but how
much of this business the individual dealer gets
depends largely upon himself and his methods
of going after it.

Personal Letters Get the Money

Like most dealers by far the bulk of our busi-
ness is through instalment sales. Naturally,
too, occasionally we experience trouble in secur-
ing the money when due. Experience has
taught us, however, that the personal collection
letter written in an original way gets the best
results in exceptionally hard cases where the
usual collection forms have failed. I recall at
the present moment two very concrete ex-
amples. In one case a young married woman
had neglected to make a payinent for some time
and repeated notices clicited no response.
Finally our credit man called the mother’s at-
tention to her daughter’s irresponsibility by a
diplomatically worded letter. The mother im-
mediately made the payment for her daughter
and advised that she.would see to it that in the

matter to

on time.

delivery. It Is another—and vastly
produce

large-quantity output.

They have found
quality nre ns exacting ns thcir own.
have found that thelr own production schedules
are never Interfered with by
to deliver die-eastings in the quantlty needed,

DOTHLER DIE
BROOKLYN. N.Y.
POTTSTOWN. PA

DOEHLER

The Werld's Largast P:mdm

DIE-C

It 1s an easy matter to promise qunllty and

harder—

and malntain them, In

That Doehiler quality and delivery are facts,
and not mere elaims, Is n matter of experlence
with hundreds of dic-casting users.

that Doehler standards of
They

Docliler's fallure

TOLEDO. OHIO.
BATAVIA. N.Y.

future the payments would be made regularly
They did.

In the second instance a young man, who was
in business for himself, paid absolutely no atten-
tion to our form letters asking him to pay some-

L. A. Dexter
thing on his balance of $68 until the following
personal letter was sent:

Dear Mr. Blank—

What would you do if one of your customers owed you
$08 for the past four months and had broken his promises
of making payments and did not even have the courtesy to
answer the notices you sent him?

We should be pleased to get vour advice in a case
like this. Yours very truly,

We received no answer to this Ietter but we
did get the money by return mail. These arc
just two of many similar instances-which prove
to us the importance of the psychological per-
sonal collection letter.

Window and Other Publicity

One of the greatest forces in successful retail
business is publicity and this is so whether it
be newspaper, direct mail, window or any of
the other forms of advertising. Consistent
newspaper advertising is getting results for us
as it will for other dealers who plan their cam-
paigns carefully, and make use of all the means
at their command. \Window displays, properly
arranged, are business producers that should
not be overlooked. The public will not know
what you have for sale unless you tell them
and show them at every opportunity.

Greeting from Burt Reynolds

Burt Reynolds, manager of the house of Jake
Graham, old-time Edison dealer in Liverpool,
Eng., and one of the oldest subscribers of The
Talking Machine World, in a recent communi-
cation says: “Your paper is still as great as
ever. Have started in the radio field. Business
in England is good all round. Kindest regards
to the staff.”

Patents Fibre Diaphragms

A patent was recently grantcd to John M.
Taylor, Bridgeport, Pa., to make diaphragms
of a combination of iron filings and celeron,
which is a fibre and bakelite compound. The
new diaphragm is more delicate than metal, it
is claimed, in that it more nearly approximates
the human vocal cords, and it has the quality
of improving with age.
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“The Cheney is an artistic tri- =
umph. Never beforehavel heard
aninstrument which so perfectly
reproduces theartist’svoice—and
the very timbre of the orchestra.

‘1 regard The Cheney as a
great musical educator, for its
trueinterpretation of the world’s
masterpieces will bring into the
home a moreintimate knowledge
of music and the personalities of
great artists.”’

(Signed) @ ; 262/.2 ~f

Dramatic Soprano,
Chicago Civic

&
B S g

The model illustrated is
The SHERATON

$475

The ABBOTSFORD
$300

As surely as the glorious music of master
artists never loses its beauty, so The Cheney
as a Christmas Gift never grows old.

A book you may read and cast aside—a
game you will play and wearily discard.
But music—the perfect art of the world’s
greatest musicians, as conveyed to you in
your home through The Cheney, is a never-
ending source of pleasure and inspiration.

For this “master” instrument transmits
perfectly the delicate touches and fine shad-
ings of tone which mark the superlative
work of a master. It reveals in all records
beauty you never heard before.

& % O, o, O % &

- % = "

Jhe CHENEY

THE MASTER PHONOGRAPH

There is no other phonograph like The
Cheney. There can be no other. For The
Cheney is built on a principle totally difter-
ent from that of the megaphone ordinarily
used. Taking from the record every tone
and overtone, it restores the full beauty
often unavoidably dimmed in recording,
Needle scratch is practically eliminated.

Hear The Cheney and you will set a new
standard for tone reproduction. See it, and
you will find among its many beautiful
models the finish and design that will most
perfectly grace your home.

CHENEY TALKING MACHINE COMPANY, Chicago, Ill.

The Christmas Gift that néber grows old

T he BUCKINGHAM
$315

The Cheney costs no more than an ordinary phonograph—$100 upwards

M{gﬁﬁg&w

U S REPRODUCING
5 -

These prices effective
~  east of the Rockfes

T HE MOST

Foremost stores nearly everywhere sell
The Cheney. If you do not know who
handlesitin your community, write us.
Ask for our illustrated catalog explain=
ing The Cheney in detail,

INSTRUMENT M A DE

PERFECT M
A

DeaLers: In a few places, The Cheney
franchise is open and offers a s(rlen id
opportunity. Write to us for detailed
information.
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Best Location for the Radio Department

Situation of the Department Has an Important Influence on

Sales—Fred R.

There has bcen considerable discussion among
talking machine dealers in reference to the best

cation in the store for the radio department.

n the strength of the interest shown by the
public generally in radio at this time, some deal-
ers have placed the radio department in the
front of the storc where they believe people
can be served more quickly. Also these dealers
believe that they can capitalize in a larger way
and close more sales by locating near the front
door, believing that more people will be at-
tracted insidc the store if they know the radio
department is so conveniently located. It is a
proved fact that the record department of the
talking machine store has been given a material
inipetus by placing it near the front door and
1Iso the sheet music department has prospered
there—but this is so for the fact that these
articles represent quick turnover sales made on
an entirely different appeal, namely, that they
are timely sales of new numbers which come
out each week or at regular stated periods dur-
ing the year.

But this does not apply to the talking machine
models, as they are always placed in a quiet
spot in the store, away from the noise of the
street where they can be displayed and dem-
onstrated in an atmosphere where the “home
appeal” will be greatest. All machines sold are
demonstrated one or more times and several
models usually are shown before the sale is
finally consummated. Consequently, it is im-
portant that this demonstration be made under
ideal conditions, as any discordant tone or noise
might result in making a bad impression on the
customer that would lose the sale entirely or
delay it to the extent of requiring a salesman’s
call at the house which would, as every dealer
knows, add considerably to the cost of selling.

How a Dealer Solved the Problem

The following experience of a large Southern
decaler, who has experimented with the matter
of location and who has proved to his own sat-
isfaction the success of his present plan of ar-
rangement, will be of interest to those dealers
who are undecided where to locate the radio
department. His first attempt was to locate the

Parsons Tells of the

radio department near the front door, where he
installed an attractive showcase and counter,
also a small booth nicely furnished, where pur-
chasers could inspect the various radio models
with some comfort. He soon found that the
confusion of people passing through the door
and the noise of the street, also the continual
noise caused by selling radio equipment, such
as loud speakers, ear phones, batteries, etc., de-
tracted the customers’ attention and, in the end,
made the giving of a demonstration practically
impossible; and, according to him, the result
was that many sales were lost. His next move,
made after earnest consideration, was to the
rear of his store, where he has equipped a well-
appointed department with two private rooms
in which are displayed in an attractive manner
all his radio models. A generous counter and
showcase are placed some distance away from
this booth, near the front of the store where
purchasers of equipment can come in and not
disturb the private hearing room. His record
department, as well as the music room and sheet
music department, have been brought back to
the front of the store, where they can be seen
by every customer. This arrangement, according
to the dealer, has accomplished two things
which have benefited his business materially and
have increased sales generally.
Record Department Profits by Move

In the first place all persons coming into the
store are first attracted by the record and sheet
music department where they loiter long
enough to see the copy of the latest numbers
which they have heard over the radio or in some
local theatre or otherwise. Here is where the
manager of these respective departments can,
by constantly keeping in touch with the latest
developments in musie, display new numbers in
his department with appropriate signs and
secure many additional sales. The plan has
been worked by this dealer to the point where
he makes it a practice to change his display
each morning, featuring one or two new num-
bers which were broadcast the night previous.
A sign which reads: “Broadeast Last Night—
Ask to Hear It.” and which, by the way, serves

Audiphone,

A Better Buy and A Better Seller

Elbow stylus bar, mica diaphragm, and soundbox designed
upon universally accepted phonograph principles of reproduc-
tion, these and the ‘‘three-way control, balanced armature” are
the best reasons in the world for your handling the O’Neil
A definite advance beyond ordinary head-phone
types of loud speakers.
necessity of a loud speaker that can take a real load without
any distortion—all a multiple tube outfit can pour into it—and
froduce an accurate duplicate of the original music or speech.
f you lead the way, your customers are right with you and
yours is the profit thereof.
for a ‘real loud speaker,” you'll lose their patronage to the
competitor who was quicker to see the possibilities of the
O’Neil Audiphone.

LOUDSPEAKE

APACE WITH RADIO PROGRESS

Radio fans are waking up to the

If you wait for them to nag you

Not a Concealed Ear-phone
No Battery Required

The 3-Way Control

Balanced Armature
Patcnted Feature)

(An Exclusive

\x_ This  ““three-way control  balanced
\ armature’ s the Dblg difference be-
tween all ‘loyd speakers” and the
LIST )'NE1l, AUDIPHONE. There can be
1 I'last or Chatur Dhecause tho mica
PRICE Audiphone can  be
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Write for the "Audiphone Deal’* NOW!

O’NEIL MFG. CO.

4736 Hudson Boulevard, West New York, N. J.
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Experiments of Dealers

the purpose for all displays, is placed on the
counter. These new numbers are not neces-
sarily popular songs or dance numbers, but
broadcasting stations generally are now send-
ing out nightly programs, consisting of standard
and classical musie, in conjunction with their
popular programs. Consequently, those dealers
who have been complaining about the slack de-
mand for the better class of music will be inter-
ested to note that an effort, such as this dealer
has made, will move from the shelves many
numbers that have been dormant for some time
past. Secondly, this new plan of arrangement
has stimulated an interest in the minds of many
visitors to the store who do not own a talking
machine and who have never given the pur-
chase of one serious consideration. The sales-
man can easily get the visitor’s name and ad-
dress, and although the sale of a talking ma-
chine may not be made immediately, he consti-
tutes an excellent prospect. The radio department
having been moved to the rear of the store,
a floorman is stationed at the door to greet
visitors as they come in and they are escorted
through the several departments of the store
and are shown, in a diplomatic way, the vari-
ous types of talking machines displayed; also a
new record or music roll is mentioned while be-
ing shown to the particular department which,
in this case, would be the radio department.
Also each salesman is instructed by the owner
of the store to make some mention of a particu-
lar article to every customer other than the
one for which he comes in. In this way many
sales of talking machine records, sheet music
and rolls have been made that otherwise would
have been lost.
Quietness Essential

Consequently, it seems without question that
the best location from every viewpoint for the
radio department is away from the front door,
in a quiet part of the store where radio sets
can be demonstrated quietly and with some
comfort to the customer. The radio dem-
onstration must be made with the same refine-
ment as that of a talking machine and dealers
will do well to keep this in mind and feature
their radio sets in the same manner obtaining
in the talking machine department. But, at
the same time, they must keep in mind that
they can capitalize on the immense popularity
of radio to foster general music sales and the
location of the radio department can be de-
termined best on this basis, to the end that
all phases of the dealer’s business will benefit
thereby. ’

J. L. Hudson Co. Publicity
Reaches High School Pupils

Derrorr, Micu., December 8—The J. L. Hud-
son Co. Victor dealer, is using a rather novel
advertising campaign to increase rccord sales.
In checking up the purchasers of records, it was
found that in those families where there were
children of high school age these children were
responsible for the majority of records pur-
chased. To incrcase this class of customers, the
company contracted for space in all the high
school publications in the city, featuring popu-
lar releases. All the copy is written in “col-
legiate” languagc. From the school magazine
publisliers the company sccurcd the names and
addresses of the seniors and juniors of the high
scliools and these are circularized immediately
following the appcarance of cach advertise-
ment. The campaign has already proved the
cffectiveness of advertising of this character,
considerable purchases being directly traceable
to thc drive. :
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ONCE again, a

year nears 1ts
close-—and once
again the fact 1s
proved that Qual-
ity and Value are
handmaidens to
Success.
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flexo year, and to
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And Now—
Hail 1925
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Hale 1925
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How the Gardner-White Co.
Makes Its Windows Pay

Successful Detroit Firm Finds It Worth While
to Pay Careful Attention to Its Windows—
Record Department Location Hint
Dertrotr, MicH.,, December 6.—The Gardner-

White Co., one of the leading concerns in this
city, which operates a very successful talking
machine department, has developed the sales
possibilities of its windows to a high degree by
paying attention to apparently trifling details
to make the completed display an effective link
in its sales promotion plan.

In displaying phonographs the firm always
tries to place one of each model in the window,
elevating the back rows so that all of the
instruments can plainly be seen by all pedes-
trians, according to O. H. MaclLean, manager.
Alongside of each instrument is placed printed
matter showing and explaining the merits of the
machine. Usually the floor is carpeted with
records, both classical and popular, so that the
names can be read without difficulty. No prices
are quoted in the window, but circulars are dis-
tributed throughout the city which give all de-
tails. This method has proved effective in
bringing people into the store and in creating
sales.

Another interesting feature of this establish-
ment in connection with its record department is
that it is located in the rear of the store. This
compels record customers to walk through the
entire department before they reach the record
service counter, giving them an opportunity to
observe the other merchandise carried.

Second Radio.and Phonograph
Festival at Wanamaker’s

Large Crowds Visit New York Store to View
Interesting Radio and Phonograph

The Second Radio and Phonograph Festival
of the John Wananiaker New York store was
held the latter part of last month. The event,
which lasted a week, was featured by daily con-
certs in the Wanamaker auditorium, at which
stars of the broadcasting and phonograph world
appeared. The entire warerooms were given
over to attractive displays of radio receiving sets
and the latest models of talking machines.
Among the radio sets exhibited were the entire
Radiola line, including the super-heterodyne;
the Stromberg-Carlson neutrodyne, the Ware
neutrodyne, the Sleeper Monotrol, the Dynergy
receiver and the De Forest sets.

Especially interesting was a display showing
the upward trend in phonographs, exhibiting the
instruments popular in 1898, 1906 and the pres-
ent-day art models. The Victrola, with space for
the insertion of a radio panel, was also fea-
tured. Near the entrance to the talking machine
display rooms a miniature automobile was
placed, with a sign attached reading “You 'Auto’
Have Music in Your Home.” This display was
made entirely of Victor products, two table
models of Victrolas forming the body of the
car, Victor records the wheels and springs,
needle boxes and other parts being utilized to
complete the display. The phonograph exhibit
also included the Brunswick-Radiola, Adler
Royal and the Sonora and Cheney lines
complete,.

Attention was called to Victor- records
through an attractive setting entitled “Voices
of the Presidents,” which featured records made
by former Presidents Roosevelt, Taft, \WVilson
and Harding, with pictures and descriptions of
the records and footnotes of the times and con-
ditions at the time the record was made.

The Festival was a success, with large crowds
altending the concerts cach day, and a large
ununmber of prospects for radio sets and talking
machines were secured, in addition to a number
of sales being completed on the floor.

Christmas Club Millions
Distributed to Public

Many People Planning Purchase of Gifts With
Money—Opportunity for Dealers

Christmas clubs will distribute niore than
$250,000,000 within the next three weeks to over
6,000,000 members, Herbert G. Rawll, president
of the Christimas Club Corp.,, reports. The
Christmas savings have grown from $28,000,000
in 1914 to the present sum, which is almost ten
times that amount. The Middle Atlantic States
have saved $94,282,200 through these clubs, the
total for New York being $48,000,000, of which
the city is represented by $25,000,000. The Bank
of the Manhattan Co., New York, has the larg-
est Christmas Club, with 65,000 members and
savings of approximately $3,000,000.

Art Gillham Makes His
First Columbia Record

Art Gillham, the “Whispering Pianist,” widely
known through his radio broadcasting, recently
made his first recording for the Columbia Co. of

Art Gillham

two of his favorite selections—"How Do You
Do?” and “Way Out West in Kansas.” Mri.
Gillham is called “The Whispering Pianist” be-
cause when he broadcasts he practically whis-
pers into the microphone. His voice, as radio
fans know, carries perfectly through the air
and his records are also remarkably clear. This
record is scheduled for special release.
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In the De Forest D-12 you sell a complete unit

Which would your customers

rather
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“WITHOUT ACCESSORIES”

Loud speaker
Window lead in

Ground clamp
Antenna spring

Radio instrument
Antenna wire

Connection wires Mechanic’s labor Hammer |
Clips Storage battery Nails

Lightning arrester  ““B”’ batteries Screws

Insulators Tubes Staples

Separate price for each of these items, plus your time.

OME of your customers think it is fun to

hook up a radio set, to string antenna from
tree to house, to connect ground-wire. At least
it is fun if they are mechanically minded.

If they are not, and want an instrument which
is ready to operate when they buy it and which
is based on the highest kind of engineering skill,
what they want is a De Forest Radiophone.

No need for a customer to ask “How many
extras must | buy?” or “How much more will
accessories cost?!” when you show him a De
Forest.

With a De Forest you sell every needed acces-
sory. Your customer wastes no time in buying;
you waste no valuable time or effort in selling
parts, batteries, wire, etc. And because he buys
the De Forest as a self-contained, complete unit,
your customer can use it as soon as you install
it in his home. Your work is quickly done. Your
customer will be pleased with your service.

buy?

DE FOREST D-12 RADIOPHONE

Complete in one unit, with everything necessary to use it
immediately —all at the one initial cost.
Prices according to cabinet finish and batteries.

With dry batteries

In Fabrikoid cabinet $161.20
In Mahogany cabinet & 176.20
With storage batteries
In Fabrikoid cabinet Y $180.00
In Mahogany cabinet 195.00

or this?

The De Forest Radiophone is based on the
highest engineering skill. It is an instrument
that the owner can use—and be proud to demon-
strate to his friends. Itis the leader in the field
and has a clear, natural tone almost beyond
belief—and it is remarkably selective.

The De Forest D-12 is easily movable from
room to room. It doesn’t need either antenna
or ground connections, or attachment to out
side batteries. The D-12 is an instrument whose
self-contained qualities and performance will
appeal to thousands of prospective customers
of yours. And it stamps you as a merchant ever
on the alert to give your customers the best pos-
sible service. '

There is still an opportunity for a few respon-
sible, progressive merchants to become De
Forest agents and build a greater business by
selling De Forest instruments and parts. Write
to us today for full information.

\ DE FOREST RADIO COMPANY, Jersey City, N.'J.

Also makers of De Forest Tubes—the “ Magic Lamp”’ of Radio

FOREST RADIO

REG. U. S, PAT, OFF.

PHONE

REC. U. S. PAT. OFF.

DE
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Erank J. Coupe Joins
Advertising Agency

Accepts Position as Vice-President of Dorrance,
Sullivan & Co., of New York

rank J. Coupe, vice-president and sales man-
a Sonora Phonograph Co., Inc., for
h rs, has resigned his position

ith that company, effective December 1, to
accept a position as vice-president of Dorrange,
Sulli & Co., New York and Boston adver-
tising agents. Mr. Coupe will be located in the
New York office, Bush Terminal Building, at
130 West Forty-second street, New York City.

Frank J. Coupe

Mr. Coupe will be actively engaged with the
Dorrance-Sullivan agency in a merchandising
and advisory capacity where his many years of
successful advertising and merchandising direc-
tion equip him admirably to render a construc-
tive service of the highest type to clients.

Mr. Coupe returns to his ‘“first love”—the
advertising agency business—after enriching
years in directing distribution of a now world-
known phonograph, for it was in the field of
advertising that Mr. Coupe first launched into
his business career. After a number of years

with one of the oldest New York agencies, Mr.,

Coupe took on a partner and formed the agency
of Coupe & Wilcox, with offices at 261 Broad-
way. He remained associated with Mr. Wilcox
for ten years, at the end of which time the part-

ners sold the business to Ewing & Miles. Mr
Coupe then became associated with the Red-
field Advertising Agency as vice-president. His
outstanding work with that company while
handling the Sonora account so impressed itself
upon George E. Brightson, at that time presi-
dent of the Sonora Co., that he was prevailed
upon to take up the reins of Sonora merchan-
dising with the position of advertising and sales
manager, from which he was shortly promoted
to the rank of vice-president.

Mr. Coupe is leaving behind him at Sonora
a remarkably successful record as an executive
as well as a host of friends and well-wishers in
the music trades, not to mention a great many
in the new radio trade which has of late be-
come allied with the older industry.

With Sonora practically from the start, he
has been very closely identified with the com-
pany’s success—indeed, a large portion of that
success can be attributed to his unremitting ei-
forts. in years of general depression as well as
years of general prosperity and to the many
sound sales and service policies which he insti-
tuted from time to time while building up So-
nora’s system of exclusive distribution.

This publication joins with his host of friends
in wishing Frank.J. Coupe every possible suc-
cess in his new undertaking.

Theodore H. Nakkin With
Colin B. Kennedy Corp.

Becomes a Member of the Technical Staff of
Prominent Radio Manufacturer

Theodore H. .\’"akkin, who is well known both
here and abroad through his radio research
and experimentation, recently joined the tech-
nical staff of the Colin B. Kennedy Corp. Mr.
Nakkin has been interested in radio since 1910,
when he carried on experiments with radio con-
trol of vessels and torpedoes. Combined with
this work he" delivered many lectures on radio
throughout Europe, at the same time carrying
on studies in the leading European universities
and scientific schools. As a result of this work
he has several inventions in the field of radio
control to his credit, which he sold to the Im-
perial Russian Government during the war. He
made his way out of Russia during the revo-
lution and came to America, joined the United
States Army Signal Corps and was ordered to
Washington for duty as a radio specialist.

HENRY BURR.

-
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ALBERT CAMPBELL |

¢ |
e |

1674 Broadway

ERANK CROXTON |

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 1924-1925
Sample program and paniculars upon requesi

PHILIP W. SIMON Manager

New York City

MONROE SILVER.

JOUN MEYERS

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

i ./

FRANK. BANTA.

GRAPHITE PHONO

l L S L E Y L S SPRING LUBRICANT

Ilsley’s Lubricant makes the Motor make good.
Is prepared in the proper consistency, will not run
out, dry up_or become sticky or rancid. Remains in
. its original form indefinitely.
Put up in 1, 5, 10, 25 and 50-pound cans for dealers.
This lubricant is also put up in 4-ounce cans to
retail at 25 cents each under the trade name of

EUREKA NOISELESS TALKING

MACHINE LUBRICANT
Write for special proposition to jobbers

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

I.ater he went to Europe to work on a new
type of photo-electric cell, which will soon be
given to the public. Mr. Nakkin plans to pur-
sue his investigations in the field of tel-
photography and similar fields in the labora-
tories of the Colin B. Kennedy Corp.

E. Tatman Opens Attractive
Store in Tacoma, Wash.

Large Stock of Musical Instruments Handled
in Artistically Arranged Warerooms

Tacoyma, WasH., December 3—E. Tatman re-
cently opened his new and beautiful music store
in the Blunt Building at 2605 Sixth avenue, here.
Although the elements were decidedly against
him, the crowd of interested visitors were a
surprisingly big number, and many expressed

Mr. and Mrs. Tatman in Front of New Store

their approval of a music store of this calibre
in the re:idential business district. The store is
large and well lighted and thoroughly equipped
to handle the large and well selected stock of
pianos, talking machines, musical instruments
and sheet music, which Mr. and Mrs. Tatman
are carrying. A complete line of Starr pianos,
Victor machines and records is now available.

Mr. Tatman came to Tacoma in 1909 and en-
tered the employ of one of the leading piano .
companies of the city, where he remained for a
number of years as a salesman, doing business
for them throughout western \Washington. De-
siring to increase his knowledge of the music
business he entered the wholesale trade and
traveled for the George P. Bent Co., of Chi-
cago, manufacturer of pianos. Then the Bruns-
wick Co., of Chicago, engaged him as assistant
general salesmanager of the tire division. Dur-
ing the past Spring and Summer he was em-
ployed by the Montelius Music House as man-
ager of its store on St. Helens avenue.

Radio Apparatus Co. Busy

Cueveraxp, O., December 7.—The Radio Ap-
paratus Co., 725 St. Clair avenue, N. V., Radiola
distributor, reports an unusually brisk demand
for all RCA products. This company, which is
newly formed, is under the general management
of Warren R. Cox, formerly the head of the
Radivox Co. Mr. Cox formed the company and
is its vice-president. Henry Hallock, president
of tlhie Ohio Rubber & Textile Co., is president,
and C. A. Williamms is sales manager. The com-
pany broadcasts radio programs tlhirough the
Cleveland Trust Co.’s station WJAX.
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. RADIO TUBES _ )
Bring Fairy Tales to Children

!

SINCE 1915—THE STANDARD TUBE FOR ALL SETS

5
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%, RADIO TUBES
BringaThrill Whén Winter Comes

plus 7 artractive sale-displays in g colors, especially prepared for

MUSIC DEALERS

who handle Radio Sets and Equipment

Development of this series of seven colorful posters is a direct outgrowth of the close relationship that has been
established between music and radio. Designed throughout with an eye to the particular needs of the music dealer,
these displays are sure to increase the sales not only of Cunningham Tubes but of your entire radio and music line.

We want the public to understand that they need Radio, that Radio is as important as an automobile or a
kitchen cabinet is to home comfort—and that Cunningham Radio Tubes mean clear reception.

The displays shown in miniature in this ad are made with a new oil-paint process. The nine colors are attention-

compelling; water-proof, fade-proof and washable. When people are interested, they ask questions. These displays

HOLIDAY CARTONS
FOR |
CUNNINGHAM I
RADIO TUBES 1

containing 3 or 5 tubes |
| willbringincreased Radio |
|| sales to you. These won-
derful Christmas cartons
in four colors will put a
sales punch into your
Christmas Radio trade.
Why not sell 3 or 5
tubes instead of one—
that is real merchandis-
ing. These cartons will
be sent to you free—send
L in your order today.

ATTRACTIVE “l
|

selling idea.

HOME OFFICE:
182 SECOND STREET
SAN FRANCISCO

SINCE 1915--STANDARD FOR ALL SETS

TYPES: C3o01A, C299, C300, C11, C12
in the orange and blue carton.
[ X

PRICE
$4.00 EACH

Music still reigns supreme as the principal attraction
that radio fans want and seek. No. 1 is a direct and
telling appeal to the “Jazz-Hound."™ It actually sells the
pleasure that can be obtained via the air route by those
who utilize radio to tap the infinite variety of entertain-
ment that's vibrant on the ether.

Bed-Time Stories! How the youngsters love them!
In No. 2 you see—even as your customers will—the
real appeal that this popular radio feature makes to lov-
ers of children. Here in a single harmony of color the
whole idea is driven home at a glance. This is a real

are question-breeders.
A series of these Business Getters will be sent to you on the same day we receive your request.

LET'S CO-OPERATE TO MAKE 1925 A BIGGER, BETTER RADIO YEAR

3

tured in No. 3. In vivid colors the comfort and cheer of
religious services via the air is visualized. It is an em-
phatic reminder of the value of Radio in crashing the
barriers of time and space.

The Cunningham Tube in vivid oil pigments is shown
in No. 4 of the Business-Getter Series. It is a display
that is a year-round selling argument which stresses the
importance of a good tube in securing perfect radio re-
ception. Waterproof, fadeless, and lasting, the entire set

4

From a metropolitan pulpit, the minister broadcast-
ing to the isolated snow-bound countryside is pic-

is a positive aid to every dealer.

Wedase and recommend

RADIO TUBES

The three other subjects are as follows: Radio in the Sick Room; Vocal Concerr in the Home; Sport Returns,
showing Baseball scene—all in nine colors, waterproof, fadeless and lasting. Order your set today!

CHICAGO

NEW YORK

PATENT NOTICE: Cunningham tubes
are covered by patents dated 2-18-08, 2-18-12,
12-30-13, 10-23-17, I0-23-17, and others
1ssued and pending.

DATA BOOK: Cunningham 40-
page Data Book fully explaining
care and operation of Radio Tubes.

Sent on request to San Francisco
Office.
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Okeh Record Limerick Contest Creates |
Wide Interest Among Gotham Retailers

Campaign to Stimulate Interest of Public in Okeh Records Through the Co-operation of Dealers
Staged by the New York Distributing Division of the General Phonograph Corp.

The New York Distributing Division of the
General Phonograph Corp., 15 West Eighteenth
street, New York, recently prepared an unusual
campaign participated in by fifty Okeh dealers
to stimulate the sale of Vincent Lopez records.
This campaign, which has been in progress for
the past three weeks and which terminates on
Wednesday, December 17, is in the form of a
Limerick Contest and has been so arranged that
to those participating it appears that the dealer
is the one sponsoring the contest. Two hun-
dred thousand leaflets explaining the contest
have been printed and each dealer participating
has contracted to purchase a minimum of 2,000
They are sold to the dealer at 1 cent per leaflet
and that is the total cost, except to those re-
tailers who send them through the mail.

The PHONOMOTOR CO.

WM. F. HITCHCOCK, Proprietor
121 West Avenue Rochester, N. Y.

An Electric Equipment for the
PHONOGRAPH

Fully GUARANTEED

Universal—alternating or direct current.
Complete, with every part and ready to run.

Sample, mounted on motor board, 12x12x34
unfinished board, $25.00 C.O.D. Money back
if not satisfactory. 15 cash with C.O.D. order.

The PHONOSTOP

An automatic stop for all talking machines,

100% efficient.
STANDARD FOR EIGHT YEARS

Guaranteed.

Sold direct to
manufacturers all

over the world.

Nickel or Gold.

Your phonograph
is worthy of the
best stop.

This is the only one.

Your customers appreciate it

We also sell General Plionograph Hardware
Cable Address:
PHONOMOTOR, Rochester, N. Y.

Codes: Bentley’'s and A.B.C., 5th Edition
Improved.

Richardson, Orr & Co., Sydney, Australian

and New Zealand Representatives.

Trade Prices upon application

The PHONOMOTOR

Trade-Mark Reg. U. S. Pat. Office

The leaflets contain four pages, the second
and third pages being alike in all copies, con-
taining -the rules of the contest, the names of
the judges, Otto Heineman, president of the
General Phonograph Corp.; Vincent Lopez and
Doris Blake, Love Advice Expert of the New
York Daily News, and the prizes to be awarded
to the winners of the contest. There are 100
prizes to be awarded as follows: First prize,
$100 in gold; second, latest model William and
Mary console phonograph; third prize, Outing
portable phonograph; fourth to eighth prizes,
two orchestra tickets to the Greenwich Village
Follies for each , prize; ninth to twelfth prizes,
five of the latest Vincent Lopez Okeh records,
and the thirteenth to one hundredth prizes, one
of Vincent Lopez’s latest records.

The first page of the leaflet contains the name
of the dealer, a picture of the proprietor of the
store and a view, either interior or exterior, of
the store. A copy of the limerick then follows,
with the last line blank, to be filled in by the
contestants. The limerick reads:

There was a young girl from Broadway
Who heard Lopez perform on Okeh,

“Oh, boy! that's the stuff,”
Said this beautiful fluff

tisement of ‘“Me and the Boy Friend,” a recent
Okeh release, played by Vincent Lopez and His
Orchestra, and an invitation for contestants to
visit the store,.

The chief feature of the campaign is that to
all appearances it is strictly a dealer publicity
stunt, for in no place on the circular does the
name of the General Phonograph Corp. appear
as being interested in the campaign. The nom-
inal cost to the dealer and the high caliber of
the prizes offered, which are certain to attract
many contestants, assure those dealers who are
participating of netting a large profit, besides
securing many new record customers and in-
creasing the prestige of the store to a consider-
able degree.

D. Allen Betts Joins
Staff of Eagle Radio Co.

D. Allen Betts, of Norwalk, Conn., formerly
associated with the Apco Mfg. Co. of Provi-
dence, R. 1., has joined the staff of the Eagle
Radio Co. of Newark, N. J. Mr. Betts will re-
main for a short time in Eastern territory, fol-
lowing which he will make a trip to New
England and the Southern States, where he has
an extensive acquaintance. Mr. Betts is one of
the pioneer radio enthusiasts and is an ardent
booster for the Eagle product.

Tull & Gibbs Open Branch

Tull & Gibbs, of Spokane, recently opened a
branch store at the Hotel Idaho, Coeur D’Alene,
Idaho. A full line of talking machines, radio
sets and pianos are being carried. Jack Han-
guer is manager of the branch.

Special Victor Hanger of
Standard Records Issued

Victor Co. Issues Attractive Hanger Listing
Records Pushed During the Month—Leaflet
Listing Fifty Records to Augment Plan.

The Victor records receiving sales stress by
dealers during the month of November under
the company’s sales plan for standard records
were as follows: “Ave Maria” and “Elegie-
Melodie,” sung by Caruso, accompanied by El-
man; “Drink to Me Only with Thine Eyes” and
“Canzonetta,” played by the Flonzaley Quartet;
“Troncar suoi di,” from “William Tell,” sung by
Martinelli, De Luca and Mardones, coupled with
“Ah, Matilde, io t'amo e amore,” from “William
Tell,” sung by Martinelli and Journet; “Festi-
val at Bagdad” and “Young Prince and the
Young Princess,” plaved by Stokowski and the
Philadelphia Orchestra; “Roamin’ in the Gloam-
in’” and “Wee Hoose 'Mang the Heather,” sung
by Harry Lauder; Songs of the Past, in two
parts, sung by the Victor Mixed Chorus; “Sere-
nade” of Schubert, coupled with the “Serenade”
of Titl, played by the Neapolitan Trio, and
“Over the Waves” and “Sirens Waltz,” both
played by Pietro on the accordion.

An attractive hanger, printed in two colors,
listing these records under the caption “Victor
records which should be in every home,” has
been sent to all Victor dealers. To augment
the efforts of the dealer to build up a cliéntele
of buyers of good records, the Victor Co. has
prepared and is distributing through wholesalers
a leaflet containing the names of the fifty rec-
ords suggested for the first twenty-five weeks
of the sales plan for stimulating the sale of
standard records.

Average $3,000,000 in
Radio Sales Each Month

The average radio sales of this group total
$100,000 a day in the Greater New York metro-

J } 3
De Forest Distributors at Get-Together Dinner
De Forest Radio Co. were snapped at a recent
dinner in the New York Advertising Club.
(Left to right, standing) A. W. Landay, Pro-
gressive Musical Instrument Co.; R. K. Keator,
Gilbert-Keator Corp; Henry Deimel, MePhilbin

Radio Corp.; C. G. Gilbert, Gilbert-Keator
Corp.; Edward Biel, Progressive Musical In-
strument Co. (Seated, left to right) Max Fisher,
McPhilbin Radio Corp.; H. Weil, Sr., Herbert-
John Corp.; William H. Ingersoll, vice-presi-
dent in charge of sales and advertising, De
Forest Radio Co.; Alfred Simons, Universal
Radio Co.

MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

Let as figure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

Miils in Va,, N. C. and S. C.
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THE BRUNSWICK-BALKE-COLLENDER CO.
Manufacturers— Established 1845

General Offices: Chicago  Branches in All Principal Cities

New England Distributors: Canadian Distributors:
KRAFT, BATES & SPENCER, Inc. MUSICAL MERCHANDISE SALES CO.
80 Kingston St., Boston, Mass. 79 Wellington St., West, Toronto, Ont.
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Distributors’ Conferences
' Productive of Ideas

Freed-Eisemann Calls Frequent Meetings to
Discuss Sales Promotion Ideas

In conformity with its policy of frequent con-
ferences the Freed-Eisemann Radio Corp. is
arranging distributors’ meetings in various parts
of the United States, at which a mcmber of the
sales staff or the executive management is al-
ways present. The last meeting of this char-
acter was the meeting of the middle Eastern
States distributors at the Emerson Hotel, in
Baltimore., Just previous to that a conference
was held in Des Moines.

These meetings in various parts of the coun-
try are attended by distributors representing
all contiguous territories. Such meetings are
also a feature at the various radio shows. The
co-operation of the distributors in this plan
has proved exceedingly valuable. Many inter-
esting sales problems have been presented, dis-
cussed and solved at these deliberations,

In addition to this the main office of the
Freed-Eisemann Corp. in the Sperry Building,
Brooklyn, is constantly in touch with all the dis-
tributors throughout thec United States and be-
yond. Special *'dealcrs’ helps” bulletins are is-
sued at frequent times. All other methods of
promotion adapted to radio merchandising are
included in this scrvice.

General Phonograph Corp.
Issues Album Window Poster

The General Phonograph Corp., New York,
recently sent to Okeh dealers a Christmas book-
let, urging all dealers to concentrate on the
sale of album sets as the logical Christmas gift,
Six album sets have been prepared, each con-
sisting of three double-faced records contained
in a black leatherette album imprinted in gold
and bearing on the inside front cover an inter-
esting and comprehensive history of the com-
position. The sets are “Symphony in B Minor,”
Schubert’s “Unfinished Symphony,” “Der Frei-
schutz,” “Carmen,” “Imported Recording” and
“Orchestral Selections from Wagner,” all of
which are imported Odeon recordings. The
sixth album is comprised of six fairy tales by
the famous children’s author, Elsie Jean.

The inner pages of the booklet are in the
form of an attractive Christmas window poster,
printed in red and black and featuring the “Un-
finished Symphony of Schubert” album set,

Damniel Castellanos, Inc.,
Moves to New Quarters

The stock of records destroyed by fire in the
store of Daniel Castellanos at 4 South street,
New York, has been completely replaced and a
new store was recently opened at 1 South street
with an additional entrance at 61 Whitehall
street. This store, which does practically 100
per cent talking machine record and player
music roll business, is admirably situated, being
adjacent to the terininals for three elevated
lines, the street car depot and the South Ferry
terminal. It is also easily reached by subway.
A stock of 50,000 records is carried, with Spanish
records featured. The line, in addition to
possessing records in every one of the dialects
of the many provinces of Spain, features the
records of the following countries: Mexico,
Peru, Chile, Argentina, Cuba, Porto Rico and
Portugal. The store advertises -heavily in La
Prensa, the Spanish daily with a nation-wide
circulation, and through this medium a large
mail-order business has been built up. Robert
Basserman, formerly manager ' of the record
stock department of the wholesale division of
the Columbia Phonograph Co., is manager of
the store. Columbia phonographs and records
are featured, and other record lines carried in-
clude the Okeh, Gennett and Odeon.

H. B. Leach Transferred
to the Pacific Coast

Appointed District Sales Manager on Pacific
Coast of Multiple Electric Products Co.

H. B. Leach, formerly in charge of the Balti-
more office of the Multiple Electric Products
Co., Inc., was recently made district sales man-
ager of that company’s interests on the Pacific
Coast. Mr. Leach is making his headquarters
in the company’s new branch office in the Rialto
Theatre Building, San Francisco, Cal.

The Multiple Electric Products Co., Inc., is
the manufacturer of the well-known Atlas radio
reproducer. This loud speaker is being dis-
tributed by a large number of music dealers,
who find it a meritorious attachment for using
the talking machine amplifying horn. The Mul-
tiple Co. also manufactures a loud speaking horn.

The Brown Radio Corp., New York, capital
stock $50,000, was recently incorporated at Al-
bany by A. Scheret, A. and S. Brown.

New Jewett Distributors
Appointed in New York

The North American Radio Corp. and the Times

Appliance Co. Will Represent Jewett Radio &
Phonograph Co. in Metropolitan Area

The North American Radio Corp., of New
York City, has taken on the Jewett line of qual-
ity products, including the Jewett “Super-
speaker,” the "“Micro-Dial,” ‘“Parkay Cabinet”
and the “Vemco” loud speaking unit, and is
planning for greatly increased activities in the
radio field during the coming year. This pro-
gressive house has an advertising campaign now
in progress which is going across in a big way,
according to reports from headquarters.

The Times Appliance Co., also of New York
City, has joined the Jewett distributor forces.
Now with this connection of one of the finest
New York jobbing houses the Jewett Radio &
Phonograph Co. has gained for itself an impres-
sive representation in the New York metro-
politan area.

gem to the eye.

by

g rrovers

MELCO SUPREME—the “Open Sesame” that

reveals the priceless treasures of the air!
reception 1s to the ear, like a great, masterly-cut
Clear, Flawless, Supreme.

Ready for Distribution January 1,1925. 1Vrite for intcresting literature

MELCO SUPREME RECEIVER

TUNED RADIO FREQUENCY
AMSCO PRODUCTS inc. BROOME & LAFAYETTE STREETS,NY.

Melco
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This test makes

;(“ =
:{?) 'INCE the customer has heard a favorite
o ;"; ‘5 3 . .

exx2gb| selection reproduced by any ordinary

phonograph, then Re-Created by the New
Edison — the sale is clinched.

The evidence of his own ears leads him
naturally, logically, to the selection of the
New Edison. That is one of the reasons why

New Edison dealers make money,

—at Christmas-time and all the time.

THOMAS A. EDISON, Inc.
ORANGE, NEW ]JERSEY

You don't need a
fortune to become
an Edison Dealer—
ask nearest Edison

Jobber
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Christmas Sales
still easier!
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Non-Sellmg Employes as Prospect-

etters

Two Large Music Houses Encourage Employes to Turn in Pros-
pects and Wisdom of Move Is Manifested by Greatly Increased Sales

Just how many talking machine dealers give
thought to the sales-producing possibilities that
lie in the porter, the shipping room clerk, the
delivery man, the repairman or any one of a
half dozen or more employes belonging to the
service rather than the sales department of the
business and who do not ordinarily come in
direct contact with prospects and customers?

The average talking hine store which
employs five or six salesmen or saleswomen
usually has as many employes behind the scenes,
as it were, whose work is necessary in the con-
duct of the establishment both before and after
sales are made, and in most cases these extra
employes are charged off to the general over-
head account and are not regarded at all as
potential business getters.

Employes as Business Getters

As a matter of fact, the .shipping clerk, the
oorter or the cashier can, if properly handled,
be encouraged to bring in the names of many

prospects from among their friends and
acquaintances, provided, of course, that some
incentive is offered for their work in this
direction.

That the employe outside of the sales depart-
ment has a value as a sales producer is recog-
nized by many of the representative concerns
in the music trade, such houses as the Aeolian
Co., New York; Lyon & Healy, Chicago, and the
Knight-Campbell Music Co., of Denver, among
others, encouraging office and shipping room
help and even porters to bring in the names of
prospective customers.

Naturally, these people cannot be regarded as
members of the sales force and it is not good
practice to have them engage in any way in
the making of the sale. Their work is to dig
up and bring in the names of prospects for the
sales staff to work upon. They are paid a defi-
nite percentage of the sale in cases where it is
closed.

Lyon & Healy Sales Jumped $400,000

Lyon & Healy some time ago reported that
sales amounting to over $400,000 in a period of
sixteen months have been traced directly to
prospects brought in by the non-selling mem-

bers of that organization. Of course, the Lyon
& Healy establishment is a big one, but pro-
portionate results should be realized by any
dealer who seeks to encourage each member of
his staff to be a producer.
A Successiul Plan

The most successful plan is to have the em-
ploye turn in the name of a prospect with such
information as is available. This name and
information are placed on a regular prospect
card, together with the name of the employe,
and the card is turned over to the regular sales
department for the follow-up. Where a sale
is finally made a specified though small com-
mission is paid to the employe who furnished
the prospect. Inasmuch as nothing is paid for
prospects who are not closed, the dealer is not
put to any expense except when the actual sale
is made, and the small amount then paid to the
employe is not out of proportion to the cost of
digging up prospects by other less direct means.
Regular Salesmen Should Follow Up Prospects

There are several reasons for refusing to
allow non-selling employes to follow up their
own prospects, except as their efforts supple-
ment those of their regular salesmen. One rea-
son is that the non-sclling employe might be
inclined to put in too much time in following
up his prospects, to the detriment of his regular
work. Another is that, being more or less
unfamiliar with selling methods, he is liable to
let the sale get away from him and to some
competing concern before he is able to close.
Still another reason is that when a non-selling
employe follows up his prospect to close a sale
he is competing directly with the members of
the sales force, who must depend upon actual
sales for their income, and such competition
breeds bad feeling and is likely to lead to
disorganization.

