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You would pick the

INCENNES

Blindfolded

O)andalusia

During Convention Week at the Stevens Hotel, hundreds of dealers did pick the Vincennes with their
eyes shut. Not one hesitated for a second. There was not the slightest doubt about the splendor of
the tone quality or the magnificence of the cabinet work.

And when all the details of the “Vincennes Merchandising Plan” were outlined to them, orders
for immediate shipment were placed that far exceeded the mid-season requirements in many cities.

You will want to hear the full story of the new Veraphonic principle that will enable you to offer
one quality and value that has no equal in the entire phonograph industry. Write today for our ex-
clusive proposition, “Vincennes for 1927 Profits".

VINCENNES PHONOGRAPH COMPANY

VINCENNES, IND.
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Analysis of the Effect on
ales of the New Talking Machines

Marked Revival of Public Interest in Machines and Records Results
From Introduction of Improved Models—Milwaukee Survey Gives Con-
crete Illustration—Radio Sales Figures Indicate a Steady Sales Gain

HAT have been the tangible results

‘; ‘/ brought about by the introduction of thc

new and revolutionary types of talking
machines and phonographs in the rejuvenation
of public interest in phonographic music and in
the market for instruinents that rcproduce such
music? It is a matter deserving thought, be-
cause of its bearing on future business.

It is generally appreciated that the revival
of the intercst in talking machine music and
instruments for producing it has been marked.
Most retailers have been able to gauge this
revived interest in terms of increased sales
volume, and even those who have been slow
in putting forth efforts to capitalize an oppor-
tunity have profited at least in a measure
through general trade momentum, while re-
ports from the factories prove conclusively
that there is a most substantial market for the
new products.

The point to be considered, therefore, is to
what extent these new trade developments have
tended to check a falling market and to bring
it back to normal proportions, in some ineasure
at least. It is not a question alone of how
many sales havc been made, but rather a ques-
tion of how many lost sales have bcen retrieved
and how many families have been converted
or reconverted to phonographic music.

Probably every manufacturer and wholesaler
has a prectty good idea to what cxtent the
downward movement has becn checked and the
upward movemcnt progressed, so far as the
national market and in many cases sectional
markets are concerned. The average retailer,
too, has been able to judge just how much
business he has retrieved in his own territory,
although he may have a hard timme separating
the actual new business from that which might
be held to counterbalance the falling off in de-
mand of a couple of years ago.

Perhaps the most accurate information re-
garding the actual market condition can be
gleaned from an extensive consumer analysis
of the Milwaukee market made in January of
this year by the Milwaukee Journal. For pur-
poses of comparison, Milwaukee may be likened
to some score or more of large cities in thc
United States, and the figures compiled in the
survey may be held reasonably to apply to
many other important urban communities.

In Milwaukee it was discovered, for instance,
that on January 15, 1926, some 3,000 less famn-
ilies owned a phonograph than on January 15,
1925. This despite the fact that during the
year many phonographs were sold. The in-
ference is that several thousand families suc-
cumbed to the lure of other entertainment
media and disposed of their talking machines,
though a certain proportion unquestionably
traded in old machines for new ones without
adding to the total of owners. On January 15,
1927, however, the survey showed that only
S00 less families owned a phonograph than was
the case at the time of the 1926 survey. This
means that the downward pull has been offset
to the extent of some 2,500 instruments and

that just that many more families have secn
fit to retain their phonqgraphs.

During 1926, 4,469 phonographs werc sold in
Milwaukee, and in view of the falling off of 500
in the list of phonograph owners it is to be
assumed that close to 5,000 Milwaukee families,
or 4969 to be exact, who owned a phonograph
in January, 1926, disposcd of their instruments
some time during the year, either in exchange
for ncw products or by direct sales. The

Retail trade today 1s facing a
consistent betterment in con-
ditions. Figures compiled by
a progressive newspaper in
Milwaukee show how the fall-
ing off in talking machine sales
was sharply checked by the
announcements of machines
containing radical improve-
ments and how sales have
grown steadily, creating a more
satistactory condition in the
retail talking machine trade.

figures emphasize very strongly that in this
city at least the falling market has been almost
completcly checked, a really remarkable record
for a single year. It indicates that with similar
progress made during 1927 the downward slide
will have been completely overcome and a
substantial increase in owners reported.

On the face of it, these figures may seem a
bit discouraging, but as a matter of fact they
show that the new phonographs have been
sold in substantial numbers, sufficient, in. fact,
to supply during the year over 34 per cent
of all the families of the city. Even in the
palmiest days of the trade it is doubtful if
this proportion of sales to population was ever
exceeded, and the unit value of the new ma-
chines is between two and three times as great
as that of the old models, a point that must
be considered.

On January 15, 1927, 90,127 Milwaukee famn-
ilies, or 63.47 per cent of the total, owned
phonographs, as compared with 64.30 per cent
on January 15, 1926, and 68 per cent, thc peak,
in January, 1925. Of the number who owncd
instruments in January of this year, 5.18 per
cent had bought them during 1926.

A further study of the Milwaukee Journal
figures brings to light the fact that 182 differ-
cnt brands of phonographs are owned in Mil-
waukce, Victor, Columbia, Brunswick, Edison
and Sonora heading the list in the order
named. A majority of the others were made
by companies that had long ago ccased to
exist, and many others are of distinctly doubt-
ful quality, which would indicate that the
opportunity for developing a replacement mar-

ket is distinctly bright. Close to 4,500 new
instruments, 919 of them electrically operated,
were sold during the year 1926, and every in-
dication points to a probable increase in the
number of phonograph-owning families when
thc next census is taken, due to the cxcellent

- effcct of the merchandising of the new type

instruments.

In the matter of radio, the Milwaukee Jour-
nal survey had chiefly to do with the extent
to which sales have increased steadily during
the past several years. We find, for instance,
that on January 15, 1927, 62,764 families, or
44.20 per cent, owned radio receivers, as com-
pared to 28.75 per cent on January 15, 1926;
16.74 per cent in January, 1925, and 9.38 per
cent in the first year of the survey, 1924. Of
all the sets owned, 53.87 per cent were of the
five-tube type, indicating the popularity of mul-
tiple tube sets. Gains were shown in the
ownership of six-tube sets, with a falling off
reported in the percentage of owners of four,
three, two and one-tube receivers.

