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Edward E. Shumaker Elected President
of the Victor Talking Machine Company

Other Officers and Directors Widely Known Throughout the Industry Through Their Association
With the Victor Co.—Details of the New Financial Plan Which Provides for
an Increase in the Authorized Capital of the Company

CampEN, N. J., January 6.—At a meeting of the
board of directors of the Victor Talking
Machine Co., held at the headquarters of the
company here to-day, Edward E. Shumaker,
formerly vice-president of the company and who
has been associated with it since 1904, was
clected president to succeed Eldridge R. John-
son, founder of the company, and formally took
over the management of the great institution.

In addition to Mr. Shumaker, the other offi-
cers of the Victor Co. are Belford G. Royal,
chairman of the Board; Eldridge R. F. John-
son, vice-president; Walter J. Staats, vice-presi-
dent in charge of foreign business; Elmer C.
Grimley, treasurer, and Edward K. MacEwan,
secretary. The directors are Albert W. Atkin-
son, Calvin B. Child, Alfred Clark, Levi L. Rue,
DeWitt Millhauser, John C. Jay, and Messrs.
Shumaker, Royal, Johnson and Staats.

At this meeting control of the Victor Talking
Machine Co. passed to Speyer & Co. and J. &
W. Seligman & Co. when the bankers purchased
from Eldridge R. Johnson, founder of the busi-
ness, his holdings of Victor stock. Immediately
following formal transfer of control, the direc-
tors met and approved a recapitalization plan
which provides for an increase in the authorized
capital of the company from $35,500,000 to $49,-
730,000 and a complete reclassification of the
company’s common stock. As part of the plan
the directors also voted a dividend of $8 a share
on the common stock now outstanding, payable
Januvary 17 to stockholders of record January 13.

The total authorized capitalization of the
company under the terms of the plan as out-
lined to stockholders by Edward E. Shumaker,
newly elected president, will be as follows: 209,-
340 shares of 7 per cent cumulative preference
stock of $100 par value; 122,115 shares of $6
cumulative convertible preferred stock without
par value; and 819,915 shares of common stock
of no par value. There also will be outstanding
69 shares of preferred stock of $100 par value.

It is proposed that all authorized stock shall
presently be issued with the exception of 244,230
shares of the common stock which will be re-
served for conversion of the cumulative convert-
ible preferred stock at the rate of two shares
of common for each share of convertible pre-
ferred.

An unusual feature of the plan is the pro-
vision that all classes of stock shall have voting
power. This is believed to be the first time that,
in rearranging the capital structure of a large
industrial corporation in anticipation of a public
distribution of its securities, such a provision
has been made.

The present common stock of the company is
tlo be reclassified so that each ten shares of
common will be changed into six shares of 7
per cent cumulative prior preference stock of
$100 par value; three and one-half shares of $6
cumulative convertible preferred stock of no
par value; and sixteen and one-half shares of
common stock of no par value.

The 69 shares of preferred stock of $100 par
value, included in the total capitalization, repre-
sent holdings of the original issue of Victor pre-
ferred which have not come in under the plan
for retirement of this issue presented by the
company some time ago.

An offer by the bankers to purchase common
stock at $115 a share, as provided for in the

purchase agrcement with Mr. Johnson, accom-
panied the call sent out by Mr. Shumaker for
the stockholders’ meeting, which was held on

Edward E. Shumaker

January 13, and at which the recapitalization
plans were ratified.

The consolidated balance sheet of the Victor
Talking Machine Co. and its subsidiaries, as of
September 30, 1926, after giving effect to the
proposed recapitalization plan and to the ap-
praisal of certain of the real estate, plant and
equipment, but without reflecting the dividend
declared yesterday on earnings for the last
quarter of 1926, shows total assets of $54,161 -
062. Of this aggregate $25,129,913 represents
current assets, including $12,971,138 cash and
marketable securities, whereas current liabilities
are shown as only $2,817,249. Patents and ter-
ritorial rights are carried at $1 while no value
is assigned to good-will.

E. E. Shumaker, the newly elected president
of the Victor Co., was elected to the board of
directors in 1920 and is the official who con-
ducted the negotiations with the Western Elec-
tric Co. and the Bell Telephone Labora-
tories which resulted in the perfection of the

Price Twenty-flve Cents

Orthophomc talking inachine, and its produc
tion by the Victor Co. He also negotiated with
the Radio Corporation of America for the
clectrical amplifying talking machine being pro-
duced by the Victor Co., and the radio equip-
ment being built into the combination Victor
instruments.

As vice-president in charge of sales, Mr.
Shumaker is credited with having played an im-
portant part in the heavy volume of business
developed in 1926, one of the largest years in
total production in the company’s history. His
election to the presidency is regarded as a
recognition of his activities in bringing about
radical improvements in products, and in
marketing those products. He is also a direc-
tor of the Victor Talking Machine Co., of
Canada, Ltd.

Belford G. Royal, who was associated with
Mr. Johnson in the early days of the develop-
mcnt of the Victor instruments, is elected
chairman of the board of directors. He has
been a member of the board since 1910 and
at one time was superintendent of the Gramo-
phone Co., Ltd., of England.

E. R. Fenimore Johnson, son of the founder
of the company and a director since 1923, con-
tinues as vice-president, an office he has held
since 1925.

Walter J. Staats, who has been treasurer and
member of the board of directors in charge of
exports and foreign trade activities, is now
elevated to the vice-presidency. He is also
chairman of the board of directors of the Vie-
tor Talking Machine Co., Ltd., of Canada, and
a director of the Gramophone Co., Ltd.

Eliner C. Grimley, formerly comptroller, be-
comes treasurer and Edward K. MacEwan
continues as secretary.

DeWitt Millhauser and John C. Jay are the
only new members of the board. The former
is a member of the banking firm of Speyer &
Co.,, of New York, and the latter is a member
of J. & W. Seligman & Co., New York invest-
ment bankers. Albert W. Atkinson was one
of the earliest associates of Mr. Johnson and
Calvin B. Child was the biggest single factor
in the development of the Victor Co.s “‘red
scal” record catalog. Alfred Clark is also
managing director of the Gramophonc Co., Ltd,,
while Levi L. Rue is a prominent Philadelphia
banker and financier.

The selection of officers for the Victor Co.
carried out the declared intention of the bankers
to perpetuate the management and policies of
the company and will unquestionably do much
to maintain and strengthen the confidence of
the trade in the future of that institution.

Powel Crosley, Jr., Takes Over Manage-
ment and Presidency of De Forest Co.

President of Crosley Radio Corp., Cincinnati, O., to Have a Free Hand

in Operations of

New Jersey Concern—Dr. Lee De Forest Elected Vice-President and Consulting Engineer

One of the most important happenings in
radio circles during the month was the an-
nouncement that Powel Crosley, Jr., president
of the Crosley Radio Corp., Cincinnati, O., had
taken over the management of the De Forest
Radio Co., Jersey City, N. J., which was placed
in the hands of trustees in bankruptecy last
Summer. Mr. Crosley advanced $300,000,
which was necessary for the operation of the
company. In return Mr. Crosley received 39,000
shares of the 211,000 shares of treasury stock
of the company and will have a free hand in
the management of the concern with power to
appoint new members of the board of trustees.
The court order affirming the agreement was

signed by Vice-Chancellor Vivian M. Lewis, in
P’aterson, N. J., on December 30.

In pursuance of this agreement a new board
of directors and officers of the De Forest Radio
Co. werc clected in New York on Wednesday,
Janvary 5. Powel Crosley, Jr.,, was elected
president and Dr. Lee De Forest was elected
vice-president and consulting engineer. The
board of directors consitts of Mr. Crosley, Dr.
De Forest, Lewis M. Crosley, Charles Sawyer
and R. E. Field, of Cincinnati; James I. Bush
and Arthur D. Lord, of New York.

“I have been familiar for a long time with
the affairs and business and difficulties of the

(Continued on page 18)

See second last page for Index of Articles of Interest in this issue of The World
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The profits in
retail talking
machine selling

in 1927 will be
in proportion to
sales promotion

With the new year but a few weeks *“old”
the time is ripe for reflection, especially for the
retail trade. The dealer who looks at his prob-
lem intelligently and analyzes conditions from
every angle will learn some truths that may
prove startling. The first thing every retail
merchant should ask himself is not whether the
talking machine will ever become as easy to
sell as it was five years ago, when, indeed, the
public bought and the merchant was not re-
quired to really sell, but he should ask himself,
“Am I going ahead?”

Ii the retailer has not changed his sales meth-
ods in five years; if he is still playing a watchful
waiting game; if his attitude toward the talking
machine business is the same, and if his window,
store and mind are obscured by “‘cobwebs” then,
surely, he has not only failed to go ahead but he
has actually retrogressed.

Better business methods (revised methods) or
failure—that is what the retailer is up against.
The change that has been brought about in the
talking machine trade makes this statement a
fact that no man who has invested his money in
a business enterprise can afford to overlook.
Not the gyp business, not other competition,
but evolution of the talking machine business
has brought about the need for new ways of
merchandising. To-day the talking machine deal-
er must practice sales promotion on its highest
plane to get sales volume. The merchandizer
and the salesmen will assume a more com-
manding position in the industry during the
next year than at any other time in the history
of the business.

Who Wins the Race?

During the past vear I have covered several
thousands of miles and talked to hundreds of
dealers in large cities, small towns and in
isolated places, and observation brought to light
the fact that in most communities where there
are two or more talking machine stores there is
one leader. In some small cities where four or
five talking machine stores existed. often with
one exception “dull business™ was reported. The
exception usually reported business booming.

Why? Was that one dealer hiding the real

Prosperity in 1927
Rests With the Retailer

By Robert L. Kent

facts? His books proved that he told the truth.
Business was exceptionally good for him.

If this had happened once one might be in-
clined to believe that this particular merchant
simply was favored in some way—location, or
mere luck—but a similar condition was found
to exist in many cities. Now, there is a reason
for this, as talks with dealers of both types
proved. Here is what the proprietor of one of
the most successful stores in the State of Penn-
sylvania said: “Business is what vou make it.
\When the norma! demand of the public shows
a tendency to slow down we get busy. Summer-
time is one of our busiest seasons, although I
have heard many merchants complain about
slack times during the hot weather. \Vhen
sales are too few and far between—when busi-
ness falls below the mark we have set—we make
2 supreme effort to liven things. Advertising is
the best method we have found to get sales vol-
ume. We are spending $2,000 a month right
now in advertising. e have printed 3,000 spe-
cial circulars that have been broadcast during
the last month. Besides this we send out record
circulars regularly, as well as booklets of man-
uiactu.ers showing the instruments. \We are
staging daily denionstrations of the new instru-
ments. \We spend more time in securing effec-
tive window displays and change the displays
more frequently. \We send salesmen out to in-
terview live prospects with the idea of closing
a sale on the spot or getting the prospect into
the store to hear a demonstration. It costs
money to get business during hard times, but
it costs more to sit back and wait for business
that will not materialize.” .

Living in the Past

There 1s another dealer whose store has been
in existence in a city not far from New York
for the past twenty vears. This dealer has
reached the point where he is trying to live on
his reputation. He thinks every one in the city
knows of his store, losing sight of the fact that
the city is growing and each vear there is a big
shift in the population. Recently a live music
concern opened a branch in that city. This

store i5 busy from morning until evening; ac-

New conditions
with which the
trade is faced
demand that re-
tailers improve
selling methods

cording to the report of the long-established
dealer things are not as good this year as they
might be. It is significant that the new store
advertises in large space in the leading local
newspaper, while the old store’s advertising
consists mainly of a few ‘“for sale” announce-
ments in the classified section. There are other
dealers in this community who are ‘“saving
money(?)” by not advertising.
The Dealer Is Responsible

When investigation in any section of the
country shows that the public is enjoving pros-
perity and the talking machine dealer is living
a hand-to-mouth existence the fault usually lies
with the dealer. The trouble may be wrong lo-
cation; it may be lack of capital to carry on
a paying business, but usually it is largely lack
of business ability on the part of the merchant,
or misdirected efforts.

This is the day of the merchandiser and sales-
man and as the new year progresses the deal-
ers who are able to report satisfactory sales
volume will be the ones best able to bring their
products to the attention of the public and then
by sheer sales ability get the name on the
dotted line. This is not a bad state of affairs,
except to thc unfit—the type of dealer who under
no circumstances ever will amount to much
as a merchant. On the contrary it is a healthy
condition; one that will keep progressive men
and women of the retail trade on their toes; a
condition that will mean a larger prosperity
and one resting on a firmer foundation.

The talking machine dealer has every reason
to look forward to a year of prosperity, pro-
vided he does his share. He has a type of mer-
chandise that is infinitely superior to anything
he even dreamed of a few vears ago. He has a
variety to please the poorest and richest and
the most and least discrimipating. But he must
sell—sell his merchandise, sell himself and sell
s store. Therefore he must advertise, con-
sistently, extensively—through newspapers, win-
dow displays, demonstrations direct mail, any
and every form of contact. He must be a real
merchandiser. The day of the storekeeper is
gone. This is the recipe for prosperity in 1927.

23-25 Lispenard Street

Why not

Our large Manufacturing Facilities will enable you to buy good portable phonographs at low prices.
We can conform to any special requirement for colors or covering materials.
for 1927 and we will be pleased to quote you prices that will be interesting.

NEW YORK ALBUM & CARD CO., Inc.

Jobber’s Attention !
Under Your Own Name

SELL

Popular Priced Portable Phonographs

T Boost Your Own Brand
Lessen Competition
Enlarge Your Profits
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Full-Page Ads in Color
for 1927

In The Saturday Evening Post, Liberty, American Magagzine
and Good Housekeeping

Total circulation over seven million monthly

THE BRUNSWICK - BALKE

ITH 1926 furnishing overwnelming

proof of the public’s desire for the
Brunswick Panatrope, Brunswick’s New
Mousical Instrument, and Brunswick Records
by the “Light-Ray” electrical method (musi-
cal photography), the Brunswick Company
is pleased to announce for 1927 one of the
most comprehensive programs of color adver-
tising in leading magazines ever given any

musical merchandise. This advertising is in
addition to Brunswick’s consistent newspaper
advertising and Brunswick’s colorful window-
display service.

With such a program of advertising effort,
Brunswick dealers have the greatest sales
opportunity in their history. For never has
any music dealer had finer merchandise than
Brunswick dealers have at present.

Panatropes Phonographs

-COLLENDER Co.

Radiolas

Records

GENERAL OFFICES:

CHICAGO
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Deutsche Gramophone Co
to Market Brunswick Line

Negotiations Completed Between Brunswick
Co. and Deutsche Gramophone Co. Provide
for Representation Throughout Europe

As announced in the December issue of The
Talking Machine World, P. L. Deutsch, vice-
president of the Brunswick-Balke-Collender Co.
and general manager of the Brunswick music-
radio division, closed, recently, in Europe,
very important expansion program for Bruns-
wick products. The Deutsche Gramophone Co.,

Bruno Borchardt at His Desk
at Berlin, was a factor in these negotiations and

Bruno Borchardt, managing director of this
famous organization, returned with Mr. Deutsch
to New York, making his headquarters at the
Brunswick New York offices and also visifing
the executive offices at Chicago.

While in New Vork, Mr. Borchardt, in a chat
with The World, stated that not only had the
arrangements between the two companies been
consummated, as outlined in Mr. Deutsch’s state-
ment several weeks ago, but that further im-
portant negotiations had been completed re-
cently.

January 15, 1927

The Deutsche Gramophone Co. will, by the
terms of these new arrangements, manufacture
and market the complete line of Brunswick
products, including Panatropes, phonographs
and records, throughout Europe with the excep-
tion of England, France and Italy. The com-
pany maintains immense factories at Vieuna,
Hanover and Leipsig and is a tremendous fac-
tor in the distribution of phonograph products.
Ar. Borchardt, who sailed for Germany on the
S. S. “Columbia,” expressed a keen appreciation
of the sales possibilities of Brunswick products
in Europe, stating that the Panatrope gives
every indication of achieving world-wide fame,
and that the new Brunswick phonographs em-
body constructional features and tone quality
far beyond his highest anticipations.

T. G. Rockwell Now With
the Okeh Recording Labs.

Honored by Well-known Record Artists at
Farewell Banquet in Chicago Prior to De-
parture to Take Up Duties in New York

T. G. Rockwell, formerly supervisor of record
sales in the Chicago office of the Columbia
Phonograph Co., Inc., is now associated with
the recording laboratories of the Okeh Record
Corp, New York City, affiliated with the Co-
lumbia Co. Eighteen months ago, Mr. Rock-
well left the Munson-Raynor Co. San Fran-
cisco, to join the Chicago Columbia organization
and rapidly distinguished himself as a discov-
erer of recording talent. As an indication of the
esteem in which he is held by Columbia artists
with whom he has been closely associated, a
banquet in his honor was held by Paul Ash,
Ruth Etting, Milton \Watson and others in the
Windy City shortly before his departure for
New York. The artists presented him with a
platinum wrist watch as a memento of their
friendship and in recognition of his admirable
work in record talent development.

g. CASE_ RAID)IIO PRODUCT@ F,
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is selectivity.
That’s where CASE dealers are

at all times to satisfy any reasonable person.

priced sets—but at popular prices.

for five successive years!
line of fast sellers norw.

MARION,

(CASE

INDIANA

Makes CASE Radios

One of the strongest arguments today in selling any radio set
You know that—and so does everybody else.
“sitting pretty.”
of the present jumbled condition of broadcasting—nearly 700
stations, with many changing back and forth on wave length
and sending time—CASE Radio pulls in enough stations clearly 6 e

ALL Good Features—At Low Prices!

CASE Radios have the reception and prec1sxon qualities of high-
There’s a model for every
purse and taste—all built around a standard circuit; six tubes;
dial or vernier control; remarkable power and clearness as well
as selectivity, No wonder CASE has been forging steadily ahead
You can profit by tying to this proven

Write today for complete literature and information

INDIANA MFG. & ELECTRIC CO.

RADIO PRODUCTS

Easiest to Sell

In spite

Controls s75w

No. 60C, $125

New Cabinets

Above is shown one of the
several new cabinets we just
introduced. Better—more at-
tractive—than ever before.

Extensive Trade Promotion

Work by T. A. Edison, Inc.

In Addition to Well-manned Department at
Orange Headquarters Promotion Travelers
Have Been Assigned to Wholesale Branches

Thos. A. Edison, Inc., in connection with the
energetic advertising and sales campaign on the
new long-playing Edison phonographs and
records that has been instituted, has established
a sales promotion department that, in addition
to operating direct from Orange headquarters,
provides for a direct sales promotion service for
the various wholesale branches.

In Orange members of the sales promotion
department include Alfred Hand, J. B. Gowdey,
R. Bolan and E. P. Hayes, who will keep in
direct touch with Edison dealers throughout the
country, and lend their assistance to distribu-
tors whenever needed. A further development
of this service has been the appointment of a
number of travelers representing the sales pro-
motion department, who will be attached to the
various wholesale branches and be under the
direction of the local manager. These include
T. J. Fallon, attached to the San Francisco
branch; H. H. Stanley and L. C. Schooler to the
Kansas City branch; A. E. Bell to the Chicago
branch and J. B. Burrows, Atlanta branch.

It is believed that with these men actively in
the field and with their services and experience
at the command of the dealers, the development
of the Edison phonograph business will be
stimulated materially.

Important Stewart-Warner
Executive Change Announced

George M. McCulloch Resigns as Advertising
Manager to Join Charles H. Touzalin Agency
—Succeeded by Allan B. Dicus

According to an announcement made several
days ago at the headquarters of the Stewart-
Warner Speedometer Corp., Chicago, George M.
McCulloch has resigned from the position of
advertising manager to become associated with
the Charles H. Touzalin Agency, Chicago, ad-
vertising counsel of the corporation. Allen B.
Dicus, formerly manager of the Stewart-\Warner
sales quota department, was appointed to suc-
ceed Mr. McCulloch as advertising manager.

Mr. McCulloch started his business career
with the Continental & Commercial Savings
Bank in Chicago and in 1917 joined the Stewart-
Warner advertising department. He enlisted in
the signal corps division of the Army in that
yvear, and spent fifteen months with the Ameri-
can Expeditionary forces. In 1919 he resumed
his duties *with the Stewart-\Warner organiza-
tion and was appointed advertising manager in
1920, a position which he held until two weeks
ago. Under his management the work of the
advertising department was greatly enlarged
and in the Spring of 1923, when the firm began
to manufacture radio receiving equipment, radio
advertising was also assumed by his division.
In his new position with the Charles H.
Touzalin Agency he will devote most of his
time to Stewart-Warner advertising copy and
campaign plans.

Mr. Dicus, a graduate of Knox College, Gales-
burg, 111, first became associated with the
Stewart-VWarner Speedometer Corp. in 1922, in
the advertising department. In the Spring of
1925 he was placed in charge of the sales quota
department, a division of the firm which com-
piles statistics regarding territorial wealth and
buying power and sets quotas for the various
Stewart-\Warner service stations throughout the
United States and Canada.

J Kelly Smith is assistaut advertising manager
in charge of broadcasting and the Stewart-\War-
ner Air Theatre, WBBNM. Under the supervision
of the advertising department is the publications
department, and the display division headed by
W. L. Stensgaard.
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More
“Light-Ray” Business
for 1927

A few outstanding “Light-Ray”
electrical recordings
now on sale.

“The Two of Us” . . . “Hugs and Kisses”—
(from Ear!l Carroll's Fanities). Sung by Vir-
ginia Rea, soprano, and Frank Munn, tenor.
With orchestra, 3329

* * *
“Hello, Bluebird” ... “I'm On My Way @
Home” —fox trots. Vocal trio by Keller L o ek
Sisters & Lynch. Vincent Lopez and His S o o anso T
Casa Lopez Orchestra. 3368

* * *

“I’'ve Grown So Lonesome THINKING OF
YOU” . .. “Take In the Sun, Hang Out the
Moon”—fox trots with vocal chorus. The
Clevelanders. . 3375

* *

“I’m Tellin’ the Birds, Tellin’ the Bees, How
I Love You” . .. “If I'd Only Believed In
You”—fox trots with vocal duet. Ben Bernic
and His Hotel Roosevelt Orchestra. 3394

Electrically recorded

ON every hand is evidence of increasing public interest in the
music of the new electrically-recorded “Light-Ray” records.
The Brunswick dealer . . . able to offer the music the public
wants . . . out while it’s new . . . played and sung by the most
popular artists . . . and recorded by an EXCLUSIVE method . . .
has an advantage too great to be overlooked. Start out the year
with the determination to make your Brunswick ¢Light-Ray”
electrical record sales this year measure up to the .possibilities
which this marvelous discovery offers. We'll help you!

PANATROPES - PHONOGRAPHS . RADIOLAS - RECORDS

THE BRUNSWICK-BALKE-COLLENDER CO., GENERAL OFFICES: 623-633 SOUTH WABASH AVE., CHICAGO
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George Gershwin, Composer,

Recording for Columbia Co.

Composer of “Rhapsody in Blue” and Other
Jazz Masterpieces Makes Piano Recordings of
Popular Hits From Broadway Shows

George Gershwin, noted voung composer of
“jazz” music, has recorded several of his latest
These
and “Do-

hits for the Columbia Phonograph Co.
’ Halld:”

recordings include “Clap Y

George Gershwin
Do-Do,” the ouistanding numher from *Oh,
Kay!", Gershwin's own brilliair musical show
which is going over big on Pioadway.

George Gershwin 1s but twenty-seven years
old, and knew nothing about mnusic until he was
thirteen. It was not until he left high school
that he became tied up in his musical work. At
that time he began to play accompaniments for
vaudeville acts and in cafes and night clubs.
The first song hit that Gershwin compoesed was
“When I Was So Young and You Were So
Beautiful,” sung in “Good Morning, Judge,” in
1917. Since then the scores of many 1nusical
comedies have been written by him, including

“La La Lucille,” “Tip Toes”
Good.”

The work which brought George Gershwin
most prominently into the public eye was his
“Rhapsody in Blue,” a composition which is
even more remarkable when it 1s recalled that
it was written in ten days. In 1923, Gershwin
plaved his “Concerto in D” with the New York
Svmphony, Walter Damrosch conducting, at
Carnegie Hall.

Although his compositions are classed as
“jazz” they show clearly the marks of genius.
Even now it is being predicted that George
Gershwin will one day take his place beside
the great Debussy.

Beethoven Centennial to
Have Wide Observance

The week of March 20 has been set aside as
Beethoven \Week to cbserve the 100th anniver-
sary of the death of Beethoven, and to give the
American people a better understanding of the
composer and his works. The Deethoven Cen-
tennial Committee, composed of college presi-
dents and educators, religious leaders, civic
leaders, publicists and representatives of the dif-
ferent arts, has arranged. in co-operation with
the Columbia Phonograph Co., under whose
sponsorship the program is being arranged, radio
concerts, educational lectures and the showing
of motion pictures of the high lights of the
composer's career. The Columbia Phonograph
Co. will make available to schools and civic or-
ganizations its Masterworks Series of record-
ings of the major works of Beethoven.

Brunswick Dividend Declared

The directors of the Brunswick-Balke-
Collender Co., Chicago, Tll., authorized a divi-
dend of 134 per cent on the outstanding pre-
ferred stock of the company paid on January 1]
to holders of record as of December 20.

and “Lady Be Federated Ass’n to Elect

at Meeting in St. Louis

Coronada Hotel Selected as Headquarters for
Annual Meeting and Election of Officers of
Radio Association on February 14 and 15

he Federared Radio Trade Association, con-
sisting of a large group of State and territorial
radio trade associations, has selected the Coro-
nado Hotel, at St. Louis, Mo., as the headquar-
ters for its annual meeting and clection of offi-
cers February 14 and 15.

Tlis wll be the second annual convention
of this group of a:sociations and is expected to
be largzly a:tended by the trade from all sec-
tions of the United States, both because of
its central location and of the interest of trade
associations in this national body.

A detailed program of matters to come be-
fore this national body, covering a wide variety
of problems confronting the irdustry, is being
arranged. The officers of the association are
Harold J. \Wrape, president of the St. Louis
Radio Trade Association, president; A. M. Ed-
wards, secretary of the Michigan Radio Trade
Association, vice-president, and H. H. Cory, of
the Northwest Radio Trade Association, secre-
tary and treasurer.

Bent’s Music Store Opened

La Saicg, Iir., January 5—The formal opening
of the new quarters of Bent's Music Store, 633
Second street, took place last month with fitting
ceremonies. The store had been completely re-
modeled and redecorated before occupancy and
a full line of Brunswick and Victor instruinents,
Kolster radio receivers and pianos, including
the Gulbransen line, are carried. Guy Hawkins,
for the last six years manager of the music de-
partment of Gushard’s, Decatur, Ill, 1s manager
of the Bent establishment, which is among the
finest in this territory.

wonderful value in the

Write for Sample of the above and ask about our
Peerless

PEERLESS ALBUM CO.

PHIL. RAVIS, President

636-638 BROADWAY, NEW YORK

PEERLESS
ALBUMS

All Peerless Albums are quality albums.
Album produced for individual 10 and 12 inch records or in combination to
the smallest album for a portable machine these products are all of the Peer-
less high standard. Send for a sample of the Art Mission Album in the size
you can use and note the attractive binding,

price.
record carrying cases.

Peer]ess line of small instruments.

Genuine Leather Covered
in Black, Brown and Blue

Retails $2 500

$15.00 Portable

Also send for catalog of our entire line of albums, record holders and

Peerless Portables

genuine leather covered portable made to retail at $25 is the leader in the
This machine has an unusual tone
quality, a sturdy motor and a record holder of album type of sufficient size
to hold an entire evening's program. A display of these portables attracts at-
tention and a demonstratlon assures sales.

From the finest Art Mission

gold embossing and the popular
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No. 502 Receiver, Art Console. Price, No.602Universal Receiver, Art Console.
less accessories but including external Price, without accessories but including ex-
Cone Speaker, East of Rockies $325; ternal Cone Speaker, East of Rockies $365;
Rockies and West $355: Canada $380. Rockies and West $400; Canade $475.

and STAY SOLD
b - ¢

Stromberg-Carlson Receivers Sell, becanse~
They have been associated in the public mind for three years as Receivers of
outstanding excellence. They possess striking beauty, the result of masterly
cabinet designing. They have the impetus of an intensive, well-organized

advertising campaign.

Stromberg-Carlson Receivers Stay Sold, becanse~
In Tone, Volume, Range and Selectivity the performance fulfills the

expectations of the most exacting buyer.

Stromberg-Carlson Dealers are Assured Good Profit, becanse
The use of high grade materials, carefully assembled, and rigidly inspected,
protects the dealer from profit-eating service calls. The guarantee which only
an Authorized Dealer can issue, makes it advantageous for purchases to be made
only from such a dealer. The factory guarantees not to reduce prices.

STROMBERG-CARLSON TELEPHONE MFG. CO.
Rochester, N. Y.




10

THE TALKING MACHINE WORLD

January 15, 1927

Analysis of the Radio Service Problems
of Talking Machine Dealers

Nation-wide Survey of Radio Servicing Methods of Talking Machine Dealers Shows How Lack of Knowledge
of Cost of Operating the Service Department and Other Factors Are Eating Into
Profits Resulting From Sales of Receiving Sets — The Remedy

Inefficient and costly methods in the radio
service departments of retail talking machine
stores are consuming profits, in many cascs;
in other instances serious inroads on profits are
resulting, although a few dealers have organized
their service work so that this department is
costing practically nothing and in rare instances
showing a profit, according to a national survey
just completed by The Talking Machine World.
Information regarding radio servicing methods
received from retailers in large and small cities
and towns throughout the country indicates that
a lamentable condition exists. There seems to
be a general lack of knowledge regarding costs;
many dealers stated frankly that they had “never
figured it out,” and many more merely guessed
at the cost of servicing radio. That the situation
can be remedied so that dealers handling radio
will profit from giving service is borne out by
the fact that merchants in widely scattered sec-
tions of the country have reduced costs in this
department to the point where this satisfactory
condition has been achieved.

What Price Radio Service

Answers given to the question “What is the
percentage of cost of service in comparison to
total overhead of the radio department?”’ are
interesting chiefly because they show the wide
variance existing in service department over-
head in proportion to general overhead. Per-
centage of service expense starts at 1 per cent
and in a number of instances as high as 50 per
cent of the department overhcad was reported.
A few dealers declared the cost of service to
be 2, 3, 4, 5 and 6 per cent of the total over-
head of the radio department. The majority of
merchants figured 10 per cent as being about
right. Comparatively few dealers stated that the
cost ranged between 10 per cent and 45 per
cent. On the other hand, many estimated that
50 per cent of every dollar spent in the opera-
tion of the radio department went for main-
tenance of the service department. Forty per
cent of the dealers answering the questionnaire
did not know what service was costing them,
while a few answered that service paid its way.

Influence on Service of Lines Handled

That the number of radio lines handled and
the tvpe of sets fcatured has a marked effect
on service seems to be the general opinion of

the trade. There is a striking unanimity of
opinion among retail talking machine dealers
who have merchandised radio over long periods
of time that selection of the lines to be handled
is all-important, quality in the sets being an es-
sential factor in reducing the demands for serv-
ice. Standard lines of proved worth are favored
for several sound reasons, the most important

Operation of the radio serv-
ice department on lines that
will eliminate profit-consum-
ing overhead is a vital need
of the trade. It is one of the
most important problems with
which dealers are faced for
the reason that upon its solu-
tion depends the prosperity
of the merchant. This is the
first of a series of articles in
the Talking Machine World
that will discuss in detail the
radio service situation and the
remedy for excessive costs.

being that the manufacturers of these scts are
willing to make good on defective merchandise,
thus relieving the dealer of this responsibility
and expense and at the same time creating cus-
tomer satisfaction. The questionnaire disclosed
a wide divergence of opinion as to the effect of
the number of lines handled on the service prob-
lem, the main point brought out being that a
diversity of lines is most profitable because the
chance of making a sale to a customer is greatly
increased when several different makes of in-
struments are available for demonstration, al-
though some dealers feel that a greater number
of lines makes the problem of the service man
more difficult becausec he is required to know
the technical details of all sets handled in order
to work efficiently. On the other hand, many
dealers stated that it is the service man’s busi-
ness to study all sets so that he can intelligently

service them, nullifying the arguments in favor
of restriction of lines.
Free or Paid Service?

Expense in the service department is in direct
proportion to the amount of free service given
by dealers, the survey indicates. Free service
ranges from installation only up to one year,
many dealers allowing thirty, sixty and ninety-
day free service and others giving the customer
two or three free service calls. On the other
hand, a number of retail merchants have
abolished free service altogether on the ground
that it has no effect on good will or sales and
that customers are villing enough to pay a
fair charge. In some cases a charge for in-
stallation is made, the average prices being $2
for installing a set operated with indoor aerial
and $10 where an outside antenna must be
erected. Free service is given apparently in
order to meet the competition of other dealers
who have adopted that policy or to more suc-
cessfully compete against retailers who do not
give service. Opinion is divided as to whether
free service does or does not aid sales, build
good will and keep customers satisfied.

Can Service Men Sell?

Trained service men can do much to decrease
the deficit in the service department if their abil-
ities and opportunities are properly utilized, is
the censensus of opinion as set forth in the
survey, especially in the direction of creating
business for replacement of parts, the purchase
of new and improved speakers and other ac-
cessories and digging up prospects for new sets.
One dealer states: “Service men should make
better salesmen than men who do not possess
practical knowledge and, besides, they have op-
portunities of making contact with radio en-
thusiasts that the ordinary salesman does not
have.”

The service problem, from the standpoint of
eliminating excessive cost, resolves itself down
to sclection of high-grade merchandise, experi-
enced service men who have the ability to sell
and adequate charge for all installation and serv-
ice work. Articles in forthcoming issues of The
World will discuss each phase of service in de-
tail, with a view to helping dealers place this
department of the retailer’'s business on a
profitable basis.

3_39 Metropolitan Dealers
Listed in Symphonic Ad.

Names and Addresses of Dealers in New York
and Vicinity Given in Attractive Full-Page
Advertisement of Symphonic Sales Corp.

Tu line with its poliey of giving its dealers
wholchearted support through widespread ad-
vertising and sales promotion aids, the Sym-
phonic Sales Corp., maker of the Symphonic
plionograph reproducer, inserted a full-page ad-

vertisement in colors on tlie last page of the
nagazin tion of the New York Evening
Journal the early part of last mouth, deseribing

through word pictures and illustrations, the. de-
bility of this unit and its functions in add-
immeasurably to the entertainment value of

1 d type plhonograph. In addition to giv-
n 1¢ buying public a full, clear idea of the
Symphonic reprodu and its merits, the ad-
vertisement listed the names of dealers in New

York and nearby citics and towns where the re-
producer could be purchased. This list, which
included 339 names and addresses of Symphonic
dealers, was sub-divided into secctions so that
anyone interested could immediately select the
name of the decaler located ncarest to his home
or place of businecss.

Northwest Radio Trade
Ass’n Activities Planned

MixNgarours, NMinx, January 5—The North-
west Radio Trade Association has planned for
1927 a number of new activitics not lierctofore
included in the Association’s works. One of
the most important of thesc is that instead of
the annual trade tour of the lcading cities of
the Northwest, there will be held a convention
of dealers before the opening of the radio sea-

. Au exposition of new models will be held
at the same time.

Otlicr activitics planned include the formation

of listeners’ clubs in every important city in
the Northwest; the formation of a corps of
experts to investigate interference to reception
and find ways of overcoming such interfcrence
and working out of a merchandising service for
dealers which will consider every phase of the
retail radio business, from the renting of thc
store and the purchasing of goods through thc
sctting up of his books, planning advertising and
selling campaigns to figuring of profits.

Watch Costs, Says Tregoe

“Pay less attention to volume and more to
overhead,” is the New Yecar's rcsolution sug-
acsted to business men by J. H. Tregoe, exccu-
tive manager of the National Association of
Credit Men.

Hygrade Radio Products, Newark, N. J., has
been incorporated with a capital stock of 500
shares of no par valuc. The incorporators are
G. Harrison, V. WV, Bennett and A. M. Bennett.
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a2 Radiola!
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Sell performance .-
2 at a Pl,‘iCC

Radiola 20. Challenging the tone quality and
performance of its bigger and higher priced
competitors! Twenty times as selective as the
average antenna set, and therefore replacing
thousands of other sets in the congested
broadcast areas. One of the finest values in
radio today!

ell now to the traveler

Radiola 26. A double-purpose set. Portable
—easy to carry—completely self-contained—
for the winter vacationist going south. And
a very attractive home set finished in walnut
that is richly grained. For the living room
now—and out-o’-doors next summer, for those
who are spending the winter at home.

Radiola 20, list, $115

Sel ~bal'2‘e/y Ol “/ighl‘ sockel”
| operation

Radiola 28. Eight tube super-heterodyne—
known for the finest performance in radio.

Radiola 28,
list, $260

o o, o For battery operation. Or for complete A.C.
the leading dealer ] . . . .
i i om > operation, as when it is combined with RCA

Loudspeaker 104.
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LOUDSPEAKER

RCA Loudspeaker
104. List, 8273

~e

RCA Loudspeaker 100~ RCA Loudspeaker 102 —with
clear at any volume a set can a power amplifier, A. C. op-
give it List, 333. crated. List, 8140
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Profit Winning Sales Wrinkles

How Wittich Turns Over Records—One Demonstration Sold Nine Radio Receivers—Schafer’s

Clever Publicity—Radio Salesmen Demonstrate Sets in Their Own Homes—Uses
Telephone to Hold Record Customers—Other Unusual Stunts

Oue of the greatest problems of the retail
talking machine dealer to-day is to promote
record sales to the point where turnover will
enable him to show a profit. The record depart-
ment is assuming greater importance in the talk-
ing machine store each year and for that reason
the dealer who fails to get behind records is
automatically limiting his profits. A one or two-
time turnover per year is not sufficient. The
dealer must constantly analyze the desires of
his customers and potential customers and buy
records accordingly. With the merchandise in
hand the next step is to dispose of it as quickly
as possible. This means that the dealer must
find some way of interesting the public in rec-
ords. Sending out the supplements regularly is
the first step. The second step is window and
store display as well as other forms of advertis-
ing. Wittich’s, The Musical Shop, of Reading,
Pa., has found an inexpensive way of moving
records. This consists of a postal card which
bears the title “Specially Released This Morn-
ing.” The card contains the titles of a specially
selected record and beneath this is the follow-
ing message: ‘“The demand for this record will
possibly be without precedent, because it is the
first record in which Jesse Crawford—organist
—is featured with a dance orchestra. Phone
your order if you cannot come in.” These cards
have been responsible for the sale of many
records at the Wittich store. It is the type of
record promotion that means extra sales for the
dealer.

A Worth-while Demonstration
Demonstrations, whether they are given to
groups or individuals, are admittedly the means
by which radio receivers are sold and when it
proves difficult to induce prospective customers
to come into the store the foresighted dealer
will find some means of bringing his products to
the attention of the buying public. The follow-
ing two incidents might serve as illustrations.
Bill Agnew, R C A dealer of Hempstead, L. 1.,
recently received a call from a customer who
stated that she would like to have the batteries
in her set changed as she was giving a bridge-
party and wanted the set to be in perfect work-
ing condition. The dealer, knowing the cus-
tomer’s set to be two years old, placed a new
Radiola and speaker in his car and persuaded
the lady to allow him to leave them in the
house as the old set would probably need a
thorough overhauling. The customer consented
and that afternoon sixteen ladies listened to the
Radiola 20 and the Model 100 loudspeaker. The
following morning the customer phoned to say
she would keep the set and speaker then in her

home and within the next ten days eight of tle
ladies present at the bridge party had purchased
Radiola 20s from Mr. Agnew. A demonstration
of a different type was given some time ago by
the M. P. Moller Co., Radiola dealer of Hagers-
town, Md. in which six loudspeakers were
set on electric light poles along the block on
which the store is located and rendered a pro-
gram of dance music for the benefit of a street
carnival dance. Hundreds attended and many
expressions of indorsement of the set and
speakers were heard.
Explains Store’s Policy
“Give More Thought to Music” is the title of
a very clever business card distributed by
Schafer’s Music House, Batavia, N. Y. Schafer’s
is an exclusive music store and has taken this
means of impressing the people of the com-
munity with the fact. The message on the
card reads: “This store is an exact indication of
its purpose, which is to serve you as a trust-
worthy and convenient guide and help in all
matters pertaining to music and musical mer-
chandise.” On the other side of the card is a
picture of the store. This is excellent and in-
expensive publicity.

No Home Demonstrations

The Bryant & Thaxton Furniture Co. of
Decatur, Ga., has increased net profits and de-
ceased the cost of selling radio in an unusual
manner. The company has eliminated home
demonstrations of radio and has made arrange-
ments whereby salesmen are enabled to demon-
strate radio sets to prospects in their own
homes, The salesman invites the radio prospect
to his home where the demonstration can be
made most effective. By this means the store has
eliminated entirely the cost of delivering sets
to homes of prospects and then taking them out
again in the event that no sale is made. This
method of demonstration is feasible because the
Bryant & Thaxton Co. handles only one make of
receiver, which comes with or without a cabinet

Finds Phone Profitable

The telephone as a means of informing rec-
ord customers of new releases has been used
many times with success by dealers all over
the country, but its use has never become
widespread, many dealers feeling that the rec-
ord or two sold to a customer did not merit the
use of the telephone. However, with the unit
sales of records with the album sets reaching
figures of $10 or $12, this method is being used
by several enterprising dealers with gratifying
results. Miss Dorothy Schwinger, manager of
the record department of G. F. Ackert, 118 West

Forty-fourth street, New York, is one who has
found the telephone of inestimable value in
bringing up the sales volume of Columbia
Masterworks recordings. Whenever a new
Masterwork album record is released Miss
Schwinger spends the greater part of the day in
calling up former purchasers of album sets, tell-
ing them of the new release and inviting them
to the store to hear the records. Although a
leaflet or circular letter announcing the new
release would conveniently bring the matter to
the individual’s attention, he would be apt to
buy the records at any dealer’s store. The
telephone method of announcement, Miss
Schwinger finds, best serves to hold her old
customers.

School Book Advertising
The Radio Shop, Radiola dealer of Sherman,
Tex., uses a clever method of bringing the
products of the store to the attention of the
prospective buyers in their homes. The pro-
prietor had an advertisement of the store and
its products printed on slip covers for school
books and had the printer deliver 5000 of the
covers to the superintendent of schools to be
given to pupils as they needed them. Naturally
the pictures of the radio receiver were con-
stantly before the eyes of the children and of
their parents also with the result that in addi-
tion to what sales resulted, the name of the
Radio Shop and Radiolas became connected in
the minds of thousands with radio products.

Gives Record Concerts
Weekly record concerts at which the latest
record releases are played for an audience which
averages between fifty and sixty have proved a
most successful sales stimulator for the Boulder
Music Co., Boulder, Colo., of which Otto Cattell
is proprietor. These concerts have become an
established factor in the musical lives of many
of the town’s people and every Wednesday eve-
ning they gather to hear the latest in recorded
music. Chairs are placed in the front part of the
store, Mr. Cattell and his salesmen meet the
guests and printed programs of the selections
to be rendered are distributed. The numbers are
confined almost entirely to the classical and
semi-classical with a few popular numbers
played as encores. Another method of bringing
people to the store is a circulating, rental library
which keeps booklovers coming in at regular
intervals and, as some new record is being
played constantly, they usually depart with rec-
ords as well as with the book for which they
originally entered. Quite naturally, the talking
machine record department is one of the most
successful of all the store’s departments and
the other sections of the establishment benefit
through the frequent dropping-in of prospects
who are ofttimes sold other new products.

A certain New York dealer does a very large
foreign language record business. In quiet
moments he plays over and acquaints himself
with these records. That’s the answer!

National Record Albums

Made of the best materials and finished by experienced
workmen

PORTABLE ALBUMS

ALBUMS FOR CABINETS
ALBUMS BOUND IN CLOTH or ART MISSION

Albums for Export Our Specialty

Write for list of 1927 styles and prices

National Publishing Co., 239-245 South American St., Philadelphia, Pa.
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Improved products and changed sales
appeal bring the dealer face to face
with many important problems in
connection with promotion of sales.

The phonograph has come back, and the re-
1ail industry may consider itself fortunate. The
new recording system and the new machines
have put the phonograph upon an entirely new
basis, from which an expansion may take place,
ihe like of which could not have been even
imagined a few years ago. \What will interest
t merchant now of course will be the bear-
ing of these facts upon his selling methods.

If we look back over the past twenty years,
we find that talking machine manufacturers one
by one found themselves compelled to build
demand for their products by the most elab-
orate methods. These began with the gradual
collection of recordings of great operatic voices.

sort of contract war to obtain the greatest
number of well-known operatic names as those

exclusive recording artists was waged with
varving success for several vears. This founda-
tion of names was then built upon by ingenious
and extensive national advertising. The talk-
ing machine became popular and much wanted,
because it gave to every home the ability to
hear Caruso and Gadski, Sembrich and Bispham,
and a host of others as well known, at any time,
and in consideration of a relatively small out-
lay for machine and discs.

Creating Its Own Troubles

The later slump was not brought about by
the incursion of radiotelephony, as was at first
hastily assumed. The latter merely crystallized
a public dissatisfaction which had been grow-
ing and for which the dealers had at least one-
1alf of the responsibility. The talking ma-
hine industry had become rapidly and deserved-
ly prosperous, by bringing to hundreds of thou-
sands of homes, previously musicless, a taste
and hunger for music, which for some years
it was able wholly to satisfy. The very taste
which the talking machine created, however,
fed upon itself, until it demanded something
W] the talking machine in its older form
ould not adequately supply. The talking ma-

ine industry, in fact, itself created the cause

t troubles which some foolish people sup-
osed marked 1ts end and its death.

Such, indeed, is the history of every pioneer
industry. Nor has ours failed to save itself in
tin The electrical system of recording has
opencd up a vista of possibilities that almost
stuns the i1magination. It is evident that the
are capable of almost infinite
nd expansion, as regards both re-

rin p; €s
g ion

[ uction and recording. Ve may look for
provement in records and machines.
lectri principles arc dynamic and

t no gnable end to their possibilities.
New Salesmanship Called For
ntly thie methods of salesmanship will
und ] reconstruction. In

STARR PIANOS

Established 1872 :

fact, it is safe to say that the future of the
talking machine industry rests upon the shoul-
ders of the retail trade to-day as it ncver did
before in past days under older conditions.

It may be asked why this should be, when it
has bcen said that the new recording and re-
producing methods a.¢ so appealing and so
superior? The answer is that the talking ma-

The accompanying article em-
phasizes several factors that
influence retail sales and sug-
gests how progressive dealers
may secure more profitable
sales volume than ever before
by developing business through
more effective promotion
methods. The need for more
intensive salesmanship in
talking machine stores is ap-
parent and the form it should
take is suggested. . . .

chine has educated the public to demand much,
and that this demand is now vastly increased by
the wide opportunities to hear good music of
every kind which the art of radiotelephony
has brought, as well as by the sometimes over-
looked fact that orchestras, choral societies,
schiool work in music and many other agencies
have been steadily at work, not only in a few
rreat cities but all over the land.

In other words, the merchant must realize
that public taste has changed. The main sup-
port of the industry is hereafter to be found in
those who can appreciate the musical beauties
of the new recordings and the new reproduc-
tions. In other words, there is to-day, waiting
to be convinced, an enormous mass of more or
less musically educated minds, which have never
believed that phonographic reproduction could
cever be what we know it now to be, and on
which the phonograph merchant can work with
the utmost and with certain success.

The Old Machine and Its Problem

Moreover, there are the illions who have
bought talking machines and records of the
older types. Those who have the finer among
the old machines may be willing for long to put
up with them, in spite of their now obvious
inferiority; but in that case there is the wholc
new and wonderful world of electrical recording
to which they have not yet been introduced
and which makes even old-type machines sound
quite different and better in every way. On

e ﬂ;thods Are Needed
to Build Sales of Talking

Machines and Recordings

the other hand, those who have older machines
and records, but who become convinced of the
immense superiority of the latest instruments,
will not long delay in purchasing one. It will
be entirely a matter of good salesmanship, of
demonstration; in fact, of education.