Contests Stimulate Effort

In the case of the Knight-Campbell Co. not
only are non-selling employes encouraged to
turn in the names of prospects, but they are
spurred on to extra effort in that direction
through contests in which prizes are awarded
for those producing the greatest number of

We ar 1 itl o
dealers 1n th busiy
Put your ra u~. Al

Telephones:

and experience to give special service to plionograph
\lany of our personnel are themsclves old phonograph men.
our radio lines are vubject to the usual phonograph

TRIANGLE RADIO SUPPLY COMPANY, Inc.
120 West 23rd St., New York, N. Y.

CHELsen 4240-1241-4242

New FADA

Panels
for Victor Models

List $110

The 197A Fits the No. 215 Victor
The 196A Fits the Nos. 400, 405,
410 Victor

sales through “the medium of prospects fur-
nished. These contests have proved so success-
ful as business getters that some form of com-
petition is kept going almost constantly.
Prospects Bases of Selling

The prospect is the basis of all selling and
much of the effort of the average dealer and his
staff is devoted to gathering the names of those
who might logically be expected to be pur-
chasers of talking machines and other instru-
ments.  All organized effort through the
medium of canvassers or direct mail appeals
brings in only a comparatively small number of
prospects in proportion to the number of people
solicited. The employe of the house, on the
other hand, with the ultimate sale in view
from which he is to draw his reward, will bring
in only the names of those who for some legiti-
mate reason he believes to be in the market
for an instrument,

An increasing number of music houses are
following this plan of getting prospects through
the aid of the non-selling members of the
organization, and even if the small dealer with
only three or four such employes gets a dozen
sales a year as a result of their efforts the idea
is well worth carrying out. It is to be remem-
bered that expenses are incurred only when the
sale is made.

New Nyaccoflex Radio
Distributors Appointed

The New York Album & Card Co., Inc., of
New York and Chicago, manufacturer of the
Nyaccoflex two-tube radio receiving set, has an-
nounced the appointment of a number of repre-
sentative distributors in the metropolitan terri-
tory. This set is now being distributed in this
district by the Sparton Electric Co., Gilbert-
Keator and Bristol & Barber. The popularity
of the Nyaccoflex set has been tremendous and
the appointment of these three prominent
houses will assure metropolitan dealers of max-
inum service. Max Willinger, president of the
company, is enthusiastic over the reception with
which this set has met and is planning an
energetic sales campaign and increased produc-
tion for the coming year.

Donald O. Friend Joins Eagle

Donald O. Friend, of Brooklyn, N. Y., has
joined the staff of the Eagle Radio Co., Newark,
N. J. For the past six years Mr. Friend has
been doing research work. He was four years
with Scovill Mfg. Co., Waterbury, Conn., and
two vears with General Electric Co., located
in New England. He is of the 1917 class of
chemical engineers who graduated from the
Massachusetts Technical Institute and has been
a radio fan since he was a voungster. Through-
out New England Mr. Friend is especially well
known as a lecturer and for his great interest
in the development of out-of-door broadcasting.
He was also a rcprescntative sent to the last
Code Interfercnce Confcrence.

Max Landay at Hot Springs

Max Landay, president of Landay Bros., re-
cently spent an enjoyable fortnight’s holiday at
Hot Springs, Va., together with Mrs. Landay.
The golf coursc was the scene of Mr. Landay’s
activitics and hc secured the pract‘xcc necessary
for bringing his game to the top in prcparation
for thc annual golf tournamecnt of the Asso-
ciated Advertising Clubs of the World to be
hield at Pinchuist, N. C., in January.
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cA "Royal ‘welcome
on
Cbrzlstmas])@

CB‘HB simplicity of Adler-Royal Neutrodync
makes it 2 Christmas gift that can he enjoyed
< hy every member of your family. Simply by turn-
ing the dials you can instantly tune in on the
great broadcasting stations whether a few miles
away or a thousand. When you have made a re-
cord of the dial numbers, you can always get that
station again as quickly as you can set a clock
& The Adler-Royal Neutrodyoe is the perfected
form of Neutrodyne Some features, in addition
to extreme simplicity of tuning, are unusual se-
lectivity to tunc out stations oot wanted ; ahsolute
freedom from squeals aad other discordant noises:
and clear and pleasing amplification.

You may have your choice of two different
styles of Adler-Royal Neutrodyne. Set 201-A
operates with the usual “A’’ storage battery.
Set’1gg operates ondry cells. This 1s an achieve-
ment that has since the introduction of neutro-
dyne baffled radio engineers.

Royal is on exhibit only at the higher-class
stores, whose reputation is a0 additional guar-
antee of the quality of the Royal line.

The moderate price of Royal Instrumcots will
surprise you and the Royal dealer will make it
easy for you to have, immediately, the instru-

Tt
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Combination Phonograph and Radio
EvizaBeTHAN —Model 5o, in either walnut or mahogany.

A i ment that suits your taste in your home.
4 . K ovaL has built into beautiful Console At will, you can Jisten ro current music
Send for this attractive booklet cabinets, finished like a geand piano,  or the day s news on the radio, And, when
two of the world's grearest conmbuu}:)ns to  the mood changes, you h
- A7C at your ¢ -
1r you will addrgss our New YOl']f Oﬂ'iccsl 88s home entertainment: 2 phonograph of su-  mand a phonogra b of quu.mcy o;(:OTo
Broadway, we will send you 2 fascmatmg hook mnor tone, and the simplified form of the glay the records of great artises. The change
which describes the attractive models of the ¢t type of Radio—the Adler-Royal New-  from, phonograph to tadio is made simply
Royal line of phonographs and radio scts, hoth S by touching a lever.
DA . o ’ S
. scparately and 10 combioation. A Royal Franchise is valuable
5 ADLER MANUFACTURING COMPANY WEe invite correspondence from reputahle dealers in
o territory where we are not adequatcly represeoted.

New York - . Louisville

5
. Tar Adler-Royal Newrsodyne ss
Jicensed wnder the Hozeltsre
s 3 Neutrodyne Potents and monu-
| Jactured for ur by Kang-Hinners
Radis Company

”RooYN[ Phonogmph and Radio
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This advertisement is appearing in Saturday Evening Post for Dec. 6, 1924

A Royal Franchise is valuable. We invite correspondence from repu-
| . table dealers in territory where we are not adequately represented. .

Address our New York Sales Office, 881 Broadway

ADLER MANUFACTURING COMPANY
New York Louisville
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RADIO EQUIPMENT
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American walnut or Eng-
lish brown mahogany,
duo-tone. Rosewood and R | e e——— 1 L. - 2
walnut inlay. 1 : 7 Sopes

Model 600-R-2
William & Mary snyle

Model 1100-R-2
S.uare style
English brown mahogany
or American \\alnur
duo-tone.

Model 1200-R 2
Low's XV style
Selected American walnut
and Oriencal burl. Flured
silk interior fitting.
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BEAUTIFUL

Pooley’s wonderful cabinet
work—the world’s standard
for 41 years.

Pooley Built-in Loud-Speaker
Amplifying Horn, patent pend-
ing— greatest advance in radio.

Easy To Sell

|

|lB

Desirable Territory Available to
Write Radio Sales Department C

o 200r2350 |

Philadelphia, Indiana Ave. —16th & 17th Sts.
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RADIO CABINETS

CNT

Model 600-R-2

Length, 36" ; Depth, 15%2".
Height, 42”. Complete
withouttubesand batteries

Price . . . . $21C

Model 1100-R-2

Length, 33”; Depth, 15%2";
Height, 52'2”. Complete
withouttubes and batteries

Price . . . . $225

Model 1200-R-2

Length, 36”; Depth, 18”;
Height, 56%2". Complete
without tubes and batteries

$350

Mk £225 P

THEY WANT

ATWATER KENT unique efh-
ciency, easy operation, selec-
tivity, distance, volume.

ATtwATER KENT Loud-Speaker
of unexcelled tone quality
and volume,

No Real Competition

Jobbers in the Musical Trade
Write Radio Sales Department C

i e

KL

Philadelphia, Indiana Ave.—16th & 17th Sts. E

1200-R-2

Model $35(y E‘_
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RADIO MANUFACTURERS

Profit by Experience and Save Yourselves Costly Mistakes

Protect your expensive cabinet sets just as the manufacturers of the best phono-
graphs have protected their product for years.

We have been the principal source of supply for shipping cases to the high grade
phonograph trade for the past twc.lve years.

charges and better appearance have made

Atlas Plywood Packing Cases
standard in the talking machine trade, where the best has been demanded.

The similarity of your product makes these cases ideal for your shipments.
thorough knowledge of your packing and shipping problems makes our advice

Ask for details.

and service invaluable.

Atlas Plywood Corp.

PARK SQ. BUILDING

Largest Manufacturers of Box Shook in New England

Maximum protection, lower freight

Our

BOSTON, MASS.

Handsome New Victrola
Catalog Just Off the Press

All Instruments in Standard Victrola Line Illus-
trated and Interestingly Described in Attrac-
tive New Volume Recently Issued

There has just been issued by the Victor Talk-
ing Machine Co. a complete new Victrola instru-
ment catalog, the largest of its type ever issued
by the company, and in many respects the most
interesting, for within its covers are illustrated
all the instruments in the standard Victrola line,
from the small table models and portables to
the imposing flat top types, including the sev-
eral models finished in period styles as well as
Victrola 400 designed to accommodate a radio
receiver and on which a strong campaign has
been centered during the past month.

In all, twenty-five models are shown, and the
catalog emphasizes impressively that the Victor
Co.’s claim of an instrument for every taste and
every purse is not overdrawn. In presenting
the various models the descriptive matter has
been kept away from the stereotyped form, and
the paragraph that accompanies each of the
models is a well-written advertisement that tells
all that the salesman or the customer needs to
know about that particular model. In addition
to the popular 400 there are several other
models of Victrolas adaptable for radio installa-
tion and this fact is mentioned in each case.

Coming as it does just before the holiday
buying is in full swing, the new catalog should
prove of distinct value to dealers and their sales-
nien in indicating to the prospective customers

POLY PLUG

A Wonderful

Feature

of the PolyPlug—
and only the Poly-
Plug—is the ten-
sion slot enabling
the phone cords to
be pulled and
jarred without the
slightest  disturb-
ance to the actual
contact.

75c.

“WORTH IT”

IWrite for particulars

POLYMET MFG. CO.
70-74 Lafayette St. New York

that there is a particularly wide range of Victor
instruments to select from. The first two pages
of the catalog are given over to a few intro-
ductory paragraphs telling of the Victor instru-
ments themselves and the music they bring into
the home. It is a dignified presentation and is
short so that it does not bore the reader or
detract from the appeal of the instruments
themselves.

As to its typographical appearance, the cata-
log can excite nothing but favorable comment.
It is bound in a rich brown cover upon which
the name Victrola and the Victor trade-mark are
embossed and set within a border in gold.

Columbia European Master
Records Selling Briskly

The Fine Arts Series of Musical Masterpieces
recently released by the Columbia Phonograph
Co., New York, in album sets, are selling well,
according to the wholesale division at 121 West
Twentieth street, New York. These records,
made in Europe by the leading Continental
orchestras, are arranged in sets of three, four
and five double dis¢ records. Cornelius J.
Burke was recently added to the sales staff of
the wholesale division to exploit these sets and
he reports new accounts opened by the John
\Wanamaker New York store; Bamberger’s,
Newark; Bloomingdale’s, New York; the Ideal
Music Shop, New York, and a number of other
large accounts.

The regular lines of Columbia merchandise
are selling briskly and November showed more
than a 25 per cent increase over October.
Marie Fisher has been promoted to the man-
agership of the record stock department, suc-
ceeding Robert Basserman, who resigned re-
cently to enter business with D. Castellanos, a
large dealer and exporter of Spanish records on
South street, New York City.

Meeting the “Can’t Afford
It” Argument of Customers

When a salesman has what he thinks is a
perfectly good prospect and has almost closed
a decal and the prospecct staggers him  with
that old standby, “l can’t afford it,” he finds
himself in a position where quite often the sale
docs not materialize. In order to round out its
line of Brunswick-Radiolas so that the salesmen
can answer this arcument the Brunswick Co.
added Models Nos.”30 and 35, which are priced
cspecially to appeal to those of limited purse.
In addition the company has prepared and dis-
tributed to dealers considerable special publicity
on these models, which includes iuserts, dealer
advertising, ctc. This campaign also features
the Brunswick-Radiola No. 100, which is de-
signed for use with an outside antenna. Both
of these models are proving popular and they
are meeting a real need.

Davega Features Radio
in Effective Display

Artistic Window Display of Freed-Eisemann
Radio Receivers Attracts Attention

An unusually attractive radio window display
was that of one of the Davega stores in New
York in which were fcatured the Freed-Eise-

Eye-Arresting Freed-Eisemann Display
mann radio receivers and Sonora loud speakers.
As may be seen in the accompanying illustra-
tion the window display placards prepared by
the Freed-Eisemann Radio Corp. are used to
advantage. The set itself stands out against
the dark background in such a manner that the
attention of passers-by is attracted to it.

Radio offers excellent opportunities for unique
and interesting window displays and that of the
Davega firm illustrates in an impressive manner
the power of simplicity. A display of this char-
acter has the further advantage of equal effec-
tiveness in any type of window, whether it be
large or small.

Widener to Enlarge Store

NEwarg, N, J., December 9—The increasing de-
mand for radio products has necessitated the
enlargement of the radio department of \Widen-
er’'s Music Store, Inc., 869 Broad street, and the
necessary alterations will be made in a short
time fo give this department the space which
it requires. Radio sales at the present time,
even without the proper facilities, form a large
percentage of the gross business.

Empire Musical Instruments, Wilmington,
Decl., was recently incorporated at Dover, Del,
to manufacture musical instruments, with a
capital stock of $300,000.

AUTOMATIC LID SUPPORT
Finished in Nickel and Gold

Samples on request

1019; Oct. 25. 1921;
Canada Applied.

(\ Patented Dee. 9.

= Nor. 7, 1922,
The Most Dependable Lid Support on the Market
Star Machine & Novelty Co., " 'gotseesing Avonue
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E take this opportunity to express
our sincere appreciation to all our
friends for their co-operation 1n
1924. Here's Wishing’ you, one and
a“, A Very Merry C]nristmas and

A Happy and Prosperous New Year.

General phonograph Corporation.

O s

reside nt
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S. O. Martin, President, Sonora Co.,
Discusses Radio-Phonograph Future

Gives Large Share of Credit for Advance in Cabinet Design of Radio Sets to Phonograph Manu-
facturers—Predicts Combination Phonograph-Radio Will Be Household Standard

In a recent interview S. O. Martin, president
of the Sonora Phonograph Co., Inc., was asked
to give his opinion of radio and its future
in America. He said:

“Before answering your question, permit me

S. O. Martin
to point out to you thc disadvantage fromm a
volume sales standpoint under which the phono-

graph has suffered since January, 1924. T wrote
in a trade periodical in December, 1923, that
general business conditions for 1924 were noted
as being less promising than in 1923, thereby
affecting unfavorably the prospects of the pho-
nograph business because of its peculiar sensi-
tiveness to general business conditions. The
warning seems to havc been justified as the re-
ports from the phonograph industry indicate.
“Yet, with the recent improvement in general
business conditions comes a constantly increas-
ing demand for phonographs and radio-phono-
graphs. We believe that phonograph companies
must make a proper connection with the radio
industry since the situation in regard to radio
1s not at all a question of whether the phono-
graph business will be extinguished by radio,
but on the contrary as to how far the phono-
graph business can safely ally itself with radio.
Radio Becoming Standardized
~ “Radio, despite the multiplicity of makes, has
become sufficiently standardized so that certain
makes have dependability and are becoming
generally known as having dependability. Radio
i1s really not so tremendously new. It has been
in practical operation for telegraphic purposes
for a decade. Receiving sets used as early as
1913 arc still in operation and phonograph rec-
ords havc been regularly broadcast for several
years. '
“Now that radio is being dressed up in ap-
propriate cabinets, it is becoming a drawing-
room feature instead of an attic experiment.
The advent of the cabinet type radio speaker to
which the phonograph manufacturer has con-
tributed his acoustic experiences is making even
more rapid headway than in the old phonograph
days when the enclosed type horn began to

supersede the visible talking machine horn. This
horn with its curves and decorations was then
regarded as picturesque but is now practically
obsolete.

“The experience of the phonograph manufac-
turer in cabinet design as well as acoustics is
also rapidly being directly utilized by the radio
field. Few people are aware of the active part
now taken by phonograph companies in the de-
sign and manufacture of the better grade cabi-
nets used by radio manufacturers. The Amer-
ican taste in furniture is excellent, and the
progress made in the design of radio and radio-
phonograph cabinets within the last six months
does credit to the executive minds engaged in
supplyving the greatest home entertainment de-
vices known to history.

A Household Standard

“In their intense interest in radio many peo-
ple have lost sight of the fact that phono-
graph development as evidenced in the perform-
ance of the better phonographs has not stood
still. It will not be surprising if the combina-
tion radio-phonograph becomes the standard
household entertainment and educational instru-
ment of the future.”

Attractive Children’s Record
Envelopes Offered Dealers

The Musical Instrument Sales Co., Victor
wholesaler, New York, is offering to its dealers
children’s record envelopes for Victor records
16863 (Mother Goose), 16955 (Noah's Ark),
17104 (Children’s Games) and 18599 (Sugar
Plum Tree). These envelopes are printed in at-
tractive colors and are packed in bundles of
100, twenty-five of each design. These envelopes
were used by dealers last year with great suc-
ccss and the M. I. S. Co. feels that the dealer
who utilizes these envelopes in his display win-
dows and in his warerooms will attract a con-
siderablc amount of children’'s business which
ordinarily would pass him by.

“The Big Clear Voice of Radio’’

Iieralﬂ

HE HER A LD Model B Loud
Speaker is a “big clear’” bid for
business.

No speaker finer at any price. The
only speaker at this price with a goose-
neck horn. Height 25 inches. Bell
of fibre horn 12 inches.

The public likes the new Herald
because it is clear and loud. You will
like it because its voice wins sales.

Stock the Herald. Let it speak for
itself. Let it coin public approval into
profits for you.

HE HERALD Phonograph Unit in-
stantly turns any standard phono-
graph into a radio loud speaker.

Exactly the same device that makes
the Herald Speaker so full toned and

clear.

Durable—simple—quickly adjusted.
Every phonograph owner a possible
buyer. An ideal unit for “built-in”
cabinet loud speakers.

HERALD ELECTRIC COMPANY, Inc.

113 FOURTH AVENUE, NEW YORK CITY
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JOTHING else will

do, once they hear this
Speaker—an ingenious

DIAPHRAGM
innovation that sig-
nalizes the death knell
of the

Horn type of Speéker

EXIT the Horn type Speaker! Enter
the Farrand-Godley Speaker—an entire-

ly new method of radio reproduction.

The immediate, natonwide response to
this marvelous Speaker—which, for the
first time 1n radio reception, brings in 4/ the lower tonal
cftects while retaining to the full the delicate shadings of
theupper scale—indicatessales possibilities that embrace,
as prospects, every owner of a radio receiver. Dealers
already claim that it is the easiest selling item they have
ever handled. A demonstration assures an immediate
sale. The listener hears tonal beauties heretofore clouded
in horn reproduétion.

Write immediately for details and full infor-
mation governing the sale of the Farrand-

Godley Speaker in your locality. cAddress

FARRAND MANUFACTURING CO., Inc.
28 South Sixth Street + Newark, N. ].

The Farrand-Godley Speaker
is the result of many years of
exhaustive study and research,
the original patents having
been granted as far back as
1918—from which time Mr.
Farrand has worked . unceas-
ingly toward its further im-
provement. Today sees it per-
fected.

With the Farrand-Godley
Speaker, all the heretofore hid-
den lower tonal effeéts are now
faithfully, accurately repro-
duced—the resonant bass
§tringing of the 'cello, the full
lower chords of the organ, the
true vibrancy of the human
voice—every delicate shading
heretofore lost or distorted.

The Speaker, itself, is of dia-
phragm type, approximately
seventeen inches in diameter,

mounted on a distinctive
bronze base.

List Price

5532.50

DecEmBer 15, 1924
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The only successful multiple
tube Jizzg/e control receiver ever
designed.

The only radio receiver ever
designed for home use that can
amplify a weak signal one
billion times.

The only actual single dial
control receiver requiring 70
adjustment of compensating
minor controls to bring in re-
ception.

The only receiver that will pro-
duce 4/l ranges of the musical
scale with equal tone quality.

No outdoor antenna required
—fifteen feet of copper wire,
concealedalong picturemould-
ing or baseboard, is ample.

List “Prices
Receiver . . . . $195
In Table Cabinet . $235
In De Lux Cabinet . $375

“Perfect Single
‘Dial (ontrol

B the most perfect
Radio Receiver
ever contrived—

NOW 1s

the time to seal
the selling rights

for your territory

5 ROM the enthusiastic reception

accorded the Farrand-Godley
Single Nine —virtually from the
very first hour of its introduction
—it seems that all of the radio
world had been waiting for it.
Leading distributors and dealers
the country over, recognizing the
designing genius and the past
successes of Paul Godley and
C. L. Farrand, have been quick
to demand agency appointment.

Demonstration of the Farrand-Godley Sinzgle Nine—its matchless power,
its brilliant clarity, irrespective of distance, its ease and simplicity of
operation—have but further confirmed every pre-conceived opinion: of

1ts Superiority.

In view of the widespread demand for selling terri-
tories, distributors and dealers are urged to make
immediate application—communicating at once, with

FARRAND MANUFACTURING CO., INC.

28 South Sixth Street

ﬁngz@“NlNE’

»  Newark, N. ]J.

’
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ealers’ Views on Record Release Plans

Opinions Expressed in Trade Questionnaire About Merits of Vari-
ous Record Release Plans and Interesting Suggestions Put Forth

What plan of record release proves the most
satisfactory to the majority of talking machine
dealers?

Since the abandonment of the long-established
monthly record reiease system some time ago
there has bcen considerable discussion in the
trade as to just what plan of release is best
calculated to keep the public interested and in-
crease sales, the latter being the chief object.
There are those who claim to have profited
materially by the more frequent record releases,
and others who complain for one reason or an-
other that they did not prove wholly satisfac-
tory, chiefly in view of the fact that they in-
creased inventories.

At the suggestion of a number of dealers and
others in the trade who desired a general opin-
ion as to just what sort of release method has
been found by experience to give the greatest
satisfaction, The \World took the opportunity of
communicating with a number of representative
dealers throughout the country relative to their
points of view on this important question, and
the results were interesting from a number of
angles.

Divided Opinions

The survey proved, for instance, that a great
majority of the dealers interviewed—44 per cent,
to be exact—favored the weekly release as the
most efficient in placing the popular song hits
on the market with as little delay as possible
and keep the public interested in the new things,
thus increasing retail sales.

Forty per cent expressed themselves as being
in favor of the old monthly release plan because
of the fact that it gave them a greater oppor-
tunity to circularize those on their mailing list
between releases and thereby keeping their rec-
ord stocks cleaner and smaller.

Special Releases

Twelve per cent expressed preference for re-
leases at irregular intervals as the records were
pressed and while they were still in the active
hit class, feeling that this method permitted of
the featuring of a record or two at a time and
concentrating on that record. In this connec-
tion it is fair to say that a considerable propor-
tion—nearly 70 per cent—of dealers favoring
the return of the monthly release also expressed
the opinion that popular hits should be released
at irregular intervals during the month as
specialties. In other words, the monthly release

for standard selections worked best when sup-
plemented with special releases of the hits.
That is, in reality, a combination of the old and
riew systems.

Of all the dealers interviewed only 4 per cent
had no particular preference in the matter of
releases.

Effect on Inventories

Answering inquiries as to the prospective
weekly and irregular releases on inventories 46
per cent of the dealers stated that weekly and
irregular releases had increased inventories to
an average of 21 per cent, one reporting as high
as 35 per cent increase and another only 7 per
cent. Twenty-five per cent reported no increase
i inventory, one reported 20 per cent increase,
and 21 per cent had no figures to offer. Eight
per cent reportcd an increase but could give no
percentage.

Increased Sales

WVith the reported increase in inventory, how-
ever, there has come apparently a gratifying in-
crease in sales as a result of weekly and irreg-
ular releases. Twenty-five per cent reported
increases in sales averaging 135 per cent. The
majority said 10 per cent, but a few claimed
from 30 to 40 per cent, which brought the

average up. Forty-three per cent reported in-
creases without giving figures, 18.5 per cent no
increases, and 7 per cent a decrease.

A great majority of the dealers, in comment-
ing on the record situation, argued for fewer
releases, particularly of popular numbers, which
appeared to be the chief inventory builders
owing to their short life, and general expres-
sion of opinion in favor of the plan whereby
dealers have an opportunity of listening to
sample records before placing orders.

Naturally, many of the dealers interviewed
had personal ideas as to what should be done
to develop a record release system designed to
increase sales without any great disadvantages,
some of the suggestions being practical and
logical and quite a number visionary. Several,
for instance, thought that a twice-a-month re-
lease would solve the problem and at least one
dealer urged a weekly release of standard num-
bers with the hits brought out in between.

The survey is considered interesting in that
it offers to the trade at large definite opinions
on the record release questions—opinions that
might be accepted as a guide by those who have
to do with the distribution of records on a
basis that will prove most satisfactory.

An Effective Method of
Checking the Mailing List
B. Guy Warner, Brooklyn Dealer, Utilizes In-

expensive Plan to Weed the Deadwood From
His List of Customers and Prospects

An inexpensive and effective method of se-
curing new prospects for phonographs, of stim-
ulating the sale of records and of affording an
excellent check-up of the store’s mailing list,
weeding out the names of those customers who
have ceased to patronize the store, all in one
operation was recently put into effect by B. Guy
Warner, Edison dealer of Brooklyn, N. Y., with
extremely good results. It consisted of sending
a reply postcard to the names on the mailing
list, with the following form to be filled out:

B. Guy Horner,
549 Nostrand Avenue, Brooklyn, N. Y.
My present address 15.......cciiiniiiiiiiiaiiionann
IO do

I [ do not receive Edison record supplements regularly.

Sets include the
Famous Brach
Arrester—
Type 223, Type 210
or Storm King
Sets Retail at $5.50,
$5.00 or $4.00

BRACH

Complete Radio
AeTi‘:lle Outﬁl

TYPE

223

Toe

LB Niy.Co,

BRACKH
Comnplete Radio
Aecrial Ourfic

Make Ten Sales In One By Selling the Complete

Brach Radio Antenna Sets

Dealers who stock this set can hand
across the counter in a single carton
every essential part of a radio antenna.

Every part conforms to standards re-
quired by National Board of Fire
Underwriters. Speedy Sales. No both-
crsome questions to answer, nor parts
to hunt,

Newark - - -

L. S. BRACH MFG. CO.

New Jersey I

has heard my Edison Phonograph and I would suggest
sending him (her) catalogues showing models and prices.

As can be seen two purposes are filled, the
undelivered postcards show those customers
who have moved, and the names given as being
interested in the Edison phonograph give the
staff of salesmen likely prospects who can be
approachcd with a much greater chance of com-
pleting a sale than if a “cold” approach were
made. The name of the person recommended
as a likely prospect can be used, and with this
information available to gain the pvospect’s in-
terest, the work of the salesman is made in-
finitely easier. Aside from these two results,
another important feature was evidenced in an
increased demand for records. Immediately
following the sending out of these cards the
number of people calling at the Warner store
in the evenings increased maniold It seems
that the buying public needs something out of
the ordinary to arouse their interest and while
thev may be receiving the record listings reg-
ularly each month, they have become more or
less a matter of habit and are merely glanced
at and forgotten, or disregarded entirely. The
receiving of the above described card being un-
usual, it piqued their curiosity and they called
at the store to satisfy it, incidentally purchasing
a number of records.

Some dealers might state that while this plan
might work as regards providing a check-up
for the mailing list, it is doubtful if any pros-
pects could be secured. The writer can vouch
to the eficacy of the method as a good means
of securing prospects. On the third day fol-
lowing the sending out of the cards fully forty
per cent of the cards returned gave the name
and address of some interested friend.

Novel Use for Phonograph

The current issue of Popular Science Monthly
tells of a novel lighting effect which can be
secured through the use of a phonograph and
which might be of interest for use in window
displays. It gives instructions for attaching
wires to the phonograph so that at the playing
of some Christmas hymn the lights in toy houses
will light automatically, one after the other.
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EMPIRE PIVOT BASE TONE-ARM AND REPRODUCER

Makes A Good Phonograph Better

HE Empire Pivot Base Tone Arm and Reproducer is designed and
constructed especially to bring out all the finer tones, and to bring
them out with unequalled clearness and accuracy.

There is just one way to prove that Empire Tone Arms will make your
good phonograph a better instrument, and that is by actual comparative
tests. Try Empire Tone Arms on your own phonographs, compare them in
any way you see fit. YOU be the judge.

There is an Empire Tone Arm suitable for every phonograph requirement,
a tone arm and reproducer that will bring out all the quality you are
building into the instrument proper.

Sample Tone Arms and quotations furnished upon request.

For Both Radio and Phonograph Empire No. 10 Tone Arm
Here is a combination Loud Speaker and The No. 10 is designed and built especially
Phonograph Tone Arm all in one. The for use with portable phonographs. It is
demand for this type is increasing tremen- made in several different lengths.

dously every day.
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EMPIRE PHONO PARTS COMPANY

2261 EAST FOURTEENTH STREET CLEVELAND
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During more than a quarter
of a century it has been the
unswerving policy of the
ATtwAaTER KENT COMPANY to
produce the best at any
cost. |

True to tradition, ATWATER KENT
Loud Speakers possess a quality that
proves itself in remarkable per-
formance.

With this prestige and outstanding
value back of them, ATwATerR KeNT
Loud Speakers have won for them-
selves a nation-wide acceptance.

Add to this the mighty pulling
power of a national advertising cam-
paign devoted exclusively to ATWATER
KenT Loud Speakers—and you, as a
radio merchant, have as fine a busi-
ness proposition as you could find.

Send for descriptive literature and dealer price list

ATwWATER KENT MANUFACTURING COMPANY

4723 Wissahickon Ave., Philadelphia, Pa,

Model L

Model M
$28 Sa0

Bring Out the Best
Fr@mﬂl Any Set Pacific Coast Prices
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The radio merchant who is
building for himself a pros-
perous and lasting business
is the one who is handling
right now a sound and well-
known line.

If every radio merchant could go
through the AtwaTer Kent Plant,
the largest and finest of its kind in
the whole world, he would know why
there is no better radio made. He
would see for himself that here is an
organization with the promise of per-
manent leadership.

The merchant who handles At-
WATER KeENT Radio has the assurance
that year after year he will keep the
confidence of his customers—and be
able to say to himself, “I know I
handle the right line.”

Send for descriptive literature and dealer price list

ATWATER KeENT MaNuUfFacTUrRING COMPANY

4723 Wissahickon Ave., Philadelphia, Pa.

Think What
]Is Bac]k Of It

A O DeLuxe Modelf/20
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‘ Pucific Coast Prices slightly higher
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Chrlstmas Glft Certlﬁcates
Sent to Victor Dealers

Should Assist in Materially Increasing Sales of
Album Sets of Records as Gifts—Proper
Use of Certificates Adds to Profits

The Victor Talking Machine Co. has pre-
pared and distributed to its dealers a Christ-
mas gift certificate which should prove extreme-
1v valuable in stimulating the sale of records as
Christmas gifts. The certificate is designed
especially to assist in selling the Music Arts
Library of Victor records but can be used for
other Victor merchandise as well

The certificate is printed in colors on fine-
textured paper and has the appearance of a steel
engraving. The border is composed of a pic-
ture gallery of world-famous Victor artists and
the wording mentions specifically the Music
Arts Library, but also contains a parenthetical
phrase, leaving the final selection of records
to the recipient of the gift certificate. The

231090 Gmpire

Louwd Speaker

for

$5.00

List

Was $10—Now $5

In the so-called dull season nothing
has stimulated the radio business like
the tremendous Morrison price reduc-
tion. Dealers who said loud speakers
wouldn’t sell are piling up profits every
day on the $5.00 list famous Morrison
unit.

Its logical. Radio fans know Morri-
son’s sterling qualities. Those who hesi-
tated at paying $10.00 for a unit and
those with other units are quick to
recognize the wonderful value at this
new price.

The unit is exactly the same unit pre-
viously sold for $10.00. We have got
down to a real production basis with its
consequent efficiency in buying and man-
ufacturing economies.

Music Dealers

\Vith this Morrison unit for $5.00
you can stimulate a real business in
radio. You'll find your customers
who own a radio set eager to have
a Morrison unit. If you aren’t
familiar with our plan and dis-
counts write for details. And see
that your order for a reasonable
quantity comes in early.

MORRISON LABORATORIES, Inc.
327 East Jefferson Ave.
DETROIT, MICH.

cortificate receipt stub gives full instructions
and shows that while the album sets are fea-
tured as being desirable as Christmas gifts, the
idea is to sell the certificate rather than any
certain class of merchandise.

The company suggests a number of \\a)s in
which the certificate can be used, including the
ready-made advertising on the subject avail-
able for dealers and a gift-certificate window
display. In sending out copies of the gift cer-
tificates to regular customers, it is suggested
that dealers include a letter detailing its advan-
tages and giving a list of those articles that
can be bought.

New Amrad Neutrodyne
Described in 'Folder

The American Radio & Research Corp., Med-
ford Hillside, Mass., has recently produced an
attractive six-page folder on the new Amrad
neutrodvne. This folder, attractively printed in
colors and illustrated, pleasingly sets forth in
a non-technical manner the many qualities of
this new set.

Although one of the first of the fourteen
manufacturers to obtain a neutrodyne licensc,
it is only recently that the American Radio &
Researcli Corp. went into production on the
new Amrad neutrodyne.

In a number of ways the new neutrodyne de-
parts from standard practice. Although it em-
ploys five tubes, only one of them is used as
a radio frequency amplifier with the neutrodyne
principle of magnetic and capacity coupling
neutralization. The remaining four tubes are

Amrad Neutrodyne
employed as detector and three stages of audio

frequency amplification. In view of the fact
that there is but one stage of tuned radio am-
plification, there are only two tuning dials.
These, however, can be logged in the same man-
ner as in the standard types of three-dial neu-
trodynes. The plant of the company at Medford
Hillside has been completely rearranged to per-
mit quantity production on the new set.

Federal Demonstration

Studio Used by Dealers

Many talking machine dealers in New York
City and surrounding territory are taking ad-
vantage of the studio maintained by the New
York offices of the Federal Telephone Mifg.
Corp. in the Times Building, Broadway and
Forty-second street, New York. Those dealers
whose store facilities do not allow of a com-
plete line of Federal receivers being demon-
strated properly, find that the attractively fur-
nished and fitted studio with the full linc of
Federal products, including all the latest models
and tlhie combination units of talking machincs
and radio sets, is an invaluable help in closing
sales. Thc studio is open day and night, for the
convcnience of dealers and customers.

Freed-Eisemann Dealer

Window Display Helps

In linc with its policy of aggrecssive, attractive
and intcusive publicity, the Frccd-Eisemann
Radio Corp. has prcpared for usc in dcalcrs’
windows hecavy cardboard background for re-
ceivers on exhibition. These backgrounds are
in gold, black and green, with whitc border
cifects, the center being more than five feet
high. They instantly strikc the cye by their
excellence of design and beauty of treatinent,
and withal rcflceting an atmospherce of dignity—
all combining in an ecffeetive sales message.

MICA
DIAPHRAGMS

Immediate delivery—all sizes
Send for free samples and prices
All Mica Products

INTERNATIONAL MICA CO.

Baner®s3s PHILADELPHIA, PA. ritas2®%nita.

C. C. Baker Wins Prize
for Exposition Display

Brunswick and Buescher Lines Featured by
Live Columbus, O., Dealer in Large Booth

- CorumBus, Q. December 5—The illustration
lierewith shows the unusually attractive booth
of C. C. Baker, Brunswick phonograph and
Buescher band instrument dealer of this city, at

C. C. Baker Exposition Display

the exposition recently held here under the
auspices of the Ohio State Journal. - Among
the great number of lines of merchandise exhib-
ited the booth of this live retailer stood out as
a center of attraction, and first prize for the
best booth of the four hundred in the exposition
was awarded to Mr. Baker.

Another Brunswick dealer who had an excel-
lent display was the Goldsmith Co., also of this
city, and as a result a large number of prospects
were secured, which it is expected will net
thousands of dollars in business in future sales.

Bennie Krueger and His Orchestra, Bruns-
wick artists, scored a hit at the exposition, which
intensified the interest in the Brunswick exhibits
and also attracted attention to their recordings.

Extensive Victor Advertising

The Victor Talking Machine Co. recently sent
to its dealers a poster showing an audience of
27,000 listening to Galli-Curci, singing in the
Hollywood Bowl at Los Angeles, Cal. The
nuinber 27,000 in itself might fail to give an
adequate idea of the size of such an audience,
but from the illustration the listeners seem in-
numerable. The poster then states that Victor
advertising each week reaches 18,000,000, so that
in the course of a year there arc 936,000,000
newspaper messages advertising thc  Victor
business.

- "\ REPRODUCERS

No. 3. a quality
sound box adopted
by many well-
known phonograph
manufacturers.

FOR PORTABLES

No. 2, Vietor Hub
No. 1, Columbia
Hub

Combining tone
quality and vol-
ume with attrac-
tive price.

..
-——-—-...._A N
TRV TETITTY

IP’vite for samples
and prices

J. E. RUDELL

144 Chambers Street
New York City
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FEATURES

Absolute clarity of tone
3 Tubes equal 6

Uses 3 UV-201 As or
UV-199s

Two stages of tuned
radio

Detector

Three stages of audio

Suspension Sockets,
eliminating microphonic
noises

Standard Approved
parts throughout

Ahead of its time in
features that make for
simplicity and efficiency

Indoor or outdoor aerial
Pronounced selectivity
Three-dial control

Mahogany cabinet(Eng-
lishBrown)hand-rubbed
finish

Room for A and B bat-

teries within cabinet

v

Type 3X-P

Official Laboratory

Model

i

RETAIL $
PRICE 8 5
without accessories

v

Natural Tone Quality in Radio

You want more than mere distance—the new
Grimes Type 3X-P gives you DX in abundant
measure.

You want more than perfect selectivity—Type
3X-P makes you the master of your reception.

You want tone quality—refined purity in tone
color that mirrors the low and high frequency of
the human voice, the ensemble of symphonies,
the sonorous diapason of the organ.

All these qualities of radio reception perfected by
David Grimes, the acknowledged genius of Radio,
are now assured by exercising the same care in
the choice of a radio receiver as in the selection
of a fine piano or phonograph.

For when Type 3X-P floods the room with the

mellowness of its full-toned timbre, quality of
tone is no longer a matter of doubt. It is here
—here for you to listen to—here to gladden a
million homes with soft voices and sweet har-
monies. It adds no sputtering or tube noises to
the original tone. It subtracts none of its
beauties.

Type 3X-P is and brings the greatest message to
the broadcast listener.

Backed by leaders in the music trade industry
and by that indefatigable radio genius,
David Grimes, Type 3X- P merits the confidence
you have so long wanted to place in a receiver.

To the trade and to the public it is a boon—a
thing of beauty—*“a joy forever.”

DAVID GRIMES, Inc.

1571 Broadway, New York

Strand Theatre Building

Dealers, apply to your
jobber for information.
Jobbers, write direct to us.

NVERSE
DUPLEX

Insures Natural Tone Quality

LICENSED UNDER PATENTS ISSUED AND PEMDING
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The New Grimes Inverse Duplex-Super-Reflex

TYPE 3XP OFFICIAL LABORATORY MODEL

Qualifies as a Tone Quality

Perfect Musical Operating

Instrument Economy
Also Distributors for

| MU-RAD RICHARDSON RAVEN  KENNEDY

Complete Line Receivers Receiving | Radio - “The Royalty of
g_ig;%if:tf: | Sets Receivers 1. Radio” |
REVIVO MICRODYNE BRISTOL | SILVER

Rechargeable Radio Audiphone ’ - VOICE
Batteries Reproducers 1 New Models Speakers
GRIMES DISTRIBUTORS —Western New York and Western Pennsylvania
i THE RADIO STUDIOS, 329 Elmwood Avenue, BUFFALO, N. Y. I

A Message

“From The House of Service”

Representatives for DAVID GRIMES, Inc.

Manufacturers of the

— Famous 3-XP Inverse Duplex
Llst Price $85.00 (acceeri)

The standard of tone quality

Simplicity of operation. | 'F%NVGRSG
Finest material and workmanship. x
Efficient and reliable. Dupbe

- o 0 1T: ali
Backed by a National Advertising Campaign B e T

MR. DEALER:

After careful investigation, we have selected this famous instrument as our leader. I[n addition,
it is backed by a reliable organization.
You should know our plan of distribution in your locality. We are personally interested to

have you represent us.
Worite or phone immediately.

NEW ENGLAND TALKING MACHINE CO.

93 Federal Street BOSTON, MASS.
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Distributors for

Missouri, Southern Illinois, Northern Arkansas

GRIMES
Famous 3X-P Inverse Duplex

e -5 Without Send in your order, be the Grimes
LlSt Prlce $85.00 (Accessories) agent in your city or town.
Mr. Dealer: I have tested and compared this set with higher-priced sets

before appointment as DAVID GRIMES, Inc.,.Distributor.and I truthfully
will say I am sold; the Grimes should bring $200.00 if performance

controlled price,—Signed S. G, Hoffman.

Dulce-Cone 7~

Radio Talking Machine Spcaker

Protect your volume of record sales.

Not an attachment. Safe to use with
the finest talking machines.

Worite for information at once.

Radiotron Tubes—Burgess Batteries /
Magnavox Loud Speaker Actual Size

S. G. HOFFMAN MAGNETO CO., 3868-70-72-74 Washington Blvd., ST. LOUIS, MO.

Notice to Radio Trade—A Test Convinced Us
A SAMPLE INSTRUMENT WILL CONVINCE YOU

The Grimes Inverse Duplex-Super-Reflex

Surpasses them all in tone quality and sim-
plicity of operation. Its guality and reason-
able price llave made it our leader.

Samples Sent for Free Test

To any radio dealer in our territory. Write
for complete information.

Central New York authorized distributors.
Jobbers for all radio parts.

Manufacturers of the well-known KELMAN
“A” and “B” Radio Batteries.

The batteries that are favorites with the
radio fans. A battery good for fifteen years’
continued service. Backed by reliable organ-
ization with a two-vear positive guarantee.
KELMAN Batteries mean satisfied custom-
ers and good profits.

i s S L,

Type 3XP Official Laboratory Model

Distributors and dealers write us today—some good
territory still open.

Samples sent anywhere in the U. S. A. and Canada.
List price $7.50

KELMAN ELECTRIC CO., Kelman Building, Rochester, N. Y., U. S. A.

Since 1904
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Radio in the home 1s an 7#vited guest.

Radio’s Most Selective Receiver

GRIMES

3X-P Inverse Duplex*85.

00

California by the Hour

with WESTERN ELECTRIC SPEAKER

Real Orchestral Reproduction

One you like.

You do not have to listen to whoever may come in.
The Grimes 3X-P i1s so selective you may choose for
vourself, from the best artists, speakers, entertainers.
In a very short time Radio Artists will stand out in
popularity even exceeding those in the movies.

DISTRIBUTORS

FRANK W. wWOOD CO.,,

70 W. New York St.

INDIANAPOLIS, IND.