The improved quality of the modern manu-
factured radio receiver may be held to be
responsible for the fact that there has been
a marked decrease in Milwaukee territory in
the number of home-made sets. On January
15, 1924, the proportion of home-made sets was
68.84 per cent, which dropped to 24.03 per cent
in 1927. It is to be remembered that many
of the sets reported in the last survey have
also been in regular use for several years or
were reported in prcvious surveys, for the de-
crease in the demand for radio parts proved
that only a comparatively few individuals are
still insistent upon making their own. The
marketing of substantial foolproof receiving
sets at moderate prices has apparently checked
the amateur. This year 163 makes of receivers
were represented in the census.

The market for radio accessories, too, has
shown a distinct change. For instance, the
number of those using B-battery eliminators
increased from 1,609, or 3.97 per cent of all
owners in 1926, to 14,800, or 23.58 per cent in
1927, and the number of owner of A-battcry
climinators incrcased from 385, or .95 per cent,
in January, 1926, to 4,732, or 7.54 per cent, in
January, 1927. Owncrs of chargers increased
from 55.65 pcr cent of set owners in 1926 to
58.22 per cent of owners in 1927.

During the ycar from January, 1926, to Janu-
ary, 1927, remarkable gains were made by cone
spcakers, the number of owners of that type
of speakcr increasing from 851 to 13,224 during
the year. Users of phonograph attachments
increased from 1,419 to 4,701; of built-in speak-
ers from 4,856 to 9,816, and of horn-type
speakers from 27,037 to 29,443, that type of
amplifier still holding the lead.

To sum up, the phonograph has regained lost
ground and is going ahcad, and the advance
made by radio during the year 1926 does much
to emphasize the fact of the continued growth
in the popularity of this important entertain-
ment medium.

See second last page for Index of Articles of Interest in this issue of The World
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Summer Slump a Theory
That Sales Efforts Will Explode

There Is a Steady Market for Certain Merchandise During the
Summer Months—Direct Your Sales Efforts on These Products

OW that the time of the year is at hand
N when the retail sales curve ismore or less

depressed, dealers must give serious con-
sideration to ways and means of maintaining
some measure of sales volume. There always
have been and no doubt always will be mer-
chants who simply slide through the late Spring
and Summer months as economically as possible
—that is with the least merchandising effort. On
the other hand, there are dealers who are con-
stantly striving to maintain sales volume during
this period of the year. Experiences of many of
the more energetic and efficient types of mer-
chandisers in the talking machine field indicate

that while the hope for sales in the volume-

that occurs in the last few months of the year
is unwarranted, nevertheless Summer business
can be very satisfactory indeed.

The Right Product and Salesmanship

How shall we increase sales during the Sum-
mer? That is the question of paramount im-
portance to the trade at the moment. The
problem has been discussed from every angle be-
tween dealers, at association meetings, etc., and
there is one point of common agreement: name-
ly, keep up the sales promotion effort on the
regular lines and add products that have a
special appeal during this season. It is a foolish
dealer who neglects his main lines at any time,
and more particularly during what may without
exaggeration be termed an “off season.” On
the other hand, it is just as important to add
products that have their greatest appeal during
the Summer.

The various very fine portable talking ma-
chines now on the market admirably fill the bill
for an all-year-round seller which has an es-
pecial appeal during the Summer months.
These products have several marked advantages
for the talking machine dealer over lines that
are not so closely related to the music business.
First, the prices are low enough so that a wide
sales appeal is enjoyed. In other words, the
factor of cost does not operate to limit the

number of potential purchasers. There is a
portable for every purse. Second, the small in-
struments have so many practical appeals from
the standpoint of entertainment and pleasure
that sales resistance during the Summer is re-
duced to a minimum. The portable is just as im-
portant to the entertainment on the palatial yacht
of the millionaire as it is in the canoe of the
person in more modest circumstances. It is
eminently suitable for the hard knocks of the
camp and it fits in with the cool, Summery
furnishings of the more pretentious Summer
cottage. With all of these factors in favor of
casy sales there is every reason for dealers to
concentrate on these instruments. Another im-
portant point is the fact that cash sales of port-
ables are or should be in the majority, providing
the talking machine dealer with ready cash.
Every portable sale creates greater demand for
records.
A Line of Real Stability

Because of its low price the portable instru-
ments should be easy to sell without forcing
the issue by making special inducements. Manu-
facturers of portables, wholesalers and dealers
should make every effort to maintain stability
in the portable branch of the business. It isa
shortsighted and unnecessary policy that results
in concessions of any kind insofar as the port-
able is concerned. It is time the trade awak-
ened to the fact that business success does not
lie in actions that tend to demoralize business.
Sales volume on the basis of cut prices in mer-
chandising portables or in selling other prod-
ucts is an unhealthy practice and does not add
to the prosperity of the trade as a whole or to
the individual dealer. The point was empha-
sized last month on this page that turnover at
a profit is the proof of efficient merchandising.
Profits are jeopardized to a greater extent where
the return of dollars and cents from a unit of
sale is comparatively small. It is simply a mat-
ter of self-protection to maintain prices at a
level that is profitable for all concerned.

The field for portable sales is a large one
and whatever profits from this source accrue to
the dealer are measured by the thoroughness
with which he makes a bid for the business.
Not one dealer out of fifty has compiled a list
of prospects for portable talking machines anc
then at the proper time goes after the business.
Such a list should comprise the names of boat
owners, campers, cottagers, Summer vacation
boarding houses and hotels, etc, within a
radius of at least fifty miles of the store. A
dealer in the Middle West sold portables so
rapidly when he canvassed resorts adjacent to
the city in which his store is located that he
experienced difficulty in securing a sufficient
stock of the instruments for which he has the
representation to meet the demand. Profits in
the record department increased enormously
during the period of the campaign, according to
this retailer.

A sales promotion drive on portable talking
machines started now should knock the “Sum-
mer dullness” theory into a cocked hat.