It should be emphasized that most of this
work must be done by each merchant in his
own community. Mainly, indeed, it will be a
matter of following upon the leads supplied
by the national advertising done by the man-
ufacturers; but the point to be noted is that
the local merchant, the man in the neighbor-
hood, is the man who must carry the burden of
building up the existing static interest into a
dynamic interest, leading to desire and de-
mand.

Nor, after all, need it bc at all difficult. The
job should be both easy, in fact, and pleasant.
The real difficulty, if there be any, will be in
getting a new grasp on the subject. We havc
got to educate our public to an appreciation
of the beauties of the modern machine and of
the new rccords. That mcans demonstration,
first, last and all the time. It means talking,
thinking, and selling music, dav in and day
out. It means turning one’s store into a veri-
table house of music. It means giving the en-
tire community a knowledge of what music
in the home may and should be. It nieans, in
a word, real salesmmanship of music.

“Peg L.eg” Howell Is
Exclusive Columbia Star

Fortune wasn't smiling much the day that
“Peg Leg” Howell got too intimate with a shell,
but when he found that even the loss of a leg
failed to dismay this happy singer, things began
to brighten up.

“Peg Leg” Howell is another notable addition
to the Columbia Phonograph Co.’s brilliant con-
stellation of Race stars. He has but one leg,
one guitar and one voice, but he certainly makes
music enough for a regiment. He’s strong for
“blues,” but he only sings ‘em, he never has 'cin.

J. H. Tregoe Optimistic

With a firm credit situation and with prop-
erly controlled business, there nced be no
fear of depression this year, according to J. H.
Tregoe, secretary of the National Association of
Credit Men.

The Dependable Music Store, Inc. South
Bend, Ind., has filed a certificate of final dissolu-
tion, according to an announccment that has
just been made.

iy

STARR PHONOGRAPHS |}

GENNETT RECORDS

Represent the Highest Attainment in Musical Worth
Jhe STARR PIANO COMPANY

Richmond. Indiana
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For Your Protection!

C%“KING” dealer contract means just what it says. When

we grant an exclusive territory, it is exclusive. Every
inquiry from that territory is referred to you. Every lead is
given to you promptly.

All this is made certain by the system pictured above.
Every letter we receive (except those from our dealers) is
checked against our master maps. Signals are attached to
the letters showing territory and dealer’s name. Then we
make sure that that inquiry, or that bit of information, is
passed on at once. For time is of importance if the dealer
is to realize full benefit from the lead so referred.

Absolute protection, made sure by ‘“King” methods, means
more profit for you.

Dealers Get Every Inquiry

Plus this adequate guarantee of territorial rights, we offer you:

1 A thoroughly good line of band instruments and saxo-
phones. You know “King” quality.

2 Intensive, persistent advertising. National magazines and
] . (13 .
‘class” publications carry the “King” story to your cus-
tomers every month.

3 Maximum discounts.
4 An adequate financing plan for the handling of time-paper.

5 Intelligent co-operation. Direct mail campaigns, display
material, forceful catalogs, imprinted literature—these are
just a part of the “King”-planned co-operative selling
service.

Every feature you seek is offered to you in the “King” dealership contract

Many good territories are still open. Each week makes that number less. Our
mutual profit suggests a discussion of your territory now. May we have that opportunity?

Makers of

R

THE H. N. WHITE CO.

5215-83 Superior Avenue
CLEVELAND, OHIO

i

Ki ents
N WHITE CO., Makers of l\lr\g Band Instrum
'IS-SSE-S? S\;perior Ave., Clevelandl, hio o
Send your latest ca&“‘ogna:\kseg%g:‘?;\;encv
D completecilnf:;::‘\:t?on about yout plan for financing
n

ng with

Also se
sales.

Name of Firm

Individual - - - - ----- -

Adulress---

City .-
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Head

HERE they are—the
foremost artists 1n
the popular field! And
they all make records
tor Victor exclusively!

Victor's headliners
make 1t possible for
you to build a bigger
business!

VICTOR TALKING MACHINE COMPANY
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[1ners

Famous instrumental soloists and Wgcmz'zatz'ons

' Frank Banta Jesse Crawford
Goldman’s Band ' Arthur Pryor’s Band Sousa’s Band

“Dance orchestras

Paul Whiteman and His Orchestra Roger Wolfe Kahn and His Orchestra

Aaronson and His Commanders Art Landry and His Orchestra
Coon-Sanders Orchestra George Olsen and His Music
Jan Garber and His Orchestra Russo& Fiorito and the Ortole Orchestra
Jean Goldkette and His Orchestra Philip Spitalny and His Orchestra
Goodrich Silvertown Cord Orchestra Waring’s Pennsylvanians
Johnny Hamp’s Kentucky Serenaders Ted Weems and His Orchestra

Musical comedy, vandeville and radio headliners

Will Rogers Jane Green Miller and Farrell
Gene Austin Maurice Gunsky The Revelers
Brox Sisters Walter E. Kelly Sam n’ Henry
Correll and Gosden (The Virginian Judge) Silver Masked Tenor
Frank Crumit Sir Harry Lauder Jack Smith
Duncan Sisters Gertrude Lawrence Aileen Stanley
The Eight Popular Victor Artists Beatrice Lillie Tom Waring

BN . NN E WEJERSEY, U. S. A,
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Ca_lnvassing Won Quick Success for Farling

Harrisburg, Pa., Retailer Started in Business With a Dangerously
Small Capital But “Doorbell Ringing” Eliminated Handicaps

When Farling started in business in Harris-
burg, Pa, seven years ago he had $2,000, most
of which was promptly spent for stock and fix-
tures, leaving him practically no working capital.
This was a dangerous position and Farling real-
ized that he would have to get turnover im-
mediately if his business career was to con-
tinue. He decided that the only way to sur-
mount the obstacle of small capital was to build
quick sales volume and that canvassing was the
one certain way of achieving this without cost-
ly sales promotion expense, which was out of
the question because he could not afford it.

Farling’s Music Store is now seven years old

For Quality
Receivers

Manufacturers of the highest quality
radio receivers recommend Seno-
chorde as the reproducer that best
exemplifies the performing capabili-
ties of their sets. Beoth in appear
ance and performanes Sonochorde de-
lights the meost critical.
Sonocliorde superiority is due to
its patented reproducing unit,
employing four super-powered,
angularly spaced magnets capable |,
S of lifting 10 pounds. It is the g
/,l original speaker with the silk- [
covered cone. Just compare it!

"BOUDETTE MFG. CO.

CHELSEA - = MASS.
HASTINGS ELECTRIC SALES CO.
Factory Sales Agents
42 Binford St. S. Boston, Mass.
BACK VIEW FLOOR
STANDARD WALL MODEL

MODEL

Note how the back
of every Sonochorde
Is protected against
possible injury.

Equlpped with heavy
eord and _decoratlye
tassol.

Price $27

A desizun of un-

usual distinction.

Price with cord
333

and from the day the proprietor purchased a
truck and started canvassing until the present
time outside selling has resulted in the bulk of
talking machine sales. To-day the accounts on
the books of this enterprising dealer are valued
at $60,000. Some time of each day is given over
to canvassing, especially in the outlying districts
within a radius of fifteen miles of the store.
How Farling Canvasses

Here is how Farling goes after business on
the outside. From two to four talking machines
are loaded on the t.uck, which is then driven
to a likely section of the city or its suburbs.
Each house in the district is visited and deals
and deliveries are made on the spot. Often the
truck drives to the store late in the afternoon
empty, all the instruments and records having
been disposed of.

Canvassing in this manner is the best way to
get rid of trade-ins, according to Farling, who
during the past year has moved in the neigh-
borhood of 100 old machines in this way. A
similar number of new Orthophonics has been
sold by the same route.

Selling Trade-ins

Usually when the truck is loaded with trade-
ins $10 or $15 worth of records are taken along
for each instrument. The sale of a machine
also includes these reco:ds, the down payvment
cove.ing the cost of the records. It is inter-
¢sting to note that the records also are the
old ones; thus Farling not only easily dis-
poses of all old machines at a fair profit, but
he keeps his record shelves clear of slow-mov-
ing and dead stock. Two thousand old rec-
ords have been sold from the truck during
the last twelve months.

Cauiion Reduces Credit Risk

Of course, extreme care must be exercised
in granting credit, especially when many sales
are made in poorer sections. Farling has
learned to judge the credit standing of pro-
spective customers by their answers to judi-
ciously put questions. He seldom makes a mis-
take, as is testified by the fact that he never
has lost an instrument, although he has been
compelled to repossess a number of them.

In order to facilitate payments each cus-
tomer is supplied with a folder, the two in-
side pages of which are divided into spaces
representing months of the year. Four light-
ruled lines divide each month into weeks.
Above this are name and address of the cus-
tomer, the type of instrument purchased, date,
amount of payment and whether the customer
has agreed to make payments on a weekly or
monthly basis. A card similarly ruled is made
out at the time of the sale and this is used when
making collections. If a customer for some rea-
son or another falls behind, Farling knows it
without going through his books. These cards
are filed in a box according to the date when
payment is due. If no payment is made the
card remains in the cubbyhole of the box and
next day Farling is advised of the delinquency
and proceeds to collect or find out why the
customer was unable (o pay.

On the back of this card s jotted down in-
formation that might be found useful in col-
lecting.  This data consists mainly of the oc-
cupation of the hcad of the house, when paid,
and other pertinent facts that arc considered of
importance Dby the credit department of the
slore.

Why Canvassing Pays

Canvassing pays in spite of the increased
cost of selling, according to Farling, because if
the proper methods are emploved sales volunie
is increased sufficiently to overcome the cost of
the campaign. Second, the dealer is thus able to

move merchandise in which he has an invest-
ment tied up and that might remain on the floor
of his store for a long period of time. Third,
during slack times canvassing keeps salesmen
busy when ordinarily they would not be mak-
ing sales. Obviously the percentage of overhead
expense increases as business decreases, there-
fore, if a dealer stages a canvassing drive dur-
ing a season when things are slow the cost
of the outside selling is minimized by increased
reventue.

Star of “Honeymoon Lane”
Is New Columbia Artist

Kate Smith, Newcomer to Broadway Ranks,
Has Proved One of the “Finds” of the Year
—Is Now Exclusive Columbia Star

Kate Smith, one of the latest additions to
the Columbia Phonograph Co.’s list of exclusive
artists, is one of the brightest of the stars in
“Honeymoon Lane.”

AMiss Smith was *“found” by Eddie Dowling,
entertaining at private affairs in \Washington,

= .

Kate Smith

D. C. He was so attracted by her performance
that she was immediately signed for “Honey-
moon Lane,” the play now running to capacity
houses in New York. Every performance finds
this young star out in front, “stopping the
show” with ler clever singing and dancing.

F. B. Connelly Co. Wins
Success With Carryolas

In Less Than Two Months Montana Carryola
Distributor Has Opened More Than One
Hundred Accounts and Secured Big Volume

BiuLincs, MoxNt., January 4.—Just sixty days
ago the F. B. Connelly Co., of this city and
Great Falls, Mont, was appointed a Carryola
jobber for this section.

In that short period this firm has developed
a portable business that is indeed remarkable.
Starting from scratch, it has interested more
than one hundred live retail accounts.

Don Leopold, sales-promotion manager of
the Carryola Co., with whom the F. B. Connelly
Co. originally contracted, is extravagant in his
praise for this distribntor. He states that the
Conuelly Co. is one of the most aggressive
and dynamic concerns that he bas known in his
seven years of contaet in this industry. K. A.
Connelly is the guiding genius of the opcration
and he is a merchandiser of the most practical
tvpe. MHis company has been established for
many years, first in the automotive Dbusiness
and then in the capacity of radio wholesalers.
The success of the Counelly Co. may well be
attributed to its eonstructive policy of dealer
development. e
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Reproduction of this ad will appear in over 50 Metropolitan Newspapers
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$1000:20 Cas

f or a Name " E

You are Eligible for this Generous Prize.

SIMPLY SEND A SUGGESTION FOR A NEW NAME AND
SLOGAN FOR THE MAJESTIC “B” CURRENT SUPPLY.

Contestants are to suggest an im-
provement for the words:

‘B~Current Supply"”

I
retaining the name “Majestic,” to- |
gether with a slogan and a short |
letter telling why the name and
slogan offered are regarded as
appropriate.
Characteristics of Majestic “B” Current
Supply (helpful in originating a name): |
Present Slogan . . . . “Delivers purc |
directcurrentfrom yourlightsocket.”
BetterRadio Reception . . . No hum. |
Superior to any source of radio power.

Dependability . .. Maximum and un-
varying power always available.

Flexibility ..... Voltage adjustable
to meet varying conditions on any
radio set.

.Durability e 0 o0 o0 NO aCidS or liqUidS. ’

Economy .... Low cost and best form
-+ of “B” power.

Contestants will find radio dealers ready
and willing to aid inoriginating anameand
Jlslogan by showing the MAJESTIC ¢B” Cur-
rent Supply and giving a demonstration

In case of a tie, each of the tieing contestants will receive $1000—the full amount
of the prize. Contest closes at midnight January 29,1927. Award of judges will be
published in this paper about February 15. Address all letters to Contest Manager

‘S S SSESESEEEEEEESSSSEEENENSSESESEEEEEEESR
G R I G S B Y‘ : CONTEST MANAGER, care of (Use this form or one similar)
G RUN OW . Grigsby-Grunow-Hinds Co., 4584 Armitage Ave., Chicago, 1iI.
o
U i AJEST
HINDS CO e I submit for name MA]J 1C
= . a For slogan
|
4584 ARMITAGE AVE. s My name
=
CHICAGO, ILL. L} gaddgess (If desired. attach explanatory letter)
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Distributors

of
SONOTA
New Reproducing Sonora
Phonographs . . . Model C

Radio Receiving Set . . .
Highboys ... and Speakers

The Artophone Corporation,

1622 Pine Street,
St. Louis, Mo.

Baltimore Phono. Dist. Co.,

422 N. Howard Street,
Baltimore, Md.

Barker Wholesale Company,

Barker Bullding,
Los Angeles, Calif.

J. H. Burke Company,

221 Columbus Avenue,
Boston, Mass.

Doerr, Andrews & Doerr,

Minneapolls, Minn,

Glbson-8Snow Co., Inc,,

Syracuse, N. Y.

Greater Clty Phono. Co., Inc.,

768 Fifth Avenue,
New York, N. Y,

Hassler Toxas Co.,

2218 Commerce Street,
Dallas, Texas.

Eohler Distributing Co.,

63 Minna Street,
San Francisco, Cal.

McPhllben-Keator, Inc.,

88 Thirty-fourth Street,
Brooklyn, N. Y.

Moore-Bird & Company,

1720 Wazee Street,
Denver, Colo.

Pennsylvania Phono. Dist. Co.,

1015 Chestnut Street,
Philadelphia, Pa.

917 Wabash Bullding,
Pittsburgh, Pa.

1747 Chester Avenue,
Cleveland, Ohlo.

James XK. Polk, Imnec.,

181 Whitehall Street,
Atlanta, Ga.

811 W. Broad Street,
Richmond, Va.

Rellance Battery Products Co.,

2211 So. Eilghth Street,
Council Bluffs, Iowa.

C. A. Rlichards, Inc.,

100 E. 45th Street, New York, N. Y.
Canadlan & Export Distributors.

C. D. 8mith Drug Oo.,

St. Joseph, Mo.

Sterling Roll and Record Oo.,

137 W, ¥ourth Street, Cincinnati, O.

Strevell-Paterson Hardware Qo.,

Salt Lake City, Utah.

The Tay Bales Company,

231 N. Wells Street,
Chicago, Iil.

¥nhr-Lange, Inc.,

Mliwaukee, Wis.
442 E. Lafayette Avenue,
Detroit, Mich.
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Announce the Electrobeam
Gennett Recording Process

Starr Piano Co., Richmond, Ind., Makes Public
Process of Recording That Is Based on En-
tirely New Principle of Recording

The Starr Piano Co., Richmond, Ind., has
just announced to the trade a new process of
recording which will be designated as the
Electrobeam Gennett. This new process em-
bodies several distinctive characteristics in
connection with electrical development, and
was perfected by a staff of experienced elec-
trical experts working in conjunction with the
¢ngineers of the General Electric Co.’s labora-
tories. It is stated that the Electrobeam
Gennett is based on a new recording principle.

Charles Beisel, controller of sales for the
record division of the Starr Piano Co., during
a recent visit to New York commented as
follows upon the new recordings: “We feel
that 1n our Electrobeam Gennett we are pro-
ducing a record whose approach to perfection
is an outstanding achievement of this industry.
The most striking characteristics of this new
principle of recording are the exceptional vol-
ume secured without a trace of blast or harsh-
ness and the rich quality of tone, combined
with a bell-like resonance. The secret of this
lies in a process of tonal modulation, which
our engineers have perfected after more than
a year’s research. We are also using the finest
quality of stock that can be secured.

“In conjunction with our new Electrobeam
Gennett recordings, we have inaugurated a new
sales plan, which will be announced in detail
shortly by Fred D. Wiggins, directing head of
the record division. This plan will enable dis-
tributors to do away with the bugaboo of dead
stock and at the same time realize a wider
margin of profit through certain arrangements
which we will set forth in detail in the near
future. We have always contended that, in
line with the tremendous development of sound
production, there should be a method of sales
distribution which would enable the distributor
to have a large enough margin of profit for
the exploitation of his industry along lucrative
and permanently profitable lines.”

Powel Crosley, Jr., Heads
the De Forest Radio Co.

(Continued from page 3)

De Forest Radio Co.,” said Mr. Crosley while
in New York. “I have always believed that
the name De Forest and certain other rights
of the company could be made of great value.

“After giving considerable study to the mat-
ter, and at the request 'of a large number of
stockholders, I have entered into an agreement
for the operation and management of the com-
pany, with the intent to develop its business
and to enable it to occupy the position in the
radio field to which its name and other rights
entitle it.”

The De Forest Company will still maintain
its name, according to Mr. Crosley, and not
change or submerge its identity in any way.

As compensation for his work and for the
money advanced, Mr. Crosley will receive 3
per ceut of commission on the first $3,000,000
of aunual net sales and 1% per cent on the
net annual salcs over that amount. The 39,000
shares of treasury stock which Mr. Crosley
received will be placed iu cscrow in a Cincin-
nati bank until the stock earus $1.50 pcr share,
when they will bccome his property.

The De Forest Radio Co. is one of the
pioneers of the radio industry and the name
De Forest is known whercver wirelcss has pene-
trated. Mr. Crosley purchased the Canadian
De Forest company and also, during tlie past
vear, purchased thc Amcrican Radio & Research
Co., of Medford Hills, Mass., bettcr known as
the Amrad plant and broadcasting station.
Futurc plans for the Dc Forest Radio Co. have
uot yct been annonnced by Mr. Crosley.

Blackman Distributing Co.,

Inc., New Name of Firm

Famous New York Wholesaler Changed Name
From Blackman Talking Machine Co. on
January 1—Factor in Trade Development

In keeping with the diversification of its pres-
ent line of distribution, the Blackman Talking
Machine Co., Inc.,, New York, one of the fore-
most wholesalers in the country, changed its
name, on January 1, 1927, to the Blackman Dis-
tributing Co.,, Inc. J. Newcomb Blackman,
president of the company and for many years
a foremost factor in all constructive develop-

J. Newcomb Blackman

ments pertaining to the music industry, an-
nounced the change in name, advising the trade
at the same time that the new corporate title in-
volved no change in ownership or management.
The company’s sales policy will continue un-
altered except as its increased business will
make for improved service.

The Blackman Distributing Co., Inc. is one
of the pioneer Victor distributors of the coun-
try and has attained phenomenal success in the
distribution of Victor merchandise. About two
vears ago the company became a distributor of
radio products and during this brief period
has won recognition as one of the outstanding
successes in the wholesale radio industry. The
radio lines distributed by the Blackman Dis-
tributing Co., Inc., include several well-known
and popular radio receivers; a complete line of
radio accessories and RCA Radiotrons. Among
the other products distributed by the company
are Eveready flashlights and Pathex cameras
and projectors.

J. Newcomb Blackman, president and
treasurer of the company, has not only been ac-
tive for over twenty years in the music indus-
try, but has been a leader in many civic and in-
dustrial organizations. Claude L. Johnston,
vice-president and gcneral manager of the com-
pany, has won the esteem and friendship of
Blackman dealers everywhere through his ex-
ceptional merchandising knowledge and his un-
tiring efforts to co-operate with the dealers in
their sales activities.

“The Radiotrons” on the Air

A new radio broadcast feature, “The Radio-
trons,” was rcccutly introduced to thic audicnuce
of thic air from Station \WJZ, New York, and
three stations of thc National Broadcasting
Co.’s “Bluc” nctwork, WBZ, KDKA and KY\V,
This will bec a rcgular wcekly broadcast on
Thursday evenings from the stations mentioued.
The Radiotrons comprise a group of popular
air entcrtainers, including the well-known Shan-
non Quartet. A wide rangc of wvocal and
instrumecutal solo and enscmble entertainment
is included in RCA's plans for this new broad-
cast feature.
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- “This Advertisement Appears in THE

-~ STwo things every

CZUhZCb is the best of the new and entively different
reproducing instruments that have succeeded
the phonograph? Which is best in tone, in
range, in volume, in beauty of design, in per-
fection of finish? Find out! Hear them!
Compare! Make sure!

Viva-tonal Columbia.

Model 810 .- . $300 —
{ Decorated Brown Mahogany.)
i F olumpla

( TonA-To"n_e Walnut.)

: = The true successor to the
Phonograph is the new
Viva-tonal Columbia

No other reproduced music has been or
can be just like that which may be yours
& through the possession of a Viva-tonal
Columbia. Examine it as a piece of fine
cabinet workmanship m mahogany or
walnut. Then hear1t! Hear 1t as a marvel
of modern invention, ready as if by magic
to summon at your bidding, in full-
throated tone, mn undistorted naturalness
from the highest soprano down to the
deepest bass, in hitherto unimagined color,
brilliance and clarity, all the beauty of all
the music of all the world—

Like life
itself

Viva-tonal Columbia Model 61{—3115. (Dec~
orated Walnut.) Model 601—5$90. (Two-Tone

Piva-tonal Columbia Model 650=3150. (Rich
g Brown Makorany.)

Hf.uvn Walnut,)

ALL THE BEAUTY OF ALL THE

e e e e st
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pody wants to know/

= = C’ZUhZCb are the best records, recorded the new way—

electrically >— best in richness and natural-

! ness of vocal and instrumental tone repro-
, duction, best in smooth, scratchless surface,
: best in volume, clarity, brilliance ? Find out!
R Hear them! Compare!
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Columbia

The one greatest advance in the recording art in twenty years has been achieved in

Electrical Process

Columbia New Process Records (Vz'va-to;&l Reco.r—d;;zg)

The epoch-making electrical process of recording used in Columbia New Process Records is offered
to the public by the Columbia Phonograph Company through arrangement with the

Western Electric Company

i

Would you like to add regularly to
your permanent record library, to be
played as often as you like, the im-
mortal works of such great composers
as Beethoven, Schubert, César Franck,
Tschaikowsky, Berlioz and others?
Columbia offers complete album Mas-
terworks sets by the London Sym-
phony Orchestra, the New Queen’s
Hall Orchestra and others. Also vocal
and instrumental records by such Celeb-
rity soloists as Hackett, Kurenko, Alsen,
Stracciari, Lindi, Mardones, Graveure,
Grainger, Friedman, Seidel, Salmond,
and many others.

Columbia New Process Records bring
you the earliest releases of dance and
vocal hits, many recorded exclusively
for Columbia by such orchestras as
those of Ted Lewis, Paul Ash, l.eo
Reisman, Harry Reser, Fred Rich,
Paul Specht, Art Kahn, Clicquot Club
Eskimos, Ipana Troubadours and many
others. Also instrumentals and vocals
by such artists as the Whispering
Pianist (Art Gillham), The Singing
Sophomores, Kitty O’Connor (The
Girl Baritone), lFord & Glenn, Rudy
Wiedoeft (Saxophonist), Ruth Etting,
and others.

Ask your dealer or send direct for complete monthly catalog-list of recent Columbia records

Columbia Phonograph Company, 1819 Broadway, New York
Canada: Columbia Phonograph Company, Lid., Toronto
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T 1s evident, from all indications,
that 1927 will be the banner
year for the phonograph and

record trade—still better, even, than

1926.

This upward swing towards re-
newed trade activity finds Columbia
fullv ready.

The dealer who makes the Viva-
tonal Columbia and Columbia New
Process Records his outstanding
features. offers his customers musical
merchandise whose quality 1s imme-
diatelv recognized. For manv 1t will
be a great Columbia year. Will vou
share 1t, too’

COLUMBIA PHONOGRAPH COMPANY
1819 Broadway New York
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Crosley l*ox eign Sdles
Show Material Increase

Sales Made Through Export Department Have
Increased Five Times Within One Year—
Japan and Australia Are the Biggest Buyers

CincinNari, O., January 6—An indication of
the increasing interest in radio in foreign coun-
tries 1s given by statistics compiled by C. J.
Hopkins, export manager of the Crosley Radio
Corp. Within one year sales of radio sets
through the export department have increased
five times. While this may be accounted for to
somme extent by intensive sales effort, Mr. Hop-
kins believes it to be conclusive evidence ot
the spread of radio enthusiasm in far-away
lands.

He lists forty-seven eountries as active mar-
kets for radio products manufactured in the
United States. Of these, he finds Japan and
Australia to be the biggest buyers. Sales to
several countries, such as England, were cur-
tailed by patent conditions or local legal
restrictions imposed on the use of radio equip-
ment. In general, however, the best radio
markets were found to correspond closely to
the best markets for musieal instruments and
automobiles.

Even the far corners of the earth have their
radio fans. A number of sets were shipped to
such far-away places as Greenland and South
Africa. Other out-of-the-way places which
purchased their share of radio equipment were
Burmah, Alaska, Hawaii, Philippine Islands,
Cape Verde Islands and Salvador.

F. A. D. Andrea Employes
Share in Holiday Bonus

Fifteen Hundred Employes Share in Prosperity
of Neutrodyne Radio Manufaeturer

Fifteen hundred employes of F. A. D. Andrea,
Ine., and allied companies shared in the pros-
perity of Fada radio at Christinas. Frank A
D. Andrea, president of the Fada organization,
distributed a special bonus to all employes
based on production figures, which were ad-
mitted to be the highest in the history of Fada
radio. Fada reptesentatives in many foreign
countries participated in this -holiday bonus for
the third successive year.

“Nothing has given me more pleasure than
the sharing of our earnings with those who
have worked with me,” said Mr. Andrea. “In
radio the real suecesses are those companies
that did not try to swallow tlie earth in a
single gulp. We are proud of having started
out in a small way and of having grown upon
tlie solid foundation of quality apparatus, sound
production and merchandising methods, and
discounted bills.”

Pacific Radio Trade Ass’n
Holds Enthusiastic Meeting

SanN FRANCISCO, CaL., January 4.—"Loose credit,
that is, small down payments and long-term
credit in any form of merchandising, results in
loss to the dealer and the fizance company,”
said H. E. Clark, vice-president of the Mer-
cantile Trust Co., of San Fraucisco, in au ade
dress on the -subject of “Installment Selling,”
given before the last meceting of the Pacific
Radio Trade Association.

The meeting, one of the, best attended and -
yet held by .the
radio dealers,

most enthusiastie meetings
association, was attended by
agents and jobbers of San Francisco, northern
and central California. - . .

Continuing, Mr. Clark, who is a recagnized.
authority on credits, said,
not insurance even though many business men,
seem to think so.

not be based on the law of averages.” In elos-

“Credit extension is

Experienee has taught us,
that eredit to individnals, uplike insurange, ean-.

THE TALKING MACHINE WORLD

ing, Jhe pointed out the danger of contracts in
which the period of time i1s too long, and the
down payment too small, and urged the dealer
to take ample precautions as to his eustomer’s
finaneial standing before extending credit.

Ernest Ingold, president, outlined some of
the plans which the Association has under way.
FForemost among these i1s the campaign to elimi
nate interference.

Harry Reser and Eskimos
Renew Columbia Contract

Harry Reser and His Cliquot Club Eskimos
have renewed their contract with the Columbia
Phonograph Co. and will continue to make rec-
ords exclusively for that company. This dance
orchestra, which broadcasts over the WEAF
chain and also plays at the Knickerbocker Grill,
has become oune of the most popular organiza-
tions in the country. Reser’s records have been
well up among the best sellers for some time,
according to reports.
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Carryola Executives Make
Important Trade Trip

Don T. Allen and H. D. Leopold, Officials of
the Carryola Co. of Ameriea, Hold Confer-
ences With Eastern Representatives

MiLwAUKEE, Wis., January 3-—Don T. Allen,
vice-president of the Carryola Co. of America,
and H. D. Leopold, advertising and sales-
promotion manager of the company, have just
returned to Milwaukee after a very strenuous
and important business trip to the East.

During the time they spent in New York and
Philadelphia conferenees were held with all
other [Eastern representatives and supply
sourccs in this part of the eountry. A number
of excellent 1927 arrangements were developed,
it is said, which will be anncuneed later.

One interesting sidelight announced is the
fact that Carryola plans for the East have
been broadened in such a way that a volume
of business in this section, at least 60 per cent
in excess of the 1926 figure, is expeeted.

territory

loop alone. List Price,

3 o N.“. S
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, 693 BROADWAY
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erte for name of
our distributor in your

SOME very desirable territory is still open.
exclusive representation and a dealer franchise.

Our line includes a sufficiently wide price range to meet
all requirements of a high-class dealer.

Brle_s'Sy-,S_tralght Nine, giving great sensitivity and distance on
in handsome figure mahogany
cabinet, without accessories .. ...

Priess Stralght Eight, especially adapted for rural localitics
(thezseps"ttlon of last season) will continue to be made to
comply with dealer demand List Price, with accessories

STMGHT%- NINE

. Priess Radios are. nauonally advertised.,
- Full znformauon on request.

»:PR'U'é'ss 'RADIO CORPORATION
NEW YORK

PRIESS STRAIGHT NINE
T.ist Price without accessories $195 OO

' We have a most unusual
opportunity for the right man

We give

195
*175

......................

Console Model, $335
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Money-h_iaking

Suggestions

for Ambi_tion_ns Merchants

Tie-up With Better-Class Radio Concerts to Sell Sets and Records—Co-operate With Schools to
Sell Instruments—Has the Customer A-C or D-C Current?—Other Suggestions

\With a new series of Victor radio concerts
in progress, the first one having been heard
by many thousands on January 1, Victor dealers
throughout the country should avail themselves
of the opportunity of making a dual tic-up and
utilizing these concerts to stimulate both the
radio and record departments. In order to
cffect a tie-up with the first of the concerts

Landay Hall, New York, had an attractive sign:

in the window, stating that a radio purchased
within a certain period would be delivered and
installed in time for the purchaser to listen
to the Victor concert, at whick the following
artists would sing. Then followed a list of the
artists who would participate. On the floor
of the window grouped about the sign were
tframed photographs of John McCormack, tenor;
Rosa Ponselle, soprano; Alfred Cortot, pianist,
and Mischa Elman, violinist, the featured
artists of the first of the new series of Victor
concerts. Dealers might give a thought to this
and all other concerts of merit and use them
as arguments for the purchase of a radio re-
ceiver, for after all it is the entertainment that
is received rather than the set which governs
the purchase, and with the quality of radio pro-
grams on the upgrade, more emphasis can be
placed on them by dealers, to their ultimate
profit.

$ $8 8% 8% %S

The public schools as prospective customers
for the new talking machines and records
should prove profitable to the dealer who is
willing to co-operate with the school author-
ities. It often happens that the principal of a
school is more than willing to purchase an
instrument and a large stock of records for
the education and entertainment of pupils, but
the necessary funds are lacking and the budget
prepared by the civic authorities provides for
no such outlay of money. There are a number
of methods by which the money can be raised
and the enterprising dealer will find that the
necessary co-operation will in most cases be
forthcoming from those interested. A Brook-
lyn, N. Y. talking machine dealer has for
years past been working in close harmony with
the principals and music supervisors of several
.chools in his vicinity and has profited greatly
thereby through the sale of sewveral Ortho-
phonic Victrolas, a number of portables and a
large number of records. This dealer has raised

the money through which the schools made
their purchases by working with Mothers’
Clubs, which are organized in some schools
and conduct social cvents such as card parties
and cake sales at intervals, to which a small
admission is charged, the money going toward
the purchase of the instrument. In other cases,
where no such organization exists, an enter-
tainment is prepared with the assistance of the
prineipal and an hour or so of thc school time
is given over to the event. The children pay
an admission fee of about twenty-five cents,
and as a great part of the entertainment con-
sists of selections played by the Orthophonic,
together with songs and recitations by talented
pupils and volunteer entertainers, the entire
proceeds go to the purchase of the instrument.
Another fcature of this type of sale is that
repeat sales of records are steady and large,
and good will toward the dealer’s establish-
ment is built with the teachers and pupils of
the schools.

$ $ %3888

\With the general tendency of radio buyers
and radio owners toward the electrification of
receivers it would be well for dealers who are
located in a city or section where residences
are equipped with both alternating and direct
current to ascertain, insofar as it is possible,
which sections have houses wired with alternat-
ing current and which with direct. In some
cases homes within a block of each other have
different currents. Should it be impossible for
the dealer to learn with certainty which of
the currents a residence is supplied with, he
should at least have the telephone and ex-
tension numbers of the utility companies
where the information can be secured, and
assist the customer in this way to discover
whether to purchase a battery-equipped set or
one which will operate from the light socket
without the addition of costly accessories.

$ $3 35888

An interesting variation of the usual method
of emploving testimonials as aids in stimulating
sales was recently made by D. I. Drucker, of
the sales staff of the Day-Fan Electric Co.,
of Dayton, O. Briefly summed up, it is this:
Get a number of sheets of paper—about three
feet high and a couple of feet wide, and hang
them on the wall of the store or on an easel

THE PIERSON COMPANY, 836 Cedar Street,

Without
Question

America’s
Finest

RADIO
CABINETS

New Catalog
for Season
1926-1927

Just Off Press

Write Today

Unless You Have a
Few of These High-
Grade, Quality Cabi-
nets on Your Sales
Floor You Cannot
Serve Your Good
Customers.
Cobinets for Every Pur-

pose—Theree Complete
Lines

ROCKFORD, ILL.

MICA
DIAPHRAGMS

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

INTERNATIONAL MICA CO.

Batas®sss PHILADELPHIA, PA. fussse. Phila.

When a satisfied customer comes into the
store and speaks words of praise concerning
the set he purchased, give him a piece of
crayon and have him write his praise on the
sheet of paper and sign his name. You can
go over to the testimonial sheets and say to a
prospect: ‘“Look these over. Here are some
of the things the people right here in town
have to say concerning the set you intend
purchasing.” The sheets can also be used as
window displays and it is safe to say that
passersby will flock to see what their neighbors
arc saving regarding their radio receivers.

$ $ %8888

The manager of the record department in a
New York music store, which carries the
Columbia line of Viva-tonal phonographs and
New Process records, some months ago visited
the record managers of several nearby stores
which did not carry the Columbia line and

arranged with them to refer to her all inquiries

for Columbia recordings should the inquirer
be insistent upon securing the Columbia rendi-
tion of a selection. She in turn promised to
refer inquiries at her department for makes of
records which she did not handle to those who
performed the service for her. By checking
up this enterprising young lady found that
several hundred dollars’ worth of record sales
have been made through this method.

$ $ 8% % 38 88

Some time ago at a meeting of talking ma-
chine dealers a distributor’s representative
spoke on the advisability of dealers studying
the musical tastes of their record customers
and sending them notice of the releases in
which they would most probably be interested,
rather than listings of all types of recordings.
That this thought has merit is proved by the
experience of a New York dealer, who has
gone a step further than that advocated by
the speaker and keeps a card file of the pur-
chasers of album sets of records, particularly
the Columbia series of Xasterworks record-
ings, and upon the issuance of each new set
sends to his customers a personal letter telling
of the new records, with a brief description of
the artists who make the records and the
composition which is recorded. The result of
this service is a repeat business of nice pro-
portions, as the personal touch tends to keep
the customers cbming to the same store, rather
than buying the desired records at any other
establishment.

$ $3 88 8% 8

One of the most effective aids to a display
ol band instruments is the proper use of spot-
lights in wall cases in interior store displays.
The polished metals of the various instruments
are in themmselves eye-arresting, but the full
value and evc-appeal of the various instruments
are not shown at their best when the showcase
is located in a position which has not the full
advautage of natural light, and in cases where
artificial lights arc cmployved spotlights will
bring forth the full beauty of the line being
shown. Anything the dealer can do to attract
attention to the lines he handles, of course, is
certain to have a favorable effect on sales and
the intelligent use of spotlights on instruments
makes thcm stand out sharply and brings them
more forcibly to the attention of prospective
customers.
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The New Balkite Charger

MODEL J. Has two charging rates. A
low trickle charge rate and a high rate
for rapid charging and heavy duty usc.
Can thus be used either as a trickle or
as a high rate charger and combines
theiradvantages. Noiseless. Large
watercapacity. Visible electrolyte level.
Rates: with 6-volt battery, 2.5 and .5
ampcres; with 4-volt battery, .8 and .2
ampere. Special model for 25-40 cycles
with 1.5 amperes high rate. Pricc
$19.50. West of Rockies $20.(In Can-
ada $27.50.)

Balkite Trickle Charger

MODEL K. For those who require a
charger of limited capacity only. Can
be lefton continuous or trickle charge,
thus automatically keeping the battery
atfull power. Convertsthe ‘A’ battery
into a light socket ‘“A” power supply.
Charging rate about.5 ampere. Over
300,000 in use. Price $10. West of
Rockies $10.50. (In Canada, $15.)

Three New Balkite “B’’s

Balkite ‘“‘B” eliminates “‘B’’ batteries
and supplies*‘B”’ current from thelight
socket. Noiseless. Permanent. Em-
ploys no tubes and requires no replace-
ments. Three new models. The new
popular priced Balkite “B’-W at
$27.50 for sets of S tubes or less re-
quiring 67 to 90 volts. Balkite ‘‘B"’-X,
for sets of 8 tubes or less; capacity
30 milliamperes at 135 volts—$42.
Balkite “B".Y, for any radio set; capac-
ity 40 milliamperes at 150 volts—$69.
(In Canada®“B’*-W $39;“B"”-X $59.50;
“B".Y $96.)

Balkite Combination
When connected to the “A’ battery
this new Balkite Combination Radio
Unit supplies automatic power to both
“A” and “B” circuits. Controlled by
the filament switch on your set. Entire-
ly automatic in operation. Can be put
either nearthe setorin a remote loca-
tion. Will serve any set now using
either 4 or 6-volt ““A” batteries and re-
qQuiring not more than 30 milliamperes
at 135 volts of “B” current—practically
all sets of up to 8 tubes. Price $59.50.
(In Canada $83.)

All Balkite Radio Power Units
operate from 110-120 volt AC
current with models for both
60 and 5O cycles. The new
Balkite Charger is also made
in a special model for 25-40
cycles.

=
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Now push
the line that sells

after January 1st

Balkite sales dum’ng the
1925-26 season were 15% greater
after than before January 1st

You know from your own experience in past seasons that most
radio lines do not sell as well after January 1st as before. You
also know that to maintain the greatest possible volume of
sales during the coming months you must push the lines that
sell after January 1st.

Balkite is one of those lines. You have the proof in this
fact: The sales of Balkite Radio Power Units during the 1925-
26 season were 15% greater after January 1st than they were
up to January 1st.

Such a record is to be expected. Every sale of a radio set
creates a new Balkite prospect. In many cases a Balkite sale is
made at the same time. But in many more the sale follows a
month or two later. That is why Balkite sales continue to
mount after the peak of the selling season for sets is over,
That is why Balkite is one of the lines you ought to push now.
Jobbers and dealers who concentrated their efforts last year
on a few live lines secured a much larger volume of sales than
those who scattered their efiforts on many items, most of
which were practically unsaleable at this time of year.

When you push Balkite you profit by Balkite broadcasting
and by one of the greatest advertising campaigns in radio.
This campaign goes right on after January Ist. It is behind
you when it can do you the most good.

This is the greatest of all seasons for light socket radio
power devices. Make the maximum profit out of this demand
by pushing Balkite, the standard line in the field.

FANSTEEL PRODUCTS COMPANY, INC,, North Chicago, 1/l.

FANSTEE

Balkite

‘Radio Power Units

s
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THE BALKITE LINE OF ELECTROLYTIC DEVICES IS PROTECTED BY é ..... % EDGAR W. ENGLE U. S. REISSUE PATENT NO. 16,438, DATED OCT. 12, 1926



_THE TALKING MACHINE WORLD

Jaxuary 15, 1927

1There Is a Big Market

By V. S. Martin

No, I never =old a record or a talking ma-
chine ut may I not have a bright idea, just
the same*® I have bought a great many records,
vou know, n mention a large Victrola and
a small mode 1e twins. And it is about the
Iw and t nstrument I bought for them I

want to tell you.

ust now there is so much ado in the educa-
tional world about the “neglected age,” the pre-
~chool age, the two-to-schooltime age, that the
spotlight is now turned as never before on ways
to educate and amuse at the same time the wee
ones who stav at home. My twins are barely
three. But they have been amused and edu-
cated surprisingly by the use, unsupervised, of
their $17.50 model, a keep-on-the-floor talking
machine.

They began to play it before they could talk.
To date, in two yvears, they have never broken
a large record (one did, during his toddling age,
lay six of the ten-cent variety under the living
room rug and Daddy carefully stepped on every
one before it occurred to him to lift the rug.

t—they would put evervthing under the
T ggs, anything. I did have to watch
that!)

They are normal children—not prodigies.
Wi thev can do any voungster can do. And
so, why not have an educational campaign dur-
ing that between-season lull with the idea of
selling the parents of the pre-school-age chil-
dren on the economy of the small talking ma-
chine for children. I use the word economy
advisedly, too, for we thought long before we
invested in one!

We wanted something that would give the
boys the most enjoyment for our money and at
the sa time teach them and amuse them. At
the time I expected to have to play it for them
tor a long t Figured I could sew between

, or put the thing on my kitchen table
while I washed dishes and prepared meals. I
did operate it. But it was not long before they
were demanding eagerly to run it for them-
-elves. I began by letting them put toys on the
di but I removed sound box first out of the
wayv of bumps. They put pieces of paper on and

FeCcord

watched them revolve. I gave them colored
discs of paper with holes in (educational, too,
as well as amusing).
on the table and
shrieked delightedly
They
races.

started it revolving and
when the blocks fell off.
put tiny autos on the turntable and had
The things they themselves thought of

It is good for retailers to get
the viewpoint of consumers
relative to the products they
sell. Many times the con-
sumer can give the dealer in-

formation that uncovers a
new field that may prove
worth exploiting. The ac-

companying article is of this
character, and, in addition to
pointing the way to increased
sales of small instruments by
indicating a new market, It
gives valuable sales tips.

to do with that revolving turntable surprised
even me.

But they wanted to “play it.” I tried them
out on ten or fifteen-cent records. To date they
have never broken the regular records that I

have had in the home for ten years and
very, very few have “nicks” in. (I have done
that now and then myself, havent yvou® One

can forgive a child for doing what we ourselves
do accidentally at times!) Not one record has
become annoving, however. for any damage
that wayv. And, of course, if they do fool with
the regulator it is instantly apparent and takes

but a few moments to adjust again to the
seventy-eight revolutions suggested.

Let me tell vou the records they favor. Do
vou wonder how they tell them apart? For

peace and freedom to do my work (after they

They piled their blocks-

For Profits and Radio Results

with

Weston Model 506 “Convertible”
Pin-Jack Voltmeter

A “PIN-JACK"” Voltmeter as shown at right
but with the additional unique feature—a
High Range Stand—which allows you to re-
move the voltmeter from the set, plug it into
the High Range Stand to get accurate infor-
mation on battery voltages or for making cir-
cuit tests, or locating grounds and faults.

WESTON

Instruments
TRY THEM YOURSELF

Weston Model 506 “Pin-Jack’’

Voltmeter

P LUGS directly into filan:ent “Pin-jacks”
now provided on Radiola, Victor. Bruns-
wick-Balke and Bosch sets. All other sets can
bz so equipped by installing pin-jacks which
accompany each instrument. Gives longer
tube life, best possible reproduction and elim-
inates 90% of the troubles of radio reception.

WESTON ELECTRICAL INSTRUMENT CORPORATION

190 Weston Avenue

1_'

RS STANDARD.'IHE JWAORLD. AYER__

)/ WESTON ©

Pioneers since /888 ,

Newark, N. J.

in Portables for Kiddies” Use

learned to operate it unsupervised) I began to
paste on the record near the hole little pictures
that would suggest that record to the child.
The “Nother Goose” rhymes were easy. I
drew a key for “The Key of C” (which they
love!) I clipped Toreador’s head for that rec-
ord. A sailor marks “Nancy Lee.” A rose marks
“Roses and Memories.” A sheep marks “Shep-
herd Show Me.” A bluebird marks that ex-
quisite group of songs by classical composers,
which they have memorized by constant repeti-
tion. A madonna marks “Sing Me to Sleep,”
because they think it a lullaby. A darkie’s head
marks the negro spirituals (and how the wee
lads do love those simple spirituals. They know
them by heart) 1 might go on indefinitely.
But the idea is enough. Each mother would find
wavs to mark the records in her collection.

And now a word about jazz. I have a few
instrumental records only. They readily dis-
tinguish and like very much the saxophone and
the rhythm of jazz. But—I do not want to make
this vear’s popular words permanent in the
kearts of children who are at their most im-
pressionable age. So, “Yes, .Sir, She's My
Baby” and similar ones are eliminated from our
collection—not because we object to them in
their place but because we could not keep them
in their place when the boys, three years of
age, have free access to the cabinet of records.

It iz a daily pleasure to me to hear them sing-
ing the best in musical poetry as they play, and
to see how thoroughly they respond to the best.
There 1s time enough later for the words of the
frequently reiterated jazz songs to be beaten
into their minds. So when there are words in
a record they are always words I am glad for
them to remember through life.

They enjoy the Victrola. And I enjoy it as 1
never enjoved it in the dayvs when I wished it
could be heard without my “winding” it. It is
played hours and hours daily and suggests many
games and plavs to the little chaps as well as
lifting my own thought above “dishes” and
vegetable-preparing and many of the less-liked
household duties.

Why not teach some children in yvour circle
the way to use a machine properly and then let
them demonstrate in yvour window or in the
store? They would think it fun. A child loves
to “help”, to be needed, to be important. And
let’s try to put more small talking machines
into homes—not for the sole desire of selling
put partly for the jov of broadening the lives
of the little ones.

Launch Ad Cafnpaign on
Eckharmonic Radio Line

Tlie first shot in a campaign conducted by the

IEckhardt Corp. of TIhiladelphia, Pa., in the
metropolitan tcrritory was fired in December
through the appearance of practically a full-

page ad in the New York Times on the Eck-
harmonic radio sct.  The advertisement was of
the co-operative type and in addition to an in-
teresting presentation of the mierits of the sct
over the signature of the Eckhardt Corp. ot
I’hiladelphia and its local representatives, Stud-
ner Commings Co.,, Ine, New York City, con-
tained a list of the Eckharmonic dcalers in the
metropolitan territory, as well as a number of

advertisements of local dealers.  Mectropolitan
dealers were introduced to the new Eckhar-

monic radio at a banquct at the Hotel Astor
which was reported a month or so ago. Walter
l.. lickhardt, president of the company, reports
that the Eckharmonic is proving very popular
in the metropolitan territory.
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cSILENT SMOTOR |
? E;AMILY
5 | !
MOTORS TONE ARMS REPRODUCERS
Made Right and Offered at Astonishing Prices
tl
A well-known and famous name guarantees
b the quality of Silent products. I
A proven record of manufacturing service
! protects the selling plans of our customers.
2 ) foig
A New Motor Priced Right
I Plays 5 full records, Costs less than any
has all of the famous five-record motor ever
Silent features. offered.
I
The single spring Silent motor has long been used
M -as standard equipment in the famous Carryola
Master. Kl
! Now located in our new home
7:-
® o ¢
Silent Motor Corporation
F . HERMAN SEGAL, President I
317-323 East 34th St. New York City
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B. SPILLANE, who for the past eleven years has

o been editor of The Talking Machine World. and
prior to that managing editor, has been elected Chairman
of the Board of Directors of Edward Lyman Bill, Inc., and
Chairman of the Editorial Board, composed of all the edi-
tors of the various Edward Lyman Bill. Inc., publications.