— TRILLING & NOIITAGUE L

"~ IoEncipiess
LIVE Dealers Wanted

Our rapid growth has necessitated our recent removal to
larger quarters. We grow because we give the kind of
service the dealcr wants. Letus serve you and help you to

“ GROW WITH US’
DISTRIBUTORS OF

GRIMES

HTNVERSE
DUPLEX

Insures Natural Tone Quality

nnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnn

Bright Star Batteries Brach Aerial Outfits
(Supreme in FEvery Test) Head Sets
Fahnestock Clips Loud Speakers

NEW CATALOGS
Qur extensive 1924-1925 Radio Catalog Now Ready
Mailed FREE far the ashing

TRILLING & MONTAGUE

Exclusive Wholesale Radia Merchandis

49 North Seventh Street PHILADELPHIA PA.

M. H. JOHNSON

ELECTRIC CORPORATION

CENTRAL NEW YORK
DISTRIBUTORS OF

GRIMES

HENVERSE
DUPLEX

Insures Natural Tone Quality

LICENSED UNDER PATENTS ISSUED AND PENDING

High Grade Merchandise

Send for Price List of Full
Radio Line

M. H.JohnsonElectric Corp.

80 Cenesee Street Utica, New York
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Eisemann Magneto Corp.
Plans to Finance Dealers

Arrangements Made With Commercial Invest-

ment Trust, Inc, to Handle Dealers’ Paper

The Eisemann Magneto Corp., New York,
manufacturers of the Type 6D broadcast re-
ceiver, recently announced through T. E. Ken-
nedy, general sales manager of the company, a
plan for financing the retail sales of this com-
pany’s products. Through an arrangement with
the Commercial Investment Trust, Inc, New
York, the plan, which has already demonstrated
its efficiency and practicability in connection
with time-payments on automobiles, pianos and
phonographs, as well as radio receivers, allows
the dealer to handle the sales of receivers on
the instalment basis without having his capital
tied up in long payment notes. “We are excep-
tionally pleased to be able to offer this plan to
the phonograph trade inasmuch as it has previ-
ously conducted a large amount of business on
this basis, and is in a position to appreciate the
advantages to be derived from it,” said Mr.
Kennedy. “It allows persons who would other-
wise have to purchase a cheaper set than the
Type 6D to take advantage of the instalment
plan in paying and thus secure a radio receiver
with which they feel perfectly satisfied. It
naturally follows that this also enables dealers
to increase sales. The plan is familiar to prac-
tically every phonograph dealer handling the
sale of radio to-day, and it is explained in detail
on the circular form which the Eisemann Mag-
neto Corp. is sending its dealers.

Victor Arts Library
Enjoys Big Demand

A. J. Beers, Inc,, Victor dealer, 81 Chambers
street,, New York, reports a large number of
sales of the albums of records of the Victor
Music Arts Library. This store is admirably
situated to do a large business in this type of
record, as it is in the heart of the city’s com-
mercial section. Mr. Beers states that his cus-
tomers have for a number of years been request-
ing such series of records, and the arrival of
the albums was looked forward to by a number
of his customers. Radio sets are also selling
well and a campaign on the Ware Type T three-
tube set resulted in a large number of sales.

Atwater Kent Co. Points to
Need of Dealer Selection

The high merchandising policy of the At-
water Kent Mfg. Co., Philadelphia, Pa., is visu-
alized in a recent communication sent by the
company to all its distributors. The com-
munication points out the desirability of en-
couraging such dealers as best merchandise the
Atwater Kent line. The importance of the
proper selection ‘of dealers is impressed and
it is emphasized that they form the connecting
link between the buying public and the manu-
facturing and distributing organization.

The company has also issued an attractive
colored broadside depicting Atwater Kent dis-
plays, national advertising electrotypes for
dealers’ use and the extensive billboard adver-
tising campaign now being conducted.

Hempel’s American Tour

Mme. Frieda Hempel, the celebrated Edison
soprano, who is scoring such tremendous suc-
cesses in her concert appearances in Great Brit-
ain and Ireland, will commence her American
tour the middle of January, giving her flrst
New York recital at Carnegie Hall, February
10. Her American tour takes in most of the
leading American cities, including a long prom-
ised tour of the Pacific Coast. Mme. Hempel
will also appear as soloist with the New York
Symphony Orchestra during the season.

DON’'T SAY

“KAN,T”
Say

“KENT”

Successfully used for TEN YEARS as a Sales
Clincher by hundreds of EDISON DEALERS

The KENT PRODUCTS
excel in:

Value

Quality -
Material
Workmanship
Simplicity
Durability
Practicability

The KENT COMPANY is
noted for:

Stability

Versatility

Excellent Service

Square Business Methods

@

Reg. U. S. Pat. Off,

As our KENT No. 1 with soundbox, as illustrated, comprises
only a part of our line, write for our catalog. Highest grade
TONE ARMS made to order. Your inquiries are solicited.

F. C. KENT. COMPANY

IRVINGTON, N. J, U. S. A.
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The Sonora Line

Offers You Best Values

to Insure Profitable
Christmas Business

ORE than ever the Sonora dealer is equipped
this vear to obtain the largest portion of the
Barcarolle s / | ‘
o Christinas phonograph business. The three models
$150 ; -
shown hLere serve as tangible evidence of the sal-
able merchandise available.

The Barearolle at $150 has proved to be one of
the most successful models ever introduced. There
are (uantity sales awaiting the stocking of this
model.

Sonora Portables, at $50 and $65, always have a
wide sale at Christmas time.  With the Sonora
Portable you offer your customers a real musical
instrument in every scnse of the word.

The Saginaw model; at $100, is the only high
quality perlod model manufactured by a natlonall\
Portables known concern to sell at this low figure. Its sal-
350565 ability is obvious.

The distributor for your territory, listed opposite.
will be glad to give you complete details on the eu-
tire line of Sonora values. Write him today.

Sonora ‘

Phonograph Company, Inc.
279 Broadway New York City

Makers of Sonora Phonographs, Sonora Radio

Speakers. Reproducers und Sonoradios

Saginaw Cunadian and Expert Distributer: C. A. Richards. Ine.,

S100 279 Broadway, N. Y. C.

THE INSTRUMENT OF QUALITY

anora\

CLEAR AS A BELL
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The New and Greater
Sonora Line

The Sonoradio models 241 and 242, Sonora’s most wonderful recent
achievements, form the perfect bridge between the old and the new in retail
Phonograph business.

These instraments, together with the Sonora Speaker and the compre-
hensive line of Sonora Phonographs, offer the enterprising dealer an excep-
tional opportunity for ever increasing business.

The distributor named below who covers the territory in
which you are located will be glad to answer all inquiries
regarding a Sonora agency on receipt of a letter from you.

NEW ENGLAND STATES:
THE NEw ENcLAND PHONOGRAPH
Distrisuting Co.
221 Columbus Avenue, Boston, Mass.

NEW YORK CITY (with the exception of
Brooklyn and Long Island), also Counties of
Westchester, Putnam and Dutehess; all Hud-
son River towns and cities on the west bank
of the river south of Highland—all territory
south of Poughkeepsie; Northern New Jersey:
Greater City PHonocrarH Co., INc.

231 West 39th Street, New York

NEW YORK STATE, with the exception of towns
on the Hudson River below Poughkeepsie and
excepting Greater New York:

GissoN-Sxow Co., Inc., Syracuse, N. Y.

BROOKLYN AND LONG ISLAND:
LoNe IsLanp PHonocraPH Co.
17 Hanover Place, Brooklyn, N. Y.

EASTERN PENNSYLVANIA, DELAWARE,
SOUTHERN NEW JERSEY
THE WiL-MeEr CoRPORATION
Spring Garden Building
Broad and Spring Garden Sts.
Philadelphia, Pa.

MARYLAND, VIRGINIA AND DISTRICT OF
COLUMBIA :

Bartiniore PuonocrsapH Distrisutine Co.
417 West Franklin Street, Baltimore, Md.

WESTERN PENNSYLVANIA & W. VIRGINIA:
PittssurcH PHoNuerarH DistriButing Co.

Empire Building, Pittsburgh, Pa.

ALABAMA, except five northwestern counties,
Georgia, Florida, North and South Carolina
and Eastern Tennessee:

James K. . Pork, Inc.
294 Decatur St., Atlania, Ga.

STATES OF OREGON, WASHINGTON,
NORTHERN IDAHO, NEVADA, with the ex-
ception of Counties Eureka, Elko, White Pine
and Lincoln, and all California Counties north
of Santa Barbara, Ventura, Los Angeles and
San Bernardino:

THe Kourer Distrisuting Co.
63-67 Minna Street, San Francisco, Calif.

OHIO AND KENTUCKY:

Tue Ouio MusicaL Sares Co.
1747 Chester Avenue, Cleveland, Ohio

INDIANA:
Ki1erer-STEwart Company, Indianapolis, Ind.

ILLINOIS, AND RIVER TOWNS IN IOWA:

ILLiNnois PHONoGRAPH CORPORATION
616 S. Michigan Avenue, Chicago, Ill

WISCONSIN AND MICHIGAN:
Yaur anp Lancr, Milwaukee, Wis.

N. DAKOTA, S. DAKOTA, MINN. AND IOWA.

with the exception of the River towns:
DoERR-ANbREWS AND Dokrr, Minneapolis -

MISSOURI, KANSAS and five counties in north-
east Oklahoma:
C. D. Smita Co., St. Joseph, Mo.

LOUISIANA, MISSISSIPPI, ARKANSAS, part of
Tennessee and part of Alabama:
ReinHarDT'S INnc., 104 South Main Sireel,
Memphis, Tenn.

SOUTHEASTERN part of TEXAS and
part of OKLAHOMA :
SoutHeErN Druc CompaNy
Houston, Texas

MONTANA, COLORADO, NEW MEXICO,
NEBRASKA, UTAH, WYOMING, Southern
Idaho and Eastern Nevada:

Moore-Birp aND Co.
1720 Wazee Street, Denver, Colo.

ARIZONA AND SOUTHERN CALIFORNIA
including the Counties of Santa Barbara,
Ventura, Los Angeles, San Bernardino and all °
counties south, and Hawaiian Islands:
THE COMMERCIAL ASSOCIATES :
108 E. Turner Street, Los Angeles, Cal.
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Indianapolis Dealers Expect Holiday
Buying to Bring Up Their Sales Volumes

Gift Buying Starts Slowly but Last-Minute Rush Is Expected—Dealers .P'ushing Radio—Many
New Edison Dealers Estab]i§hed—Charles Clark in New Post—Trade Activities of the Month

INpraxaporis, IND.,, December 7—Christmas buy-
ing is not completely under way here as yet, but

ealers look forward to it to bring up sales vol-
ume. The Brunswick dealers report the Radiola
as moving very strong. In fact, these dealers are
taking advantage of the local interest to inten-
sively push the Brunswick-Radiola. This is true
at the Brunswick Shop and also of the Baldwin
Piano Co., where C. P. Herdman, manager, is
well pleased with sales.

Charles Clark is announced as the new man-
ager of the radio department of the Indianapolis
Music House. This store handles the Royal line
of radio-phonographs.

W. H. Meskill, local Edison dealer, reports
sales of the Edison at his store as on a par with
last year’s sales. Christmas business in this in-
strument appears good. Records, however, are a
little under their usual sale. Mr. Meskill also has
the Muncie, Ind., store under his jurisdiction,
which is ably managed by A. L. Huber. This
store has proved very profitable and moves a
great deal of merchandise. Miss Louise Huber,
daughter of the manager of this store, a very fine
pianist, recently went to Chicago to further her
musical education in this line. Miss Huber has
been in charge of the record department of this
store for several years.

Collins & Harlan, popular Edison artists, gave
a concert in Muncie the past week under the aus-
pices of the Edison store, which was well re-
ceived.

Frederick Pullen, manager of the Phonograph
Corp. of Indiana, Edison distributor for this
State and eastern Illinois, reports that business
in phonographs is 200 per cent over October
sales. Records also have been in unusually
good demand. Mr. Pullen, who keeps in close

touch with his dealers, is very -optimistic over*

future business. He announéed the sales con-
test that this organization conducted among its
dealers as being very profitable. The contest,
ending September 30, extended over a three
and one-half months" period and comprised four
groups according to the territory, population
and sales. Thirty-eight contestants were en-
tered and nine cash prizes werc awarded. The
result of the contest was very gratifying, since
all the contest sales were in addition to regular
business.

This firm announces T. F. Fitzgerald as its
new credit manager and R. C. Hugstis as travel-
ing representative.

Recent visitors to the Phonograph Corp. of
Indiana include:

From Thomas A. Edison, Inc.,, Orange, N. J,,
A. M. Farrier and R. R. Karch, of phonograph
division; H. P. Munn, of auditing service divi-
sion.

The dealers include: Eugene Osborn, Nobles-
ville; G. W. Guthrie, Princeton; R. W. Cadwell,
Sullivan; W. R. Essick, Decatur; Fred McDon-
ald, Sheridan; Grover W. Sims, Huntingburg;
Gus DePrez, Shelbyville; L. V. Hauk, Morris-
town; F. E. Felt, Newcastle; Sam Moore,
DBrazil, Ind.

A great many new dealers have been estab-
lished by the Indiana organization and include:

Banner Furniture Co., Indianapolis; Carbon
Furniture Co., Clinton; Risher & Underwood,
Brookville; Wm. Swogger & Son, Kendallville;
Cook’s Music Shop, Indiana Harbor; F. A. Pen-
niman, Hobart; E. E. Shoup, Andrews; S. J.
Douglas, Roanoke; Carter Electric Co., Koko-
mo; Claude F. Fix & Son, St. Paul;. Phelps
Furniture Co., Butler; L. A. Wills, Walkerton;

The Hilton Co., Aurora; Rector’'s Pharmacy,
Culver; Gerber & Zimmer, Bremen; Lehman
Music Store, Nappanee, all in the State of In-
diana. C. J. Steppe, Dieterich; Brewer, Furni-

“ture Co., Ridge Farm; E. Tretheway, Prince-

ville; D. E. Leamon, Lena; O. J. Biedelman,
Naperwville; C. A. Sankiewicz, North Chicago;
Wm. Kuehn, Lyons, 1ll.

New Outfit Available
for Cleaning Victrolas

Victor Co. Provides Outfit to Enable the Dealer
to Keep His Instruments in Presentable
Shape at All Times by Removing Blemishes

In order to ‘enable the Victor dealer to keep
his stock of instruments in first-class present-
able shape by removing marks of shipment and
other blemishes that are likely to develop
through handling and for other reasons, the
Victor Co. has announced a special dealer’s
outfit for cleaning Victrolas. The outfit consists
of a brush, a pound of rubbing compound and
two ounces of rubbing rags. The use of rub-
bing compound is urged in preference to other
finishing materials, for the reason that it has
been found to produce the most satisfactory
results when used on Victrola cases. In addi-
tion to the complete outfit as outlined, various
articles included therein may be purchased
separately.

Samuels-Bittel Chartered

OweNsBoro, Ky., December 7.—Articles of in-
corporation have been filed here by the Sam-
uels-Bittel Music Co., which will have an au-
thorized capital of $50,000. The new company
has leased a store at 112 \West Main street
and will handle pianos, phonographs and musi-
cal accessories. The officers are W. S. Sam-
uels, H. W. Powell, Lee Atherton, T. W. Davis
and Agnes Waltrip.

—e—

New Federal Radio Panels for Victrola Specials -

A Five

Tube

Set of

Unusual

Selectivity

The Victrola Specials are not complete without radio and, to demonstrate this new
Federal panel in them, is to realize the greatest sales opportunity of the day.

In handling this new Federal panel, under the M. 1. S. plan of distribution, you will
encounter none of the elements of indiscriminate merchandising and may rest assured
that there is a policy behind it worthy the permanent respect of Victor dealers.

We Are the Exclusive Distributors for These New Federal Panels in the Metropolitan
District and Only Through Us Can They Be Procured.

Musical Instrument Sales Co. -

o CpT S
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No. 417—Gold finish for Victor Art Model Consoles.
No. 200—Nickel finish for Victor No. 215 Special.

N

No. 135

For all
Upright Phonographs
d

an
Victor No. 210 Console |

When in New York visit
the Federal Studio, Suite
1710, Times Building.

Boston New York Philadelphia Washington, D. C.

o o

Pittsburgh

for Music Merchants

OME time ago Federal turned its vast engi-

neering abilities to the construction of radio
panels that would be in keeping with the latest
Victor phonograph creations.

Out of all this effort has been developed the
Federal panels No. 200 and No. 417 designed
for Victor Console Art Models and the Victrola
No. 215 as well as the Federal No. 135 panel
for all upright phonographs.

These new Federal panels are built upon the
same basic principles and traditions which have
maintained Federal leadership in the electrical
world for over a quarter century.

Theyincorporate advantages of tone beauty, selec-
tivity and distance range that will astonish even
the experienced radio enthusiast. They will hold
the good will of all who buy them.

Music merchants are invited to write Federal for
literature and for the name of the nearest dis-
tributor of these new panels.

FEDERAL TELEPHONE MANUFACTURING CORP.

BUFFALO, N. Y.

cocral
Standard R A DI () Products

Bridg=burg, Canada

Chicago Kansas City San Francisco

New Federal Radio Panels
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ﬁow M-etropolitan Dealers Are Increasing
Sales Through Clever Promotion Stunts

Featuring Records of Music in Broadway Shows Has Stimulated Sales—A Clever Foreign Record
Sales Boosting Plan—Prepares Record Concert Programs—Clever Foreign Record Display

One of the difficulties which confront the

lking machine dealer is the inability to present
his record releases in a manner that will give
the buying public an adequate idea of the appeal
of each record. With regular issues being re-
leased weekly and monthly and with special
releases coming out in between, it is evident
that the purchaser of records overlooks many
recordings which would appeal to him if he had
heard them played or if some method of pre-
senting them to him were employed other than
the mere announcement of their release. It was
to offset this situation that the Victor Co. some
months ago put in operation its plan of select-
ing each week two records from the Victor
library of classical and standard records for
special sales effort.

It remains with the dealer, however, to devise
some method which will move the stock which
remains on his shelves and his knowledge of his
clientele should enable him to concentrate on
those records which he has found have an ap-
peal to his trade. William Berdy, Victor dealer
of Brooklyn, N. Y. has stimulated sales by
circulars featuring single records. He recently
sent out circulars featuring the Victor records
from current Broadway shows. About thirty
records from twelve Broadway successes were
mentioned and the result was noticeable in the
increased demand. With even greater success
Mr. Berdy has concentrated on the sale of a
single recording. He recently distributed cir-
culars telling of Sir Harry Lauder’s recording
of “O-H-I-O” and “Dixie Girls Are Good
Enough for Me.” The circular bore a char-
acteristic picture of the artist and a descriptive
paragraph concerning the record. The results
were satisfactory in every way.

9% b

H. Weidman Evans, manager of the talking
machine department of McManus Bros., Eliza-
beth, N. J., employs this method with a slight
variation. He selects outstanding instrumental
records from the foreign releases and translates
the name into English when suggesting in a
circular that the customers call and hear it. The
fact that the name is new to them and that no
other talking machine store could supply the

-
¥
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. Old Nerdles
RUIN Your
Records
General

Phonograph Corporation

OTTO HEINEMAN, Pres.

U
&

25 West 45th Se. New York, N. Y.
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¢ They Can’'t Fforget. PNeedles—
Chen During the Christmas Rush!

more records than at any other time of the

year.
take a proportionate boost, too.
and customers have that habit of “forgetting”
needles—and needle sales fall far below what
they should be.

The new OKeh
livery Bags stop this hindrance to needle sales
right at its source.
delivery bag is another small envelope for in-
serting a package of
Needles.
“like a sore thumb” and an ingenious arrange-
ment of the words “Buy New Needles NOW!”
fairly cries out for attention.
record is sold and put into one of these record
delivery bags, both the customer and -the clerk
are given an automatic reminder of OKeh and
Truetone Needles.

Your distributor can supply you in minimum
orders of 1000.
ing the holiday season —and they pay for
themselves in greatly increased needle sales!
Order a thousand bags today —and watch
your ncedle sales take an immediate jump.

record when it was asked for by its English
name would bring the customer to the store
and the sale of the record thus featured would
be large.
e b

Schwartz & Chakrin, Victor dealers of Brook-
lyn, N. Y., employ a different method which
has been most successful. This plan was de-
scribed in full in a former issue of The World
and consists in preparing balanced music pro-
grams from Victor records for concerts in the
home. A copy of the program is sent to the
store's customers, together with a letter depict-
ing the delights of listening to a musical concert
given by great artists. In mailing to record
customers the month’s list of Victor record re-
leases, Schwartz & Chakrin have departed from
the usual form of the booklet furnished by the
company, listing the releases with accompany-
ing photographs of the artists and descriptions
of the records, and instead send an announce-
ment which they have printed and which each
month has a different illustration at the head. .
The list is printed on a single sheet of heavw
paper and each group of records is listed under
its proper head. The expense is practically nil
as the Victor Co. supplies the cuts and the only
composition which the printer must make is the
name and address of the dealer.

% s

A window display featuring foreign records
attracted much attention from passers-by to the
windows of Gibbons & Owens, Brooklyn, N. Y.
The display was formed of interlacing circles,
each about a foot and a half in diameter, one
painted to represent an atlas of the world, the
other to represent a record. A third.citcle was
centered immediately behind these-two and re-
volved constantly, showing the various Victor
foreign language record catalogs.

Music Store Incorporated

The Anderson-Kelly Music Shop, Utica, N.
Y., was recently incorporated at Albany, with a
capital stock of 400 shares of common stock of
no par value. The incorporators are J. H. An-

Vderson and J. A. Kelly.

#

HE Christmas rush will find you selling

And logically, your needles should
But clerks

“Automatic Reminder” De-
Attached to each record
c OKeh or Truetone
The little envelope itself stands out

Every time a

You can use this amount dur-

%

‘0. randle handles it
@
Culin,
Master ?fMovable Music

4 Years
Have Proved
Outing
Portables
Are the
Best

General Phonograph Corp.
15 West 18th St. New York, N. Y.

Metropolitan QOuting Distributor

Campaigns of New Haven
Dealers Creating Sales
Miller’s Music Shop Going After Columbia Bus:-

ness With Aid of Truck—Amendola Bros.
Plan to Move—Dixwell Music Shop Moves

New Haven, ConN. December 8-—DMiller's
Music Shop, this city, has added a new truck
for the ever-increasing outside sales. Louis
Miller reports very good success on the Christ-
mas Club Plan and has already booked numer-
ous sales through this idea. This store enjoys
a big foreign business, catering to the Polish,
Italian, Russian and Jewish population. Miller’s
Shop is featuring the new Columbia phono-
graphs and the New Process Columbia records.

Amendola Bros., 164 Wooster street, have
negotiated with local real estate dealers with
the idea of purchasing a new location for a high-
class music shop. These live merchants have
five Dodge trucks to take care of their outside
sales work and report a brisk business es-
pecially with Columbia phonographs and rec-
ords.

On December 1 the Dixwell Music Shop, 903
Dixwell avenue, Columbia dealer, will move to
a more spacious store one block from the pres-
ent location. Mr. Colella and Mr. De Angelis
are the live merchants operating this store.

Dean David Smith, 219 Elm strcet, is featur-
ing Columbia New Process records for the.
students attending Yale University. Mr. Smith
is using considerable advertising space in the
college papers featuring special releases by such
famous popular Columbia stars as Ted Lewis,
California Ramblers, the Little Ramblers, Paul
Specht, Dolly Kay and Eddie Cantor. Miss
Cohen is supervising the record department of
this up-to-the-minute college store and reports
a big demand among the students for Columbia
records.

Issues Boy Scout Records

The American Record Mfg. Co., Framingham,
Mass., has issued a series of three records for
the Boy Scouts. These records will be known
as “Official Boy Scout Records” and are manu-
factured with the sanction and permission of
the American Boy Scouts, who have given the
American Record Co. exclusive rights.

The first of these records is a two-faced ten-
inch record of the official bugle calls of the Boy
Scouts. The other two records in the first
series will carry appropriate Boy Scout mes-
sages and relative material.

Ott’s Opens Radio Dept.

RosesurG, Ore., December 5—O0tt’s Music Store
reccntly installed a complete radio department,
fcaturing thc Sonoradio. Other lines carried
include the R C A products, thc Gilfillan neutro-
dvnc and the Croslev line, all of which arc
proving popular here.
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RED RECORDS
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BEN BERNIE’S ORCHESTRA

Everywhere!

T THE daily concerts of the Roosevelt

_ Hotel—filling their tenth engagement
at the Palace Theatre—their return engage-
ment at the Hippodrome—over the radio at Sta-
tion W. N. Y. C. and still more 1mportant on
Vocahon Red Records, the playing of Ben Ber-
nie’s marvelous Hotel Roosevelt Orchestra has

the world foxtrotting.

I Can’t Cet the One I Wani—Fox-trot
Driftwood—Fox-trot

Somehody ‘ Loves Me—Fox-trot from
“George White’s Scandals”

Put Away a Little Ray of Golden
Sunshine for a Rainy Day—Fox-trot

June Night—Fox-trot
Doodle Doo Doo—Fox-trot

ed
ecord

14901

5

Tea for Two—Fox-trot from “No, No,
Nanette”

I’'m Satisfied (Beside That Sweetie
O’Mine)—Fox-trot

Dear One—Fox-trot
Romany Days—Fox-trot
Manda—from “The
dies”—Fox-trot
Then You Know That You’re in
Love—f{rom “Top Hole”—Fox-trot

C_hocolale Dan-

epresentatives have a gold-mine in the

Vocalion dance numbers by

s

Berme ’s

Orchestra

The AEOLIAN COM PANY

AEOLIAN HALL, NEW YORK

Distributors of
Vocalion Red Records

T T ¥

MUSICAL PRODUCTS DISTR. CO.,
22 W. 19th 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.

PITTSBURGH PHONO. DISTR. CO.,
217 Stanwix St., Pittsburgh, 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.

S. E. LIND, INC,,
2765 W. Fort St., Detroit, Mich.

VOCALION CO. OF CHICAGO,
Distributors of Vocalions and
Vocalion Records,
529 S. Wabash Ave., Chicago, Il

OHIO MUSICAL SALES CO.,
1747 Chester Ave., Cleveland, O.

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

STERCHI BROS., Knoxville, Tenn.

STERCHI FURN.
Atlanta, Ga.

& CARPET CO.,

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

REINHARDT’S, INC., Memphis, Tenn.

RADIO EQUIPMENT CO.,
1319 Young St., Dallas, Tex.

STONE PIANO CO., Fargo, N. D.
STONE PIANO CO,,

Distributor of Voealions and Vocalion
Red Records,
826 Nicollet Ave., Minneapolis, Minn.

MOORE-BIRD CO.,
1720 Wazee St., Denver, Colo.

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

MUNSON-RAYNER CORP., 7
36 Third St., San Franeisco, Cal.
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Laun—ch Special Campaign
to Exploit Victrola 400

Victor Co. Announces Unusual Advertising
Drive on Popular Model of Victrola Specially
Built to House a Radio Receiving Set

The Victor Talking Alachine Co. has an-
nounced what is believed to be the greatest
sales campaign ever conducted by any talking
machine manufacturer for the exploitation of
any single type of instrument. It was in-
augurated last month by a special drive, fea-
turing the Victrola 400, listed at $250, -which is
not only a beautiful instrument in itself, but
specially designed so that it will accommodate
a radio receiving set.

In addition to the current advertising included
in the Victor Co.’s regular program, which,
incidentally, reaches very large proportions at
this period of the year, a special advertisement
featuring the Victrola 400 appeared in the
leading newspapers in all sections of the United
States, covering a circulation of approximately
18,000,000 readers throughout the country. It
was admirably conceived in every way.

In order that the dealers may co-operate in
the campaign and realize directly upon the
results thereof, the advertising department of
the Victor Co. has distributed a folder contain-
ing three suggestions for window displays fea-
turing Victrola 400, each of them decidedly at-
tractive. There are also offered the series of
ready-made advertisements for the dealer’s use
in supporting the general campaign on his own
account in his local papers covering his in-
dividual territory.

Coming as it does just before the holiday
season is in full swing, the campaign should
be productive of notable results, provided, of
course, that dealers see to it that they have on
hand a sufficient number of Victrolas 400 to take
care of the demand which will in all probability
be developed.

‘Pathé Broadside Features
Two NeW Radio Models

The Pathé Phonograph & Radio Corp,
Brooklyn, N. Y., has recently addressed a large
broadside to “Mr. Radio Merchant in every
city.” The first page reproduces a greatly en-
larged letter signed by Eugene A. \Widmann,
president of the company, and calling attention
to the merchandising advantages of the new
Pathé models “B” 5 and “S” 5. The inside
spread features these two popular receiving sets
in colors with a full description of each. Mfen-
tion is also made of the Pathé loud speaker,
“S 5 Highboy” and “Minute Man.” On the
back page is reproduced a photograph of the
large plant of the company in Brooklyn show-
ing the production facilities available on these
two new models.

It is reported from the headquarters of the
company that although these broadsides have
been out only a short time they arc resulting
in a large volume of orders.

San Antonio Music Co.

Opens Radio Department

SaN Axtovio, TEx., Deccember 5—The new radio
demonstration and display rooms of the San
A io 1 i were rccently openced and
attracted much favorable comment because of
their furnishings and fitting The rooms have
bcen cquipped to have the appearance of the
living room of a homc, and Buddy Elking, Jr.,
manager of thc department, states that cus-
tomer can gct an adcquate idea of how the
recciver will sound in s own homc as 1
attempt has been made to wmake tlhie room
soundproof, other than the nsual draperies at
the doors and windows. A complete line of
scts and pancls for insertion in the talking ma-
cliine is being carried.

A
Complete List

of I
and

Distributors

WALTER S. GRAY COMPANY
926 Midway Place, Los Angeles, Calif.

WALTER S. GRAY COMPANY
1054 Mission St., San Francisco, Calif.

L. D. HEATER
357 Ankeny St., Portland, Ore.

TEXAS RADIO SALES COMPANY
2005 Main St., Dallas, Texas

JUNIUS HART PIANO HOUSE, LTD.
123 Carondelet St., New Orleans, La.

CONSOLIDATED TALKING MA-
CHINE COMPANY

1121 Nicollet Ave., Minneapolis, Minn.

YAHR & LANGE DRUG COMPANY
207 E. Water St., Milwaukee, Wis.
JAMES K. POLK, INC.

294 Decatur St., Atlanta, Ga.
THE ARTOPHONE CORPORATION
1103 Olive St., St. Louis, Mo.
THE ARTOPHONE CORPORATION
804 Grand Ave., Kansas City, Mo.
CONSOLIDATED TALKING MA-
CHINE COMPANY
227 W. Washington St., Chicago, Iil.
CONSOLIDATED TALKING MA-
CHINE COMPANY
2957 Gratiot Ave., Detroit, Mich.
THE RECORD SALES COMPANY
1965 E. 66th St., Cleveland, Ohio
STERLING ROLL AND RECORD
COMPANY
137 W. 4th St., Cincinnati, Ohio
PHONOLA CO. LTD., OF CANADA
Elmira, Ont.,, Canada
IROQUOIS SALES CORPORATION
210 Franklin St., Buffalo, N. Y.
EVERYBODY'’S TALKING MACHINE
COMPANY
810 Arch St., Philadelphia, Pa.
GENERAL PHONOGRAPH CORPO-
RATION OF NEW ENGLAND
126" Summer St., Boston, Mass.
GENERAL PHONOGRAPH CORP,

(New York Distributing Division)
15 W. 18th St., New York City

JAMES COWAN COMPANY
18 West Broad St., Richmond, Va.

W. D. Andrews Becomes

Sleeper Distributor

Prominent Syracuse, N. Y., Wholesaler Placing
Line in Many Talking Machine Stores in Its
Territory—Busimess Outlook Excellent

The Sleeper Radio Corp.,, manufacturer of
Sleeper Monotrol radio sets, announced through
Gordon C. Sleeper, president of the company,
the appointment of W. D. Andrews, Victor
jobber at Syracuse, N. Y., as a distributor for
the Sleeper Radio Corp. products. This follows
closely on the heels of the appointment of C. N.
Andrews Co.,, Victor jobber of Buffalo, as a
Sleeper distributor.

“We are very much pleased with the progress
that these two concerns have made in their
territories since taking on our line. The C. N,
Andrews Co., Buffalo, during a period of about
four weeks has opened up forty new accounts
for the Sleeper Monotrol, and W. D. Andrews,
of Syracuse, has secured distribution for the
Sleeper Monotrol in thirty-two phonograph
stores in its territory,” said Mr. Sleeper, in
commenting on the progress his concern had
made in the talking machine field.

Fox Co. in Fine New Home
in South Norwalk, Conn.

Soute Norwark, CoxN. December 7—Fox
Piano Co., 85 North Main street, this city,
moved to a new location on December 1.- The
new store is located at 43 and 45 North Main
street. E. P. Craig is the manager of this large
piano and phonograph shop and reports that
due to the ever-increasing business it has been
necessary to make the change with the idea in
mind of having larger quarters and at the same
time better their present location. The Fox
Piano Co. has branches in Bridgeport, South
Norwalk, Stamford, Conn., and New Rochelle,
N. Y.

The Donnelly Music Shop, here, Victor dealer,
is using the Christmas Club Plan on a very
large scale, featuring same in the local news-
papers and devoting special window display
space.

Adams-Morgan Co. Plans
" Big Drive on Paragon Sets

The Adams-Morgan Co., Inc., Montclair, N. J.,
manufacturer of Paragon radio receiving sets,
recently announced through J. B. Renwick, Jr.,
general sales manager of the company, its strong
schedule of advertising throughout the season of
1924-25. “This campaign includes a number of
national magazine publications, newspapers and
other consumer mediums. It should aid the
dealer materially in cutting down the sales re-
sistancc of the consumer and create a decided
demand for Paragon products. \We feel that the
new Paragon line is worthy of the consideration
of everyone, and, accordingly, we have willingly
appropriated a large sum towards the advertis-
ing of our products,” said Mr. Renwick. The
company is also furnishing a liberal supply of
dealer helps in the way of circulars, display
cards and window trimming, in order to allow
the trade to cash in directly on its elaborate
campaign of national advertising. This policy
is prolific of good results.

Features DeForest Line

O»xaua, Nes, December 9.—A local agency for
the DeForest line of radio receivers was re-
cently awarded to the Schmoller & Mueller
Piano Co. The compactness of the DcForest
reflcx radiophonc is one of the chief reasons
why this sct is proving so popular, the fact that
the batteries and loud speaker are enclosed in
onc cabinct appealing especially to the women,
states the manager of the radio department of
this storc,.
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A CHRISTMAS GIFT

To the Talking Machine Industry
MILLIONS OF RADIO ENTHUSIASTS

Have Been Waiting for the

SELECTRON

SELECTRON
©w “‘.“".':é".:.?.f'"“ L

ELECTRON is now here to give to radio the same fine quality of tone amplifica-
tion that made the talking machine the greatest of all musical instriments.

SELECTRON gives greater volume and finer quality than any so-called loud
speaking horn—regardless of price—because:

SELECTRON makes use of the highly developed tone-chamber of the talking
machine and absolutely avoids the use of the tone arm and sound box for radio
reproduction—Ileaving these parts free to perform their intended function, i. e., to
reproduce talking machine records.

SELECTRON accomplishes this without in any way disturbing the talking machine
itself and without any so-called installation. :

By sunply plac-
g Selectron as
¥ shown either ra-
dio  or talking
machine becomes
available at the
mere turn of o

To you as a Talking Machine Dealer
SELECTRON is of the utmost importance

because:—

1. SELECTRON brings ‘‘dead’’ Talking Machines back

to life and back into the record market.
2. SELECTRON brings real profit in its sale.

3. Each of the millions of Talking Machine owners
is a prospect.

SELECTRON becomes an integral part of
the talking machine itself —thus imparting
permanency to the radio set.

JOBBERS AND DEALERS

Remember, the talking machine tone-cham- lfiy ﬁll means, looklir)to a}III atter;llpts
: : made heretotore at solving the problem
ber. 1s the prOduCt of 25 years of eéxperimen- of utilizing the talking machine tone-
tation and development and not an over- 1chalr(nber fosrlloud speaking. Then, finally
: : : ook into Selectron and you will imme-
night attempt to fill a sudden excessive e a i e o e B

demand. acclaim it the “missing link.” Write for
further information.

Have your Jobber tell you about Selectron.

AUDAK CO., 560 Fifth Ave., New York, N. Y.

- In Canada, manufactured by McLagan Corp., Stratford, Ont.
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Connecticut Retailers
Cashing in on Campaigns

Improvement -in General Industrial Conditions
Felt by Phonograph Trade

Industrial conditions in Connecticut are show-
ing signs of increased activities over the past
three months with marked improvements, both
in the industries and employment conditions
over the past month. Recently there have been
numerous new factories started in some sections
of Connecticut, namely, South Norwalk, Stam-
ford, Bridgeport and New Haven.

The talking machine and music merchants
throughout the State of Connecticut are in a
better frame of mind with regards to the out-
look for holiday business and already some re-
ports on business being done are most encour-
aging. In order to stimulate the music busi-
ness the dealers are using the Christmas Club

Plan, backing the idea with large newspaper

space and featuring this thought through exclu-
sive windows.

Dealers interviewed recently have been using
the truck sales plan for the purpose of reaching
prospective customers in the outlying districts
and to the merchants using this method of in-
creasing sales falls the volume end of the busi-
ness. A number of music dealers are employing
house-to-house canvassers and report to the
effect that through this means business has been
built up to a great degree. The outlook for
the holiday business is encouraging and should
be the means of building a great volume of
business for the music merchants in this section.

A new music shop was opened in Ansonia
recently. This is a branch store of Miller’s
Music Shop, 144 Congress avenue, New Haven,
and is under the management of Oscar Fein-
berg, for some years past handling the outside
sales work at the New Haven store. The new
store is the only exclusive music shop in the
town and will feature the new Columbia phono-
graphs and New Process Columbia records.
Mr. Feinbetg reports a very big demand for
records, owing to the fact that the local popu-
lation had no means of purchasing them in this
section prior to the opening of this shop.

M. Quadretti & Son, of Shelton, Conn., have
been stimulating sales through the truck sales
plan and inangurating the Christmas Club Plan
and report a good volume of business through
these channels. Messrs. Quadretti feature the
Columbia phonographs and records.

The Piquette Piano Co., of Derby, Conn,
Columbia dealer, has added the entire Victor
line, which has been made necessary through
the big demand for this product. The Piquette
Piano Co. purchased the entire phonograph de-
partment of the Howard & Barber store.

J. F. Willis, Jr., manager of the Willis Piano
Co., Ltd.,, Halifax, N. S, was a recent visitor to
Waterbury, Conn., making his headquarters at
the New England Music Co., Columbia dealer.
A. S. Willis, a brother, is manager of this shop.

Expand Department

GreeLEY, Coro., December 8—The stock of the
Radio Shop, 912 Eighth street, was recently
purchased by the Weld County Music Store.
The store has been remodeled to accommodate
the new radio department. A complete line of
receivers is carried by this store, including the
entire line of Brunswick-Radiola combination
units and the full line of RCA products. J. E.
Hill is manager of the store and Gordon Moss,
formerly owner of the Radio Shop, is manager
of the new department.

Victor December Advertising

The Victor advertisements in. the December
magazines feature the desirability of the instru-
ment as a Christmas gift. Various models of
Victrolas are featured, together with the group
picture of famous Victor artists attired in the
costumes of their favorite operatic characters.

Popular Texas Orchestras
Record for Okeh Catalog

Portable Recording Equipments Sent to Dallas
to Make Records of Leading Orchestras in
That City and in San Antonio

Darras, Tex., December 1—Through the medium
of the Texas Radio Sales Co., Inc., distributor
of Okeh records in this territory, there has just
been completed a number of recordings of local
orchestras in which much interest has been
shown.

The General Phonograph Corp. of New York,
sent P. P. Decker, a recording expert, to Dal-
las with a portable recording outfit, and while
here he made records of a number of selections
played by the Jack Gardner Orchestra of Dal-
las, the Jimmie Joys Orchestra of San Antonio,
two of the most popular orchestras in Texas, as
well as several numbers by the Cornfield Sym-
phony Orchestra, making “old time” records ex-
clusively.

Paul Blackwell, of the talking machine and
record division of the company, is particularly
enthusiastic over the new local recordings and
is of the opinion that the release of the records
by these Texas orchestras will result in a tre-
mendous boom in record sales within the next
few months, as the various organizations are
very popular and much in demand.

Brunswick Issues Hanger
Featuring Myers’ Orchestra

The Brunswick Co. recently issued to its
dealers a magnificent window hanger featuring
Vic Myers and His Orchestra and three re-
cordings made by this Los Angeles aggregation.
The hanger is of extra heavy stock with a pic-
ture of the orchestra in sepia with a circular
insert of Vic Myers. The records featured
are “Heartbroken,” coupled with “Burmalone’’;
“Beets and Turnips,” coupled with “Weary
Blues,” and “Helen Gone,” coupled with
“Springtime Rag.”
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JUNIOR, $25.00

Black, Brown or Green
Leatherette — Qak, Red or
Brown Mahogany

s
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Everyone Knows—

"Oné hand/e hana’/e_s. Vi

“Master of Movable Music”

PORTABLES ARE THE BEST

O all
\ friends and the
general,
we extend our sin-
cerest wishes for

MERRY
CHRISTMAS
and
A Happy,
ProspPEROUS
NEw YEAr

PR b

Distributors in the Metropolitan District
for OUTINGS and

GENERAL PHONOGRAPH CORPORATION
New York Distributing Division: 15 West 18th St.

our

SENIOR $37.50
Oak, Red or Brown Mahogany
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Milwa&kee_Wholesalers and Retailers
Busy and Optimistic Over Holiday Sales

All Lines Move as Christmas Gift Buying Starts—E. E. Gessert in New Post—Radio Show Attracts
Wide Attention—Edison Comparison Recital Feature of Food and Household Show

1 kg, Wis., December 7.—Business was
he month of November, according
>f local jobbers and wholesalers of
nes and radio, and orders of mer-
nd for the holiday trade are being filled.

o lking machines and combinations with
radio have been active for the pre-Christinas
business, and many orders for Christmas rec-
ords been received at local houses. Intér-

radio and radio-phonograph combinations
was greatly increased by the second annual
\Wisconsin Radio Exposition, held at the Mil-
waukee Auditorium in November, and other
events have stimulated this trade.
Wholesalers Busy and Optimistic
Business is fine,” stated Carl Lovejoy, Mil-
waukee representative of the Brunswick Co.
“Both phonographs and Radiolas have been in
very good demand during the past month, and
ecords are still on the uphill climb. Milwau-
kee dealers in Brunswicks have been featuring
Brunswick-Radiola in special advertising
during the past month, which has proved effec-
tive.”

“IVe have been getting orders faster than we
can fill them,” declared Fred E. Yahr, of Yahr
& Lange, wholesalers of Sonora in Wisconsin
and Michigan. “Dealers have been replenishing
their stocks, after letting them drop to a low
figure during the past six months.”

Mr. Yahr commented particularly on the
movement of radio goods, which are also
handled in the music department of the firm.
\Ware Radio Corp. products have been selling
especially well and many new accounts have
been opened. .

E. E. Gessert With Yahr & Lange

E. E. Gessert, who has been connected with

1les promotion work in Wisconsin for the past
twelve vears, has been placed in charge of the
musical merchandise department of Yahr &

Lange, taking over the work formerly handled
by H. M. Hahn, who has resigned. Mr. Gessert
is thoroughly familiar with the Wisconsin ter-
ritory covered by the music department of the
firm, and is experienced in sales promotion
work.

Satisfactory Victor Demand

“Business is going along pretty well, and we
are ahead of last yvear,” said Harry L. Gold-
smith, secretary of the Badger Talking Machine
Co., Victor jobber. He reported that talking
machines were moving very well and records
are also showing considerable activity. A simi-
lar optimistic report of business was given by
David M. Kasson, vice-president of the Inter-
state Sales Co., an organization owned by the
Badger Talking Machine Co. which features
radio. The Interstate Sales Co. features De
Forest radio sets and also handles Freed-Eise-
mann and several other lines, which have been
incorporated in a comprehensive catalog.

Three men were sent to Marinette, \Vis., by the
Interstate Sales Co. to assist with the formal
opening of the radio department in the Lauer-
man department store of that city.

Starr Business Improving
“Business in general is going very good
again,” stated Alfred F. Kiefer, Wisconsin dis-
tributor for Starr phonographs and Gennett rec-
ords. *“Machines are moving very good, and our
special Christmas records are going very big.”
The East Side Music Co., which handles the
Starr line, has moved into a new location at
Farewell and North avenues. The company is
now the -only music store located on the upper
East Side of Milwaukee and handles a complete
line of musical instruments.
J. H. Becker Convalescent
John H. Becker, owner of the Foto Shop, is
recovering from a month’s illness, and is getting
on his feet just in time to care for the holiday

ZIMMERMAN - BITTER

CONSTRYVCTION® COMPANY

ZIMMERMAN-BITTER
CONSTRUCTION COMPANY
325-27 East 94th Street, Now York

ﬁ'[ay our [opal friends
twho habve been in-
gtrumental in the upbuild-

ing of our business as twell

ag those twe hope to serbe

in the future habe a Merry

Christmas and a Prosper-
ous Netw Pear.