Stewart-Warner President
Makes Quarterly Report

President C. B. Smith, of the Stewart-\Warner
Speedometer Corp., in his report to stockhold-
ers just issued said that the first quarter was
fairly representative of the year’s earnings in the
business, and that the outlook for the second
quarter was very promising from the standpoint
of business in earnings.

“The financial position of our company is
sound,” he said. *“The working capital amounts
to $12,304,112, with a surplus of $5,945,255.” The
pamphlet report gives the same figures as the
preliminary report recently published, with net
earnings of $1.77 a share on the stock issued.

At the annual meeting all directors were re-
elected. The personnel of the directors and
officers is unchanged.

Jobbers and Dealers:

Note New Address

DO A -."(_o-
o‘\w‘m "

Twenty years’ manufacturing experience enables us to offer the trade a line that is tried and proven.
Write us for full information.

“NYACCO” Manufactured Products

NYACCO Record Albums
NYACCO Radio Sets

NYACCO Portable Phonographs
NYACCO Photograph Albums
NYACCO Autograph Albums

NEW YORK ALBUM & CARD CO., Inc.

Established 1907

64 Wooster Street, New York
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The Panatrope,
Model P-14

Listing at

3525

A New Panatrope at a Lower Price
but with Real Performance Value

ERE is the instrument every Brunswick Dealer has

been hoping for — the marvelous electrical reproduction
of the PANATROPE brought down to a price easily within the
reach of the average family.

The P-14 represents an entirely new achievement in music
for the home. This PaANaATrROPE model is contained in an
incomparable cabinet of highly figured walnut to beautify the
interior into which it goes. A radio-jack built in the rear
enables this instrument to be used as the loud speaker for the
owner’s radio set.

Here at a moderate price are thousands of hours of match-
less entertainment!

This PANATROPE, Model P-14, is on display at all Bruns-
wick branches.

THE BRUNSWICK-BALKE-COLLENDER CO., CHICAGO + IN CANADA: TORONTO
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Delores Valesco Becomes
Exclusive Gennett Artist

Favorite of Vaudeville and Radio Audiences
Makes Number of Recordings for Gennett
Catalog-—Company Prepares Publicity Matter

The Starr Piano Co. recently announced a
new exclusive Gennett recording artist in the
person of Delores Valesco, who has long been

= =
Delores Valesco
a favorite with vaudeville and radio audiences.
Miss Valesco is a native of Ft. Wayne, Ind.
The records made by Miss Valesco on a re-
cent visit to New York recording studios of the
Starr Piano Co. reveal a voice with a warnn,
sympathetic appeal. The Starr organization has
prepared a beautiful lobby display for use in
the theatres at which the artist is appearing.

Fourth R_adio World’s Fair
Will Set New Standards

G. Clayton Irwin, Jr., Tells of Plans for Making
Coming Exposition at Mad.son Square Garden
One of the Greatest Shows Yet Held

The fourth Radio World's Fair, scheduled to
be held in New Madison Square Garden, New
York, September 19 to 24, inclusive, will set
new standards of international interest, accord-
ing to the elaborate program now being ar-
ranged by G. Clayton Irwin, Jr., general man-
ager. Discussing the exhaustive plans already
under way, Mr. Irwin said:

“It will be the greatest industrial display ever
held under a single roof, with leading manu-
facturers of radio apparatus exhibiting their
latest products. The foremost scientists, engi-
neers and professors, many of international
fame, will deliver addresses on developments in
the radio art and demonstrations of the new
wonders in this field will be given for the first
time in public. Among the visitors will be many
foreign celebrities, representatives of foreign
concerns, and diplomatic and consular officials
of many countries who will be special guests. In
addition to the scientific deliberations there
will be daily mectings of the chief radio mer-
chandisers of the country and many important
discussions are scheduled.”

The Queen of American Radio 1927-1928 will
be a guest of honor. She will be chosen from
contestants who write the best essay on the
topic, “What Radio Is Doing for the \Women
of the World.” All essays must be submitted to
the directors of the Radio Queen Contest, care
of the Radio Manufacturers’ Show Association,
Times Building, New York, before midnight on
August 31,

Paul Althouse, tenor, formerly of the Metro-
politan Opera Co., will be featured on the At-
water Kent radio hour on Sunday, June 19.

636-638 Broadway

PEERLESS—

Peerless Artkraft Album

Beautful Gold-embossed Cover—Heavy Brown Kraft Pcckets

Peerless Loose Leaf Album

Removable Pockets for Records

This new way of carrying records to
the camp, seashore and outing, appeals
to every portable owner.

of added record sales, as well, for the
retailer.

Its low price makes selling easy. Now
is the Portable and the Peerless carry-
ing case season.

PEERLESS ALBUM COMPANY

PHIL RAVIS, Pres.

Note: Look for the Complete Line of Peerless Portable Phonographs on Page 38

the Album

It 1s a source

New York City

J. T. Curtis Assistant
Sales Manager of Acme Co.

Will Have Charge of Sales Promotion of Acme
Electric & Mfg. Co—Has Had Wide Experi-
ence in Va:ious Business Fields

J. T. Curtis, chief engineer and manager of
the Mazda Radio Mfg. Co., for the past four
vears, has joined the organization of the Acme
Electric & Mfg. Co. 1444 Hamilton avenue,
Cleveland, O., as assistant sales manager, in
charge of sales promotion. Mr. Curtis has had
a broad experience, having been in mercantile

J. T. Curtis
business, edited a newspaper, traveled as sales-
man, manufactured auto accessories and entered
the radio field when it became popular a few

yvears ago. He knows radio thoroughly from
the practical side and has originated several
improvements in receiving sets and loud speak-
ers, some of which will be announced Ilater
for the coming radio season.

Mr. Curtis is enthusiastic over his new con-
nection with the Acme Co. and the countrywide
popularity of its products.

Bank Economist Thinks
Instalment Buying Good

Finds That Budgeting Is Necessary to Meet
Payments—Is an Aid to the Savings Habit

Statements showing the immense volume of
instalment sales in the United States have pro-
duced rather pronounced pessimistic notions, ac-
cording to Donald M. Marvin, economist of the
Royal Bank of Canada, but the realization that
this outstanding volume of credit amounts to
less than $2,500,000,000, and that its creation has
resulted in the sale of $5.000,000,000 worth of
goods, only a small part of which would have
been sold otherwise, raises the question of
whether a business of this size does not deserve
careful consideration.