Mr. Spillane has been connected with the Edward Ly-
man Bill publications for the past thirty-three years, hav-
ing originally joined the organization as managing editor
of The Music Trade Review. Upon the death of the
founder of the business, Col. Edivard Lyman Bill, in 1916,
he became editor of The Music Trade Review and The
Talking Machine World, and when the present corporation
was formed about a year later he was elected director and
senior vice-president.

Mr. Spillane is succeeded as editor of The Talking Ma-
chine World by Raymond Bill, who on the passing of the
late Col. Bill became an official of the company. serving
in both editorial and advertising capacities. At the
formation of the present company he was elected a direc-
tor and second vice-president, and became associate editor
of The Talking Machine World and The Music Trade
Review. Four years ago he was elected treasurer of the
company. He also is a director and officer in all the di-
visional companies. During the past year he has been
editor of Building Investment and Maintenance.

Charles R. Tighe, who has bern assistant editor of The
Talking Machine World, has been made Managing Editor
of this publication. Mr. Tighe joined the organization
some six years ago, and was formerly associated with the
editorial department of Power, one of the McGraw-Hill
publications.

EDWARD LYMAN BILL. INC.

Business Outlook for Nineteen T wenty-seven

THE New Year is now with us, although it has not progressed
far enough to give any accurate indication as to what it holds
for the talking machine and radio industries in the matter of busi-
ness. Of course we find the confirmed pessimist who sees nothing
but trouble in the offing, and opposed to him is the overzealous
optimist who sees the industry arriving at its peak with each suc-
ceeding year. The balance is struck by the men who, being more
or less close students of the business situation and what it portends,
are content to keep to the middle road and confine their prophecies
regarding the trade outlook for the coming months to the facts as
they see them.

“Taking it all in all, 1927 appears to hold much promise for
the business man generally. The prosperity of the country con-
tinues undisturbed ; money is plentiful and so is employment. These
conditions in themselves are calculated to breed confidence, for,
although one industry or another may during the year suffer a tem-
porary slump, general business will be such as to encourage renewed
efforts to regain lost ground and to build up a satisfactory average
for the twelve months as a whole.

Where the purchasing power of the masses is maintained at
a high level, as it is in the United States at present, there is bound
to be a satisfactory volume of business, and it rests largely upon
the individual members of the industry as to just how much of
that prospective business they are able to capture for themselves.

Elsewhere in The World there are presented the views of
various prominent figures in the talking machine and radio trades
relative to the problems that are likely to face the retailer during
1927. 1t is the consensus of these opinions that although there is
every reason for optimism, and although the retailers will have
highly developed and improved mechanisms and greatly improved
means for the utilization of those mechanisms to offer the public,
there will still be a real need for intensive salesmanship. It will not
be simply a question of telling the public how good this talking
machine or that radio really is, but rather of convincing prospects
that they need that particular instrument in their homes far more
than they need some other article of home equipment or adornment.
The competition will not be within the trade itself so much as it
will be outside the industry, with thousands of new products of
various kinds seeking to capture the public’s dollars.

Several trade authorities are earnest in their belief that greater
thought should be given to the training of salesmen in the fields
they serve so that they may be better equipped to meet readily such
situations as are likely to develop. The ordertaker finds no more
place in the retail music field than he did before the new develop-
ments in phonographs and radio came to reawaken public interest.
The well-trained salesman will not only be able to handle the busi-
ness that is offered freely, but will be in an excellent position to
fight for business when that becomes necessary.

Strong selling will put the business on a new plane this year
and if the dealer can so conduct his campaign that the question wili
be one of getting stock rather than moving it, he will have that much
less cause for worry when things slacken up a bit. The business
that is done to-day is certain. That which may be done a month
or year from now is prospective in every sense of the word and of
little value as a bank asset.

Nation-wide Survey of Radio Servicing Methods

T is no unusual thing to meet a dealer who has made considerable

money in the talking machine business and who by proper use

of his talents has also been able to build up a very substantial vol-

ume of radio business, but who nevertheless will declare that he

has been disappointed in the profits realized on the latter because
of service costs,

In the face of improved radio apparatus that to all intents
and purposes is fool-proof and of the support given by manu-
facturers through the medium of service information and sugges-
tions there still are retailers who find, that, at the end of a given
period, their radio service costs have dug deeply into the profits on
sales and in some cases have eliminated profits entirely.

The truth of the matter is that all too few dealers have any
accurate knowledge as to the cost of servicing radio, or how that
cost can be kept within reasonable bounds, despite the fact that
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there are at present the experiences of several years in radio mer-
chandising on which to draw.

The Talking Machine World recently made a nation-wide survey
of radio servicing methods as followed by talking machine dealers,
and the returns were surprising, to say the least. A very large pro-
portion of the dealers interviewed were frank to say that they had
never figured out servicing costs, but had taken care of installations
and of adjustments and repairs as required, without giving thought
to whether the work was done economically or whether they or the
customer should stand the expense.

The situation is particularly disturbing for the reason that there
is little or no excuse for it, inasmuch as dealers in many sections
have taken their service costs as they figure other business totals
and have succeeded by the adoption of various methods either in re-
ducing service costs to a minimum, or in some cases making the
service department pay for itself and actually show a slight profit.

Ii the retailer can be brought to a realization of the fact that
cvery time the service man makes a visit, no matter how trivial the
cause, nor how short the time consumed, it means just that much
actual money taken from the profits—for everything that is added to
the selling cost of the instrument must be taken from the profits—
then he can set about remedying the situation and he need not work
in the dark in bringing about reforms.

In this issue of The Talking Machine World, and for sev-
eral succeeding months, there will be found articles of an authorita-
tive nature dealing directly with the radio servicing problem. These
articles are based upon the actual experiences of dealers and will
outline a variety of methods that have proved successful in cutting
service costs to a minimum and saving the profits of the business.
\Vith properly selected lines of standard merchandise and a deter-
mination to make money on radio despite competitors’ methods, there
is little need for free service beyond the original installation. Deal-
ers have found that paid service is possible if the customer is prop-
erly educated at the outset. To the dealer who finds the service
problem to be a millstone about his neck, The World survey should
prove invaluable.

Reaching Common Ground on Radio Legislation

ORD comes from \Washington to the effect that the confer-
ence committee of Congress has been giving earnest thought
to the drafting of a new radio bill that will iron out the differences
Letween the House and Senate as to the ideal measure and serve
to clear up a situation that is so embarrassing to broadcasters, the
radio industry generally and the public. Although the work of the
committee is being held more or less secret, it is hinted that there
is a leaning toward the \Vhite Bill, which is designed to place
power for regulating radio broadcasting in the hands of the Secre-
tary of Commerce. On the other hand, there are those who still
fold out for various provisions of the Senate’s Dill Bill, but it is
reported on good authority that both sides show an inclination to
talk compromise and that there is a strong likelihood of some satis-
factory measure being decided upon.
The news that Congress is really considering radio during the
present 'short session is encouraging to the industry, but this fact
should only serve to spur on the efforts that have been made and

are being made to insure some form of legislation that will clear up
the broadcast situation and grant the necessary relief. At its short
session Congress must naturally discard much proposed legislation
in favor of measures that are essential to the running of the Govern-
ment and with only six weeks left in which to secure action on a
radio measure, the members of the trade should increase their
¢fforts to secure the passage of necessary legislation. After ad-
ministration matters are taken care of, it is likely to be the legis-
lation that shows the most pressure behind it that will receive con-
sideration at this short session of Congress.

A Sales Practice That Hurts Retail Trade

URING the past few months legitimate radio retailers in sev-

eral localities have been aroused hy the tactics of salesmen,
representing companies or individuals, in offering to the employes
of various manufacturers in non-competitive lines, or to industrial
groups in such lines, the opportunity of buying complete radio
receiving outfits at prices far below those that must be asked by
the regular dealer.

The practice has been for the salesman to figure the cost of
the necessary accessories, including tubes, batteries and speakers,
cutting out much of the normal profit that would go to the whole-
saler and retailer in the ordinary course of business, and then of
fering the fully equipped outfits to various groups at a special price
with the proviso that a definite number of sales be guaranteed,
the number running from two to five hundred.

The bad effect of this practice is readily apparent, for in one
city alone, Toledo, it is stated that some seven hundred outfits
were sold to the employes of an automobile manufacturer, killing
just that many sales for the retailers of the city, and proving of
very little benefit to the manufacturer, for although he disposed
of that many outfits at a slight advance over his usual wholesale
price, he antagonized the trade and probably killed much more
future business.

If the manufacturer or his wholesaler is in such a position that
he sees fit to dump his products that is one thing, but if he intends
to stay in business and depend upon the retailer for the bulk of
his distribution then he is taking a very serious business risk for
a comparatively slight reward. One such instance serves to shake
the confidence of the dealers not only in the offending party but in
cther manufacturers in the same line. It replaces confidence with
a sense of insecurity.

Growth of Musical Appreciation

EMBERS of the talking machine trade and of the niusic in-

dustry generally should acclaim with enthusiasm the recent
statement issued by the Chamber of Commerce of Rochester, N. Y.,
to the effect that music should have a definite place in the family
budget. The attitude of the press and public towards the neces-
sity of music in the home has been radically revised within the past
few years, for as the musical appreciation of the nation has de-
veloped, has come the realization that a musical instrument is not
simply a piece of furniture, but has a distinct value of its own,
both from the educational and entertainment standpoints.

the Octacone Speaker.

periment with any other six speakers.

Pausin Engineering Company
727 Frelinghuysen Ave., Newark, N. J.

2E89VE

Here’s one good selling point to remember about
You can knock or drop it,
accidentally or otherwise, on a concrete floor if you
wish, and it still will reproduce just as clearly and
sweetly as it ever did. If you have your doubts as
to the value of this selling feature try the same ex-
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Licensed Under Frank E. Miller,
Patent Numbers 1,190,787, 1,220,669,
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Radio Service Builds Profits for Schott

Charge for Installation of Radio Sets Brings in $500 Revenue
Monthly—Sixteen Men Are Kept Busy by Live New York Retailer

Success in the retail radio business is the
reward for intelligently planning the sales pro-
motion campaign and handling the right lines,
according to S. 1.. Schott, who about a year ago
opened the talking machine-radio department in
the store of A. H Hearn & Son, in the Four-
teenth strect district of New York City. M.
Schott points to his own $500,000 business of
his first vear in business at that location as proof
that the above statement is based on facts.

Profit or Loss From Service
“The first step in reducing the overhead of
the retail radio department to the point where
there will be a profit, after sales volume has
been secured, of course,” said Mr. Schott, “is to
find ways and means of cutting service cost. Of
primary importance, therefore, are the lines
handled. The dealer who handles a standard
and meritorious product, as we do, has taken
the first step to making his service department
an asset instead of a liability. Second, indefinite
free service is so costly that no retailer can af-
ford to promise it to his customers and then
live up 1o the letter of his promise. Third, we
have found that in order to make a profit we
must make a charge for installation of all sets.
We give six months’ free service on radio scts
purchased from us.
$500 Per Month From Installations
“The revenue of the service department from
installations of sets averages a little over $500
per month. In addition, there is an income from
other service work, an important item of which
is sales of accessories to owners of radio sets.
“We have found that it pays to make service
calls. In the first place it is important to keep
customers satished. The loss of the trade of
the individual customer would not be so bad,
but the adverse advertising resulting from cus-
tomer dissatisfaction is something which no
dealer can fight. Then, too, if the right kind of
service men are employed considerable busi-
ness in replacements should accrue from service
calls. And I do not mean by this that the serv-
ice men should make a strong effort to sell.
They must merely explain to the customer the
necd of a new battery or tubes and the natural
thing for the customer to do is to ask that the
store send along the necessary items at the
first opportunity.
Educating the Customer

“Our scrvice men are experienced in radio
cenginecring. \When they examine and repair a
set they know what they are doing. Also at
the time the sct is installed in the home of a
custonier the scrvice man is given strict orders
uont to leave the house until the set has been

completely iustalled and at lcast four broad-

casting stations have heen logged. The service

man gives the customer from fifteen to twenty
minutes instruction in the operation of the set
This, alone, has

before he leaves the house.
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been a tremendous factor in making satisfied cus-
tomers and in reducing the necessity for serv-
ice. If people know how to operate their sets
and what the set will and will not do they will
not tinker with it. They will not blame the
receliver and the dealer as soon as something
does go wrong.
Life of Batteries
“We are careful to advise radio customers of
the probable life of the batteries, and where
storage batteries are part of the installation we
explain that the battery is not fully charged and
after a week of normal use a 48-hour charge
is neccssary; then at intervals of two wecks
for a short period it is advisable to recharge and
_after that charge only when necessarv, as made
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Trouble is seldom traced to the sets.
Sixteen Men Kept Busy

“We make a profit ou service. Sixteen ex-
perienced service men and a manager comprise
the department. In addition we have here in
the store as complete a testing laboratory as
can be found in any retail store in the city.
Our gzeneral charge for service consists of a
ntinimum charge of $200 for the call and
40 cents an hour for working time.

“As a result of our service policy
built up a surprising amount of good

" Promised for

batteries.

we have
will in a

yvear. \We have made sales that prove this con-
clusively. [n some cases as many as three
radio scts have been sold to niembers of a

__(Continued on page 27)
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Radio Service Builds
Profits for S. L. Schott

(Continued from page 26)
single family. Many times people come into the
store and ask for a set similar to one we had
sold to a friend and which was giving perfect
satisfaction.

“In this competitive market sales are made
on two counts: quality merchandise and serv-
ice. On the other hand, sales are lost because
of the lack of these two and for many other
reasons. There is the technical-minded sales-
man who talks himself into a sale and then
kills all prospect of getting the name on the
dotted line by not knowing when to stop talk-
ing, especially along technical lines. Radio is
no mystery and the salesman who makes a
mystery out of it and confuses the eustomer
should not be on the floor.”

Standard Radio Corp. to
Market New One-Tube Set

New Product Employs Two Dials and Operates
on Dry Cell and “B” Batteries—Company Has
Added Materially to Faetory Floor Spaee

WorCESTER, Mass., January 5.—The Standard
Radio Corp., of this city, through its vice-pres-
1dent and general manager, Ben W. Fink, has
announced that it will manufacture and market
this season an innovation in radio receivers—
a one-tube set employing the recently patented
Multi-Valve tube. The Standard Radio Corp. is
known as the manufacturer of the six-tube
Standardyne receiver and has entered into an
agreement with R. E. Emerson, of the Radval
Co., maker of the Multi-Valve tube, whereby
the Standard Radio Corp. has acquired exclusive
manufacturing and distributing rights. This new
one-tube set will employ two dials and a new
hookup and operates on four small dry cell bat-
teries and a “B” battery.

In order to take care of the demands for
this new set, the Standard Radio Corp. has
taken over the third floor in its factory build-
ing. Mr. Fink reports several department stores
have taken on the new set with exceptional
results, among, them being the Snellenburg
Store in Philadelphia, which reports phenomenal
sales. It is also announced that the Campbell
Steel & Iron Co., of St. Louis, has been appoint-
ed a distributor for the Standard Radio Corp.
reeeiving sets.

= 3 st

Hermann Thorens
Ste. Croix, Switzerland
M Manufacturer of Europe’s Most M
Celebrated Phonograph Motors
s 4
l| Great selection, [
playing up to ten
records.
Cor . . .:-
i Superior quality
at moderate prices
< "
& Sole Distributors for the U. S. A. M
THORENS, Inc.
450 Fourth Ave., New York |
.
0 - - - -t

X N, o _} AL

Jobber Reports Large In-
crease in Portable Sales

Aluminum Specialty Co., Carryola Distributor,
States That Sales for 1926 Show Increase of
More Than 60 Per Cent Over Other Years

Dareas, Tex, Janvary 4.—Alfred Lemaitre,
sales manager of the Aluminum Specialty Co.,
Carryola distributor here, has developed a re-
markable sales volume for 1926. His record
of accomplishment shows an increase in sales
of more than 60 per cent over any previous
year. This excellent showing is astonishing in
view of the slight depression which came to
his territory during the latter part of the year,
when eotton priees slumped.

However, Mr. Lemaitre stated that the Texas
trade situation is rapidly assuming a much more
favorable color. Business in the State during

‘the twelve months passed has shown an in-

crease far in excess of 1925, and every indication
points toward a_rapid trade movement during
the early part of the new year.

Mr. Lemaitre is one of the most aggres-
sive executives in the musie industry, and he
has surrounded himself with an organization
of thoroughly trained and eapable sales repre-
sentatives. His constructive plans have meant
mueh to the splendid development of portable
business in the South.

“Lincoln Program” to Be
Broadcast February 8

The Eveready Hour’s “Lincoln Program,”
with Edgar White Burrill in the role of nar-
rator, will again be broadcast on the evening
of Kebruary 8, according to an announcement
by the National Carbon Co., New York, spon-
sors of the famous Eveready Hour.

For two years this program has been a Lin-
coln’s Birthday feature of the Eveready Hour.
Each time it has met with tremendous favor
among radio listeners, according to the direc-
tors of the Eveready Hour, and numerous
requests have been sent in for its repetition.

Ellen O’Byrne De Witt Dies

Ellen O’'Byrne De Witt, head of the music
stores conducted in New York and Boston
under the name of E. O’Byrne De Witt & Sons,
died on Monday, December 21, after an illness
of several months. She was buried from her
home on Friday, December 24. The two music
stores, which specialize in Irish records, will be
continued by the sons of the deceased, James
and Justice De Witt.

Victor Record Posters

Victor talking machine dealers recently re-
ceived from the Victor Co. a series of three at-
traetive window and store posters printed in
colors and devoted to calling the publie’s at-
tention to “Victor’s Second Musical Sensation,”
the new Orthophonie Victor reeord.

Exclusive Columbia Artists

McMichens' Melody Men,
mountains of the South for their dance music,
have just been signed up exclusively by the
Columbia Phonograph . Co., Inc. Their first
record couples “l.et Me Call Youn Sweetheart”
and “Sweet Bunch of Daisies.”

New York Firm Chartered

Koenig & Koch, Glendale, N. Y. were re-
cently incorporated at Albany to deal in radio
apparatus with a capital stock of $5,000. The
incorporators are C. and M. Koech and A.
Koenig.
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famous in the

Complete List
of

Distributors

WALTER S. GRAY COMPANY
926 Midway Place, Los Angeles, Calif.

WALTER S. GRAY COMPANY
1054 Mission St., San Francisco, Calif.

PHONOLA CO., LTD., OF CANADA
Elmira, Ont., Canada

JAMES K. POLK, INC.
181 Whitehall St., Atlanta, Ga.

CONSOLIDATED TALKING MA-
CHINE COMPANY
227 W. Washington St., Chicago, IlL

JUNIUS HART PIANO HOUSE, LTD.
123 Carondelet St., New Orleans, La.

CONSOLIDATED TALKING MA-
CHINE COMPANY
2957 Gratiot Ave., Detroit, Mich.

CONSOLIDATED TALKING MA-
CHINE COMPANY
1424 Washington Ave. So.,
Minneapolis, Minn.

THE ARTOPHONE CORPORATION
1624 Pine St., St. Louis, Mo.

JROQUOIS SALES CORPORATION
210 Franklin St., Buffalo, N. Y.

OKEH PHONOGRAPH CORP.,
(New York Distributing Division)
15 W. 18th St., New York City

STERLING ROLL AND RECORD
COMPANY
137 W. 4th St., Cincinnati, Ohio

IDEAL PHONO-PARTS CO.
1231 Superior Ave., Cleveland, Ohio

L. D. HEATER
46914 Washington St., Portland, Ore.

EVERYBODY’S TALKING MACHINE
COMPANY
810 Arch St., Philadelphia, Pa.

JAMES K. POLK, INC.
1315 Young St., Dallas, Texas

JAMES K. POLK, INC.
811 West Broad St.,, Richmond, Va. -
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Creating Proper Atmosphere in Store
Eliminates Evil of Home Demonstrations

Conkey Co. Brings “Home” Effect Into the Store and Does Away With the Necessity of Leav-
ing Sets in Prospects’ Homes—Big Percentage of Sales on Cash Basis

Many radio prospects seem thoroughly “sold”
on the idea that they cannot accurately judge
the reproducing qualities of a radio set unless
it is demonstrated right in their homes, with
the home atmosphere, and the home environ-
ment. All of which means more trouble, more
expense and more worry for the radio dealer.
He feels that he must not ovcrlook any bets,
and since so many people demand home demon-
strations, and a lot of them expect to have a set
left on trial, for days, perhaps, it keeps the
majority of dealers in a quandary as to how to
meet the situation.

Complexity is added to the problem by the
fact that Jones and Smith, radio dealers, cater
to the whims of the buving public by either
giving home demonstrations, or leaving sets for
trial use. And so Brown and Green, the other
dealers, while feeling the weakness of such a
policy, are sometimes practically driven to do-
ing the same thing by the other dealers, who
are already doing it.

The Conkev Co., of Kansas City, radio deal-
er, handling three of the best known makes of
radio sets, has faced this problem, and has
solved it to a great extent by converting the
store into a home, in a sense of the word.

Perhaps one reason why the Conkey store
seems almost like a room in a real home, and
has the genuine home atmosphere, 1s be-
cause Mrs. Conkey works here as a radio sales
woman, and it is her deft touch which has con
verted the store into a home sort of place,
without subtracting any of its business-like
characteristics. To enhance the home effect,
comfortable divans and rocking chairs are
placed here and there among the displays of
radio sets, and here women customers, or men
too, for that matter, may be seated in the same
calm and leisurely fashion as in their own living
rooms, and listen to demonstrations for a half
day, if they please, and feel as much at ease
as if actually at home.

“As far as possible, I have brought the home
effect right into the store,” said Mrs. Conkey.
“Qur problem is just exactly that of all radio
dealers, and we have practically solved it in

in the home of a prospect. The greatest length
1o which wc go, in this matter, is an occasional
bricf demonstration in a home, say an hour or
so. \We have our own truck, and if the set is
not sold, back it comes right ito this store, and
no argument.

“By creating a place of business where cus-
tomers, espec.ally women, can enjoy demonstra-
tions, without limit as to time, we have
brought business to a point where practically
every receiver is sold right from the floor. It
makes no difference to us if a prospect wishes
to listen all afternoon, he or she is welcome,
and it is preferable tu taking the set out to the
home. '

“The method has succceded so wecll that wce
have extended our cxperiments to another
angle, that having to do with the matter of pay-
ments. Many radio customers have grown to

expect timc payments extending for a year or
eighteen months. That’s another evil which has
grown up about the radio industry, and we are
climinating that from our particular business,
as well as the other.

“QOur plan is to sell for cash, whenever pos-
siblec, and I am glad to say that most of our
sales are getting to be cash sales, since we can
show thc customer there’s a genuine advantage
in paying cash in this radio store. How?

“Simply by showing them that credit costs
more than cash. Only six months’ time is al-
lowed on credit purchases, one-fourth to be the
down payment. Then we charge the .customer
8 per cent interest on the balance. When cus-
tomers see the point, that is, that we must pay
interest on money tied up, and that they, too,
must, in turn, pay us the interest, they can
readily see that it is to their advantage to pay
cash, whenever possible.

“All our goods are nationally advertised
products, and we fill our windows with repro-
ductions of page ads in the Saturday Evening
Post, Liberty, Country Gentleman, and other
national publications. These window displays
bring us more business than straight displays of
radio sets, we find.”

Tunes in on Japan and
Makes Records of Program

San Francisco Owner of Neutrodyne Set Gets
4,500-Mile Distant Station So Strong He Is
Enabled to Make Records

Oliver J. Williams, a resident of San Fran-
cisco, recently had the unique experience of re-
cording upon phonograph dises a number of
Japanesc songs seventeen hours before they
were sung in Tokio. This seeming paradox was
occasioned by the vagaries of international time.

It was at three o'clock in the morning of No-
vember 7 that Mr. Williams was toyving with the
dials of his radio set, a five-tube neutrodyne,
when suddenly he heard voices in a strange
language. This was followed by music that he
did not recognize. The volume was so strong
that he iinmediately placed his loudspeaker be-
forc the phonograph recording device that he
had in his room and took the whole program
on the discs.

He suspected that the music was coming
from a Japanese station, although he could not
understand the language. The following day

this manner. We no longer, under any circum- he got into communication with Torao
stances, leave a set for “experimental” purposes. Kawasaki, T. Kancko, atiachcs of the Japanese
MAGNAVOX Cone
Speaker Units and
Circuit Chasses en-
able you to easily
produce sets of pres- .

tige, value and ready
saleability - - Write
for full information.

AGNAVOX

CONE SPEAKER UNITS
AND CIRCUIT CHASSES

Made by THE MAGNAVOX CO., Oakland, California
Chicago Sales Office: 1315 South Michigan Avenue

Consulate, and T. Mihar, a newspaper corre-
spondent. These three gentlemen came to his
home and then listened to the music as it was
rcproduced on the phonograph. They imme-
d'ately recognized it and stated that the
program had been broadcast from station JOAK,
of Tokio.

Immediately upon getting this confirmation
Mr. Williams communicated with the station
at Tokio and has just received final confirma-
tion from that station of the program, which
was broadcast at 8 o’clock on the evening of
November 7, seventeen hours ahead of San
Francisco time.

Mr. Williams was able to hold station JOAK
on his electrically operated five-tube neutrodyne
receiver long enough to completely fill three
phonograph records. The airline distance be-
tween Tokio and San Francisco is approxi-
mately 4,500 miles.

Royal Roumanian Artists
Make Brunswick Records

The Brunswick Co., manufacturer of Bruns-
wick Panatropes, phonographs and records, rc-
cently released phonograph records made by
Gica and Constantine Jonescu, violinist-director
and pianist composer of the Roumanian Royal
Concert Orchestra, which, under the auspices
of Queen \larie, toured the European capitals,
playing exclusively in the roval courts. The
orchestra has the unusual distinction of being
appointed “Orchestra to Her Majesty.”

The Brunswick records of the brothers
Jonescu include “Dream of Roses,” “Eyes of
Sin,” ‘“'Russian Gypsy Romance” and “My
Thoughts,” unusual gypsy arias and themes of
vivid appeal.

Ceco Tube Dealer Aid

Provivexce, R. I, January 5—A new dealer
sales aid has been originated by, the C. E. Mig.
Co., of this city, maker of Ceco tubes. It is a
cut-out counter display stand and is attractively
lithographed in colors. It provides for the dis-
play of two tubes. Hitherto radio tubes have
generally been placed on the shelf and little
attempt has been made to display them. It
is believed that this display card will prove a
decided sales stimulant for tubes.

Suffers Fire Loss

The Harry C. Grove Co., Inc, Victor dealer,
suffered losses when fire destroyed the three-
story building at 1210 G street, Washington,
D. C, in which his store is located, causing
damage of about $65,000.
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Evercady Layerbilt

‘“B’’ Battery No.

486, the Heavy-

Duty battery that

should be specified

for all loud-speaker
sets.

The Layerbilt pat-

ented  construction
revcaled. Each layer
is an electrical cell,
making automatic
contact with its
neighbors, and fill-

ing all available

space inside the

battery case.

This is the most satisfactory and profitable “B”
battery to sell, because it is the most economical in use

IN DAILY use in the home, Eveready
Layerbilt “B” Battery No. 486 has
fulfilled all the promises ever made for
it. You can tell your customers that it
is beyond all doubt the most economical
“B” battery ever built; that it will serve
them longer, and thus cost less to use.
All loud-speaker sets require Heavy-
Duty batteries, and the Eveready Layer-
bilt is absolutely the best of all.

To those who are now using the
smaller Light-Duty batteries on such
sets, the Layerbilts will give twice the
service though they do not cost anything
like twice as much. Unless your cus-
tomers are using Eveready Layerbilts,
they are spending more on “‘B” batteries
than they should, and sooner or later
they will find it out. Forestall their

dissatisfaction by selling them Layerbilts.

Eveready Layerbilt’'s unequaled ser-
vice is due to its unique construction.
All other dry cell “B” batteries are as-
sembled of cylindrical cells, with many
soldered connections and much waste
space. The Layerbilt is built up in
layers of flar current-producing ele-
ments that make connection with each
other automatically and that fill all
available space inside the battery case.
This battery has more active materials
than any other “B” battery, and the
Layerbilt construction makes those ma-
terials more efficient current producers.

During 1927 this story is being told
the public in smashing, convincing ad-
vertisements in leading national maga-
zines and radio papers. Double-page

spreads in two colors in The Saturday
Evening Post form the keystone of the
biggest advertising program ever
planned for Eveready Radio Batteries.
For “B” battery profits, put your sales
effort on the Layerbilt.

Manufactured and guaranteed by

NATIONAL CARBON COMPANY, Ixc.
New York San Francisco
Atlanta Chicago Kansas City

Canadian National Carbon Co., Limited, Toronto, Ontario

Tuesday night is Eveready Hour Night—9 P, M.,
Eastern Standard Time, through the following
stations:

wrax-Cleveland
ww)-Detroit
weN-Chicago
woc-Davenport

. Minneapolis
ueco {St. Paul
Ksp-St. Louis
wWre-IWashington

WEAF-Ncw York
wWJAR-Providence
weeil—Boston
wrAG-IV orcester
WFI-Philadelphia
wGRr-Bufalo
WCAE-Pittsburgh
wsar-Cin¢innat i
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How Consistent Advertising Has Built
Big Sales Volume for Bloomingdale’s

Approximate Volume of Phonograph and Combination Sales During Past Year Was in Neigh-
borhood of $500,000—William Sehneider Gives Reasons for Success

Taking stock at the elose of the business day
a mnonth or two ago, Williamm Schneider, man-
ager of the talking machine department of
Bloomingdale's, New  York, discovered that
cighty instruments had been sold during the
hours that the store was open. Naturally upon
hearing of a volume of sales of this magnitude,
one asks Mr. Schneider to what agency he al-
tributes his sales and learns that it is the con-
stant, consistent advertising of phonographs
and phonograph-radio combinations that has
kept this department busy throughout the en-
tire vear and has resulted in a volume of sales
of phonographs and phonograph-radio combina-
tions during the year amounting in value to ap-
proximately $500,000.

The phonograph department of this store is

Now!!

The KENT Attachment
with the

KENTONE

SENSITIZED REPRODUCER

Here §s the new
KENTONE SENSI-
TIZED REPRODUC-
ER on the Kent at-
tachment No. 1 for
playing laterai - cut
records on the Edison
Disc Phonograph.

g

The KENTONE Attachment has been a
suceessful and standard product for over
twelve ycars. With the new KENTONE
SENSITIZED REPRODUCER these two
produets in combination now are avail-
able at reasonable priecs.

Write for catalog n{ complete line
of tone arms and sound boxes

F. C. KENT CO.

Irvington, N. J.

different from most establishments in that talk-
ing machines and talking machine-radio com
binations are carried in one department under
one manager and with a sales staff of its own,
absolutely separated from the straight radio de-
partment and the total referred to above repre-
sents sales of talking machines only. On the
day in question, when eighty instruments were
sold, the greater percentage of sales could be
traced directly to an advertisement that appear-
ed the day before in the leading melropolitan
newspapers.

Mr. Schneider assumed the management of
the phonograph department in January of last
vear. Under his direction sales have shown a
material increase each month, over the same
periods of preceding years and, as a matter of
faet, in February of 1926, the shortest business
nionth of the year, the sales volume was one of
the greatest ever enjoyed by Bloomingdale’s. In
short 500 phonographs were sold during the
month of February.

Mr. Schneider gives a (ew reasons for the
success which the department has achieved
under his direction. He points out that there
is at all times a complete stock of instruments
on hand and the public is constantly being told
of these instruments through advertisements
that appear regularly throughout the year, three
times a week, in (aet, in the largesl metro-
politan newspapers.

During the past year a branch music store
was opened in Brooklyn, N. Y., carrying the full
line as in the main store and in addition,
straight radio sets also are sold. Although this
establishment has been in existence for but five
or six months it is doing about three times the
volume that was expeeted and, basing estimates
on the sales of each month, the business of the

department is expeeted to gross in the neighbor-
hood of $250,000 annually.

In the newspaper advertisements Mr.
Schneider devotes a great deal of space to pre-
senting the phonograph-radio combinations and
finds that these units have a strong appeal—
about 40 per cent of the total sales at the main
store are of the combined instruments. Rec-
ord sales, he also reports, have been consislently
sood, with the demand for the better type of
music steadily inereasing. To customers who

William Sehneider

purchased talking machines from the store and
who are found to be good credit risks, the op-
portunity of purchasing records on a time basis
is offered and this helps build up the record
sales.

Mid-West States Possess
Greatest Number of Sets

Report of Department of Commerce Shows Per-
ecentage of Radio Sets in Use in Various Dis-
triets—New York Leader of Individual States

Using the points of origin of ‘“broadcast ap-
plause mail” as a basis the Department of Com-
merce, Eleetrical Division, rcports that the
north central section of States, inclnding Illi-
nois, Ohio, Michigan, Indiana and Wisconsin,
leads in the number of radio receiving sets in
use in the United States. The report places
27 per cent of the eountry's sets in those
States, and gives 19 per cent eaeh to the Middle
Atlantic States, eomposed of New York, New
Jersey and Pennsylvania, and the group made
up of Minnesota, lowa, Missouri, ‘Nortlh and
South Dakota, Nebraska and Kansas.

New York leads the individual States with a
percentage of 9.3 and Illinois has 8.3 per cent,
Oliio 7.5 per eent and Pennsylvania 6.8 per cent.
Tliese lead all other States by far, the ratios
being in a general way refleeted by the density
ol population.

Crosley Animal Cracker

Radio Dial Sent Dealers

Cixcinvati, O, Jannary S—In order that ehil-
drerr, who cannot read figures, may tune in on
their  favorite stations, an ‘“anmimal cracker”
tuning dial ltas been designed by the Crosley
Radio Corp. This new dial, which cousists of
a logging strip for drmm-type station selectors
un which is printed a series of animals to cor-
respoid to the nunibers on an ordinary dial,
is being supplicd by the Crosley Corp. to all
of its dealers.  When the child wishes to tnne

in on a station he has simply to turn the dial
to the cat, or the dog, or the particular animal
that he has learned stands (or the broadeasting
station desired.

Equity Receivers Appointed
for David Grimes, Inc.

In the matter of David Grimes, Inc., radio
products, 1571 Broadway, Frank E. Burdette
and Robert P. Levis were appointed, under $15,-
000 bond, by Judge Bondy upon the petition
of 1. M. Miller Co.. a creditor for $10,034, and
the consent of the debtor corporation, which
was organized in 1924 to engage in the manu-
facture of radio devices and electrical equip-
ment. In October, 1925, the company beeame
involved in financial dificulties and turned the
business over to the creditors under a trust
agreentent. Under the arrangement a bond issue
of $1,100000 was floated and the creditors ac-
cepted bonds in pavment of their claims. Since
that time additional liabilities of over $200,000
are said to have been incurred. The company
operates a plant at Jersey City, which is subject
to a mortgage of $170,000, and has additional as-
~ets consisting mainly of stock and materials
valued at over $400,000.

Musical Terms 1in Radio

Musical terms are entering nmore and more
imto discussions of radio performances, accord-
ing to l.. C. Lincoln, advertising manager of
1.\, D. Andrea, ITuc., New York. Oue of
the latest Fada radio posters available to re-
tail based on ‘“timbre.” The tone
colors in tond-speaker radio reproduction are
the subject watter of the poster, with the Fada
Nentrolette and the Fada cone speaker strongly
featured

dealers s
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There's POWER behind
the Gold Seal Line

Get the benefit of the powerful selling fac-
tors that aid Gold Seal dealers—

—quality product, finest of materials, design and

workmanship

—backed without quibbling by a strong company
whose success is based on a square deal policy

to all
—national advertising which makes customers and

satisfied dealers
—dealer cooperation of every type
And there are many other reasons why
Gold Seal dealers are enthusiastic about
this fast selling line.

Better get full particulars
now — mail coupon today

GOLD SEAL ELECTRICAL CO.

INCORPORATED

250 PARK AVE., NEW YORK

Gold Seal

Radio ‘Tubes

Jobbers—A fewat-
tractive terrtories
still open — write
for details at once.

Type GSX-112
High power tubes
for use in last
stageofaudioam-
plx!ication give
Increased volume,
List price $4.50

Types GSX-201a
and

Gs-201a
The popular gen-
eral pPurpose type,
for amplifier or de.
tector. Long life
andhigh efficiency.

List price $2.00

Type GSX-216B
Forusein battery elimina-
tors to rectify alternating
Current—advantageousin
supplying the higher cur.
rent required by power
tube equipped sets,

List price $7.50

Type GXS-200A
For use as detector
only, giving supe-
rior strength on
weak signals —eg-
pecially desirable
for distance,

List price $4.00

— et -
e e " —
—_—

COUPON T.M.W. 1-27

GOLD SEAL ELECTR
1
250 Park Avenue, New Yco:}klj NC,OY' foe.

Gentlemen:—

Please send me full
: particulars
Gold Sealline and your attractive D?;pog{ti‘::

Name
e - -

Address _

\ City__

"/r=°
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Interestmg Proposals Regardmg Broad-
casting Legislation Made by C. R. Smith

President of the Stewart-Warner Speedometer Corp. Suggests Legislation Limiting the Number
of Radio Broadcasting Stations With Idea of Providing Better Public Service

Radical proposals are contained in a statement
advocating immediate radio legislation made
recently by Smith, president of the
Stewart-Warner Speedometer Corp., Chicago.
Mr. Smith speaks as head of one of the largest
plants in the world manufacturing radio sets,
and lessee of station \WBBAI, which broadcasts
programs of the Stewart-Warner Air Theatre.

He suggests, among other things, that Con-
gress provide legislation that will reduce the
number of broadcasting stations in the country
even below the number that were in existence
prior to the decision of the Attorney General,
which held that Secretary Hoover did not have
the power to license broadcasters. His state-
ment, in part, is as follows: “Radio fans of
the United States are demanding radio legisla-
tion. President Coolidge, in his message just
given to Congress, has asked for such legisla-
tion. The radio industry of this country will
suffer material damage ultimately unless relief
is forthcoming and this in turn will deprive
broadecast listeners of enjoyment and entertain-
ment to which they are entitled.

“I believe Congress should incorporate in its
legislation the following ideas: Stop chaotic
interference by reducing the number of broad-
casting stations below the number that was in
existence prior to the decision of the Attorney
General which held that the Secretary of Com-
merce had no power to regulate radio broad-
casting; license only such stations as have
shown by their records in the past that it is
their real desire to be of genuine service to the
public, and have not adopted the purely com-
mercialistic attitude; provide that the licenses
of such stations as may be licensed may be
revoked if these stations do not give to the
people the high standard of entertainment that
will be demanded.

“I see no reason why we should have more
than 80 to 90 high-powered stations in this coun-
try. With only that number each one could
broadcast without interference with the other
and all could be heard in all parts of the United
States without interference. In addition, a small
number of very low-powered stations could be
licensed on wave lengths that would not inter-

fere materially with the high-powered stations.
For instance, a high-powered station in New
York City, on a wave length of 350 meters, would
not be interfered with in California if there were
several low-powered stations in that State on a
wave length comparatively close to 350 meters,
Of course, I realize that the conditions are new
and that Congress will have to put itself in a
position of pathfinder. Nevertheless, I do be-
lieve that regulation should be passed by the
present Congress just as soon as it possibly

can.

C. E. Jacobs Launches
Campaign on “B” Units

Chicago Manufacturer Has Arranged to Make
Complete Units to Be Sold by Dealers and
Used as Standard Equipment on Sets

An aggressive sales drive is being placed be-
hind the two Molliformer *“B” units manufac-
tured by C. E. Jacobs,
Chicago. The products are
known as Model FW4, de-
signed for average re-
quirements of no more
than ninety volts and list-
ing at $22, and Model D4,
for sets drawing a heavier
plate current and using
power tubes, retailing at

C. E. ]acobs $27.50. Model FW4 was

Model D4 introduced two years ago
and Model D4 was first placed on the market
in kit form about six months ago.

An improved electrolitic rectifier takes the
place of the usuval rectifying tubes, the manu-
facturer stating that it gives reliable service for
1,500 to 2,000 hours without attention, and that
its replacement cost is less than $1 per year.

C. E. JTacobs has had extensive experience in
the field of “B” unit manufacture, having made
“B” eliminator kits for the past three vears,
and thousands of his products are now in use,
having been built by amateur users and radio
receiver manufacturers from parts and plans

Why

[ Protect your set

BIRNBACH-BATTERY-CABLE

BIRNBACH
PRODUCTS

Sell!

because---
They Are Quality
Products

Easy for the Dealer
to Handle

Attractively Packaged
Nationally Advertised
and

Accepted as the Best
by the
Radio Trade

Sim lzﬁes the

comzeclmy 9

S Conductor Cable with
Soldered Terminals

Also made in 678 WiRe CABLES
Jor the NEW POWER TUBES

by placing Your foud S eaker an
4 5zstangey ong yowl')Rcccw 8

20/ Extension Cord

with Connector
And30- 40-50~10(y?mt

BIRNBACH RADIO CO.

370 SEVENTH AVE.

0 Batteres
SePARATE Coorep WIRES

BHRN BACH

Weite /Br Cataloq

NEW YORK CITY’

which he has supplied. Mr. Jacobs recently ar-
ranged to manufacture complete units which
may be stocked and sold in complete form by
the dealer and used as standard equipment by
set manufacturers. All parts are designed to
withstand the heavy demands imposed upon
them by the new power tubes even on loud
sustained signals, free from hum and power
noises, according to the manufacturer.

Radio Manufacturers Hear
Address by Dr. E. W. Engle

Chief Engineer of the Fansteel Products Co.
Discussed the “Trend of Radio” and Made a
Number of Helpful Suggestions

A decidedly successful and interesting meet-
ing was held by the Radio Manufacturers Asso-
ciation, December 14, at the Electric Club, i
Chicago. More than fifty members of the Mid-
\West radio trade gathered together for lunch-
con, after which they heard Dr. E. W. Engle,
chief engineer of the Fansteel Products Co.,
North Chicago, Ill, discuss the “Trend of
Radio.”

Dr. Engle’s address presented a very careful
study of conditions that have prevailed and are
iikely to be met with in radio production and
distribution, and he presented a number of help-
ful suggestions to his listeners. T. K. Webster,
Jr., of the Ekko Co., Chicago, a director of the
R. M. A, presided at the meeting and discussed
several matters pertaining to the activities of
the Association and its value to members and
the industry as a whole in an interesting and in-
structive address.

Launch Drive on Pierce-
Airo Single Dial Receiver

An energetic sales and advertising campaign
by the United Scientific Laboratories, Inc., on
the Pierce-Airo single-dial receivers is now
under way. It is a six-tube model with two
stages of tuned radio frequency, detector and
three stages of resistance coupled audio fre-
quency. Its single-dial control affords sim-
plicity of operation. The Pierce-Airo is sold in
chassis form, and David Wald, president of the
organization, states that there is a splendid de-
mand for this type of receiver.

Display Super-Ball Antenna

SacraMeENTo, CarL, January 5.—The Kimbali-
Upson Co., radio distributor, has had unusual
success with the Super-Ball antennas, dis-
tributed nationally by Yahr-Lange, Inc., of Mil-
waukee. A major portion of the credit for the
success of the Kimball-Upson Co. is given to
the manner in which the product is exhibited
in the display rooms. The Super-Ball is shown
mounted on a pole exactly as it appears on the
roof of the user’s home and two of the Super-
Ball antennas form a gateway to one of the sec-
tions of the display rooms,

New Fada Distributor

The appointment of Alexander Seewald Co,
of Atlanta, as State distributor of Fada radio
in Georgia, has been announced by Louis ]J.
Chatten, general sales manager of F. A. D.
Andrea, Inc, New York. W. D. Alexander is
president of the company and D. C. Alexander
is manager of the radio department.

Market New Rudell Unit

A new radio loud speaker unit is being offered
to the trade by J. E. Rudell, New York, mann-
facturer of Vitaphonic reproducers and tone
arms. Mr. Rudel] states that the new unit has
been well received, and production plans are
well under way.
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CROSLEY RADIO
INSTRUMENTS
Each {tem the utmost in
radio at its price. Al
prices slightly higher
west of the Rocky
Mountains. Prices with-

out accessories.

THE *'PUP’ $9.75
This {ittle double-circuit
one-tube set has brought
happiness to thousands
and made records for
fong distance recelving,

—_—

THE °‘’4-29°* §29
A 4-tube recelver of
amazing efciency, Cre-
scendon equipped!
Everywhere considered
marvelous at its price.

THE "‘PORTABLB' ’
$33.00

The 4-29 1in portable
form, handy, compact,
efficient

THE °'5-38°° $38
A five-tube tuned ra-
dio frequency set, with
two stages of non-oseil-
lating radio frequency
amplification, Crescen-
don  controlled, two
stages of audio fre-
Quency ampllfication,

“RFL-73"" $65
3-tubes. True cascade
amplification, non-oscil-
{atlng, non - radiating
even under any mis-
handllng. Its perfect
balancing achieved by
Wheatstone bridge In
each stage of amnplifi-
cation. Exceptional se-
lectivity and tone

THE
““MUSICONSOLE"’
$32.00

Embodies the Musicone
In a beautlful console
of two-tone mahogany
finish and provides room
for batterles and acces-
sories; 24% inches fong
inside,

6-TUBE “RFL-90*
CONSOLE $30
Introducing the double
drum station selector?
Includes Musicone fn
exquisite console. Room
for batteries and all ac-
cessories ; 40 inches high
by 30% iInches wide,

BETTER -« COST'S

(mmun

"mlm T
\

LES

Amazing single dial control and reproduction
THE 5-50

Such a success! Enthusrastic owners
report ama:ing performance—a drum
dial delivering stations loud, clear,
sharp;, each an almost imperceptible
turn of the drum apart. Worite station
letters on the drum; return to them at
will. This marvelous receiver contain-
ing these advanced ideas in radio (some
of them exclusive to Crosley), includ-
ing metal shielding and power tube
adaptability indicates Powel Crosley,
Jr's genius in lowering prices by mass
production methods.

50.

Prices slightly higher west of the Rocky Mountaings

TaEe SuPER MUSICONE

Listen to this wonder reproducer of
broadcasting! Then you'll understand
why it is the biggest selling loud speak-
er on the markct EVERYWHERE, and
the most 1mitated. Its shape, however,
is NOT the secret of its wonderful
performance. Its delightful tone and
the fidelity of its reproduction is
achieved solely through the Crosley
patented actuating unit. Avoid imita-
tions, Thecre 1s only one genuine
MUSICONE. S8maller model, 12-inch
cone, $12.50.

1475

THE 575 CoNsoLE

This set includes ideas for radio recep-
tion perfection NOT found in any other
radio. Marvelous exclusive Crosley
*'Crescendon’ and “Acuminators” in-
crease volume on distant stations and
bring in programs entirely passed by
and missed on ordinary one dial con-
trol radios. Console is 40 inches high
with ample room for batteries and a
genuine Crosley Musicone is built in.
Radio chassis same as in the 5-50 re-
ceiver. Beautifully finished two-tone
mahogany cabinet, rosec gold fittings.

1D.

Write Department 26, for Illustrotive Literature

Crosley manujactures vadio receiving sets, which are licensed undcr Armstrong U. S. Patent No. 1,113,149, or under
patent applications of Radio Frcquensy Laboratories, Inc., and other patents 1ssucd dnd pending.

THE CROSLEY RADIO CORPORATION

CINCINNATI, OH10. POWEL CROSLEY, Jr., President

CROSLEY 1927
FEATURES
Many  exclusive—others
found only In highest

priced radios.