9. Zimmerman

q. Bitter

Telephone Lensx 2960

business at the store. He reports that business
is picking up a little in both machines and rec-
ords. He has been featuring the Starr ma-
chines, and reports that Domino records have
been active.

Wide Interest in Radio Show

Milwaukee dealers and jobbers of radio and
other musical instruments were greatly inter-
ested in the Second Annual Wisconsin Radio
Exposition, which was held in November at
the Milwaukee Auditorium. The entire avail-
able display space of the building was taken up
with exhibits of Milwaukee and Wisconsin deal-
ers, jobbers and manufacturers, while a number
of Eastern radio concerns were also represented.
Yahr & Lange featured Sonoradios, Ware re-
ceivers and Malone-Lemmon sets in their three
booths. The Interstate Sales Co. was repre-
sented in the exhibit, while two prominent deal-
ers who featured their radio departments
through exhibits at the show were Edmund
Gram, Inc., and the Kesselman-O'Driscoll Co.
The number of exhibitors was about seventy.

The Wisconsin Radio Trade Association, Inc.,
was behind the radio exposition this vear. The
Association is an organization of radio dealers,
jobbers and manufacturers in the city and the
State, who are co-operating to promote the ad-
vancement of radio as a means of education
and-entertainment.

Edison Concert at Exposition

One of the events connected with the Food
and Household Show of the Milwaukee Jour-
nal, which preceded the radio show, was the
concert given by the Luebtow Music Co., fea-
turing Edison records. The concert was given
by Glen Ellison, famous Scotch baritone, ac-
companied by Alta Hill. In addition to singing
several groups of songs for the visitors at the
show, Mr. Ellison also gave a comparison be-
tween his voice and its re-creation on an Edison
phonograph. Visitors to the show were invited
to the concert without charge.

Brief But Interesting

Music as a part of the regular work of public
schools was favored in a2 group of addresses
given before the music section of the Wisconsin
State Teachers’ Association meeting, held in
Milwaukee in November. Three addresses were
given before the group, which featured the im-
portance of music in the life of the community.

Members of the music trade were interested
in the announcement of the marriage of Miss
Myrtle Jane O’Driscoll, daughter of M. ].
O'Driscoll, of the Kesselman-O'Driscoll Co.,
prominent local music store. ta Nr. Arthur W,
\Vilkes, of Hortonville, \Wis. The couple will
make their home in Hortonville.

The Badger Music Shop of Fond du Lac,
\Vis., which was recently taken over by J. A.
Sandee and A. E. Knop, now claims one of the
largest music stores in the State outside of Mil-
waukee. This store is featuring Brunswick and
Victor talking machines and records.

The Universal Radio Sales Corp., of Racine,
\Vis., has opened its offices on the fourth floor
of the Arcade Building, in that city, and is now
conducting a retail and wholesale business in
radio and supplies. The officers of the com-
pany, which features Racine-made products, are
Thomas Tullock, F. W. Duncan and J. M.
\Weisman.

Handling Strong Radio Line

A radio department was recently installed in
the Broad & Market Music Co.. Newark, N. J.
A comprehensive line is being carried. including
the DeForest, Ware, Davton Fan & Motor,
RCA and Brunswick-Radiola. The department
occupies the sccond floor of the building, where
the lincs are displayed to advantage.

The Holt-Engler Corp., New York, was rc-
cently incorporated at Albany to manufacture
radio apparatus. The capital stock was listed
at 200 shares of common stock of no par value.
The incorporators are M. Holt, J. Engler and
H. E. Roscenberg.
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LATHAM

Radiola Regenoflex
A modified Radiola X, in mahog-
any cabinet with external loud-
speaker. Four WD-11 Radiotrons
and Radiola Loudspeaker. No
batteries or antenna......... $191

Radiola X

Selective and non-radiating. Re-
mnarkable for distance reception
and perfect reproduction. Built-in
new type loudspeaker. Complete
with four WD-11 Radiotrons —
everything except batteries and
antenna .. .............. ... $245
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SUPPLY axo DEMAND

DEMAND
The demand which will be

created by the advertising cam-
paign carried out by the Radio
Corporation of America in New
Y ork newspapers during the hol-
iday season, will create an over-
whelming demand for this
company’s products. $30,000
will be spent in New York City
alone.

30,000 SPENT TO MAKE SALES FORYOU

SUPPLY

The supply of Radiolas carried
in stock by E. B. Latham & Co.
should aid you in meeting the
demand created by this tremen-
dous advertising campaign. The
service rendered you by us will
be found a decided factor in
the satisfactory consummation
of sales.

E. B. LATHAM & CO.

550 Pearl Street New York, N. Y.

’I

NEW YORK
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Prepare Musical Program
for Art and Industry Show

Thos. A. Edison, Inc., Among Representative
Music Trade Concerns to Consider Plans for
Show at Atlantic City Next Summer

t ting held at Chickering Hall, New

,on N ber 20, and attended by a num-

I tative members of the music

rold L. Lyman, Thos. A.

i J.; Dr. Sigmund
Spaeth, of the American Piano Co., and others,
WV discussed for the musical features

progr d for the next annual National Art

Industry Exposition to be held at the M\illion
Dollar Pier, Atlantic City, for six weeks begin-
n July 1, 1925.

was submitted by A. Conrad Ek-
h ging director of the exposition,
which included the following features:

A composite music trades exhibit of leading
musical 1 uments, demonstrated by compe-
loyed by the manufacturers; a

musi aster course, providing instruction by

famous teachers for the various leading instru-
ments and the voice; a national musical talent
contest, with attractive prizes offered to the
winners, and an information bureau to serve the
various musical publications and musical talent;
also a series of recitals, lectures and concerts
are contemplated in the program.

Thos. Edison, Inc., was among the ex-
hibitors at the exposition at Atlantic City this
past summer and the company was enthusiastic
over the results. Nearly 120,000 people at-
tended the 202 recitals given by Edison artists
in connection with the Edison phonograph dur-
ing the course of the show.

The Arco Radio Corp., Brooklyn, N. Y., was
recently incorporated at Albany with a capital
stock of $5,000. The incorporators are O. C.
Palmieri, J. E. and I. Ginsburg.

Victor Presents Wagner’s
“Ring” at Atlantic City

Lectures on the Four “Ring” Operas Being
Given Each Monday Evening by James E.
Richardson and Illustrated With Records

ArLaxTtic Gity, N. J., December 2—Opera lovers
have been offered a real treat by the Victor
Talking Machine Co. at the company’s show-
rooms in this city through the presentation of
a series of léctures on \Wagner’s “Ring” given
by James E. Richardson, one of the music
critics of the Victor Co., and illustrated with
Victor records.

The series began on November 24 with the
“Rheingold” and continues until December 15,
a lecture being given each Monday evening.
Following the “Rheingold” there are presented
in regular order: ‘“The Valkyrie,” “Siegfried”
and “Twilight of the Gods.” That the series
interests the public has been amply evidenced
at the first two lectures when the Victor Audi-
torium in the Brighton Casino was crowded.

Canadian Distributor
for Dictograph Products

The Dictograph Products Corp., New York,
manufacturer of Dictogrand and loud speakers,
Aristocrat head phones, Dict-O-Phono-Unit and
cther radio products, recently announced the
appointment of the Marconi Wireless Telegraph
Co. of Canada, Ltd, as exclusive Canadian dis-
tributor for this company’s products. The MMar-
coni Wireless Telegraph Co. is located in Mont-
real, with offices at Vancouver, B. C.; Winnipeg,
Man.; Toronto, Ont.; Halifax, N. S, and St.
Johns, Newfoundland. The Dictograph Products
Corp. is conducting intensive sales campaigns
among its various dealers and furnishing co-op-
eration in the form of very attractive window
displays to be used by its dealers.

- Vocalion Is Featured in

Film Story of “The Swan”

Instrument Given a Prominent Place in the
Decoration for a New Screen Play in Which
Frances Howard Plays a Leading Part

The Famous Players-Lasky Corp., which is
now filming the story of “The Swan,” which
was one of the big successes last season on

Frances Howard and the Vocalion

the dramatic stage, has selected a period model
of the Vocalion as a decoration in several ¢f
the interior scenes.

Frances Howard, popular screen star, is play-
ing a leading part in the film presentation of
“The Swan” and is shown in the accompanying
illustration using the Graduola tone-control of
the Vocalion. At the present time Miss How-
ard is playing the lead in the current success,
“Best Pcople.”

Ro-Burn Radio, New York, was recently in-
corporated at Albany to manufacture electrical
devices with a capital stock of $10,000. The
incorporators are: A. and G. Werner and N.
Saron.
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“"New Yorks Leading Radio House™

TRADE MARK

THE SYMBOL OF SERVICE

Distributors for:

Alden Mfg. Co.

Cornish Wire Co.

Lopez Low-Loss Tuner

(“Na-ald”) Manhattan Electric Sup-
Allen Bradley Electric ply Co.

Co. Mitchell-Rand
American Transformer R. Mitchell & Co. (“Se-

Co. ar-de”)
L. S. Brach Mueller Eleetric

Multiple Electrical

“Service.”

Our Service— Your Service

The word service is used extensively and a great many
times overdone, still service is vitally necessary in any
successful dealer business. '

As jobbers we have but one thing to offer our dealers—
During the past years we have bent our en-
tire efforts towards reaching this goal. '

With delivery trucks and a well-trained organization td

Daven Radio
Diamond State Fibre
Dubilicr Cond. & Radio
| Corp

Eby Mfg. Co.
| Gencral Radio
Jewell Elect. Instrument
Colin B. Kennedy

King Elcetric

Crosley Radio Corp. Products
Chaslyn Co. National Carbon (E. R.
Como Apparatus Co. Batt)

Pacent Electric
Premier Electrie

Radio Corp. of Amcrica
Sterling Mfg. Co.
Testrite Inst. Co.

U. S. Tool Co., JTue.
Ward-Leonard

Westcrm Electric Co.
Weston Electrical Inst.

back our standard line of products we can supply dealers
quickly, accurately and satisfactorily.

Let Continental Radio aud Electric Corporation help yoﬁ
build a successful business.

Our Service—Your Service

W holesale Distributors Only

CONTINENTAL RADIO & ELECTRIC CORPN.

New York, U. S. A.

2089-0

Fifteen Warren Strcet
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Radiola X

The Regenoflex circuit in a rich mahogany cabinet,
with its own loudspeaker built in. With four

Radiotrons WD-11. List . . .. . %245

Radiotrons—and
Radiola Loudspeaker

Both are in line for heavy Christmas
selling. In the fan magazines — and in
newspapers—big advertising for both of
these will run straight up to Christmas
— and after.

Radiola Regenoflex

Sensitive, selective, non - radiating.
Famous for its tone quality! With four
Radiotrons WD-11 and Radiola Loud-
speaker. $191

Drive for the

egenoflex —

This symbol of
quality is your

For Christmas—two pages in
the Post—{ull pages in a long
list of important magazines—
big newspaper ads — extra
dealer helps—new displays.
For 1925, a great “carry-on”
campaign. The sales impetus
of Christmas will swing right
on through the New Year—
capture the gift money pur-
chases of January. Order
ahead — keep your stocks in
shape. Keep the sales mount-
ing—right up to Christmas—
and after.

““There’s « Radiola Jér every purse”

Radio Corporation of America
Dept. 156
Sales Offices: Suite No. 3612

233 Broadway, New York
10 So. La Salle St., Chicago, 1ll.
28 Geary Street, San Francisco, Cal.

protection

Radiola

REG. U.S. PAT. OFF.
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Chrlstmas Glft Buying Becomes Evident
Throughout Trade Circles in Cincinnati

Entire Trade Looking Forward to Large Holiday Sales Volumes—Starr Piano Co. Establishes
Local Record Laboratory—Combination Radio-Phonographs in Demand—Campaigns Launched

Cixcinnati, 0. December 8.—Wholesale and
etail dealers in talking machines, records and
dred merchandise state that they have had a
1did business throughout the past month.
tmas buying has been going on to some
t for the past week, and from now until
twenty-fourth it will progressively get
larger.
New Starr Studio
he Starr Piano Co. has established a studio
for the making of talking machine records on
the fourth floor of its building, at 27 West
Fourth street. “This is the first permanent re-
cording laboratory to be established in Cin-
cinnati,” said \W. M. Purnell, head of the com-
pany's publicity department. “We are making
lots of Gennett records for individuals, as well
as for catalog. A personal record makes a fine
“hristmas remembrance for relatives and
friends, and many persons are having them
ade for that purpose. A great many parents
are having their children’s speaking voices re-
corded, or in case a child is a musician records
are made of its singing or playing.” According
to Mr. Purnell, there has sprung up a big de-
mand for the old-fashioned phonograph horn.
“Many want the old horns to use as loud speak-
ers in connection with their radio outfits,” he
explained, “but it is almost impossible to find
any more, so great has been the demand. At-
tics have been searched everywhere, and the
supply has vanished. But in my opinion the
horn will come off the radio set, just as it
was taken off the talking machine. Sound boxes
will be adapted to radio, 1 think, and they .will
be just as satisfactory with the radio as they
are with the talking machine.”
Drive on Brunswick
The E. M. Abbot Piano Co. has been making
a successful drive to increase its sales of Bruns-
wick products. The Brunswick-Radiola is very
popular here and the console style is a particu-
larly fine seller. The same thing, of course,
applies to Brunswick records, and there is a
rapid turnover with them.
Victrola-Radio Cabinets in Demand
The handsome Chubb & Steinberg Music
Shop, at 17 East Sixth street, reports sales to
be satisfactory. It has been featuring the Vic-

trola and radio combination, in a console pat-
tern, and the Sonora, in cabinet design.
Building Fine Business

Louis H. Ahaus, who conducts the beautiful
and artistic Brunswick Shop, in the Edwards
Building, reports that “day by day business is
getting better in every way.” This is the new-
est establishment of its kind in the city, and
although it was only opened up a few months
ago it has built up an exceptionally fine trade.

Victor Holiday Publicity

The Victor Co. of Camden, N. J., is still con-
tinuing to use large newspaper space daily in
telling about Victrolas and Victor records. The
latest advertisements stress the fact that a new
Caruso record and a new Paul Whitman record
have been placed on sale. Different styles of
Victrolas are featured in the same advertise-
ment, with an admonition that Christmas shop-
ping should be done at once, in order to avoid
possible disappointment.

Christmas Drives Under Way

In order to get their share of the talking
machine business, several leading department
stores are using big space in daily newspapers
for the purpose of calling attention to Christ-
mas bargains.
full pages in telling about the beauties and ad-
vantages of Brunswick-Radiolas, and of course
the Brunswick records were also stressed.

Lowry & Gobel, furniture dealers, are featur-
ing Pathé consoles and records for Christmas.
May Stern & Co., another concern that deals in
furniture, are featuring a console phonograph
with a polychrome mirror, a small torchiere
and Columbia records as part of a combination
offer.

Widener’s has formed a good-sized Christ-
mas Club, which will furnish Santa Claus a
large number of instruments to present to fa-
vored ones. This store is featuring a console
Victrola with twenty-four records.

Steinway & Sons have been featuring the
Brunswick-Radiola and Brunswick records.

Pushing New Outing Portable

The Sterling Roll & Record Co. reports that
business has been improving steadily for the
past few months and that sales have been
entirely satisfactory as to volume. Ben Brown,

WWW&WW&W%

solutely necessary.

=

| MERRY CHRISTMAS!

137 West 4th Street

THE Christmas season is a mighty busy one for dealers
handling the popular Okeh and Odeon Records.
the time when speed and accuracy in filling orders are ab-

Let us have your emergency orders.
them and can fill them quickly, accurately and completely!

Wholesale Phonograph Division

STERLING ROLL and RECORD CO.

Buy OKeh Needles —They Keep Record Sales Alive!

Odion

It is

We have prepared for

HAPPY NEW YEAR!

CINCINNATI, OHIO

The Alms & Doepke Co. used

;0712 nandle handles 1t
‘Master gf“lovable'Music'
4 Years
Have Proved
Outing
Portables
Are the
Best

Sterling Roll & Record Co.
137 W. 4th St. Cincinnati, O.

Outing Distributor

of the company, says that since he received
the announcement regarding the new Heather
Green Leatherette Junior Outing Portable he did
not even wait for the sample but told his dealers
iinmediately, with the result that he secured
many orders before the sample could get to
him by express. The other instruments in the
Outing line also are selling well, evidence of
the year-'round salability of these products.
Columbia Demand Growing

Miss R. Helberg, manager of the Columbia
Distributors, states that both local and out-of-
town demand has been increasing steadily, and
now sales are satisfactory as to volume, with
every indication that they will continue to grow
larger for some time to come.

Ohio T. M. Co. Busy

The Ohio Talking Machine Co., which does
an exclusive wholesale business, reports that for
some time past its business has been increas-
ing, and a larger demand is confidently ex-
pected. “The rural population is once more
fairly prosperous,” commented C. H. North, of
this company, ‘“‘and that means that they will
once more be in the market for our goods.”

Fada Sets Are in Use
Throughout the World

F. A. D. Andrea, manufacturer of the Fada
neutrodyne, in a recent check of deliveries found
that their sets are being used throughout the
world, including such countries as Java, Sweden,
Spain and Australia. One letter from a fan in
Stockholm, Sweden, reported reception from
forty well-known Europeanbroadcastingstations.
There are none in his own country. Australian
fans using Fada neutrodynes frequently bring
in American stations 7,000 miles away. Re-
ports to Mr. Andrea from Argentina, Chile,
Brazil, British Guiana and PPeru also attest to
the satisfactory reception of these sets.

4271-429 WEST FOURTH ST.

CINCINNATI, O.

Y/CTOR, DISTRIBUTORS

5ERV|CE
/S OUR.

WATCHWORD
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Improvement in Pittsburgh Industrial
Situation Brightens Holiday Outlook

Retailers Are Optimistic as Holiday Shoppers Begin to Crowd the Business Thoroughfares—E. J.
F. Marx Honored—New Brunwick Dealers Launch Intensive Campaigns—The News

Pirrseurci, Pa., December 10.—Trade condi-
tions in talking machine circles in the Steel City
and vicinity are showing a marked improve-

nt, and there is observcd more of an opti-
inistic spirit on the part of retail dealers. The
upward trend of business that followed the fall
of the first snow of the season was a very satis-
factory one and indicates that there is bound to
be a very good volume of trade during the holi-
day season. Judicious advertising by the Victor
Talking Machine Co., the Brunswick Co., the
Cheney Co. and the Columbia. Co. in the local
newspapers has carried an appeal to the buying
public that is resulting in a vast amount of in-
creased business.

At the Standard Talking Machine Co., Victor
distributor, it was stated that business condi-
tions are much improved, and that there is the
usual good business to be looked for during the
holiday season.

As a farewell testimonial to-E. J. F. Marx,
the retiring Victor representative in the Pitts-
burgh district, who is now located in Chicago,
a few of his intimate friends among the Victor
dealers tendered him a dinner. A. A. McGowan,
manager of the Joseph Horne Co. talking ma-
chine department, on behalf of the dealers, pre-
sented Mr. Marx with a set of cuff links.

W. P. Brown, of Kittanning, and T. R. Can-
non, of Franklin, Pa., well-known talking ma-
chine dealers, were visitors to the Standard
Co.’s offices recently.

Mark Fishel, talking machine dealer, of
Homestead, Pa., presented a silver cup to a
group of school children on the occasion of a
recent anniversary celebration in the borough.

George S. Henry has become identified with
the W. F. Frederick Piano Co.’s store at Mor-
gantown, W. Va. Mr. Henry will specialize in
the radio department.

The W. F. Frederick Piano Co., of Johns-
town, Pa., on January 1 will move to 317 Main
street. A full line of Victrolas and Victor rec-
ords and radio outfits will be carried.

The J. M. Hoffman Co. Brunswick phono-
graph and Radiola dealer, has purchased the
building it is now located in at 537 Wood
street for $150,000. The firm was founded in

1863 and is one of the oldest in western Penn-
sylvania.

The C. C. Mellor Co., in co-operation with
the Pittsburgh Post Westinghouse radio station
KDKA, last week inaugurated an interesting
radio demonstration. KDKA erected in the
Mellor Co. show window a broadcasting station,
and every day for a week, at 4 and 8 o'clock, a
program was broadcast, drawing large crowds.
The Mellor Co., in addition to handling the
Victor line, has the Brunswick phonographs
and Radiolas.

Recently when the C. C. Mellor Co. added the

Brunswick line, an intensive campaign was
immediately inaugurated to make that fact
known to the public. Large advertisements

were run in the local newspapers and in addi-
tion the company circularized its entire mailing
list. The drive bore fruit in sales and inquiries,
making the effort a paying one. In connection
with the campaign the company also arranged
some unusually effective window displays which
created considerable interest in the various in-
struments, especially the Brunswick-Radiola.

At the office of the Player-Tone Talking Ma-
chine Co., 1. Goldsmith, president, said: “Our
Player-Tone phonograph and radio combination
is meeting with unexpected favor, according to
reports from our jobbers. The outlook for the
holiday season for the Player-Tone line is ex
cellent, and we expect to make new records in
sales.” A very popular combination of the
Plaver-Tone is that of the console No. 300,
which is equipped with four and five tube sets,
including a loud speaker.

The Rosenbaum Co., as a feature of the
“Founder’s Day” business drive, featured the
Radiola VIIB five-tube receiving set.

The Kaufmann & Baer Co. is featuring the
Amrad four-tube radio frequency set.

George H. Rewbridge, manager of the whole-
sale Victrola department of the W. F. Freder-
ick Piano Co., stated that sales of the Victor
line were much improved and he saw no reason
why the average Victor retail dealer should not
have a generous share of business this month.

The Esenbe Co., distributor of the Colin B.
Kennedy radio products, Atwater Kent sets and

Exclusively Wholesale Service in the

PITTSBURGH DISTRICT

Colin B. Kennedy Equipment
Atwater Kent Equipment
Pooley Radio Cabinets
French Ray-O-Vac Batteries
Exide Storage Batteries
Gold Seal IHomchargers
Music Master Loud Spealkers
Weston Radio Plugs
Pennsylvania Radiophones
Brach Antenna Sets

Jewel and Oro-Tone Portable Phonographs

E

909 Penn Avenue

SWARTZ

SENBE C

Catering especially to music dealers

BUEHN ®
Pittsburgh, Pa.

QUALITY RECORD

Pressing
SANDERS, Inc.

SPRINGDALE, CONN. Near Stamford
Telephone Stamford 3980

the Pooley radio cabinets, is located in larger
and more commodious quarters at 909 Penn
avenue. The firm is also distributor of the
Jewel and Oro-Tone portable phonographs.

Local dealers of the Sonora and Sonoradio
report trade conditions considerably improved.
The local distributors of the Sonora line are the
Pittsburgh Phonograph Distributing Co., J. L.
DuBreuil, manager. The concern also distrib-
utes Vocalion records. Mr. DuBreuil expressed
himself as gratified at the volume of Sonora
business that is handled here.

Following its announcement that it had added
the Brunswick line, the big Kaufmann & Baer
store, of this city, immediately inaugurated an

Fine Kaufmann & Baer Window

intensive sales drive, which included an exten-
sive newspaper campaign and the circularization
of its large mailing list. Tying up with this drive
a special window display featuring Brunswick
products, illustrated herewith, was arranged.

Horace Hays, of the E. G. Hays Co., Bruns-
wick dealer, accompanied by Mrs. Hays and
their son, Lloyd, are spending the Winter at
Miami, Fla.

Manager Nichols, of the Columbia Co., who
is the Outing portable jobber in this territory,
certainly has taken advantage of the year-round
selling possibilities of these instruments and is
continually receiving shipments of black leath-
erette Juniors. Manager Nichols is opening
many new QOuting accounts.

A. H. Mayers Waging a
Vigorous Radio Drive

C. Brandes, Inc.,, New York, manufacturer of
Brandes table-talker loud speakers and matched
tone head sets printed in the latest issue of
“Brandes Broadcast,” the company’s house or-
gan, an interesting article concerning the activ-
ities of A. H. Mayers, New York, phonograph
dealer, in thc merchandising of radio sets and
speakers. Mr. Mayers has met with exceptional
success in the sale of radio panels to present
owners of console phonographs. He employs a
mailing list of 4,000 names, whicl is increasing
constantly and forms a sound nucleus for pro-
spective business. Mr. Mayers also believes in
advertising locally in newspapers and on bill-
boards and uses effectively thie advertising helps
supplied by maunufacturers in both lis window
and storc displays.

E. M. Lang in Radio Field

idward M. Lang, formerly district manager
of the Carryola Co. of Amecrica, has entered
the radio field as president of the Telemotive
Radio Corp.,, Ncw York.
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The New PARAGON Four
Doubles Its Selling Field

ARAGON RECEIVERS have al-
Pways had a strong selling appeal for

the radio fan—for the people who
know sets and who know radio values
and are willing to pay for such values

The new Paragon line not only appeals
to these people, but adds also the wide
field of set buyers who are influenced by
price.

Dealers in radio everywhere tell us
the new Paragon Four 1s the biggest
value they have seen Retailing at $65,
it gives the purchaser a good-looking,
finely constructed, four-tube set employ-
ing the new Paradyne non-radiating cir-
cuit, giving clear, strong loudspeaker
reception over practically unlimited
range. They can't ask more than this
of sets costing three times as much and
requiring more tubes and battery power

Backing this new recerver 1s a complete line carrying Paragon quahty
into the three-tube and two-tube classes. If your jobber 1s not yet show-
ing these new sets, get in touch with us at once and take advantage of
the big advertising drive that 1s putting Paragon over nationally

PARAGON THREE $
Three tubes. Single dial control 48 50
L]

Loudspeaker volume over surpris-
ing range. Mahogany case, 17
inches Iong. PARAGON FOUR
Four tubes. Single
dial control Range
almost unlimited for
clear, loudspeaker re-
ception, New Par
adyne non - radiating
circuit. Mahogany
case, 21 inches long.

%69

PARAGON TWO

Two tubes. Single
dial control. Loud-
speaker volume
over moderate
range. Aahogany
case, 11 inches
long,

$21.50

PARAGON

REG.U.S.PAT.OFF,

FOUR $65

ADAMS MORGAN COMPANY, Inc.

10 Alvin Ave., Upper Montclair, N. J.

Makers Since 1915 of Record-holding Radio Receivers
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Unusually Heavy Demand for Records Is
Outstanding Feature of Kansas City Trade

Many Christmas Shoppers Turning to Records as Solution of Gift Problem—Strong Demand for

Classics—C. M. Williams Made Manager at

Wunderlich’s—Trade Against Radio Trade-ins

Kansas Ciry, Mo.,, December 7—The big fea-
ture of talking machine interest at the opening
of December has been the heavy demand for
records. Some dealers report that they have
never before experienced so much interest
among buyers so early in the holiday season,
obviously for Christimas purposes. It is re-
ported in one retail store that Red Seal records,
for instance, are far in the lead—the public seek-
ing the good music.

A special feature available here the first day
of December was the offering of John Charles
Thomas, Brunswick artist, who will be a feature
of one of the high-class concert series programs
coming here about the first of the year. It is
reported that there is always an immediate call
for any new productions from the Brunswick
studios.

New Victor Portable Proves Ready Seller

A new merchandise item available here now,
which is taking hold well, is the new portable
Victrola at $35. Such items, at prices within
rcach of literally everybody, are said to meet
with a quick welcome from the public, but this
item seems to have sold with unusual freedoin,
especially considering the several factors that
might be supposed to militate against the move-
ment of any new feature of the kind. The sales
have not been extremely large, but sufficient to
indicate that it will be popular.

C. M. Williams Wunderlich Manager

C. M. Williams, a phonograph man of wide
experience and who was formerly with the
\Wyatt & Wall store in St. Joseph, Mo, has
been made manager of the talking machine de-
partment of the Wunderlich Music Co. This is
a new position in the Wunderlich store, created
in order to provide opportunity for a manager
who can give intensive attention to sales pro-
motion and to handle the growing business of
the company in this department. Miss Mc-
Arthur, manager of the record departinent, con-
tinues in this capacity.

Marie Tiffany, Brunswick artist, who ap-
peared in concert in Kansas City recently, paid
a call to the Wunderlich store.

Holiday Radio Shortage Probable

Radio business, especially in the combination
outfits, continues to be a strong feature of trade
with music houses that are giving this service
to the public. It is said that merchants have
difficulty keeping stocks of the units and that
there may be a shortage before Christmas. For
two mouths there has been a shortage of Ra-
diolas:inithe territory, the distributors and the
1etarler'5 ;_\_Qlf’lmbllllg to provide the buyers with
equipmerit desired.

Take Stand Against Radio Trade-ins

The probjem of exchanges for new radio
and combined radio and talking machine outfits
is beginning to loom up in Kansas City. One
or two retailers have already taken a fairly
firm stand against wholesale acceptance of used
merchandise offered as part payment on the new
cutfits, and are strictly holding down the allow-
ances. There is comparatively little sale for old
radio equipment. It seems possible that some
elements of the public may be to a certain ex-
tent demoralized in their notions of radio val-
ues, especially of the value of used radio, by
the overeagerness of inexperienced music deal-
ers in receiving too much used merchandise at
excessive allowances. . But the leading dealers
are handling the situation cautiously, both to
avoid overloading with used merchandise and
also to maintain the prestige of their firms with
respect to values.

Making Most of Radio Opportumty

“The music dealer who is not cashing in on
prestige gained from selling other merchandise
to sell radio is missing a good bet,” said a Kan-
sas City retailer reeently. “Take our own case

as an instance; we are sold out, right along,
on the more expensive radio sets and combina-
tions, because a mere reminder to many of our
customers brings a sale. The cheap, home-made
product is past history, to a large extent, and
we find the demand for factory-made sets con-
stantly increasing.”

In this store, it is well known, effort has
been made over a number of years to develop
a high-class clientele. Emphasis is placed, in all
merchandising, on the highest class of pianos
and reproducing instruments, and thus a clien-
tele has been built up that appreciates the mer-
chant’s offerings and service. It is.a class that
can buy the more expensive equipment, if de-
sired. And the desire is stimulated—or, rather,

the opportunity to buy is given, the desire be-
ing present and waiting for calling out. The
dealer need not go outside his own piano and
player customers for radio prospects, if he has
built his prestige well and given service. And
if he is not trying to sell radio to these cus-
tomers he is failing in his duty to them—they
want radio and are only waiting for somebody
to offer it to them. He knows their credit, their
tastes, and can serve them better than anybody
else can serve them.

Victor Foreign Records

The Vietor foreign-language records released for
the month of December include recordings in the
following languages: Italian, Hebrew and Yid-
dish, Bohemian, Danish, Hungarian, Polish,
Mexican, including Spanish selections recorded
for Mexico; Norwegian, Portuguese, Swedish,
Welsli, Greek, Russian and German. Catalogs,
listing the records, have been sent the dealer:
together with window hangers and posters.
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Introducing o u r

new No. 6 tone
arms — i1nter-
changeable — can

be used for PORT-
ABLES as well as
for console and up-
right machines.
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finliday Greetings!

We extend our heartiest wishes for a
Merry Christmas and a Happy New
Year to all our friends and patrons.

MUTUAL PHONO PARTS MFG. CORP.

149-151 Lafayette Street, New York City

The Canadian Acme Screw & Gear, Ltd

Acme Serew & Gear, L, . ... Ll 1209 King St..
DISTRIBUTORS {‘Irndustnas‘Unldas. LI P —

\lone in its field!
Equipment for .
those who want
the best.

Samples within a
few weeks. Write
today for full par
ticulars of our
most surprising
offer to the trade.

West, Toronto, Can.
............. Balderas [10. Mexico City, Mexico
............ 29 W, Randeloh St., Chicage, [II.
4th St. and Washington Ave., St Louis, Mo.
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the new

HE Boschh Nobattry is a device which enables anyone to obtain

from an electric light socket perfect and ample plate voltage for
radio vacuum tubes. It takes the place of all “B” batteries and is
decidedly more efficient, reliable, convenient and economical.

The Bosch Nobattry is a development of the American Bosch Magneto
Corporation, which holds a suprente position in the production of
fine electrical apparatus. Its great New England manufacturing
plants, and its euviable reputation as a producer of high quality
precision apparatus should establish immediate confidence in this
latest development for the improvement of radio reception.

Do not confuse the Bosch Nobattry with other devices made for elim-
inating “B” batteries. It is radically different in design and construc-
tion, delivering an abundance of current at 15 to 150 volts.

A REAL MONEY MAKER

Here’s a new radio device you can sell with absolute confidence. It is
of the same high quality as all Bosch electrical units, and is backed
by the famous Bosch Guarantee of “satisfaction or your mouey back.”

Don’t delay—the demand is sure to be enormous, and live dealers
who place their orders immediately will get a big share of tlie profits.

Deliveries on the type for AC current caun be made in January—orders
to be filled in the order they are received.

Wire today for sales proposition and discouuts. State whether you arc
a dealer or jobber, and give references to aid us in quick allocation
of territories.

PRICES
Type BAN For Alternating Current . ........ $49.50
Type BDN For Direct Current ............. 30.00

AMERICAN BOSCH MAGNETO CORPORATION
Main Office and Works: Springfield, Mass.

Chief Points ¢f
Superiority

Suitable for any receiving set
using 1 to 14 tubes—will also
tuke care of power amplifier.

Unlimited current supply.

Requires no attention—does
not run down or wear out.

Cannot burn out radio tubes
even if wrongly connected.

Uses no tubes—there’s noth-
ing to repair or replace.

Costs only a fraction of a
»
cent to operate.

Detector voltage adjustable
—from 15 to 50 volts.

Amplifier voltage adjustable,
too—from 90 to 150- volts.
Constant voltage—plenty of
pep.

Gives clear tone, greater vol-
ume, and more distance.

It is NOISELESS — there’s
absolutely no lium or distor-
tion.

Will operate low power
transmitting sets.

Built by the makers of the

world famous Bosch Magneto

— cae e 4
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Rich;nond Trade_Optimistic O_Ver the
Outlook as Holiday Drive Plans Mature

Distribution of Large Sums Saved in Christmas Clubs Provides Funds for Gift Purposes—Console
Models Lead Demand—Corley Co. Opens Retail Branch—Most Dealers Handling Radio

QcHMOND, VA, December 9.—Although busi-
ness is reported to have been a bit slow in some
sections of this territory during the Fall

ynths, practically all talking machine dealers
were counting on doing a first-rate Christmas
business. Upward of $2,000,000 was put in cir-
‘ulation in Richmond through Christmas sav-
ings clubs early in December, and the local
dealers anticipate getting their share of this
shopping money. There is also but little un-

mployment in this territory, and that helps to
keep business on the move.
local dealers have been using quite a bit of ad-
vertising space to play up their Christmas wares,
and they reinforced this with attractive window
displays and direct-mail publicity.

Console models ranging in price from $100
to $130 are reported to be the leaders in Christ-
nas gift sales. Most dealers here are now fea-
turing radio in some form and this is affecting
the sales volume favorably. Experience has
shown, they say, that where a customer already
has a talking machine, a separate radio outfit is
desired. If not, a combination machine is usu-
ally asked for.

Corley Co. Opens Retail Branch

The Corley Co., Victor distributor, with Rich-
mond headquarters, recently opened a retail
store in Petersburg, known as the Corley Co.,
with J. K. Fletcher in charge. Mr. Fletcher is
well known to the Petersburg music trade, hav-
ing been connected with another house there
for a number of years before connecting with
the Corley firm. Fred R. Kessnich, wholesale
manager of the Corley Co. in Richmond, went
over to Petersburg and assisted in arranging
details incidental to the formal opening. Pianos
as well as Victrolas are handled.

Dealers Taken Into the Fold

Goldberg Bros., of Richmond, Pathé distribu-
tors, announce the opening of several new ac-
counts in this territory.

The Corley Co. has appointed Sawyer-Brown
Co. a Victor dealer at Ahoskie, N. C.

Trade Members at Anniversary Celebration

Miss Florence H. Biscoe, of the Corley Co.,
returned recently from a trip for the firm
through southwest Virginia and a part of West

A number of the .

Virginia, cities included in her itinerary being
Lynchburg, Roanoke, Bluefield, \Welch and
Beckley. At Beckley she was a guest at a ban-
quet given by A. Z. Lilly, proprietor of the Lilly
Music Store, Victor dealer, incident to his anni-
versary sale. Other guests included A. H. Bates
and J. C. Griffith, of the Ohio Talking Aachine
Co.; Phil Wyman, W. E. Brown and A. T.
Reeves, of the Baldwin Piano Co., Cincinnati;
Miss Bertha Echardt, of the educational de-
partment of the Victor Talking Machine Co.
Souvenirs were given away every day of the
celebration to visitors to the Lilly sto.e. Fac-
tory representatives were also present each day
and made interesting talks to visito.s.
Big Outing Demand

James Cowan placed a substantial oirder for
Outings the latter part of October. It was
double the quantity sold in this territory last
year, and Mr. Cowan thought it would be
cnough to carry him through the holidays, but
the demand has been so great that repeat’orders
have been sent to the Outing factory.

H. W. Carner Back at Desk

Friends of H. \Wallace Carner, Starr jobber,
Richmond, will doubtless be pleased to learn
that he is back again at his desk, following an
absence of two months, due to illness.

Buys Remaining Sprinkle Stock

The Colonial Piano Corp., Richmond, Colum-
bia dealer, announces that it has bought all the
remaining stock of the bankrupt Sprinkle Piano
Co. in that city.

Assignment to Creditors

The Wilmington Talking Machine Co., Wil-
mington, N. C. recently made an assignment
for the benefit of creditors.

Watts Buys Cheney Shop

Jloirywoop, CaL., December 4.—The music store,
formerly known as the Cheney Shop, at 6611
Hollywood boulevard, has just been taken over
by Herbert A. \Watts. The business has been
capanded and will operate at the same address
under the name of the Holly-Angeles Music
Co. Adolph Dorenwend is associated with Mr.,
\Watts in the management of the business.

and his voice lives after he is gone.

to the shape of his mouth.

music circles generations from now.

spcaker produces tone.
It took
the diaphragm of the K-E.

on this unusual speaker.
We shall be
1t th 0

(List $18

Kirkman

ENGINEERING CORP.

Edtablistied 1912
184-490 Broome St., New York
Mahkers of the K-E Automatic Stop

Full Volume—Yet Crystal Clear

K-E builds up volume natur-
ally instead of forcing the tone

Caruso’s marvelous singing swaved millions—

No one ever attempts to lay Caruso’s greatness
His remarkable
vocal cords, though, will still be discussed in

The diaphragm—the “vocal cord”—of the loud

ur engincers sixteen months to perfect

Tl lics the “secret” of such purity in tone— e rich, black
t ithfulness with which the K-E re-creates.  $ia brimaniy

jobler or write us direct for literature

rlad to send you a K-E to test
introductory price of $11.70.

Easily adjustable
as to volume.

No batterles.

nickled base,
presents an  in-
strument worthy
to grace the
most beautiful
Lomes.

Price $18.00
Llist.

0. handle handles it”
wdin

‘Master ?f)lovable Music®

4 Years
Have Proved
Outing

Portables
Are the
— :—" Best

e

James Cowan Co.
18 West Broad St. Richmond, Va.

Outing Distributor

New Brunswick Dealer in
Exclusive New York Section

H. P. Baran & Co. Open Attractive Store at
247 Park Avenue in Close Proximity to High
Class Apartment House District

H. P. Baran & Co. located on the edge
of New York's most exclusive residential sec-
tion at 247 Park avenue, have just entered the
phonograph field, carrying the Brunswick line
exclusively. Mr. Baran, who is well known and
popular in this territory, feels satisfied that this
district is an exceptional field for the develop-
ment of an up-to-date phonograph establish-
ment and already the demand for Brunswick
merchandise and in particular the Brunswick-
Radiola has entirely proved his theory.

Mr. Baran has been prominently identified
heretofore in this section as a dealer handling
the Benz, Hudson and Essex motor cars and
some few months ago he became keenly inter-
ested in the Brunswick line, with the result that
Mr. Baran is now an exclusive Brunswick dealer
with a full representative line of Brunswick

phonographs, records and the new Brunswick-
Radiola.

Paul Specht and Orchestra
Star at Proctor’s Theatre

Paul Specht and His Orchestra, Columbia
artists, were the magnet that drew capacity
houses to Proctor's Fifth Avenue Theatre dur-
ing the orchestra’s recent engagement there.
Each of the eleven men in the Specht organiza-
tion is a master in his line, and this fact is rec-
ognized by the audiences.

Since the return of this orchestra from
Europe it has filled highly successful engage-
ments at the Claridge Hotel in Philadelphia and
at the Century Roof in Baltimore. On its re-
turn to New York the orchestra will begin an
indefinite engagement at one of the city’s large
hotels, where Mr. Specht will put in operation
the half-hour non-stop selections, which were
originated by one of the Specht bands in Lon-
don, where it met with unqualified approval.

Phenomenal Growth of
the Eagle Radio Co.

Tiwice this season the Eagle Radio Co., New-
ark, N. ].. has been compelled to enlarge its
factory space and to add to its corps of workers.
The new model “B” balanced recciver is rec
ognized as a neutrodyne whose performance is
quite all that is clanued for it.

Like every other branch of the radio busi-
ness the Eagle Radio Co. began in a small way.
At the very beginning of its carecer its slogan
was “Good Workmanship” and with that motto
emphasized in every department it has estab-
lished a reputation and standing that are unex-
celled.
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Columbia Fine Art Series of
Musical Masterworks

If you want profit . . . If you want to sell the best . . .

You can sell from three to five rec- Stock and feature the Columbia
ords from the Columbia Masterworks
Sets just as easily as you ordinarily

sell one.

Masterworks Sets. These imported
recordings are matchless in tone and
faultless in surface. To sell them is

If you want new customers . . ) to sell the best.

The Columbia Masterworks Sets will
open for you a new field of customers
—the people who have always de-
sired improved phonographic tone
reproduction.

COLUMBIA PHONOGRAPH COMPANY, 1819 Broadway, New York

IMPORTED RECORDINGS

If you want information . . .
Write or wire the nearest Columbia
branch or distributor. Effective sales
aids have been prepared for you.

The Columbia Fine Art
Series of Musical
Masterworks comes in
eight beautiful albums
as illustrated here. De-
scriptive material of the
records in each album
is on the cover.

Fine art series of
musical masterworks

SYMPHONIES
Musical Masterworks

No.1 BEETHOVEN—
SEVENTH SYMPHONY
By Felix Weingartner and

Musical Masterworks
No.5 TSCHAIKOWSKY—
SIXTH SYMPHONY
(Pathetique)
By Sir Henry J. Wood and
New Queen’s Hall Orchestra,

Musical Masterworks

No.7 HAYDN—
QUARTET IN D MAJOR,
OPUS 76, No. 5
By Lener String Quartet, of
Budapest.

Musical Masterworks
No.3 DVORAK—
SYMPHONY “FROM THE
NEW WORLD”
By Halle Orchestra, Conducted

London Symphony Orchestra.
In nine parts—five double disc
records. Complete with per-
manent record album—$8.75.

Musical Masterworks

No.2 BEETHOVEN—
EIGHTH SYMPHONY

by Hamilton Harty.

In ten parts—five double disc
records. Complete with per-
manent record album—g8.75.

Musical Masterworks

No.4 MOZART—
SYMPHONY IN E FLAT,

In eight parts—four double
disc records. Complete with
permanent record album—
$7.00.

CHAMBER MUSIC

Musical Masterworks

No.6 BEETHOVEN—
QUARTET IN C SHARP

In six parts—three double disc
records. Complete with per-
manent record album—§5.25.

Musical Masterworks

No.8 MOZART—
QUARTET IN C MAJOR,
OPUS 465

No. 39

By Felix Weingartner and
London Symphony Orchest:a,

MINOR, OPUS 131 By Lener String Quartet, of

By Lener String Quartet, of Budapest.

4 Budapest. In eight parts—four double

In six parts—three double disc In ten parts—five double disc disc records. Complete with
records. Complete with per- records. Complete with per- permanent record album—
manent record album—$5.25. manent record album—3$8.75. $7.00.

| MISCELLANEOUS RECORDS OF CHAMBER MUSIC AND OPERA

By Felix Weingartner and
London Symphony Orchestra.
In seven parts—four double
disc records. Complete with
permanent record album—
$7.00.