“The larger automobile finance companies
have experienced losses of less than one-half
of one per cent,” according to Mr. Marvin,

“and General Motors states that on the few
hundred repossessions necessary during 1926

its dealers’ losses amounted to less than $35,000.

“It 1s a wmistake to say that this plan does
not encourage saving. Statistics do not show
that savings accounts have suffcred as a result
of the creation of this typc of credit. More-
over, the budgeting necessary to meet payments
marks this type of credit as a distinct step
forward.”

Congratulations!

Edward Biel, treasurer and advertising man-
ager of the Progressive Musical Instrumment Co.,
319 Sixth avenue, New York City, is receiving
the congratulations of his many f{riends duc to
the arrival of a baby girl. She has been named
Peggy Ann.
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BEN BERNIE FREDRIC FRADRKIN

a Brunswick ariist who is ac-
claimed by critics as one of the
Soremos! violinists of the day

BRUNSWICK

Records Make Consistent Gains!

SKING for the latest music on
Brunswick “Light-Ray” Electrical
Records (musical photography) seems to
have become the national habit, such are

and his Holel Roosevel! Oichestra,
recenlly al the Congress Holel in
Chicago for a_few weeks

Outstanding Brunswick “Light-Ray”’

Electrical Records of the month the consistent gains shown on Bruns-

“It All Depends on You” . .. “Trail of Dreams”— wick’s monthly sales sheets. And the
played by Lew White on the Kimball Organ. :
Recorded at Roxy Theatre, New York. 5489 reason is—never were there finer records

than the n rdings by Brunswick’
“A Little Girl—A Little Boy—A Little Moon”—- the new recordings by Brunswick's

fox trot with vocal trio. . . . “Brown Sugar”’—fox marvelous“Light-Rav’’ electrical method.
g y

trot. Hal Kemp and His Orchestra (formerly of

the Ul’llVCI’Slty Of North Carolma). 3486 TO let yoUr CUStomerS “hear lt on

“Doll Dance” . . . “Delirium” — fox trots. Carl Brunswick” 18 the Way to win more

FFenton’s Orchestra, 3519

friends to the delights of these new rec-
“Why Should I Say That I'm Sorry (When No-

body’s Sorry But Me)” . .. “Side by Side”—sung
by Nick Lucas, “The Crooning Troubadour.” 3512

“Russian Lullaby” ... “Paradise Isle” — waltzes

with vocal chorus. Ernie Golden and His Hotel

McAlpin Orchestra. 3530
% o

THE BRUNSWICK-BALKE-COLLENDER CO., CHICAGO

ords. Do as many live Brunswick dealers
are doing—keep demonstrations going
throughout business hours. That’s the
way to draw new customers. A Bruns-
wick “Light-Ray” Electrical Record 1s

1ts own salesman.

IN CANADA: TORONTO
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Improve Demonstration
Facilities to Aid Record Sales

J. L. Simpson Outlines Methods of Dealers Who Greatly Increased
the Volume of Sales by Providing Better Means of Demonstration

HE most important factor in record selling

1s demonstration. The dealer who has fa-

cilities for bringing his record merchandise
to the attention of the public—location, advertis-
ing, window displays, etc.—cannot cash in to the
fullest extent unless people who desire to do so
can make their purchases conveniently and
without loss of time. And this makes imperative
the best possible facilities for the demonstration
of records.

Sells 1,000 Records a Day

Paul's Music Store on Walnut street, Kansas
City, Mo., sells as many as 1,000 phonograph
records in a single day. This enviable record
has becn rcached mainly through the solution
of the problem of systematic demonstration,
according to Mrs. Paul, owner and manager of
the place. Formerly a single demonstration
machine was used with rather indifferent suc-
cess. \When there were halfi a dozen or even
more patrons waiting the machine could play
but one record at a timne, of course. And while,
perhaps, one customer wanted to hear a jazz
record, another grand opera, and still another
a simple love ballad, only one, perhaps, could
be properly demonstrated to at a time, and
some of the others would leave, disgusted, be-
fore having the chance to listen to the type of
records they wanted to hear.

That’s the old, familiar problem, common
to any dealer who has not solved it in some
manner, and who is fortunate enough to have
a number of customers waiting for demonstra-
tions at the same time. It was solved in this
storc by the installation of Audak demon-
strating machines and tables, where customers
may sit and listen to records through individual
listening tubes.

Three Girls Kept Busy

Now aftcr this mauner of demonstrating has

becn adopted it takes thrcc sales girls to keep

records upon the revolving demonstrating
plates, to wrap up purchases and to attend to
other necessary details.

When business is good one may see a score
of patrons listening to records in Paul's store

Posters and signs on the walls give the names
of many of the late records from Jazz to Grand
Opera, and the sales girls behind the long table
trip silently back to the shelves and bring forth
the records asked for, placing them on the
demonstrator and re-

AR O

moving the last one.

“Customers enjoy
shopping for records
in this manner, seated
at ease, and benefit-
ing by our service,”
says Mrs. Paul. “The
customer remains
seated wuntil he or
she has listened to
and chosen all the
records desired, and
until the purchase has

[
ST RaS

been wrapped by a
sales girt and paid
for.” Then he or she

is ready for depar-
ture, and someone
else takes the vacant

Paul’s Mu51c Store Is a Busy Place

at one timme, and maybe others will be seen wait-
ing their turn to be seated at the tables and
listen to records. Twenty customers may be
waited upon at one time, and these twenty will
be hearing nine different records, and yet there
is no noise in the place. The records are
audible only through the listening tubes.

Two smaller tables, each with three listening
tubes, are capable of demonstrating to six per-
sons at one time, and the seven revolving plates
at the long table will do the same for fourteen
more customers, and the whole affair is con-
ducted as quietly and with as little confusion
as the business in a bank.