ALL-METAL
SHIELDED CHASSIS

This truly great radio
achievement, found In
several] Crosley sets, fur-
nishes a  substantial
frame for mounting ele-
ments, produces excel-
lent alignment of con-
densers, shields the
units from each other,
prevents Interstage, im-
proves the stabiiity of
the circuft, inecreases
selectivity and saves
costs by standardizing
this phase of manufac-
ture.

ACUMINATORS*

Crosley Acuniinators per-
mit tuning in—Iloud and
clear — weak stations
passed over and entire-
fy missed by ordinary
single dial radfos. 1In
tuning  high powered
ard locai statlons.they
are not used They
arc an exclusive Crostey
feature.

e

i

THE ‘‘CRESCENDON*

When, on ordinary ra-
dlos ears must strafn
to catch a station miles
away, a turn of the
Crescendon on Crosiey
radios {instantly swells
reception to room-filling
volunie An  excluslve
Crosley [feature,

THE SINCLE-DIAL
STATION SELECTOR

Nothing in radio equais
the joy or the conmven-
lence of single diai con-
trol. Crosley single
drum control enables
you to find tbe stations
sought without fog book
or ‘‘tuning.*

POWER TUBES

Power tube adaptability
marks the Crosley °'5
0", *5-75" and
“RFL‘* sets, This feat-
ure typifies Crosiey pro-
vision for best radlo re-
ceptlon at moderate
cont
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90 West Broadway

Traveling Adwvertisements

Leading phonograph manufacturers have long recognized the adver-
tising value of Atlas Plywood Packing Cases.
on the smooth sides of Atlas Cases take the eye of hundreds before
phonographs or radios reach their destination. The cases themselves
attract a world of attention—they are so handsome and sturdy look-
ing. And they are just as strong and protective as they look.

Printed trademarks

PARK SQUARE BUILDING, BOSTON, MASS.

- Chicago Office
649 McCormick Building

501

Using New Power Tubes
in Old Type Radio Sets

W. ]. Bowles, Technical Engineer of Gold Seal
Elec. Co., Inc.,, Gives Some Pertinent Facts
Regarding New Tubes for Radio Sets

The question with which dealers are fre-
quently confronted, “Can I use the new power
tubes in 1y old set?’, has been answered by \V.

Gold Seal Tubes—GSX-201A—-GSX-171
J. Bowles, technical engineer of the Gold Seal
Electric Co., Inc, New York, in the affirmative.
Mr. Bowles points out that these tubes can be
used to advantage in the old type sets with
negligible exceptions, and the dealer may ex-
plain to the inquiring customer that their in-

GSX-200A and GSX-20 Hy-Mu
stallation presents no difficultics that the aver-
age radio owner cannot overcome casily,

The demand for better reception and repro
duction, following the
receivers, resulted in
called  power, tubes,

implification of radio
the introduction of so-
which might better De
termed “special purpose tubes,” according to
Mr. Bowles. The newer types of speakers need
niore power to operate them and when it was

i
found that the 201A type of tube could not
handle this increased power, the first of the
power tubes were designed, of which the GSX-
112 js typical

AMr. Bowles points out that it is necessary
for dealers to explain to their patrons that this
tvpe of tube is not designed to furnish more
power or volume, but merely to handle more
power, which is supplied by the B batteries and
the additional volume provided by the speaker.
In other words, the real function of power tubes
is to furnish undistorted volume.

Several tubes of this character have been in-
troduced by Gold Seal since the GSX-112. Type
GSX-171 is specially adapted for cone speak-
GSX-210 is sald to be the largest power
tube made commercially. GSX-120 is designed
for sets using dry cell batteries. The GSX-20
or Hy-Mu is designed for new model receivers
with resistance coupled amplification, and is not
suitable for older tvpe sets. GSN-200A is a
super-sensitive detector and GSX-216B is a
rectifier tube used in B battery eliminators.

¢rs.

Manufacturers Inspect the
Federal Brandes Factory

The Newark -Safety Council, comprising 100
prominent manufacturers and -merchants of
Newark, N. J., recently inspected the Federal-
Brandes factories at Newark, N. J., where
Kolster receiving sets and Brandes speakers are
manufactured. The visitors were escorted
through the plants by Federal-Brandes engi-
neers and witnessed the numerous processes
involved in radio manufacture. The guests ex-
pressed astonishment at the large number of
separate jobs necessary to build even a seem-
ingly simple coil or transformer to scientific
precision. The Brandes acoustical laboratory,
with its soundproof and magnetically shiclded
room where loudspeakers are tested, was a
popular point of interest on the trip.

Predicts a Record Year
Ahead for Radio Industry

Seerctary of Agriculture William M. Jardine,
largest user of radio broadeasting, believes that
the new high records established for radio in
1926 will not only be equaled but will be out-
distanced in 1927, A a broadeaster, Secretary
Jardine sponsors twenty-two weekly programs,
broadcast through more than 100 stations. These
programs cover a greater variety of material
and fill a greater number of hours on the air
than the combined offerings of any other half-
dozen radio broadeasters. “Radio,” says Scere-
tary Jardine, “has definitely proved its effective-
ness inospreading information and education.”

C. A. Hord, operating the Hord Music Co.,
bas moved his establishment from Middleboro,
Ky, to Appalachia, Va.

Sterling Mig. Co. Markets
Two New Type Testers

Tester for “B” Eliminators and Tube Tester
Placed on Market—Designed Especially for
Radio Dealers and Service Experts

CreveLaxp., O., January 5—The Sterling Mfg.
Co., maker of automotive and electrical special-
ties and radio apparatus has placed on the
market a Universal tester for “B"” eliminators
and a Universal tube tester that will take care
of the new power tubes. The “B” power tester,
which is known as R-410, has been especially
designed to promote store sales and to reduce
the cost of service work. \Vith this product the

“B” Power Tester R-410

radio dealer is in a position to demonstrate
suitable “B” power units to prove what they
will do on a set he proposes to sell or show
their adaptability to the receiver the customer
already has. The tester will also protect the
dealer from carrying in stock any “B" power
unit which is below standard. The service ex-
pert will find that the power tester has been
designed with ample forethought to cover any
of the plate current tests which come up in his
daily work.

The Universal tube tester and set servicer,
No. R-408, is built essentially for testing in mil-
liamperes the plate current of vacuum tubes.
It is by this test that the amplification value of

Tube Tester and Set Servicer R-408
a tube is immediately determined. A socket
plng aud suitable adapters are furnished so that
all tests can be made dircetly in the tube
sockets withont disconnecting any wires.

‘The Radio Builders Co., New York, has been
incorporated with a capital stoek of $£5,000. The
mceorporators are G. A. Turley, 1. M. Cor-
coran and T. F. Tormey.
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PORTABLE PHONOGRAPH

1eqr

With 1927 comes the 5th
Year of PAL, the oldest and
best known Portable Phono-
graph in the country.

Just as the original PAL
represented the utmost in
value at the time it was in-
troduced, each succeeding
season has found PAL con-
stantly improved—Ileading
in the wonderful progress of
portable phonographs to
their present state of
perfection.
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¢ Greatest Line of Poriables
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OMPACT
1250

(For West and South add 10¢7)
(Canada, $17.50)

Now

Portables from

Atlanta, Ga.
Atlanta Sales Company
39 Cone Street

Atlanta, Ga.
James K. Polk, Inc.
181 Whitehall Street

Boston, Mass.
Drayton-Erisman, Inc.
34 Avery Street

Birmingham, Ala.
E. E. Forbes Piano Company
1922 Third Avenue

Butte, Montana
Montana Electric Co.

Baltimore, Md.
Columbia Wholesalers, Inc.
205 West Camden Street

Chicago, Ill.

Chicago Musical Instrument Co.

214 South Wabash Avenue

Cincinnati, Ohio
Arthur Brand & Company
1618 Vine Street

Cleveland, Ohio
Cleveland Phonograph Co.
5300 Harvard Avenue

Cincinnati, Ohio
M. W. Fantle Company
119 West 4th Strect

Dallas, Texas
James K. Polk, Inc.
1315 Young Street

Denver, Colo.
Moore-Bird Company
1720 Wazee Avenue

Des Moines, Iowa
Harger & Blish
112 Eleventh Street

Detroit, Mich.
Wm. A. Carroll, Inc.
16487 Woodward Avenue

Elmira, New York

Amusement Novelty Supply Co.
Carroll Street

Ft. Worth, Texas

Novelty Sales Company
512 Dan Waggoner Bldg.
Louisville, Ky.

Belknap Hardware Co.
111 East Main Street

Milwaukee, Wis.
Music Arts Corporation
517 Grand Avenue

Montreal, Canada

Standard Phono. Acc. & Supply Co.

1270 St. Lawrence Blvd.

Louisville, Ky.
Stratton & Terstegge Co.

(For West and South
add 109%)
(Canada $35.00)

Regal

$15.00,

(For West and South add 10¢%)
(Canada, $25.00)

—you can get prompt shipments of Plaza

these leading jobbers

New Orleans, La.
Diamond Music Company
341 Baronne Street

Minneapolis, Minn.
Superior Sales Company
500 Kasota Building

New Orleans, La.
Junius Hart Piano House
123 Carondelet Street

Providence, R. I.
George Gerber & Co.
84 Weybosset Street

Oklahoma City, Okla.
Lattin Phonograph Co.
408 Main Street

Philadelphia, Pa.

Everybody's Talk. Mach. Co.

810 Arch Street

Philadelphia, Pa.

M. D. Swisher
115 South 10th Street
Portland, Ore.

Seiberling-Lucas Music Co.
151 Fourth Street
Richmond, Va.

C. B. Haynes Company
19 West Broad Street
Richmond, Va.

James K. Polk, Inc.

811 West Broad Street

Salt Lake City. Utah
Columbia Stores
221 South West Temple

St. Louis, Mo.
Shapleigh Hardware Co.
4th & Washington Avenue

Spokane, Wash.
Washington Elec. Supply Co.

Vancouver, Canada
H. V. MacKinnon & Son

Seattle, Wash.
Seattle Hardware Co.

San Francisco, Cal.
Frederick H. Thompson
1131 Mission Street

Salt Lake City, Utah
Strevell-Patterson Hdw. Co.

Toronto, 2, Canada
The Sun Record Company
210 Adelaide Street, West

Los Angeles, Cal.
Yale Radio Electric Co.
1111 Wall Street

Knoxville, Tenn.
Sterchi Brothers
418 Gay Street

Tampa, Florida
Tampa Hardware Company
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Designed and built by the pioneer independent manufacturers of Portable

Phonographs in the country, PAL for the past five years has been the biggest
and easiest selling Portable in the field.

Its remarkable value, pleasing appearance, wonderful tone, and sturdy con-

struction are but a few of the many outstanding features which have made
PAL the undisputed favorite both with the dealer and the buying public.

By concentrating on PAL you will be assured of REAL profits

PLAZA MUSIC COMPANY, NEW YORK, N. Y.
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This MICRO-PHONIC Outfit

actually changes an old style phonograph into a

DEEP RICH TONE Instrument

This is the BIGGEST thing in a

phonograph accessory ever offered

DISTRIBUTORS

. Wide Awake jobbers

Every owner of an old style phonograph will o e A
readily buy one of these Micro-phonic Out- big demand for these

fits. By merely substituting it on their own Micro-phonic Outfite.

: Write today.
phonographs, they can get that deep rich tone Ay

of the new high-priced models.

End Your Trade-in Worries

This Micro-phonic Outfit is the solution to your trade-in
worries. Equip the machines you trade in with the Micro-
phonic Outfit and you will find a ready market for them.

31090

Reproducer Only

$ 6 LIST

Liberal Discounts

ADVERTISING HELPS—An attractive display card together with a
complete advertising service of window strips, circulars, newspaper mats,
etc., is supplied free to all Micro-phonic dealers.

N -
ot “Wngt? e = d-h..oh‘ “

Plaza Musnc Company, New York N. Y.




january 15, 1927

THE TALKING MACHINE

Music Should Be Basm of Phonograph and
Record Merchandising, Says G. C. Jell

Executive in Charge of the Masterworks Series of Recording for the Columbia Phonograph Co.
Emphasizes the Fact That Phonograph and Record Business Is a Musical Business

[George C. Jell, in charge of the Masterworks Series of
recordings for the Columbia Phonograph Co., Inc., has been
connected with the phonograph industry since its early
days. He has specialized in the production of records
of the better class and is well known in musical circles
throughout the country.—Editor’s Note.]

The Columbia Musical Masterworks Series
is a modern paraphrase (applied to music) of
Shakespeare's famous dictum “The Play’s the
Thing.” In this series the music is the thing—
first, last and always. For the interpretation
of the music get the best that is available, but
above all things have the music asthe composer
wrote it, adding and taking away nothing, sub-
ordinating all sensational features of the in-
terpreter to the music as the great composers—
and all composers in Columbia Masterworks
are great—set it down.

It is not too much to-say that until very re-
cently musical compositions, in their larger and
complete sense, were not thought of as really
associated with sound records in this country.
The musical idea was subordinate to, and fre-
quently lost in, considerations that had in real-
ity little to do with music as an art. Some of
these considerations were: the reputation of the
artist executing the music, sensational man-
nerisms or peculiarities affecting the popularity
of the performer, the length and other physical
restrictions of the record, temporary popularity
or prominence given by public performance to
some particular composition. The Columbia
Masterworks Series is a reversal of all con-
siderations of this sort. Its idea above all things
else is music—as well interpreted and recorded
as we can make it, but music without abridg-
ment, just as the composer wrote it.

There can be little surprise that the dealer,
faced with an untried departure from all previous
standards should look askance at any venture
of this sort. The dealer is a merchant, seldom
a musician. There was no reason why, up to
that time, he should have known much about
what was meant by a concerto, a sonata or a
tone-poem. These things were not contem-
plated except in. the most fragmentary way
within the bounds of a record catalog. Such
few as werc represented in the way of short
excerpts were, in most cases, simply the vehicle
for the execution of some noted performer.
That very definite minority of the public who
knew and appreciated the great works of mu-
sical genius in their entirety either accepted with
more or less protest such fragments as were
offered them or stayed away.

With the first few issues of the Masterworks
Series available, however, the musical public
became articulate. It clamored for more. The
dealers, in very many localities discovered that
“high brow” music has commercial value.

This is only the beginning of what we are
going to find out about these things. To adopt
the old, classic cliché, “the surface has not been
scratched.” It is strange but true that with all
the advertising the Columbia Co. has done there
are found constantly alert and prominent per-
sons interested in music asking for the Beet-
hoven Choral Symphony who are not aware
that this work was recorded complete and is-
sued six months ago.

People of definite musical culture who wish
complete recordings of the classic and modern
masterpieces abound everywhere, all supposed
indications and assertions to the contrary not-
withstanding. They are not confined to any
class of society or any stratum of wealth. They
do not form clubs or otherwise flock away in
a crowd where they can be conveniently rounded
up. They are simply individuals who know what
is good and who buy it when they know where
to get it. I know personally of instances where
individual music-lovers have denied themselves
other things reckoned as real necessities of life

in order to buy certain coveted issues of the
Columbia Masterworks.

To say nothing of those who already know
just what they want, through appreciation bred
of knowledge and training, there is a vast army
of people who, through the various cultural
agencies at present at work in the country, are

George C. Jell

absorbing a real taste for these things. That the
established symphony orclhestras in the United
States have increased in number from six, in
1915, to twenty-eight at the present time is only
one indication of this trend.

As to the supposed taint of high-brow music,
these works are not affected. Personally I doubt
if there is, properly speaking, such a thing as
high-brow music, excepting possibly a few con-
sciously futuristic ebullitions of the past ten
years,—but with these we are not concerned.
There is music that has an obvious ease and
simplicity of melody, that is easily followed—
that charms at a first hearing—that is, in other
words, “whistleable.”” We all know the Tales of
Hoffmann Barcarolle, the Thais Meditation, the

WORLD
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Faust Soldiers’ Chorus, the Plantation Melodies
of Stephen TFoster and other folk songs, Silver
Threads Among the Gold, and Home, Sweet
Home. Any one would be foolish to disparage
the attractiveness, musical worth and com-
mercial value of these and scores of similar
pieces. Equally, one would be foolish to deny
that for a great many people such numbers as
these with time begin to pall. They demand
something a little more substantial, and the
basis of all such desire is familiarity, either ac-
cidental or designedly cultivated, with the more
substantial things.

And those who are willing to look into the
substantial things in music—what do they find?
They find in many instances melodies as sim-
ple, as easily followed, and as homelike, as
those they sang around the piano at home as
children. Let any who question this hear the
Largo from Haydn’s D Major Quartet, the sec-
ond movement of Mozart’s Symphony in D, the
Largo from the Dvorak New World Symphony
(played by every hotel and movie orchestra in
the world); many of the themes in Beethoven’s
Seventh Symphony could be danced to. Among
the great works are innumerable scherzos
(scherzo, Italian for “joke”) as light and gay as
Yankee Doodle. It is quite true that not all
of a symphony or sonata is of melody either
mellifluous or gay; neither is all of a dinner ice
cream. Chopin, Tschaikowsky and Wagner
have furnished more than one Broadway tune
that was a million-copy hit—the tune a little
jazzed up perhaps but still there.

No great composer ever dclibe;ately set out
to be high-brow. The composers who set out
that way never became great. The great com-
poser’s idea was to make music—to make it ac-
cording to the genius that was in him and the
urge for expression that gave his genius life.

In March of the coming year the whole civi-
lized world will unite, on the hundredth anniver-
sary of his death, to honor the memory of a
great man—Ludwig van Beethoven. No man
becomes great either to his contemporaries or
to posterity without reason. The reason for
Beethoven’s greatness in our eyes is too obvious
to need any detailing by me. While I am about
it, however, I can tell at least one thing that is
not the reason—and the reason was not that he
wrote high-brow music.

Just what has all this to do with the phono-
graph and record business? It has a great deal
to do with it, and is having more to do with
it every day of the world. The phonograph and
record business is a musical business.

Televocal

Sold

elevoc al Corpn.

FIFTH AVE.~ ~NEW YORK

QUALITY TUBES

Dependable and a Technical Triumph

RADIO TUBE that is non-
microphonic — won’t short.
in matched units;
balanced and plainly marked de-
tector, radio frequency or audio
frequency.

DEALERS AND JOBBERS

Ask for particulars on this new and
better radio tube that costs no more.

tested,

(83 }8 8660 0 00 000000 MO Bk 0 0 OB State..........
Jobber's Name..........cocenvveinnrnennennnns
(0 4 5 0 Y State..........
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W. F. Barrett Elected
to an Important Post

Made Vice-President of Union Carbide & Car-
bon Corp.—Is a Director of National Carbon
Co. and Active in Other Subsidiaries—G. W.
Mead Elected a Director

The election of W. F. Barrett to a vice-
presidency and G. \W. Mead to membership

the board was recently announced by the
oard of directors of the Union Carbide &
Carbon Corp

Mr. Barrett began his association with the sub-
sidiary companies of the corporation in August,

W. F. Barrett

1913. He 1s now president of the Prest-O-Lite
Co., Inc., and a director of the National Car-
bon Co., Ine, manufacturer of Eveready
batteries, as well as a director of many other
subsidiaries of the Union Carbide & Carbon
Corp.
During the World \War AMr. Barrett was a
member of several war-work and advisory
mmittees and put in the greater part of his
time at \Washington, assisting the Government
n an advisory capacity on gases. He had
harge of design, construction and operation
the U. S. Government Helium-producing
nt for Army and Navy dirigible and balloon
work at Fort Worth, Tex. In recognition of
this work the University of Pittsburgh con-
ferred the honorary degree of Doctor of Science

ONE DIAL CONTROL

MU-RAD

Radio Corporation
Dept. W Asbury Park, N, J.

- Particular People Who Insist
on the BEST Are Asking for

The New

MU-RAD

Embodying the most ethicient {eatures of
Radio as it i1s known today.
with care and precision and mspected
with the utmost pains.
proven itselt popular with customers who
appreciate radio’s real prowess. Mu-Rad
will bring to vour store prestige and ad-
ditional sales and to vourself a real
margin of profit.
its today!

on Mr. Barrett in February, 1925. He is a
member of many technical societies and clubs.

Mr. Mead has been identified with sub-
sidiaries of the Union Carbide & Carbon Corp.
since 1906, when he was elected the first sec-
retary of the Union Carbide Co. In 1912 he
became president of the Linde Air Products
Co., in which position he served until he was
succeeded by Mr. Barrett in 1925. In this
company Mr. Mead then became chairman of
the board of directors, which position he still
holds. From 1917 to 1923 he was also treas-
urer and vice-president of the Union Carbide
& Carbon Corp. Mr. Mead is now a director
of the National Carbon Co., Inc., and the
Prest-O-Lite Co., Inc, as well as an officer
and director of many other subsidiaries of the
Union Carbide & Carbon Corp.

Edison Slovakian Records

In the General Group of records issued by
Thos. A. Edison, Inc., for February are to be
tound fourteen Slovakian numbers on double
rccords. Two of them are instrumental num-
bers, playved by Aladar Sio, a Slovakian orches-
tra, and there are ten folksongs, sung in
Slovak by Andrew Pelak, tenor. There are also
mncluded in the group two double-disc Mexican
dance numbers, plaved by the Gonzalez Or-
chestra.

Another Gulbransen Dividend

CHicaco, ItL., January 4—The Gulbransen Co.,
manufacturer of Gulbransen registering pianos,
declared a dividend of 2 per cent on common
stock, payable December 27, to stockholders
of record. This is the fourth dividend of 2 per
cent paid on common stock during the year
1926. The action was taken at a meeting of
directors held Friday, December 24, at the
headquarters of the company in this ecity.

Phonographs Test Telephones

Phonographs are used in the testing of tele-
phone transmitters before the transmitters are
considered fit for service. The transmitters are
placed in racks and a phonograph placed in
front of them playing a series of numbers for a
protracted period and under this test the ap-
paratus is subjected to usage that would require
much longer time under ordinary conditions.

SUPER-SIX RECEIVER

Assembled

A set that has

Investigate these proi-

Write for Proposition!

Elsa Alsen, Columbia Star
Wins Acclaim in Chicago

Wagnerian Prima Donna of Chicago Opera Co.,
and Exclusive Columbia Artist, Has Host of
Followers in This Country and Continent

Elsa Alsen, exclusive Columbia Phonograph
Co. artist, is enjoying one of the most successful
seasons of her career, as Wagnerian Prima
Donna of the Chicago Opera Company.

This famous dramatic soprano was born in
Russian Poland of a Norwegian father and
French mother. Her prodigious musical talent
was evident early in life, for in school she sang
soprano, contralto and tenor parts as needed.
When seventeen years of age she began her
musical studies at Breslau, making her debut
some twenty months later.

Mme. Alsen began her career as a church
and concert singer. Her beautiful contralto

Elsa Alsen

voice, enormous range and great volume led
friends to advise that she devote herself to
dramatic art. After a few ycars, however, Mme.
Alsen’s voice developed into a marvelous dra-
matic soprano and on the advice of such dis-
tinguished conductors as Nikish, Weingartner
and Mottl she abandoned contralto for soprano
parts,

After becoming a dramatic soprano, Mme.
Alsen made her debut in a role new to her,
l.eonora in Fidelio. The success attendant upon
that performance was so complcte that engage-
ments were made for her appearance in fourteen
cities at concerts commemorating Beethoven's
150th anniversary.

Now Mme. Alsen, as dramatic soprano of the
Chicago Opera Co., is repeating the great suc-
cesses won on the Continent. The strikingly
effective manner in which she impersonates
Isolde, Brunnhilde and other Wagnerian roles
will not soon be forgotten by thosc who have
been privileged to witness them.

Powel Crosley, Jr.. Donates
Christmas Gift Program

Cincixyati, Q. January 4—An organ rceital
by Adolph H. Staderman, Lillian Plogstedt and
Johanna Grosse was broadcast from station
WILAW, this city, and a network of seventeen
stations of the National Broadcasting Co. The

program was the Christmas gift of Powel
Crosley, Jr., president of the Crosley Radio
Corp., to the radio audience of America. The

program was given from 3.00 to 4.00 p. m. East-
ern Standard time and was of a varied nature,
beginning with favorite Christmas carols and
continuing with manyv well-known melodies with
<some of the most popnlar hits of the past year

mterspersed.
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The Time is
Equip those ‘Trade-in’
Reap Big |

IGHT now—today—instead of weeks or months

from now—you can cash in easily and quickly on

the keen interest the new type machines have roused.

Hundreds of dealers are doing so—by selling the new
Symphonic Reproducer.

They make two profits—frst, on the Symphonic
itself; second, on the increase in record sales that the |
Symphonic creates.

You know what a hit the new-type electrically cut
records are. You already feel new life in your record
business. But, while the business in the records is here,
ENTIRELY DIFFERENT you realize that you must wait a little for a big business

from ordinary reproducers, in reality in the machines.
the SUPER-REPRODUCER. Rigidly '

fZZ‘;Z?Z&e‘ﬁLU%’fﬁ?fﬁ%Aﬁ“é‘i?’D"}'if. Today is the time YOU must count on. You can

PHRAGM. Models to fit tone arms sell a Symphonic to practically every customer who

;’if g ‘}’Pet' It\l’w"etlt‘i:’;ld lgddf/ﬁ?tf owns an old type machine. And you can dispose of '
. nstan atia eda. (] . . o o

z;:fa r(:lsodel, $8. 2 your ‘“trade-ins”’ quickly and profitably by equipping

them with Symphonics.

Because the Symphonic Reproducer brings out

ymphonic |
PHONOGRAPH REPRODUCER |

The Original Aluminum-Alloy Diaphragm Sound-box

SYMPHONIC SALES CORPORATION - - 370 SEVENTH
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Ripe NOW to
Phonographs—and

Profits!

clearly everything that is in the new records—detail,
sweetness, volume, it will—

1. Sell more new records for you.

2. It will pave the way for the sale of new type
machines.

And its margin is highly satisfying.
TURN “TRADE-INS” TO QUICK ASSETS

The Symphonic Reproducer alone will create pros-
pects for your “trade-in”’ instruments. The addition of
a Symphonic Tone Arm will transform and modernize
the old instruments’ appearance, besides further im-
proving the tone. In combination, these two Sym-
phonic devices will turn to genuine assets what may
have seemed liabilities.

The acoustically perfected channel of this tone arm
prevents distortion in carrying the sound to the ampli-
fying chamber.

Because now IS the time to get these profits, now
is the time to send for the Symphonic Dealer Profit-
Plan. Write today.

“Slips on in a Jiffy”

ymphonic

"TONE ARM

The Symphonic Tone-Arm comes in
two sizes, 8V inches and 9Y; inches.
Only three screws to be inserted, mak-
ing replacement hardly a five-minute
job. Heavily nickel or gold plated.
Hinge permits reproducer to rest
against arm when not playing.

AVENUE . - NEW YORK
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Christmas Gift Buying Brings Up Sales
Volumes of Retailers in Kansas City

Talking Machines, Combination Instruments and Radio All Enjoyed Good Demand—T. H. Con-
don, Brunswick District Manager, Predicts a Busy Year Ahead—Other Trade Activities

Kaxsas City, Mo, January 7.— Although
Christmas activity in talking machines on the
rctail market here was somewhat slower in
tarting than usual, a last-minute pick-up re-
sulted in a large volume of holiday business.
Phonographs at all prices moved readily, with
all dealers remarking the activity of the higher-
priced machines. This has been a feature of
the talking machine business throughout the
season up to date, and with the advent of
Christmas buying was especially true. Com-
bination machines received a large share of at-
tention from holiday buyers, and radio figured
in a big way in the music items on the Christ-
mas lists of gift seekers.

It has been interesting to note that the depart-
ment stores and sporting goods houses have
found toy phonographs a very popular item for
hildren's gifts. These small machines, in
painted and decorated stvles, sold in large quan-
titics here, which shows the universality of
thc appeal of music. Records were more popu-
lar than usual as gifts, according to the record
dcpartments of the retail stores here.

Predicts Big Brunswick Year Ahead

T. H. Condon, district manager of the local
Brunswick Co. branch, predicts a great year in
the Kansas City territory. ‘“All owners of old
style instruments are in the market or will be
in the market for our new line,” he remarked,
“together with thousands of other prospects
who have never before considered the purchase
»f such reproducing instruments.

“We base our optimism for a grcat vear in
1927 not only on the above facts but because
conditions in our territory are sound and nor-
mal. \We will have a record flour production
this year and wheat, which has been holding to
a good price, has offset corn production, which
was quite disappointing. Good returns have
comc to stockmen, dairymen, potato growers
and Winter wheat farmers, and there has been
a better movement of agricultural products to
the markets. From all our soils we are draw-
ing millions that will create a broad basis of
purchasing power, a power not everywhere equal
this year, but not disturbed in total because of

fortunate diversification of our resources. Our
territory is sound, so we are predicting a very
large market for our new musical instruments
in 1927.”
Expensive Instruments Moved Briskly

The Paul Record Shop reported its Christ-
mas business far ahead of last vear with Ortho-
phonics in the larger models ranging in price
from $400 to $1000 receiving the greatest share
of attention. These were all cleaned out by
Christmas, according to M. M. Paul. Records
figured to a larger extent in the holiday buy-
ing at Paul’'s than ever before, with special
activity in popular numbers.

Strong Holiday Demand

Burton J. Pierce, sales manager of the Ortho-
phonic department of the J. \V. Jenkins Sons
Music Co., reports that business in Orthophonics
for Christmas delivery was eminently satisfac-

tory. The new line of Radiolas, carried in the
department since early this Fall, has received
splendid demand. Mr. Pierce says that the
higher-priced machines, especially the combina-
tions, have been in most active demand.

C. V. Bissell, of the Starr Piano wholesale
branch here and head of the Bissell Piano Co..
retail, is handling the Starr phonograph and rc-
ports that, although his line is new here, he
has received a satisfactory response on it. The
Bissell Co. is featuring Champion rccords with
great success.

Biggest Holiday Season in History

The Christmas season in the Jones Store
phonograph department was the biggest in a
number of vears, according to Miss J. M. Povn-
ter, in charge. Carrying a large variety of lines,
she finds that there has been a big demand for
all machines, with portables receiving consider-
able attention as well. The Edison 40-minute
playing record has bcen an active item in the
record sales with Joncs.

Orthophonics for Christmas gifts moved very
satisfactorily with the Waurlitzer store here dur-
ing the pre-Christmas season. The new radio
department, recently installed, has had a good
share of the attention of customers.

“Stewart-Warner Matched
Unit Radio” Is Registered

The phrase “Stewart-\Warner Matched Unit
Radio” as applied to radio receiving apparatus
i1s now officially registered at Washington, D. C.
A certificate of U. S. Print Registration has
been issued to the Stewart-\Warner Speedometer
Corp., Chicago, under date of October 26, 1926,
No. 9222. As a result the phrase “Reg. U. S.
Pat. Off.” may now be used in all Stewart-
Warner radio advertising.

On 7,000 Mile Trade Tour

H. H. Southgate, central sales manager for
Federal-Brandes, Inc., is now visiting distribu-
tors for Kolster radio and Brandes speakers in
his territory. The trip will cover approximately
7,000 miles, ranging from Cleveland to Denver
and from Oklahoma City to Houston. H. A.
Hutchins, Jr., Eastern sales manager, is also
making an inspection tour of New England and
Southern States from Maine to Florida. Both
Mr. Southgate and Mr. Hutchins will be absent
from their desks for about two months.

FULL LINE of HARDWARE

1400 1587
Pisno Hinge—any length
o o o o
B A M S—— 1 »a T T . v T T T T '
t o __ ° o o

87 WALKER STREET

H. A. GUDEN CO., Inc.

LN g
| .

1582
\O/

Portable
Needle Cup

Invisible Hinge

Huge Shipment of Bosch
Radio for New York City

Single Shipment From American Bosch Mag-
neto Corp to Weber-Rance Corp. Is Valued
at Quarter Million Dollars

A single shipment of a quarter million dollars
of Bosch radio, needed to meet the demand of
New York Christmas shoppers, was made by

e,

NEW YORK, N. Y.

Quarter Million Dollar Radio Shipment
the American Bosch Magneto Corp. from its
factory at Springfield, Mass, to the Weber-
Rance Corp., Bosch radio wholesaler in New
York. A unique feature of this record shipment
was the use of a fleet of seven large trucks em-
ployed to rush the Bosch receivers, reproducers
and power units. A part of the caravan of trucks
is illustrated herewith, photographed just before
lcaving Springfield. John \Weber, Jr., president
of the \Weber-Rance Corp., states that this is
the largest single emcrgency road shipment of
1adio ever made.

Pegdy Bernier With Columbia

Peggy Bernier, favorite with audicnces from
Chicago to the Coast, has recorded her fine
voice for the Columbia Phonograph Co. Miss
Bernier made her first record for Columbia out
in San Francisco, but the pcrsonality and ap-
peal injected into the disc have won admirers
all over the coumtry. She has a voice admir-
ably suited to the type of melody blues which
<he chooscs to sing.

I<. A. D. Andrea a IFather

Congratulations from fricnds and business
associates are being received by 150 AL D
\ndrea, president of F. AL D, Andrea, Inc., upon
the arrival of a new baby boy in the Andrea
household. It was wnmnmonneed that Frank A D
Andrea. Jr., had been appointed vice-president
of the organization by the Board of Dircctors,
to tahe cflect when he attains his majority.
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Record f A :

HE YEAR 1926 hasagain proven con-
clusively to the makers of the Stewart-
Warner Matched-Unit Radio that Te-
liable merchandise manufactured by a
concern of good reputation and distributed
on a clean-cut basis is the one certain
means of obtaining success in present day

marketing.

standards, always maintaining list prices
and estabhshmg dealers with territorial
rights. They have not attempted to obtain
distibution at every street corner; Stewart-
Warner Blue Ribbon Dealers are given an
opportunity to build a successful business

on Stewart-Warner Matched-Unit Radio

in their respective localities because of our

protective franchise.

Into the ranks of Stewart-Warner Blue

Ribbon Dealers have come concerns who
have wished to identify themselves with a
manufacturer on whom they could de-
pend—large . music and furniture dealers,
department stores, public utility compa-

nies and many others.

If you, too, wish a radio dealership that
will be successful and permanent, if you
wish to have back of you a manufacturer
with twenty years of experience, with the
facilities for large production and prompt

delivery, then we suggest you investigate

our proposition.

One big reason why these houses have

shown preference for the StewartWarner
line is the distributing organization. Stew-
art-Warner Products Service Stations han-
dle Stewart-Warner products exclusively.
Their activities are directed by the factory
to a large extent. They have at all times
lived up to Stewart-Warner policies and

Dealers can be your success.

STEWART-WARNER SPEEDOMETER CORPORATION
1824 DIVERSEY PARKWAY, CHICAGO, U. S. A.

Stewart-Warner manufactures a complete line of cabinet and console T
models ranging from $50 to $400, somewhat higher west of the Rockies.

The Stewart-Warner Air The-

atre is conducted over WBBM

{226 meters], for your enter-

tainment, and for demonstrat-

ing purposes, every afternoon
and evening.

Address

Town

-------------------------------------------------------------

Advertising Department
STEWART-WARNER SPEEDOMETER COR'N

1824 Diversey Parkway, Chicago, U.S. A.

Please request your nearest represantative to get in touch with us about__

Your firm name- S

Stewart-Warner welcomes as a dealer rep-
resentative any concern of financial respon-
sibility that will honestly and actively
engage in the merchandising of Stewart-

Warner Matched-Unit Radio. The success
of other Stewart-Warner Blue Ribbon

{zive date)
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AMPLION

Distribution Is Country-wide

Distributors are especially enthusi-
astic about the two Amplion inno-
vations for this season, the Am-
plion Cone and the Amplion
Patrician.

Important
Announcement
to the Trade

The Amplion Patrician new
list price is $50 00

The Patrician assembles an Am-
plion unit and a 48-in. air-column
in a handsome hand-carved mahog-
any cabinet 18 in. x 12 in. X 9 in.
Do not fail to see this new model.

The secret of the fine performance
of every Amplion model lies, of
course, in the matchless Amplion
unit.

Whatever type of repro-
ducer your customers pre-
fer, whether it be horn,
air-column, cone or pho-
nograph attachment, the
Amplion unit, which is
the heart of all Amplion

reproducers, will help
any set to give its best
performance.

Amplion Patrician
AA-18—$50

Amplion Cone
AC12—%30

The
Amplion Corporation

of America
Suite C

280 Madison Avenue
New York City

‘I'he Amplion Corporation of Canada
Toronto

Ltd.,

. AMPLION 8

P
[4
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United Mfg. & Dist. Co. Is
Now United Air Cleaner Co.

Well-known Chicago Firm, Manufacturing
Phonograph Motors, Radio Sets and Air
Cleaners, Has Changed Name
In an announcement issued to the trade a

short time ago the executives of the United
Mfg. & Distributing Co., Chicago, stated -that
the organization would be known henceforth as
the United Air Cleaner Co. The firm, incorpo-
rated in 1913, is well known as a manufacturer
of United phonograph motors, radio receving
sets and air cleaners for use in automobiles and
for industrial purposes. The old firm name has
long been considered a misnomer by the officials
of the United Air Cleaner Co., for the firm has
never acted as a distributor of any product, as
the name might seem to indicate. The air
cleaner division of the firm has grown during
the past few vears to a point where the busi-
ness developed forms an important part of the
activities of the entire company, and according
to a recent report, the United Air Cleaner Co.
is now enjoying its largest demand for talking
machine motors in several years.

New Distance Records Be-
ing Made With Kolster Sets

Pacific Coast Radio Fans Hear Tokyo and
Others Report Cross-Country Reception on
Indoor Aerials—Five Models in Line

New records in distance reception for small
sets are being made by the Kolster six-tube
table models this Winter, according to reports
received by Federal-Brandes, Inc., New York.
Two Pacific Coast radio fans state that they
hear Tokyo, Japan, regularly, and others report
cross-country reception on indoor aerials.

The Kolster radio line includes five models
this year, with six or eight tubes. One knob
in the center of the panel lends simplicity of
control, Three models operate on indoor or
outdoor antenna and two on loop aerials. All
tubes are lighted by one control switch, doing
away with filament rheostat adjustment. Cone
speakers designed by Brandes acoustical experts
are either built into the Kolster sets or recom-
mended for their use to match impedance and
pitch. Engineers are attracted by the sturdy
construction of the new Kolster models. It
is said that a man can stand on the chassis
without injuring it in any way. All connections
are soldered and all tubes are completely cush-
ioned.

Introduces New Tube

The Strongson radio tube, self-shielded and
copper-plated, is a new accessory being offered
to the trade by the Moulded Products Corp.,
New York City. It is claimed that this new
tubc isolates the microphonic noises originat-
ing in it and prevents electrical and magnetic
inter-action between tube stages by drawing
off this interference through a ground to the
negative A battery terminal. Officials of the
company state that this results in kcener selec-
tivity and better tone reproduction of voice or
music without disturbing noises.

New Columbia Artists

A most noteworthy addition was made to the
Columbia TPhonograph Co.’s fold when the
Scven-Day Adventists” Choir hecame exclusive
Columbia artists. Thesc talcnted singers are
from Atlanta, Ga., where their singing of spirit-
uals has won wide aeclaim.

The Jordan-Marshi Co., Boston, Mass, las
had unusual suceess with the Stromberg-Carl-
son line, due largely to a strong advertising and
window display campaign.

A. D. Silva Is Valuable
Addition to Farrand Staft

Well-known Engineer Has Had Unusual Ex-
perience in the Radio Field and Is Well
Qualified for Assumption of New Duties

The Farrand Mfg. Co., Thompson avenue at
Court street, Long Island City, N. Y., manu-
facturer of Farrand cone speakers and Farrand
battery eliminators, has been receiving con-
gratulations from many members of the trade

A. D, Silva

following its recent appointment of A. D. Silva
as vice-president in charge of engineering. Mr.
Silva is one of the best-known engineers in
the trade and the acquisition of his services by
the Farrand Co. is considered particularly for-
tunate.

Mr. Silva has unusual radio experience and
a wide range of engineering knowledge. He
was for some years chief engineer of the At-
water Kent Mfg. Co., which, of course, operated
one of the most extensive laboratories in the
radio field. For some years Mr. Silva was
transformer engineer of the General Electric
Co. and during the war he was a captain in
the Signal Corps, stationed in the research
laboratories in Paris, following which he was
retained in important Government service as
chief engineer of the Signal Corps at Camp
Vail.

C. L. Farrand, president of the Farrand Ca.,
and responsible for past development of Far-
rand products, has felt the need for some time
of an associate engineer able to shoulder somie
of the labors of the laboratory work. The
Farrand® Co. is carrying on extensive experi-
ments relating to further development of cone
tvpe speakers and is giving particular attention
to simplification of the manufacturing of battery
climinators, which, heretofore, due to their in-
tricate mechanism, has required low-speed pro-
duction.

“Pal Junior” Portable Is
Added to Plaza Co.’s Line

The Plaza Music Co., 10 West Twenticth
street, New York City, manufacturer of Pal
and Regal portables and other musical products,
has just announced that the Regal design port-
able can now be obtained under the brand
name “I’al Junior.” The large model Pal and
the Regal portable will continue as part of
the DMaza line, with the same amount of ad-
vertising and exploitation as heretofore. The
inclusion of a “Pal Junior” model has been
made at the suggestion of a number of Plaza
Music Co. distributors and dcalers. For the
past five vears the Pal portable has been ener-
actically presented and it is to take advantage
of the name value that the “Pal Junior” was
conccived.




O thousands of Dealer and

Jobber friends, we express our
sincere appreciation. For 1926
was the biggest Carryola year in
history; and consequently the
most successful portable selling
year.

And now comes a New Year,
ushering in a new Carryola line.
Added refinements, more sales
appeal, greater eye-value than
ever before.

Just turn this page!

647 Clinton Street

The Talking Machine 1 orld, New York, January 15, 1927

CWWorlds Largest Maker of Portable Phonographs

L'

CARRYOLA COMPANY of AMERICA

Milwaukee,Wisconsin




Che Largest Makers of Portable

e
(ARRYOLA MASTER

. . I The Master is avail-
HE new *“Master” has all the features of the old, and new ones [, able in five beautiful

colors besides black,
too. A new curved tone-arm of the latest accepted type, pro- with embossed art
cover and record al-

ducing greater volume and even fuller tone. A new exclusive style bum, artistically air-

brushed. Double

Nend P o S g . ino nickeled hardware

of Du Pont Fabrikoid covering (looks just like leather), lending a throughout. Strongly

new personality to the world's foremost portable. ﬂl gg:leter. °’mg£1_'°'i'3’.‘u’f

pact, and easy to
carry.

—

CARRYOLA (OMPANY of AMERICA

647 Clinton Street Milwaukee,Wisconsin




Phonographs in the World /
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(ARRYOLA
FLAPPER

Completing e New Line

HE “Cub” and “Flapper” complete the new line. The distinctive new design. Three colors—blue, black, or brown.

Carryola Cub retails at a list price much lower than the
“Master” or “Flapper,” and makes it possible for the Carryola
Dealer to compete successfully when price is a factor.

This new portable is a real performer, with splendid volume,
excellent tone, and sturdy construction. Strong, thoroughly-
tested motor, standard tone-arm, and reproducer.

Attractively covered with genuine Du Pont Fabrikoid of

647 Clinton Street

Plenty of eye-value and sales appeal!

The New Carryola Flapper is a musical instrument of special
appeal. It has all the features of the “Flapper” you are sell-
ing today, and now comes to you in an even more attractive
form. ‘We have simply changed it to conform with the new
vogue in “hat-box” designs.

1927 1will be the biggest portuble selling year in history! It’s a
clean cash business!! Let ns help you make your plans now!!!

CARRYOLA (OMPANY of AMERICA

Milwaukee,Wiscornsin




FEATURING
CARRYOLA

PORTABLES

VER since Carryola Portables were

first put on the market we have fea-
tured them. Because they are the best
portables made, the fastest selling and
the most profitable.

Other portables come and go but Car-
ryolas go on forever. We expect to be
selling them ten years from now—and
longer.

Our dealers find that Carryolas “take”
because of the very high quality of their
tone, the bigness of their volume, and
their excellent eye-value.

ALUMINUM SPECIALTY ComMmpaNY
45 Trinity Avenue
ATLANTA GEORGIA

A COMPLETE LINE
OF PORTABLES—

CARRYOLAS

HERE'S the Master for steady sales,

the Flapper for the gift appeal, the
Cub for the lower priced trade. It’s a
line that any dealer can sell. It practically
sells itself. With it you can satisfy the
entire portable demand.

If there’s another line of portables that
offers as much for the price, we've yet to
know of it.

Dealers can increase their business by
taking on this nationally advertised line.
Complete and ample stocks carried by us
at all times.

F. B. CONNELLY CO.

BILLINGS MONTANA
GREAT FALLS MONTANA

—Uhe Carryola Master

CARRYOLA PORTABRBILES—

COMPLETE STOCK

OF CARRYOLA
MODELS

EALERS never catch us out of stock

on the Carryola Models. We carry
an ample supply at all times of these pop-
ular portables. We like to. And we have
to. Our customers demand it.

Those dealers who insist upon a profit-
able, fast-selling, ACCEPTED line of
portables are today featuring Carryolas.
It is the only portable nationally adver-
tised and nationally popular. Our dealers
sell them the year ‘round. And we give
them immediate service.

ALuMINUM SpPeCIALTY COMPANY
330 N. Ervay Street
DALLAS TEXAS

CARRYOLAS

SELL THE WHOLE
YEAR 'ROUND

HERE is a steady year ’round de-

mand for Carryola Portables. They
fill a musical want. Just as definite a
want as exists for the larger, more ex-
pensive instruments.

When a Carryola is wanted nothing else
will do. No other portable offers as
much in tone, volume, eye-value and en-
durance.

Dealers find that they sell readily and
build a clean, quick-moving, cash busi-
ness. The profit margin is RIGHT.
Put your power behind Carryolas and
make more money.

FRANK R. WITMAN
PHONOGRAPH SUPPLY CO.

PUTNAM CONN.
NEW ENGLAND DISTRIBUTOR OF CARRYOLAS




ATTENTION!

ROCKY MOUNTAIN
MUSIC MERCHANTS

E are exclusive wholesale distrib-

utors in the Rocky Mountain ter-
ritory for the well-known Carryola
Portables. We have handled this line for
years.

Carryolas sell far faster than any other
portable. They offer the largest value.
And when they're sold they stay sold.

Carryolas mean new cash business, record
business, and needle business. There’s a
good profit and they are astonishingly
easy to sell.

We carry a complete line of Carryolas at
all times. Order a supply now.

GRAY BROTHERS COMPANY

Wholesale Exclusively
1453-1455 Court Place

DENVER COLORADO

CARRYOLA PORTABIE S—

THE FASTEST SELLING
LINE OF PORTABLES
"IN THE WORLD

HE Carryola people have worked

more real worth into their line of
portables than any other we know of.
That's the main reason they sell so well.
Superior tone, superior volume, superior
eye-value, superior wearing qualities.

Another reason is that it pays dealers to
push Carryolas. They're nationally ad-
vertised. They sell faster and with less
effort. And there's a big profit margin to
make it worth while.

Twenty-four-hour service! That's us!!

IiLinors Musicar SuppLy Co.
615-617 So. Wabash Ave. |
CHICAGO ILLINOIS

Uhe Carryola Master

CARRYOLA

SALES ARE CLEAN,
QUICK, CASH BUSINESS

GREAT many Carryolas are sold

for cash. It’s quick turn-over, and
with a liberal margin of profit for the
dealer, Carryola business is the cleanest
sort.

The dealer who hasn't tried out this line,
who thinks it is just another line of porta-
bles, is making the mistake of his life. In
tone, volume, eye-value, and wearing
qualities, Carryolas are superior to all
other portables.

Our motto is—Immediate Service!

HALPERIN DISTRIBUTING CoO.
30 West 15th Street

NEW YORK NEW YORK

PROFIT
BY SELLING
THE CUB

RACTICALLY all of our dealers
enjoy an excellent steady business
with the entire Carryola line.