Whrite to the Columbia branch or distributor nearest you

W. W. KIMBALL CO.
Wabash Avenue and East Jackson Boulevard,
Chicago, IlI.

Atlanta, Ga., 561 Whitehall ‘Street

Boston, Mass., 1000 Washington Street
Chicago, 11l., 430-440 South Wabash Ave.
Cleveland, Ohio, 1812 East Thirtieth Street
Dallas, Texas, 2000 North Lamar Street
Kansas City, Mo., 2006 Wyandotte Street
Los Angeles, Cal.,, 809 S. Los Angeles Street
New York City, 121 West Twentieth Street
Philadelphia, Pa., 40 North Sixth Street
Pittsburgh, Pa., 632 Duquesne Way

San Francisco, Cal.,, 345 Bryant Street

Columbia

PHONOGRAPHS AND

Buffalo, N. Y., 700 Main Street

Detroit, Mich., 439 East Fort Street
Minneapolis, Minn., 18 Nor.h Third Street
Seattle, Wash., 911 Western Avenue
COLUMBIA WHOLESALERS, Inc.

205 West Camden Street, Baltimore, Md.
TAMPA HARDWARE CO.

Tampa, Fla.

COLUMBIA STORES CO.
1608 Glenarm Avenue, Denver, Colo.
221 S. W. Temple, Salt Lake City, Utah

COLUMBIA DISTRIBUTORS, Inc.

1327 Pine Street, St. Louis, Mo.

224 West Fourth Street, Cincinnati, Ohio
517 Canal Street, New Orleans, La.

COLUMBIA PHONOGRAPH CO., LIMITED
22 West Front Street, Toronto

NEW PROCESS RECORDS
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The illustration on the
right will appear in
Magnavox National
advertising for December.

Look especially for the
Magnavox page in
December 6th Saturday
Evening Post — it will
bring you profitable . e :
business. { —

@3 HE successful Phonograph and Music dealer
0\ knows that the cream of the holiday trade goes
74 to the dealer whose merchandise represents not
only sound value in itself but also an intensive National
Advertising and sales policy steadily maintained from year
to year. A Magnavox connection places in the energetic

dealer’s grasp every factor essential to large volume and
satisfactory net profits.

Salesmen trained in the art of 1etallmo any line of high quality musical
instruments are especially impressed by the advantages offered by Magnavox
Radio in comparison with other radio equipment. In addition to the dis-
tinctive appearance and unfailing operating excellence of every Magnavox
product, the name Magnavox has long been established throughout the world

as a standard of value and good will which reflects credit upon the local

Magnavox Dealer.
12P
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At the height of the holiday season, it is the Regis-
tered Magnavox Dealer who is best equipped to take full
advantage of the enormous impetus which the radio bu51—
ness has received this year.

A Magnavox Radio Product
for Every Customer

From the man who drops in to replace a burnt-out tube,
to the one who calls to purchase a complete Receiver
with built-in Reproducer, the Registered Magnavox Dealer
can supply practically every demand.

Thanks to the favorable influence exerted by the
Magnavox National Advertising and selling policy, the
individual Registered Dealer soon finds his own mer-
chandising efforts multiplied in efficiency and results.
Every Magnavox dealer receives direct assistance permit-
ting him to operate over an unusually large consumer
territory.

How to Become a
Registered Magnavox Dealer

Application for enrollment as a Registered Magnavox
Dealer should be made on regular forms provided for that
purpose by representatives of Magnavox Distributors and

Jobbers.

In passing upon these applications, an exceedingly high
standard for qualification is observed by The Magnavox
Company, consistent with the degree of cooperation ex-
tended each Registered Dealer and the great value of the
Magnavox franchise. As the number of dealers is limited
to the point where each dealer can be assured a large
volume of Magnavox business, application should be
made at once.

We will be pleased to send you our broadside announcement

describing the complete Magnavox Radio line and dealer policy.

A personal representative will also call upon you on request
made to nearest Magnavox Distributor or Jobber.
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Magnavox Reproducers
for all receiving sets

The first radio reproducer
ever made was the famous
Magnavox electro-dynamic
type.
These instruments contain
reproducing units of ex-
treme sensitivity and
power.

M4 —$25.00

R3 — 35.00

R2 — 50.00

'A‘AC/VA\/OX Cs
',ﬂ CALIFORS

go UU

Magnavox Tubes
Canbesubstituted forordi-
nary tubes to great advan-
tage in any receiver, $5.00

Magnavox Receiving Set
TREF-5
A five tube tuned radio
frequency receiver with
Unit Control, in carved
mahogany cabinet. Com-
plete with a Magnavox
Reproducer . $125.00

Magnavox Receiving Set
TRE-50

Identical with the above
as to circuit and panel but
encased in carved mahog-
any period cabinet with
built-in Magnavox Repro-
ducer (shown large on fac-
ing page) . $150.00

THE JJAGNAVOX COMPANY, Oakland, California

New York: 350 WEST 31st ST. Chicago: 162 N.STATE ST.

San Francisco: 274 BRANNAN ST.

Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg
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2 ’s N This is the forty-fifth of a series of
rt William Braxd \\'hlte de\oted to the \arlous
e ing ortunities which pr n the domain of
102t hines. The subject
f ore tend these articles to

W are devotlng attention to the

eaturing an d de ibilities of the

Records Are Llfe of Busmess

h ore one studies the talking machine
business, the more one concludes inevitably that
life-blood is the record. The more one un-
derstands how this great industry has been
built up, the more one clearly sees that every-
thing else in it is subsidiary to this simple disk
r aved those mysterious and
ic grooves, imprisoning within their
U ntours e innermost secrets of the
rd f Tone. The talking machine busi-
1 ad sense of the term, is founded
d d in the record, with which it stands,
which it immediately would fall.

1ch ement, once made, seems obvious
h; ut the implications it carries are
it - so completely recognized nor so thor-
ug appreciated as one might wish. Anyone
W admit, that 1s to say, that the statement
made in the first paragraph is self-evident; but
hen it comes to applying that statement in
practical conduct of a retail talking machine

business, that is another matter entirely.

New Problems
For the purposes of the present discussion,
we may put aside altogether any consideration
' he attitude which the talking machine
r mayv take towards any of the other mu-
1l goods. Suffice it to say that such dealers
e coming in increasing numbers to sell pianos,
mall goods and sheet music, as well as radio.
\What now matters is how the sales possibilities
the talking machine end of the music busi-
ways understood to be so very high,
to-day, in face of contemporary conditions,
be best preserved and even increased.

The answer to the implied question is to be
found in one simple statement; namely, that to-
1y it is the musical possibilities of the talking
machine which have to be exploited. Since

o]

now these musical possibilities are founded
upon the musical resources contained in the
catalogs of records, it is plain that the policy
of developing those possibilities must proceed
from the sale of records.

Self-evident as it appears, the position here
stated 1s by no means clear to a great many
business men who, nevertheless, desire to clear
up their own ideas and adapt them to the con-
ditions of the moment. It is then worth while
~tting jorth these impoitant facts in a little
atcre dotail

The Two Schools

There are two opposing tendencies visible
among the buving public in this country at the
present time. On the one hand we have the
spectacle of a people apparently mad on the
motor car, on dancing and on the movie
theatre. This public does not stay at home;
or when it does, spends its time dancing to
music broadcast from some distant station, and
received through the agency of a radio set of
some kind. This public, if it buys a talking
machine at all, buys a cheap one; and its idea
of music is dance music, an idea reflected in
its purchases of records. This is the noisy pub-
lic, the vocal public, the public of which the
presence in, or absence from, the dealer’s store
is most quickly noticed.

On the other hand there i1s the public which
is spending money in ever-increasing quantities
upon the study of music, upon tickets to sym-
phony concerts and recitals, upon support of
grand opera. This is the public which is
steadily producing a musical atmosphere in this
country and is preparing the way for a genuine
American school of musical thought. Juilliard,
Eastman and Curtis Foundations, Civic Opera
in Chicago, Orchestral Associations in Los An-
celes, San Francisco, Detroit, Cleveland, Indi-
anapolis and twenty other cities: all these rep-
resent the workings of that musical spirit which
to-day shows itself more or less in ewvery
community. It is to this public that the talk-
ing machine business of to-morrow must make
its appeal.

Yes, strange as it may, or certainly would,

LID SUPPORTS
CATCHES
CONTINUOUS HINGES

HARDWARE

for

RADIO and PHONOGRAPH CABINETS

NEEDLE CUPS

BULLET CATCHES
STOP HINGES
INVISIBLE HINGES

WEBER-KNAPP CO.

JAMESTOWN, N. Y.

seem to a visitor from Mars, the talking ma-
chine merchant is faced with the need to exploit
the musical side of the talking machine. He
is faced with the necessity of building up among
those who care for music an understanding of
the talking machine, and an appreciation of
what it alone can do for the music lover. Thus
compelled, he finds himself turning to the mag-
nificent collections of records, and he sees that
there are millions of good men and women in
this country who have not the faintest idea
that such wonders exist, who would consider
themselves the happiest of mortals if they could
have these treasures at their command; but
who do not know that they can have them,
who have never been told anything about them
by those who alone can tell the story effectively;
that is, by the community dealers.

Exploit the musical powers of the talking
machine forsooth! Why, what elSe is there
to exploit; and what more need be exploited?
Does the mob turn to something else? Then
sell the mob what it wants, and when all that
iz done, turn to those who are not the mob,
who are supporting to the tune of millions and
tens of millions annually the art and perform-
ance of music in America. These are not alone
the rich in big cities; in fact not principally
they. Rather are they the music teachers in
the smaller communities, the professional musi-
cians, the students of music, the cultivated men
and women in the small towns where college
or normal school holds sway; rather. are these
they who furnish the soil in which the new
salesmanship  must sow its seeds. These, too,
are the people to whom the musical possibilities
of the talking machine are still almost entirely
a sealed book.

Volumes Could Be Written

I could write volumes about just my own
talking machine records. Without taking any
particular trouble, and at slight expense, 1t has
been found possible to assemble from the vari-
ous catalogs published in this country, a repre-
sentative library of musical interpretations,
which only a few years ago the richest man
in the world could not have acquired, simply
because it did not exist. Orchestra, string
quartet, violinist, cellist, harpist, violist, clar-
inetist, soprano, tenor, contralto, baritone, bass
and chorus, are all represented. There are com-
plete operas, complete symphonies, complete
quartets, a complete oratorio; and there will be
more like these vear by year, for vear by vear
the riches accumulate in the catalogs. To say
that music like this cannot be sold is nonsense,
pure nonsense. The problem is merely that of
bringing the thing and the person together.
Does any merchant really believe that he can-
not sell such music in his community? If he
does say that he so believes, let him seriously
ask himself whether he has ever tried!

To exploit the musical possibilities of the
talking ‘machine through its marvelous records
is not work, it is play. To bring the music
and the buyers together calls for no more than
a modicum of intelligent planning and activity.
Given these, the selling must go on yearly in-
creasing in vigor and prosperity.

Leonard Braun in Europe

Leonard Braun, the well-known tenor, who is
recording exclusively for the Emerson Phono-
graph Co. in English, Jewish and Hebrew, left
for Europe on “The Republic” on November
22 for a councert tour in the principal cities
throughout the Continent. He expects to return
in February, at which time he will fill the en-
gagements which have been arranged for him
in the United States and Canada,
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THE HIGHEST CLASS TEN DOLLAR LOUD SPEAKER ON THE MARKET

RETAILS at I
$10.50 West of Rockies
$14.00 in Canada

NON-RESONANT
HORN

23 inches ever all.
Mahogany crystal
finish.

one

FULL—-—CLEAR—-MELLOW
without Distorting or Blasting

A SENSATIONAL SELLER and a real
MONEY MAKER for the live dealer who
wishes to feature a FIRST QUALITY Loud
Speaker at the popular $10 price.

Act!

Write today to
any of the fol-
lowing dis tribu-
tors.

IMMEDIATE
DELIVERY

HALLIWELL ELECTRIC COMPANY, INC.

Fourth Avenue and Twelfth St, New York City
Makers of the Finest Electrical Apparatus for a Half Century.

PROGRESSIVE MUSICAL INSTRUMENT CO., 319 Sixth Avenue, New York

YAHR & LANGE, KIEFER.STEWART CO,, s X H. A. McRAE & CO., Inc.

207 East \Water Street, Milwaukee, Wis, Capitol Ave. & Georgia St., Indianapolis, Ind. 137 River Street, Troy, N. Y.
GIBSON-SNOW COMPANY, Inc., . MUSICAL SUPPLY & EQUIPMENT CO, LUCKER SALES COMPANY,

306 \West Willow Street, Syracuse, N. Y 22t Columbus Avenue, Boston, Mass, 17 South Sixth Street, Minneapolis, Minn.
H. D. TAYLOR & COMPANY, OITIIO0 MUSICAL SALES CO., AMERICAN RADIO CORPORATION,

99 QOak Street, Buffalo. N. Y 1747 Chester Avenuc, Cleveland, O. 3-11 North Central Avenue, Baltimore, Md.
SOUTHERN AUTO & EQUIPMENT CO., Inc., THE EASTERN ELECTRIC SUPPLY CO, A. R. RODWAY,

111 South Forsytk Sireet, Atlanta, Ga. 43 Market St., Portland, Me. 616 So. Michigan Ave., Chicago, Ill

Factory Representatives: PACIFIC STATES COMMERCIAL CO., 443 South San Pedro Street, Los Angeles
Canadian Distributors: THE OTTO HIGEL CO. Ltd, King and Bathurst Streets, Toronto
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Edison Christmas Window
for the Use of Retailers

Simple and Effective Display Prepared by
Thos. A. Edison, Inc., for the Trade

Thos. A. Edison, Inc., has prepared for its
dealers a special window display for use just
prior to the holidays. The display, which is
illustrated herewith, is so simple in arrange-
ment that it can easily be used by every Edison
dealer regardless of the size of his windows.
The Christmas touch is given by the placards,

Edison Christmas Window
which cleverly illustrate the theme of the
various recordings displayed. The large placard
emphasizes the suitability of an Edison phono-
graph as a Christmas gift.

Brown’s Music House Opens
Handsome New Building

Prominent Old Reading, Pa., Firm Opens Mod-
ern Store in Three-story Building

REeADING, PA., December 8—Amid a blast of il-
lumination, *gorgeous flowers and magnificent
palms, Brown’'s Music House, 17 North Eighth
street, this city, opened the doors of its new
establishment to the mmusic lovers of Berks
County. This is one of the oldest music houses
in the State, having been in existence since 1876,
when it was known as Lichty’s.

Mr. Brown was employed as manager of the
Lichty Music House until the demise of Mr.
Lichty, in July, 1918. After a half year of
managerial services for the estate, he bought
out the business, continuing under the old trade
rame until March, 1923, when the name was
changed to Brown's. Many changes were
wrought during the period from 1919 to 1923,
until he no longer was able to serve his rapidly
growing trade, and a new location was bought
at 17 North Eighth street, just two doors nearer
Penn. And now Mr. Brown brings to the pub-
lic a music store modern in all its appoint-
ments, a handsome three-story building.

The store directory lists the basement as a
bargain department. First floor, sheet music,
musical merchandise, player rolls, Victor rec-
ord department and office; second, reproducing
grand piano parlor, Gulbransen, registering
piano department and grand piano parlor; third,
Victrola parlors, upright and player piano de-
partment, reproducing roll department, stool
and bench department, radio department and
mechanical adjusting room.

Give Records.as Souvenirs

The Brunswick records were given much
favorable publicity recently when Ray Miller
and His Orchestra, exclusive Brunswick artists,
presented a Brunswick record to every lady
present at a matinee at the Arcadia ballroom,
New York’s elaborate dancing palace. The rec-
ord was enclosed in a special envelope bearing
a picture of Mr. Miller and was inscribed <‘Com-
pliments of Ray Miller and His Arcadia Orcles-
tra’” '

TRADE MARK

RADIO REPRODUCTION
SPEAKER

The finest radio set, properly installed,
perfectly tuned, is merely dead, life-
less metal by itself. An instrument to
convert magnetic waves into sound
waves must be added—then radio be-
comes a living, speaking thing. The
Atlas Speaker is that instrument; it
gives balanced Atlas Radio Reproduc-
tion.
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The Atlas unit
Attachment

o Couplings are

DB provided to fit

any standard
make of

Consistent Atlas advertising is
phonograph.

educating the public to appre-
ciate superior qualities in
speakers and units. You’'ll sell
complete sets faster when you
equip them with Atlas Radio
Reproduction!

The famous Atlas

Speaker, with non-

magnetic Bakelite
base.

RADIO REPRODUCTION
SPEAKER MoDEL102

Multiple Electric Products Co., Inc.
N Department O.

365 Ogden Street, NEWARK, N. J.

New York, Boston, Philadelphia, Baltimore, Pitts-
burgh, Detroit, Chicago, St. Louis and Rialto Bldg.,
San Francisco.
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Below are shown just a few of the
Sonora period models for Fall. Of
highest quality throughout, and
priced moderately, these models rep-
resent splendid values and are
exceptionally salable. Handling the
Sonora line will be your best assur-
ance of a profitable Fall Season.
Why not get in touch with us to-day?

Saginaw

$100

$125

Serenade

$150

$235

Queen Anne L
$250

Sonora Phonograph
Co., Inc.
New York City

Export and
Canadian Distributors
C. A. RICHARDS, INC.
New York City

San Francisco Retailers Interested in
Preparations for Annual Music Week

Effective Tie-ups With Visiting Artists and Holiday Campaigns Stimulating Business—Portable

Demand Continues—Planning Broadcasting

Station—Other Trade Activities of Month

Sanx Francisco, CaL.,, December 12.—This city’s
fifth annual Music Week will be held May 17-
23, 1925, at the same time as National Music
Week. It will be under the auspices of the City
and County of San Francisco and the San Fran-
cisco Community Service Recreation League.
The Music Memory contest for school children
will be a feature of Music Week. Forty
thousand copies of the prospectus announcing
the Music Memory Contest have been sent to
the public schools and 8,000 copies to the
parochial schools. Preparations for the contest
started in November and will continue for the
next six months. The forty compositions in the
contest can be secured in the form of talking
machine records, sheet music or music rolls.
The record numbers of the various selections
were given in the prospectus.

In speaking of the part the talking machine
dealer plays in aiding the contest, the pro-
spectus reads: “If you have a Victrola, player-
pilano, piano or phonograph, play these selec-
tions—if you can’t play, have your friends play
them. Any music store downtown, or in the
neighborhood, will be glad to play them for you
without obligation to purchase.”

Prizes and school trophies are being offered
for the successful competitors. A Victrola and
thirty records will go to the school team mak-
ing the best score.

Planning Powerful Radio Station

In the very near future this section will have
one of the most powerful broadcasting stations
in the world, operating at 1,500 watts, under the
new experimental license for super stations.
The station will be connected with the General
Electric Co., Oakland, and will be known as
“KGO.” The stdtion will have a maximum of
5,000 watt power.

Heavy Outing Demand

Walter S. Gray & Co., local representatives
of the Outing Talking Machine Co., state that
the demand for the Outing portables is very
heavy in this territory all year around, but that
at the present time the holiday trade has mate-
rially increased the weekly sale of Outings of
all models. The Outing senior model is par-
ticularly popular, as its musical qualities have
made a wide appeal to the buying public. This
company has been distributing Outings for
more than three years, and Mr. Gray recently
stated that he expects to handle the product for
a good many more “three years.”

Effective Artists’ Tie-up

Two concerts were given recently by the talk-
ing machine department of the Emporium, of
which Charles Mauzy is manager. Some of the
leading vocalists of the “Blossom Time” com-
pany sang in the assembly hall, with an audi-
ence of 750 at each performance. The conccrts
were to feature the records of the singers, and
the increase in record sales was apparent im-
mediately.

Wiley B. Allen Co. Broadcasts

A successful concert was recently broadcast.
from KPO station by the Wiley B. Allen Co.
Several members of the store’s organization en-
tertained, as did several local artists. Radio
fans in this section look forward to the Wiley
3. Allen concerts, especially those who appre-
ciate good music.

Radio was given a great boost by thc broad-
casting of the California-Stanford football game
on Thanksgiving, Every movc was broadcast,
and the radio listeners could visualize the game
mmuclh better than many in actual attendance.

Holiday Advertising Now Mapped Out

For mountlis past Neill C. Wilson, head of the
advertising department of Sherman, Clay & Co.,
and lis assistants have been mapping out the
Christmas Victor advertising campaign. It was
launched during the first week of December.

Prior to this the advertising of Sherman, Clay
& Co. had given much space to “Seven Feafures
of Victor Service,” together with a timely re-
minder, “Christmas Is One Day Nearer.” The
big campaign includes four-page art sections
in nineteen papers of the Pacific Coast. The
first page is given entirely to a beautiful picture,
drawn especially for the campaign, showing the
family having a Victor Christmas. The second
and third pages show, with cuts, the Sherman,
Clay & Co. Victor lines, and the fourth page
consists of Victor factory advertising. The key-
note of this big campaign is to “Make This a
Musical Christmas.”
Music Advertising on Sporting Page

The Thanksgiving football game between the
University of California and Stanford Univer-
sity saw nearly eighty thousand enthusiasts
seated at the Stadium. Seventy thousand appli-
cations for tickets had been rejected days be-
fore on account of lack of space to accommo-
date everyone. However, the public was allowed
to see the game from the adjoining hills. Such
a live subject as the game was too good for
Neill C. Wilson to let slip, and on the day of
the game the sporting page of the daily news-
papers in the Bay region carried Sherman, Clay
& Co. advertisements. Mr. Wilson said that he
figured thousands of boys and young men would
read the sporting pages that day, so he com-
posed the advertisement for them—a picture of
the football field and men in a scrimmage; a
reminder: “He-men like these usually know how
to play some musical instrument,” and a list of
seven men on the Stanford team and thirteen
of the California football squad, including the
assistant coach, who can and do play instru-
ments. Each man’s favorite insttument was
given, followed by a suggestion that at Sher-
man, Clay & Co.’s stores there were young men
who know musical instruments and will freely
and frankly discuss them with callers.

Opens Radio Department

" WiLKEs-BARRE, PA., Decembér 6.—A new phono-
graph and radio department has been opened
in MacWilliam’s store here, and is wunder
the direction of Bill Williams. The Brunswick
phonograph and Brunswick-Radiola are fea-
tured prominently in the spacious showrooms
on the second floor of the store. Mr. Williams
has a wide musical following in this city, due to
his singing activities, and is attracting large
numbers of his friends to the new music depart-
ment.

A branch of the Charles Emdee Music Store,
of Catskill, N. Y., has been opened at 107 Main
strect, Philmont, N. Y.

yandle handles it

‘Master of Movable Music*

4 Years
Have Proved
Outing
Portables
Are the
Best

- -
Walter S. Gray & Co.
1054 Mission St. San Francisco, Cal.
Los Angeles, Portland, Seattle Outing Distributor




DecemBer 15, 1924

THE TALKING MACHINE WORLD

77

Organlzatlon
and Experience

The Thompson Organiza-
tion has a background of fif-
teen years’ experience in the manufacture and distri-
bution of radio products.

Its outstandmo contributions to the development
of radio have received broad recognition, and have
earned for the company an enviable reputation over
the entire world for skill, quality and reliability.

The United States and foreign goverfments have
often relied on the Thompson Organization to design,
develop and produce army, navy and commercial appa-
ratus of the most intricate and exacting character.

The Thompson Organization’s past indicates that it
should be capable of keeping abreast of the future de-
velopments of the radio industry in the matter of im-
provements of a progressive and permanent nature. It
is conscious of the deep responsibility it bears to its
distributing and Dealer Organization in this respect.

The Thompson Policy on Quality

The Thompson Organization is dedicated to a per-
manent policy on quality product, available to the pub-
lic at attractive prices and backed by Distributor and
Dealer service. It believes that any temporary success
at the expense of quality is foolhardy and poor policy.
It is determined to place in the hands of the public only
such merchandise as will be a continued source of
pride and-a permanent investment for the user. Con-
sequently it is determined to provide only products of
correct design, attractive appearance and satisfactory
performance; ignoring the fleeting novelty, but adher-
ing to all that is sound and fundamental in manufac-
ture and distribution of radio apparatus.

The Thompson (CDO(DPSOD

RADIO
NEUTRODYNE

Building Prestige For Thompson Dealers

The

Thompson Position
in the Radio
Patent Situation

The R. E. Thompson Manufacturing Co. is the only
company in the radio industry that has both a Hazel-
tine Neutrodyne license and an Armstrong Regenera-
tive license, and that can combine, when required, the
best features of both.

The Thompson licenses, under the Armstrong Re-
generative Patents and the Hazeltine Neutrodyne Pat-
ents, afford a bulwark of protection to its Distributors
and Dealers, not duplicated by any other manufac-
turer. Practically all satisfactory types of Radio Sets,
it is contended by the Patentees, fall under one or the
other of these fundamental inventions. The R. E.
Thompson Manufacturing Co. has non-cancellable
licenses under both patents.

The subject may be of only small interest today, to
Distributors and Dealers generally, but business men
of vision who plan, work and build for the future,
clearly realize that large financial interests in the past
have never shown a disposition to let pirates walk
away with patented ideas and principles of merit. Con-
sequently, they place their efforts back of only those
products whose future is safeguarded.

Thompson’s position in the patent situation being
amply protected assures Thompson Distributors and
Dealers that a business built upon Thompson Products
will continue and not be subject to interference or
sudden interruption.

List Prices

Rigid manufacturing specifications call for
products which will merit the user’s enthusi-
astic recommendation to his neighbors and
friends.

ENL x,me,, N

a3
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Thompson Neutrodyne 5- and 6-tube Radio
Receiving Sets range in list price from $125
to $180. Thompson Speaker is now listed at
$28.

PrECTL !au

Write to us for the name and address of the
Thompson Distributor in your locality

R. E. THOMPSON MANUFACTURING CO.

30 CHURCH STREET, NEW YORK, N. Y.

“Experience Is the Vital Factor in Excellence”

L
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S_atisfactory Busiiess Enjoyed in the
Salt Lake Field as Holidays Approach

Dealers Report Sales Gains—Combination Phonographs and Radio Especially in Demand—Pros-
pects for Good Pre-Holiday Sales Volumes Excellent—Williams Co. Moves—The News

SaLt Laxe City, UtaH, December 7.—The talk-
nachine busincss here is in good shape.
re is nothing in the nature of a boom,

ough gains are being made over previous

vears in some cases. The companies putting
out the combination talking machine and radio
equipment are doing well. Manager Spratt, of
he Brunswick Co., said the demand was excel-
lent for the Radiola. Fred A. Bain, in charge
of the wholesale department of the John Elliot

“lark Co., Victor distributor, said their own

ombination instrument was arousing much in-

terest on the part of dealers. Mr. Bain had
just returned from Butte, Mont.,, when inter-
viewed. Hec said prospects for business looked

brigh that section. The Clark Co. has a

r

branch cstablishment there. Mr. Bain reportcd
calls for machines from many ‘smaller dealers.
He said the early part of December last year

saw quite a lull in the phonograph business, and

he was wondering what was going to happen
this year. Everyone is looking for a good
Christmas business. The record business at this
t'me is normal, according to Mr. Bain. Mr.
Spratt, of the Brunswick Co., had just returned
from an Intermountain trip with R. H. Perry,
traveling representative of the company, whom
he left in the field. He said business was good
in Nevada.

The industrial situation is satisfactory. The
metal mining and smelting industry is begin-
ning to show signs of increased activity. Metal

MURDOCK NEUTRODYNE

design.
and radio magazines.

NEW YORK
LOS ANGEILES

A
MUR?OCK
- o -

HE Murdock Five Tube Neutrodyne is the outstand-

ing 1925 model receiving set. You will be impressed
by the beautiful tone "quality and the rich cabinet F
There is space in the cabinet for B batteries.
The only accessories necessary are batteries and tubes.
A “Murdock” set is backed by our 20 years of success-
ful experience in making radio apparatus,
advertising which is appearing in leading newspapers

WM. J. MURDOCK COMPANY
417 Washington Ave.

Branch Offices:

WASHINGTON
SAN FRANCISCO

MURDOCK
RADIO PRODUCTS

Standard since 1904

*100

with
built-in
Loudspeaker

i
‘ “l it

and by our

Chelsea, Mass.

CHICAGO
SEATTLE

mining and smelting is one of the most im-
portant industries in the State to-day, and when
it is looking up business is generally good herec.
Had the crops been as heavy this year as last,
the Winter of 1924-5 would have been one of
the best in Utah, from a business standpoint, in
many years. As it is, things are about normal.
There is no unemployment in essential indus-
tries and mcn are getting good wages in most
instances.

The Williams Music Co.,, of Ogden, has
moved from 215 Washington avenue to a much
better store, as well as a much better location,
at 2348 on the same street.

The Ogden store of the Glen Bros.-Roberts
Piano Co. has, according to Thomas J. Holland,
sales manager and director, found its plan of
sending out students to canvass for records in
the residential districts of the city a worth-
while scheme. The boys work on commission
and get special compensation when they get a
prospect for a phonograph that is sold. An ex-
perienced salesman follows up these prospects,
he said. Mr. Holland said so far they have not
been successful with girls as solicitors. He did
not know whether they lacked the courage or
whether it was just an unwillingness to do the
work that madc them not take kindly to it.

The employes of the Consolidated Music Co.
had a wonderful time the other night at the
store. The store orchestra played music for the
dancing. A new set of officers was chosen for
the employes’ committee. Sales Manager C. V.
Ridges was made chairman; Leo Vaughn, vice-
chairman; Miss Lia Bean, treasurer; Miss Irene
Fisher, secretary, and Miss May Peterson, mem-
ber of the committee.

Musical Instrument Sales Co.
Sends Out Peppy Bulletin

The Musical Instrumment Sales Co., New York,
recently sent to its dealers a bulletin couched
in terse, pithy language, reviewing the general
business situation and outlining many reasons

for optimism on the part of business men. The
letter follows:
“INMPORTANT
IMPORTANT
IMPORTANT
IMPORTANT

to every ‘Thinking’ Victor Dealer.

Things are on the BOOM! STOCKS are rising. The
financial curve is plotting an upward trend. Business IS
getting better—and—

If you don’t find it so now—YOU WILL LATER.
There’s no doubt about it. Things are humming down on
WALJL. STREET—the financial barometer of the world.
Coal mines are busy, the steel industries are working ninety-
four per cent to capacity. Everybody is rarin to go—

HAVE YOU CAUGHT THE SPIRIT? Are you fol
lowing the trend? Are you susceptible to an increased
business contagiont It's going to he a cinch to sell soon
BUT—YOU'VE GOT TO TELL YOUR MARKET
WHAT YOU HAVE TO SELL. .

C'mon now—put your VICTOR PRODUCTS to the
FRONT--front of your windows—front of your store and
FRONT OF YOUR MIND.

REMEMBER
The gross on VICTOR PRODUCTS
The abscnce of SERVICE EXPENSE

The NET PROFIT attainahle.
Will you let the best VICTOR MONTH OF THE YEAR
go past without showing the most satisfactory and satisfying
merchandise in the world

or
will you display it BIG between now and CHRISTMAS
and make the profits—NET—that you have always enjoyed.”

Houck Opens New Store

Muearrurs, TeENN,, December 6.—A second local
store has been opencd by the O. K. Houck
Piano Co., at 1296 Madison avenue, for the
convenience of residents living in this section
of the city. W. W. Wade, who has been con-
nected with the South Main street store for
the past ten yecars, has been made manager of
the new branch, which will handle the same
lines of pianos, phonographs and accessorics.
The new establishment will hold to the tradi-
tion of onc price and no commissions, which
lias distinguished the O, K, Houck house in all
1t~ branches,
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"By many words wit is ex-
hausted.’?
—Lao Tzu

The Synchrophase needs no
extravagant claims.

Bodtsr Tﬁq :

A\ BROADCAST Receiver that marks a -step

forward in radio design which will stand as

a challenge to the industry for a long time to come.

Its surpassing craftsmanship is equalled only by
its easy, dependable operation.

Greater sensitivity has been gained through two
stages of Balanced tuned radio frequency—there-
sult of many months of intensive research by the
Grebe engineering staff. Extreme selectivity has
been obtained by the use of Binocular coils.

The settings for the various broadcast stations
are equally spaced over the dials. This is accom-
plished by S-L-F (straight line frequency) con-
densers.

A new type of volume control gives an unbro-
ken range of six variations of audio amplification.

Wise jobbers and dealers everywhere
are cashing in on the Synchrophase.
Write us for particulars.

A. H. GREBE & COMPANY, e

Van Wyck Blvd., Richmond Hill, N.Y.
Western Branch: 443 So. San Pedro St., Los Angeles, Cal.

This Company owns and operates Station WAHG.

All Grebe apparatus is covered
by patents granted and pending.

TRADE MARK

Synchrophyst Secrets—
No. 1 The “Binocular” Coil

A truly fieldless coil with which
the detector and radio stages are
tuned. Unaffected by impulses
from undesired local stations,
its use is a tremendous factor in
thesuccess ofthe Synchrophase.

O
TR MARK ;
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Pre-Holiday Campaigns Create Scenes
of Busy Activity in Twin Cities Stores

Trade Determined to Make Most of Christmas Buying Period to Swell Sales Volumes—Many
Dealers Expand Stock by Adding New Lines—Radio Shows Hold Center of Stage

MinNeapoLis AND St. PauL, MiNk., December 7.
—The season is a busy one for phonograph
folk, marked, as it is, by pre-holiday prepara-
tion, as well as by the opening of important
new city accounts and by the radio show staged
by the radio dealers of the Northwest, which
closed November 29 at the West Hotel.

Cable Co. Adds Sonora

Cable Piano Co.’s Minneapolis store has add-
ed and is displaying the Sonora line in its
phonograph department, of which Neil Schu-
macker is in charge. This is an important move
for the firm, which is one of the oldest and
most prominent in the cities, giving the Cable’s
clientele the opportunity of selection from a
large stock for holiday buying. The Cable Co.
took on the Sonora line the last week in No-
vember and now handles Brunswicks, Victrolas,
Sonoras and Edisons, having acquired the latter
line in October.

Brunswick With Foster & Waldo

Foster & \WValdo have started in the Bruns-
wick line. They featured it strongly in half-
page announcements in the Minneapolis Tribune
and Journal. The firm has a large Brunswick
sign decorating the entire front of their build-
ing and a special window display. This is one
of the strongest selling organizations in the
United States and unique in its methods. Big
newspaper copy, backed by the outside efforts
of one of the finest retail organizations in
America, has brought this big music house into
the position of being the largest phonograph
merchants in the Northwest. The company
now sells five important phonograph lines—
Sonoras, Victrolas, Cheneys, Brunswicks and
Edisons, the latter also being a recent acquisi-
tion.

The Metropolitan Co. has been featuring the
newly acquired Brunswick line in its advertise-
ments. Its departinent has becn remodcled un-
der the direction of the new managcr, John
[.ang, for some years with the Dayton Co.

Raudenbush Gets Lucker Edison Stock

The acquiring of the William A. Lucker Edi-
son stock by Raudenbush & Sons December 1
is another important move in the phonograph
world here. \With Mr. Lucker retiring from the

phonograph business, the Raudenbush people
opened a St. Paul music store in the building
occupied by Mr. Lucker, 393 St. Peter street.
F. H. Raudenbush is in charge of the store.
The phonograph selling force, headed by Mr.
Camp, has been kept intact. The Raudenbush
firm closed its music store at 410 St. Peter
street in June, and since then has been with-
out a location. The former Lucker store is a
familiar one to the firm, however, Raudenbush’s
having occupied it for some years up to 1912
Adds Brunswick

The Brunswick line has been added by the
Luger Furniture Co.. for many years a big dealer
in Fargo, N. D. It is doing special display
on Brunswick goods, handling both Btunswick
phonographs and Radiolas. O. Young, of Grand
Forks, N. D, has added both Brunswick phono-
graphs and Brunswick-Radiolas to his present
Victor line.

Sonora Featured by Hartman’s
The Sonora line has been largely displayed in
the windows of the newly remodeled Hartman
Furniture Co., a branch of one of the largest
furniture companies in the country, which is an
exclusive Sonora dealer in Minneapolis.
Wide Interest in Radio Shows
The big phonograph jobbers here had booths
at the Radio Show in Minneapolis, including the
George C. Beckwith Co., the Minneapolis Drug
Co., the Brunswick-Balke-Collender Co. and the
lawrence H. Lucker Sales Co., as well as
strictly radio dealers. Following, as it did, on
the heels of the Chicago Radio Show, which
was conducted from November 18 to 23, many
phonograph and radio men came back imbued
with enthusiasm and ideas for the show here.
Among the men who went to Chicago for the
event were John E. Date, of Doerr-Andrews &
Doerr, Sonora jobbers; Charles C. Bennett, of
Beckwith’s; Lawrencc H. I.ucker and A. L.
Toepel, of the Lucker Co., Edison jobber.
Visitors to the Northwest show were all pro-
vided with a Victor bag for carrying their show
literature, distributed at the door by a panta-
looned voung woman representing the Beckwith
Co. and advertising “‘radio with a Victor.” Beck-
with’s booth, in charge of Fred Strom and Bob

The Adventures of

BURGESS

RADIO BATTERIES

Edn

———t ol
s e SR

Thev've in the Wireless
Room of the Leviathun
Underwood & Underwood Photos

The World Flyers
Carried Burgess

Remarkable are the adventures of Burgess Radioc Batteries.
—upon, above, or below the earth, sky and sea, will
be found Burgess Batteries—laboratory products.

Sfm_xdard Equipment of
United States Submarines

And where there’s danger

“ASK ANY RADIO ENGINEER”

Englneers
Flashiight

Write to 265 Burgess Enginccring Building,
Madison, Wisconsin, for the Burgess Radio
Compass.

BURGESS BATTERY COMPANY

Genernl Sades Ofllee:
Laboratories nnd
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It is amusing, unusual and useful.

DRY BATTERIES
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Moanufacturers
Tenition - Teclephone
Hnrris Trust Bldg., Chicngo
Works: DMnadisen, Wi,
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Eard G. Hoch Co.

27 No. 4th St. Minneapolis, Minn.
Outing Distributor

Coleman, displayed well-known radio lines, in-
cluding thc Thompson and Freed-Eisemann
neutrodyne, Federal and Paragon sets. Accord-
ing to Mr. Strom, most of the visitors were retail
prospects. Dealers were making inquiries as well.

The Zenith line and the Sonora Model 242,
comnbined with the Ware three-tube reflex neu-
trodyne, were important parts of the exhibit of
the Minneapolis Drug Co. (Doerr-Andrews &
Doerr), of which John E. Date was in charge.
The firm is exclusive Northwest distributor for
the Zenith Radio Corp., and in addition to
showing the wares of this manufacturer the
booth contained Garod neutrodyne receivers,
Crosleys, a full line of batteries and accessories,
as well as the popular Sonora loud speaker.
Doerr-Andrews & Doerr are selling hundreds of
these loud speakers, and quite despair of being
able to supply the demand.

E. J. Jordan, special representative for the
Zenith people, and J. Taral, radio engineer, are
in Minneapolis at the Minneapolis Drug Co.
for a time.

Brunswick-Radiolas occupied a prominent
booth conducted by the Brunswick Co., as well
as being a feature of the display of the L. S.
Donaldson Co. H. L. Davies, interviewed at
the show, reports the most profound interest in
these beautiful instruments. Murray Kirsch-
baum, phonograph manager at Donaldson’s, put
in much time explaining Radiola advantages.

Ware and DeForest sets were shown in the
I.ucker booth, of particular interest bcing the
Ware type T, the demand for which exceeds
the supply.

Good Outing Business Continues

The Edward G. Hoch Co. is displaying the
complete Outing portable “Line of Nine” in its
showroom and altogether reports a very satis-
factory pre-Christimas business and predicts that
Outing sales will continue to increase all Win-
ter. The heather green leatherette model is
finding considerable favor in this territory.

All Lines in Demand

C. C. Hicks, Victor representative in the
Northwest, who was at the Minneapolis office
after coming from St. Louis, finds business
good, with records going very well. Not only
are dance numbers going particularly wecll, but
therc is a surprisingly big demand for Red Seal
records and standard numbers.

Lucker’s storerooms arc stuffed with an
alarming amount of Edison-filled packing cases.
The firm is just moving five carloads of phono-
graphs, which will be exhausted by February.

“Doc” O'Neill, of the Brunswick branch, savs:
“Brunswick phonographs and Radiolas are go-
ing big throuch the entire Northwest.”

Many Trade Visitors

Out-of-town dealers have been making No-
vember a visiting month in the Twin Cities,
many of them preparing their holiday stocks.
Visitors at Beckwith’s have included Mr. Lar-
son, of Thicf River Falls; John Alden, of Hib-
bing; Paul Gregg, of Menomonie, Wis.; Bill
Hart, of Winona; Bill Webcr, St. Cloud;
“Tudge” Hershiey, Willmar, and C. O. Querna,
Madison, Minn.
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EACH

We have the facilities and
are prepared to render the
maximum of service to the
talking machine retailer
in his radio merchandis-

ing.

The Jones-Beach build-
ing shown herewith pro-
vides 30,000 square feet
of floor space to carry
stock. This allows the
immediate filling of your
orders. Seven trunk lines
on the Bell and Keystone
systems bring our facil-
ities within your Imme-
diate reach.

The Jones-Beach Buildings

HROUGH constant touch with the leading manufacturers we are aware

of all new developments in the radio field and are always on the alert to
find and distribute such merchandise that comes within the Jones-Beach stand-
ard of quality. Jones-Beach service is helping many dealers to build a suc-
cessful and substantial radio department. We would like to demonstrate this
service to you.

We are wholesale distributors for such nationally
known lines as

Radio Corp. of America
Atwater Kent Mfs. Co.
Fada Neutrodyne

JONES-BEACH & CO.

Wholesale Distributors of Radio Products
Jones-Beach Bldsg. 307-13 N. 7th St.

PHILADELPHIA




82 THE TALKING MACHINE WORLD

DEecEMBER 15, 1923

ear-Round Sales Value of
Outing Shown by Demand

w York Distributing Division of General
Phonograph Corp. Finds Continued Demand
or Outing Portable Instruments

istent sales effort on the part of the sales

0 . New York distributing division of
G 1 F ograph Corp., 15 West Eight-

N York, has resulted in the un-

ularity of Quting portable talk-

> dealers supplied by this
has at all times been one

This lin

lesaler

was proved when the demand for the instru-
ments continued and telephone orders to the
wholesaler for immediate shipments of Qutings
became common.

The sales totals for each month show a ma-
terial increase over the previous month and Mr.
Smith feels certain that the next few months
will show even greater increases. The accom-
panying illustration shows the full “Line of
Nine”” Outing portables on display at the offices
of the distributing division of the General Pho-
nograph Co., and an identical display is being
featured in the windows of the West End Music
Shop, of Bridgeport, Conn.

Many other Outing dealers are showing simi-

The Outing Portable “Line of Nine”
of the most brisk movers carried by the General
Phonograph distributing division and during the
Summer months QOuting portables enjoyed a
volume of sales hitherto unsurpassed.

Norman Smith, manager of the distributing
division, felt that with the experience of the
Summer months to go by it would be an easy
natter to incite the dealers to even greater ef-
forts and he began an educational program in
which he was ably assisted by his outside force.
Some dealers erroneously reasoned that the
portable was a seasonal article of merchandise
and that its popularity would wane with the
coming of the Fall and Winter months. These
dealers allowed their stocks of machines to
become’ low and the fallacy of their reasoning

on Display at General Phonograph Corp.

.

lar displays with different styles of window
dressings, and where lack of window space does
not allow of an effective display of the full line
of nine, several of the models are attractively
presented in harmonious settings.

Meiser Branch in Sunbury, Pa.

SuNBURY, PA, December 7—A branch of the
Meiser Music House, of Northumberland, has
been opened here in the Third street side of the
Sclavos Building. George L. Weirick, formerly
a representative of Charles M. Stieff, Inc., has
been appointed manager of the local store.
Pianos,” Victrolas, radio and small goods will
be handled.

Early releases of the latest and biggest hits.

Recordings by foremost artists and most

popular orchestras.

A price that assures quick turnover with a
handsome margin of profit.

Mr. Dealcr:. A crac!cer-iac.k DOMINO Sales Boosting Advertising Service is yours for
the mere asking.  This service consists of all necessary mats, cuts, hangers, catalogs, etc.

“in other trade papers.