RADIO TESTING

STANDARD.'IHE WARLD.AVER _ ~="N
X

Fioneers since 1888

ECOME authoritative in your

radio testing, reduce your over-
head—make it profitable. The new
Weston Model 519 Radio Tester will
short-cut servicing time and make test-
ing simpler. This tester can be used
to run down trouble on any battery
or battery eliminator operated set. No
auxiliary batteries required other than
those in the set. Tests all voltages at
tube sockets or at battery terminals.
Tests tubes and circuit condition and
continuity.

For full information address

Weston Electrical Instrument
Corporation
190 Weston Avenue, Newark, N. J.

place at the demon-
strating table.

“The average customer does not sit at our
‘listening table’ just for amusement, by any
means, as the sales of records made to each one
will average three or four. There was no such
average under our old system of demonstration,
since many customers didn’t buy even one rec-
ord. There are many instances when a cus-
tomer will buy as many as $25 worth of records
at one sitting, and that is going some, it seems
to me. The jazz type of rccords sells the best,
but still we have a big sale of the high-class
records. Of course, the moderate priced rec-
ords sell most readily, but we also sell many
thousands of the high-priced ones annually.
While we have a small place, it is sufficiently
large for its purpose, and serves better, perhaps,
than a much larger place. Here we sell as
many as one thousand records in a single day.
We have a space upstairs for phonographs also,
but our best bet is record selling, which consti-
tutcs, when once built up, a dependable year
round business.

Demonstration Built Volume

“Our system of demonstration has built up
our business from a very small one to what
vou see here now, and it is growing from
month to month. I am looking forward to thc
time when we can say that we have sold 1,500
records in one day, and I am confident that

the day is not far distant. We have solved a
problem, dcveloped a system, and the rest is
mecrcly to keep on going along the road we

have found lecading us to increasing and con-
sistent succcss.”
Another Busy Establishment
Showing that therc is more than one sure
road to success in record sclling is proved
by the ptan that brought home tlie bacon
for the Standke Music Shop, also of Kansas
City. While not quite cqualing that of the
first store citced, Standke’s have a high record
of 700 daily sales, which is almost equally satis-
factory here, since there are fewer sales persons
to pay, and another co-related source of income
incidental to the record business.
The Standke bnsiness in records was built up
like the other concern’s from a very small busi-
(Continued on page 11)
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Announcing The New Stromberg-Carlson!

Reproduces both Broadcast and Recorded Programs

No. 744 Stromberg-Carlson

7 tubes, large size Radiotrons
with UX-210 in output stage,
Double-Shielded, the tuning
coils being encased in individ-
ual cylindrical copper shields
and each complete radiostage in
rectangular shields; Audio am-
plifying system common for
both recorded or broadcast pro-
grams; A.C. power plant which
operates directly from lighting
circuit without batteries-with-
out liquids, capable of deliver-
ing the wealth of energy which
heretofore was obtainable only
through the use of an external
power amplifier; concealed loop;
equipment complete ready to
operate, requires no extras; sim-
ple to install— just plug into
the socket-power outlet the
same as the floor lamp; control
switch to change from*‘radio”’
to ‘“‘records’’; graduated vol-
ume control; American Walnut
cabinet.

With this magnificent instrument two fields of enter-
tainment are avatlable. Radio as you never before have
heard it. Recorded music with a new quality which
comes from the passing of the record output through
the superlative audio system of the receiver.

Advance showing of this latest achievement of the
Stromberg-Carlson Laboratories at the Music Industries
Convention at Hotel Stevens, Chicago, June 6 to 13 and
at a private showing at the Hotel Blackstone, from
June 13 to 18. These exhibits mark the first time that
a radio manufacturer has shown a unified “radio-record”
reproducing instrument. Deliveries will not be made
until September 1.

STROMBERG-CARLSON TELEPHONE MFG. CO., ROCHESTER, N. Y.
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Landay’s Distinctive Columbia Record
Ads Create a Demand

Experiment of a Leading Metropolitan

Waltz! 3
&+~ Romance!
Curtain!

hy,
- .

If you feel the urge
of youth—rush to
Landays and listen
to Columbia’s New-
Process, Scratchless.
electrical recording
of

Could Walez Forever with You

Sweetheart.  The Love Wale
The Caraliers Orchestra

Then rush back
home (yours or
SOMEONE’S) and
watch for results.
G
There’s magic tooin
these other latest
Columbia releases
which you can hear
under ideal condi-
tions at Landays.

@

(Vocal Gems—Oh Kay
}Voal Gems—The Desert Song
Columbia Light Opera Ca.
‘Where’l That Rainbow
“Sing—mgm,-) . (Peggy Ann)
The Singing Sophomores

For the classicists.
the new Viva-tonal
recording of

Magic Flute, Overture
Parts I and Il.  Sir Thom.
Beecham, Bart.. & London
Symphony.

Yours for sentiment
and action.

Landay’s C.C,
Conductor
P.S.—The full line of
Columbia Vico-tonol in-
sirumenis on exhibiiion.

Dealer Shows Sales

that marks a departure from the

conventional form of advertising
talking machine records was inaugurated
two months ago by the Landay Bros. or-
ganization, operating eleven music
stores in the metropolitan district, and
it has proved decidedly successful. The
newspaper adver-

D[STINCTI\'E publicity of a type

Value of Originality

ment, by having enlarged reproduc-
tions of the advertisements made, and
by inserting them in frames for window
display. Similar posters also occupy a
prominent space on the record counter
so that every possible medium for at-
tracting the attention of the prospec-
tive customer is used. These three

steps, Mr. Nathan

tisements feature
Columbia records
and are designed not
only to attract the
readers’ attention
but also to hold it
and cause them to
look forward to the
next of the series.
The advertise- Love - -
ments are a nNews-
paper column in
width and length
and are styled
“Landay’s Columbia
Column.” In ap-
pearance they are
eve-arresting and

Oh, Boys!
Happiness?

Mowuth -

niore seriously:

the text matter J. Wood and The New Queen's
2 . Hall Orchestra.
reads interestingly, T o L

giving in f o rmation
concerning the

Landay’s Column

Happiness Boys!
Qodles and QOodles of

Come to Landay's and get your
share.  Swmiles, giggles and hearty
guffaws aplenty in these new Co-
lumbia Vivae-tonal Records; made In a recent can-
the new way—clectrically.