Many of them use the Carryola Cub as
their leader. It’s attractively priced, well
constructed, has good tone quality, and
produces full volume.

Selling Carryolas is profitable business.
The product is right, and it “stays sold.”
Our immediate service system is well
known to the trade.

OKEH PHONOGRAPH CORP.
15 West 18th Street
NEW YORK NEW YORK




CARRYOLA

SERVICE FOR
SOUTHERN DEALERS

EALERS who appreciate the profit
possibilities of a fast-selling, cash-
bringing line are selling Carryolas.

We serve a large group of these satisfied
dealers in the South. It is our business
to keep them happy. And we do so, easily,
with the Carryola line. The profit margin
is generous and they sell quickly. THEY
OFFER MORE FOR THE PRICE—in

tone, volume and appearance.

Many of our dealers find it to be the
most profitable line they handle.

SOUTHERN ALUMINUM COMPANY
Incorporated

513 CONTI STREET
NEW ORLEANS LOUISIANA

TCARRYOLA PORTARIL ES-

ANTICIPATING

OUR BIGGEST
CARRYOLA YEAR

E expect 1927 to be our biggest
Carryola year.

Thinking dealers know that Carryola
business is quick, profitable, cash busi-
ness. That Carryolas have been perfected
to the point where they offer the tone and
volume of the new, larger and more ex-
pensive musical instruments. That they
are nationally advertised. And that they
are good to look upon.

Our complete stock insures you prompt
service.

STERCHI FURNITURE
and CARPET COMPANY

ATLANTA GEORGIA

—GUhe Carryola Master

ANY Goop DEALER
CaN Increase His
SaLes WitH CARRYOLAS

KEEP your Carryolas on display. Sell
them on their merits as first-rate
musical instruments. And you'll increase
your sales—quick profitable business.

The performance of the Carryola Master
is more like the new, larger musical in-
struments than a portable. Then too, it
has wonderful eye-value.

They sell on sight and on performance—
good, clean, cash business. A fast-selling
line. We specialize in giving real service!

STERCHI BROTHERS

Atlanta, Ga. Nashville, Tenn.
Jacksonville, Fla. Chattanooga, Tenn.
Bristol, Tenn. Asheville, N. C.

418 GAY ST. KNOXVILLE, TENN.

WHY WE ARE

CARRYOLA
DISTRIBUTORS

ECAUSE we have found from ex-

perience that no other line of porta-
bles can touch the Carryola Line.
Because it's the only line of portables we
know of that is good enough, on merit, to
sell as a major musical instrument.

It has the tone and volume of the new,
larger, and more expensive musical in-
struments. It's always modern and dis-
tinctive in design and color. It's
nationally advertised. It’s easy to sell.

And every sale is profitable. There's a
good margin for dealers—and Carryolas
“stay sold.”

WALTER S. GRAY CO.

Jobbers

1054 MISSION ST. SAN FRANCISCO
926 Midway Pl, LOS ANGELES
1241 Railroad Ave., SO. SEATTLE




CARRYOLA

MUSIC DEALERS!
HERE’S A LINE
THAT SELLS!

F we didn’t know that Carryola Porta-
bles sold as does no other line, we
wouldn’t have taken them on.

After looking them all over, we can un-
derstand Carryola success. Their tone is
beautiful, there’s plenty of volume, and
good looks to spare.

They SELL! Just keep them in sight
and they’'ll move. Every sale carries a
good profit for you.

We guarantee prompt service from our
constantly replenished stocks.

WILLIAMS MUSICHOUSE

Everything in Music

PORTABILE S-

CARRYOLAS

ARE THE FASTEST
SELLING PORTABLES

ITH all the portables at our dis-

posal we selected the Carryola. Be-
cause it is the fastest selling line of
portables in the world.

Dealers like them because they out-step
competitive lines, give better tone, bigger
volume, look better, last longer. They
sell more easily, sell faster, and build
repeat business.

They push them because people want
them, and ask for them by name. And
because it pays. There’s a good margin
in every sale. Our service is complete!

YAHR-LANGE, Inc.

442 E. Lafayette Ave. DETROIT

BIRMINGHAM ALABAMA 207-15 E. Water St. MILWAUKEE

stock, or made to your order.

MILWAUKEE

Q&c Carryola Master

CARRYOLA USES QUALITY PLYWOOD
They Think in Terms of Production

WHEN buying Plywood, it is as essential that your crafts-
men receive quality stock to enable them to do better
and more effective work as it is to have modern machinery.

Your Plywood requirements for the manufacture of phono-
graph cabinets, piano cases, radio cabinets, table tops, in vari-
ous woods and thicknesses, can be supplied promptly from our

GEORGE L. WAETJEN & CO.

713-723 PARK STREET

WISCONSIN




CARRYOLA PORTABRBIES-

GENERAL BOX COMPANY

with fifteen plants, and a corps of box engineers, is in a su-
perior position to render unfailing service and the most eco-

nomical of box and crate designs.

GENERAL BOX COMPANY, HOME OFFICE

500 NORTH DEARBORN ST. CHICAGO, ILL.
Sales Offices and Factories in Most of the Large Cities

Uhe Carryola Master




—CARRYOLA PORTABRILE S

THE WORLD’S
MOST FAMOUS
MOTOR MAKER

EARS of experimenting, years of sin-

cere effort, years of successful experience
in motor building, have brought an acknowl-
edged record of accomplishment which is
recognized throughout the industry.

We manufacture every type of phonograph
motor, for every purpose. Quality products
all, thoroughly tested by the one real test—
experience.

Among the manufacturers we serve is The
Carryola Company of America, famous
Portable makers.

THE GENERAL INDUSTRIES CO.

Formerly Named The General Phonograph Mfg. Co.
ELYRIA OHIO

Makers of Precision Products for a Quarter of a Century

Ube Carryola Master



CARRYOLA PORTABRBILES-

STAMPING and DESIGNING
for both
GENUINE and ARTIFICIAL

LEATHER

THE excellent stamping and decorative work that
has so long distinguished Heinn Loose-Leaf Cata-
log Binders for salesmen and for the general trade has
developed an enviable business in designing and stamp-

ing other products. Our facilities for both are unex-
celled.

The Heinn Company has been selected by the Carryola
Company of America, makers of the world-known
Carryola Master and other models, to supply the
designs and do the stamping for the covers and albums
of their instruments.

THE HEINN COMPANY

Originators of the Loose-Leaf System of Cataloging

340 FLORIDA STREET
MILWAUKEE WISCONSIN

——Ghe Carryola Master




CARRYOLA PORTABRBILES-

EMPIRE

UNIVERSAL TONE-ARMS
and

REPRODUCERS

IT is an acknowledged fact that the tone-arm and repro-
ducer are the most vitally important parts of a phonograph.
We specialize in the production of perfected tone-arms and
reproducers. For clear, full, round, pleasing tone, EMPIRE
equipment stands in a class by itself.

EMPIRE tone-arms have been endorsed and used, for years,
by The Carryola Company of America, world famous portable
manufacturers. The superior quality, excellent workmanship,
and attractive design of our equipment have merited this
endorsement.

No. 75 TONE-ARM and
EMPIRONIC REPRODUCER

This latest EMPIRE product gives you a new idea of the best
electrically-recorded records. The quality of tone is magnifi-
cent!

The tone-arm is an all brass, continuous taper, all curve arm,
equipped with full ball-bearing base.

EMPIRONIC REPRODUCERS need only to be shown to be
sold. Write for particulars.

THE EMPIRE PHONO-PARTS CO.

(Est. 1914)
WM. J. McNAMARA, President

10316 Madison Avenue
CLEVELAND OHIO

Uhe Carryola Master
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CARRYOLA PORTARILES-

WILBUR PRODUCTS COMPANY, INC.

Exclusive American Representatives

of

Maestrophone Societe Anonyme
STE. CROIX SWITZERLAND

E represent the world’s foremost manufac-
turers of motors, tone-arms, sound boxes,
etc. We specialize 1n creating and producing to
manufacturer’s own individual specifications

and requirements.

Among our patrons is the Carryola Company

of America, famous portable manufacturers.

WILBUR PRODUCTS COMPANY

INCORPORATED
LANCASTER PENNSYLVANIA, U.S. A

New York Representative, H. L. COOMBS, Fisk Bldg.
250 W. 57th Street Phone, Columbus 0874

Uke Carryola Master
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Abe Lyman’s Orchestra
on West Coast Circuit

Popular Brunswick Recording Aggregation Re-
celving $85,000 for Engagement of Twenty
Weeks in Leading West Coast Theatres

Cuicaco, Tiu, January 5.-—Abe Lyman’s Cali-
fornia Orchestra, exclusive Brunswick record-
ing artists, has just
closed a contract with
the West Coast thea-
tre circuit which calls
for a salary of $85,000
for a twenty-week en-
gagement.

The Brunswicle Co.
is behind Lyman with
a strong publicity and
advertising campaign.
The orchestra opened
Christmas Eve at the
Uptown theatre, lLos
Angeles, at which time
Lyman and his boys

Abe Lyman gave a Christmas eve
party, distributing Brunswick records, auto-
graphed by Lyman, to each patron.

Windsor Furniture Co.
Markets New Cone Speaker

Model No. 200 Has Twenty-two-Inch Cone and
Is Enclosed in Handsome Console Cabinet
With Room for Batteries and Eliminator

Cuicaco, ILL, January 3.—The Windsor Furni-
ture Co. has placed on the market a new twenty-
two-inch cone speaker enclosed in a handsome
sonsole cabinet and the product has received an
enthusiastic reception from both the trade and
the public.

Although the console is handsome and artistic
in every sense of the words, it is built with a

full sympathy for every radio requirement and
has in the rear a large compartment with room
for batteries, charger and eliminator. Although
these accessories are entirely concealed from
view, ample ventilation is allowed for batteries.
The product is known as Windsor Model 200.

Talking machine records were put to a new
use recently when S. W. Dittenhofer, president
of the Golden Rule Store, St. Paul, Minn., per-
sonally recorded an announcement of a big ten-
day sales drive that was to be held by the store.
The records were distributed to every member
of the organization.

W. Rautenstrauch President
of Splitdorf-Bethlehem Co.

Former President of the Fred F. French Co.
Elected to Post Vacated by the Retirement
From Business of M. W. Bartlett

Aunouncement of the election of Walter
Rautenstrauch, president of the Fred F. French
Co., to the presidency of the Splitdorf-Beth-
lehem Electrical Co. was made recently, follow-
ing a meeting of the company’s board of
directors. Mr. Rautenstrauch’s election will fill
the post recently vacated by the retirement
from the business of M. W. Bartlett, and which
has been temporarily filled by E. H. Schwab,
chairman of the board of directors aud brother
of Charles M. Schwab, a member of the board
of directors.

Mr. Rautenstrauch will assume his new duties
January 1, when his resignation from the Fred
. French Co. will take effect. In addition to
being president of the Fred F. French Co. of
engineers and builders, he is also treasurer of
the Fred F. French Investing Co. large and
prominent concerns.

The Splitdorf-Bethlehem Electrical Co., with
headquarters and main plant at 392 High st -eet,
Newark, N. J., represents the merged interests
of two of the pioneers in the electrical and
automotive manufacturing industries—the Split-
dorf Electrical Co., founded in 1858 and the
Bethlehem Sparkplug Co., of Bethlehem, Pa.
The company produces radio receiving sets,
sparkplugs, magnetos and allied lines.

Mr. Rautenstrauch is a member of the en-
gineering faculty of Columbia University, a
director of the Hudson Insurance Co. and a
member of the American Society of Mechanical
Engineers, American Society of Refrigerating
Engineers, National Research Council and a
Fellow of the New York Academy of Science.
Prior to his association with the Fred F.
French companies he was vice-president of the
J. G. White Management Corp. and president
and general manager of the Liberty Yeast Corp.
He is recognized as an authority on industrial
problems in the fields of finance and economics.

Election of Mr. Rautenstrauch as president,
following the recent appointment of Robert W.
Porter as general sales manager and Fred W.
Upton and George W. Lang as vice-presidents
of the subsidiary, Splitdorf Electrical Co., in
charge, respectively, of engineering research
and production, is regarded as completing the
final step in the plans of the merged concern’s
financial management to make Splitdorf-Beth-
lehem Co. an increasingly important factor in
the electrical, radio and automotive industries.

Zenith Enjoys Record Pros-
perity Says Paul B. Klugh

In an open letter addressed to members of the
trade press, distributors and dealers several
weeks ago, Paul B. Klugh, vice-president and
general manager of Zenith Radio Corp., Chicago,
stated that rumors had been circulated regard-
ing the financial condition of the Zenith Corp.,
for the purpose of injuring the firm’s standing.
In his message he branded the reports as
untrue and fortifies his statement with a financial
report, showing the Zenith Radio Corp. to be in
a healthy and prosperous condition. Mr. Klugh's
letter, in part, follows:

“QOur attention has been called to some malig-
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J. E. RUDELL

83 Greene Street
New York City

nant rumors being circulated for the purpose of
mjuring this company. None of these rumors
is based on fact. It is embarrassing to us, to
say the least, to be compelled to defend our-
selves against such sinister, evil influence. So
that there will be no misunderstanding, we make
the following plainly worded statement:

“The Zenith Radio Corp. has never been in a
more prosperous condition. Qur gross sales and
net profits so far this year, July 1 to Decem-
ber 1, are the largest in our history. We have
$406,221.08 cash in the bank and discount our
bills. Our ratio of assets to liabilities is, in our
opinion, equalled by few radio manufacturers.

“If anyone will lend us aid by giving a usable
affidavit containing the name or names of these
scandal mongers, together with their statements,
we shall immediately institute court proceedings
against the offenders and expose their rascality
to public disapproval. Men capable of perpetrat
ing mischief of this kind should be brought to
justice without delay, not ouly for our own sake.
but for the good of the trade and the com
munity as a whole.”
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REMIN

SUPER-H
POR'T
RIVALING IN TONE THE

ONE!! high and low notes—the new broad
tones—and that super clarity and definition—
the entire range of musical sound held in perfect
/~ = balance—solo or ensemble, the reproduction is of
\,\17375\ | the utmost fidelity.

\_'-.

HIS tone is due to the refinement of the new

principles of sound amplification perfected by
an acoustical engineer who stands among the
leaders in this field of science. These important
features have been brought to the highest state of
perfection, synchronizing perfectly with the new
electrically recorded records and the result is a tone

The Remmgton Super-Harmonic Sound Of great Volume, warmth and beauty.
Box is new in construction—made entirely

of brass—there are no screws, loose parts
or springs to get out of adjustment. We
claim greater volume of tone without blasts

equip the old type phonographs with this HE Remington Super-Harmonic in point of
sound box and you will be astounded at 5 o oo g

the character of its tone. size, compactness and weight, is ideal and it sells
Finished in nickel 1 1

[Einished. I AxCsl NS IR $8’OO at a price no higher than the present portables.
Gold_platel ; i smme i mis s i $10'00

JOBBERS—DEALERS— Write f or samples, discounts and territory
now—shipments will be made on the 15th of February, 1927

Remington Manufacturing Corp.

BRIDGETON, N. J.

No connection with any other firm bearing this name
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Retails $2500 -

Slightly higher ia the Fac West and Canada

A powerful motor—a specially designed, all-
brass, throw-back tone arm in ball-bearing
base—hardware of the best—covered with
Du Pont fabrikoid in the latest grains and col-
ors and the weight only 16 pounds, this in
spite of the exclusive elaborate amplifying sys-
tem, which remains unseen, and the Super-
Harmonic Sound Box are a few of the many
outstanding features of the Remington Super-
Harmonic Portable.

S FGNT
taBRIKOID

Agau S PATOFT

Finished in black, green,
blue, gray and maroon.
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I:mproved Line of Portables Is Being
Introduced to Trade by Carryola Co.

Important Additions and Improvements Made in Line, According to Don T. Allen, Vice-President
of Company—Extensive Advertising Schedule for 1927 Outlined by H. D. Leopold

Don T. Allen, vice-president of the Carryola
Co. of America, has just announced to the trade
an attractive new line for the current year. The
feature instrument is the Carryola M\laster,
which is well known everywhere in the music
trades. The new Master maintains all of the
essential features which have brought popularity
to the old, and includes a number of important
additions which are now being introduced. For
instance, a new type curved tone arm is being
used, and several improvements in design are

to be noted. This new Carryola Master is cov-
ered in genuine Du Pont Fabrikoid, colors blue,
black, brown, green, red, gray, of an exclusive
design and pattern. The finish is almost iden-
tical in appearance to genuine leather, and has
a two-toned effect which lends much to its
attractiveness.

The Carryola Cub, a popular portable some-
what lower in price than the Master, contains
for 1927 a number of distinct improvements.
Tt has a new type sound chamber, and is covered
attractively in an exclusive futurist pattern of
genuine Du Pont Fabrikoid.

The new Carryola Flapper has followed the
vogue of designs in hat box styles. It is com-
pletely equipped with a self-contained record
album, and embodies a number of important
additions, both from the standpoint of eye-appeal

and musical reproduction—an attractive model.

At the close of the biggest year in its history,
the Carryola Co. of America has completed its
budget for 1927 advertising. During the year
just passed, this aggressive company con-
sistently reached the public through the Satur-
day Evening Post, Liberty and many other na-
tionally known publications. The schedule for
1927, as announced by H. D. Leopold, adver-
tising and sales promotion manager, is by far
the most ambitious ever launched for portable

Left to Right: New Can:yola Cub, Carryola Ma-ster and Carryola Flapper

phonographs. The 1927 plan includes consistent
appearance of copy in the Saturday Evening
Post, Liberty, the American Weekly, True
Stories and other publications.

In addition to the 1927 space commitments,
the Carryola Co. has just announced to its
dealers a most attractive and complete window
display. The new display makes it very easy
for the music dealer to feature his portables, and
accordingly to command the attention of those
who pass his windows. Further, a highly dec-
orative counter display card, lithographed in
striking colors, has just been distributed to the
Carryola trade.

Mr. Leopold states that during 1927 the Carry-
ola Co. will offer an advertising service to its
dealers that is complete in every detail. This
will include not only the national advertising to

Endorsed by Prominent
Radio Authorities—

TRADE MARK
REGISTERED
U.S.PAT.OFF.

RadioVacuum

Best by Test

TUBES

Make a
Good Receiver

7 l’ 1RYY /&//

C. E.MFG. CO., INC,, Providence, R. I. Largest Plant ir.x World Making Tubes Exclusively

H. D. Leopold
the consumer, and the display materials referred
to above, but as well a full line of prepared
dealer advertisements, selling helps, and attrac-
tive pamphlets for distribution by mail.

This new appropriation is based upon the
anticipated volume of the company for 1927
During the vear just passed the volume was 70
per cent in excess of any previous figure in
Carryola history, and the Carryola forecast for
1927, although an ambitious one, gives every
indication of reaching maximum fulfillment.

Radio Over-Production
Is Becoming Regulated

Overproduction and overstockiug in the radio
industry are rapidly becoming regulated to the
extent found in older, well established indus-
tries, according to D. S. Spector, general man-
ager of the Kolster-Brandes merchandising
division. Pointing out that competition has be-
come less keen from unreliable manufacturers
and keener among the well-established firms.
Mr. Spector stated that sales are depending
more and more upon the actual performance of
the receiving set.

F. A. D. Andrea Pays
Largest Royalty Check

The largest royalty check in the history of
Fada radio is being paid to the Hazeltine Corp,,
owner of the Neutrodyne patents. In making
this announcement, R. M. Klein, general mau-
ager of Fada radio, stated that this record pay-
ment is due to the tremendous volume of busi-
ness done during the last quarter of 1926
under the Fada license from the Indcpendent
Radio Manufacturers, Inc., to build Neutrodync
receivers.

Feature Panatrope Radiola

Mixyeaporis, Mixy., Jammary 4—Foster &
Waldo, well-known music house of this city,
featured thc Brunswick Panatrope Radiola last
month in full-page advertisements and by attrac-
tive window and store displays. Thc news-
paper advcrtisement stressed the eclectrification
of tlhe instrument, thus climinating battcrics,
also mentioning that no outside aerial was rc-
quired for its operation.

Louis Sterling Abroad

Louis Sterling, chairman of the Board of
Directors of the Columbia Phonograph Co, Inc.,
New York, sailed for Europe last month and
expects to return to this country the early part
of February.
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MODEL 335, illustrated, 6-tube OnE
Dial Receiver, lesstubesand batteries,
butith battery cable attached, $70.
Other Oxe Dial Receivers, $85 to

$140

The first receiving set sold by the

Atwater Kent Manufacturing Compa.ny was
shipped from the factory November, 1922.

Figures for the intervening years, show-
ing the increasing demand for Atwater
Kent Sets, are:

6,628

58,927
175,401

1922-1923 1925-1926 .
1923-1924

1924-1925

.1331,208
PRODUCTION OF SETS TOR:

1926-1927 . . 600,000

MANUFACTURING
A. Arwater Kent, Prestdent
4725 \Vissahickon Avenue, Philadelphia, Pa.

ATWATER KENT

Speakers
K16 to $23

EviEry Sunpay EVENING:

The Atwater Kent RadioHour
biings you the stars of opera
and concert, in Radio’s finest
program. Hear it at 9:15
Eastern Time, 8:15 Central
Time, through:

(WEEI RSN, o ooe Boston
WRC . . . . . Washington
WSAI & & /4 & & Cincinnati
WTAMNGEG . o . Cleveland
WGN , . . . ., . .. Chicago
WFI . . . . . Philadelphia
WCAE . . . . . . Pittsburgh
WGRL S Hme lal o B . Buffalo
WOCHISE o = Davenport
KSD . . . . . . St Louis
WWIh e & & ¢ ® ", Detroit
wceo . . Minncapolis-St. Paul
wWGY . . . . . Schenectady
WSB . . . . o, . . Atlanta
WSIN o "B ikl Nashville
g o w Al sl Memphis
WHAF & won @ @ & Loutswille

Hrite for illustrated bookle of
Aracater Kent Radio
Prices slightly higher from
the Rockies avest, and in Canada

COMPANY
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[EpiTor’s Note-—This is the sixty-fourth of a series of
articles by Villiam Braid \White devoted to the various
interesting opportunities which prevail in the domain of
education for the retailer of talking machines. The subject
is ome of great interest and we commend these articles to
the consideration of all who are devoting attention to the
featuring and developing of the musical possibilities of
the talking machine.]

Convince the Music Lovers

A couple of weeks ago a group of enthusiasts,
lovers of the phonograph and of recorded
music, met in the concert hall of Lyon &
Healy’s great Chicago store and organized the
Chicago Gramophone Society. A few days later
another group of men and women, animated by
precisely similar desires, met privately and
formed the Phonograph Art Society of Chicago.

In the city of Boston there is a Phonograph
Society, in the city of Philadelphia there is one
and in Minneapolis another. It is evident that
a movement is beginning, spontaneously and
without any common external pressure, which is
destined to exert a very powerful influence upon
the policy and the methods of the phonograph
industry in the United States.

Societies of amateur lovers of recorded music
have been known for some five ur six years in
Great Britain, and now they are spreading to
the United States. A little consideration must
show dealers that there is some reason for any
movement of this sort. These things do not
happen without cause. Moreover, when they be-
gin to happen it is usually quite safe to assume
that the reason for their coming into existence
hias become compelling, so acute that it can no
longer be put aside.

With or Without Us

And I think it fair to §a3 that just such a statc
of affairs has come to™€xist in this country.
\While we have all been wondering about the
phonograph coming back, the thing has been
happening, silently and under our very noses.

While we have all been wondering whether the
new electrical recordings of the finest and best
music would really sell (and mostly deciding
that they \vould not) music lovers who want

that music have been getting it, with our aid
or without it, mostly without. Fhey have been
going to vast trouble to back up the courageous
manufacturers who have put on the market such
wonderful sets of records as those which are
known by the name of Columbia Masterworks;
and they have done this in face of a very con-
siderable and quite lamentable apathy on the
part of the dealers. When men and women not
only ask for Columbia Masterworks or for
similar recorded music, and, rather than do
without, get it themselves at long distance be-
cause local dealers will not take an interest in
it, then we may be fairly sure that something
very interesting is happening. It is pretty nearly
time, I think. for dealers to wake up.
Why We Speak

Now the cardinal principle of musical mer-
chandise selling lies in recognizing that the heart
of the whole problem is contained in the word

“musical.” To sell musical merchandise one
must like music, feel a sympathy for others
who like it, one must know it, one must be

able to talk the same language as is talked by
those others. To attempt to sell good records,
high-class records, records of fine orchestral,
solo or ensemble music, without knowing what
it is all about, is to attempt the impossible.
Fascinating Possibilities

To-day, as never before, the musical possi-
bilities of the talking machine fascinate the
imagination. A fillip has been given to the
game by the invention of the new processes of
recording. To-day we can look forward to the
future and say with confidence that there is
absolutely no limit to the musical possibilities
of recording and of reproduction. The latest
machines are wonderful; but does any one sup-
pose that those of next year and of the year
after next, or at least those of five years from
now, will not be much more wonderful? The
records of to-day are wonderful; but the day is
coming when records of a whole orchestral
program, a whole opera, a whole solo recital
will be on sale within a few days of its original

Now!
15,000
Dealers
Stocked

Every radio user needs
the Super-Ball Antenna—
they will buy on sight if
you display this item. This
means easy sales, good

MILWAUKEE, WIS.

Super Ball Antenna

Now Sold Internationally

INCORPORATED

Makes

a Friend
of Every
Customer

profits and satisfied, boost-
ing customers. Complete
details upon request. Or-
der from your jobber—to-
day.

DETROIT. MICH.

performance at a low price. The day is coming
when the library of great performances will be
as common as the library of books; but the
phonograph dealers must wake up and take a
great deal more interest than they are now tak-
ing if this prophecy is to be more than a glitter-
ing dream.

It seems to me that the opportunity for re-
alizing on the musical possibilities of the talking
machine is greater to-day than ever. I have
often urged in these columns that dealers would
be well advised to go in for phonograph re-
citals, for constant demonstration of the very
best in music, no matter whether the com-
munity around them be small, no matter
whether the interest in good music may seem
to be slight. For these things grow. Indiffer-
ence yields to interest and interest to en-
thusiasm. Popular music, said Theodore Thomas
many vears ago, is simply familiar music. And
when he said that, he said very much in few
words.

Where We Can Learn

But if these things are to be done at all
they must be done right. Here the reproducing
piano people can give us cards and spades. Long
ago they learned that there is a public willing
and able to pay the high prices demanded for
these instruments when once they have been con-
vinced that the claims made for them are really
substantial and can actually be made good. The
reproducing piano people have been wise enough
to do their recital work under the best auspices.
They have got in touch with eminent musicians,
they have sought out the best talent to help
them in demonstrating their pianos, and they
have emphasized always that their recorded
music is the work of the greatest pianists. We
must learn to do the same thing.

The phonograph societies springing up here
and there are as straws showing the direction
of the wind. The future of the phonograph in-
dustry is along artistic lines.

Greeting to The World From
the Symphonic Sales Corp.

The season’s greetings were conveyed to The
Talking Machine World from the Symphonic
Sales Corp., maker of the Symphonic phono-
graph reproducer, of which Lambert Friedl is
president, in a most unusual form that merits
mention. On an attractive tinted stock the fol-
lowing message was printed in colors:

It Is the Wish of
SYMPHONIC SALES CORPORATION
to
THE TALKING MACHINE \WORLD
That You Promise Yourselves:

To be so strong that nothing can disturh your peace of mind.

To talik health, happiness and prosperity 1o every person
you meet.

To make all your friends feel that there is something in them.

To look oun the sunny side of everything and make your
optimism come true

To think only of the best, to work only for the best, and to
expect only the best.

To be just as enthusiastic about the success of others as
you are about your own.

To forget the mistakes of the past and press on to the
greater aclhievements of the future.

To wear a cheerful countenance at all times and to have a
smile ready for every living creature you meet.

To give so much time to the improvement of yourselves
that you have no time to criticize others.

To be too large for worry, too noble for anger, too strong
for fear, and too happy to permit the presence of
trouble.

To think well of yourselves and to proclaim this fact to
the world—not in loud words, but in great deeds.

To live in the faith that the world is on your side so
long as you are true to the best that is in you.

The Newman Stern Co. Cleveland, O,
authorized Stromberg-Carlson dealer, -is pre-
senting the line in an attractive setting.
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f I ‘HE remarkable opportunity offered in the F s Y
) Complete Line of Vesta Radio Products is £ e
S g 3 . )
without a parallel in the industry. T
1—They are of the utmost quality.
2—They are the products of an organization
of 30 years’ experience in electrical units.
3—The line embraces the essentials for com-
plete radio satisfaction in reception and service.
4—The nation-wide distributor organization
perfected by Vesta gives the dealer a near-by
source of supply. Join the Vesta organization
Vesta Trickle Charger and enjoy a prosperous 1927!
$10 — Pacific Coast $10.50 Vl“.STASZX»ZUI-A VESTA 199
.00 $2.25
Because of the millions of radios using There’s a Vesta Central Near You
batteries, this is, perhaps, the largest .
selling radio unit today. Owners may buy Eastern Vesta Ouahty Tubes
the Radio ‘A’ Unit when the time comes Atgegl,‘\_(d&-NY-h A“""ﬂ’""‘,‘,’;fg{,“&’é" C«l»l:;gz.‘:u (i)‘rangg St. f\- remarkable improvement in Tube
to replace their old battery but while OSTON, Mass. Guaranty Distributing Co., 682 Beacon S q-z:ss‘tiro\:‘c;:lon. A quality that cannot be
their present battery is efficient they can RIDGEPORT, Conn, Battery & Electric Service C'i 1412 Park Ave. :
just as well use the trickle charger. Glé’;}\hfgf‘]&' %{‘L f“ﬁ‘;‘;‘g:'ﬂ"’;iiﬁ:"‘lsz‘l‘f%hinw Mt. Royal Ave.
ROOKLYN, 3. M. Beckman, 4 The Benzer "Corp., Myrtle and
HARRISBURG, Pa. 1. A, McCuliough & Son, 19 N. Cameron
NEWARK, N. J. Esxlx“ Storgfe Battery & Supply Co., Inc., 40-44
lam
NEW YORK, N. Y. P.J. Durham Company, Inc., 244 W. 49th St.
PlTTSBUR(‘H Pa Axwell Equipment Co., 240 szcond
PHILADELPHIA, Pa. i McGuliongn & Son, 257 N Broad St.
READING, PA ¥ H MeCullonih & Som, 199 N 9¢h St.
WASHINGTON, D. C. Leeth Brothers, 1307 L St.,
Southern
ATLANTA, Ga. Southern Motor Equlpment Co,, 216 Spring St.
DALLAS, Texas The Schoelikopf
JACKSON, Miss. Orgill Brothers Co
KNOXVILLE, Ténn. o755 Kire Co.. Depot and Williama St
LITTLE ROCK, Ark. . D. Tucker 1V & Co., 209 W. Third S
LOUISVILLE, Ky. Doulsvilie Suto Supmy Gor T4t S, First St.
MEMPHIS, Tenn. Orglil Brothers Co., 32 West ‘Caihoun St.
NASHVILLE. Jenne
NEW ORLEA] anther Bn(tery & Equip. Co., 722 Howard Ave. . £
QKLAHOMA (‘:Irnr ‘Okla. I B; Burwell Supply Co., 323'N. Broudway Vesta Radio “A Battery
SAN ANTONIO, Texas Southern Equipment Co. ‘The Highest Quality for Radio
Middle West
CHICAGO, 111. Vestn Battery Corp., Fnctor\ 2100 lndlan'\ Ave.
ClNClNNATl Ohio e Fisher-Aeschbach Co. E. Second St.
CLEVELAND, Ohio Vesea Battery SatesGo. 3H01 B, F15ESer
coummus Ohio’ Schaefer Bros. Auto Supply Co., 139 L. c 2y 8¢,
Til. Ered Campbeil Auto Suppiy Co', 332 E,
DETRO]T ’Mich. Radio Distributing Co.|Radio Products]SASelden Ave.
ND RAPIDS, Mich.  Radio Distributing Co. [Radio Products) <5 Peari S..
DETRO]'I Mich. AlgﬁdEle:::ec & Service Corp. [Aute Products] 90
en .
GRAND RAPIDS, Mich. Auto Elgl:tric & Service Corp. [Auto Products] <5
. . 'ear]
Vesta Radio Light Socket KANSAS CITY, Mo. The Faeth Company, 1117 W. 8th St.
S~ " Uptown Store, 1617-19 Grand Ave
A’ Unit MINNEAPOLIS, Minn.  Reinhard Brothers Co., Inc., i 17 S. 9th S..
i “A’’ B o TOD1S Nio Fred' (;on‘r;:)sel(l“z\uiglslu*;‘:)‘;;e ¥2806 Locust Bivd.
Three-in-one — CLETE, TERRE HAUTE, Ind. Ered Campbel! Auto Supply Co., 656-8 Walnut St.
Trickle Charger and Built-in- TOLEDO, Ohio The Fort Melgs Electric Detroit & Norwood Sts.
Hydrometer. Rocky Mountain and Pacific Coast
‘The very height of efficiency in Radio ““A"* DENVER, C The Equipment Service Co., 13th at Lincoin
Power Al ma ciearslass cae-conaivion | EBRASGUES o weLlREIChg el AR R, o
of battery and trickle charger always in SALT LMIEJI(‘:*I(;I(’:IJ é'tlnla'h ;"hClSz: t L nk’g H:rdw.\r(g( Ty . p
in vi 1 se Corp., — _ o e a
lataiviERL Capacities: 3 SPORANE, Wash Sk Sha R e ras sf‘:‘gﬁmo'rf’co.umw Shensrel 3 Vesta—VacoRadio"A"Battery
8 Conforms to Vesta high standards of
25 Amp. $25.00. 50 Amp. $27.50. VESTA BATTERY CORPORATION I mallienal and C(untrllcll%n at lowest pre-
Pacific Coast Add $1.50. | 2100 INDIANA AVENUE, CHICAGO 1::‘/.(‘\.". prices. 89, 100 and 120 amp. hour

P Tune in Vesta Broadcast- e
ing Sta&on —Wélh( —on Send This Coupon to the Nearest Vesta Central or to
; R PR Y VESTA BATTERY CORP., 2100 Indiana Ave., Chicago, Iil.
o sns o Please have your Cen'ral Distributor near me present the
EVERYSWEE Aygeventug Vesta Radl() Llnt‘
EXCEPT MONDAY.
Sundays 2:30 to 4:00 P.M.
Eeesssssseessssmmmmman ~ (Central Standard Time).

TMW Jan,

Makers of Vesta Automobile Batteries — Quality Products for Over 29 Years

Gy wmes wg om . B R oI tC . e aobcn



50

THE TALKING MACHINE WORLD

January 15, 1927

Consensus of aincinnati Trade Is That
1927 Will Be Banner Year in All Lines

Heavy Christmas Season Buying Almost Exhausted Stocks of Merchandise—Buying Activity
Continued Into New Year—How Dealers Sum Up 1926 and Anticipate the Coming Year

Cixcinnvari, O., January 7.—After the usual
rost-holiday lull, the demand for talking ma-
chines and records is again getting back to
normal and the dealers are having an increased
number of customers each day. The very heavy
Christmas demand almost exhausted stocks of
instruments and records, and for this reason a
good volume of orders are going to manufac-
turers and wholesalers for replenishments. Tak-
ing the year 1926 as a whole, and taking the
trade as a whole, sales of instruments and rec-
ords showed a considerable gain over the pre-
vious year. The common prediction is that a

still greater gain will be made in 1927.
Commencing the first of the year the Bruns-
wick Shop, of which Louis H. Ahaus is pro-

prietor, enlarged the scope of its business by
adding pianos and radio to its stock of mer-
chandise. The Gulbransen piano is now being
offered to customers, as well as the Stewart-
Warner radio. The holiday demand for the
highest-priced Brunswick models was astonish-
ingly large and the entire line moved well, ac-
cording to Mr. Ahaus. General business condi-
tions are good and things are on the up-grade,
and I expect 1927 to be a good year.”

“We had a splendid holiday trade and I am
well satisfied with our volume of sales,” stated
Morris Fantle, of the M. A. Fantle Co. “There
was a splendid demand for the more expensive
talking machines, and, going to the other ex-
treme, there was a big demand for portables.”

Pattern
No. 117
Radio Service
Set

the shortest possible time.

ctc.

describes  this

6y~

SATISFIED

CUSTOMERS—

build business for you !

Your service men, equipped with Jewell Radio Service Sets, are prepared
for locating any radio set, or accessory, trouble and for correcting it

IT TESTS—Batteues, Charging Rates, Circuits, Transtormers (audio,
radio and power), Tubes, B-eliminators, Condensers, Resistances, A- elim-
inators; in fact, it will make any test required by a radio set or its accessories.

IT CONTAINS—A high resistance (800 ohms per volt) four-scale
(0-7-70-140-280) B-eliminator type voltmeter, a three-scale (0-14-70 mil-
liampere and 0-7 amperes) milliammeter, a Universal type tube tester with
tube adapter, a compartment for complete set of A, B and C test batteries,
a complete set of phone-tipped test leads, a drawer for tools, spare parts,
-all in a handy two-part carrying case.

Send for our Special Form No. 700 which
set and

Jewell Electrical Instrument Co.
1650 Walnut St., Chicago

Years Making Good Instruments”

A
Quality
Product

That
Solves Your
Radio Service |
Problem

its use in detail.

“We had a most gratifying holiday demand
for our new models, from all parts of our terri-
tory,” said Miss Rose Helberg, the charming
manager of the local branch of the Columbia
Co. “As to records, we could hardly keep up
with the orders that came in. It looks to me as
though 1927 is going to be a fine year.”

J. E. Henderson, manager, Cincinnati Bruns-
wick branch, said, regarding business: “Sum-
marizing conditions, I am very optimistic over
the prospects for 1927. 1t would seem that the
proper advertising and sales promotion work by
the manufacturer to enthuse the dealer to take
advantage of his present opportunity would give
us one of the best years we have ever experi-
enced. I certainly am preparing for the largest
business we have ever enjoyed. Dealers have
been hungry for phonograph business for the
past two years and they are willing to advertise
and push while the ‘iron is hot.” I look for more
activity among the dealers during 1927 than ever
before and all of my salesmen are very en-
thused over future prospects.”

“In our talking machine section the holiday
sales were excellent, a surprisingly large part
of the demand being for the more expensive in-
struments,” said George Gross, of the Geo. P.
Gross Co. “We have made a satisfactory gain
in the past year and we expect to make a further
gain in the coming vear.”

At the Baldwin Victrola Shop a satisfactory
volume of holiday trade was reported by Frank
Le Fevre, manager, who stated: “January has
started out in an encouraging way and it looks
as though 1927 is going to be a good year.”

“Our talking machine line did well the last
few months of 1926, especially during the holi-
day season,” said E. M. Abbott, of the E. M.
Abbott Piano Co. *With us 1926 has been a
better year than 1925, and we expect a further
improvement in 1927.”

“We had a fine holiday demand for talking
machines of the better grades, and we are very
well satisfied with the way this year is starting
out,” said \Valter Canfield, proprietor of the
Canfield Piano Co.

At the store of the Starr Piano Co. it was
stated by W. M. Purnell that the talking ma-
chine section had a fine holiday business and
that after the usual lull business is beginning to
pick up rapidly. E. I. Pauling, vice-president of
the company, who had been operated on for ap-
pendicitis five weeks previously, was able to be
removed from the hospital to his home on De-
cember 30, and it is expected that he will be back
to business by the middle of January.

“Talking machines were in fine demand dur-
ing the holidays and our business in that line
was very satisfactory, with an unexpectedly
large demand for the more expensive models,”
stated Frank Graul, of the William R. Graul
Piano Co. “We made a gain in the past year
and the outlook for the coming year seems to be
very bright.”

“The new year is starting out well, and pros-
pects for 1927 seem bright,” stated Howard L.
Chubb, of the Chubb-Steinberg Music Shop.

“We had a fine holiday business in our talking
machine section, showing a gain over the same
period of last year,” said Fred C. Grau, of the
Otto Grau Piano Co. “There was an astonish-
ing demand for the very expensive instruments,
and many of our sales ran into four figures.”

Walter Grau, of the company’s Norwood
store, is to be married soou to Miss Dorothy
Jackson, a charming voung woman of this city.

Coming Balkite Programs

The Fanstecl Products Co., Inc., during the
Balkite hour of radio broadcasting on Saturday,
January 22, will present the New York Syiu-
phony Orchestra, under \Walter Damrosch in a
varied program of the works of Mcnsclssohn,
Casclla, Tschaikowsky, Bach aund Saint-Saens.
Oue week later, during the Balkite hour, the
program will be composed exclusively of music
by the world-famous French composer, Camille
Saint-Sacns.
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HEINEMAN MOTOR No. 77

THE

STANDARD SMOTOR

Standard means first choice; the best turer, the Dealer and the Phono-
Standards are earned not claimed. graph Owner with such complete
satisfaction that Heineman Motors
have earned first place in the phono-
graph industry. They are standard;
served the Phonograph Manufac- best. ‘

Millions of Heineman Motors distrib-

uted during the past ten years have

Phonographs with Heineman Motors are quality phonographs

OKEH PHONOGRAPH CORPORATION

Otto Heineman, President and General Manager

Exclusive Sales Agents for

HEINEMAN MOTORS—OK EH-TRUETONE NEEDLES

25 West 45th Street
New York, N. Y.
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E are the makers of music . . . dance music that glows with
the spirit of orchestral inspiration. Everyone is dancing to Okeh

music because our orchestras suit the mood of the dancers

For languishing passages and expressively phrased sentiment dancers
move this way and that way to the golden harmony and grace of

JUSTIN RING’S YELLOW JACKETS

40728 [ Shine On, Harvest Moon— 40720 ,\\'hen You Waltz With the One
10in Fox Trot 18 in. You Love—\Waltz
73 Lonely Eves—Fox Trot 75 Love Me All the Time—Waltz

40703 [ Trail of Dreams—\Valtz
10 in. §{ Because I Love You—
735 Waltz

MIKE MARKELS’ ORCHESTRA

40737 [ You Will—Won't You? 40714 [ 1 Love the Moonlight—
10 in Fox Trot 10 in. Fox Trot
75 Never \Without You—Fox Trot .75 | Hello, Bluebird—Fox Trot
40668 [ Down on the Ranks of the Old Yazoo—
10 in Fox Trot

73 Precious—Fox Trot

For music that is turbulent, that thrills with suspended in-
tensity, that sings to the buoyant gaiety of youthful dancers

select
HARRY RESER’S JAZZ PILOTS
40730 [ Pretty Lips—Fox Trot 40719 [ I'm Tellin’ the Birds—Tellin’ the
10in. { That's a Good Girl 10 in Bees—Fox Trot
75 lox Trot 75 How Could Red Riding Hood?—
Fox Trot
40709 [ Looking at the \World Thru Rese Colored Glasses
10in Fox Trot 3 Sam Lanin's Mclody Sheiks
73 I Want to Bé Known as Susie’s “Feller’—Fox Trot
HARRY RADERMAN’S RED HOTTERS
Vorrldn't Yon? 40731 | What's the Use of Crying?—Fox Trot
Fox Trot 10 in. { A Little Music in the Moonlight-
1 Trot 75 IFox Trot
40712 [ Cross Your lleart—lox Trot
Min, { That Night in Arali
7 IFox Trot

UCH popular lyrics as sung by Alma Rot-

ter are unexcelled—always songs of sen-
timent, they partake of love, whimsy and
drama. Her songs aie always a popular choice
because the buyers of Okeh music love nice
music. You will find customers wanting

ALMA ROTTER
Exclusive Okeh Artist

40733 { Rags 40694 { Put Your Arms Where
10in.{ Tonight You Belong 10 in. They Belong
75 ( to Me 75 LIl Never Miss You

Again

10673 [ Sleepy Head
10in.{ I Wish You Were Jealous
78 of Me

A suggestion worth taking —

Sell Okeh Records

It is more than an introduction of a newer, finer
recording that is giving the Licensed Okeh Record
Dealer his chance to maintain a profitable business.

It is more than the all-round cooperation the
Record Dealer receives from Okeh Distributor and
Okeh Distributor from our Service-Giving Organiza-
tion.

It is more than the desirable qualities of our dif-
ferent classifications of music — Popular Dance,
Vocal, Old-time Tunes and Race.

It is more than all this that makes Okeh Records the
“satisfaction to all” records that they are: It is the
Spirit of Popularity the history of their sales has
left with the buying public. It is our ambition al-
ways through personal cooperation to establish the
Okeh Record Dealer’s store as the finest one in his
neighborhood.

As you read this why not decide that now is the
time to inquire about an Okeh Dealer’s License for
yourself?

Okeh Phonograph Corporation

OTTO HEINEMAN, President and General Manager

25 West 45th Street

New York, N. Y.
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Orchestral Works of the Great Masters

(Imported Odeon Recordings)

All 12 inch double-faced records

SYMPHONIC WORKS IN ALBUM SETS

BEETHOVEN

First Symphony in C Major—3 double-faced records (Nos. 5094 to 5096 incl.) Album included....$ 4.50
Second Symphony in D Major—4 double-faced records (Nos. 5097 to 5100 incl.), Album included.. 6.00
Third Symphony (Eroica) in E Flat—7 double-faced records (Nos. 5101 to 5107 incl.), Album incl. 10.50
Fourth Symphony in B Major—4 double-faced records (Nos. 5073 to 5076 incl.), Album Included.. 6.00

Fifth Symphony in C Minor—4 double-faced records (Nos. 5053 to 5056 incl.), Album included. .. 6.00
Sixth Symphony (Pastorale) in F Major (op. 68)—5 double-faced records (Nos. 5086 to 5090
fmal) o ANTEN SRANCKEEN fo = r e oD s el e o e s 7.50

Seventh Symphony in A Major—5 double-faced records (Nos. 5062 to 5066 incl.), Album included. 7.50
Eighth Symphony in F Major—3 double-faced records (Nos. 5067 to 5069 incl.), Album included. 4.50
Ninth Symphony in D Minor—9 double-faced records (Nos. 5077 to 5085 incl.), Album included. .. 13.50

RIMSKY-KORSAKOW
Scheherazade—A Symphonic Poem—5 double-faced records (Nos. 5057 to 5061 incl.), Album incl. 7.50

RICHARD STRAUSS
Tod und Verklirung (Death and Transfiguration)—3 double-faced records (Nos. 5070 to 5072

incl.), Album included . ... .. ... e e 4.50
Don Juan—Salome’s Dance (The Dance of the Seven Veils)—3 double-faced records (Nos. 5091 to
5093 incl.), Album included . ... .. ... 4.50

“Ein Heldenleben™ (A Hero's Life)—5 double-faced records (Nos. 5108 to 5112 incl.), Album incl. 7.50
Till Eulenspiegels lustige Streiche (Till Eulenspiegel’s Merry Pranks)—2 double-faced records (Nos.