Freed-Eisemann Publicity
Aid to Dealers in Selling

Campaign Is National in Scope—Dealer Helps
of High Caliber Included

In order to satisfy the public demand for the
latest information on radio developments, the
Freed-Eisemann Radio Corp., Brooklyn, N. Y.,
is following a definite policy of publicity that is
certain to make many new friends for radio, and
s0 help the dealer in selling to the ultimate con-
sumer. An elaborate advertising campaign has
been laid out, which includes pages and double
pages in the Saturday Evening Post, pages in
leading quality magazines, pages in radio publi-
cations, in the talking machine trade organs and
Backing up this cam-
paign is a schedule of activities, along the lines
of dealer helps, including the issuance of book-
lets relating to selling problems and describing
the means of obtaining the best results with
Freed-Eisemann receivers.

A news bureau has been formed, the aim of
which is to keep the public informed of the part
Freed-Eisemann receivers are playing in sup-
plying entertainment, and where practicable the
news items will be linked up with current events.

Eagle Co. Co-operation

Daniel O. Friend, special representative of the
Eagle Radio Co., 16 Boyden Place, Newark,
N. J., is spending some time with Korsmeyer,
of Lincoln, Neb. This firm is distributor for
the Eagle balance neutrodyne receiver and Mr.
Friend is assisting the radio department in pub-
lic demonstrations. According to the sales de-
partment of the Korsmeyer company, the Eagle
set is being widely distributed by music dealers
throughout the West, and a number of exhibi-
tions and displays in which Eagle retailers ,are
taking part are being held.

The reasons why—

RECORDS

are the leaders at

DOMINO RECORD CO., 2

2 W. 20th St., New York
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Swanson Jr. Portable
Opens the Way to Those Extra Sales

Distributors of the Swanson Jr. Portable

Chicago: Lyon & Healy, Wabash Ave. and Jackson Blvd.; Cheney Talking
Machine Co., 24 N. Wabash Ave.; Consolidated Talking Machine

Co., 227-229 W. Washington St.
New York City............ General Phonograph Corp., 15 W. 18th St
BUfalole & B F e (i il = = b0 e D Wm. A. Carroll, 803 Bramson Bldg.
Cleveland oy etd dhl e e e o - - = - = e s Record Sales Co., 1965 E. 66th St.
Detroit. . .. ....... Consolidated Talking Machine Co., 2957 Gratiot Ave.
Cincinnati................. Columbia Distributors, Inec., 224 W. 4th St.
St. Louis. ... ... Artophone Corp., 1103 Olive St.

Kansas City. ... ................... Artophone Corp., 804 Grand Ave.

Consolidated Talking Machine Co., 1121 Nicollet Ave.

Minneapolis. . .. ..

Port] andil@ne ols 2050 2 4 o 2l i 20 Bl s & L. D. Heater, 357 Ankeny St.
New Orleans. ... .......... Junius Hart Piano House, 123 Carondelet St.
Richmond, Va................ Richmond Hardware Co., 101 S. 14th St.

AtTantale b el B el W B ar e B G se N & i A. |. Wismer, 218 Barnett St.

Some exclusive territory
still oper for reliable

jobber:. Write or wire.

to 4 new
prospects
for every one
who buys a cab-
1inet machine
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Consolidated Talking’ Machine Co.

227-220 West Washington St.

Chicago, Illinois
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Cleveland Retailers Complete Plans for
Extensive Drives to Secure Holiday Sales

Advertising to Feature Campaigns—Special Drives on Victrola Model 400—L. Meier & Sons Cele-

brate Anniversary—New Lines Added by

CieveLanp, 0., December 8-—Individually and
collectively, thc meinbers of the talking machine
trade in this territory have completed plans for
bringing in the belated Christmas business. In
this connection some notable advances in pub-
licity methods have been developed, all of which
must have a significant influence upon the buy-
ing public. Present indications are that the usu-
ally normal holiday business will bec closed be-
tween now and the evening of Dccember 24.

Dealers Tie Up With Victrola 400 Week

An example of the tendency for closer co-op-
eration of the retailer with jobber and manufac-
turer is supplied in the virtually 100 per cent
representation by dealers in this district in the
Victrola 400 Week, sponsored by the Victor
factory and supported with national publicity,
and detailed for retailers by the Cleveland Talk-
ing Machine Co., distributor in this territory.
A notable example was the creation of several
windows, prominent displays of this instrument
and local advertising supplementing the national
publicity by Dan E. Baumbangh, manager of
the May Co.’s talking machine department. This
instrument was shown three ways—as a straight
Victrola, Victrola adaptablc to radio, and Vic-
trola complcte with radio. Thosc familiar with
the premium at which departinent store window
space is held, and the keen desirc of depart-
ment heads to obtain somne of it, will recognize
this achicvement. Other dealers were equally
cnthusiastic in their support of this movement.

Special Display Brings Business

Another Baumbaugh exploit that indicates

the tendency for close tie-up with local activi-
ties was scen at tlie May Co. talking machine
dcpartment in the special Whiteman display of

Baumbaugh’s Whiteman Display
Victrolas and rccords and pictures of the or-
chestra in action. This display influenced con-
siderable new business, according to Mr. Baum-
baugh, and has inspired the creation of three
similar displays, which will be pcrmanent in this
establishment, these to feature Victor machines
and records, Sonora instruments and Vocalion
records, and Brunswick phonographs and rec-
ords.
Celebrates Anniversary

In connection with individual effort to stimu-
late busincss the work of L. Mcier & Sons dur-
ing the last week stands out as the best attempt
of its kind to date. Yearly, during November,
this firm celebrates its entry into the Victrola
business. Incidentally, it is the largest cxclusive
talking machine house in this vicinity. This
year the twenty-seventh anniversary was ob-
served. Larger crowds than ever before gath-
ered at the store, and the names of many live
prospects were secured. A good deal of pub-
licity was obtained from the appearance of the
Eight Victor Artists, which drew a large at-
tendance at Lyceum Theatre. This marks the
second time Meier & Sons have had the dis-
tinction of being the only retailers to sponsor
this group’s appearance in Cleveland.

Dealers Receptive to New Lines

Probably no better indication of the more
receptive attitude of dealers to added lines can
bc offered than in the progress being made by

Many Dealers in Holiday Preparations

the local Brunswick organization in establishing
Brunswick with dealers heretofore without it.
Opening of the Denton-Cottier-Daniels Bruuns-
wick department, in Buffalo, stands out. The
opening event was arranged with the assistance
of M. S. McLeod, branch manager; E. M. Scott,
phonograph division manager, Cleveland, and E.
I'. Germain and F. L. Stewart, of the Brunswick
Buffalo offices. These and others were guests
of President Daniels at luncheon at the Buffalo
Athletic Club, where principles of Drunswick
sales promotion work were adopted.

A similar event for Cleveland is promised
with the opening of the Brunswick department
of the Muehlhauser Bros. Piano Co., in Cleve-
land. Here also one of the several private

rooms in the Muehlhauser establishment will be
remodeled for a demonstration and display
room, and the opening will be marked with a
big Brunswick drive.

L. Meier & Sons also are preparing for
the establishment of a radio department, and
here the combination Victor-radio instrument
will be featured. It is the belief of Louis Meier,
head of this firm, that the people want both
talking machine and radio, and that the combi-
nation cabinet supplies this want. Many differ-
ent types of radio will be demonstrated in the
new Meier department, and all will be adapt-
able to the Victor combination cabinet.

Local Orchestra to Record

Under the direction of the Ohio Musical Sales
Co., Sonora and Vocalion record distributor, an-
other series of records will be made by the
Austin Wylie Orchestra, of Cleveland. Popu-
larity of this orchestra and its original record-
ings prompts this move. In connection with
the second recording effort, another weelk’s en-

(Continued on page 84)

RO
Lgﬁl}g%lNGER
MODEL J70

Complete
Ready fo operate

S Novel

features

make this the Radio
Horn you can sell
easily

. s
CHARM

= § & S5/
LOUD
A Musical Instrument for the Radio
is rapidly becoming the fa-
vored instrument of enthu-.
siasts, due to its remarkable
musical performance, its pat-
ented mechanical features
which assure ease of opera-
tion, and its beautiful appear-
ance. It is a sure money-

maker for any Radio De-
. partment.

One-piece horn, sparkling, dark
gray Crystalline finish; silver
plated metal parts. Perfect work-
manship in every detail.

Model J-10 shown above.

Model H-8, with straight
horn, complete .......... $18.50

Extra Stethoscopes, com-
pletelNealc IRl s e 1.50

ing and amplifying off the same

1 —TWO-IN-ONE-ACTION: : tun-
master phone in base of horn.

ED : Supersensitive Stethoscope
Attachment eliminates neces-
sity for head phones.

2 —NO HEAD PHONES NEED-

is done with Stethoscope in
ears, then one turn on lever cuts
out Stethoscope and operates
horn. No plugging in and out
of radio set.

3 —EASY TO OPERATE: tuning

—ANY NUMBER STETHO-

4 SCOPES may be used for lis-

tening without extra drain on
batteries or loss of volume.

—ADJUSTABLE VOLUME
CONTROL: same lever con-
trols volume, from soft to loud,
in both Stethoscope and horn.

If your Jobber does not handle CHARMITONE,

write us for Dealers’ terms

DUAL LOUD SPEAKER CO.

210 West 54th Street

New York City
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Ohio Musical Sales Co.

1747 Chester Ave. Cleveland, O.

Outing Distributor

Cleveland Trade Activities
(Continned from page 83)

gagement at the local Keith Theatre will be
arranged and another tour of Ohio is planned.
Meanwhile this orchestra has made several
auspicious appearances in connection with trade
activities, one being at the May Co. talking
machine department, which served to stimulate
record and machine sales, the other at the De-
cember meeting of members of the music trade
at the Hotel Cleveland.
O. F. Jester in New Post
S. S. Larmon, manager of the Cleveland Co-
lumbia branch, announces the appointment of
Oden F. Jester as representative of this office
at Detroit. Mr. Jester formerly was with Bruns-
wick in Philadelphia and with Columbia in Balti-
more.
J. M. Ervin Royal Representative
J. M. Ervin, well known in this territory as
special representative of Sonora in this district
and in other capacities, has been appointed dis-
trict representative of the Royal Lines, with
headquarters and warehouse facilities in Cleve-
land. Mr. Ervin recently returned from South
America, where he acquired new ideas on busi-
ness conditions and merchandising.
In New Post
F. J. P. Haske has been appointed Cleveland
ind northern Ohio representative of the French
Battery & Carbon Co., Madison, Wis.
Dealers in Theatre Party
Brunswick dealers took advantage of the the-
atre party arranged by M. S. McLeod and E. M.
Scott, of the local Brunswick organization,
which marked the opening of the week’s en-
t for Al Jolson in Cleveland. More
1 100 attended on November 30. Material

helpful for dealers to cash in on the noted
comedian’s appearance was prepared, and Al
himself proved once more he is the life of the
party and thereby pepped up the dealers to re-
newed activity in selling his records.
Most Dealers Handling Outing
The Ohio Musical Sales Co. started selling
Qutings last Spring, right after it took over the
territory formerly covered by the C. L. Marshall
Co. It finds practically every dealer in the ter-
ritory has been selling Outings for two or three
years, and most of them have profited exten-
sively through increased sales volume.
Masterworks Records Popular
New Fine Art Series of Musical Master-
works records have been received at the Colum-
bia Co. here, and the initial shipment was pretty
well absorbed the week after it arrived. These
numbers, all instrumental, are made abroad by
leading orchestras and bands. Their merit, ex-
plains S. S. Larmon, branch manager, is con-
tained in the finer quality of materials used in

pressing the records. This eliminates almost
entirely surface noises. The appeal to the buy-
ing public has been almost instantaneous. Rob-
ert Thalmayer, Columbia recording expert at
Vienna, is expected in Cleveland some time
this month on his tour of the country, and he
will add more sales value to these records from
his previous experiences with them.
Buescher Co. to Expand

Simultaneously with the appointment of Nor-
man H. Cook to the organizaticn of the
Juescher Co., oldest phonograph.retail estab-
lishment in town, plans for the expansion of
this firm’s business are being made by I. H.
Buescher, head of the company. Radio will be
featured as a musical essential, and stress will
be laid upon the value of the combination pho-
nograph-radio cabinets. Mr. Cook, who recently
joined the .organization, formerly was with the
Eclipse retail division, and is noted for devel-
oping the phonograph department of the Halle
Bros. Co., exclusive department store.

New Federal Fool-Proof
Receiver Is Announced

New Federal Type 417 Panel Receiver Designed
for Use With Several Models of Victrolas,
Has All Delicate Parts Enclosed in “Can”

The Federal Telephone Alfg. Co. has just
completed and presented to the trade a new
panel receiver, known as type 417, designed for
use with Victrola models 400, 405 and 410, and
embodying several new features of direct inter-
est to the talking machine dealer who regards
the service problem as a bugbear which cannot
be eliminated.

The new panel includes a five-tube set with
two stages of tuned radio frequency, a detector
and two stages of audio frequency, all con-
trolled by two dials, after the small control
handles have been set for selectivity and an-
tenna. Several other features recognized as
standard with Federal receivers are also pres-
ent in the new type, but the outstanding innova-
tion is the enclosing of the transformers, deli-
cate wiring and other parts in an all-metal
sealed container termed a “can.”

The idea of the “can” is to keep the delicate
parts, after they have once been adjusted at the
factory, away fromn the hands of the amateur
‘improver,” and likewise protected from dust
and other foreign substances. The various
leads are brought out through the top of the
can and in the event that the transformers or
other parts give trouble, it is only necessary
for the repairman to disconnect these leads, re-
lease a pair of springs and lift the entire can
out. The can is then sent to the Federal fac-

Combination Set Manufacturers

Are PROGRESSIVES in the talking machine field. They are
looking into the future and preparing to meet a clearly forecast

demand.

We have looked into the future and are prepared to meet a
demand, just as clearly forecast, for quality binding posts “with

Tops Which Don’t Come Off.”

our field

We are PROGRESSIVES in

EBY posts are scientifically designed, beautifully finished and

their price is right.

They can be furnished either plain or en-

graved in twenty-five different markings.

Our COMBINATION is
QUALITY and SERVICE

H. H. EBY MFG. CO., Philadelphia, Pa.
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tory, where the necessary repair work is done
and in the meantime a new unit can be inserted
in the receiver without delay.

The idea of the new arrangement is that it

Back View of Federal Panel—“Can” on Top

places the question of responsibility directly
on the shoulders of the manufacturer and sim-
plifies materially the service problem for the
dealer, for the coils and condensers that are left

Front View of New Federal Panel
outside the can or casing are not usually sub-
ject to damage.

The accompanying views of the front and
back of the panel give some idea of the ar-
rangement of the parts and show how the “can™
is placed dircctly under the lead terminals.

The White-O-Dyne Co., New York, was re-
cently incorporated at Albany, N. Y., to manu-
facture radio apparatus, with a capital stock of
$10.000. The incorporators are P. S. and L. S.
and . S. Lasdon.

The Capitol Radio Corp., Brooklyn, N. Y.,
recently increased its capital from §5,000 to
$10,000.
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The gain of confidence was never begotten overnight. Not a first,
second or third transaction, but rather years of business rela-

tionship are the seeds that bring forth confidence in a business
house.

And in looking back over the ever-widening span of years through
which this organization has steadily increased its patronage—has

CONFIDENCE ¢
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continuously served a multitude
its birth—we note with pleasure
1n us—in our product and 1n our

All of which merits an expression
promote this condition in future.

of customers from the date of
the degree of confidence reposed
methods.

of resolve to even more fully

- BRILLIANTONE

STEEL NEEDLE COMPANY OF AMERICA, Incorporated
370 SEVENTH AVENUE, at 31st Street, Suite 1214, NEW YORK

Selling Agents for W. H. Bagshaw Co., Factories, Lowell, Mass.

> 4 X

> 4

W. H. Bagshaw Co.
Export Department
44 Whitehall St., N. Y. C.
Cable Address:
“Brillneed]”

Western Distributor:

The Cole & Dunas Music Co.
430 S. Wabash Ave.,
Chicago

Pacific Coast Distributors:

Canadian Distributor:
The Musical Mdse. Sales Co.
79 Wellington St., W.,

Toronto

Munson & Rayner Corp.
926 Midway Place
Los Angeles, Cal.

San Francisco, Cal.

Walter S. Gray Co.,
926 Midway Place
Los Angeles, Cal.
1054 Mission St.

San Francisco, Cal.

REPRESENTATIVES in SYDNEY, New South Wales; MELBOURNE, BRIS-
BANE, PERTH, Australia; WELLINGTON, New Zealand; HAVANA, Cuba;
BUENOS AIRES, Argentine; SANTIAGO, Chile; BARRAN-
QUILLA, Colombia; GENOA, Italy; DUBLIN, Ireland
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Victor Co. Sends Dealers Comprehensive

Sales Plan on

the Music Arts Library

Special Bulletin Distributed to Victor Dealers Outlines Best Methods of Bringing These Albums

of Records Before the Public in a

Strong Manner and Increasing Sales

The Victor Talking Machine Co., Camden,
N. J., recently sent its dealers a sales plan for
marketing “The Music Arts Library of Victor
Records.” The sales plan is explained in detail
in an eight-page bulletin, printed in colors and
containing a perfect wealth of information on
the best methods of bringing the album sets to
the notice of the public, together with thirty
suggestions on how to get results.

These suggestions are most comprehensive
and overlook no medium the.use of which might
bring profit or prestige to the dealer. The first
problem treated in the suggestions is that of
the dealer advertising the product in the store.
Three methods of calling the attention of cus-
tomers to the album sets are explained in full.
To advertise the new product outside the store,
four suggestions are given. First, the mailing
of a folder, which is supplied by the Victor Co.,
and which explains the Music Arts Library in
full to those people who are interested in good
music. Second, the advertising of the sets in
the newspapers with a return coupon and offer-
ing to have a salesman bring the album for in-
spection. The third suggestion is the use of
the advertisements prepared by the Victor Co.,
electros of which will be supplied free. The last
suggestion in this group is to advertise the Li-
brary in the program of every musical event in
the dealer’s city. Electros of illustrations are
supplied dealers and a sample advertisement has
been prepared.

The important question of effectively display-
ing the sets in the store is next treated. Three
displays are described in full. One for the
showcase, in which the album is opened and an
idea of the interesting reading matter concern-
ing the ‘composition can be gained at a glance.
The second, the group of six albums, placed on
a small library table with an accompanying
card, reading: “An Ideal Christmas Gift.” The
third suggestion in this group relates to the
important question of window display. Full in-
structions for dressing the window and build-
ing the display are given, together with an illus-
tration,

Other means of securing the interest of cus-
tomers have been prepared and include a curios-

ity postal card, bearing the message: “There’s

kev that opens the gate of memory and
gives access to the heart of the world. Bring
this card with you and we’ll let you see it.”
The sending of this card is to be followed up
by a telephone call to each customer. Electros
for printing the postcard have been prepared by
the company.

It is suggested that dealers arrange an eve-
ning concert in the store, using the records in
recital. A sample invitation letter is given in
the bulletin and a copy of the admission card,
electros of which will be furnished dealers.
These admission cards, when collected at the

door, will give the dealer a line on his live
prospects.

A number of sales talks to introduce the
Music Arts Library to customers are given in
the folder, with special talks to interest those
customers who already have some of the rec-
ords contained in the album, and those cus-
tomers who profess no interest in anything but
dance music and popular songs.

The campaign should recommend itself to
every Victor dealer. Every important step in
the merchandising of the album sets has been
covered and the expense to the dealer i1s com-
paratively small, as folders, electros of the ad-
vertisements and gift certificates for those peo-
ple who intend giving the sets as gifts are all
supplied by the Victor Co. The preliminary
steps were all so well thought out and planned
so that the dealer can start his campaign imme-
diately upon receipt of the folder, thus making
the most of the holiday appeal.

Selectron .Radio Show
- Exhibit Drew Crowds

More Than 100,000 Persons Viewed Display—
Over 48,000 Pieces of Literature Distributed

Maximilian Weil, president of the Audak Co.,
the well-known manufacturer of the Selectron,
attended in person the recent radio exposition
held at the Grand Central Palace, New York
City, for the primary purpose of holding per-

sonal interviews with radio enthusiasts and
prospects for radio goods. :
Mr. Weil stated that over 100,000 people

viewed the exhibit and over 48,000 pieces of
literature were passed out during the week of
the show. In summing up his experiences at
the show, Mr. Weil said:

“The visitors may be divided into three
groups, those with whom radio is still a novelty
—having owned a radio set a comparatively
short time; those with whom radio is no longer
a novelty, having had a radio set a consider-
able length of time, and those who own talking
machines and are considering the purchase of
radio.”

The Selectron exhibit proved particularly in-
teresting to talking machine dealers, many of
whom looked forward to its adaptation to the
phonograph as a means of not only inducing
future sales of such instruments but assuring
a healthy and continued demand for records.
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] OU may remember to remind every cus-

] 3? tomer to buy needles, but the chances

R are, with the hustle and bustle of the

) Christmas rush to distract you, you won’t.

g That's where this new OKeh Needle Dis-

player does its work! Placed prominently on
your counter, it immediately attracts and
reminds the customers about OKeh needles
for you! Sixteen packages of needles can be
safely displayed in the sliding tray under the
immovable glass top; 180 more packages may
be stored in the space underneath the tray,
making it unnecessary to disturb the tray dis-
play when a sale is made. The case is made
of metal, heavily lacquered and beautifully
lithographed.

Every dealer ordering 100,000 OKeh needles
will be presented with one of these valuable
Displayers absolutely FREE. You can easily
sell that many needles during the Christmas
season with the help of the Displayer. Order
them from your distributor to-day and get
your Okeh Needle Displayer FREE!

General Phonograph Corporation
OTTO HEINEMAN, Pres.
25 West 45th St. New York, N. Y.
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The result of the interviews with dealers made
Mr. Weil believe that while the trade itself was
desirous of encouraging radio to the fullest ex-
tent, at the same time it would welcome means
that would continue interest in talking ma-

[

Maximilian Weil
chines and records. This, he said, is the func-
tion of the Selectron which makes possible the
use of the amplifying tone chamber of the
talking machine for radio loud speaking pur-
poses without in any way disturbing the instru-
ment as a talking machine. He says the
Selectron makes the tone chamber instantly
available for radio purposes and leaves abso-
lutely intact the instrument for talking machine
record renditions.

It was of particular interest to note the great
number of people who viewed the Selectron
exhibit. Lady visitors were by far in the ma-
jority and manifested the keenest interest.

Pathé Records Radio

Program From Europe

During the recent trans-Atlantic radio tests a
notable experiment was made by the chief engi-
necr of the radio laboratories of the Pathé
Phono & Radio Corp., of Brooklyn, N. Y. The
reception of the European broadcasting on the
Pathé radio set was recorded on a blank record
with the PPath¢ recording machine. It is said
that this was probably the first time that Euro-
pcan broadcasting was recorded in this country
through the air.

Radio Distributors Chartered

The Radio Distributors Corp., New York, has
becn incorporated at Albany with a capital
stock of $10,000. Incorporators are: P. Koenig-
fest, J. Mcendelsohin and A. Last.
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FREE BOOK OF INSTRUCTIONS
AT ANY DEALER

'HOHNER

Harmonica §0¢

‘r

An Invitation to Your Store

What is being done to stimulate the sales
of Hohner Harmonicas and to support
One answer to that
question is given at the top of this page.
Striking posters, billboards and painted

Hohner dealers?

signs like the one above are
now being displayed in nu-
merous important city loca-
tions to attract the attention
of thousands of music lovers,
young and old.

Each one of these compel-
ling sales messages of good
music and fun is an invitation
to your store. There is a tre-
mendous demand for the Free
Instruction Books offered in
Hohner advertising and we
are doing everything pos-
sible to supply this demand
through Hohner dealers.

An inquiry for the Free Book at your
store will invariably result in a sale. The
more inquiries you receive, the more sales

you’ll make.
satisfied customers and growing profits.

Through leading magazines and news-
billboards and posters; radio,
movie and theatrical performances; pro-

papers;

IMPORTANT
to Hohner Dealers

Hohner interest and en-
thusiasm is sweeping the
country. You can easily
turn it into money by
tying up with the big
H o hner Advertising
Campaign. Be ready
with a Hohner display,
colored charts, free in-
struction books, and a
bigger stock than ever,
We are creating the de-
mand. All we ask you
to do is to help us meet
it. You can get your
share of this splendid
business by stocking
Hohner goods — and
pushing them.

And Hohner sales mean

fessional stars; phonograph
records; public school and
municipal contests, we have
created a demand for more
than twelve million Hohner
Harmonicas a year. All we
ask you to do is help us sup-
ply them.

It shouldn’t be necessary
for us to urge you to go after
your share of this splendid
business. We have made it
very easy for you to cash in
on the growing demand for
“The World’s Best” Har-
monicas in your vicinity.

Why not getinline for aliberal share of
the profits now being “rung up” by thou-
sands of Hohner dealers and distributors.

If You Want to Tie Your Store to Hohner Advertising, Write

N AT

%
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i M. HOHNER,, Inc., 116 East 16th St.,, New York
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§ Fascination Health %
g U legielet N Portability %
% Education Durability _%_
% Entertainment s %
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_How Clean-Cut Methods Built Tremendous
Columbia Business in Baltimore Field

Progressive Merchandising Methods, Backing thz Dealers in Efforts to Do More and Better Busi-
ness and Service in Short Period Made Columbia Wholesalers, Inc,, Leading Concern

Bartiaore, Mp., December 4—A notable ex-
ample of the efficacy of clean-cut business
methods and perseverance is to be found in the
success and growth achieved by the Columbia
Wholesalers, Inc. It is another instance of a
firm beginning in a small way and growing
steadily to large proportions. Credit for this

— - - - '—l

President L. L. Andrews
achievement is due to the energetic efforts of
Leroy L. Andrews and William H. Swartz,
president and vice-president, respectively.

The present corporation was formed in
March, 1923, with the two aforenamed execu-
tives, together with William S. Parks, former
branch manager, who was subsequently called
South and sold out his interest. This new cor-
poration purchased the Baltimore branch of the
Columbia Co., taking over the personnel, stock
and fixtures. Faith in the ability and fairness
of the new company was strong and the firm
went ahead and earned a very substantial net
income at the end of the first year despite the
competition of department store cut-price sales
in the territory. When the Columbia \Whole-

salers, Inc., took over the Columbia territory

our Heartiest Greetings.
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Season’'s Greetings

We take particular pleasure at this season of the year to
extend to our Patrons, to whom we are deeply grateful,

May Xmas and the New Year hold for you full enjoyment
of Health and Happiness and, quite naturally, we hope our
De Luxe needles will be found each day contributing in
good measure to the fulfillment of this wish.

Duo-loNE Company, INCORPORATED

Sole Manufacturers of

DE LUXE NEEDLES

ANSONIA, CONN.

there were two hundred and five dealers han-
dling Columbia products. To-day, within a pe-
riod of a year and a half, this number has been
increased to three hundred and twenty-five, in-
cluding most of the big music houses and de-
partment stores. It is interesting to note that
many of the dealers are exclusively Columbia.

Vice-President William H. Swartz
It is reported that there are still a large num-
ber of applications for Columbia agencies which
have riot been accepted because of the conflict
with previously established accounts. This
policy has made many friends for the Co'umbia
Wholesalers, Inc., and an instance is to be found
in that there are thirty-four Columbia dealers
in Baltimore at present with seventeen applica-
tions for agencies on file. It is reported that
the outlook for Columbia business in the terri-
tory is exceptionally good; new models and the
New Process records have proved their popu-
larity, and it is estimated that dealers in this
territory are apparently turning their stock over
on an average of at least ten times a year.
Some time ago Columbia Wholesalers, Inc.,
cntered the radio field They have surrounded
RRRRRRRERED

themselves with some of the best-known prcd-
ucts in the field, such as DeForest, Magnavox,
Fada, Croslev, Federal sets and Philco and Bur-
gess batteries. Coupled with the representation
of these well-known lines, they have built up a
service department which has proved very pop-
ular throughout the territory in solving the
radio problems of the dealer. Prominent on the
staff of radio experts is W. L. Vanaman, former
radio editor of the Baltimore News, who is
accustomed to appear at the dealers’ stores at a
specified time to answer all questions pertaining
to radio. Heavy demands have been received
for the various sets which they distribute and
in spite of the large orders which this company
has placed the orders received have almost
swamped them with bus'ness. Accordingly, this
company recently advised dealers to place
orders for their radio requirements at least three
weeks in advance. The company operates in
Maryland, District of Columbia, Virginia,
North Carolina and part of West Virginia.

L. L. Andrews, president of the Columbia
Wholesalers, Inc., formerly a foreign represen-
tative of the Ford Co., is a graduate of Cornell
University and is active in the local Cornell
Club. During the war Mr. Andrews won his
commission as a lieutenant of naval aviation.
William H. Swartz, vice-president, was formerly
assistant manager of the Baltimore branch.
During the depression in 1921 he achieved a
record in the moving of many carloads of
phonographs in this territory. He is a graduate
of Johns Hopkins University and during the war
rose from private to first lieutenant of infantry.

Standardization Discussed at
Meeting of Radio Section

At the semi-annual meeting of the Radio Sec-
tion of the Associated Manufacturers of Electri-
cal Supplies, held the latter part of last month
at the Hotel Roosevelt, New York, important
questions involving the standardization of radio
apparatus and the problem of interference be-
tween broadcast stations were discussed.

The steps to be taken towards the elimination
of fraudulent or misleading advertising of radio
apparatus and supplies were discussed and re-
ports were read from the National Vigilance
Committee of the Associated Advertising Clubs
of the World, outlining the character of cam-
paign nccessary to accomplish these ends. It
was conceded at the meeting that through the
splendid educational work done in the promo-
tion of radio it has become a leading all-year-
round industry.

Freed-Eisemann Receiver
for Army Signal Corps

The engineering department of the Freed-
Eisemann Radio Corp.,, Brooklyn, N. Y. re-
cently produced a receiving set which is being
used by officers of the Signal Corps of the U. S.
Army and which is said to be a marvel for
scusitivity, selectivity and power. The problem
which faced the Army officials was of getting
a receiver that could bring in messages from
the army stations and eliminate everything else
and could receive messages on wave lengths
from 1,000 to 3,000 meters and nothing else.
The set produced by the Frced-Eisemann Corp.
for the army was accepted by the government
and is a complete success. It is a four-tube
sct with three stages of neutralized tuned radio
frcquency and a regenerating detector.

A voung Filipino saw in a newspaper an ad-
vertisecment which rcad:

“Wanted. A saxophonec.
condition.” )

Not long afterwards a swarthy young chap
called at tlhic address and said to the advertiser:
“I wait to aéccpt tlic position as a saxoplone.
1 have never been a saxoplione, but I think I
can do it, and T am in good condition.”—
Yonngstown Telegram.

Must be in good
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Aristocrat Model

The Bestone V-60 five-tube receiver in

beautiful distinctive, antiquﬁ poéychrome

cabinet, with built-in high-grade loud-

speaker and battery compartment. ) $15000
New Popular Price, List,

Now Ready

! The Bestone V-60 Five-Tube
Phonograph Panel—all sizes. $R5-00

New Popular Price, List,

Imperial Model

Bestone V-60 ﬁve tube receiver, Imperial , .

Model, in beautiful polished mahogany $10000 476 Broadway 212 W.‘Austm Ave.

cabinet. New Popular Price, List, New York Chicago
% e e ————— -

‘The Radio Receiver

you have been waiting
for—the

Bestone V-60

Balanced Tuned Radio
Frequency—Five Tube

Perfect tone

without howls, squeals or whistles.
Simplicity -Volume - Distance-
Appearance at popular prices.

So distinctive are these from
other receivers that_they should
be sold as musical instruments
and —

Our Sales policy protects you
agamst price-cutting competi-
tion.

Write for particulars

HENRY HYMAN & CO., Inc.

Manufacturers
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TheRecord of Quality

IROQUOIS SALES CORPORATION

210 FRANKLIN STREET

Distributors for New York State and
Northwestern . Pennsylvania for

‘ OKebo Records and ODEON Records.
|

A capable, efficient sales organization that is ready and willing to co-operate
with OKeh and Odeon dealers in building up a permanent, profitable demand
! for these popular record lines.

BUFFALO, N. Y.

Unprecedented Demand for Records Is
Feature of Trade in Buffalo Territory

Holiday Gift Buying and Radio Held Responsible for Unusually Large Record Sales—Wm. Hen-
gerer Co. Stages Extensive Drive—New Erion Co. Display Rooms Opened—Other News

Burfalo, N. Y. December 8—The activity in
record departments in practically all music
stores of the city is a feature of the trade that
cannot be overlooked by even the most casual
observer. It is admitted that the great volume
of record business can be almost directly traced
to the radio. A dealer in one of Buffalo’s sub-
urbs said that he never had such a great demand
or Red Seal records as he has experienced in
the past three or four weeks. He declared that
75 per cent of his buyers call for records of a
classical number, or some instrumental piece
they heard on the radio. Some of these are
called for by the humming of a tune, which re-
quires quite a versatile clerk to know just what
they want. This dealer said that he keeps the
radio programs to refer to when a patron calls
for a musical number on a phonograph record,
when they do not know what the name of the
song is, although they do know the tune. He

rs to his program, and plays the records of
songs listed, until he finds the one the patron

10

Floyd Barber, Kenmore dealer; C. O. E. Cur-
tis, Brunswick Shoppe; Charles Hieneke, of
Denton, Cottier & Daniels; A. W. Fleishman,
of Hengerer’s; A. W. Erion, of The Erion Piano

and Fred Pellicn, of the P & L Music

Shoppe, are unanimous in their opinions that
where the right kind of merchandising methods
are employed radio and talking machines will
supplement each other, consequently having an
advantageous effect on sales volume.
Wm. Hengerer Co. Pushing Brunswick

A special sales promotion campaign, lasting a

week, was staged by the Wm. Hengerer Co,

- -

Wm. Hengerer Co.’s

department store, of this city, following its
acquisition of the entire Brunswick line last
month. Newspaper advertising, direct mail and
window displays broadcast the Brunswick mes-

Artistic Brunswick-Radiola Window

sage, and as a result many customers and pros-
pects visited the large and artistic department of
the establishment. The windows of the store
are ideal for display purposes, as may be seen
by a glance at the accompanying illustration.

An Exclusive Foreign Record Dealer
Frank Rappa, exclusive foreign record dealer,
handling the Victor line, is doing an exception-
ally good business where he is located, in the

heart of the foreign section of Lackawanna.

Formal Opening of Erion Co. Display Rooms

A formal opening celebrating the twenty-third
anniversary of the Erion Piano Co., Inc., and
opening of its new display rooms and ware-
house was an occasion of December 6. Floral
gifts from scores of
members of the trade,
in all sections of the
country, decorated the
store. Among mem-
bers of the trade who
visited the store on
opening day were
Walter Lane, presi-
dent of Bush & Lane;
John Parnham, presi-
dent; Jim Barron,
vice-president, a n d
Clifford Davis, sales
manager of the Cable-
Nelson Piano Co., and
Eddie Johnson. of Schaff Piano String Co.,
Chicago, and Fred C. Erdman, O. L. Neal and
C. N. Andrews, of the Victor Co. An orchestra
on the second floor of the store played through-
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Comes A New Year

GAIN we are privileged to extend to Victor dealers our earnest wishes for
A a joyous and bountiful Holiday Season, and a New Year full of accomplish-
ment and prosperity. We also take the occasion to acknowledge the contin-

ued support of the retail trade, and to renew our pledge to give to the full extent
of our efforts and facilities to the further development of Victor business during
1925.

Yours For a Bigger And Better Business,

— g

“HIS MASTER'S VOICE"

& BUFFaLO NEYY .7 Ea)

1925
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The Patrician

HE New Year will have an

i abundance of Radio opportuni-
ties for the talking machine dealers.

We pledge our part to make this
statement come true. +« s+ s+ »

- Best Wishes for a Merry Christ-
mas and a Happy New Year. +

Mw@or@aa/io Cor/g.

/ 250 West 54t Street.
New York Cz'ty
Distributors :
BLACKMAN TALKING MACHINE Co. BrisTtoL & BARBER Co., INC.
28-30 West 23rd Street 3 East 14th Street

New York, N. Y. New York, N. Y.
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out the day. Each guest received several sou-
venirs and keen interest was shown in the com-
pany’s line of pianos and complete stock of
Victrolas.

Enthusiastic Over Radio Show

Music dealers of the city arc cashing in on
the enthusiasi created by the radio show held
here in Broadway Auditorium the third week
of November. It was one of the finest, oper-
ated on a broader scale and created more gen-
uvine interest than any show of its kind ever
conducted in Buffalo. Jobbers and dealers of
Buffalo who exhibited at the exposition were
Curtis N. Andrews, featuring the Sleeper, Fada
and Kodel sets; Buffalo Talking Machine Co.,
displaying the Malone-Lemmon neutrodyne, the
Federal! panel in the Victrola and DeForest
sets; Neal, Clark & Neal, with a similar display;
Denton, Cottier & Daniels, with an elaborate
Radiola display, and the Hoffman Piano Co.,
showing the Radiola in the Brunswick, and the
Sonoradio and Ware sets.

Has Built Big Outing Clientele

Mr. Clare, of the Iroquois Sales Corp., is one
of the oldest Outing portable jobbers, having
successfully sold the line for over four years.
He has built up an QOuting clientele among the
largest and most progressive dealers in his ter-
ritory. Mr. Clare knows the portable situation
from A to Z, and states that his dealers report
that the Outing is cnjoying continued popularity.

Announce Brunswick Addition

Denton, Cottier & Dauiels, Inc., recently
announced the addition of the Brunswick line
by staging an “opening week” to which the
public was invited. The entire Brunswick line
was on display, including the Brunswick-
Radiola, which attracted especial attention.
This concern is one of the oldest music houses
in the State, and the prestige which it has built
in over fifty years is reflected in its large
patronagc.

News Gleanings

A. L. Niles has opened a phonograph store in
thc Strand Building, Salamanca, N. Y.

The Callahan Furniture Co., 212 Pennsylvania
avenue, Elmira, N. Y., made an assignment on
November 24, to Thomas M. McInerney.

S. S. Kresge is erecting a new store building
on Main street, Niagara Falls, N. Y., which is
cxpected to be ready for occupancy in the Spring.

The Parkside Furniture Co., in Main street,
Buffalo, suffered a loss of about $5,000 when it
was damaged by fire recently.

Thomas A. Carlo has opened a new furniture
store in the Kraft Building, Batavia, N. Y.

A. Victor and Laurens Enos have been named
on a committee for the Main Street Association,
who will make efforts to improve the appear-
ance of Buffalo’s chief thoroughfare.

Goellner Furniture Co. is going out of busi-
ness. Its present stock will be incorporated with
that of Goellner’s, Inc., a new firm, headed by
the junior members of the old concern, with
headquarters in an adjoining building. Officials
of the company report a good holiday trade in
Cheney portable phonographs.

Arthur Erion, Jr.,, was born on November 20
to Mr. and Mrs. A. W. Erion. Mr. Erion is
president of the Erion Piano Co. He declares
that his first-born will succeed him as head of
the store, which was established twenty-three
years ago by the present president’s father,
Frederick.

J. E. MacWilliams, advertising manager of J.
N. Adam Co., has been promoted to vicc-presi-
dent of the company.

Radio Firms Chartered

The B. W. Battery & Radio Corp., Ncw York,
was reccntly incorporated at Albany with a cap-
ital stock of $10,000. The incorporators are:
I.. F. Sulzon, Jr., M. Keels and F. H. Clifton.

The Victory Products Corp., New York, was
recently incorporated at Albany, to manufacture
radio sets. The incorporators are: F. E. Bebus,
A. Firman and E. I.. Salmon.

Wall-Kane Employes Enjoy
Festive Thanksgiving Eve

Dancing and Other Pleasures Feature Party
Tendered by N. Cohen, President of the Wall-
Kane Needle Mfg. Co.

Thanksgiving Eve was the occasion of gen-
eral festivities at the headquarters of the Wall-
Kane Needle Mfg. Co., Brooklyn, N. Y. N.
Cohen, president of the company, tendered the
Thanksgiving party to his many employes at
Wall-Kane headquarters. The rooms were at-
tractively decorated for the event, and the large
packing room on the ground floor was cleared
for dancing, with the help of a talking ma-
chine, which was installed. It is stated that
Wall-Kane jazz needles were used exclusively.

In an adjoining room a table was attractively
set for the banquet which was served. The
menu cards at each place were prepared in an
entertaining manner and announced the ban-
quet, ball and entertainment given at the “Grand
Ballroom of the Hotel Wall-Kane.” The menu
was complete, from appetizer to dessert, and it
listed such choice viands as roast chicken a Ia
“Wall-Kane,” cranberry sauce a la ‘‘jazz,” etc,
etc. The table was tastefully decorated in red,
white and blue. The guests assemblcd promptly
at 8:30 and entered heartily into the spirit of
the affair, which proved to be a decided success
from every angle.

This party was only onc of a series of enter-
tainments provided by Mr. Cohen this year.

New Murdock Neutrodyne
Strikes a Popular Note

CuELSEA, Mass, December 9.—The William J.
Murdock Co., of this city, reports that the new
model Murdock five-tube neutrodyne with
built-in loud speaker and compartinent for “B”
batteries has met with iminediate popularity.
It is expected that this new model will prove
the most popular number in the Murdock line.
The company has a large factory in this city,
and the various production departments have
been rearranged and added to in order to take
care of the increased demand created by this
new set. D. R. Murdock, treasurer of the com-
pany, who is directing its sales activities, is
making extensive plans for the coming year,
which lhe hopes to make one of the biggest in
the history of the company.

OnsJiandle handles it

4 Years
Have Proved
Outing
Portables

; Are the
e Best

Iroquois Sales Corp.
210 Franklin St. Buffalo, N. Y.

Outing Distributor

Radio Takes Its Place
as Office Equipment Item

No branch of modern business is more highly
specialized or carried to a greater ultimate of
efficicncy than is advertising. One of the three
largest and most successful advertising agencies

H. W. Dickinson
in the world, George Batten Co., of New York
City, considers radio an essential adjunct to its
private office equipment. Howard W. Dickin-
son, vice-president of that corporation, is here
shown with his reception set installation.

and His Office Radio

for their supply, is constantly increasing.

find our service dependable.
Try us and be convinced.

CURTIS N.

SERVICE

BUFFALO.N Y.

“HIS MASTER'S VOICE"

G V8 ®av

It has always been the policy of this house to build “good will” by rendering a service
that is at all times dependable and cooperative.
The aumber of Victor dealers we are_now serving regularly, and who depend upon us

There must be a reason for their preference.

This not only applies to local and nearby dealers, but mmany at more distant points
QOur shipping facilities out of Buffalo are unexcelled.

Victor Distributor
Exclusively Wholesale

Court & Pearl Sts.
BUFFALO, N.Y.

ANDREWS

SERVICE

BUFFALO.N Y.
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Interesting Addresses Feature Meeting
of Talking Machine and Radio Men, Inc.

Review and Outlook of the Phonograph Industry by S. O. Martin, President, Sonora Phonograph
Co., Leading Talk—B. Gross and H. Brennan Also Deliver Addresses—New Members Elected

An address by S. O. Martin, president of the
Sonora Phonograph Co., Inc, in which he re-
viewed the phonograph industry as it exists at
the present time, the rcasons for the depression
which dealers are experiencing, the subject of
the alliance between the phonograph and radio
receiver and the future of the phonograph in-
dustry, was the outstanding feature of the Talk-
ing Machine and Radio Men, Inc., dealers’ meet-
ing, held Wednesday, December 3, at the Caf¢
Boulevard. Mr. Martin pointed out that the
depression felt in the phonograph industry was
simply a part of the general business condi-
tion and proved by figures that for thirteen
months, starting in May, 1923, business passed
through a period of economic depression sur-
passed only by the falling-off in business experi-
enced in 1921. He stated that a new cycle in
business began in July of this year, the upward
trend of which is becoming more and more
evident.

“There are four factors, the presence of
which has never failed to indicate better busi-
ness, and these factors are now present,” con-
tinued Mr. Martin. “They are increasing indus-
trial production after- depression, better agri-
cultural prices, increasing exports and easy
money,” he said, adding that although general
business was yet below normal, it would steadily
increase and bigger and better business would
be experienced during 1925. The speaker then
passed from a review of general conditions to
his own industry and stated that the phonograph
business never failed to respond to better busi-
ness conditions, and as the phonograph indus-
try seemed to descend lower than the low mark
of dull times, it seemed to exceed the high
mark of good times.