Crazy Words—Crasy Tune
I Gotta Get Myself Somebody to
he Happiness Boys

You’ll want an encore and you’ll get
it at Landay’s, with as many smiles
as there are i these other Happi-
ness Boys’ scratchless recordings of :

I've Never Seen a Straight Banana
Take Your Finger Out of Your

The Happiness Boys
And for those who take their music

Second Hungarian Rhapsody (4
parts—2 records) -

Happiness Headquarters

feels, form the
nearest possible ap-
proach to a com-
plete tie-up between
the advertising and
the stores.

vass of the wvarious
Landay stores, the
fact was brought out
that the advertized
records sold prac-
tically automatically
and the only sales
efforts necessary
were to sell records
which had not been
mentioned in the
newspaper ad.
Another form of
Columbia advertis-
ing which was

Sir Henry

selection, the com-

poser or the artists who recorded. In
each advertisement, the records of a
certain artist or of a special type are
featured and the illustrations are in
keeping with the text matter. The ac-
companying reproductions and ex-
amples of the advertisements which
have appeared tell, without further
comment, of the appeal of Landay's

Columbia Column and illustrate its orig-
inality. ) )
At the present time this advertise-

ment is inserted in metropolitan news-
papers eight times a week. The papers
used are the Times, Sun, Journal and
News. The copy is changed twice a
week. Despite the fact that the expense
of these advertisements totals between
$4,000 and $5,000, Max lLanday, presi-
dent of Landay Bros. stated to a rep-
resentative of The Talking Machine
World, that the results have been most
satisfactory and record sales have not
only equalled but have even exceeded
expectations.

Alfred R. Nathan, advertising man-
ager of Landay Bros., has solved to
a great extent the difficulty of tying
up the store’s name to the advertise-

started the early
part of last month by Landay Bros. is
the insertion of a large three-panel
poster in the top section of each of
the 200 canvas-covered Fifth avenue
busses. The poster is printed in sev-
eral attractive colors and features the
Columbia line of phonographs and
records and has sketches of several of
the outstanding recording artists. One
panel is devoted to the addresses of
the eleven Landay stores. The poster
occupies the only space available for
advertising on the top deck of these
busses and inasmuch as it is seen by
hundreds of thousands of people daily
Landay officials feel that it will prove
a big factor in increasing interest in
Columbia products.

Although the popular selection re-
cordings are being featured in these ad-
vertisements, the Columbia library of
Masterworks recordings are not being
neglected and in practically every ad-
vertisement which appears mention is
made of some one of the album sets of
Masterworks recordings, or of the Co-
lumbia celebrity series, and sales of
recordings of thiese records are assum-
ing a big volume in the Lauday stores.

Three Panel Colored Poster Which Appears in 200 Fifth Avenue, New York, Busses

Landays

Coh,mbia Column

_— Columbia Viva-

13
made the new way ~ electrically ~ without sciatch

vz

¢ 1
(O Iidi

Records

f2)

Choose
yours at
n

-
[ L]

LAY

TED LEWIS

high hat you!

RED HOT-

right off the griddle
from Le Maire's
Affairs, come these
wonderful song hits
recorded only as Ted
Lewis can play ‘em.
And why? Because
they are Columbia
Viva-tonal records.
made the new wav.
elecirically.

And how—without
seratch!

\ Lily (Le Maire’s Affairs)

Wandering in
Dreamland
( (Le Maire's Affairs)

Ted Letwis’ Orch.

NI

K When My Baby

Smiles at Me

Keep a Little Sunshine
( in Your Heart for Me
Ted Lerwis® Orch_

o

And 1what else?

My Sunday Girl

At Sundown

Cliquot Club Orchestra
with rocal chorus

More space at Landay
stores than in this
column to continuc
with the list. A much
better chance for you
to appreciate the
records if you comc
in and listen.

Landay’s C. C.
Conducior
P.S.—The full line of

Columbia Vira-tonol in-
struments on exhibition.

HEAR THE NEW VIVA-TONAL COLUMBIA

7 MODELS ~ ~ PRICES ‘00-300
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Increase of Over a Million
Shown in Victor Co. Sales

Statement for First Quarter of 1927 Shows
Increase of $1,082,637.70 in Sales Over Period
of 1926—Increased Demand Shown

New York, June 3.—Increasing demand for the
new types of talking machines and records is
reflected in sales of the Victor Talking Ma-
chine Co. for the first quarter of 1927, which
showed an increase of $1,082,637.70 over the
same period of 1926. The company’s statement
for the first quarter of 1927 shows sales of $10,-
213,019.71, as compared with $9,130,382.01 for
the first quarter of 1926.

It was during the first quarter of this year
that the Victor Co. announced and placed in
production its most recent development, the
Automatic Orthophonic Victrola instrument,
which changes records automatically and gives
an hour of music with one filling of the record
magazine.

Income for the first quarter of 1927 before
depreciation and Federal income tax reductions
amounts to $1,442,581.54, compared with $1,415,-
402.21 for the same period of 1926. After de-
ductions for depreciation and Federal income
taxes, net profit for the first three months of
1927 totals $1,001,985.87, while for the same peri-
od of 1926 the net profit was $1,115,110.30. No
deduction for Federal income taxes was neces-
sary in the first quarter of 1926, because of the
loss shown by the company in 1925, when old
stocks were being disposed of and production
was being reorganized for introduction of the
new types of instruments and records., The in-
come tax deduction included in the statement
for the first quarter of 1927 totals $119,550.

Improved Demonstration
Methods Aid Retail Sales

(Continued from page 8)
ness to its present importance through several
distinct policies or measures, the installation
of individual demonstration booths, where
numerous customers could be waited upon at
once, a repair system which built contacts, and
expanded the record business by putting old
machines in shape to play records “just like
new;” by securing the agency for an especially
good reproducer, and of placing these on ma-
chines in connection with repair work.
Contacts Through Repair Department

“Many of our best and most lasting contacts
have been made through our repair work,” de-
clared Mr. Standke. “Our repair office occupies
an important place at the rear of the Music
Shop, and frequently I work until late in the
night making repairs on customers’ machines,
and thereby making new customers.