5113 and 5114), without Album, at $1.50 each ....... ... . ... ... ... ... ............ 3.00
SCHUBERT
Unfinished Symphony (Symphony in B Minor)—3 do uble-faced records (Nos. 5008 to 5010 incl.),
Album included . ... ... e e e e e e 4.50
TSCHAIKOWSKY

Symphony Pathétique—6 double-faced records (Nos. 5044 to 5050 incl.), Album included....... 9.00

OPERATIC SCORES IN ALBUM SETS

BIZET
Orchestra Music From Carmen—3 double-faced records (Nos. 5027 to 5029 incl.), Album included 4.50

WAGNER
lsolde's Love Death from “‘Tristan and lsolde' Overture and Ballet Music from '‘Rienzi’’—3 double-
faced records (Nos. 5016, 5032 and 5033), Album included ........................ 4.50
WEBER
Overture to ''‘Der Freischiitz” and "Oberon"—3 double-faced records (Nos. 5022 to 5024 incl.),
AN B N C L0 d € O R oW T e o 1f e T N i B € st m o B mammed B 208 B SIEIE bu Bl £ B o 5 & m b o'm eee 6 6T o 4.50

Okeh Phonograph Corporation

OTTO HEINEMAN, President and General Manager
25 West 45th Street New York, N. Y.
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OKEH
PHONOGRAPH CORPORATION

Otto Heineman, President and General Manager
Exclusive Sales Agents for
OKEH-TRUETONE NEEDLES ~ HEINEMAN MOTORS

25 West 45th Street, New York, N. Y.

A PROFITABLE
POINT

Better played records
increase record sales.
Use only Okeh needles
in your demonstrating
booths.
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Continuation of Buying Activity Puts
Buffalo Music Trade in Optimistic Mood

Year Starts With Sales on Up-trend—Victor Dealers Association Plans Busy Year—Don Miller

Appointed Brunswick Manager—]. A. Goldstein Elected Association President

Burraro, N. Y. January 7.—Talking machines
and records are moving in better volume than
they were during the month of December, par-
ticularly the days immediately preceding Christ-
mas, which has put dealers in a much more
optimistic mood with an outlook for a brisk
January and February business. Radio sales
during December and early January were great-
er than expectations of either the dealer or job-
ber, and many dealers report this the best radio
season they have ever had. ’

Electrolas for 25-Cycle Current

The Victor Electrola and the $1,000 combina-
tion are now obtainable for operation on a 25-
cycle electric current prevalent in Buffalo. In
the past these instruments could be operated on
a current not under 60-cycle, which reduced
their sale in Buffalo to a minimum. Since their
introduction to the Buffalo trade about ten
days before Christmas, they have been moving

from dealers’ floors as rapidly as they were re- .

ceived. There is an exceedingly bright future
for these instruments in Buffalo, and also the
Brunswick Panatrope-Radiola, which is availa-
ble for 25-cycle electric current.

Association Plans Active Year

The Victrola Dealers Association plans mak-
ing the 1927 season the most active it has ever
had. The first step in this direction is the ap-
pointment of committees as follows: Better
business, T. A. Gould, of Gould Bros., Inc, Carl
Berlin and A. W. Erion, of Erion Piano Co.;
Program and entertainment, C. E. Siegesmund,
of Curtis N. Andrews, Victor jobber, and M. O.
Grinnell, Buffalo Talking Machine Co.; Glad-
hand, R. G. Robinson, Buffalo Talking Machine
“Co. and John H. Wills, Curtis N. Andrews;
Attendance, Charles Liske, E. R. Burley, John
Bieda and W. Ostheim and C. N. Andrews and
O. L. Neal, jobbers. The first meeting of the
new year is planned to be held January 19.

Don Miller New Brunswick Manager

Don Miller, formerly connected with the
Cleveland distributing office of the Brunswick
Co,, took charge of the Buffalo office January
1, succeeding ‘George Jensen, who has been
placed in charge of the Pittsburgh office.

Dealers who have seen the new Parisian
portable Brunswick model, samples of which are
on display at the local office, have expressed
considerable enthusiasm over it.

The local branch of the Brunswick Co. says:
“The outlook for 1927, as voiced by leading
dealers throughout this entire territory, is very
bright. As statcd above, we are looking for-
ward to a very good year indeed, especially as
regards the sale of the electrical reproducing
musical instruments—the Panatrope.”

Optimistic Over Outlook

Dealers who have declared 1926 to have been
the biggest year in their history, with prospects
of 1927 surpassing the volume of the business
of the year just closed, include Charles Liske,
John Kibler, Erion Piano Co., and Schwegler
Bros. Mrs. Loretta Spring, who has had charge
of Adam, Meldrum & Anderson’s music store
for the past two years, said 1926 has exceeded
by far the volume of the business of this de-
partment in 1925. .

Walter Bruel, of Neal, Clark & Neal, also is
optimistic over the outlook for Spring. Sales
of Victrolas, records and radio in 1926 were
greater than any of the past three or four years,
he said. Post-Christmas business is very satis-
factory, with higher-grade instruments in favor.

Purchase Rappole-Robbins Co., Inc.

The Rappolc-Robbins Co., Inc., radio whole-
saler in Jamestown, has been bought by Henry
S. Holmes and Albert G. Volz. The purchase
price is said to be in excess of $100,000. Mr.
Volz has been general manager of the company
for the past seven 'years. He is president and

general manager of the new company. Mr.
Holmes is secretary and treasurer.
Urges Support of Radio Legislation
As a means toward impowering a competent
board of Federal control to regulate radio
broadcasting, L. C. F. Horle, chief engineer of
the Federal Radio Corp., urged members of the
Marxhall Club, in a recent address, to lend their
support to needed legislation now before Con-
gress.
J. B. Robertson Honored
James B. Robertson, president of the Robert-
son-Cateract Electric Co., radio jobber, was
support to legislation before Congress.
J. A. Goldstein Elected President
Joseph A. Goldstein, of the Music Shop, was
elected president of the Niagara Falls Radio

Trades Association following an organization
meeting recently. The members will meet bi
monthly in the Hotel Niagara. Clearing the air
of outside interferencc for better radio reception
is one of the objects of the organization.

Burnett and RlIhe‘rford
to Record for Columbia

From the Kentucky hills come Burnctt and
Rutherford, the latest team of vocalists to join
the list of the Columbia Phonograph Co.’s ex-
clusive artists. These two singers have a great
reputation throughout thc South as well as in
their own blue grass country.

New Incorporation

Among the corporations rcgistered at Albany,
New York, last week, was that of William
Waldman to conduct a business in musical in-
struments and radio in Manhattan, with a
capital stock of $10,000.

Loudest on Earth!

. Attractive
€€ Get Up ))\

The “Needle
to Make a
| Song About”’

and Its

Send for full range of
Songster Samples and
Prices—to

J. STEAD & CO., Lid.

Manor Works
SHEFFIELD, ENGLAND
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Kolster
6-G
Closed

The latest addition to
the Kolster line.

BEAUTIFUL, new cabinet model, in genuine mahogany with

walnut finish, highlighted, and with decorative overlays —mod-

ern design of conservative dimensions — housing a Kolster 6 tube

set with inbuilt Special Cone. Antenna operation. Ample space for
all batteries. List, $185.

Kolster
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Kolster
6-G
Open

way back. No unsightly
“*wing” effect.

/
/
S with other Kolsters, we urge you to let this winning set demon- /’
L k strate its own superiority. It satisfies the most exacting de- /
mands—a super-fine instrument in a beautiful cabinet at a popular ,’
price. Ask your distributor for a demonstration or mail the coupon. /l >
N
- ‘ N / a
/ '¢°¢
/ &
/ & v
/ $° &
7 5 W E

Kolster

-
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Basic Conditions Sound—-1927 Outlook
Is Bright, Say Trade Leaders

Prosperity During the Present Year Is Predicted by Foremost Figures in the Talking Machine and Radio
Industries—More Effective Salesmanship Seen as Problem of the New Year—Growing Ap-
preciation of Music and General Stabilization Favorable Factors

of being highly productive of sound business in both the

phonograph and radio fields, there must naturally be expected
many problems of merchandising that will arise as a result of the
constant shifting in conditions that is faced by this and practically
all other industries. The fundamental principles of salesmanship
may be said to remain unchang-
ed, but the application of those

ﬁ LTHOUGH the New Year just opened holds every promise

average retailer. The building up and maintaining of sales volume
depends not alone upon expending the proper amount of energy at
the moment, but in anticipating so far as possible future trade con-

ditions so that effective preparations may be made to meet them.
The industry has entered 1927 under most favorable conditions,
There 1s little or no inflation in the market, and particularly in the
radio field things have been stab-

ilized to a point where the mer-

principles must vary according I
to various situations that develop |
and may be anticipated.

The Talking Machine World |
this month 1s privileged to pre-
sent opinions of various prom- |
inent members of the phonograph
and radio divisions of the indus-
try regarding some of the prob-
lems that retailers will have to
face during the year just opened.
These opinions, although coming
from manufacturers and whole-

HE views regarding the outlook for 1927 in

the talking machine and radio business pre-
sented herewith are the result of a national survey
sponsored by The Talking Machine World, and
while the opinions contained in the accompanying
symposium are from manufacturers and distribu-
tors only, the expressions of leading retailers are
contained in the various news letters in this issue.
It is worthy of note that optimism is general.

chant can look ahead with a great
measure of confidence to the
selling prospects that are before
him. In the phonograph field
there still exists, and will exist
for some months to come at least,
what is termed a seller’s market,
but those who have been in the
trade for a number of years real-
ize that that condition cannot be
made an excuse for the letting
down of sales effort’ No prod-
uct, however revolutionary or

salers, are nevertheless of value

to the retail merchant for the

reason that these manufacturers and distributors through their

widespread connections have excellent facilities for keeping in touch

with developments over a wide area and to anticipate changes.
Those whose views are presented herewith are not to be consider-

ed infallible, but they certainly have at hand greater opportunities

for analyzing the prospective situation than are available to the

worthwhile, can be depended
upon_to sell itself indefinitely,
and the expenditure of normal energy during times of greatest ac-
tivity means the cutting down of sales resistance during periods of
temporary lassitude on the part of buyers. :

The opinions presented herewith are offered in the belief that they
have sufticient authority back of them to make them of general value
to the retail members of the industry.

E. E. Shumaker Tells of
Splendid Outlook for 1927

The satisfactory business record of the Vic-
tor Talking Machine Co. for the year 1926 1
now history, and the company enters 1927 with
factory production schedules which anticipate a
continuation of the healthy condition which
characterized the past twelve months’ period.
Reports from the company’s district managers,
at a conference in Camden, immediately after
the first of the year, give no evidence of any
let-up on the part of the trade. In fact, dis-
tributors and dealers give every cvidence of an
intention to work their territories even more in-
tensively.

Demand for the Orthophonic Victrola, the
combination radio-talking machine instruments

1d the Orthophonic record continues active,

and prospects for the future of both instru-
ments and records are unusually good.

When the mpany cntered 1926 there was an

xtraordinary accumulation of advance orders

ts, and throughout the year the

entir rganization was concentrated upon

h demands that had resulted

n of the Orthophonic Vic-

brought no scasonal slump,

car found the company

rument orders on its books tha.

Followi nouncement of the Ortho-

, ‘all of 1926, there was a

b 1 incr rd orders, and the

this br the business for the

1927 is the feel-

) urc of the business

which pervades the trade to-day. This feeling
1s reflected strongly in the reports from the
field. Another interesting indication is found
in the fact that jobbers’ stocks are now down
to about normal, and they are organizing their
business to take care of any unusual demands
that may occur at any time during the year.

E. E. SHUMARER, Presidenl,

Victor Talking Machine Co.

Duplicate Sales Will Boom
Volume, Says Sterling

Many optimistic statements were made at the
close of 1925 as to the comeback and growth of
the industry in 1926. In my opinion, the actual
results have more than justified that optimism.

The last vear has been wonderful for the
whole industry. The sales of phonographs have
reached a higher level, based upon a unit sale,
than ever before. Even in the old boom years
of 1919 and 1920 no one dreamed of the pos-
sibilities of the big sales of 1926 on instruments
retailing at a price considerably over $100.

I believe that every good phonograph that has
becn sold this year will result in a duplicate sale
next vear. That, i itself, will give in 1927 a sale
cqual to 1926 in instruments, plus the additional
sales that will be created through the advertising
and additional merchandising cfforts of the
varions mannfacturers.

So far as Columbia is concerned, the sales in
1926 have greatly cexceeded our expectations.
\We are more than pleased with the results ob-
tained, and feel that the business done in 1926
i~ the beginning of steady gains in volume.

Louts SterLixG, Chairman of the Board.

Columbia Phonograoh Co.. Ine.. New York,

54

Training Salesmen 1927
Problem, Says Kendrick

Conditions seem unusually excellent. The big
issue is man power—and training of men 1v
sell. This is the main problem for both the
wholesaler and the retailer.

New types of salesmen are coming into the
music industry by reason of the introduction of
new instruments, both mechanical and electrical,
the introduction of these new instruments
is having a stabilizing effect on the general
musical merchandising trade. That they, par-
ticularly the electrical, are the outstanding fac-
tors of the easily secured higher unit sale price
with its larger profit, is evidenced. Asa result, the
dealer has awakened to the imperative necessity
of trained salesmen to consistently handle the
present market and take full advantage of the
enormous field for such instruments everywhere
apparent.

A. I. Kexorick, General Sales Manager.
Phonograph Division,
Brunswick-Balke-Collender Co., Chicago.

Business More Competitive

in 1927, Says S. O. Martin

Though a majority of the opinions of students
of economic - conditions and of business men
seems to be that 1927 inay be somewhat duller
than 1926, still it is hard to measure how much
this feeling is due to the general and not very
scientific reasoning that because conditions have
been good for so long, it is reasonable to expect
a change and how much it is based on real

(Conlinued on page 56)
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Brilliantone is Starting the New Year Right
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19_27 Outlook Is Bright, Say Trade Leaders— (Continued from page 54)

facts. Certain it is that there is no forecast so
clear for poorer business as were the forecasts
for better business in 1925 and 1926.

The most unfavorable factors seem to be an
unsatisfactory agricultural situation and there
seems evidence, but not absolute certainty, of
increasing unemployment. On the other hand.
capital seems plentiful and in liguid form and
inventories are apparently low. Prices appar-
ently continue to grind downward and when
such conditions prevail competition is usually
more keen, but costs are also down with no
evidence of rising. Consequently for 1927 the
outlook may be for somewhat slower business
but probably by no means a serious depression.
It is true that the phonograph and possibly now
the radio business may feel this change some-
what more than the articles more vitally neces-
sary to the public, but on the other hand, a great
deal of improvement in the organization of the
industries has already taken place which duller
business usually causes.

Consequently it does not seem impossible
that the volume of business in phonographs and
radios may be practically as large in 1927 as
in 1926, which volume was considerably larger
than in 1923, and with probably fewer partici-
pants therein, certainly so far as the manufac-
turing part of the business is concerned. Busi-
ness will probably be more competitive and
dealers who adopt intensive methods and care-
fully prepare lists for approach by direct-mail
or solicitation as well as by the staple methods
of display and advertising, will do better than
those who adhere to less varied and less ener-
getic methods of approaching their markets.

S. O. MaArrtIx, President,

Sonora Phonograph Co., Inc, New York.

Fred Gennett Believes 1927
Will Bring Vital Changes

In our opinion the coming year will continue
to produce many improvements and changes,
both in phonographs and records. We are not
at the end, by any means, of the possibilities
that science may produce to improve the quality
and quantity of sound reproduction.

In the high-class market, the dealer should
expect the distributor and manufacturer to carry
his burden by substantial stocks, and except on
articles of proved sales value, stocking up should
be considered with great -care.

The growth of the market in phonographs has
been partially due to the introduction of the
inexpensive portable phonograph, which has
brought about having two or more phonographs
in a single family. In such lines 1927 should
be a very good and substantial year; thus with
both extremes and a substantial hangover in
the middle, the coming vear ought to be very
big in the phonograph trade, both for machines
and records.

As to the other questions regarding demon-
stration, advertising, national publicity, intensive

ling, etc.,, the answers to these questions are

> or less axiomatic and hardly can be dis-
except for particular circumstances. The

v fails to et business usually will find
'rouble is within himself and not within

the public. He is either not offering the proper
ds or is offering the proper goods improp-

TEST IT.

OUR VICTOR
Record Service

has a reputation for efficiency.
Suppose you try it.

E. F. DROOP & SONS CO.

1300 G. STREET. WASHINGTON, D.C.
204-6-8-10 CLAY STREET, BALTIMORE, MD.

erlv. One man's remedy may be additional
demonstration, another’s local adwvertising in co-
operation with national publicity, and =still a
third will do equally well with the intensive
selling both inside and outside his store.

Frep GENXETT, Secretary,

Starr Piano Co., Richmond, Ind.

Conditions Interestingly
Analyzed by President Cox

The Talking Machine \World has asked me
two specific questions, which, coming as they do
at the close of a year that has witnessed the
remarkable “comeback” of an industry which
many observers thought had been relegated to
a less important position, are particularly perti-
nent at this time. Both these specific questions
are subservient to the general question, “What,
in your opinion, will be the big sales problem
facing the dealer in phonographs and records
during 1927:"

The first specific question asks, “When the
production of the various factories begins to
catch up with public demand and there is a shift
from a seller’s to a buyer’'s market, what, in your
opinion, will be the vital factors in sales promo-
tion that will enable the dealer to cash in on
the business opportunity to the fullest extent®"
I will answer this question by saying that I do
not believe such a condition will obtain in 1927.

To the second question, “Does it mean more
extensive demonstration, stronger local adver-
tising, in co-operation with national publicity
of the manufacturer, development of new and
more intensive selling, both inside and outside,
or what?”’ I affirm my belief that the use of the
very factors enumerated in this question, and all
of them, will be potent influences in maintaining
throughout 1927 the relation of demand to sup-
ply in much the same ratio as it stands to-day,
at the beginning of the new year and as it has
been throughout 1926.

I do not like to answer these questions thus
baldly without going somewhat into details as
to the reasons upon which my judgment is
based. I believe that at the end of 1927 we will
find that the dealers who have met with out-
standing success have, to use a homely expres-
sion, “traded ’em down on instruments and
traded 'em up on records.”

The average price of the instruments sold
to-day is higher than at any time during the
history of the industry. Not only have the new
instruments achieved tomal results which only
a short time ago were undreamed of, but the
average pocketbook has expanded to unprece-
dented proportions. The average consuimer is
in a position to ask for and pay for models at a
price which would once have been prohibitive.
Without doubt, this high standard will be main-
tained. The fact that the public is buying instru-
ments at these high prices is a striking com-
mentary upon the popularity of the phonograph.
Dealers who are real merchandisers will not
cast a doubt into the minds of the public as
to the intrinsic value of these instruments by
offering cut-price, obsolete, inferior merchandise.

On the other hand—and this is where the
“trade 'emm down on instrnments’” comes in—
experienced dealers will not concentrate upon
the sale of the very expensive models. Such
dealers realize that there is greater potential
gain in selling three instruments at, let us =ay,
$300 each, than one model at $1,000. The rea-
son is obvions. Every instrument sold means
not a prospect removed temporarily or almost
permancutly from the wmarket, as is the case
with the sale of so many” other prodncts, bnt

MICA DIAPHRAGMS

For Loud Speakers and Talking Machines
RADIO MICA

American Mica Works
47 West Street New York

the creation of a new prospect for records, the
sales on which are the lifeblood of the phono-
graph industry. The dealer who prefers to
achieve instrument volume by selling fewer in-
struments at a higher price, rather than a num-
ber-of good instruments at a lower price, ulti-
mately reduces his volume just as surely as
does the dealer who attempts to sell quantity,
irrespective of quality. The first mentioned
type of dealer automatically cuts down his mar-
ket for records and at the same time scares off
prospects who are sold upon the new type of
super-phonographs but are not willing or are
not able to pay prices which even under the
present standard of living are judged as high.

Any business that has in it the “refill” ele-
ment s founded upon a rock. Examples of
products in which the “refill” has been and is
vital come readily to mind. In this class we
have the safety razor and the camera, as well
as the phonograph. The tremendous business
centering around the “refill” often dwarfs to
insignificance the initial sale of the “holder.”
So important is this “refill” to some manufac-
turers that they all but give the holder away,
for the sake of the “refill” sales.

Now let us consider the reasons for the sec-
ond part of the slogan—“Trade ’em up on
records”—a thought which at first blush seems
inconsistent with the policy of “Trade ‘em down
on instruments.”

There is a rapidly growing appreciation of the
finer things in music, both as regards composi-
tions and interpretation. A number of causes
contribute to this result. Never before in the
history of the country has music played such an
important part in the dailv life of its people.
A musical taste can be developed and is being
developed just as a literarv taste can be
acquired. This affects directly the sales of pho-
nograph records. Countless thousands who be-
gan by buying the cheaper types of records have
heard, enjoved, and now insist upon and buy
the finest selections, interpreted by the finest
talent, in any field of music that particularly
delights them. People who once bought records
on a purely price basis, paying 50 cents apiece
for them, or three for $1, are now regular pur-
chasers of records ranging from 75 cents to
$1 or more. They want the tone obtained in
the new electrical recording process and the
smooth, scratchless surface now available in the
best makes of records. It is much better busi-
ness for a dealer to sell the better class records.
not only because of a greater immediate mone-
tary return, but because, by selling the best,
lasting satisfaction and continued sales are
assured. Many dealers work upon the principle
of first selling a good instrument, of getting a
good “holder” at a fair price into the possession
of his customer, and then selling that customer
the best music the world affords.

Certain literary works are recognized as
“classical.” others as “standard.” These treas-
ure houses of the world’s greatest minds are
the foundation of the book-selling business.
Other books, of varying degrees of merit, come
and go. They live their day, enjoy a temporary
sale and are gone forever. The standard sets
sell vear in and vear out. They are the back-
bone of the dealer’s business.

The same is true, to an increasingly greater
extent, of musical works. The immortal com-
positions of the world’s great composers, such
as the symphonies. quartets and sonatas of Bee-
thoven, Mozart, Brahms, Schubert and many
otlhers. available in albumn sets, sell vear in and
vear out. Record buyers now regard a fine
library. of minsic as essential to the refincments of
the home as a carefully selected library of books.
All of which means a better, higger, more sub-
~tantial record business for the dealer who is
cnabled to reap the qnick returns on a hit and
at the =ame time “Trades ‘em up on records” by
bnilding a steady volnme of business on the
musical Masterworks, selling not only individnal
records, hut complete album sets.

(Continued on page 58)
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Basic Conditions Sound Is General Opinion — (Continued from page 56)

Manufacturers of records are educating the
public to a keener appreciation of the finer
things in music. They are building firmer and
firmer the foundations for continued and con-
tinuous record sales. The wise dealers are
tying up and cashing in upon this great move-
ment.

H. E. Cox, President,

Columbia Phonograph Co., Inc.,, New York.

Buehn Sees No Unusual
Sales Problems This Year

In my opinion sales problems for 1927 will
not be materially different than they have been
during 1926 or in any other year. At the present
time we have all types of dealers and only those
who attack the problem of selling Victor mer-
chandise in an energetic way get the results to
which they are entitled. Unquestionably if fac-
tory production catches up with public demand
it will be necessary to advertise more and de-
velop outside solicitation and selling, demon-
strate in the greatest possible degree, make the
salesroom attractive, maintain a live mailing list,
inculcate in the sales people a knowledge of the
product which can be utilized in the presenta-
tion of it to the customer and generally adopt
methods that will bring results.

Competition with other lines of merchandise
has been keen, but we have a product that has
an appeal infinitely greater than any other which
makes possible its sale, provided the dealer will
put the proper thought and effort behind it

Louls BueHN, President,
Philadelphia Victor Distributors, Inc.,
Philadelphia.

C. B. Mason,I, Sees Need
for Energetic Selling in 1927

Naturally, as our business is confined to the
sale of Victor Victrolas and Victor radio com-
binations and records we would only be in a
position to discuss the problems that the dealers
in our line will face next year.

We have had just one year’s experience in
the marketing of the new Orthophonic Victrola
and our experience during the year passed has
proved very conclusively that there are thou-
sands of people in this country who appreciate
the value of good music, and who are glad to
buy an instrument which will give them music
of their own choice whenever they want it.

The Orthophonic Victrola isa wonderful prod-
uct, but we know that in 1927 it will not sell
itself, and that the methods to promote its sale
will be different from those used in 1919. Dur-
ing the past year we have had outstanding ex-
amples of dealers who have sold large quantities
of the new instrument merely through giving
intelligent demonstrations of it. The public
does not know and will not know the difference
between the old idea of “canned” music and the
new Victor instrument unless some energetic
person takes the trouble to make them listen to
the new instrument.

Necwspaper advertising will help, but an actual
demonstration either in a dealer’s store, or in a
customer’s home, will accomplish far more than

1 .wspaper or magazine advertising.

Automobiles, household appliances, and prac-

*tically every commodity for the home are being
sold through outside solicitation. Trade-in
allowances are made for the old commodity,
whatever it might be, in order to get the new
thing into the home. This practice is not gen-
erally followed by the Victor trade largely be-
cause their business has come too easily. In
1927, however, this kind of work will have to
be done and for those dealers who will make
the effort a good volume of business will be
created.
C. B. Masox, Jr., President,
New York Talking Machine Co., New York.

Value Basis of Success,
Says L. B. Casagrande

I believe now and always have believed that
any successful merchandising should be based
on value—and value alone.

\What constitutes value? This question may
be answered in a great many ways and it has
always been the policy of the Caswell Mfg. Co.
to answer it by manufacturing a product which
not only represents intrinsic value, but, on the
other hand, we have never lost sight of what
was really expected of our product. Primarily,
phonographs are purchased for their entertain-
ing qualities, and it follows that the better the
tone, the more pleasure the ultimate purchaser
derives from the instrument so purchased. The
customer only receives value when he secures
this happy combination of intrinsic worth,
coupled with tone quality and the continued
mechanical performance of the instrument.

When we stop to consider and analyze the
successes that have been achieved by manutac-
turers and dealers in other lines of endeavor,
we can readily see where the success they are
enjoying may be directly attributed to the
quality of their products or, in other words, the
values that they have given in exchange for the

moneys they have received. In order that the
ultimate phonograph purchaser receive values, it
is necessary that the manufacturer carefully
study his production problems—be in a position
to take advantage of his cash discounts, watch
his manufacturing costs very carefully, likewise
quality and workmanship of his product. The
distributor, in turn, should not expect excessive
discounts from the manufacturer, because exces-
sive discounts can only be allowed by actually
taking something away from the value of the
instrument. In turn, the dealer—the man on
the firing-line—should make his purchases from
distributors who are financially responsible so
that he may be confident that when he puts real
efforts behind the introduction of any line of
merchandise he can enjoy the bemefits that will
accrue in time to come. Fewer lines, and better
lines seems to be the ansiver to the dealer’s
problem for 1927.

Phonograph selling is no longer a waiting
game; neither is any other selling problem.
Retail merchandising has been reduced to a
science, especially when the purchase price
mounts into the figures which are common to
the phonograph industry. We can all learn a
whole lot by carefully studying the methods
used in distributing such products as type-
writers, check protectors, vacuum cleaners,
washing machines and so on down the line. All
the foregoing realize that they have a selling
proposition and putting the sale of their prod-
ucts over means a carefully worked out sales
campaign. Does it not seem reasonable that the
adoption of some such methods in phonograph
selling would be well worthy of consideration?

Summing up the entire situation you can
readily appreciate where it all reverts to the
question of values, or, in other words, assuring
your trade of genuine satisfaction in their pur-
chases.

L B. CasaGranpe, Vice-President,
Caswell Mfg. Co., Milwaukee.

Prosperity Assured in Radio Field in 1927

1927 Finds Radio Industry
Stronger—A. Atwater Kent

The radio industry enters the vear 1927 on a
firmer and more substantial basis than it has
ever known before. Both from the viewpoint
of the manufacturer who produces radio equip-
ment and of the public that uses it, the new year
seems certain to bring new high records in
achievement and satisfaction.

I believe the public recognizes that the day
of superficial innovations in radio equipment
has passed. Public interest is to-day centered in
the practical and permanent features of radio
installation and successful manufacturers have
concentrated on the production of equipment to
meet that need.

Radio is now accepted with as much definite-
ness as the telephone, the automobile or the
motion picture. This explains the United States
Census Bureau figures on manufactures, which
show an increase of 1,000 per cent in the pro-
duction of multiple tube receiving sets between
1923 and 1925. We found it necessary, in the
Atwater Kent Mfg. Co. to speed production up

Let us
MADE BY

PHONOGRAPH CASES
RADIO CASES
Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

figure on

PLYWOOD CORPORATION,

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

requirements

Goldsboro, N. C.

your

to over 5,300 sets a day to meet the 1926 demand.

The utility value of radio, its practical and
cultural value, is to-day recognized as even
greater than its worth as an instrumentality for
entertainment. The result is that 1927 finds the
field for radio expansion and development im-
measurably widened, the position of the indus-
try strengthened, and the demand for efficient,
simple, high-grade sets greater and more gen-
erally distributed than at any time in radio
history.

A. ATwATER KENT, President,
Atwater Kent Mfg. Co., Philadelphia.

Should Be a Great Year for
Radio, Says E. E. Bucher

First, let me say that tlie radio retailer should
by all means affiliate himself with nationally
advertised products, and thus take ‘ad\'antage of
the sales opportunities which ‘:rrei created for
him. He <hould select, for his retail operations,
the tvpes of receivers which iucorporate the
most advanced technical and acoustical devel-
opments. He should endeavor to carry a line of
sets that covers the vartous price classes, and
he should emiphasize in his sales and advertis-
ing activities the type of set most adaptable to
his community in performance, appearance and
price.

Retail selling is more highly competitive than
it used to be. It is not sufficient for a radio
dealer merely to maintain an attractive store
and an attractive window. He should have an
orgauization cquipped to make home demonstra-
tions. He should make arrangements with a
reputable finance company or his local bank so
that he may sell on time payments. He should

(Continued on page 59)
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“Imitation
is the
Sincerest
Flattery”

Well! Maybe We Ought to Feel Flattered

— But how about the Jobbers and Dealers?

OTHING more certainly in-

dicates leadership than imita-
tion. The Leader leads—originates
—produces genuine Improvements.
The imitators follow—copying as
nearly as they can—the man or the
product that is successful.

But there’s always this important
difference — imitations may resem-
ble the genuine, but they cannot
act like it. In actual performance,
the genuine stands alone.

The ULTRA (phonic) Reproducer
achieved instant and remarkable
success. And because of that suc-
cess, there has followed the usual
army of imitators and imitations,
many of which are made to resem-
ble the ULTRA—but none of which
give the same completely satisfac-
tory performance.

The new electrical records are so
remarkably true to the original per-
formance that some reproducers
cannot help reproducing the bass
notes fairly well, but they utterly
fail to bring out the brilliancy of
the high register. Others again,
will bring out the high register
fairly well, but utterly fail to do
justice to the booming notes of the
bass.

To combine both these things in
one reproducer — bringing out the
full booming tones of the bass a
full octave below the limits of the
average reproducer, and the highest
notes in all their brilliance, without
distortion— THAT 1is the sort of
thing that only a genuine ULTRA
will do—

Only a Genuine

ULTRA -

Reproducer
will do

The AUDAK COMPANY

Makers of Acoustical and Electrical Apparatus for more than 10 years

565 Fifth Avenue, New York, N. Y.

Warning!

The Music Merchani—-the
jobber—and all of their
customers — certainly are
in danger of disappoini-
ment through buying such
imitations. IWe are taking
the necessary steps to stop
infringements. Buit for vour
own protection  look for
“THE Aupaxk CompANY™

(Stammped on every genuine
instrunient)

This tag will hereafter
be attached to every
Genuine ULTRA

Be sure to read the
following pages ——
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Announcing
The POLYPHASE

ULTR A v

The Reproducer with the
“Musical Third Dimension”

Q¥

"!fq'l W{‘{({l’(‘(‘ qli"c‘iﬁ\'_

“r,

Retail

. . . The Standard by
’I‘HINGS are moving in the talking ma- which all repro-

chine business. To stand still is to go ducers are iud?ed
back! The ULTRA is going forward—pro- and valued!

gressing, improving, developing. The Single-

phase ULTRA Reproducer still stands alone The Polyphase is a marvel also
—head and shoulders above all competitors.

(See the fourth page of this series.) on any of the new type talking

The POLYPHASE ULTRA - The Reproducer machines. You will find it an

with the “Musical Third Dimension” is a further
development of the Singlephase ULTRA—a super
product, built on an entirely new principle. The
oscillating elements consist of two opposing cones
designed to cover the lowest as well as the highest
musical register. This permits a refinement of
reproduction possible in no other way. It creates
that spread of sound and broad tone for which

amaging improvement.

The BIG DEALER SUC-
CESSES Being Made With

the new type machines are famous. ULTRA (one of avhich is re-
ferred to on the opposite page)

The Polyphase ULTRA makes it possible for the Now Become DOUBLY

first time to give binaural reproduction, the feel- Certain.

ing of perspective—of space between the orches-

tral instruments just as actually is the case upon Jobbers and Dealers Can Be

the stage.

Sure That ULTRA Products

Since the tone chambers of different phonographs DIty Sogeiilieadl wu

(even of the same make) differ in size and shape,
Polyphase is equipped with an ingenious means
for readily adjusting the acoustic impedance of
the instrument to match as nearly as possible the
tone chamber of the phonograph with which it
is used.

Will Stay Ahead—Progress-
ing, Improving, Developing
in Advance of Demands.

e AUDAK

Makers of Acoustical and Electrical
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An Amazing Success
In a Few Months!

ESS’' than a year ago Hill and Kosowitz

—the two young men pictured above—
took over a run-down shop and started in An average of 35 ULTRAS per
business. week for the past seven months!

— 1 !
To-day they are the most talked of men in a proﬁt S ]une of $3500‘
New York talking machine circles. On ULTRA Reproducers alone

—Think of it!

Their sales of machines have astonished the
old timers.

Their sales of RECORDS have made new his- — plus the increase in sales of records
tory in the talking machine business. - )
and the cultivation of a musical taste

| which finally will be satisfied only
WHY 2 Because— with the ultimate in music—a com-

plete machine of the latest type.

They featured the revolutionary

1Sto new talking machines. .

r— Sy

d They demonstrated the new ' You Can DO AS \V ell____
Zn » records on old-type machines

WITH ULTRA REPRODUCERS. ,
It’s Not Magic, Just Common Sense

31’d They tacked a card on the in- —Give Your Customers the Best Per-

o side cover of each machine, . 9

calling attention to the ULTRA Re- formance and They'll Buy More and ?‘J

producer. More and More of It—Get in Touch
with Your Jobber To-day and Order |

4th They see to it that every talk- h ULTRA Reproducers.

* ing machine in their neighbor-
hood is equipped with an ULTRA Re-
producer.

COMPANY, 565 Fisth Ave,

New York City
pparatus for More Than 10 Years
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~100,000

mark has been passed in the sale of

ULTRA (phonic) Reproducers

—and this in less than six months time

HIS is a tribute not only

to the exceptional merit
of this high quality product
but also stands as proof that
the progressive music mer-
chants are quick to recognize
superiority.

Progressive dealers every-
where have made and are
making real profits on the
sale of Audakco products,
with the knowledge that they
are giving their customers the
very best the market affords.

Beginning with the New
Year (1927), there will be
further additions to Audakco
products — which will mean
still more profits to our ever

increasing number of re- sago

tailers. Retail

The Standard by

which all repro-

ducers are judged
and valued!

All Ultra Reproducer diaphragms are of a scientifically
proportioned aluminum alloy—as thin as a human hair.
Nothing else will meet the exacting requirements of the new
electrical recordings—and remember the better these records
are reproduced, in the home, the more of them you will sell.

The AUDAK COMPANY

Makers of high grade Acoustical and Electrical Apparatus for over 10 years

565 Fifth Avenue, New York, N. Y.
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Scientific Merchandising Needed This Year — (Continued from page 58)

use tie-in advertising with the national cam-
paigns of the manufacturer whose product he
carries. He should advertise himself, his own
name and his products to his community.

Two or three years ago the majority of cus-
tomers of the radio dealer were somewhat tech-
nically inclined. These individuals were able to
make minor adjustments themselves on the sets
which they purchased. Nowadays, however, an
appreciable number of the radio sets purchased
are bought by people who are not acquainted
with teehnieal intricacies. These people will
demand service and should receive it. The
dealer who gives reliable service to his cus-
tomers earns a local reputation and community
good-will whieli are permanent assets. He
should charge for this work, making suie that
the service rendered justifies the eharges.

To the progressive radio dealer 1927 will
bring an increased number of satisfied customers
and resulting profits. Broadcasting is better
than ever before.
casting more faithfully. In fact, the modern
radio broadcast reeeiver is truly a musical
instrument which will eventually take its place
in every home.

E. E. Buclier, General Sales Manager,
Radio Corp. of America, New York.

Powel Crosley Outlines
Radio Trend for the Year

Unquestionably the trend for 1927 is going to
be very strongly toward console models and sets
that can be operated satisfactorily from the elec-
tric light socket. It would seem that eventually
batteries will be eliminated completely wherever
electric light current is available. The retailer
should and will concentrate more on a single
line of radio apparatus just as automobile deal-
ers have. The day is rapidly approaching when
the dealer cannot sell several different lines.
Already we feel that the more successful dealers
are eoncentrating on a single line of apparatus.

Efforts should be made by eaeh dealer toward
the development of a tested sales organization.
Salesmen should call on retail prospects rather
than wait for them to come into the store and
buy. The retail salesmen should be better
trained to answer the many questions that are
put to them by the prospective buyers. The
dealer should listen to the questions that are
asked and the answers that are given by his
salesmen on the floor. It would be a revelation
to hear many of the answers.

The radio business is in a far more healthy
condition in the smaller towns and rural dis-
tricts than it is in the large cities. The public
will soon become educated to the fact that well
advertised brands should be bought in prefer-
ence to no-name products that are offered at
low priees.

PoweL Crositey, Jr., President,
The Crosley Radio Corp., Cincinnati, O.

Qu“al;ity Important in
1927, Says S. B. Trainer

There are two or three points whieh I feel
should be kept before the retail merchant in the
future. There has not been the attention given
to value and quality which should have existed.

The radio industry has suffered unnecessarily
in the past because there have been too many
manufacturers producing mediocre apparatus,
or, in other words, not giving valie for money
received; there have been too many jobbers and
retail merchants who have not given attention
to buying quality goods in order to give valuc
to their eustomers and, last of all, there have
been too many buyers and users of radio ap-
paratus who have not been careful enough to
insist upon getting value for money paid for
their radio apparatus.

If the retail merchant during 1927 will pick
and choosc the products that he intends to

Radio sets reproduce broad-

handle in the radio field, he will be doing the
radio industry and the radio buyer untold bene-
fit. This will, through the process of evolution,
eliminate the manufacturers of poor quality
radio apparatus and therefore costly radio ap-
paratus. On the other hand, this will tend to
make the radio user more pleased with radio
and therefore more users of radio will come into
the market for apparatus.

Let us therefore impress upon manufacturers,
jobbers, retail merchants and consumers that
quality must be the important factor, which
means giving value for money paid.

S. B TRAINER, President,
Amplion Corp. of America, New York.

Sound Advice Is Oﬁéred to
Dealers by Geo. A. Scoville

In my opinion the dealer who will realize
that the radio business requires the same treat-
ment as the selling of talking machines, pianos,
and such merchandise will be the most success-
ful, because the radio business has now reached
a stage comparable to the other lines.

The problems of the retailer are: (a) Not to
carry too many lincs; (b) to concentrate on
lines having different merchandising policies
back of them; (c) to thoroughly install and
service his sales, and (d) to consistently adver-
tise his merchandise.

GEeo. A. ScoviLLe, Vice-President,
Stromberg-Carlson Tel. Mfg. Co,,
Rochester, N. Y

G. H. Kiley Sees Progress
in Sales and Broadcasting

Not only will sales of radio apparatus be
bigger in the present year than in years past,
but we will always remember 1927 as the year
when broadcasting programs were perfected to
the highest point of their development.

Engineers have been experimenting with
broadcasting, studio draping, balance of voice
and instrument, and otherwise working on the
technical side of the business of voice trans-
mission until to-day radio programs represent
as nearly perfect reproductions as is humanly
possible.

Not only have the acoustical engineers con-

nected with radio stations been developing, but
the program directors and arrangers have de-
veloped with experience until the programs
broadcast show the result of careful study and
consideration—a startling contrast with the
early days of broadcasting, when the artists
wandered in and out of the studio, appear-
ing half a dozen times in a single evening
presenting songs selected by the artists because
of individual preferences rather than carefully
chosen numbers that might fit in with the gen
eral scheme of the evening’s programs.
GeorGe H. KILEY, Vice-President,
Farrand Mfg Co., Long Island City, N. Y.

1927 Market for High-Grade
Sets, Says R. M. Klein

The radio dealer has a 1927 outlook which is
most pleasing. Price appeal has been the basis
of procedure of by far the majority of radio
dealers in the past. It will so continue with a
number of them in the future

True music appeal, however, is a much
stronger and permanent element of the radio
business. The advances in radio during the past
year, and probably those advances which can
be anticipated for the coming year, are in the
nature of improved quality of reception and
simplification of operation.

Even as the trend in automobiles, phono-
graphs and motion pictures has been along the
lines of improved quality, so will the radio trend
be for an appreeiable period in the future.

Price appeal is the “ideal” of the opportunist
—ithe man who is here to-day and gone to-mor-
row. In the interval he may have made some
money, but he has not laid the foundation for a
broad future growth of his business.

The word “quality” ean be justifiably applied
to a line of merchandise, and it is particularly
applicable to radio because music is far and
away the main factor in radio reception, and
there is no such thing as real music without
quality.

Those radio dealers who have the vision to
cater to the future and to realize that any vol-
ume of radio business they may have done in
the past is but a fraction of what they can do
in the future are the dealers who are in line
to reap the best benefit from 1927 business.

Of course, there will always be a price mar-

(Continued on page 62)

POINT No. 15

Withowt doubt, the weakest part of a Mainspring is
most unfortunate that this style of fitting has ‘come
cases, it means the cutting away of half the width
happen at these points.

_HUBS

the place where the hole is punched vut and it is
to be regarded as the standard. In a good many l
and it is no wonder that a good many breakages

In our opinion, the ideal centre fitting has been adopted in some of the H MV _

Thorens, Victor and Gramola motors where the hole type is done away with and a Jip is fitted to the

inner end of the spring which fits easily into a groove in_ the mandril of the spring-barrel.
Hook fitment on the outside end, gives the maximum of strength, and
is far wmore simple to affix and the risk of breakages is reduced considerably.

of centre (Hub) together with

the Trade if it was adopted more universally.

This style  j
It would be a boon to }

H
A

USE VULCAN
MAINSPRINGS

Made by
J. STEAD & CO., Ltd.

Best in the
Long Run!

Note the
Greaseproof
Wrapper.

MANOR WORKS
SHEFFIELD, ENGLAND
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NEUTRODYNE

approaches its fourth birthday
in 1927

It has proved itself fittest to survive

LOOK back over the last five years of radio history. What have
you seen? First, the public success of the three pre-broadcast-
ing receiving circuits—a success due to circumstances rather
than merit. They were all there was, until Neutrodyne entered
the field in 1923 with the first method of reception devised solely
for home radio, for the faithful reproduction as well as selec-
tive and sensitive selection of programs.

Neutrodyne’s success was imrnediate, and spectacular. Never
had the public had such magnificent radio results, such supremely
easy operation.

Came the flood, as the movie people say. A flood of imitators,
of dynes this and that. The name was copied, simulated, imi-
tated. But without the Neutrodyne principle, any imitation of
the name was and is worthless. The name and the fundamental
principle are one and inseparable. Only the 14 licensed manu-
facturers named below make Neutrodyne receivers.

Today, when the fourth anniversary of the Neutrodyne
receiver approaches, Neutrodyne is in a stronger position than
ever, in public favor, in the sales asset it puts in dealers’ hands.
During nearly four years, scores of imitators have come and
gone, leaving dealers and users holding the bag for these manu-
facturers, some of whom were merely ignorant of the patent situ-
ation, while others were plainly piratical.

Nearly four years have demonstrated Neutrodyne’s inherent
merit, its stability, permanence and profitableness. Ask yourself
if you can afford to do business without a line of Neutrodyne

receivers.
Look for this trade-mark

n, LICENSED BY
= EN, ”
s DENT RADIO MA.NUFACT“ ja
= [
& o
@ 3
) Amu m4 mun ,,“ 2
(-] wes
b ‘”ac:’ pATS. NOS. 1450, Oeo o,, :
9*1_3\:‘" 1.533858 1,577,421

W OTHER PATENTS PENDING

It is your protection against patent infringement
liability

The following fourteen manufacturers are the only ones licensed to make Neutrodyne receivers and the protection of
distributors and dealers against patent infringement liability, maintained by the Hazeltine Corporation and Independent
Radio Manulacturers Incotpotated applies to none other than Neutrodyne receivers.

THE AMRAD CORPORATION GAROD CORPORATION STROMBERG-CARLSON TELEPHONE
Medford Hillside, Mass. Belleville, N. J. MANUFACTURING COMPANY
F. A. D. ANDkRgA Inc. GILFILIiAN RADIOCCO{RPORATION Rochester, N. Y.
ew Yor os Angeles, California
CARLOYD ELE%TRIC & RA{)IO COMPANY HOWARD RA I0 COMPANY, Inc. L i THOM?E?S:I}' &?yNgFACTURING <25
icago, I, g )
EAGLE RADIO COMPANY KING-HINNERS RADIO COMPANY, Inc. WERERA O CORRORNTION
Newark, N. J. Buffalo, N. Y. G s Gey
FREED-EISEMANN RADIO CORPORATION WM.é MURDOCK CO. THE WORK-RITE MANUFACTURING CO.
Brooklyn, N. Y. helsea, Mass. Cleveland, Ohio

HAZELTINE CORPORATION INDEPENDENT RADIO MANUFACTURERS, INCORPORATED

(Sole aowner of "Neutrodyne™ patents and itradeanarks) (Exclusive licensce of Hazeltine Corporation)
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“he MERSHON Condensers

smooth out tone through B eliminators as
a plane smooths the rough surface of @board
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Maintains Original
Freshness of New
“B” Batteries

“B" batteries have to be discarded
long before they are run down,
because they begin to distort broad-
casts and get noisy. This is because
the internal resistance of the bat-
teries increases as they age. Con-
necting a Mershon across your “‘B"
batteries (with a  disconnecting
switch) overcomes this high internal
resistance and so greatly prolongs

Makes old “B” eliminators ever fresh
like brand new “B” batteries! B e, 5 ot v

continuously with endless sets of

the tone quality from your receiving set. The famous Mershon's action is {
twofold. First, it assists in more perfect filtering (straining) of the un-
even current supplied by the Lamp Socket. Second, it acts as a reservoir
to store a large amount of energy which is fed to the Receiver in a continu-
ous smooth flow as called for by incoming broadcasts. This action may be
considered the same as the result of using a plane for a rough board.
Most ‘B eliminators use a good filter which can be noted by the lack of any
AC hum. But for perfect results and tone quality comparable to that which
s obtained from the use of new “B’ batteries, it is essential that a sufh-
cient amount of energy be stored directly back of the receiving set. This
energy must be on tap to instantaneously supply current for loud or long
sustained musical notes. The famous Mershon enables this storage of
energy to be accomplished electrically rather than chemically. The result
1s a great improvement in tone quality. It is particularly noticeable on low
notes which require a large amount of current for proper reproduction.

\ “D” batteries.
Connecting a Mershon condenser to your “B" eliminator vastly improves \\

To connect -a Mershon is as simple as connecting a battery to your Re-
ceiver. Three lead wires are provided attached to the Mershon, the
positives being colored red and the negative black.

Eal,t,liorlz: L of course it must be realized that a Mershon added to a
B” eliminator will not improve tone quality; or the use of any
other tone improvement device; if the design of a receiving set or
loud speaker is such that the tubes or loud speaker are overloaded.

There are many other uses for Mershon condensers. Write Dept. 7A7 for descriptive folder.

AMRAD CORPORATION, Medford Hillside, Mass.

Harold J. Power, Pres.




62

THE TALKING MACHINE WORLD

Janvuary 15, 1927

Weedm«r Out Process Has Stablhzed Radlo—(Conllnued from page 59)

kef 1d there will always be a field for low-
priced sets, perhaps for sets which are utterly
lacking in quality reproduction, but the real
market, the firm market, the growing market,
t market with real profit possibilities is the
market for the higher grade sets which produce
true music, and it is to this market all progres-
sive dealers must cater.

R. AL KiemN, Gencral Manager,

F. A. D. Andrea, Inc.

A. H. Bartsch Tells Why
1927 Outlook Is Bright

\What does 1927 hold for the radio industry?

To consider the answer to this question seri-
ously requires, of a necessity, to consider what
has just passed.

Let us put aside the rose basket and look at
the cold mortar and bricks.

The so-called season of 1926 possessed some
rather unusual situations. For instance, un-
precedented future buying in October was fol-
lowed by a let-down in the early part of Novem-
ber, due to many circumstances—perhaps the
most important was the unusually warm Novem-
ber, which maintained the “call of the great out-
doors” longer than was anticipated. The
November “Indian Summer” was reputed as the
cause for the retardation in many sales lines,
and, of course, radio sales were likewise affected
in many important centers.