In addition to the current of improving gen-
cral conditions the phonograph industry is be-
ing aided by its alliance with radio, an alliance
which is proving of benefit to both. Mr. Mar-
tin stated that the Sonora plant is running night
shifts to keep up with the demand and the
probabilities are that the factory will continue
to work overtime for the first quarter of 1925.
This condition is caused not only by the demand
for the radio products, for, Mr. Martin said, if

the company were not making these products
it might not be as busy but it would still be
making money. In speaking of the combina-
tion unit, Mr. Martin stated that the company
is providing a radio-adapted phonograph into
which can be installed any of a number of
standard radio panels.

In summarizing, Mr. Martin said that the
phonograph industry may be fixed at a certain
figure of annual volume, perhaps at $75,000,000
or $60,000,000, as against $100,000,000 plus for-
merly. It is difficult, he said, to believe it will
be worse becausc of its real function in the life
of the people. In the future, the manufacturer
must get closer to the dealer and co-operate
with him in his problems, and the dealer, in
turn, must find his customer instead of waiting
for the customer to find him.

At the conclusion of his talk Mr. Martin put
the following questions to his audience: 1. How
many were phonograph dealers January 1, 19232
2. How many of such dealers now sell radio
sets? (The answer was unanimous.) 3. How
many think that the radio phonograph, with set
installed by manufacturer, has a good future?
and 4. How many prefer radio-adapted phono-
graphs but without installation by the manufac-
turer to radio phonographs with set installed by
manufacturer? A majority of those at the
meeting voted as being in favor of the unit
with the set installed by the manufacturer.

Benjamin Gross and Herbert Brennan, of the
Gross-Brennan Co., factory representatives of
the Stromberg-Carlson Tel. Mfg. Co., were the
other speakers at the meeting. Mr. Brennan
spnke on the merchandising plan of this manu-
facturer, which policy consists of selling direct
to the dealer, thus enabling the company to se-
cure the best representation and protecting the
dealer against price-slashing. Mr. Gross gave a
short talk in understandable language on the
technical features of the Stromberg-Carlson re-
ceiver, stressing the construction of the sets,
which are made for durability and permanence.

The meeting went on record as requesting
that the association be represented at the hear-
ing at the Board of Aldermen on the proposed
legislation to stop all phonographs, radio sets

Radio Talking

Make Radio Increase Your
Talking Machine Business!

DULCE-TON E adapts the

talking machine’s per-
fected reproduction to radio.
It makes radio reception and
the playing of records in-
stantly interchangeable.

tion, makes possible a big vol-
ume of radio business! Victor

Dulce-Tone protects

Two models
to fitall talk-

jobbers sell Dulce-Tone. .
It is a most profitable

your present talking | ingmachines. instrument to handle.
. 4 . . \}
machine sales and rec- | Retail pricel  Ask for complete par-
complete $10

ord sales, and in addi-

ticulars.

THE TEAGLE COMPANY
1125 OREGON AVENUE .

CLEVELAND, OHIO

and sound-reproducing instruments being
played by dealers to attract the public to their
stores. The association feels that while such a
law is needed, the present draft of the proposed
law should be modified considerably.

At the suggestion of Irwin Kurtz, president
of the association, an attempt to secure funds
lo stage a radio concert, with prominent musical
stars as artists, will be made. Manufacturers
and jobbers of radio apparatus will be solicited.
It was announced by Sol. Lazarus, chairman of
the entertainment committee, that the annual
ball of the association will be held on Monday,
January 19, at the Hotel Pennsylvania.

The following firms were elected members of
the association: Kor-Rad Co., Inc., New York;
Eagle Radio Service Co., Inc., Hackensack, N.
J.; Julien Loeb, Brooklyn, N. Y.; Q. R. V.
Radio Service, New York; Colummbia Mantle
Co., Inc, Brooklyn, N. Y.; C. A. Richards, Inc.,,
New York, and David Grimes, Inc., New York.

Everybody’s Co. Waging
Vigorous War on Infringers

Court Grants Permanent Injunction Against
Alleged Infringers of Catalog Copyright

Everybody’s Talking Machine Co., Inc, of
Philadelphia, Pa., manufacturer of Honest
Quaker main springs and a complete line of
talking machine parts, has for some time past
waged war on those infringing on its rights.

A notable instance was an alleged infringe-
nient of the Everybody’s Talking Machine Co.
catalog. As the result of a suit instituted, the
company announces that the United States Dis-
trict Court for the Eastern District of Michi-
gan recently granted a perpetual injunction
against the Phonograph Supply Co., of Detroit,
restraining it from infringement of a copyright
covering its 1924 catalog and other copyrights
covering photo-engravings listed in this cata-
log. The court further ordered delivery of all
infringing copies and all plates and other means
for making same.

The company plans to continue this protec-
tion of its rights and announces it will spend
any further sum necessary against any further
parties who infringe on its copyrights. It is
completing a year that has surpassed all others
in volume of business transacted in talking ma-
chine parts. Local business not only passed all
records but exceptional foreign business was re-
ported as well. The sales staff now consists of
seven men, who are covering all parts of the
country. Plans for the coming year will prob-
ably make it even a greater one with respect
to sales of the Honest Quaker line. A sales
campaign of greater magnitude than former
drives is under consideration. '

Federal Panel Proves Popular

Burraro, N. Y., December 8—The Federal Tel.
Mfg. Co. announces that the Federal panels,
Types 200 and 417, for insertion in the new
console models of VYictrolas are proving ex-
tremely popular with talking machine dealers
throughout the country. These two models
were designed to work in perfect harmony
with the Victrola and in addition to being
dependablc radio receivers, simple in operation,
their dcsign adds rather than dctracts from the
appearancc of the mysical instrument.

New Building for Goggan

Sax Axtox1o, Tex., December 6.—The store of
Thomas Goggan & Bros., in this city, has com-
menced a rcmoval salc preliminary to occupying
their new quarters at Travis street and Broad-
way on January 1. Thc new building, which is
now ncaring completion, is thrce storics in
heiglit and will be occupied in its entircty by
tlie firm. Thomas Gogegan, liead of thec house,
states that it will probably take care of the
firm'’s for cxpansion during the next
twenty

needs
years.



DecemBer 15, 1924 THE TALKING MACHINE WORLD

93

THIS IS

High Quality Radio Receiver
Pathe B-5 *60

West of Mississippi $65 .

HE Pathé B-5 five-tube three-stage radio frequency receiver is of very

high quality, of excellent performance, great selectivity that will get you
distance as well as give you clear, loud reproduction of the nearby stations.
It compares favorably with anything on the market. The sets are carefully
made and thoroughly tested before shipment,
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Start of Holiday GiiBEinE R

Indicates Whirlwind Finish of Year

All Factors of the Trade Are Optimistic as Early Predictions of Good Holiday Demand Begin
to Materialize—Vietrola Show at Lion Store Draws Crowds—Activities of the Month

ToLEDO December 8—The busiest month
of the year for phonograph and record mer-
chants has started on its career. Dealers feel
confident it will not disappoint their plans for
a holiday volume of good proportions. In fact,
indications during the past week or two point
to a fulfillment of the ambition. It is, however,
believed there will be a large amount of last-
minute buying this year.

“hristmas Savings checks to the tune of five
millions will be paid to depositors shortly. In
the past a portion of this money has been used
for buying machines—this year will be no ex-
ception. Moreover, record trade is maintaining
a steady climb. Scarcely ever have discs shown
greater activity than now. In the opinion of
merchants radio broadcasting is contributing to
the growing popularity of records.

C. H. Grinnell Optimistic Over Outlook

C. H. Grinnell, of Grinnell Bros., Detroit,
while in Toledo this week stated the past
month was a good one for both Victrolas and
records. He also stated the future of the talk-
ing machine is bright, hence his concern ex-
pects to do a large volume of business during
the new year. In a few towns a change of
dealers may be advisable, in others dealers will
be established—new blood is the life of any
business. A trade which does not secure new
customers can scarcely hope to progress.

Victrola Show at Lion Store

The Lion Store Music Rooms recently con-
ducted a successful Victrola Show in the attrac-
tive salesrooms of the department. In the
opinion of Harry J. Reeves, manager, this event
did much to attract new customers to the store
and was the means of closing sales with pros-
pects who had delayed buying. A carload of
exhibit goods was shipped from the Victor fac-
tory for the event. The parlors were decorated
with Autumn foliage and floral pieces as well as
colorful pennants and banners.

One showcase contained the tone arm and
spring barrel manufacturing process detailed
from start to finish. Also the record pressing
process together with the raw materials and
how and where they were obtained. Likewise
the finishing stuffs for a Victrola. Then, the

completed product, the glass Victrola and the
trade-mark machine along with the new ver-
tical models 350, 360, 370 excited a deal of in-
terest. Several custom-built wall models were
also a part of the exhibit. The whole was most
instructive and interesting to both old cus-
tomers and prospects. Machines were dis-
played on platforms in individualistic settings.

Several record artists visited the show and
entertained visitors each day, among them
Georgie Price, Victor artist appearing with the
Passing Show; Eddie Peabody, banjoist with
Philip Spitalny's Orchestra, Cleveland, Victor
artists; Jeane Goldkette, director of the Detroit
Athletic Club Orchestra, record artists; also
Bud Peltier and W. Dulwego, Detroit com-
posers.

The radio department, which operates in
conjunction with the talking machine section,
is showing the Brunswick-Radiola line, recently
taken on. Harold Goldy is a new member of
the radio sales force. Miss Irene Fritz has
joined the record sales staff.

J. W. Greene Holiday Drive

At the J. W. Greene Co. Christinas windows
with Santa Claus decorations and interior trims
of holly and tinsel give the Cheney, Victor and
Brunsivick machines festive settings. The store
is exploiting the music-in-your-home-on-Christ-
mas appeal through a long string of billboard
and newspaper announcements. Direct mail
Christmas literature also is going to hundreds
of prospects. Extra sales people are employed
here to serve holiday patrons. The department
is now using a distinctive green record bag.

W. W. Smith, president of the Greene Co,
and of the Piano Merchants Association, suif-
fered a fractured collar bone in an automobile
accident on Thanksgiving Day. He is in
Toledo hospital.

Cable Co. Remodeling

The Cable Piano Co. Brunswick and Victor
dealer, is rearranging and remodeling the store
to care for new merchandise, including the
Brunswick-Radiola line, recently added. The
store is also displaying the Victrola 400 radio
combination machine in window and interior
arrangements. A Christmas record suggestion

€ROSLEX

day.

Fitzroy
: 1446
1447
1448

FREED-EISEMANN

PHONE CALL to the Greater City

will replenish your stock that same

A large and complete stock of all Freed-
Eisemann and Crosley models combined
with our own truck service makes this im-
mediate delivery possible.

Dealers who do business with us know that
they arelinked up with a house whose prom-
ised service is a thing of absolute certainty.

Greater City
Phonograph Co.

234 West 39th Street

NEW YORK

rack of numbers appropriate to the season is
selling many selections.
Columbia Masterwork Series Popular

At the Talking Machine Shop, the Columbia
Masterwork record series, made up of classic
works, is finding favor with patrons, Fred
Frame stated. German and Polish record
buyers look to this store for late folk songs
and native music, he said. The Pal portable
is new merchandise added lately.

L. J. Comer, Columbia representative for the
Toledo territory, had on display for two days
at this store the new Harmony Columbia con-
sole model. Several dealers viewed the ma-
chine and placed orders.

New Columbia Dealers

John A. Shaw, 3261 Monroe street, has re-
cently opened an exclusive Columbia agency.
He expects to do a large neighborhood Christ-
mas business. The Abbey Music Co., Adrian,
Mich,, and H. C. Boynton, Bryan, O., are also
new Columbia agencies established recently.

Trade Improves at Goosman Co.

At the Goosman Piano Co. holiday buying
is under way. Business during the recent past
has shown marked improvement, according to
E. A. Rae, now in charge of the phonograph
division. He formerly conducted Rae’s Record
Shop on Monroe street. Starr and Vocalion
machines are leading sellers here.

Brief but Interesting

The La Salle & Koch Co. Record Shop has
added the Brunswick line to that of the Victor.
This department is one of the F. C. Henderson
Co., Boston, group.

The United Music Store, in the theatrical dis-
trict, has taken on the Brunswick line of ma-
chines and records. With this and the Victor
range to work upon sales are on the upgrade.

The Whitney-Blaine-Wildermuth Co. is cou-
pling its machine efforts with the wide publicity
accorded the Victrola 400.

Radio Window Tie-Up
With Stations Received

BarTimorg, M, December 6—The Hub Piano
Co., of this city, has recently created an in-
genious method of attracting public attention to

Hub Brunswick-Radiola Display

its display windows. In the illustration shown,
the stars on the windows indicate the differ-
cnt stations that had recently been reached on
a Brunswick-Radiola No. '160. The arch over
the instrument was finislicd in a color scheme
that possessed great attention-getting qualities.
The direct results produced by this singular dis-
rlay proved rather conclusively that a develop-
ment of unusual ideas in window trimming fully
justifies the cffort spent in arrangenient.

In New Home

The Davis, Burkham & Tyler Co., Wheeling,
W. Va, rccently moved to its new location in
the Burgess store. The new quarters allow of a
larger stock of musical instruments being car-
ricd, and the display facilities are much im-
proved.
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ASK—and you shall receive

A set of strikingly effective Display Cards
that tie up directly with our National Ads.

Attractive booklets —interesting, non-tech-
nical—ready to send to your customers.

They’re free—you have only to ask for them.

MANHATTAN BRIDGE PLAZA, BROOKLYN, NEW YORK
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Console Talking Machines Prove Favorites
of the Christmas Shoppers in St. Louis

Combination Radio-Phonograph Also Popular With Gift-Buying Public—C. R. Salmon New Gen-
eral Manager of Columbia Distributors—Big Edison Drive Under Way—Other Trade Activities

St. Lours, Mo, December 8.—Talking machines
moved with somewhat less briskness in early
December than is expected at this season. In
talking machines consoles had the call, the or-
ders for Christmas delivery being almost exclu-

sively for these. There were good sales also of

combination talking machines and radio. How-
ever, a last-minute buying rush is expected to
bring up sales volumes.
C. R. Salmon in Important Post

Cuthbert R. Salmon, well-known St. Louis
talking machine man, has been appointed gen-
eral manager of the Columbia Distributors for
the Mississippi Valley, with headquarters at
1327 Pine street. He succeeds A. B. Creal, who
resigned to go into another line of business.

Mr. Salmon was connected with the Columbia
branch here for years and was later, for two
years, with the Chicago branch, operating in the
Loop district. He returned to St. Louis Octo-
ber 1 as assistant to Mr. Creal.
Edison Prospect-Getting Campaign

The Silverstone Music Co., Edison distributor,
has been stimulating Edison sales with the co-
operation of Edison owners. Letters were sent
several weeks ago to owners, asking for the
names of friends who had expressed a desire to
own one. The inducement offered was a dinner
set of twenty-six pieces of Sheffield plate silver-
ware for each sale made as a result of prospects
furnished. The results were so satisfactory that
a supplemental offer of a china dinner set of

‘Che Arf‘o/}lone Corporation

A Very Profitable Proposition

™ O Odion

Record Agency

THERE are a number of different fields open

% for the OKEH dealer.

We call your partic-

ular attention to the following big selling types

of records.

We have a complete line which in-

cludes the most popular artists:

Blues by Popular Negro Artists

Dance and Popular Song Hits
Hill Country Music
List of All Foreign Languages

Rare Record Importations (Odeon Records)

Our stock is complete and we will give you

TWENTY-FOUR HOUR service.

Prepare now

for a BIG PHONOGRAPH and RECORD trade

this fall.

‘Che AIJ[(;@lQﬁ@ Corporation

1103 Olive Street, St. Louis, Mo.
203-5-7 Kansas City Life Building, Kansas City, Mo.

Complete stock of radio, phonographs,
phonograph supplies and accessories

Onsrandle handles it*

[ 4

‘Master cy'Movab/e Music’

4 Years
Have Proved

Outing
Portables
: Are the
S s Best

Marks Radio & Phono. Corp.
2215 Pine St. St. Louis, Mo.

Outing Distributor

twenty-six pieces was made, and this offer also
brought good results. Latterly, the owners
furnishing prospects to whom sales were made
have been given their choice of the silver or
china.

C. E. Yaekel, of St. Elmo, Ill, has opened an
account with the Silverstone Music Co. as an
Edison dealer in his town.

M. Goldberg, vice-president of the Silverstone
Music Co., says dealers have been buying con-
servatively during the Fall and early Winter,
but he expects orders to come with a rush just
before Christmas. The company’s business in
the past month has been exceptionally good in
the oil section of Arkansas.

Urges “Shock Method” of Selling

The Koerber-Brenner Co., Victor distributor,
in a recent “Analysis of Better Records,” recom-
mends the “shock method” of selling the public
more records after it has bought what it wants.
The method is said to be sometimes successful
in bringing new music to a customer’s atten-
tion, or at least in jarring him out of his com-
placent self. “So,” runs the advice, “when a
sale is completed and the customer is ready to
go, instead of allowing him to follow you out of
the booth and watch you wrap the package and
make change, say: ‘Let me put this record on
for you while I am getting these ready.” Then
play, not another of the same type he has been
hearing but something as different as possible
from the thing he has been hearing—a Gospel
hymn for a dance customer, a Galli-Curci air
for a Hawaiian customer, etc. You are not
guilty of forcing, for you have given no hint of
expecting the customer to buy, you are taking
none of his time, and you are broadening his
knowledge.”

How a Live Dealer Gets Business

C. J. Hunt, who comes to St. Louis from
Davis & Ruben, Minneapolis, has been in charge
of the talking machine department of Hellrung
& Grimm for the past six weeks, and each week
he has put over a new idea for attracting atten-
tion to thc Victor line,.

A full-page advcrtisement in the Sunday pa-
pers was the opening gun of the campaign.
This announced that for $1.00 you might join
tire Christinas Victrola Club for that week only.
A big corner-window display continued the
mcssage and a large part of the furniture dis-
play floor, opposite the cntrance, was filled with
Victrolas. Victor banners and a glass-encased
Victrola helpcd to add intcrest to the display.

This was followed by taking advantage of
that latest popular fad—thc cross-word puzzle.
In a prominent front window was displayed a
huge cross-word puzzle, the central part of
which formed the letters “H” and “G,” and
thcse were colored red to make thein unmis-
takablc. Duplicates on small cards were dis-
tributed to prospective customers and run in
the ncwspapers. _

When the solution was placed in the window,
one wcek later, thesc words were in red and
placed to rcad logically, in a sentence: “You

(Continued on page 98)
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E are going the limit to put the
MU-RAD story over and to make

1t easy for our dealers to sell the MU-RAD
line. Above are shown some of the media MIEAD MAE S 180
used.

0.

To further help the dealer we have planned
a fairly elaborate co-operative advertising
campaign.

Write to your nearest distributor and ask

for descriptive literature of the MU-RAD MU-RAD MA-18—$110
line and for information about our co-op- DISTRIBUTORS
erative policy. ' e Rochestor, N X
X ¥. C. Howard Piano Co............. Syracuse, N. Y.
Pierce Electric Co.........c.ovvivnnns. Tampa, Fla.

Chandler & Farguhar......... ...Boston, Mass.
Fred E. Holmes Co........... ...Detroit, Mich.

i Marshall-Wells €Co................ ..Portland, Ore.
Peaslee-Gaulbert €Co...........oovvue. Louisville, Ky.

Redficld Electric Co.................. Ogden, Utah

ﬂ Radio Equipment Co................... Dallas, Tex.

American Radio Mig. Co.......... Kansas City, Mo.

Standard Radio Supply Co...... Fort Dodge, Iowa

s Benson Radio Company.............. St. Louis, Mo.

Pattinson Eleciriec & Sup. Co Hutchinson, Kan.
..Buffalo, N. Y.

E S IN C Radio Studio................
I AB O ’ = Milhcnder Elec. Sup. Co............... Boston, Mass.

) Spartan Electric Corporation....... New York City
(. E’ f N/ T. W. Mciklejohn Co............. Fond du Lac, Wis.

gﬁb u 1:)) a T&, eu)Je TS ey Edmund Gram, Inc................. Milwaukee, Wis.
Radio Elcctric Company............ Shreveport, La.
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Activities of St.

get the girl, we'll do the rest” (a slogan of
Hellrung & Grimm of many years’ standing),

a 1 \ olz .”
This week a tie-up is being made with the
iver ! Victrola. This
pe of instrument in the window is made to
st b e spot light.
On the 1dow e lar rrows bearing a
dozen or more points of superiority of the in-
“““ ments and with ribbons running to the va-
rious parts of the machine described. The ar-

rows center to a card bearing information about
Busy Days for Outing Jobber

Marks I’honograph & Radio Corp. are selling
a large quantity of black leatherette funior Out-
ing portable phonographs, but they also report
adding a large number of new accounts on their
books with the “assistance of the Outing.” Deal-
crs demand a portable of quality and one that has
an established reputation, and they have no dif-
ficulty whatsoever in selling all the Outings
they can get.

News Gleanings

Dennis Bros., of Granite City, Ill., are mak-
ing a city-wide canvass to gather the prospects
for Christmas Victrolas. James Conway is
now in charge of the department.

Friends of E. C. Rauth, vice-president of the
Koerber-Brenner Co., will regret to learn of
the recent death of his mother.

Victor dealers of St. Louis have been adver-
tising the appearance recently of several Victor
artists, Mme. Schumann-Heink, Sousa and His
Band, Harold Bauer, and Georgie Price with the
“Passing Show.”

The Morton Radio Corp.,, New York, was
recently incorporatcd at Albany with a capital
stock of 100 shares of common stock, no par
value. M. Shindler, G. Weinstein and R. Fichtel

are the incospo-ators

Brunswick-Balke-Collender
Co. Offers New Stock Issue

130,000 Shares of Common Stock, No Par Value,
Offered to the Public—Interesting Report
Made Regarding Company’s Affairs

The Brunswick-Balke-Collender Co. recently
offered to the public 130,000 shares of the coin-
mon stock in the company of no par value. In
offering the stock there was published in daily
newspaper advertisements a letter from D. E.
Bensinger, president of the company, outlining
the history and development of the business
and emphasizing particularly the opportunities
for the development of radio, upon some of
which the company has realized to a material
degree.

The letter presented some interesting figures
regarding the net sales of the company and the
net profits realized, the sales in 1923 totaling
$28,295,385.82, with a net profit of $2,555,884.67.
The new common stock was offered at $49.50 per
share, and it was announced that application will
be made to have the stock listed on the New
York and Chicago Stock Exchanges. The stock
was immediately oversubscribed on announce-
mcent.

Three New Radio Products
Announced by Mu-Rad Lab.

The Mu-Rad Lab., Inc, Asbury Park, N. J,,
has recently announced three of its newest pro-
ductions. This concern is well known as the
manufacturer of the Mu-Rad six-tube loop re-
ceiver, Type MA-15 and the five-tube single
control receiver, Type MA-18. These two re-
ceivers are continued as standard equipment
for the present season. In addition, this com-
pany has just announced its Type MA-20 re-
ceiver, its Recto-Filter unit, and its B-Radicator
unit.

The Type MA-20 receiver should prove to be

The Best Low Priced Portable
Arm on the Market

Manufacturers of

Supreme Reproducers

High Grade Tone Arms

Also Originator of the Radio Tone-Arm

145 West 452 Street

Samples of Portable Arm with Sound Box $1.50
With Silvertone Diaphragm

WM PHILLIPS PHONO PARTS CORP,

CABLE [
“PHONOPARTS"

ADDAEKS

New York City

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly.

We supply the largest Phonograph Manu-
facturers.

Axk for our quotations and samples before
placing your order

American Mica Works
47 West St. New York

one of the most remarkable developments in
radio for some years past. It is a five-tube,
three-dial, tuned radio frequency set, designed
especially to permit the elimination of strong
interference from local broadcasting stations,
while distant reception is being conducted. It
may be used with batteries like all other pre-
vious types of receivers, but presents an espe-

Mu-Rad MA-20

cially unique installation when used with the
Mu-Rad Recto-Filter unit, with which arrange-
ment no storage batteries or B batteries are
required, nor is an antenna or loop necessary.
All that is required is to plug into the ordinary
110-volt, 60-cycle, A. C. lighting socket.

The Recto-Filter unit is a device which
changes the 110-volt, 60-cycle alternating cur-
rent from the light lines into current of the

Mu-Rad Recto Filter
proper magnitude and at the proper voltages
and other characteristics suitable for operating
the MA-20 receiver. The Recto-Filter cannot
be used with any other type of receiver than
the Mu-Rad MA-20.

The Mu-Rad B-Radicator is a
function is well defined by its name.

unit whose
It elimi-

Mu-Rad B-Radicator

nates B batteries. It can be used with any type
of circuit or auny type of receiving set. It is
remarkable on account of its small size and
weight. The dimensions are 10 inches by 414
inches by 6 inches. The weight is 13 pounds.
L.ike the Recto-Filter, it uses either one or two
standard UV-201A tubes. There are no adjust-
ments to be made on this unit as automatic
regulation of the voltages is provided by the
unique electrical design of the unit.

The Type MA-20 is also furnished in hand-
somne console cabinet, if desired, with built-in
loud speaker of specially powerful and faithful
reproduction_characteristics. These instruments
round out the line of Murad Lab., Inc.

U. S. Radio Corp. Chartered

The United States Radio Mfg. Corp, New
York, was recently incorporated at Albany,
with a capital stock of $50,000. J. Fiastl and F.
dicher are the iuncorporators.
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~Tawking Machine Co,
.28-30 W.252 5T. - NEW YORK NY..
* VICTOR WHOLESALE DISTRIBUTORS

The Responsibilities of
A Policy

It takes years to build a reputation which eventually becomes summed up in the
word “Dependability.” It is true of a nation, of a concern and its goods, or an
individual and his conduct. Therefore, a reputation for dependability usually
carries with it a known policy and a corresponding responsibility.

You don’t expect an article stamped “‘Sterling” to be silver plated. When you
buy jewelry at Tiffany’s, you expect the quality that the name implies. The
Cadillac Company was one of the last to install a self-starter as a part of the
Cadillac equipment. Previously there were experiments in the form of acetylene
gas, compressed air, and spring mechanisms, none of which were worthy of
adoption by the Cadillac Company. But with the installation of the Delco self-
starter, the first dependable device of the kind was marketed. Again a reputa-
tion was maintained, leadership was recognized, and others hastened to follow.

The Blackman Talking Machine Company could have entered the radio business
sooner and added to its sales, but we could not have done so maintaining our
policy for selling dependable goods and giving customary service. We believe
Victor Dealers have been getting valuable experience in the radio line. We are
conadent it has enabled them to better appreciate Victor quality and service.

We are very optimistic regarding the outlook for 1925. President Coolidge has
received the support which we believe he deserves as a courageous leader, and
the stock market is forecasting greatly improved business and returning con-
fidence.

The responsibilities of a policy have seemed to temporarily
give an undue advantage to competitors in the manufac-
turing and distributing field, but we feel the dawn of a new
achievement is at hand.

We wish our friends a Very Merry Christmas and
a Happy, Healthy and Prosperous New Year, and
believe the outlook will justify the fulfillment.

J. NEWCOMB BLACKMAN.
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Advertising Power plus Garod Power—

Dealer helps are of a dozen sorts. All of them have very definite value
in the sale of any product. With Garod, dealer help is advertising help
and the two advertisements shown on these pages are only part of the
big effort to acquaint the buying public with the definitely established
power and clarity and volume of the Garod Neutrodyne.

Garod Corporation, 120 Adams Street, Newark, N. J.
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choose « And when the reserve power of the
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perfect reproduction. The fpeaker test.
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DISTRIBUTOR'S NAME HERE

STREET ADDRESS TOWN OR CITY

TR TR AT

Broadcasting Bigger Business for Dealers
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In addition to the newspaper campaign, advertisements will appear in
Vanity Fair, American Magazine, Cosmopolitan, Harper’s Bazar and
House and Garden. To the dealer who has chosen Garod it will be an
added satisfaction to know that advertising power is contributing to the

established power of merit of an already great receiver.

Canadian Distributors: Continental Equipmest Co., Ltd., 357 St. Catharine St., West, Montreal
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Trade Leaders Predict a Prosperous 1925

Prominent Members of the Trade Throughout the Country Express
Optimism Over the Outlook for the New Year—National Election
Results Held to Insure Business Stability for Time at Least

EMBIERS of the talking machine trade as a whole will enter

the New Year full of confidence in what it promises to bring
forth in a business way. There have cropped out in the trade occa-
sionally during the past few months some pessimistic utterances
regarding business, although a casting up of accounts appears to
indicate the year as a whole has in many sections produced a
sales volume approximating normal. Regarding 1925, however,
pessimisin 1s conspicuous by its absence, according to reports that
have reached The World {rom those who have to do with the pro-
duction and distribution of talking machine products.

Prophecy is a dangerous thing, for the ability to gauge accurately
what is going to happen six months or a year hence is given to few
men. There are, however, definite fundamentals of business and
cconomic data, a consideration of which affords a basis for arriving
at fairly accurate conclusions régarding the immediate future.

Prominent trade members see in the result of the election and the
continuance of the present administration, with its avowed policies
of sound government, a definite assurance that for some time at

Although trade has been described as “spotty” since the opening
of the Fall season, following several months of rather poor busi-
ness, the general tendency has been upgrade. There has been suffi-
cient improvement in business to promise a very fair balance for
the entire year and lead to the expectation that after January 1
increased industrial production now plainly evident, better prices
for farm products, increase in export trade and easy money market
will all begin to have their effect on business in general and, naturally,
the talking machine industry will benefit accordingly.

There are those in the trade who feel inclined to believe that the
talking machine business will swing back to a boom condition
during 1925. DPerhaps their optimism is fully justified, for even
the most conservative members foresee a twelve months’ period that
will show a volume of trade at least of normal size and, it is hoped,
considerably above normal.

Numerous members of the talking machine industry have taken
occasion to express their opinions as to what the future holds for
the trade for the columns of The World, and some of these opinions,

least business may be expected to go along smoothly.

many of them highly interesting, are presented herewith:

Views of the Manufacturers

Victor Talking Machine Co., Camden, N. J. By

Eldridge R. Johnson, President.

Mr. Coolidge was elected by a majority which
leaves no doubt as to the approval of his poli-
cies and the American public has again demon-
strated that the people are capable of grasping
broad national problems and that they desire,
above all things, to be fair to business and to
business men. The foolisli radical theory of
using tax laws as a means of destroying wealth
seems to have been repudiated. Mr. Coolidge’s

last message is strong and sound; its effect will °

surely be to put new heart into the class of
business men who have suffered so much during
the last twenty years from persecution at the
hands of the radical political element.

The present business slow-up was precipitated
by the hostile attitude of the 68th Congress and,
while business is now on the mend, it will take
some time before general business gets back
into its old stride. The business depression
since last Spring has been general; of course
there are a few exceptions, such as radio. The
Victor Co. has suffered less than many of the
so-called standard lines. The Victor Co. is go-
ing on with its plaus of building, advertising
and developing and the temporary slackening in
the demand is really a benefit. We have con-
fidence in tlie permanency of our business and
are taking advantage of this opportunity to at-
tend to many things that were badly in need
of attention but were uot taken care of before
because the Victor organization was so deeply
absorbed in the problems of production.

The radio situation is receiving special con-
sideration. There is every promise that radio
will become an important article of commerce
in this country (at present it is very compli-
cated and there are many confusing and dan-
gerous conditions existing that must be ad-
justed before radio can be accepted as a per-
manent business), but I can see no reason to
change the policy of the Victor Co. as was
outlined some months ago. The Victor Co. has
no intention of going into the manufacture of
general radio devices. We desire to co-operate
with the radio manufacturers as far as possible
but shall confine our efforts to the manufacture
of devices that are necessary connecting links
between the talking machine and the radio and
we hope, in the near future, to be able to make
it easier for the trade to handle Victrolas which
are combined with highly efficient radio outfits.

There has been a constantly increasing de-
mand, with a few periods of reaction, for Victor

goods in the last twenty-five years. Victor
product is a staple product, it will not be super-
seded by radio and while I firmly believe, as
I stated above, that the radio business will
eventually become substantial it will go through
a period of reorganization and regeneration
before it can seriously be considered as really
a staple article.

Brunswick-Balke-Collender Co., Chicago. By

Percy L. Deutsch, Vice-President.

Dr. Frank Crane has stated “The city of the
future will be intelligently planned, before a
single house is built or a lot sold.”

Although our program for 1925 has no direct
connection with this well-known writer’s predic-
tion, we are at the present moment developing
what we trust will prove an intelligent plan.

The only premise upon which we consider it
consistent to base an estimate is experience, and
we will therefore necessarily be guided to a
great extent by the trend of demand, market
possibilities, and business indices that we are
getting to-day, and have noted for some few
mnonths past.

Our position in this industry is unique, in view
of the enormous market we have begun to un-
cover with our new product, Brunswick-Radiolas.
We don’t mind stating frankly that, in spite of
the fact that our production facilities have been
amplified considerably, we are still facing the
embarrassing situation of being unable to sup-
ply enough goods to meet the market. This
condition, however, is a temporary one, as we
have already laid plans for further extension of
our manufacturing plants, and have worked out
schedules for 1925 which, we feel, will be nore
comparable with the tremendous demand for
our product. Our schedules, too, will call for a
large production of Brunswick phonographs and
Brunswick records, which the coming year
should see sold on a large scale.

The advertising plans of the Brunswick-
Balke-Collender Co. for 1925 are based upon a
scale commensurate with our scheduled produc-
tion activities. This part of our program has
been expanded to an extent that would not
have been contemplated even by our most en-
thusiastic estimates a year ago. However, our
pleasant business experience during 1924 justi-
fies in full the extensive advertising plan which
we will launch in the new year.

As already stated, we have based our plan of
operation largely upon experiences that have
been met, and on events that are in immediate
prospect. With the present trend of satisfaction
in general business and increasing markets, due
to expanding prosperity, there is every reason

to believe that our big program for 1925 will be
in line with the great opportunities that the
market will present. This year was the largest
in our history, and we are confident that 1925
will produce more business for our dealer or-
ganization than has ever before been encoun-
tered. Qur entire plan is based upon this happy
estimate.

Sonora Phonograph Co., Inc.,, New York., By

S. O. Martin, President.

A markedly brighter year for the phonograph
industry in 1925 than in 1924 can be confidently
and logically expected. In the first place, gen-
eral business will continue the improvement
already in progress. Four factors are present
that have always before preceded steadily swell-
ing prosperity in the United States namely, in-
creasing irdustrial production after depression,
better agricultural prices, increasing exports,
and easy money. The phonograph industry has
always followed the general business trend up-
ward and even exceeded the high mark regis-
tered by general business just as it has
descended under the low mark of general busi-
ness in dull times. Furthermore, the increasing
reciprocity developing between the phonograph
and radio industry with benefit to cach will
add to the impetus given by general business
improvement. Already these joint influences
have caused the Sonora plant to begin to oper-
ate at full capacity in September and with night
shift continuously since October with certainty
of continuing so through the first quarter of
1925 and probably throughout the year. The
above facts and factors would certainly seem to
warrant optimism for 1925. R
General Phonograph Corp., New York. By

Otto Heineman, President.

I do not believe that I have heard more pes-
simistic expressions at any time about the phono-
graph industry, with the exception of the year
1920, than this Suminer.

I have been told by everybody that the radio
would finally put tlie phonograph out of busi-
ness. This remark was like a disease which
spread throughout the country.

Just at that time we were discussing our plans
for the manufacture of phonograph motors, etc.,
and everybody was surprised at my plans for
the manufacture of motors for the Fall, which
were about twice as large as in 1923. I was
aslced: “Why this optimism for the phonograph
industry?”, to which I replied about the same
as in my letter to our jobbers and dealers in
June, 1924, which answer was:

“A continuation of our present government

(Continued on page 100)
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with the addition of Mr. Dawes as vice-presi-
dent would bring prosperity to every trade, in-
cluding the phonograph industry. This was
based on the expectations of the success of the
London conference in July, 1924, which meant
a reconstruction of Europe, financially and polit-
ically.’

During my many travels in Europe I have
seen that especially Germany was like a great
factory with the finest machinery, excellent
workmen and the best brains in the manage-
ment, but the wheels were not turning because
of lack of working capital to buy the raw ma-
terials and to finance the sales of the merchan-
dise.

The Dawes plan has started to give Germany
working capital and the wheels are again turn-
ing; and where will Germany get its raw ma-
terials? Practically everything from America,
and what refers to Germany also refers to
other European countries.

If America is prosperous and if a hundred

and ten million people are buying, there will
also be some people, and plenty of them, to
buy phonographs and records. The phonograph
has not put the piano out of business as was
predicted in the early days and radio will not
put the phonograph out of business. Radio and
phonograph are both home entertainers, but
each in its field.

I believe that the year 1925 will see a greater
phonograph business and a greater record busi-
ness than we have seen since the boom days of
1918 and 1919.

Starr Piano Co., Richmond, Ind.

Gennett, Secretary.

I cannot look forward to the year 1925 ex-
cept with the happiest anticipations for a con-
tinued increase of business in the talking
machine and radio industry. The happy com-
bination of the radio unit in the phonograph
has lent new life and prospects to the phono-
graph industry. The opportunity afforded the
dealer to make a new deal with his old cus-

By Fred

successful Eagle Battery Charger.

milli-amperes.

Detector, 0 to 45 volts.

ment on.

Current.

nearest you.

Eastern Sales Oflice
620-635 Went 23rd St.,
New York, N. Y.

The FORDEC

BATTERY ELIMINATOR

is making a sensation—and MAKING GOOD. s
battery eliminators—designed by the same skillful engineers who developed the
Tested under every conceivable condition.

Special Features of FORDEC

Clearer reception than when “B” batteries are used. Handles the detector tube
without A C hum. Works perfectly on distant stations.
mercial sets, from a single tube to an eight tube super-heterodyne.

Smooth, complete control of both detector and amplifier voltiges. No taps.

No special tubes required. Uses standard 5 volt I4 ampere tubes—and USES
THE IMPERFECT TUBES WHICH LIGHT BUT DO NOT OSCILLATE.
A wonderful outlet for the defective tubes which are so hard to get replace-
Tube life unlimited. Tests show 2,000 hours of successful operation.

Operates on 110 volt, 60 cycle Alternating Current only. Not built for Direct
Operating cost, 1-3 of one cent per day.

Jobbers—dealers—get busy on FORDEC. Write—wire—phone for samples and
start to sell. There is REAL profit in selling FORDEC. Address the office

Foreign and Domestic Elcetrical Commodities, Inc.

It is the final word in “B”

Will handle all com-
Output, 75

Amplifiers, 0 to 140 volts.

Western 8Sales Oftice
11502 Mnadison Ave.,
Cleveland, Ohio

tomer and the satisfaction given by the old
instrument means that -those who have sown
good-will through the furnishing of an honest
product will reap the benefits of added sales
through the stimulus of the new buying de-
mand, and in this field the Starr radio-phono-
graph will undoubtedly reap its due benefits.
Wolf Mfg. Industries, Quincy, Ill. By F. A.

Wolf, Treasurer.

QOur volume of sales for 1924 will amount to
25 per cent more than any previous year. The
business outlook for 1925 looks very promising,
as our unfilled orders are considerably more
than at any time in the history of our business.
Barnhart Brothers & Spindler, Chicago. By

L. R. Brink, Phonograph Department.

In our opinion the general public has confi-
dence in the present administration and buying
seems to be on the increase. \We believe this is
a barometer for a prosperous year for 1925,

Fletcher-Wickes Co., By Elmer
Fletcher, President.

Although 1924 has been a successful year in
some lines, many men in business no doubt
would be glad to forget, if it were possible, the
results obtained during 1924, and make a new
start in 1925 when the prospects are more en-
couraging for a successful year in all lines. The
results of the November 4 electiop have left
the country in a more optimistic state in regard
to business than heretofore. With this and the
increasing demand for our products in foreign
countries, 1925 and years following will see
business in this country in a healthier and more
prosperous condition than ever before, the talk-
ing machine business included.
Peerless Album Co., New York.

Ravis, President.

Chicago.

By Phil

Now that the political sky is clear and Euro-
pean conditions are taking on a more placid
aspect, the outlook for 1925 seems like a beau-
tiful sunrise after a night of storm. There is
no question but that some of the worst days
are behind us.

In the talking machine industry interests and
sales volumes have been divided by radio, but
this situation will gradually adjust itself as
there is plenty of room in our vast and rapidly
assimilating American capacity for many dif-
ferent things to accommodate both radio and
an instrument of permanent music.

Already a trend toward the home record li-
brary has been felt by the large manufacturers
who are making forward strides to meet the
new demand, a demand that Peerless has been
advocating for the past five years.

Udell Works, Indianapolis, Ind. By Tom Grif-
fith, Vice-President.

In 1924, as a whole, we will not do as much
business as we did during 1923. In vol-
ume of business it will probably show a shrink-
age of about 15 per cent. We have, of course,
tried to cut down overhead and eliminate all
unnecessary expense.

The first quarter of 1924 was very good; the
second quarter, however, was far from normal;
the last quarter will be fair and we really be-
lieve it would have been good if it had not been
for the uncertainty about the election.

As for 1925, we feel that the manufacturer
with the merchandise, right selling organization
and with aggressive tactics will get a good vol-
ume of trade. \We feel that compctition will be
keen, however, and that we will have to be on
our toes all the time.

In other words, while we felt that the elec-
tion of Mr. Coolidge tended to restore confi-
dence and give us courage for the future as far
as business couditions are concerned, we also
felt that it did not change the basic underlying
conditions.

We are looking forward to a good year with
much confidcnce, and as it will be our 53rd, we
see no reason why with the experience that we

(Continued on page 102)
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FADA
NEUTROCEIVER

—a new and better
five-tube Neutrodyne

THE better you become ac-
quainted with this FADA im-
proved five-tube Neutrodyne,
the more you will wonder at
its amazing performance.
There’s nothing else like it.
In appearance, too, the Neutro-
ceiver is in a class by itself.
The cabinet is a beautifully
designed -and proportipned
piece of art furniture. The
panel is perfectly balanced and
inclines at a gentle slope to
facilitate easy tuning. )
Try the FADA Neutroceiver.
You have a treat in store. Vol-
ume as loud as you want it.
Selectivity to an unusual de-
gree, Easy to tune. Tone—
as clear and sweet and true as
the music or voice itself. Dis-
tant stations at your command
as locals. Designed to use
powerful tubes and guaranteed
to give powerful results. Op-
erates satisfactorily on both
outdoor and simple indoor
aerials. Price (less tubes, bat-
teries, etc.) $160. .
Other FADA three, four and T T
five tube Neutrodyne receivers Mahogany cabinet. In-
at your dealer’s. clined paneland roomy bat-

Advertising ot e e RS
that helps you sell
FADA receivers

YOU have seen the striking full-page FADA adver-
tisements in The Saturday Evening Post month
after month. Look for the issues of December 6th
and December 20th. The December 6th issue
carries a big two-page smash in colors that will
create interest and boost holiday sales of FADA
Neutrodyne receivers. On December 20th, just
when Christmas sales are heaviest, purchasers are
again reminded to buy a FADA Neutroceiver or
FADA Neutrola. This Saturday Evening Post
advertising is supplemented by pages in all the
leading radio magazines, by pages in The Literary
Digest and The American Magazine.
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e
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FADA

In addition to one of the largest magazine cam-
paigns ever conducted for radio receivers, FADA
is using newspaper space generously in the leading
radio centers. Some of this advertising is repro-
duced above-—greatly reduced. It localizes FADA
sales and brings customers to the stores _selling
FADA receivers.

Tie up with this FADA advertising. We will
furnish mats or electros of FADA newspaper copy
in 12 and 28%; inch space, with plenty of room for
your own name. Use it before Christmas. This
material is supplied free to dealers who agree to
run it in their local papers. Write for further infor-
mation about FADA Neutrodyne receivers and
FADA advertising.

F. A. D. ANDREA, INC.
1581 JEROME AVENUE NEW YORK
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have had that it should not be a good one
for us.
Vitanola Talking Machine Co., Chicago.