“It is an interesting fact that in almost every
case where 1 repair a phonograph the patron
comes to our store regularly to purchase his
records. So when I am rebuilding a phonograph,

no matter how old or dilapidated, I do the work
well, knowing that if it is done well T am
creating another new outlet for records, and,
of course, I get paid for the repair work, too.

“T have the agency in this territory for a
really good reproducer, and a big percent of
repair jobs include the placing of one of these
upon the phonographs, and then I am sure the
owner will think it good enough to buy records
for. Our repair department has brought us
hundreds of steady record customers, and has
been also highly profitable in itself.”

Vita-Phonic Products
Corp. Is Organized
Joseph E. Rudell Is President of New Company

—Headquarters in New York—Firm’s Line Is
Popula{r With Trade Throughout Country

Organization of the Vita-Phonic Products
Corp. has been announced by Joseph E. Rudell,
who is a well-known figure in the music trades.
The headquarters of the new company will be
at 83 Greene street, New York. Mr. Rudell is
president of the new company, which will con-
tinue the manufacture and distribution of the
Vita-Phonic tone arms and reproducers which
liave heretofore been produced by him.

Mr. Rudell sailed for Europe two weeks ago
on a combination business and pleasure trip
which will take him to England, France and
Germany. He expects to be back at his desk
in July.

North Carolina Music
Dealers Form Association

More Than Fifty Representative Dealers Met
in Greensboro Last Month to Organize—
Will Join National Association

Greenssoro, N. C. June 4.—A representative
gathering of music dealers of this State, about
fifty in number, met at the King Cotton Hotel
recently and organized the North Carolina As-
sociation of Music Merchants, which will be
affiliated with the National Association of Music
Merchants. The'aims of the new organization
are to foster a program to cultivate an increased
interest in music and to co-operate in all proj-
ects to educate the public to enjoy better musi-
cal programs.

The following officers were elected: C. S. An-
drew, Charlotte, president; C. H. Stephenson,
Raleigh, first vice-president; W. R. Murray,
Durham, second vice-president; S. W. Gardner,
Gastonia, secretary, and H. A. Dunham, Ashe-
ville, treasurer. The Board of Directors in-
cludes C. W. Barker, Charlotte; Jess G. Bowen,
Winston-Salem; J. S. McFadyen, Fayetteville,
and J. R. Maynard, Salisbury.

Elzie Floyd and Leo Boswell, singers of old
tunes, will record for the Columbia Co.

Pinedo, Italian Awiator,
Makes Columbia Record

Famous Italian Aviator Who Crossed the At-
lantic Ocean Gives Greetings of Mussolini to
Italians in America on Columbia Recording

Col. Francesco De Pinedo, famous Italian
aviator who crossed the Atlantic Ocean and
whose flight was interrupted by an accident to

Col. Francesco De Pinedo

his aeroplane, has recorded “A Message to the
Italian People of America,” for the Columbia
Phonograph Co. catalog. In it he gives the
best wishes of Mussolini and urges Italians in
America to work in accord with the people of
this country and to join with Mussolini in re-
constructing their Fatherland.

Franklin Elec. Co. Is
Now Sleeper Distributor

The Franklin Electric Co., Philadelphia, is a
new distributor of the Sleeper Radio & Mig.
Corp., Long Island City, in eastern Pennsyl-
vania and southern New Jersey. Gordon C.
Sleeper, president, and Robert C. Cameron, of
the Eastern sales division of the Sleeper com-
pany, recently met with the entire organization
of the Franklin Electric Co., to help launch a
big consumer sales campaign on Sleeper all-
electric models. Many new dealers have been
established, according to Mr. Sleeper, and the
new receiving sets have met with an enthusi-
astic reception wherever introduced.

The Auditorium model Orthophonic Victrola
recently gave a series of concerts at Colorado
Springs, Col., under the auspices of the local
newspaper.

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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Broadcasting of Records
in Co-operative Campaign
of Retailers Boosts Sales

First of a series of dealer campaigns
to bring the merit of latest and im-
proved recordings to the attention
of the public via radio was a success

HE first of a series of dealer co-operative
campaigns in which radio broadcast pro-
grams were used to increase the sale of
Victor records was brought to a successful con-
clusion last month. Briefly summed up the cam-
paign consisted of ten radio broadcast concerts,
sent from broadcasting station WGL, New York,
with Victor Orthophonic records, played on the
Victor Electrola, providing the music. The idea
of using the air to bring the music of the Victor
records into many thousands of homes was
brought forward by Louis Jay Gerson, radio
broadcasting publicist, and he enlisted the finan-
cial support of the following Victor dealers and
jobbers who financed the campaign:
Dealers
Sol. Lazarus, 21 East Fifty-ninth street, New York City;
A. J. Beers, Inc., 81 Chambers street, New York City;
Nassau Post Card Co., 61 Nassau street, New York City;
Max M. Mandel, 110 Delancey street, New York City;
Parnes & Jacobs, 88 Clinton street, New York City;
European Phonograph Co., Avenue A and Tenth street,
New York City; Paul Helfer, 1539 Third avenue, New
York City; Liberty Music Shop, 2369 Broadway, New York
City; Adolph H. Mayers, 1989 Broadway, New York City;
Luscher’s Musi¢ Shop, Third avenue and 144th street, New
York City; Morris Music, Inc., 130 East Fordham Rd.,
Bronx, New York; Park Slope T. M. Shop, Inc., 310 Flat-
bush avenue, Brooklyn, N. Y.; Arthora, 60 Court street,
Brooklyn; Neapolitan T. M. Co., 311 Court street, Brook-
Iyn, N. Y.; Broad & Market Music Co., 167 Market street,
Newark, N. J.; Hunt’s Leading Music House, White
Plains, N. Y.; White Music Shops, Inc., Danbury, Conn.

Jobbers

American Talking Machine Co., Brooklyn, N. Y.; Black-
man Distributing Co., New York City; C. Bruno & Son,
Inc, New York City; Chas. E. Ditson & Co.,, New York
City; New York Talking Machine Co., New York City;
Collings & Co., New York City.