Thus a heretofore unexperienced slump in
radio sales during the early part of November
was experienced.

This situation just explained was further
aggravated by unsatisfactory radio weather, as
far as reception goes, and thus poor reception
was further aggravated because of the jamming
of the air, due to too great a number of sta-
tions within the receptive zones. This latter
condition called for perhaps better receivers
than most concerns had considered necessary,
and so a further hesitancy in buying on the part
of the public was brought about, while prospects
sought for better sets or the “impossible”
receiver.

Then, too, there was a general hesitancy, tem-
porary of course, on the part of the public to
spend money on anything, and this had its effect
on the radio industry, as it did on many lines.
It puzzled a number of manufacturers in the
radio industry who perhaps were not as expe-
rienced in the idiosyncrasies of bming waves, as

themselves a wealth of merchandising cxpc-
rience from other fields.

I believe the unusual situation of late 1926
will have an excellent effect upon the industry
as a whole. I say “excellent” in that it prob-
ably has forced a very desirable speeding up
in the weeding-out process which all industries
require for their health, from time to time.

The discontinuance of interest in radio on the
part of certain types of manufacturers, distrib-
utors and dealers, giving more opportunity for
the stronger and more able, will cause 1927 to
open with a brighter future than we have been
able to forecast for some time. For those

manufacturers who sense with care and follow
the trend of public desire—for those distributors
who pay more attention to how they build,
rather than to how much they sell—for those
dealers who realize their responsibilities to their
co-workers—the manufacturer and distributor,
as well as their responsibilities to their cus-
tomers, along the avenues of merchandising and
servicing. radio holds a remarkable long-time
future, and JTanuary looks fine—it will probably
be one of the best months of the season so far
run.
A. H. BartscH, General Scles Manager,
American Bosch Magneto Corp.

Eastern Members of Radio Manufacturers
Show Association Hold New York Meeting

Banner Attendance at December Meeting at Hotel Commodore Indicated Interest—Dr. Alfred N.
Goldsmith, Chief Broadcasting Engineer of Radio Corp. of America, Delivered Talk

The Eastern members of the Radio Manu-
facturers Show Association responded enthu-
siastically to the call for the December meet-
ing held the latter part of the month at the
Commodore Hotel, New York City, and a ban-
ner attendance evinced the keen interest mani-
fested by the members in the activities of their
Association. Arthur T. Haugh, president of the
R. M. A, presided at the luncheon and was ably
assisted by B. W. Ruark, executive vice-presi-
dent of the organization, who made a special
trip from Chicago to handle the details of the
meeting.

Dr. Alired N. Goldsmith, chief broadcasting
engineer of the Radio Corp. of America, and

one of the world’'s leading authorities on radio,

was the featured speaker at the meeting and
gave his auditors a splendid and constructive
address, emphasizing the co-ordination and co-
operation which must exist in every branch of
the industry in order to build for permanent
success. In the course of his address, Dr.
Goldsmith said: “The broadcasting stations
must produce programs that are diversified and
interesting. No one wants to listen to a specific
type of program. Tastes differ, and what is
suitable for one is unsuitable for another.
“We are on the verge of a new era in broad-
casting when stations put ‘chain’ programs on
the air. I hope that there will be many such
programs in place of the features from individ-
ual stations. There is plenty of room for a few
more real good broadcasting ‘chains.” The nan-

comes to receiving sets. First, the designs must
be simplified. Reliability is another asset thc
public demands. If the broadcasters and manu-
facturers keep these things in mind, there is no
reason why the radio industry should not be one
of the greatest industries in the United States.”
The R. M. A. members were also interested
in the report inade by several chairmen of com-
nittees, including H. H. Frost, who advised the
members that the proposed trade show in June
gave évery indication of attaining phenomenal
success. Mr. Ruark stated that the committee
of standards would soon hold an important
meeting in order to present to R. M. A. mem-
bers the latest developments and its recom-
mendations for this branch of the industry.

Reports of Conneway Plant
Destruction Are Unfounded

The report that the Conneway Electric Co.
factory at 406-408 Jefferson strcet, Hoboken,
N. J., was destroyed by fire, which recently
appeared in various publications, was unfounded.
The. Conneway Co., which manufactures the
Magnatron radio tubes, is continuing in opera-
tion and making regular deliveries. The fire
itself was confined to the upper structure of the
building, including part of the executive offices
but did not reach the plant proper. The con-
templated enlargement of the upper floors in
the Magnatron building, which would have en-

some of those concerns that previous tg their ufacturers must keep in mind that there are cer- larged the inanufacturing space, will have to
entering into the radio business had brought to tain qualifications the public wants when it await rebuilding.
STYLE 21
Genuine Mahog-
any or Walnut
only h h d STYLE 17
P onograp s an Genuine  Mahog
STYLE 21-B ° . any or Walnut
Same_with bot Radic Cabinets Ficronzph oaly

top panels hinged
to  accommodate
Radio Panel.

of the many
our

household unit.

These illustrations show several
late models of
line, which have been re-
designed, right up to the min-
ute, with especial reference to
the Radio-Phonograph Combina-
tion, destined to be the standard

e

& il S

#
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STYLE 85—RADIO CONSOLE
Accepts Panels Up to 8x26 Inches.

STYLE 1 . STYLE 2
aum vagen Excel Phonograph Manufacturing Company &, Meresery;
Oak.

402-414 West Erie St., Chicago, lllinois

These instruments are produced
in all the popular finishes and
styles, including Uprights, Con-
soles and Wall Cabinets,
our facilities enable us to make
prompt deliveries and most at-
tractive trade prices.
and price list mailed on request.

and

Catalog
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WEST OF THE
ROCKY MOUNTAINS

E know of no parallel to the speed and

size of the wave of popularity that is

carrying Sandar, the new cone speaker,
along on its crest. All over the country
Sandar dealers are sending in frequent re-
orders, and dealers not yet signed up are
asking for terms and territory, anxious to
cash in on the exceptional demand that
Sandar has created. For its remarkably low
price, $27.50—lower than any other licensed
speaker of its size — its mechanical excelience
and attractive appearance have registered

so emphatically that it has brought steady,

\

LA

Licensed Under sustained profits to all concerned. The

Lektophone Patents

opportunity to take on Sandar still exists.

Write today for terms and full information.

v & G . SANDAR CORPORATION

Crescent Plaza Building, Long Island City, New York

SMDAR SPEAKER




THE TALKING MACHINE WORLD

Jaxuary 15, 1927

FAMOUS

ELECTRICALLY RECORDED

OWEST &2nd. ST, NEW YORK CITY

Bell & Howell Co.’s New York Branch
Reorganized to Give Maximum Service

Eastern Dealers Handling the Filmo Line of Automatic Motion Picture Cameras and Equip-
ment Advised of Important Change That Facilitates Service to Trade and Public

It was just recently announced in this publica-
tion that the Bell & Howell Co., Chicago, man-
ufacturer of personal and professional motion
picture equipment, is expanding its sales and
service personnel at the New York branch,
located at 220 West Forty-second street. Au-
thorized B. & H. Filmo dealers in the Eastern
territory, who are promoting the sale of the
Filmo automatic motion picture camera and
equipment designed for individual use, have
been advised by personal letter of the fact that
the New York branch is now organized to
promptly and efficiently handle service instead
of requiring that the machines be sent to the
Chicago factory for adjustments. Quoting from
the letter:

“As a Filmo dealer you are, of course, inter-
ested in the servicing of Filmo and Evemo
machnes at the least cost in transportation
charges and in the quickest possible time swhen
this becomes necessary.

“MWe are pleased to advise that we have in-
creased the facilities at our New York office
at 220 \West Forty-second street by having
added complete mechanical department.
Therefore, we are now in a position to do all
minor repairs there, and can also take care of
changing cameras to double speed. Also
changes on projectors, installation of variable
voltages, etc.”

Other Eastern readers of this publication who
contemplate a connection with the B. & H.
organization to cash in on the rapidly increasing
demand for Filmo products created by the tre-
mendous promotional campaign now being
carried on by this company, will be glad to know

f these increased facilities for handling serv-
ce “close to home,” as service is an important
factor which must be considered in the success-
ful merchandising of any product.

In discussing the matter of service with F. A
Cotton, newly appointed Eastern manager, he

brought out a important point on the close
i¢-up nd service, and its significance
in th ady growth of the world-wide business
:njoyed by h mpany.

“The render f prompt and continuous
ervice i n factors to which we at-
tribute t . ap imatcly 95 per cent

prof al N picture cameras and
ipment use t world bear the
& H. t 1ar Mr. Cotton. “Of
irse, th ly o 't is another and
it nt factor, but an mechanism,
regardl how finc materials and the
arc used in its construction, requires certain
adjustinents and attention while in use. Whether

a $7.000 r car, an exp 1 v other

quality device or machine, 1o ignore the service
factor 1s business suicide.

“From the very beginning of this business
twenty years ago service has been a strong
point with this company. Shortly after the

placing on the market of the B. & H. studio
camera and processing equipment, service sta-
tions were established in New York and Holly-
wood—the two centers of the motion picture
industry. Not because it was anticipated that
mechanical service would be in such great de-
mmand, but to make sure that the purchasers of
Bell & Howell equipment derived the greatest
benefit from the use of the machines. This, to
us, constitutes service in its broadest sense and
is considered the controlling factor in the in-
crease of sales on our products throughout the
years,

“It is the same helpful service that this office
is now organized to render on Filmo equipment
for personal use to dealers and users in this
section. While the Filmo equipnient ecmbodies
the very finest materials and workmanship, is
as near foolproof as human ingenuity can make
it, and so casy of operation that a child can
use it successfully, the element of service must
be considered. An occasional adjustment, a
cleaning and oiling, or a replacement of some
part which may have been broken in an acci-
dent must be attended to promptly in order that
the customer be satisfied. And, although simple
to use, Filmo offers the flexibility and complete-
ness of professional equipnient to those who are
inclined to strive for the ultimate in professional
cffects in their pictures. Tt is our desire to help

these serious-minded cinematographers get the
very best possible results with our equipment.
Assisting users makes for Filmo boosters, and
benefits the dealer and the manufacturer.

“You can therefore appreciate that our inter-
pretation of the word service embraces more
than is usually implied by this term. Our sales
promotion department here in the East is pre-
pared to give information and suggestions not
only in the use of camera, projector and acces-
sories themselves, but to work with the Filmo
dealer in promoting the sales of these prod-
ucts. And our mechanical department, under
the supervision of H. O. Lott, Eastern service
manager, and one of the pioneers of this busi-
ness, is geared up to function promptly and
ethiciently on such mechanical adjustments as
may be necessary.”

A. G. Gulbransen Subject
of Two Magazine Articles

Piano Manufacturer, Head of the Gulbransen
Co., Writes Story for Sales Management and
Is Written of in American Magazine

A. G. Gulbransen, president of the Gulbransen
Co., manufacturer of Gulbransen pianos, has
been the subject of two articles in national
magazines during the past two months. In the
December issue of Sales Management there
appeared an article written by Mr. Gulb ansen,
entitled “The Lone Hand vs. the ‘Me, Too.
Policy in Sales Tactics,” telling how the Gul-
bransen Co. has prospered and grown on policies
different from those of other manufacturers in
the same industry. He relates how the com-
pany has, in the ten years in which it has made
pianos, grown to the exfent of making 10 per
cent of the total piano production of the coun-
try, with about 140 piano nranufacturers in the
United States.

The chief diffcrences in policies between the
Gulbransen Co. and other piano manufacturers,
as explained by Mr. Gulbransen, are: Sclling on
terms of thirty days net, with 6 per cent interest
if the account is not paid; the national price
plan whereby Gulbransen pianos are sold at uni-
form prices in all sections of the country; Gul-
bransen manufactures one brand name only, and
the advertising policy of stressing music.

In the current issue of the American Maga-
zine therc appears a full-page portrait of Mr.
Gulbransen, followed by a lengthy article on his
business methods and his ideals, written by Neil
M. Clark. The article tells of boyhood expe-
riences that served to shape Mr. Gulbransen’s
business views and his motto: “Finish the job
fast; do it thoroughly; go on to something else.”

Rob Emery, originator of the Big Brother
club at Station WEEI, Boston, paid high tribute
to Stromberg-Carlson radio in a letter to the
compitny recently.
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The sign of the Designated
Federal Retailer

Your franchise . . .
what is it really worth?

Does it give you neighborhood protection against ‘“next
door” competition on the same line—a territory all your own?

Does it bring you the benefits of sound merchandising plans
which lead buyers into your store, speed up turn-over, and
4 make possible a profit-building business?

Does it have behind it a product that is non-competitive in
itself—that differs so radically from all others that compari-
sons invariably mean sales?

Does it support a complete line of such radio, a set to meet
practically every price requirement?

Does it carry with it a fixed policy of national advertising
supplemented by local newspaper advertising which brings
demand to a focus on your store?

Does it involve business dealings with an organization of
square shooters—men lohg in the business—successful—here
to stay? With a manufacturer who has confidence in you,
requires no signed agreement, expects your co-operation only

in so far as they themselves merit it?

Designated Federal Retailers work under a policy, fair in every detail.
Their service maintenance on Federal Ortho-sonic sets is down to the very
minimum of expense to them. They enjoy a quality of co-operation heretofore
unknown in this industry.

Federal Ortho-sonic Radio, dominant in beauty and performance, has cre-
ated its own individual market in the eyes of the buying public. It is repre-

I sented by a splendid class of retailers and wholesalers. Write the Federal

Wholesaler in your territory. If you don’t know who he is, write us.

FEDERAL RADIO CORPORATION, Buffalo, N.Y.

(Division of Federal Telephone and Telegraph Co.)

Operating Broadcast Station WGR at Buffalo

Federal
ORTHO-SONIC”

Reg. U. S. Pat. Off.

The fundamental exclusive % Y
circuit making_ opossible

Ortho-sonic reproduction is a 10
patented under U. S, Let-

ters Patent No. 1,582,470
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Sales Volumes Reach Satisfactory Fig-
ures in Milwaukee in Year-end Business

Entire Trade Faces the Forthcoming Year With Optimism Over the Outlook—Retailers and
Wholesalers Predict Continuation of Good Business for All Lines—Trade Activities of Month

Mmowaukeg, Wis., January 6.—Following one of
the most successful years ever experienced in
the talking machine business, and with record
radio sales, dealers in the wholesale and retail
fields express themselves as well satisfied and
very hopeful for this year’s prospects. Retail
dealers stated that radio was the outstanding
item in Christmas business, and they find that
the demand continued through the holiday sea-
son and seems to be good for the next three or
four months. Sidney Neu, manager of the radio
department of Julius Andrae & Sons Co, R C A
and Crosley distributors, says that he expects
radio business to continue strong through Janu-
ary, February and March.

Phonographs were very active during the past
month, dealers state, and while there was diffi-
culty in meeting the great demand they were
able to handle the situation nicely. Both retail
and wholesale dealers state that they have had
a banner year in phonographs and they believe
it will continue.

Orthophonic concerts have been featured at
the three stores of Ed. Schuster & Co., in con-
nection with the appearance of the Chicago
Civic Opera Co. in Milwaukee. The concerts
are given in the recreation rooms of the stores
to invited guests, and are sponsored by promi-
nent Milwaukee women. While the Orthophonic
plays the music of the opera, the story of the
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she demands the qualities

Licensed and Manufactured
under Pat. No. 1414801

When the woman pays—

mechanical and electrical. It

. Model “A”

17Y% inch diameter, com-
plete with easel base and
silk hanging cord, a dec-
orative addition to the
finest interiors for hang-
ing on wall or table use.

Price $25

9

Model “A”

as hung on wall

. -,. .-o .o.

which make Stevens Speakers
so easy to sell—technical ex-
cellence as well as decorative
-adaptability.

Women dccide SO per cent of
radio purchases today — just
show them a Stevens, and the
sale is more than half made.
Let them hear it in compari-
son with any other, and you
can ring it up on the cash reg-
1ster

There’s sales power in every
Stevens feature—ornamental,

Stevens (peakers

will pay you to be familiar
with these features, many of
which are erxclusive, such as
the conoidal, seamless, mois-
ture-proof, diaphragm, the
Stevens “TT” balanced arma-
ture unit, and mahogany
sounding board.

There’s still time this season
to get your share of the profits
on this fast selling line. Don't
wait another day—writc NOW
for dectails of our attractive
proposition to jobber and
dealers.

Model “B”

1414 inches. Similar to
Model “A” but smaller.
Has Burtex diaphragm,
resonant wood sounding
board, and powerful bal-
anced armature unit,
giving remarkable vol-
ume with highest tone
quality. Finished in rich,
mahogany shades to
match many of the
standard sets.

Price $16.50

STEVENS & COMPANY, Inc.

46-48 East Houston St.

Made by the Pioneers in Cone Speakers

New York City
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opera is told by onec of the members of
Schuster’s. Christmas carol concerts were also
featured by the store with good effect. The
concerts have been extremely popular with Mil-
waukece women, who look on them as an educa-
tional entertainment.

\W. A. Bye, of the Badger Music Shop, retail
music store, featuring the Victor Orthophonic,
states that he found sales greatly increased by
displaying instruments on the platform in front
of the store. The number, rather than the ar-
rangement, impressed customers entering the
store, and put them in a good frame of mind
for the demonstration which followed in one of
the showrooms.

Harry Goldsmith, secretary of the Badger
Talking Machine Co., jobber of the Victor line,
states that 1926 was a most successful year and
exceeded his fondest expectations. During the
latter part of December representatives of the
Badger Talking Machine Co. met at the home
office for a sales conference to discuss plans for
1927. The Auditorium model of the Victor
Orthophonic will be introduced in Milwaukee for
the first time at the Automobile Show, which
will take place January 15 in the Milwaukee
Auditorium. The instrument will be the sole
source of music at the show.

G. K. Purdy, of Yahr-Lange, Inc., wholesaler
for the Sonora in \Visconsin and Michigan,
states that his house has completed a satisfat-
tory year, especially in consideration of the fact
that they did not receive their merchandise until
late in the season, and consequently were obliged
to lose a lot of business. He looks for a bigger
business in January, February and March than
was experienced in December.

The Super-Ball antenna continues to go over
big, Mr. Purdy states, and bustness grows every
day. He looks for big sales during the next
three months, especially in view of the fact that
connections with distributors have been im-
proved and have been effected in practically
every State in tlie Union and in Canada and
several foreign countries.

Max Rosenthal, seventy-three, vice-president
of Yalhr-Lange, died at his home on the evening
of December 25. Mr. Rosenthal was a pioneer
resident of \Wauwatosa and was formerly very
active in Milwaukee's club life. Surviving him
are his widow, Emily, and four daughters, Mrs.
Rose Zinn, Mrs. Cora Vossm and Miss Hilda
Rosenthal, of Milwaukee, and Mrs. Gertrude
Muelter, of Minneapolis.

Arthur Freed, of Freed-Eisemmann Co., called
on the Interstate Sales Co., distributor for
Freed-Eisemann in Wisconsin and northern
Michigan, during the latter part of December.

A special meeting of the Wisconsin Radio
Trades Association resulted in the election of
three new members to the board of directors
of the organization, and the Association now
has a complete representation in all branches of
the retail and wholesale radio trade. The new
directors are Charles Krech, of the Krech Elec-
tric Co.; Henry M. Steussy, of Kesselman
O’Driscoll Co., and Clarence Bates, of the Bates
Radio Corp.

Adds the Victor Line

Pixe Brurr, ARrk., January 5.—The talking ma-
chine secction of the Kuox-Walker Furniture
Co. has added the complete line of Victor Or-
thophonic talking machines and Victor records.
This company has carried the Columbia line for
a number of years and with the addition of the
new stock of instrunients the section is oue of
the most complete in this territory.

Seger Ellis, Columbia Artist

Scger Ellis, noted “Uexas pianist, recently dis-
covered that, in addition to his remarkable
talent  for interpreting the unusual on the
piano, he also lias an exceptionally fine voice.
¢ has recorded both his playing and singing
for the Columbia DPhonograph Co., coupling
“Sunday” and “Ain’t That Too Bad.”
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PROGRESS

In one year—1926—we have built a line
and attained a standing in the industry
unsurpassed by any other manufacturer in
such a short time.

In spite of this phenomenal success, we are
not resting on our laurels—constant im-
provement will always be our motto! Hence
the following:

ILLUSTRATIONS

o IMPROVED TONE —

FOLLOWING PAGES
In collaboration with Maximilian Weil, well-known

creator of the famous Ultra Reproducer, a re-
markable new Artone sound box has been made,
that is absolutely second to none.

S e

WATCH
IMPROVED MOTORS —

In collaboration with The General Industries Com-
pany, our motors have been brought to perfection;
especially the new 1927 Junior Flyer, used in our
small portables.

BERG

PHONOGRAPHS

IN 1927
—i—e IMPROVED MODELS —

In collaboration with the Dupont Laboratories, our
Mr. Joseph Berg has designed new cabinets, beauti-
ful enough to grace any home, yet reasonable—in
accordance with our policy of SENSIBLE
PRICES.
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Read

Following
Pages

Artone No. 65, nickel finish S65 Artone No. 76 S$75

Artone No. 75, gilt “ $75

COMPLETE
IN 1926

Artone No. 4 $25

PROFIT

for

JOBBERS

and

DEALERS

BERG A.T.& S, CO.

NEW TABLE MODELS—

Artone No. 18, open $18.50

Artone No. 1  $30 Artone No. 22, with lid $22.50




The Talking Machine 11 orld, New York, January 15, 1927
PAGE 3

Read
Followin,
Page

Artone No. 79 $85

Artone No. 80, nickel finish $95

Artone No. 81, gilt “ $110

GREATER
IN 1927

Artone No. 5 $20

ORDER

SAMPLES

TODAY

Long Island City, N.Y.

NEW TABLE MODELS—

Artone No. 25, open $25 4
Artone No. 35, with lid $35 Artone No. 8 $15
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JUNIOR FLYER
V4 MOTORS
Adopted 100% for
Smaller Models of

PORTABLE
PHONOGRAPHS _
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Ww.,eb FLYER MOTORS
==

The Berg A. T. & S. Co., Inc.

Makers of

PORTABLE
PHONOGRAPHS

Estimate Using 100,000 of
These Dependable Motors
in 1927

Designed and Manufactured by

THE GENERAL INDUSTRIES CO.

ELYRIA, OHIO
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St. Louis Brunswick District Manager

Discusses Outlook for Coming Year

Jobbers and Dealers in This Territory Report Most Satisfactory Holiday Business With Con-
tinuation of Demand—Recording Artists in Personal Appearances—Other News

St. Louis, Mo., January 6.—The holiday business
in talking machines and radio apparatus in the
territory served by wholesalers and dealers of
this city was far in advance of that of last year.
This was expected because of the fact that in
1925 there was a lamentable lack of merchan-
dise. However, viewed from all angles, the total
business accemplished during December was
most satisfactory to dealers, and the manner in
which sales have continued beyond Christmas
and into the new year promises well for 1927
Another feature of the trend of the trade that
is pleasing to dealers is that the demand is for
all types of merchandise, radio and talking ma-
chines and records.

W. C. Schoenly Discusses Outlook

W. C. Schoenly, district manager of the
Brunswick Co., reports a decided increase over
last year’s sales and makes a forecast for 1927
saying:

“General trade conditions that will prevail
during 1927 as far as the St. Louis territory is
concerned must necessarily be classified by sec-
tions because of the diversified controlling fac-
tors having bearing on business in different sec-
tions of the territory, since manufacturing is the
guiding factor in one section, agriculture in an-
other, mining in another, etc.

“On the whole, manufacturing throughout the
territory looks very promising for a continu-
ance of normally prosperous: conditions, which
will reflect favorably toward good retail busi-
ness. To perpetuate a growth of the manufac-
turing industry the St. Louis Chamber of Com-
merce is organizing and financing now a sub-
sidiary organization to be known as ‘The In-.
dustrial Club of St. Louis,’ for the special and
direct purpose of selling St. Louis facilities and
ideal geographical location to manufacturing
concerns.”

Columbia Sales Gains Reported

The St. Louis office of the Columbia Phono-
graph Co., which serves the Central West and
lower Mississippi Valley territory and maintains
branches in' Kansas City and Memnphis, reports
a very large increase over December of last
year, with the Viva-tonal phonographs and the
New Process Columbia records continuing to
gain in popularity.

Messages of Optimism

“Business has been very good for the holiday
season,” states Herbert Schiele, of the Arto-
phone Co., manufacturer of the Artophone and
distributor of Okeh records, “and the prospects
for 1927 are good, although salesmen report that
there are a few quiet spots in the South.”

“The demand for the New Edison long-play-
ing phonograph and records has been very
good,” states Mark Silverstone, “but the supply
for the market is far below the demand.”

The Koerber-Brenner Co., distributor of Vic-
tor Orthophonic talking machines and records,
reports that despite the shortage of certain
models business was satisfactory throughout the
entire territory served by the company during
December and the brisk buying has continued
after Christmas and into January.

Striking Radio Advertising .

Radio jobbers and dealers used an unusual
amount of newspaper space in bringing their
products before the holiday buyers. A striking
ad was that of a Freshman representative, which
told of a Freshman owner, A. ' Delmas Robison,
securing seventy-five stations in one night

Big A. K. Sales Volume

The Atwater Kent radio sets continued to sell
in usual volume, Norman S. Hall, president of
the Brown-Hall Supply Co., Atwater Kent job-
ber, stating that sales for 1926 were in the
neighborhood of 25,000 receivers.

Artists’ Appearances Aid Sales
Record sales have been helped to a great ex-

tent through the appearance here of several re-
cording orchestras, among them being Ray
Miller and His Brunswick recording orchestra,
who is playing at the Hotel Chase. Ted Lewis
and His Band, Columbia artists, played for a
time at the American Theatre, and Paul White-
man and His Orchestra, Victor artists, played
a two-weeks’ engagement at the Ambassador
Theatre.
Enlarges Radio Department

The Lehman Piano Co. has expanded its
radio division by the addition of the Sonora,
Grebe and Stewart-Warner lines of radio ap-
paratus. This company has arranged to broad-
cast twice a week from station KFVE.

"The Nafr Radio Corp. recently moved to new
quarters at 2320 Locust street.

Remington Mig. Corp.
Enters Portable Field
Remington Super-Harmonic Portable Talking

Machine Placed on Market—Product Is De-
sign of Duryea Bensel, Acoustical Expert

A new entry into the ranks of portable talk-
ing machine manufacturers was recently made

Remington Corp.’s Plant
by the announcement of the Remington Mfg
Corp., of Bridgeton, N. J., of a new product
known as the “Remington Super-Harmonic”
portable. This is a quality product, sold at
slightly higher than the average price, and is

being exploited particularly for its tonal value.

The Remington portable is the design of
Duryea Bensel, long a member of the talkin
machine industry and one who has carried on
acoustical experiments for a great number of
years. Mr. Bensel for a time was interested
in the radio industry, having designed the prod-
ucts of the Bel Canto Mfg. Co. His newest
product is a portable with especially designed
tone chamber, which is said to make for
elaborate amplification in limited space. This,

Duryea Bensel j
together with the “Remington Super-Harmonic”
sound box, also a Bensel product, when working;
in unison aud playing modern recordings, are}!
two of the sales features. The sound box is.‘
also to be presented to the trade separately in'
various finishes. :

The Remington Mfg. Corp. is headed by G.
Warren Baker, who for a number of years has
been interested in various phases of manufac-
turing. He is an active figure in the Bridgeton;
N J., Chamber of Commerce, the home of th
Remington product, and where the factory is
situated. The factory itself is ideally located,
in the southern part of New Jersey, having both
rail and water shipping facilities

An interesting demonstration of the Columbia
Viva-tonal phonograph and New Process rec-
ords was given at a Seattle, Wash, theatre,
where a recording artist sang immediately fol-
lowing the playing of one of his records.

W A L L

THE ORIGINAL 10-RECORD NEEDLE PUT UP IN ATTRACTIVE COUNTER DISPLAYS

- K A N E

PROTECT YOUR RECORDS BY USING

THE ORIGINAL TEN TIME NEEDLE
(£ACH NEEDLE CUARANTEED TO PLAY TEN RECOROS ON ANY PHONOGRAPH)

B\ A PACKAGE QF
AW 50 NeEDLES

! EQUIVALENT TO
[§ 500 ORDINARY
J/ sTeeL NeeoLes

£ACH NEEOLE CHEN:
ICALLY TREATLOTO
PROLONG THE LIFE
OF YOUR RECORDS

WALCH )
LIE50))

AT
-

re

GIVES YOU 1509, PROFIT

Also Jazz, Concert, Petmecky and Best Tone Phonograph Needles

WALL-KANE NEEDLE MFG. CO., Inc., 3922—14th Ave., Brooklyn, N. Y.
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We have sold Sonora
radios on quality and
rich, mellow tone . . .
its ocean deep tones
have made it famous
. .. but for those who
want distance . . . read
the letter opposite

Sonora Shielded Six
$125
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Demand for High Priced Merchandise
Is Feature of Richmond Holiday Trade

Prominent Dealer Attributes Large Unit Sales to Improved Sales Methods—James Cowan Sees
Coming Year as Record Breaker—Corley Co. Employes at Christmas Party

Ricuyronp, VA, January 7—An outstanding fea-
ture of business in the talking machine line
during 1926 in this territory was the demand for
a higher grade of machine than formerly. In
theopinion of dealers, this desire for something
better is going to be even more marked during
the current year of 1927. Victor dealers push-
ing the new Orthophonic say that the Credenza
model, retailing at $300, was a big seller
throughout the year. They also report an extra
large number of sales of the $160 and $235
models. The retail department of the Corley
Co. reports the sale of six $1,000 Orthophonics
during December.

Lee Fergusson, of the Lee Fergusson Piano Co.,
local Victor dealer, believes that employment of
better and more progressive sales methods is
responsible in no little degree for the increased
sales of better types of machines. His own
experience has been that the average customer
who comes into his store with the idea of buy-
ing a talking machine can be. induced to buy
something better than he intends to buy when
he enters, provided he is handled in the proper
way by the salesman.

In the opinion of James Cowan, of the James
Cowan Co.,, Columbia dealer, the current year
is going to be a busy one. “The factories are
turning out more new and improved models
than ever before,” he says. ‘“The average per-
son with a machine of old make naturally wants
a new one to keep abreast of the times.” Mr.
Cowan reports that the new Viva-tonal model
of the Columbia is going fine with his trade, and
is conceded on all sides to be a marked improve-
ment over the old Columbia. The firm retails
the Carryola portable, for which it also is dis-
tributor in this territory. At present he is dis-
tributing it in only this immediate territory. At
an early date he plans to extend his operations
throughout Virginia and adjacent States.

Salesmen for Goldberg Bros., Artone distrib-

utors, assembled in headquarters here during the .

Christmas holidays, exchanging views on trade
conditions and the outlook in the territory cov-
ered by the house. LeRoy Goldberg, head of
the firm, entertained the sales force at dinner
at the Jefferson Hotel. Later all went to New

York to visit the Berg factory and take a peep
at the new Artone models, which are now being
turned out. Mr. Goldberg says that he expects
the new portable to be a big seller during the
current year. Business during 1926 was satis-
factory, according to Mr. Goldberg, the volume
of sales in phonographs and records showing
an average increase of approximately 10 per
cent over 1925,

Walter D. Moses & Co., local Victor dealers,
report December to have been a 20 per cent
better month than the same month of 1925.

As customary each year the Corley Co. enter-
tained its employes in both wholesale and retail
departments at a Christmas tree party, present-
ing each with a gift and serving refreshments.

The firm of Manly B. Ramos, music dealer,
212 West Broad street, is planning to move to
more centrally located quarters in the retail
shopping district, according to Mrs. Ramos, who
has been running the business since the death
of her husband. The firm has recently added
the Sonora to its line of phonographs.

The Beardsworth-Bond Music Co., of Lynch-
burg, Va., has made an assignment for the
benefit of creditors. Its liabilities were fixed at
$11,500 and assets at $400.

Brunswick Dealer Pushes
Instrument Name Contest

CHICAG.O, IiL., January 5—The Brunswick Co.’s
office here is receiving numerous accounts of
unusual and effective methods employved by
their dealers in tying-up with the $5,000.00 name
contest on the new musical instrument. Among
the most effective co-operative plans is that of
Barker’s Music House at Greensboro, N. C,
which printed and distributed over five thousand
cards at the local theatres, on which the com-
plete details of the contest were given. As a
result of this plan, Barker’s Music House is one
of the leaders in the number of entries in the
contest, and each of these contestants, of
course, paid a visit to their store to be told of
the main features of the instrument and have
it demonstrated.

The Toman

Retail Prices
Nickel Plated $7.50
Gold Plated $10.00

Write for trade discounts.

Sample on approval (5 days) to any
responsible dealer.

Will sell itself on quality and vol-
ume of tone. We challenge com-
parison.

Wonderful, deep, rich, mellow and
powerful tone.

Surpassed by none.
Send for sample NOW !

Manufactured by

E. Toman & Co.

2621 West 21st Place
CHICAGO, ILL,

Reproducer

Sales Distributor

Wondertone Phonograph Co.

216 No. Michigan Ave., Chicago, Ill.
Cable Address—‘Wondertone Chicago.”
Cable Codes—Western Unlon—A.B.C. (5th Edition).
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GRAPHITE PHONO

l L S L E Y ’ S SPRING LUBRICANT

Ilsley’s Lubricant makes the Motor make good.
Is prepared in the proper consistency, will not run
out, dry up or bepgme sticky or rancid. Remains in
. . its original form indefinitely.
Put wp 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

Audak Co. Announces the
Polyphase Ultr_a Reproducer

Maximilian Weil, Well-known Inventor, Adds
to Long List of New* Accessories—Repro-
ducer Conceived on Entirely New Principle

Maximilian Weil, head of the Audak Co.,
565 Fifth avenue, New York City, manufacturer
reproduticers,

of the Ultra-(phonic) now an-

Maximilian Weil

nounces an entirely new item which heretofore
had not been included in the products of the
company. This new product is known as the
Polyphase Ultra-(phonic) reproducer and will
retail at a higher price than its predecessor.
The Ultra-(phonic), known as the Singlephase
Ultra, will continue to be marketed by the
company and it is not thought that the newer
reproducer will interfere with its present volume
of sales.

Maximilian Weil, the inventor of this new
reproducer, is a well-known electrical and
mechanical engineer and an acoustical scientist.
He has contributed a number of products to
the talking machine field and as a consultant
was instrumental in the perfection of many
more. In his latest Polyphase reproducer hc
has conceived what is said to be an entirely
new principle, the oscillating clements, consist-
ing of two reposing cones, designed to cover
the lowest as well as the highest musical regis-
ter. It is said that this new combination
permits a refinement of reproduction., making
for a spread of sound and a broad tone.

The outer cover of the new Polvphase Ultra
has a knob effect, which is used as an indicator
on a series of numbers from one to five. Thus
the tone of the instrument allows for adjust-
ment. This is said to make possible the
regulating of the performance to conform with
varions size tone chambers of old machines,
which vary even when produced by the same
manufacturer. This refinement is said to makc
possible the raising or lowering of the pitch
about four notes (onec-half octave).

W. M. Ringen was recently appointed man-
ager of the H. C. Hanson Music House, San
Francisco, Cal. Mr. Ringen has had wide ex-
perience in the retail music ficld. particularly
with small voods. having managed that depart-
ment of the Wurlitzer store for many vears,
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The Triumph of 25 Years - - -
Yet Only a Beginning!

"His Master's Voice’

HE most phenomenal year’s business in the his-

tory of the Victor Talking Machine Co. has

clinked through the cash registers of Victor
dealers everywhere. So secure has the popularity of the
Victrola and Victor Records again become that it seems
fantastic to recall that brief period from October to
December of 1925, when well-nigh over-night the
miraculous new Orthophonic invention transformed
public interest from apathy to feverish enthusiasm.
Until Victor Day, 1925, the trade could not foresee
the future. In that single event and its consequent
business flood, every vestige of irresolution for able
merchants has been swept away. They know now
which- way the finger of public favor points.

More ‘important .to us, even than the sales increase
which 1926 fegistered throughout the Victor line, is
the unmistakable proof of the people’s demand for
talking machine entertainment that the Orthophonic
Era has disclosed. Homes that never had a Victrola
have found unimaginable pleasure in new possession
of the instrument. Homes that had old-style Victrolas
have discovered the Orthophonic record and through
it, the Orthophonic Victrola. And with these discov-
eries there has been uncovered a steady, sweeping,
tremendous demand for “Victor in the Home” which
in one year alone has piled up a sales total that no
other maker of a household entertainment device
approaches. Remember that!

These conclusions support what has been our belief
from the beginning. Namely, that as the telephone
has stimulated use of the telegraph, as moving pic-
tures have made a public habit of seeking theatre
entertainment, so the various great features of home
amusement as typified in the Orthophonic Victrola
will make a new “fashion in fun” at the fireside. We
can see the custom growing, among millions of
American families, of bestowing more and more of
their time and more and more of their dollars for
what comes to them quickly and conveniently. on the
records, or in radio. In the Victor product one may
truly have everything on the air and anything before
the footlights.

This “new creation for the nation” now stands ready
to reward thousands of Victor Dealers with additional
millions of dollars in sales in return for their work
alone. You, therefore, Mr. Victor Dealer, owe it to
yourself and the product to put such effort behind
Victor merchandise as you have never put before.
We live in the Orthophonic Era but are faced by the
motor age, million-dollar movie, the world-wide
traveller, etc., etc. It is up to you to carry this
triumph to a successful conclusion — and for your
benefit alone the Victor Company has paved the way
and is leading on. Jump into the procession for
greater Victor supremacy.

C. Bruno & Son, Inc.

351-353 Fourth Avenue
New York City

Victor Distributors .

1834 — Almost One Hundred Years of Dependable Service to the Music Trade— 1927
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Despif; a Silortage of Merchandise

Baltimore Trade Has Record Year-End

Victor Distributor Has Largest December in History With Record Sales as Feature—Brunswick
Manager Makes Forecast—Columbia Wholesalers Close Banner Year

Bartinorg, Mp., January 7.—Christmas business
was one of the best in the history of the trade
here, according to reports from both whole-
salers and retailers. Although handicapped by
lack of desired models of all makes the dollars-
and-cents volume of business in 1926 ran con-
siderably ahead of that of 1925,

Orthophonic Concerts Boost Sales

Sales of both Victor machines and records
were greatly stimulated during the holiday sea-
son by the installation of the Auditorium Ortho-
phonic Victrola, shown at the Sesqui-Centennial
in Philadelphia, on the roof of Hochschild, Kohn
& Co., one of Baltimore’s largest department
stores. Daily concerts were given in the after-
noon and evening, which attracted thousands of
Christmas shoppers, and which could be heard
at a distance of several squares.

E. F. Droop & Sons Do Bigger Business

“December business was the largest in the
history of our firm,” declared W. F. Roberts,
manager of E. F. Droop & Sons, Victor distrib-
utors. “Our record business was simply phe-
nomenal and it was impossible to begin to
supply the demand, and at a low estimate I
would say we lost at least sales of a thousand
records a day. We were also handicapped to
some extent by inability to obtain all types of
instruments which the trade desired, but hope
to catch up with our orders some time this
month. New Victor dealers added to our list
this month include Besche Bros., Pollacks, and
the Exchange Furniture Co., all of Baltimore.”

Sees Bright Outlook for 1927

Practically the same situation existed with the
local agency of the Brunswick-Balke-Collender
Co., according to Manager Charles F. Shaw,
who said a late arrival of several carloads of
improved, phonographs made it impossible to get
them to the dealers in time for the Christmas
trade.

“Business for the year, however, is way ahead
of 1925,” he declared, “and the outlook for this
vear i1s very encouraging. Our record business
has greatly exceeded all expectations and it has
been impossible to keep our dealers stocked on
the more popular records. We sincerely believe
the buying public is extremely interested in both

1927?

improved phonographs and the Panatrope. It
is also an established fact that the present-day
records are far superior to those of the past and
because of this condition interest is continually
reviving, which, of course, means more sales.

“Summing up the entire situation we believe
that in this territory the final results will show
improved sales on electrical instruments based
on the progress of the dealer and better sales
methods.”

New Brunswick Dealers

C. D. MacKinnon, of the Brunswick Co.'s
record-promotion department, visited the agency
last month, and Jack Capp, of the Vocalion
record-promotion sales force, was another local
visitor.

New Brunswick dealers appointed the past
month include Oppleman’s Specialty Store,
Lynchburg, Va.; Garrett’s Electro Motive Serv-
ice Co., Charlotte, N. C.; the Kidd-Frix Music
Co., Concord, N. C., and the Rackley Piano
Co., of Goldsboro, N. C.

Columbia Wholesalers Close Big Year

“While complete figures for the month of De-
cember are not available, total business is al-
ready far beyond the big December, 1925 de-
clared W. H. Swartz, vice-president of Columbia
Wholesalers, Inc. “All departments were ahead,
and this in spite of the fact that thousands upon
thousands of dollars of machine business was
lost through inability to supply the demnand
Six different model machines were out of stock
practically the whole month of December, and
dealers telephoned, wired and came in person
trying to get more phonographs. It will indeed
be a happy day when Columbia \Wholesalers at
last will be able to supply any and all of the
new models.

“Record business showed a splendid increase
over December of last year, sales by the twen-
tieth of the month being as large as for the
whole month in 1925. The record force had to
be considerably increased to handle the expected
Christmas rush with increases of the personnel
of other departments.

“Radio sales for December were extremely
good, also, showing a fine increase over the year
before. The ease with which dealers sold big

Bigger Than 1926!

There's no other way to look at it.

December sales

topped even those of October, which up to that time

had been the biggest in our history.

Every month, every week, every day, our dealers who
handle and push Columbia New Process Records and
the new Viva-tonal Columbia are getting greater and

greater sales volume.

The same opportunity awaits you. Increased business
is yours for the asking. Write us for details.

ColumbiaWhel

L L. Andrews —~

‘Wm.H.Swartz

Exclasively Wholesale

205 W Camden St.,

Baltimore, Md.

Fada eight-tube sets helped total volume mount
rapidly -because of the high unit of sales. Philco
eliminators, Cunningham tubes, Burgess bat-
teries, all added their share to the splendid
Christmas business. Sales on Crosley and Mo-
hawk sets were also very satisfactory. The
Columbia Wholesalers, Inc., report that 1926,
from start to finish, proved to be substantially
alead of 1925, and was far and away the
biggest year in their history.

“The day before Christmas the Columbia or-
ganization met for their annual Christmas party,
at which gifts and candy were distributed to
the employes. Speeches were made by both Mr.
Andrews and Mr. Swartz, and were responded
to by Mr. Steffey and Mr. Jarvis for the em-
ployes. Christmas singing and dancing followed.

“The outlook for 1927 is very good for this
general section. Even if there were to be some
recession in general business, nevertheless Co-
lumbia will enjoy larger volume by the end o
next year, due to greatly increased ability of
Columbia factories to somewhere near supply
the demand.”

Alma Rotter Becomes an
Exclusive Okeh Artist

The Okeh Phonograph Corp., New York, an-
nounces the addition of Alma Rotter, well-known

Alma Rotter
vaudeville artist, to the list of exclusive Okel
artists. Aliss Rotter has<been before the public
eve as an entertainer since she was eleven years
old and was one of the first of the well-known
singers to enter the radio entertaining field.
Last yvear she was featured over station KAMOX.
In addition to her recording and broadcasting
activities Miss Rotter is making a series of sing-
ing pictures for the De Forest Photofiin Co.
Amnong the recent Okel records made by Miss
Rotter are included: “Rags” coupled with “To-
night You Belong to Me,” “Put  Your Arms
\Where They Belong,” “I'll Never Miss You
Again.” She is also known as a composer of
popular songs, her latest being “Maybe It's Be-
cause I Love You.”

Atwater Kent Bulletin
Devoted to Lyon & Healy

The Lyon & Healy store in Chicago was the
subject of a recent cight-page Atwater Kent
radio bulletin sent to Atwater Kent dealers by
the Atwater Kent Mfg. Co., of Ihiladelphia,
I’a. The inside spread depicted two interior
views of Lyon & Healy's large Atwater Kent
radio departinent, a picture of the Lyon & Healy
Juilding was shown, as was a reproduction of a
full-page ad featuring the Atwater Kent line run
in Chicago newspapers by Lyou & Healy.
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2"\ THREE POINTS OF SUPERIORITY

AP E '7 1—The Patented Perryman Bridge 2—The Double Filament 3—The Tension Springs
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?P@E {; = o Remember the story of the little
puened [§ 22 | June 22,1526 girl who was suspected of being a

CLEAR GLASS
DEMONSTRATING TUBE

TYPE P.D. 200-A
SUPER-SENSITIVE
DETECTOR

R0 o e

Princess. To make certain they
placed a bean under the mat-
tress in her bed and sure enough
she was so uncomfortable she
couldn’t sleep.

That’s pretty sensitive—but it’'s a
long way from equalling the sen-
sitivity of P.D. 200-A, the Perry-
man Super-Sensitive Detector.
This tube penetrates a mattress of
air thousands of miles wide and de-
livers the station you want — and
only that station. It annihilates
distance and confusion.

P.D. 200-A makes local stations
out of distant stations and brings
in all stations clearly and distinctly
with minimum tuning. Demon-
strate by alternating P.D. 200-A
with ordinary detector-amplifiers
and your customers will take all
of them you can deliver.

Super-Sensitive Detector

Perryman Radio Tubes offer you a substantial and
permanent profit. All Perryman Tubes are carefully
made, rigidly checked and merchandised under com-
mon sense methods. Perryman Distributors are pre-
pared to co-operate with all dealers on advertising,
displays, newspaper mats and prompt deliveries of
tubes. There is a Perryman Radio Tube for every
purpose. -

PERRYMAN ELECTRIC COMPANY, Inc.

Executive Offices: Laboratories and Plant:
33 West 60th St., North Bergen,
New York City N. J.

“DISTANCE WITHOUT DISTORTION
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Hﬁge _V(_)h;me of_ Record Sales Indicates
Popularity of Phonograph in New York

Using Record Sales as Barometer of Public’s Interest Finds the Instrument in High Favor—
Dealers Report Satisfactory Sales—Branch Managers Optimistic

Due to the fact that during December, 1925,
there was a scarcity of models of practically
every type talking machine and phonograph, in
fact, several of the newer types had not yet
been placed on the market, and a shortage of
several makes of radio receivers was also felt,
the usual basis of comparison, that of placing
the figures against those of the same month of
the year before, did not mean very much for
December, 1926. Practically every dealer re-
ported enormous percentages of increase in all
departments. It is senseless therefore to quote
figures as regards the sales of last month. How-
ever, the month’s volume of business was emi-
nently satisfactory, with the prospects of the
future, based on the continuance of business for
the weeks following the holidays, very bright.

Growing Record Business

Without doubt, one of the best barometers of
the public’s interest in the phonograph is the
volume of record sales, and this department of
the music store has been consistently gaining as
a profit maker. All types of records have fig-
ured in the advance, popular, standard, classical,
foreign language, and last but not least, the
album sets of symphonic works and other or-
chestral selections. A pleasing phase of the
past month’s business in the New York territory
was that the buying was centered on no one
type or class of merchandise—all instruments
were in demand and sold well—phonographs and
radio receivers, from the portable talking ma-
chine selling for a very small sum, to the $1,000
and more combination talking machines and
radio receivers—the public’s favor embraced
them all.

Satisfactory Columbia Sales

“Columbia sales of Viva-tonal phonographs,
New Process records and Harmony records
were most satisfactory,” stated E. W. Gutten-
berger, manager of the metropolitan wholesale
division of the Columbia Phonograph Co., Inec.,
“despite the fact that there was a shortage of
one of the models of our line. Portable phono-
graphs were also in great demand and the Co-
lumbia series of Masterworks recordings in al-
bum sets evidently found favor with the buying
public as gifts, if one can judge by the way

they sold. The prospect for the coming year
for Columbia products looks most promising
and we expect steadily increasing sales totals
each month.”
Edward” Strauss Discusses Outlook

In commenting on the outlook for 1927, Ed-
ward Strauss, district manager of the Brunswick
Co., said: “The public is rapidly learning the
meaning of the word ‘Panatrope’ and the future
is exceptionally bright for this instrument and
for our combination Radiola and Panatrope.
Record sales have been on the increase, and,
with the broad vision of our company, realizing
the necessity of an intensive campaign behind
Brunswick products for 1927, we feel quite con-
fident that we will take another important step
forward.”