S. S. Schiff, President.

At this season of the year we are always in-
clined to be optimistic in our prophecy for the
coming year. A new year always seems to
carry with it new opportunities, and it is only
natural we should expect and plan to make the
most of them. But this year all will agree that
never was a favorable forecast based on such
solid foundation of facts. Politically, socially,
and commercially, the American nation has
proved itself sound. 1Vith decreased burdens
of taxation, and American business being given
many new encouragements, the future certainly
looks bright. As for the talking machine and
radio business in which we are interested, con-
ditions have been very good the past two
months, and we cannot see anything but good
for 1925. Our combination radio and phono-

e

By

Special Features

The trouble with the usual wooden-banjo is that
the shell, after a while, has a tendency to warp, huckle,
or crack. It is impossible to get a2 good tone from a
hanjo with a warped rim. QOur aluminum shell
eliminates this trouh 1e as it
cannot warp, huckle, or = *

B

crack. This feature alone
makes it far more desirahle
than the ordinary wooden-
nim banjo.

polished. Has mahogany finished resonator ruhbed and
maple neck hlock inlaid down the back, black veneered
hone nut, 4 pearl position dots and fingerboard, good whit
No. B1510R—Dealer’s price, each...................

New Aluminum Shell Tenor Banjos
of Aluminum Shell

we know cf retails for about $250.00. Our instruments having
the same feature retail from 8$30.00 to $60.00. b
out saying that the tone of these aluminum shell instruments is

The Alumitone ‘““Leader’’

Our best seller—has aluminum shell about one-half inch thick, finished in natural eolor buffed and
polished, twenty professional hrackets, 3-piece
head-piece with pearl ornamentations, white

graph sets arc in big demand, and our straight
phonographs, too, are going well. In fact, the
large volume of orders we have reccntly been
receiving on straight phonographs has out-
stripped even our own optimistic forecasts.
Oro-Tone Co., Chicago, Ill. By L. Hunt.

1We believe that general prosperity will pre-
vail for the next four years at least. Some
businesses will of course show greater activity
than others. This will depend on conditions
and elements which may enter into various
business channels. Generally speaking, we look
for good business.

Everybody’s Talking Machine Co., Inc., Phila-
delphia. By, S. Fingrutd, Secretary.

Ve believe that the business outlook for the
new year i1s very encouraging. We base our
opinion upon the splendid financial condition of
the entire country, and place particular em-
phasis upon the business being done to-day in
the stock and bond market.

I O A

The only other banjo on the market with a metal shell that
It goes with-

far superior to the usual banjo of
a similar price. The tone is more
resonant, the vibrations are long-
er and the result is a more
“banjoish’’ sustaining tone. Due
to our aluminum shell, our hanjo
gives more of a hanjo “'twang”, a
— greater volume, and
therefore is much
more desirable.

)
R,

51720

e head.

The Alumitone “Grand”’

T 59900

most equal to the Alumi-

tone {1 as Sol
shell about
Cases

g.
aluminum
one-half Inch thick, fin-
ished in natural color,
buffed and polished. Has
mahogany finish resona-

tor rubhed and polished:
heavy grooved stralbing
hoop, twenty professional
hrackets, Waverly extenslon
tallplece, Joseph Rogers, Jr.
head. Neck is made of maple
three-plece with hlock inlald
strlp down the hack, black
vencered head plate with
fancy pearl inlald ornaments
vencered filngerboard,
h—arl ornaments, white

one n

ut.
No. B1511R.— Dealer’s
price, cach

with keratol, and
Very durable, and
ance. To fit any
instrument shown
on these two
pages.
e Order by
No. B1520R.
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Flannel Lined Cases
Are made of 5-ply veneer, covered

\ Velvet Lined Cases

N Arc made of 5-ply

keraloland lined with
beautiful purple vel-
Very durable
and altractlve.

OUR GUARANTEE!!

The Alumitone “King”’

For tone the best in the
line. Has solid aluminum
shell with baked hlack en-
ame] finish—has fancy cut
block inlaid resonator
rmbbed and polished, 20
professional hrackets, arm
rest, Joseph Rogers, Jr.,
head, fancy pearl inlay
headpiece, fingerhoard with
pearl ornaments, ehonized
heel plate.

No. B1512R — Dealer’s
price, each

\30°

To Fit

lined with flannel.
attractive in appear-

3650

vered with

To
{nsirument
these two

Every Alumitone ten banjo carries an unconditional guarantcc. Shonld any instrumenut prove %
defective in any way ( ing of heads excluded) within a period of two years, we will repltace it, =
no charge. We further guarantee these instruments to be perfect in tone in every respect, and will =
gladly accept back any Ahmnitone tenor banjo that is net satisfactory in cvery respect, if returned within =
30 days of its purchase. =
COLE & DUNAS MUSIC CO. -
430 SO. WABASH AVENUE CHICAGO. ILL. %
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We regard the stock market as a barometer
of business conditions, and with the excellent
business being done to-day we feel confident
that the phonograph industry will certainly en-
joy its share of the good business that the new
vear will bring.

Wm. Phillips Phono Parts Corp., New York.
By William Phillips, President.

\We believe that the year 1925 will be very
successful for the phonograph manufacturer if
he will design cabinets suitable for the standard
radio sets that are on the market, eliminating
extra cabinets for those that have radios in their
homes.

The phonograph horn is the best amplifier
and where there are radio tone arms on the
market to-day the phonograph manufacturer
should take advantage of same by®building the
proper cabinet for radio and phonograph com-
bined. -

Doehler Die-Casting Co., Brooklyn, N, Y. By
Lester H. Pillion, General Sales Manager.
That 1924 was a further and probably final

period of readjustment, following post-war in-
flation, appears very evident from a survey of
the various statistics available. The thorough-
ness of the liquidation of the past year leads
us to anticipate a period of gradual improve-
ment with prices advancing to meet the in-
creased demand.

‘We regard the outlook for 1925 as favorable
to' good business.

Views of the Distributors

Cohen & Hughes, Baltimore, Md. By William _

Biel, Secretary and Treasurer,

Generally speaking, as far as the Victor busi-
ness was concerned for 1924, we are entirely
satisfied with the results achieved in view of
general business conditions throughout the
country, with particular reference to the South,
where a large portion of our transactions occur.

Although it appeared that for one reason or
another Victor popularity was not up to its
usual standard, upon close inspection of general
business conditions we reached the conclusion
that it was not the fault of the talking machine
business but general conditions throughout the
United States, and we can truthfully say that
the talking machine business, as far as we were
concerned, has held its own as well as, if not
better than, other commodities.

The outlook for radio, in which we have re-
cently become interested, is exceedingly bright,
and we think will become increasingly so after
conditions in this industry become more stabi-
lized.

Chas. H. Ditson & Co., New York. By Paul
Carlson, Manager, Wholesale Victor Depart-
ment.

My opinion is that business will be more
stabilized in 1925 than during the past year.
The re-election of President Coolidge has creat-
ed a feeling of confidence throughout the coun-
try that obviously is already being favorably
reflected in business.

Victor business will be good, as it occupies
a place separate and distinct from anything else
on the market.

“The best music available whenever you want
it” will continuc to be a slogan of much value
to Victor dealers.

New York Talking Machine Co., New York.
By A. D. Geissler, President.

The Victor Talking Machine Co.’s far-sighted
attitude in preparing for the era of cconomic
confidence which we have entered is going to
give the Victor jobber and Victor dealer thcir
greatcst opportunity in 1925, They have com-
pleted, and paid for, this ycar a becautiful
$2,000,000 addition té tleir factory, and another
$1,000,000 addition will be completed within the
ncxt few months. These important signs of
confidence cxhibited by the Vietor Board of
Dircctors cause us to consider again whether,

(Continued on page 104)
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Type 6-D Broadcast Recerver

Non-oscillating~ Non-radiating

SPECIFICATIONS

Circusr: Two stages of tuned radio fre-
quency amplification. detector and two
stagesof audiofrequencyamplification.
Non - oscillating. Non - radiating.
Astatic transformers used to minimize
mutual induction.

Tubes: Five in all. Jacks provided for
either five or four tube operation.

Barteries: Either storage or dry-cells.

Cables: Complete sct supplied for “A™
and “B’* batteries.

Wave lengrhs: 200 to 60o meters, with
uniform efficiency of reception.

Aerial: 75 to 12§ feet, single wire.

Panel/: Aluminum, with attractive
crystal black finish. A perfect body
capacity shield.

Dials: Sunken design. Shaped to fit
the hand and permirt a natural-position
in tuning.

Rheostars : Adequate resistance for all
standard base commercial tubes.

Condensers : Single bearing, low leak-
age losses.

Sockets.: Suspended on cushion springs
which absorb vibrarions.

Cabiner. Mahogany, with distinctive
lines and high finish. Ample space
provided for ““B'" batrerics.

STAN

HE real, intrinsic value of the 6:D Re-

ceiver can be fully appreciated- only by
making direct, side-by-side tests with other
makes.

Such comparisons need not be confined to
sets 1n the same price-class. The 6-D is the
equal, in every detail, of many receivers

priced $25, $50 and even $75 higher.

Performance of the highest order, strikingly
attractive appearance and moderate price—
all these elements of true worth are found

in the 6-D.

You will note its clarity and the full,
generous volume. You will also observe
the unusual sharpness of tuning. And the
finely carved, high finish mahogany cabinet
will make a strong appeal.

Price $125.00 without accessories. If your
jobber cannot supply you, write to us.
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Broadway , New York
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TRADE LEADERS PREDICT A PROSPEROUS 1925—(Continued from page 102)

even with these increased facilities, they will be
able to take care of Victor demand.

Radio seems to be rapidly assuming the as-
pect of a more stabilized industry. The Victor
Co. in its advertising and our dealers in their
activities seem to recognize this. This should
be an excellent thing for the Victor business.
Hundreds of thousands of people in the narrow
confines of their little homes who did not know
before what the outside musical world was do-
ing have been developed into excellent Victrola
prospects. There is room in every home for a
Victrola and a radio, or better still, for a Vic-
trola with a receptacle permitting the owner to
install the radio of his own choice.

The most wonderful thing that has happened
for these United States, and possibly for the
world, has been the election of President
Coolidge and the assurance of a continuation of
a conservative and economic administration, and
the man who takes advantage of the present

gressive selling campaign of Victor products
and possibly other musical instruments cannot
fail to make good in 1925.

Gibson-Snow Co., Inc., Syracuse, N. Y. By

C. T. Malcolm.

The year 1924 has given us all a new lease on
life and we believe that the balance of this year
and the year 1925 will be the best years in the
history of both the phonograph and radio busi-
ness.

Walter .S. Gray Co., San Francisco, Cal.

Walter S. Gray, President.

I consider results for 1924 in the music busi-
ness as satisfactory on the whole. It is true
that the phonograph business suffered quite
severely from the increased sale of radio, but
I think that will all come back to the music
business in the year 1925, because of the fact
that practically all music dealers are now deal-
ers in radio, as well, having added that very

By

popular branch of the music business to their -

joyment of radio is music; it properly belongs in
the music store and the public go to the music
stores for it. The manufacturers also, I find,
are looking toward the music business as their
proper outlet, and altogether it seems to me that
the volume of business in the year 1925 in the
music trade must be very much larger than that

in 1924,

Greater City Phonograph Co., Inc.,
By Maurice Landay. -
Considering that general business conditions

for the first nine months of this year were be-

low normal, plus the rivalry of radio, the phono-
graph dealer who really went after business in
an aggressive manner did fairly well. As for
those of our dealers who took in radio in the
early part of this year, and pushed both lines
vigorously, they have done very well indeed.
Since September business has been decidedly
on the up-grade, and most of our dealers will

New York.

show an increase of business, in volume, over

last year.

1925 looks like a real boom year for phono-
graph dealers who will push phonographs, ra-
dio phonograph combinations and straight radio.
Phonograph dealers selling radio and radio com-
binations on the instalment plan are insisting
on at least a one-third down payment, which
is bringing in a great deal more cash than when
they were selling phonographs only, so that
their business is on a sounder and more liquid
basis.

L. D. Heater Co.,
Heater, President.
The results for 1924, as a whole, have been

very satisfactory and the outlook for the next
six weeks before the first of the year is very
gratifying. Some of our trade found, however,
that .the business slowed down materially before
election, but after this question was settled it
increased materially.

The outlook for 1925 is for one of the best
years which we have ever had outside of those
during the peak of the trade in war time. We
find in our territory that the radio has in the
last six months affected the talking machine
sales materially and will probably do so for
some time to come. However, we look for the
pendulum to swing back and the talking ma-
chine trade soon to become stabilized and be-
lieve that there will be a very good business
done in both lines in our territory during the
coming year.

Kiefer-Stewart Co., Indianapolis, Ind. By O. C.
Maurer, Vice-President.

We are highly pleased with results obtained
so far in 1924, as we had a slight increase in
the sale of talking machines over 1923; and we
believe that, in spite of thc¢ tremendous radio
business now being done, 1925 will prove to be
even a better year.

Reinhardt’s, Inc., Memphis, Tenn.
C. Reinhardt, President.

1924, to the writer, has proved to be another
one of those times that come every four to
seven vears and the retail merchant must have
his business flexible to meet these changes.

During the writer’s twenty-three years in
business he can recall when the bulk of our
business was music boxes, accordions and
sheet music for the piano, also quite a volume of
mandolins and mandolin music. This was in
1901, 1902 and 1903. Then there was a change;
from 1905 to 1910 the larger sales came from
phonographs; then from 1910 to 1920 the bulk
was divided between phonographs and records,
records increasing monthly. Then about that
time, 1920, the band and string instrunients
came back to life again and are now bearing
the burden.

The past year is simply a repetition and the
music man has had to shift his store around
and add radio and let this and the band and
string instrument departments take care of the
decline in record and phonograph sales.

Business conditions in general are consider-
ably off evidently because of the couditions in
the rural districts during the past four years.

situation and enters wholeheartedly into an ag- phonograph establishments. The principal en-
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Portland, Ore. By L. D.
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_ There’s Big Money
in Selling This Marvelous Receiver

The Resas Tone-A-Dyne opens up a big field of money
making. It is just what thousands of people have been
waiting for—a low-priced set that not only is equal to high-priced sets n
appearance, but that will do everything any other set will do.

Everything is in your favor when you handle the Resas Tone-A-Dyne—
liberal profits, easy sales and additional sales through recommendations of

old customers. By Walter

The 5-tube Resas Tone-A-Dyne will give unexcelled volume and clarity
on indoor or outdoor antenna. And the exclusive Tone Modulator permits
regulating the tone and volume by turning a knob.

It tunes right through local stations. Distant stations are always at your

command.

Has a handsomely finished Mahogany cabinet, size 2114"x8%5"x915".

In everything except price, the Resas Tone-A-Dyne is a $150.00 set.
It is fully guaranteed for one year.

Why not reap the harvest of big sales and nice profits that are
sure to be yours when you sell this remarkable set. Send o2
for a sample at regular dealers’ discount with the understand-
ing that you may return it at the end of five days if not
entirely satisfactory. Mail the coupon now, while you
think of 1it.

RESAS, Inc

New York, N. Y,

Resas, Inc..
112 Chambers
$t., New York.

Send one Resas
Tone-A-Dyne set at
$78.00 less regular
deulers discount with
the understanding that
it may be returned in five

days and no eharge made
if we are nof entircly satis-
fled with it,

112 Chambers St.

Name
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Columbia General Record

Catalog for 1925 Issued

A Timely Publication—Contains All Records
Listed Up to and Including December, 1924

The advertising department of the Columbia
Phonograph Co., Inc, New York, N. Y, is
receiving congratulations from Columbia deal-

s everywhere upon the publication of the 1925

neral record catalog, which is now in the
hands of the dealers. Aside from the attractive
appearance of the publication, an outstanding
feature of the production of the 1925 book is
the fact that it is in the hands of the dealers
before January 1, 1925, thereby establishing a
new record for the issuance of a book of this
character.

The Columbia 1925 record catalog -contains
all records listed up to and including December,
1924, giving Columbia dealers an up-to-date and
complete catalog which can be used to splendid
advantage. The book is divided into five sec-

tions, providing for maximum convenience for
the dealer and public. Part 1 is an alphabetical
list of artists making Columbia records; part 2
is a complete list of Columbia records, alpha-
betically arranged and cross-indexed (any de-
sired title which has been recorded and listed
may be found under the title itself, the name
of the artist or organization making the record,
the class of music or performance and in many
cases under the name of the composer); part 3
contains classified lists of specially selected Co-
lumbia records; part 4 features gems and novel-
ties from Columbia catalogs of foreign language
records; part 5 is a tinted section containing
the new Columbia series of Musical Master-
works and a list of Columbia’s concert and
operatic stars with their recordings.

The 1925 Columbia catalog is the largest ever
issued by the Columbia Phonograph Co., Inc.,
indicating the care and attention that this or-
ganization is giving to the development and
growth of its record activities. The book in
itself is typographically perfect, handsomely de-
signed and in every way a worthy and welcome
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Eagle Battery Chargefs

have made good in a big way. They are the standard in the independent
charger field.

LEGITIMATE—Tungar Bulbs are used in EAGLE CHARGERS under
arrangement with General Electric Company. )

STRONG SELLING FEATURES—Two winding transformers that cannot burn
out radio tubes. The only charger which charges 120 volts of “B” battery in
series, Complete control of the charging rate. Adopted as standard equipment
by leading manufacturers. Sold by 120 leading radio distributors, in always
increasing volume. Woritten guarantee with each charger.

SALES POLICY—Absolutely clean. Trade and consumer advertising counter
cards and good printed matter, and plenty of all.

PERFORMANCE—EAGLE CHARGERS have an earned reputation for splen-
did performance under practically every condition. Wherever they are sold we
have favorable reports and the trade tells us of increased sales through word of
mouth advertising by pleased users.

THE DISTRIBUTORS’ OPPORTUNITY: Factory production for this season

Imost entirely allotted. A few more good distributors can be taken care of,

we shall have to close the list until next year. Act quickly, and we

W of you. We make no delivery promises which we cannot fulfill,
nor do we oversell our production.

Get the EAGLE CHARGER proposition—learn how easy it is to please the
public and ¢ money by selling a really good bulb charger. Address the
office nearest you.

Foreign and Domestic Electrical Commodities, Inc.

Western Sales Office
11502 Madison Ave.,
CLEVELAND, OHIO

Eastern Sales Office
629-635 West 23rd St.,
NEW YORK, N. Y.

addition to the.quality literature that has been
issued the past six months by the advertising
and sales divisions of the Columbia Co.

Brilliantone Special
Holiday Needle Package

Two Hundred and Fifty Neeales Contained in
Record Cleaner Can

The Brilliantone Steel Needle Co., New York
City, sole selling agent for the W. H. Bagshaw
Co., Lowell, Mass., has produced a needle pack-
age particularly appropriate for holiday sales.
This new package contains 250 needles, in a
combination record cleaner can. The article
has double utility, in that it is a needle con-
tainer and record cleaner 'in ome. These two
features, plus its general attractiveness, will un-
doubtedly make it a big seller.

The Brilliantone Steel Needle Co., which is
also sole selling agent for the Petmecky needle,
made by the W. H. Bagshaw Co,, is enclosing
in all packages of Petmecky needles delivered to
dealers a special notice announcing that the en-
closed needles are the genuine Petmecky Multi-
tone needles, as near hand-made as it is possible
to make talking machine needles. Warning is
given that the word Multi-tone, due to the fact
that it cannot be copyrighted, is being used by
imitators. In conclusion, the Petmecky guar-
antee is given, agreeing to refund the money
without question should the needles not give
perfect satisfaction.

Beétone. Receiving -Set
Welcomed by Music Trade

Henry Hyman & Co., Inc,, New York, manu-
facturers of Bestone V-60 radio receiving sets,
is distributing its products exclusively to the
music trade. “We have adhered to our original
plan of selling to the music dealer and have
found that it works out most satisfactorily,”
said B. F. Muldoon, advertising manager of the
company, in a recent chat with The World.

“We have been most successful in avoiding
the element of price cutting, inasmuch as we
have, by using the music trade, avoided chan-
nels of distribution which might otherwise re-
sult in the cutting of prices. In this plan we
have received the enthusiastic endorsement of
many leading dealers throughout the country
and a number of them have commented on the
fact that they are well pleased with our mer-
chandising policy. We have been interested to
note the successful method adopted by several
of our dealers in avoiding the complications and
complaints resulting from the sale of receivers
on the instalment plan by not selling the set
complete with accessories. These dealers sell
the set with a separate guarantee and thus avoid
complaints which might result from troubles
encountered from the accessories in reality, but
which are often blamed by the customer on the
set itself.”

Prisoners Hear Italy on Fada

The results of radio reception during the re-
cent international broadcasting tests, as an-
nounced by F. A. D. Andrea, Inc.,, New York,
manufacturer of Fada neutrodyne radio receiv-
ing sets, aside from reflecting credit on the
Fada’'s reception ability, strikes a pathetic note
reflected from the steel and masonry of a prison.
This report comes from the Pennsylvania State
Prison at Bellefont, Pa.. in a letter written by
one of the prisoners and authorized by the war-
den, reading in part as follows:

“On Tuesday, November 25th, at 11:20 p.m.
we detected a station and by careful tuning in
were rewarded with a soprano solo in Italian.
After this number was finished the announcei
came on and spoke in Italian and we listened
in on several other selections, which we heard
very clearly, at the end of which the station was
announced and the call letters given as IRO.”
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Super-Zenith VII—
the ideal radio set
for the fine home

Zenith Fulfills All the Music

Man’s Requirements—

In radio, as in other lines sold by the music merchant, four factors are
important:

1. Merchandise so excellently made that it will appeal to people who under-
stand and appreciate beautyof design, craftsmanlike construction, adequate
performance. Zenith, built by music men, for music men, at a music man'’s
discount, offers the merchant radio sets that hold their own with the finest
musical instruments on the merchant’s floor. Seven models, ranging in
price from $95 to $550.

2. Service so thorough and complete that it retains the customer’s good will
for life. Zenith requires a minimum of service—performs admirably even
under the most adverse conditions—delivers radio results that exceed even
the fondest hopes of the enthusiast.

3. A Margin of Profit consistent with the heavy investment and generous
service required in the maintenance of a high-class music store. Zenith
offers the music merchant an unusually liberal margin. The nation-wide
popularity of Zenith, backed by its unique publicity, assures him rapid sales,
quick turnover.

4. Permanence in the industry—protection against unfair competition. Zenith
provides the merchant an exclusive territorial franchise which assures him
the opportunity to build a permanent and highly profitable business.

They Cost More
But They Do More

A few territories are still open, but they are going fast. Wire for particulars.

ZENITH RADIO CORPORATION

332 South Michigan Avenue, Chicago
ZENITH —the exclusive choice of MacMillan for his North Pole Expedition —Holder of the Berengaria Record

The complete Zenith line includes seven models,
ranging in price from $95 to $550.

With either Zenith 3R or Zenith 4R, satisfactory
reception over distances of 2,000 to 3,000 miles
is readily accomplished, using any ordinary
loud speaker. Models 3R and 4R licensed
under Armstrong U. S. Pat. No. 1,113,149.

ZENITH 4R—A specially designed three-circuit regener-
ative receiver in combination with an audion detector
and three-stage audio-frequency amplifier, all in $95
onecabinet. Price (exclusive of tubes and batteries)

ZENITH 3R—A specially designed distortionless three-
stage amplifier in combination with the new and different
Zenith three-circuit regenerative tuner—all in one cabi-
nat. Extreme selectivity. Price (exclusiv: of $160
tubes and batteries) . VL = e b e -

The new Super-Zenith is a six-tube set with a
new, unique, and really different patented cir-
cuit, controlled exclusively by the Zenith Radio
Corporation. It is NOT regenerative.

SUPER-ZENITH VII—Six tubes—2 stages tuned fre-
quency amplification —detector and 3 stages audio
frequency amplification. Installed in a beautifully fin-
ished cabinet of solid mahogany—44724 inches long, 16%;
inches wide, 1034 inches high. Compartments at either
end for dry batteries. Price (exclusive of tubes $230
and batteries) . L Eme . ol -

SUPER-ZENITH VIII—Same as VII except—console
type. Price (exclusive of tubes and batter-

ies) .$250
SUPER-ZENITH IX—Console mode! with additional
compartments containing built-in Zenith loud speaker
and generous storage battery space. Price (ex-$350
clusive of tubes and batteries) o T Cmas

SUPER-ZENITH X-—Contains two new features super-
seding all receivers. 1st—Built in, patented, Super-
Zenith Duo-Loud Speakers, designed to reproduce both
high and low pitch tones otherwise impossible with single-
unit speakers. 2nd—Zenith Battery Eliminator. Re-
quires no A or B batteries. Price (exclusive of$5 50
tubes) . . . . . o . . L L L.

Price (without battery eliminator) .

All Prices F. O. B. Factory.

$450

I ZENITH RADIO CORPORATION

Dept. 12W
332 South Michigan Avenue, Chicago, Ill.

Gent.lemen: Please send me full details of your dealer
proposition.

Name..... .

Address
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Quality Products Favored in
Talking Machine Industry

Deductions From Investigation Among Radio
Dealers Give Interesting Conclusions

“An investigation among radio dealers to as-
certain the outlook for -the next few months,
shows an unprecedented demand for high gual-
ity radio parts,” said S. H. Mapes, sales man-
ager of the Joseph W. Jones Radio Mtg. Co,,
New York, in a recent chat with The World.
“Dealers interviewed state that they have en-
dcavored to close out their stocks of cheap mer-
chandise and are preparing to take care of a
record demand for quality radio parts.

“The time has come when the public realizes
that it is impossible to get good reception with
a set that contains low-grade parts. Of course,
there will be some demand for cheap apparatus,
but the demand will be so small that it will be
almost negligible. Cheap parts cannot give re-
sults and radio fans are beginning to realize
this. Onc dealer stated that he had alrcady
noticed an unusually keen interest among his
customers in quality merchandise, with price a
minor factor in his sales.

“It is now apparent that the dealer who hopes
to build up a profitable business on gyp parts
may just as well go out of business. Two years
ago the demand was for ‘price’ merchandise,
but last year this demand fell off considerably,
and this year it is showing a still greater de-
cline. Many manufacturers have reached the
point where they can produce quality merchan-
dise in large quantities at a low enough cost to
compete with the inferior low-grade merchan-
dise, and they have also systematized their fac-
tories so as to turn out sets at much lower
prices than heretofore. It is, therefore, not
surprising to learn that manufacturers of high-
grade radio merchandise are speeding produc-
tion to take care of what will probably be the
biggest radio-parts season.”

William J. Murdock Made
President of Chelsea Bank

CHELSEA, Mass., December 8—William J. Mur-
dock, president of the William J. Murdock Co.,
of this city, who is known as one of the pioneers
of the radio industry, has been elected president
of the Broadway National Bank, of Chelsea,
Mass. This is a decided tribute to the executive
ability of Mr. Murdock, which has already been
proved through the rapid growth of the William
J. Murdock Co. under his direction. This com-
pany was among the first concerns in the coun-
try to engage in.the manufacture of radio ac-
cessories at the time when the amateur was
beginning to dabble in the new art. After the
inception of broadcasting the Murdock Co. re-
frained from engaging in the manufacture of a
complete set until Professor L. A. Hazeltine, of
the Stevens Institute of Technology, announced
his invention of the neutrodyne circuit. The
Murdock Co. is holder of the Hazeltine license
and the Murdock neutrodyne set has been made
known throughout the entire country. Many
talking machine dealers are successtully mer-
chandising the line.

New Record by Wendell Hall

A window poster featuring the second install-
ment of “It Ain’t Gonna Rain No Mo’,” sung
by Wendell Hall on Victor records, has been
sent to all Victor dealers. The popularity of
the first recording by this artist is an assurance
that the second edition of his famous song will
be equally well received. Since the issuance of
the first record, Mr. Hall has appeared in many
broadcasting stations in all sections of the coun-
try and thousands of radio enthusiasts will wel-
come the new record. Coupled with the “Rain”
song on the record released December 12, is
“We're Gonna Have Weather,” sung by the

same artist.

Gross-Brennan Represents
Thermiodyne in New York

Adds Well-known Plattsburg, N. Y., Manufac-
turer’s Line to Radio Sets Now Handled

Gross-Brennan, Inc, 342 Madison avenue,
New York, who have been attaining consider-
able success as manufacturers’ representatives
for well-known radio products, have been ap-
pointed manufacturers* representatives for the
Thermiodyne Corp., Plattsburg, N. Y., maker
of the Thermiodyne receiving set. This instru-
ment, which is a six-tube set, with a one-dial
control, attracted wide attention at all of the
radio shows this season, and it is being ex-
tensively advertised to the trade and public.
Gross-Brennan, Inc., will represent the company
in its relations with jobbers, covering twelve of
the most important Eastern States, with the
exception of Pennsylvania.

The success of Gross-Brennan, Inc, is a
tribute to the experience and capability of the

founders of the organization, Benjamin Gross
and Herbert A. Brennan. Mr. Gross is widely
known in the electrical and radio industries, and
Mr. Brennan is a veteran of the talking machine
trade with several years’ experience in the radio
field. Starting with a two-man staff the com-
pany has steadily increased in growth until to-
day the force comprises twelve men. Among
the various firms it represents is the Stromberg-
Carlson neutrodyne set for which the company’
is manufacturers’ representative in the East,
dealing direct with the dealers. Its success with
this set has been very gratifying, and many
important accounts have been opened during
the past few months.

New Edison Featured in Ads.

Lyon & Healy, of Chicago, have recently been
running full-page advertisements featuring the
new Edison. The illustrations used in these ad-
vertisements are particularly effective and the
whole campaign is calculated to bring consider-
able holiday business to this famous house.

Why

Dayola 512522

tﬁqre is more value
112 DAY-FAN Radio

All essential parts of DAY-FAN sets

DAYTONIA
$285 22
and other

models

are made in our factory. These sets are
not merely an assembly of parts made by
others. All parts are designed and manu-
factured to work in unison and make pos-
sible extreme accuracy.

The appearance of DAY-FAN sets sug-
. gests a quality entirely in keeping with -
their accuracy of manufacture.

Their volume is such that on many sta-
tions it must be dampened for the ordi-
nary room.

Their selectivity can be varied at will
from broad tuning to extreme sharpness.

Manufacturing accuracy and the use
of rivets instead of screws reduce servic-
ing to the lowest point yet obtained in
radio manufacturing.

These are a few of the remarkable DAY-FAN

qualities. A demonstration will add many more

he DAYTON FAN & MOTOR CO.

Manutacturers of High-Grade Electrical
Apparalus for movre than 35 Years

DAYTON, OHIO.
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Entire Baltimore
Trade Is Optimistic

Advent of December Brings Marked Improve-
ment in Demand for All Lines of Merchandise
—Month’s Trade News and Activities

Bartisore, Mbp., December 10.—While the talk-
ing machine business last month slumped to
extent generally, a marked improvement
has been noted since the first of the month
and dealers are now very optimistic over the
outlook for ending the year with a substantial
increase over 1923. One gratifying feature to
the retailers is the demand for the higher-priced
machines and the number of cash sales on the
more popular-priced models. This feeling of
optimism is also evident in the local jobbing
field and is reflected in the hustle that is now
on to supply the Christmas trade.

While this practice of buying im small quan-
tities naturally increases the jobbers’ overhead
it is looked upon with favor generally. In
commenting on this situation one prominent
jobber said: ‘“The retail trade to-day is buying
more conservatively than at any time since the
war and I for one am glad to see it. A number
of retailers who formerly bought in twenty-five
lots of a certain type of the more popular ma-
chines are now buying in lots of five and ten.

W. C. Roberts Predicts Busiest Month

W. C. Roberts, manager of E. F. Droop &
Sons, Inc.,, Victor distributors, is another local
jobber who is optimistic over the outlook for
business this year as well as the continued
popularity of the talking machine despite the
rapid increase in radio. “I am looking for the
biggest December in the history of the firm,”
said Mr. Roberts, “and unless business takes an
awful slump I feel sure my prediction will come
true. Business started off with a rush on the
first of the month and I see no reason why it
should not continue right along up to Christ-

s

7

L. L. Andrews

205 W. Camden St.

Baltimore H eadquarters
for

Columbia Service

READY TO DELIVER

All types of Columbia Phonographs

The New Imported Recordings

Records ot Hits—While they are Hits
All Best Selling Standard Selections

Best Line of Race Records on the Market
Old Time Tunes and Fiddlin’ Records

Let Us Serve You

CoLUMBIA WHOLESALERS, Inc.

Exclusively Wholesale

Wm. H. Swartz

Baltimore, Md.

mas. One thing that is going to help is the
fact that the jobber to-day for the first time
in yvears has the stock on hand to supply the
trade with practically every type of machine
and there will be no waiting for delivery from
the factory which has been the case in past
vears. The radio is not going to hurt the
talking machine business no matter how many
radio sets are sold as there will always be a
demand for music that can be supplied only
by the talking machine. We are the only talk-

Prestige and

VICTOR

To be a Victor dealer 1s half the battle.
Victor products inspire confidence— and

confidence means sa/es.

‘Noted /o@nService”

WASHINGTON

ing machine jobbers in Baltimore who have not
taken on a line of radio and one of the few
in the country. While radio is not a passing
fancy and is here to stay it will never take the
place of the talking machine with the music-
loving public and eventually, I believe, it will
prove a big aid in the sale of records.”
Features Artists in Window
And speaking of records, A. B. Feder, who
manages the record department at Eisenberg’s
department store, has built up one of the largest
record businesses in the city within the past
year by a very unique and original method. Mr.
Feder features every performer appearing at the
local theatres in a window display each week.
The most popular record maker is given the
place of honor each week with a large picture
in the center and the other artists’ pictures
are grouped around it, together with their song
hits. In addition, Mr. Feder attends every show
cach week and in that way keeps posted on the
popular hits of the day.
Many Dealers Feature Outing
Mr. Swartz, of the Columbia Distributors, is
finding that because Outing portables have been
sold for so many years and are so well known
among the dealers in his territory, since taking
on the Outing portable distribution six months
ago he has added a large number of new ac-
counts.
W. L. Vanaman in New Post
The Columbia Wholesalers, Inc., which has
built up a large business in the distribution of
radio sets, accessories and parts has announced
the appointment of W. L. Vanaman to its staff.
Mr. Vanaman is an ex-post signal officer and
educational officer of the United States Army,
and for the past three years has been radio
editor of the Baltimore News. Mr. Vanaman’s
extensive experience will doubtless be of much
service to him in the important duties he now
assumes and will also be of genuine benefit to
the many dealers whom the Columnbia Whole-
salers, Inc., serve.
Large Demand for Brunswick-Radiolas
Chas. F. Shaw, manager of the local Bruns-
wick agency, was in the midst of a salesmen’s
meeting when The World representative
dropped in to see him but paused long enough
to say that business generally is very satisfac-
tory and the only trouble he is having at pres-
ent is in getting enough Brunswick-Radiolas
to supply the demand. ‘“We have been over-
sold ever since the machines were put on the
(Continued on page 110)



DeceMsER 15, 1924

THE TALKING MACHINE WORLD

109

¢

NOW
Appearing
in the
January
issues of

POPULAR
RADIO

RADIO
BROADCAST

Q.S. T.

POPULAR
SCIENCE
MONTHLY

VOGUE

CHARM

Tie up with
this Tide of
Popular Demand

WRITE FOR
PROPOSITION

National Advertising

lo 728,088 Readers
Makes Sales for EAGLE Dealers

“Whe GREATER Yeutrodyne

~ EAGLE
cBalanced cfecetver™

a1

o o)W
, i JE :
wn
A

Ay
A
N
@

s
vy e 3L
$175.00 ‘
/ U, decrs ey
cA Habpicr New Yearl "7 ¢y foeweiptetic
REASONS pifoTwertit- Yok A ey,

it /{/}cum, HWhens Lt aehe S they .
-7"4/1/ oy d‘ wtas CL‘.W74+~(/ o _eferid
\/,to-u /'c‘l/r'u ‘J/LL»JA/MM et o
ctves _Kettew £ crrees A pm tvers Srnla (Los

JM ﬂw_«frcurbw

frv e e leg e, e LT
o o bd/t—&/./a.“l s Ao gt ﬂléﬂl
/ma,f/..«/-,«)[-71£ J /»u-/,d//:;(,/nr—‘rn,d
S ATy, ey T PO f/[u/«f"/u St
o Kewr) et tinn S Al by to the

for Buying the
New Model B

Exclusive EAGLE Instruments
Multiple  (fllament  control)

switch; ball-bearing, die-east con-

densers: revolving resistor ele-

ment rheostat—found only in the b

New Model B. . k

Balance

The perfect balance of tube
capacities—the secret of neutro-

The EAGLE dyne efficlency.
GUARANTEE & . = A hers _fﬂ/ that ateteons "Woynore
The warrantee that H e o ’ 7 » _
accompanies every :NEUTRODYN[= Lovlonees 7 i 5 < e
Eagle Receiver fully H L ool N, v/ ,fézo/,l —y
protects you. 1 e vl

J 4 Y e the _feal tudeo gt
o ok, Jw/ o e uo{,w/_uf,&/
'g crtae, dodn & Boblosebect o

Vocir fobr _od o . 4(,«./,7“,«..%
8 Le.. 7‘:‘”‘ ; e

j:zgf e s e

¥
(‘i‘ Caw tell
4
i
|
-

=/ RADIO CO.

"y
7 -f/&l%y'cé

124

——————

22 Boyden Pl., Newark, N. J.




110

THE TALKING MACHINE WORLD

DEeceMBER 15, 1924

Baltimore Trade Activities
(Continued from page 108)

rket,” he said, “and the trade in this terri-

'y has been only about half canvassed at
that. Sales of talking machines are also very
good and we are to-day carrying less stock
than at any time since I took charge of the
agency. We are shipping them out as fast as
we receive them and the demand for the York

still keeps up. Our record business is
showing a very gratifying increase and I believe
the radio is going to help the sale of both
machines and records.” New accounts taken
on this month the Brunswick agency in-
clude the Radio Sales Studio, Inc., of Wash-
ington; Bunch Furniture Co., of Statesville, N.
C., and Holoway Bros., Monroe, N. C

Columbia Wholesalers Rushed

‘Business is booming, with a capital B,” said
\V. H. Swartz, vice-president of the Columbia
Wholesalers, Inc., distributors of the Columbia.
“Last week we shipped out more records than
in any week this year and two weeks ago we
shipped out the largest number of machines.
“The console 239-R, which is the $100 console
arranged to accommodate a radio panel, has
taken big with the trade, and we are shipping
them out as fast as we can get them from the
factory. We are also equipping this console
with the four-tube Federal panel and earphones
which proved a big leader with many dealers.”

Paul Specht’s records are setting a record in
this territory, according to Mr. Swartz, since
the firm distributed to the trade copies of “Suc-
cess,” containing Paul Specht’s own story, cou-
pled with the appearance of the orchestra at the
Century Roof Garden a couple of weeks ago.

Brief But Interesting

Ted Weems and His Orchestra came down
from Philadelphia on Wednesday to play at the
annual dinner of the Johns Hopkins fraternity
at the Southern Hotel and were given a great
ovation by the large crowd in attendance.

C. J. Chirmer, assistant to C. F. Shaw, man-
ager of the Brunswick agency, is receiving the
congratulations of the staff on the arrival of
a baby girl last month.

North Carolina is booming and is one of the
busiest States in the Union just at present, ac-
cording to M. M. Kuhn, who represents Bruns-
wick in that territory. “But keep your eye on
Virginia,” said F. H. Espey, when he could get

word in. Both Mr. Kuhn and Mr. Espey
were in attendance at the local salesmen’s con-
ference.

Articles of incorporation have been filed with
the State Tax Commission by the Wilson Mu-
sic Shop, Inc., Gay and Monument streets, Bal-
timore. The capital stock of the company is
$10,000 and the incorporators are John F. Wil-
son, George J. Sellmayer and Edward J. Sell-
mayer.

Electradyne Receivers
Selling in Brisk Fashion

These Sets, Together With Fordec Eliminator
and Eagle Charger, Well Received by Music
Trade—All Lines Oversold

The Foreign & Domestic Electrical Commod-

ities, Inc.,, New York, manufacturer of the Elec-
tradyne radio receiver, the Fordec “B” battery
eliminator and the Eagle battery charger, re-
ports a satisfactory demand for all three prod-
ucts. Since these articles of radio equipment
were introduced to the market a little more
than a month ago, a complete sales organization
has been built up, covering every section of the
country. About sixty distributing connections
have been made and the company is closing
the distributor list for the season as the demand
for the products has been so heavy that the fac-
tory has been hard put to take care of the rep-
resentatives already appointed. H. H. South-
gate, vice-president in charge of sales, states
that the company would rather have fewer rep-
resentatives and be able to satisfy their demands
for their products than increase the represemta-
tion and fall farther short in filling orders of
their dealers.

The Electradyne receiver has been particu-
larly well received, and the factory recently in-
creased production to keep up with the demand.
During the recent international broadcasting
tests Newcastle, Eng., was heard on an Electra-
dyne set on the loud speaker in the heart of
New York at East Twenty-second street. A
thirty-five-foot aerial was used, concretely dem-
onstrating the eminently satisfactory receptive
power of this set.

The Eagle battery charger is in high favor
with talking machine dealers, as is also the
Fordec eliminator. Both of these products are
oversold and the factory has a number of un-
filled orders, but this is not exceptional, as, in
summing up, Mr. Southgate stated to The
World that from present indications he expects
all three products to be oversold ‘for some time
to come in spite of capacity production at the
plant.

on the market today.
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Columbia Wholesalers, Inc.
305 W. Camden St. Baltimore, Md.

Outing Distributor

Lucien Barnes Appointed
Sleeper Export Manager

Has Had Wide Experience in Export—Pos-
sesses Broad Knowledge of Foreign Trade

The Sleeper Radio Corp., Long Island City,
manufacturer of the Sleeper Monotrol Type 54
radio receiving sets, announced recently through
Gordon C. Sleeper, president of the company,
the appointment of Lucien Barnes as manager
of its export department. Mr. Barnes was con-
nected for the last ten years with the Westing-
house Electric International Co., traveling
through Latin-America. During this time he
has had ample opportunity to study market con-
ditions and is, by virtue of his knowledge, able
to compete with foreign concerns and apply his
experience to the sale of the Sleeper Monotrol
abroad. He has been actively engaged in the
export business for the last eighteen years, hav-
ing wvisited all South and Central American
countries, including the West Indies. Mr.
Barnes, in commenting on the possibilities of
the volume of radio business in foreign coun-
tries, said: “The extreme simplicity of opera-
tion of the Sleeper Type 54 Monotrol will go
far toward establishing its popularity in the
Latin-American countries. The radio is just be-
ginning to enjoy its rightful popularity through-
out South America and I feel certain that the
Sleeper product is most suitable for the export
trade.”

New Gennett Artists

New Gennett artists whose recordings have
found favor with the record-buying public in-
clude Willie Creager and His Orchestra, who
recorded such popular favorites as “All Alone,”
“Me and the Boy Friend” and “My Best Girl,”
all of which are moving in quite satisfactory
fashion. The Tremaine Brothers are another
recent acquisition to the list of Gennett artists.
Their rendition as a duet of “Dreamer of
Dreams” was exceptionally well received.

New Fada Panel Introduced

F. A. D. Andrea, Inc.,, New York, manufac-
turer of the Fada neutrodyne radio receiving
sets, has recently placed on the market a new
five-tube phonograph panel unit. This product
is offered to the phonograph trade at a most
appropriate time, inasinuch as during the
Christmas season a large demand has been
created for the combination radio phonograph.
Dealers have found a ready market for the in-
stallation of these panels in console model pho-
nographs. The unit is designed so that it may
easily be installed in the Victor console models
or any other standard console phonograph.

Harry W. Allen has taken over full intcrest
in the Humboldt Music House, 426 F street,
LEurcka, Cal. i
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" FAMOUS overnight

These three new models of Phonoradio
rowee Music Master” Horn

Why the “Phonoradio” is a wonderful
merchandising proposition forthe dealer

The Phonoradio, as a musical-radio instrument, has demonstrated its superi-
ority in tone and ease of operation over the period of nearly two years it has
been on the market. And in these three handsomc ncw models the dealer
now has an opportunity that is unparallcled for taking advantage of the
tremendous demand that exists today for combination phonograph and radio
instruments.

PHONORADIO—the instrument that changes from

(Trade-Mark Reg. U. S. Pat. Of1.)

Phonograph to Radio in a flash

Many experts acknowledge thec Phonoradio to be not only the simplest
hook-up of a satisfactory mnature between phonograph and radio but also
say the Phonoradio is the best combination now on the market—especially
in view of the extremely moderate prices asked for each Phonoradio. In the
Phonoradio you have one moment,
the finest reproduction of the finest
record, with every tone shading
brought out in remarkable trueness.

Proposition 1—The Phonoradio—the

Then in another moment, by merely
pushing a lever, you have thc finest
radio reception, through the remark-
able spruce Music Master Horn. To
really appreciatc the <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>