Striking Window Displays Aid Sales

Two large, tastefully decorated show win-
dows featured the presentation of talking ma-
chine and radio lines at the International Pho-
nograph Co., 103 Essex street, which did a brisk
business during the month, with radio receivers
in greatest demand. One of the windows was
devoted to a showing of Victor products, the
other to radio sets, featuring the Stromberg-
Carlson, Atwater Kent and the R C A lines.

Big Year-end Business

The New York Band Instrument Co., operat-
ing two retail stores in the city, experienced an
exceptionally fine December, the sales total for
the month of talking machines, talking machine-
radio combinations and records doubling that of
November. At the main store on Fourteenth
street, while business was steady throughout the
entire month, it was not until four or five days
previous to Christmas that the real holiday buy-
ing started, and then it came with a rush, dozens
of people at times waiting for a chance to hear
records which they wished to purchase. “'While
record sales were great, instruments of all types
were likewise in demand. Album sets of rec-
ords were popular favorites with buyers. A re-
markable angle of the month’s business was that
the week following Christmas found business al-
most, if not quite, as good as that of the pre-
holiday week. i

The branch store on Thirty-fourth street like-

15-17 West 18th Street

What a cheering feeling 1t 1s to know
you are starting the New Year as a
Licensed Okeh Record Dealer.
vou know you are going to have for sale
the finest dance and vocal hits—Euro-
pean Instrumentals—the fastest selling
race records . . . all this on

OKA Odion.  Recorss

OKEH PHONOGRAPH CORPORATION -

Vew York Distributing Division

Then

"New York City

wise did a most satisfactory business, but in
this store the business was consistent through-
out the month and the trade for the few davs
before Christmas was scarcely greater than that
of a few weeks before the twenty-fifth. Records
of all types and languages, including album sets,
provided a large percentage of the month’s busi-
ness.
Portables in Demand for Gifts

Miss B. B. Steele, manager of the music sec-
tion of Stern Bros., department store, reported
an unusual tendency in the pre-holiday buying
season. Starting at the first of November and
continuing until the fifteenth of that month,
buying activity in talking machines and records
was most active. It then slackened and did not
resume the expected volume until the beginning
of December, when a steady, consistent business
started, which continued right throughout the
month with the usual spurt as Christmas drew
near entirely lacking. The total volume was
most satisfactory with all types of merchandise
selling well, portables and album sets of rec-
ords being in special demand. Victor, Lumiere
and Aristocrat loud speakers also sold well.

Wide Interest in New Edison Record

The Buckley-Newhall Co., carrying the New
Edison and Victor lines, reported sales of un-
expected volume, with the New Edison long-
playing phonograph and records being in the
greatest demand.

~J. C. Lichterman a Daddy

Jay C. Lichterman, comptroller of the Saul
Birns' chain of music stores in the metropolitan
district, is the proud father of a bouncing boy,
Irwin Stanley, who arrived in time to enjoy his
first Christmas at home.

Atwater Kent Radio Is
Popular With Farmers

In a comprehensive survey recently made by
the Farm Journal, a national publication pub-
lished in Philadelphia, the popularity of Atwater
Kent radio in rural communities was described.
The survey includes reports from nearly 39,000
fariners in all parts of the country. In response
to a questionnaire it was found, in point of pres-
ent ownership, Atwater Kent radio was among
the most popular and in answer to the question,
“If buying another set, which brand or make
would you buy?” the Atwater Kent set was well
in the lead. In radio reproducers it was found
that more Atwater Kent radio speakers were on
farms than any other make. The Farm Journal
estimates that the number of farms now
equipped with radio is nearly one million, nearly
double the number of 1925.

Bremer-Tully “B” Battery
Eliminator Is Introduced

The Bremer-Tully Mfg. Co., Chicago. offers
what the firm’s officials believe to be a design
in “B” battery eliminators that will be gen-
erally adopted in the near future. There are
no variable resistances and, consequently, no
knobs to turn. The dcsign is worked out so
that it is only necessary to “plug in” as directed
on a chart furnished with each unit. The volt-
ages delivered are correct and it is not neces-
sary to guess, according to the manufacturer.
A Raytheon rectifier tube is used, and the unit
has a capacity of 150 volts at 60 milliampere
drain.

Auditorium Victrola
Installed in Omaha

Oxauna, Ner, January 4.—Public interest in
Victor talking machines and records was
aroused to a great extent last month through
the appearance of the Auditorium Orthophonic
Victrola, which was installed atop the \Wead
Building and played at intervals each day and
night for a period of two weeks.
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Farrand

ELIMINATOR

$4850

{without tube}

Slightly higher
Wesz of Rockies

FOUR months ago a new
product—TODAY the accept-
ed standard of <«B” battery
elimination. There’s a Farrand
distributor near you. Capital-
ize on the ever-growing
demand by ordering NOW!

©

FARRAND MFG. CO., INC.,, LONG ISLAND CITY, N.Y.
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Interesting Events of
the Trade in Pictures
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Above: Allan McQuahe. Aticater Kent radio
artist and opera star. singing from Stone Moun-

tain to crowds below prior to broadcasting
fromn radio station WSB, Atlanta
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Wm. Taylor Son & Co.. Cleveland. O.
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Right: An
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for that re-
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Oriental rugs.
of the Auca

displays devoted to redio seen in this city in a long time was that of the
local Jolin Wanamaker store here, in which the “millionth™ Atcater Kent

doto on the Chestnut street side teas given over to the display, the center of
illustration. A pliotograph of A Aucater Kent, founder of the radio manu-

hackeround of rich draperies formed a harmonious setting.
of the W anamaker store are usually given over to displays of art products,

AN ARTISTIC RADIO WINDOW

PlHIA, PA.. Junuary 6.—One of the most attractive window

exliibited to the public in an artistic setting. The entire win-
» radio set, as may be seen by a glance at the accompunying
pany bearing his name, and a placard giving the “story” of
. completed the foreground of the display. while an artistic

The windoiws

original paintings, ete.. and because of this policy the exhibit
ter Kent radio cas significant and attracted wide attention.
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Factors That Brought an Butstanagé
Success to a Portable Manufacturer

“Confidence Plus Common Sense” Is the Slogan Upon Which O. L. Prime, President of Carryola
Co., Started the Business and Following It Has Brought Success

Undcr the hcading “Producing 200,000 Port-
ables in a Single Year,” H. D. Leopold, adver-
tising and sales promotion manager of the Carry-
ola Co. of America, Milwaukee, gives the fol-
lowing interesting résumé of Carryola activities
the past few years and the company's plans for
the coming year: Confidence plus ordinary
common sense will carry you most anywhere
vou want to go. Three years ago had one fore-
cast that somme day a single manufacturer would
develop an annual outlet for 200,000 portable

O. L. Prime

phonographs such statement would have brought
a broad grin from practically the entire
industry. To-day you could run your 1927 pre-
‘diction to 300,000 without causing a ripple.

Retail music merchants today have discovered
an astounding market for portable phonographs.
They find this small musical instrument a year-
round seller, producing gratifying results and
additional record volume that heretofore was
almost completely overlooked. Nineteen hun-
dred and twenty-six marked the first real mile-
stone in large-scale portable selling. During
this period the Carryola Co. of America has
shown a 70 per cent gain over the previous
twelve months. Its production has advanced
steadily and consistently, with less than a 10
per cent variation between months, until at the
close of 1926 it totaled 200,000 instruments.

As stated originally, “Confidence plus ordi-
nary common sense will carry you most any-
where you want to go.” It was upon these
premises that O. L. Prime, president of the
Carryola Co., started his portable business. For
ycars e has becn successful as a manufacturer
of railroad supplies, operating the Prime Mfg.
Co., and it was upon the basis of this manufac-

turing cxpcricnce that the Carryola Co. was
formed.

Starting just two and one-half years ago in
part of the Prime plant, the first portable was
developed. Mr. Prime and his associates had
much to lcarn about this new business, and theyv
proceeded slowly. At the end of fourteen
months the volume had outgrown the original
plant, and a fine new daylight factory, with
60,000 square feet of floor space, was purchased.

During the past year an average of approx-
imately 600 portables have been built every busi-
ness day. Plans for 1927 are even more am-
bitious, and it is almost an assured fact that

'during the latter part of the new year the plant’s

capacity (2,000 instruments per day) will bc
taxcd.

To become the world’s largest portable manu-
facturer in two years is a man-sized job. It
required endless hard work, and the develop-
ment of a real sales organization. In direct
charge of this part of the operation is Don T.
Allen, vice-president of the Carryola Co. and
of the Prime Mfg Co. Mr. Allen is to-day one
of the outstanding personalitics in the industry,
and he is known from coast to coast among the
trade. He is a rcal student of matters phono-
graphic, and his guiding genius has contributed

much to the present position now enjoyed by -

Carryola.
Harry G. Wild, secretary and treasurer of

Don T. Allen
manufacturing superiitendent; H. K. Drotning,
cngineer and inventor, and Genc R. Driscoll,
special representativc, men of ability and wide
experience in the field.

World-Famous Artists in
Atwater Kent Concerts

The Atwater Kent radio hours since the last
issue of The Talking Machine World offered ex-

ceptional talent. Mme.
Ernestine Schumann-
Heink, contralto, on
December 9, present-
ed a program of real
enjoyment. Appearing
with Mme. Schumann-
Heink on the program
was Miss Florence
Hardeman, violinist.
The hour on Decem-
ber 26 was fittingly
devoted to a Christ-
mas program by
Betsy Lane Shepherd,
soprano; Elsie Baker,
contralto; Arthur
Hackett - Granville,
tenor, and William
Simmons, baritone,

Huge Plant Devoted
both companies, is an experienccd manufactur-
ing executive and is an active member of the
directorate,

The Carryola organization is rounded out by
George P. Hough, sales manager; Fred Busche,

to Carryola Production

: assisted by the At-
water Kent Orches-
tra. Louise Homer, contralto, and Louise

Homer Stires, soprano, presented the first pro-
gram of the new year. January 9 Edward John-
son, tenor; Editha Fleischer and the Atwater
Kent Orchestra, were the artists.

METAL DIAPHRAGMS

Our first Metal Diaphragm was Patented May 8th, 1900, and used by one of the largest
Talking Machine Companies and we have been making them ever since.

We are also makers of

The MOBLEY REPRODUCERS |

Used by some of the leading manufacturers.

We shall be pleased to take care of your requirements in this line.

MOBLEY MANUFACTURING CO.

ROSLYN, PA.
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“Nothi;gness of Vacuum Tube Its Most
Important Feature,” Says Dr. Goldsmith

Chief Broadcasting Engineer of the Radio Corp. of America Gives Interesting and Instructive
Story of Importance and Functions of the Modern Vacuum Tube

“Much ado about nothing” was the title given
by Shakespeare to one of his famous plays.
Yet the venerable Bard of Avon, had he lived
to-day, could have found no better title with
which to label the modern vacuum tube. The
very nothingness of the vacuum tube is its most
important feature; for without the vacuum this
device could not be; and without a high degree
of vacuum, or virtually nothing, a good vacuum
tube is, in general, quite impossible.

Now in order to get a true picture of the
vacuum tube and its work let us start with an
analogy. Consider, if you will, a dam, impOut‘]d-
ing millions of gallons of water. At one side
there is a spillway, together with a system of
floodgates. A man, through the agency of a
lever, can readily control the flow of water over
the spillway, from a mere trickle to a compet-
itor of Niagara.

In the vacuum tube we have precisely the
same state of affairs, although in electrical rather
than mechanical form. There is a vast quan-
tity of electricity impounded in the tube fila-
ment and ready to pour forth when the filament
is heated. The flow of electricity is from the
heated filament over to a cold surface of metal
called the plate. However, this electrical spill-
way is controlled by a floodgate in the form of
a screen or mesh of wire placed between the
filament and plate and known as the grid. The
slightest variation in electrical charge on‘t.hc
grid immediately controls the flow of electricity
from filament to plate.

Just how the vacuum tube accomplishes all
this is a much longer story. Everybody knows,
first of all, that water can-be boiled. WWhat
happens? Well, the water is converted into an
invisible vapor and disappears in the air. Like-
wise, almost everybody knows that camphor,
left about the house at ordinary temperatures,
will eventually disappear. \Why? Because the
camphor has evaporated—tiny particles of cam-
phor have been flung into the air to permeate
it with the strong odor which drives off moths.

Few persons, however, know that electricity
can be boiled out of hot metals. Yet such is the
case. metal wire, such as tungsten, when
Leated to incandescence will liberate tremendous
quantities of tiny electrical charges, forming a
veritable fog or mist of infinitesimal projectiles,
called electrons, which leave the wire in all di-
rections. ‘

So here, then, we have an electrical reservorr,
a spillway, floodgates and the operating lever.
Just as water flows over the spillway and down
the valley, .so clectrical charges or clectrons
can flow out of the hot filament and over to the
cold plate in the vacuum tube, provided two
things occur: First, that the space between con-
tains only almost,infinitesimal quantities of gas;
otherwise stated, it must be a high vacuum, for
otherwise the elcctrical particles or electrons
will collide with the remaining particles of gas
and cause a serious deterrent action. Secondly,
that the plate of metal be in proper electrical
condition to attract the electrical charges to
itself. We keep the plate in this proper condi-
tion by shaping and placing it properly and by
connecting it to onc side of an electrical source
in the form of a B-battery or DB-climinator
The filament, on the

(socket power device).

P, are more necessary thap ever before. You cannot demonstrate the wonderful volume and
! beauty of tone of the improved talking machine and records without booths. The new in-
Meet it half way by adequate demonstration.

strument has unlimited possibilities.

other hand, is heated by means of current from
the A-battery or A-eliminator,

Thus we have established a constant stream
of electrical particles, quite invisible yet wvery
real, across the vacuum, or from the heated fila-
ment to the cold plate, while from the latter
the electrical particles in the form of electric
current can flow out of the tube. We have,
therefore, an electrical Niagara.

But how are we to control this electrical
Niagara® \What is to correspond to the sys-

Testing Tubes With Battery Eliminators
tem of floodgates and the control lever of the
dam? The solution is offered by the grid. It
was discovered some years ago that an open-
work structure of metal could be placed between
the filament and the plate, so that very trifling
changes in its electrical condition would greatly
change the stream of electrons passing from the
filament to the plate. Here, then, we have a
potent, instantly responsive electrical control
mechanism. The most minute electrical charges
impressed upon the grid, even at a tremendous
rate of speed such as radio frequencies with
millions of changes per second, cause much
greater yet substantially identical changes in
the electronic stream.

A vacuum tube, therefore, comprises (1) a
filament; (2) a plate; (3) a grid; (4) a glass
envelope or bulb; (5) a base with prongs or
contact pins for external connections. The
functions of these members are obvious from
what has gone before.

In a general way, then, what are the re-
gnirements of each of these members? Well,
taking the filament first, here is a member which
must be a copious emitter of electrons at rea-

" sonable temperatures to ensure long and
economical life. The lower the operating tem-
perature of the filament, the less the cost of
maintaining the filament lighted, because of the
lowered battery drain. Originally, chemically
pure tungsten was considered an ideal filament
material, but, as will appear later in this article,
a brilliant scientific inspiration led to a better
substance for tube filaments.

The plate and the grid must be precise

S

Complete equipment for musical merchandise
dealers. rite for details and catalogue.

313-315 East 31st Street, New York City

PH

dimensions and most carefully mounted in ex-
act relation to each other and the filament.
The necessarily delicate filament—it can hardly
be seen except when lighted—must be deli-
cately mounted so as not to vibrate or shake
from powerful sound waves of a nearby loud-
speaker. Otherwise, the tube is “microphonic.”
The plate and the grid must be scrupulously
clean, so that they cannot give off gas or impuri-
ties to interfere with the operation of the tube.

The leading-in wires passing through the
glass must be of a kind that will not expand
or contract at a different rate from that of the
surrounding glass. If the expansion should be
too rapid, the surrounding glass will crack; if
slower, a leak will be formed and the vacuum
jeopardized. A cleverly conceived bi-metallic
wire, known as dumet, is used for the best
vacunm. tubes, ensuring a tight seal at all
times.

The g¢lass employed in the making of tubes
must be of a special kind to permit of ready
working in automatic machines, vet sufficiently
tough to withstand hard usage. Every piece of
glass is rigidly inspected before it is admitted
to the manufacturing process.

The. base must be of strong moulded insu-
lalihg material, so as to hold the contact pins
or prongs in exact relative position. Even so
humble a factor as the contact pin must be
held to within thousandths of an inch, so as to
guarantee interchangeability in any socket.

To get the air out of the tube, unique methods
have had to be evolved. Pumping alone could
not achieve the high vacuum in a sufficiently
thorough and rapid manner to meet the demand
for millions upon millions of vacuum tubes.
Here, again, a clever inspiration has provided
what is in reality a vapor broom. Now the
housewife would hesitate to sweep a room with
a metallic fog. Certainly a husky broom would
be preferred. Yet vacua are swept with a me-
tallic fog. A small quantity of suitable chemi-
cal, called the ‘“getter,” is placed in the tube at
the time of assembly. Following the sealing
operation, when the vacuum pumps have done
their best in the time allotted to them in quan-
tity production, this ‘“getter” is vaporized, in
which form it combines with the remaining gas
atoms and finally condenses on the cool glass
wall. And so the bright silvery coating we see
on the vacuum tube is the sign of good house-
keeping on a minute scale. It signifies that
the tube has been swept clean.

All of which means that the vacuum tube,
apparently so simple, is really a highly com-
plicated device. Mechanically, it involves a
whole series of problems, from the making of
the parts to their ‘assembly into the most in-
tricate groups, covering them with a glass en-
velope, and securing a high vacuum and per-
fect seal, together with basing. From the elec-
trical standpoint, the vacuum tube involves deli-
cate values which must be met and maintained
despite the call for volume production. From
the production standpoint, the vacuum tube
takes its place with the finest kind of precision
work found in any other field, together with a
volume that is truly stupendous. American in-
dustry has scored no greater achievement than
the making of millions npon millions of vacnum
tnbes cach year.

Ralph B. Austrian, vice-president of the R.
B. Rose Co., which operates a chain of radio
sections in department stores, recently left
New York for an extended trip, visiting the
various branches of the company and looking
over possible new outlets.
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Every Owner of an Old Style
Phonograph Needs This Combmatlon /

No. 90 Military Extra Loud Re-
producer with E-1 Compo Brass
and Copper Arm

Dealers, jobbers and manufacturers! New
tones for thousands of old and new phono-
graphs! What a profit opportunity! The New
No. 90 Military Oro-Phone makes possible the
reproduction of every variety of music. All
the brilliance, sparkle and solidity of military
band, performance—all the delicacy and loveli-
ness of the soprano voice—are reproduced with
a fidelity and beauty that is astonishing.

There is no chattering or vibration—no muf-
fled tones or lack of power—every note in the
musical scale is reproduced with full-throated
volume. Combined with the No. E-1 compo

E= fora better tone

brass and copper arm or C-1 all brass arm, the
Military Oro-Phone, with Oro-Alloy metal
diaphragm, will enable you to supply your
trade with the means of securing that much-
desired rich quality of reproduced music.

No. E-1 Compo Arm 8%, or 10%-inch length
List $5.00 nickel; $7.50 gold

No. 90 New Military Oro-Phone Reproducer
List $7.50 nickel; $10.00 gold

Further details regarding the New Military
Oro-Phone will be sent immediately upon re-
quest.

The Standard Oro-Phone Reproducer with
the Oro-Tone C-1 All Brass Tone Arm

The original No. O-76 Oro-Phone reproducer, when used as a single unit or with the C-1 or E-1
curved arm, is the most ideal combination for the true music lover who appreciates and demands
delicacy and beautiful modulation in reproduced music.

Both C-1 and E-1 curved arms are of air-tight gradual taper design and, like all Oro-Tone prod-
ucts, are_guaranteed unreservedly. The Oro-Tone and Oro-Phone combinations meet every re-
quirement necessary to supply the ultra-fine quality of reproduced music so much in demand.
Your opportunities for greatly increased profits on these combinations are unlimited. Our splen-

did proposition is of tremendous interest to everyone in the music trade.

No. C-1 Brass Arm 10¥; inch length only
List $7.50 nickel; $10.00 gold

All Brass Arm.

*  No. 0-76 Ora-Phone Reproducer with C-1

The ORO-TONE COMPANY

1010 George Street, CHICAGO, ILL.

Write for it.

No. O-76 Oro-Phone Reproducer
List $7.50 nickel; $10.00 gold
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The Talking

:Machine World Staff Participates

in Annual Frolic
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The annual dinner of the executive, editorial
and sales staffs of Edward Lyman Bill, Inc,
and divisional companies, publishers of The
Talking Machine World and other business
publications, was held at the Twin QOaks res-
taurant on December 17. About fifty attended
the get-together and the evening was given
over to dining, several contests successfully
designed to add to the general merriment and
to a program of entertainment to which the
talented members of the various staffs con-

tributed with Paul Specht and His Twin Qaks
Orchestra who entertain at this restaurant and
who volunteered their services, and the Record
Boys, vocal trio.

There were a few timely words spoken by
the officers of the company, but no speeches in
the accepted sense of the word. Instead a num-
ber of contests participated in by members of
each of the ten papers published by the or-
ganization. The first a harmonica contest, on
Hohner Marine Band harmonicas, brought forth

talent that had been unsuspected; another a
tire-pumping contest, in addition to showing up
“skill,” also brought weariness to several of the
contestants.

In brief, the gathering was voted the most
successful of the many annual get-togethers of
the Edward Lyman Bill organization and should
the attendance of staff members increase at the
rate that it has during the past few years,
Madison Square Garden will eventually house
the annual banquet.

I_Empironic Sound Box and
Tone Arm Wins Praise

CreveLanp, O, January 5—The Empire Phono
Parts Co., of this city, one of the pioneer manu-
facturers of tone arms and sound boxes, has
been receiving many letters of praise from
manufacturers and dealers in connection with
the company’s new product which was intro-
duced recently. The Empironic sound box and
drawn brass tone arm have already won the
approval of the industry generally, and W. J.

McNamara, president of the company and one
of the veterans of the industry, is responsible
for this latest development in the activities of
the Empire Phono Parts Co.

The Empironic tone arm is made of drawn
brass, the large elbow being one piece. It
has a ball-bearing base and is air tight, being
perfected under the direct supervision of Mr.
McNamara and embodying the comp:ny’s ex-
tensive experimental activities wuring the past
few years.

The Empironic reproducer represents the lat-
est development in the new type of sound box
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Type B. P. Jones MULTI-PLUG Socket,

the Typ

see |
meuns N
MULTI-PLUG

monstrators with the
IWrite for full infosmation today.

i1 Iy

Jone
MULTPLUG

THe srmoAfng/ ONNECTOR

HOWARD B. JONES
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2 Sales—for the Effort of 1

Easier Demonstrations of Sets Mean
More Sales and Profits

Can you demonstrate any radio set in your shop in
five seconds—each demonstration using the same bat-
This is easily and quickly
done when your demonstrators are equipped with the
and your
master batteries, aerial, and ground are equipped with
B. P. Joncs MULTI-PLUG. Practical, quick
demonstrations are what make quick set sales for vou.

Sell Them a MULTI-PLUG Too

2 sales for the cffort of 1—because they will quickly
bu Type B. P. Jones MULTI-PLUG because they
lemonstrated at the same time as the set.
sales and profits—thanks to the Jones

Type B. P " Jones

ade Mark Registered U. S. Patent Office.

CHICAGO, ILL.

Typo B. P.
The socket wires lead from the
binding post of any set. The plug
wires Fcad to the A and B batteries
and ground and aerial wires. Seven
connections in one by the use of
one master plug.
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and its various constructional features are pat-
ented. The first announcement of the new prod-
uct resulted in the receipt of good-sized orders
from all parts of the country, as well as abroad,
and the Empire Phono Parts Co. is preparing
for a banner year.

Fine Christmas Gifts
Distributed to Trade

Gross-Brennan, Inc., 342 Madison avenue,
New York, and New England representative for
Stromberg-Carlson products, played Santa Claus
this year to its many friends in the industry by
mailing to each one an exceptionally attractive
desk set, comprising an onyx stand with two
handsome fountain pens.

The Claremont \Vaste Mfg. Co., Claremont,
N. H., manufacturer of cotton flocks, presented
to its many friends in the trade at Christmas-
time a very handsome perpetual calendar and
desk pad.

The Blackman Talking Machine Co., New
York, Victor wholesaler, in accordance with its
usual custom, presented this vear a practical
and attractive leather billfold accompanied by a
timely and appropriate Christmas greeting.

Fada Issues Letter Series

A series of letters for radio dealers. to use
in a direct-mail campaign has been prepared by
L. C. Lincoln, advertising manager of F. A. D.
Andrea, Inc., New York. The series is available
to all Fada radio franchised dealers and is de-
signed to appeal to women as well as men who
are logical prospects for radio.

O. L. Moise With Wurlitzer

O. L. Moise was recently added to the sales
staff of tlhe talking machine and radio section
of the Waurlitzer store, San Francisco, Cal. Mr.
Moise formerly conducted a radio service busi-
ness in Stockton, Cal




JAaNuary 15, 1927

THE TALKING MACHINE WORLD

You Can Sell this Set

with Complete Assurance

LAGLE RADIO SETS are good.

Thousands of our old and new
customers have told us so. We do
everything that 14 years has taught
us about building good sets. Every
set is carefully tested “on the air.” It
gives perfect reception when itleaves
our plant.

Note the thick, cast-aluminum shield-
ing used by Slagle. Each unit com-
pletely protected from the others and
from the outside. Cleaner, sharper
tuning; purer tone values; more satis-
factory operation all around. This

beautiful job is thoroughly charac-
teristic of Slagle workmanship.

The Slagle “hook-up,” complete in-
ternal shielding, plus careful work
and expert inspection guarantee ex-
tremely smooth, quiet operation, and
perfectly natural tone with any de-
sired volume.

Because it’'s built right, it works
right, and gives your customers a
brand of service that keeps them
loyal to you. We have a real propo-
sition for energetic dealers. Let us
tell you all about it.

SLAGLE RADIO COMPANY, Fort Wayne, Indiana
High Grade Sets Since 1911

Slag

dio

N O Ak © LIS O B O I O S O S © S ¢ N © S © AN © N © B © NS © N © ol © AN © BNl ¢ NN © [N A UNN © IS ¢ Pu O

e,

— XY KX Y kY EK¥ k¥ _KY KXY KXY KX KXY KX K¥ ¥ - KX KX KX KJ XY ]
—_——— = = = = = = = =




80

THE TALKING MACHINE WORLD

January 15, 1927

Estimate That $28,000,000 Worth of Radio

Apparatus Was Sold in Northwest in 1926

Survey Made by Northwest Radio Trade Association Gives Interesting Figures—Victor Audi-
torium Orthophonic Instrument to Make Tour of Territory—News of the Trade

St. Pave axp MixxeapoLis, MINN., January 7.—
Twin City music dealers are celebrating the
new vear with hopeful predictions. Chief among
the optimists is Charles Hicks, manager of the
George C. Beckwith Co., who is enthusiastic
over the sales possibilities of the Victor Ortho-
phonic. Beckwith headquarters have mapped
out a quota system of a 20 per cent incrcase
in 1927 over the past yvear and salesmen will
have to meet a minimum requirement

The huge Victor Auditorium Orthophonic in-
strument will soon start on a tour of the North-
west territory. The Dayton Co. will exhibit it
next week and the Beckwith Co. intends to
place it on the roof of the building that houses
the Auto Show. This event is scheduled for
February 5 to 10.

\. R. Bloom, formerly assistant to the Beck-
with sales manager, has rejoined the firm as
contact and sales-promotion man, principally in
the Twin City area.

The Majcstic Music Shop, which is onc of the
most progressive of Minneapolis retail stores,
lias been added to the Beckwith books as a Vic-
tor record outlet.

R. C. Coleman, head of the radio division of
the Beckwith Co., reports a wonderful business
done on both the Federal and Mohawk lincs.
Many new accounts have been opened. The
Beckwith Co. has been appointed distributor in
the Northwest territory for Sandar speakers.

Helen D. Beggs has no complaint to make of
1926 and said Columbia wound up thec year with
a splendid Christmas business. W. C. Fulirj,
vice-president and gcucral manager of Columbia,
was in Minneapolis during the holiday week.
Other visitors werc George Compton, of Sioux
Falls, S. Dak.; Mr. Staley, of Harlowtown,
Mont., and Arthur Shapiro from International
Falls.

“It would have been a rash prophecy a year
ago to state that Panatrope-Radiolas would be
dclivered in carload lots direct to a retail dealcr
in an American city the size of Minneapolis, with
not a single machine below $1,000 in list price,
yet such has comc to pass,” said E. F. O’'Neill,
Brunswick district manager. “The reason has
becn the remarkable improvement within the

industry with its reflection in reawakened
public interest as demonstrated by purchases ot
big units.

“*To him who hath shall bc given and from
him who hath not it shall be taken away,’ will
hold good in 1927. The big man will grow and
the small man will shrink. Gone are the davs
for parasiting on the business with an agency
and a catalog. The business will be good to
those who watch and work and go after the big
combination sales units, not with dizzy fore-
bodings but with a knowledge of products and
methods. X¥ore work, knowledge and endeavor
on bigger units than ever and 1927 will beat
1926 positively.”

Dave Roden, who for a number of years was
in charge of the ghonograph and radio depart-
ment at Powers Mercantile Co., has joined the
Balkite Co. and will assist Thomas Hoy, who is
Northwest representative.

Approxinigtely $14,000,000 worth of radio sets
and $14,000,000 worth of radio accessories, ap-
proximating a total retail value of $28,534,335,
were sold during 1926 by radio distributors,
according to a survey just completed by the
Northwest Radio Trade Association.

Twin City jobbers increased their sales of sets
during 1926 40 per cent over 1925. The value of
these sets was 40 pcr cent greater than during
the preceding year. Twin City jobbers and
manufacturers supplied 73 per cent of all radio
apparatus sold in the Northwest during 1926.

The number of radio jobbers in the North-
west has increased from 50 to 67. The number
of radio dealers in the Twin Cities has doubled
during the past year.

Total value of goods sold in the Northwest
in 1926: Number of sets, 126,950; retail value,
$14,347,520; value of parts and accessories, $14,-
206,613.

It 1s estimated that the following percentages
of homes had radio tube sets on January 1:
Twin Cities and Duluth, 22 per cent; towns and
smaller cities, 18 per cent; farm homes in North-
west, 14 per cent. The average retail price paid
by residents of the Northwest for their radio
sets, less accessories, in 1926 was $112.20 as
compared to $102.03 in 1925. This indicates that

IMPERIAL MODEL

46” High, 24”7 Wide, 22” Decp.
List Price, $150.00

1934 Wentworth Avenue

Imperial

are equipped with our NEW TRIPAR-
TITE AMPLIFIERS.

Three scientifically proportioned and de-
signed Tone Chambers combine in one
Unit.

They will please the Dealer who is looking
for volume Reproduction without sacrificing

quality. ‘

PHONOGRANDS MAKE SELLING
EASIER.

The Tone, the Quality and the Prices are
right.

Phonogrand Division

FUEHR & STEMMER PIANO CO.

Musical Instrument Builders for 25 years -

Phonogrands

Send for Catalog and Prices

FOREIGN INQUIRIES SOLICITED

Chicago, IlIlL., U. S. A.

better sets are being purchased than in 1925.
Country dealers purchased approximately 85
per cent of the radio apparatus sold by Twin
City jobbers. The total population of the Twin
City trade territory is about 7,500,000, 1,500,000
of these living within a radius of fifty miles of
the Twin Cities, and the remainder in the coun-
try territory. The sale of radio accessories—
tubes, B batteries, B eliminators, battery charg-
ers, loud speakers, A batteries, etc.—has become
a more important part of the business than ever
before, equaling the sale of sets in volume. P
climinator sales show an increase of more than
300 per cent during 1926 over 1925. Battery
charger sales increased about 250 per cent.

M. L. McGinnis, who recently opened an ad-
dition to his piano store at 28 South Eighth
street, has bought the eutire Minneapolis stock
of the P. A. Starck Piano Co., which is closing
its store on Nicollet avenue. The McGinnis
Co. features the Starr phonographs, Starr
pianos and Gennett records.

On February 1 the Foster & Waldo Co. will
close the doors of its old store, which has
housed the firm for sixteen of the fifty-two
years it has done business herc.

Foster & Waldo enjoyed a splendid year,
says R. O. Foster, and he is confident of sell-
ing 1,500 instruments this month—which is
starting the new ycar right.

Consolidate the Silent Motor
Corp. and Unique Co. Plants

Herman Segal, President, Announces Plans for
Three Types of Silent Motor and Reproducer
and Tone Arm

In accordance with plans for large scale pro'-
duction in 1927, the plants of the Silent Motor
Corp. and Unique Reproduction Co. have becn
consolidated by Herman Segal, president of
both organizations at 317 East Thirty-fourth
street, New York, where two floors provide
18,000 square feet of manufacturing space. Iu
this new factory, Mr. Segal will manufacture
three types of the Silent Motor as well as the
latest type of phonograph reproducer and tone
arm, which he is prepared to sell to manufac-
turers at a combination price, thus affording the
manufacturer an opportunity to purchase these
three essentials from one organization at a
saving.

Production and manufacturing cconomies
have been instituted by Mr. Segal from which
the trade will benefit. The new plant is equipped
to do all necessary nickel-plating.

Johnson Motor Products Co.
Introduces Trickle Charger

The Johnson Motor Products Co., with main
offices and factories located in Chicago, Ill.,
recently placed a trickle charger on the radio
market. This new trickle charger is guarantecd
by the maker to be absolutely silent in opera-
tion, consequently the charger need uot be
turned off when the set is being uscd. There
is said to be no hum or “sing” during the reccep-
tion of the program.

Ounc of the objectionable features sometimes
found in trickle chargers is the corrosion which
takes place at the clectrodes and which causes
stoppage of the electrical action. It is stated
that in the Johnson product the electrodes are
chemically treated so that theyv will neither cor-
rode nor crust, no matter how long in service.
Another featurc is that the heretofore cumbecr-
somc liquid used in the charger is now shipped
in dry chemical form and when the charger is
ready to be put into operation the chemical
is mixed with distilled water, The advantage not
ouly lies in the lower shipping cost but also in
the fact that the chemical form is handicr and
niore couvenient for the dealer. All possibili-
ties of short-cireuiting are done away with by
the use of molded rubber, both in the jar cover
and base.
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A Trickle Charger
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Pii!rrickle Charger

NOW it is possible for radio users to enjoy perfect radio recep-
tion without interrupting the work of the trickle charger.

The Johnson Trickle Charger has been tested under varying con-

ditions and in every case has failed to produce the slightest noise.
Absolutely no hum nor buzz.

No longer is it necessary to disconnect the charger when using the
set. Let the charger continue its work without interruption.

Radio users everywhere are discovering this better Trickle Charger.
The demand has increased by leaps and bounds.

We sstand ready to prove the superiority of JohnsonTrickle Chargers.

eAsk your jobber or write to us direct!
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SHELDON ST. CHICAGO
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Failure of Dealers 1n Boston to Stock

Up for Holiday Season Affected Sales

Satisfactory Business Accomplished Although Many Dealers Encountered Shortage of Merchan-
dise—Boston Phonograph Society Meets—Brunswick Co. Branch to Move—Other News

BostoN, Mass., January 8.—The story with most
retail houses so far as holiday business is con-
cerned is about the same. Sales were somewhat
retarded by a disposition to pursue the hand-to-
mouth attitude so far as buying from the job-
bers and this in spite of the fact that the trade
was early warned to stock up before the holiday
demand for goods came. But for the twelve
months the business showed up pretty well.

Look Forward to Association Party

The retail trade is interested in the approach-
ing completion of the Hotel Statler. The spe-
cial reason why' the talking machine industry
has its eyves focused on the opening is because
the New England Music Trades Association is
to be the first trade body to have a social func-
tion within its portals.

Boston Phonograph Society Meets

The December meeting of the Boston Phono
graph Society was held in the model room of
the New England branch of the Columbia Pho-
nograph Co. at 1000 Washington street, and was
presided over by Robert D. Darrell, secretary of
the Society. There was an attendance of nearly
forty members and friends. Plans for the de-
velopment of the society were considered by the
advisory committee, which consists of Harry L.
Spencer, William S. Parks, James A. Frye,
George S. Maynard and Axel B. Johnson, which
had earlier held a meeting at the Brunswick
Co., and it was the opinion of this committee
that its action in changing the name of the
Society to the one it now uses and the ap-
pointment of George S. Maynard as acting pres-
ident in place of Albert Gogan, resigned, was
approved. A course in the appreciation of re-
corded music to be attended by sales people was
advocated as to-day buyers demand the services
of persons throughly familiar with music.

Two distinguished guests present at the meet-
ing were George C. Jell, of the Columbia Co,
and Geoffrey Harris, of Oxford, England, but
now of Pottstown, Pa., who had come to Bos-
ton with Josef Hofmann, the famous pianist.
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1927 Will Be Another Great
Victor Year

- Everything points to the fact that the market for Orthophonic
Victrolas and the new Orthophonic records has barely been
With increased supplies available,
prove one of unprecedented opportunity for the Victor dealer
who is really prepared and who displays the proper energy.

skimmed.

Oliver Ditson Co.
BOSTON

In honor of Mr. Jell a dinner was given by
the officials of the New England branch of the
Columbia and Mr. Harris also was present. It
was decided that the next meeting of the So-
ciety take place on Monddy evening, January 10.
Following the business session Moses Smith
gave an illuminating talk on the various pieces
played, the program including selections from
Beethoven, Debussy, Mozart, Tchaikowsky,
Grieg, Schubert, Brahms, Strauss and others, the
recordings being by the Columbia, Victor, Poly-
dor, Odeon and Brunswick.

Bright Outlook for Sonora

Joe Burke, head of the J. H. Burke Co., which
has long been successful in handling the Sonora
line, says that while the month of December did
not produce quite the volume of business ex-
pected, nevertheless, the sum total for the year
made a splendid showing, and was considerably
ahead of the business of 1925. During the year
Joe added several new items to his list of hold-
ings, with the result that there was additional
business derived from all of them.

Brunswick Co. Preparing to Move

The Kingston street headquarters of the
Brunswick Co. are gradually getting dismantled
as the process of removal gets under way, the
new place of business to be at 314-316 Stuart
street, in what is known as the Park Square sec-
tion, which is to be the great business center
of the future for this city. Meanwhile Manager
Harry Spencer is expressing satisfaction over
the Brunswick business done during 1926, which
in total volume was ahead of last year. Manager
Spencer had the pleasure of having with him for
two days C. D. MacKinnon, of the Brunswick
Co.’s Chicago office, who came East to spend
Christmas with members of his family in Dor-
chester and Lowell.

“Indications for the rapid recovery of normal
business conditions in New England are ap-
parent,” declared Mr. Spencer. “If we analyze
the situation as pertaining to the music industry
in this territory as compared to other lines, such

The years of experience of the Dilson organization

are at your command.

Victor Exclusively

this vear should

as jewelry, cotton, woolen, shoes, etc., it will
show that the music, industry is recovering and
has been less affected than any of the afore-
mentioned. We are entering into a new year—
1977—M1th new merchandise and a campaign
which is the most powerful ever conducted in
this industry. The demand for electrical repro-
duction is bound to increase as time goes on.
The year 1927 will be a profitable one to those
who are willing to take off their coats and
work to meet competitive merchandise such as
oil-burner, iceless refrigerators, automobiles,
vacuum cleaners, etc., and unless the music mer-
chant knows his product and knows how to sell
same he will be left behind.”
Featuring the Orthophonic

The new Orthophonic Victrola has been hav-
ing a big demonstration within the past few
weeks in this city. First, the instrument was
brought into use at Loew’s State Theatre, where
it was heard for fifteen minutes several times
during the day and evening. Later the Ortho-
phonic was set up at the Boylston street store
of A. M. Steinert & Sons, Victor dealers, and
the tone chamber was placed over the main
entrance. As this was in the much-traveled sec-
tion of the city it attracted a great deal of at-
tention and groups gathered on the sidewalk to
listen to the music which could be heard clearly
across the street and far in Boston Common.

New Columbia Agencies Opened

Manager Billy Parks, of the New England de-
partment of the Columbia Co., reports that for
December he wound up the biggest month since
he has been presiding over the destinies of this
field. He states that E. O’'Byrne DeWitt’s Sons,
in Roxbury, are handling the Columbia line in
the branch store just opened at 451 Warren
street. Another concern to take over the Co-
lumbia line is the Littlefield Piano Co., of Barre
and Montpelier, Vt.

Robert Stewart in New Territory

Beginning January 1 there was a change in
the Connecticut representation of the J. H.
Burke Co. The territory from now on will be
handled by Robert Stewart, who will make his
headquarters in New Haven. Up to now Stewart
has been in the local field. Ray Burke, who had
the Connecticut district before, is coming back
to Boston, and will look after the interests in
eastern Massachusetts.
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ANNOUNCEMENT

©

In keeping with the diversification of its
present lines of distribution, the Blackman
Talking Machine Company, Inc., changed F
its name, on January 1, 1927, to

BLACKMAN DISTRIBUTING CO., Inc.

The new corporate title involves no change
in ownership or management. Our sales
policy will continue unaltered, except as a
steadily growing business with correspond-
ing progressiveness and improved service
may make advisable or necessary.

BLACKMAN DISTRIBUTING CO., Inc.
J. NEWCOMB BLACKMAN, President.

28 West 23rd Street :: New York, N. Y.
WHOLESALE DISTRIBUTORS

Victor Talking Machines and Records
Radio Sets and Accessories

R. C. A. Radiotrons

Eveready Flashlights

Pathex Cameras and Projectors
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Model 17

HE love for music in the home is being gratified

more and more every day. Fine entertainment is
now within the reach of all. New standards in repro-
duction are being made—new heights in reproducer
cabinet beauty are being attained.

The new Euphonic Reproducers are earning high favor
among those who buy the finest in musical reproduction
creations. The splendid Euphonic performance, achieved
by the Euphonic tone chamber and matched reproducer
units, is remarkable. Absolute tone fidelity is given to
every note recorded from either the human voice or
musical instruments. ;

Model 17

Spanish style console cabinet finished in blended
two-tone, hand-rubbed walnut or mahogany.
Specially selected veneer and specially con-
structed top. Euphonic reproduction. Special
patent applied for Euphonic tone chamber. Rec-
ord cabinet capacity, 96 records. Equipped with

ment, finished

heavy duty, double-spring motor with 12-inch
velvet turntable, automatic stop. table.
Height - - - - - - - - 40 inches
Width - - - - - - - - 34% inches
Depth - - - - - - - - 221 inches Height - - -
LIST PRICE - - - - - - - §175.00 Width - - -
MODEL 18—Same as above, but with full gold- Depth - - -
plate finish. List priee - - - - - - §185.00 LIST PRICE

Model 9

Spanish style consolette type instru-
in blended two-tone,
hand-rubbed walnut

Euphonic reproduction.
net capacity 24 records.
two-spring motor with

Model 14

In beauty of finish and design the Euphonic cannot be
surpassed. Its beautiful cabinet work and lustrous
blended two-tone, hand-rubbed finishes are in harmony
with the most select home surroundings. .

Investigation of the complete Euphonic line will con-
vince you of its wonderful profit-making attributes. A
letter from you will enable us to explain our generous
co-operative selling plan to you. Make your 1927 asso-
ciation with us NOW—it will mean great success for
you during the coming year.

Model 14

Spanish style console type cabinet finished in
blended two-tone, hand-rubbed walnut or ma-
hogany. Distinctive maple overlays and floral
decorations. Euphonic reproduction. Record
cabinet capacity, 48 records. Operated by
strong double-spring motor. 12-inch velvet turn-
table and automatic stop.

or mahogany.
Record cabi-
Operated by
12-inch turn-

- 37% iuches Height - - - - - _ _ _ 35 inches
- 20% inches Width - - - - = - - 28v% inches
- 21 inches Depth - - - - - - - _ 21  inches
- - - $95.00 LIST PRICE - - - - - _ _ $185.00

PRICES SLIGHTLY HIGHER IN WEST AND SOUTH

WASMUTH-GOODRICH COMPANY

PERU, INDIANA
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Edison_Distributing Co.—
Takes Over Two Jobbers

H. E. Porter Placed in Charge of Atlanta
Division—Helena Branch Divided Between
Kansas City and San Francisco

Phonographs, Inc., Atlanta, Ga., Edison job-
ber for that section, has been taken over by the
Edison Phonograph Distributing Co., the dis-
tributing division of Thos. A. Edison, Inc., and
H. E. Porter has been placed in charge of the
office and territory.

The Montana Phonograph Co., Helena, Mont.,
has also been taken over by the Edison Dis-
tributing Co., and the territory served from
that city has been divided between the Kansas
City and San Francisco offices of the Edison
Phonograph Distributing Co. This new move
gives to the Kansas City branch the largest op-
erating territory for Edison in the country, ex-
tending from the Canadian border to Mexico.
The Kansas City division maintains a branch
office in Denver.

Completes Most Successful
Year in Company’s History

Electrical Research Laboratories Officials Hold
Important Business Meeting and Banquet

Electrical Research Laboratories, Chicago,
manufacturer of Erla radio receivers, has just
completed what is termed by the firm’s exec-
utives as the most successful year in its history
with a four-day sales conference held in the
zeneral offices December 27 to 30.

In one of the meetings H. J. Edwards, sales
manager, discussed the importance of the RFL
circuit and stated that in the opinion of the lead-
ing engineers of to-day the RFL circuit will
be one of the leading circuits used during the
season of 1927-28. Geo. A. Pearson, president
of the firm, also addressed the sales staff, stat-
ing that the outlook for the radio industry is
very favorable, and he is already planning big
things for the year of 1927.

A dinner held at the Terrace Gardens, in the
Morrison Hotel, Wednesday evening, De-
cember 29, was attended by the sales force and
officials of the Electrical Research Laboratories.
The following sales representatives and exec-
utives in attendance were: S. G. Allen, W. W,
Fitch, A. R. Stuetz, J. O. Mueller, R. R. Myers,
I. C. Chaple, Geo. Lewis, H. J. Edwards, sales
manager; Geo. A. Pearson, president; Fred
\Wellman, vice-president; J. F. Quinn, assistant
sales manager, and others,

Beatrice Weisman, Wall
Kane Secretary, Is Married

Miss Beatrice Weisman, secretary of the \Wall
Kane Needle Mfg. Co., Brooklyn, N. Y. was
married on the day after Christmas to Samuel
Aloff. Miss Weisman, who has handled all the
details of the business management of the Wall
Kane Needle Mfg. Co. for a number of years,
is well known in talking machine circles. Mr.
Aloff is engaged in the practice of law and is

associated with Milton C. \Weisman, brother of
Miss Weisman, in his New York law offices.
The happy pair divided their honeymoon be-
tween Lakewood and Atlantic City and returned
to take up their abode in Brooklyn. The \\all
Kane Needle Mfg. Co. will not lose the valu-
able services of Miss Weisman, as she has
agreed to remain with the organization several
vears longer.

Celebrates Fifth Year as
Producer of Pal Portable

Plaza Music Co. Plans Wide Expansion of
Dealer Co-operative Activities—Expects Big-
gest Year in Company’s History

The Plaza Music Co., 10 \West Twentieth
street, New York City, manufacturer of the
Pal, Regal and Pal Junior portable talking
machines and other products for the music in-
dustry, is celebrating its fifth year as the pro-
ducers of Pal portables. During the early
vears the marketing of the Pal portables was
made direct to the retail trade. In recent sea-
sons, however, the Plaza Music Co. has fur-
ther extended its activities and<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>