During the intermission in the musical pro-
gram which was broadcast for an hour each
Sunday during March, April and part of May
the name of each of the above dealers was given,
together with his address, not merely mention-
ing the street and number, but describing the
neighborhood which the dealer served. Each
radio listener was told that a visit to any of the
stores mentioned would be rewarded with the
gift of a free souvenir.

In an interview with The Talking Machine
World, Mr. Gerson, who officiated at the micro-
phone during the Orthophonic broadcasts, com-
menting on his plan for increased record sales
through radio broadcasts, and the results of
the work, said:

“It had been my idea to give only the very
best in music to the radio listeners, as they hear
nothing but jazz for nine-tenths of the time
anyway. However, from the dealer’s point of
view, there is a necessity of calling the public’s
attention the Victor releases that go on sale
Friday and, as there are generally four of

CVErY

these records, a compromise was made, and the
programs were made in two parts, the first half
consisting of popular selections of the new re-
leases, and the second half including the classi-
cal selections. On several occasions a complete
symphony was given and this made it neces-
sary to omit the popular releases.

“Following the broadcasting of these Ortho-
phonic programs we received a large number
of responses, both by telephone and mail. Let.
ters and postcards were sent in commenting on
the superiority of the music broadcast in com-
parison to the regular programs of other peri-

Louis Jay Gerson at the “Mike”
cds, but the outstanding remarks of the listen-
ers expressed a delight that talking machine
records could so faithfully reproduce the music

of the artists. Hundreds of requests were re-
ceived to play this or that selection and many
wanted whole symphonies. It was surprising
how few requests there were for jazz music.
“A number of letters expressed appreciation
for the explanatory music introductions which
were used to explain each selection. These in-
troductions proved particularly effective for
the concert and operatic numbers, for music

lovers have always had their ‘program notes’.

The preliminary announcement to each of the
ten programs broadcast read somewhat in this
fashion:

““‘Good afternoon, everybody.

““This is the radio broadcasting studic WGL, located at
the Hotel Majestic, New York City, broadcasting today
our regular three o’clock Sunday afternoon Victor Ortho-
phonic music period.

““These Sunday concerts are made possible through the
courtesy of prominent Victor talking machine dealers
and under the direction of Louis Jay Gerson. In today’s
program of musiec, we have arranged to include several
of the latest releases of Viector Orthophonie records.

““Again we will explain what ‘Orthophonic’ means: It
is a name derived from two Greek words, which mean
‘correct sound.’

- “In radio broadcasting these Orthophonic records from

the studio of station WGL we use the mew type Victor
Orthophonic Electrola.

STARR PIANOS

GENNETT RECORDS

Represent the Hi

Established 1872 i

STARR PHONOGRAPHS

ghest cAttainment in Musical Wor n
Jhe STARR PIANO COMPANY

“\Vith this instrument and these records, our invisible
audience is enabled to hear with absolute accuracy and
fidelity the recording of each artist on to-day’s program,
as though you were really in the room at the time these
records were being made. As a matter of fact, we really
do not believe that you will be able to distinguish any
difference whatsoever in these records provided that your
radio receiving set is responding with full efficiency.

“All Victor dealers place on sale each Friday new
records just released, and which contain the latest Broad-
way ‘hits’ from the shows. As in our previous programs,
we divide our musicale in two parts, the first half con-
taining the ‘popular hits.’ Then, after a five-minute
intermission, devoted to remarks, we give the second
part of the music program, which is reserved for thc
main or classic numbers.”

Then followed the program, during which the
names and addresses of each of the dealers
sponsoring the concerts were read. At the close
of the hour the following explanatory state-
ment was made:

“You have been listening during the past hour to a
program of music which has been broadcast to you direct-
ly from a new kind of talking machine disc records
which are called ‘Orthophonic,” and these we have played
on a new kind of talking machine called the Victor
Orthophonic Electrola.

*So marvelous are these records that in many cases
they broadcast better than do the artists themselves.
This is due to the extraordinary care exercised in the re-
cording process. As a matter of fact, they are an ex-
act facsimile of the original sound waves coming from
the throats of the singers or from the instruments of
the players.

*“The records which you have heard, being ‘Orthophonic’
records, are very different from the older type of records
which most of you who are listening in have in your
homes.

“\When most people hear the ‘Orthophonic” Victrola for
the first time, they marvel very greatly at a number of
things. They notice how much more easily they can
tell what instruments are playing; how much more dis-
tinctly they can hear the words of songs and speeches;
how much closer to them everything seems; but even
more than this, they wonder at the real deep resonant
‘bass’ parts of the music, whatever it may be.

“The new ‘Orthophonic’ records and Viectrolas bring
out the fundamentals and overtones, and on the old rec-
ords these were missing.

“We have a very interesting booklet bearing the title
‘Development of the New Orthophonic Victrola.” The whys
and wherefores as well as the history of the old and
new Victrola are well told in this little work, and we
advise every one of our listeners-in who might be inter-
ested in this information to procure a copy.

“\Ve shall be pleased to send one to you, and at the
same time a copy of the new Victor Orthophonic record
catalog. These will be mailed immmediately upon receipt
of your name and address.”

The concerts, which have been discontinued
for the Summer months, will be resumed in the
Fall and it is expected that other dealers will
participate. The dealers who sponsored the
first series report that while it was impossible
to keep an accurate check on the definite re-
sults of the programs, record business was most
active and it was obvious that a large share of
the business could be credited to the broadcast
concerts.

Richmond. Indiana
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' you cant gef far away from

the qualify of the Tube ikelf!

You can’t get far away from the quality of the tube itself.
It’s all well and good to talk about merchandising helps,
dealer cooperation, national advertising and all that sort of
thing —but in the final analysis you can’t wander too far
from the quality of the tube itself.

All the blarney that may have been fed to Andy Consumer
about the merit of a radio tube turns to sour applesauce if
the tube fails to make good— and mapny do exactly that as
you very well know.

Perryman Radio Tubes are uniformly satisfactory. You
can prove that statement by testing them to your heart’s

content. If you are disposed to consider a proposition that

has for its foundation a radio tube that will convince even

you of its quality, write us for further information.

PERRYMAN ELECTRIC COMPANY, Inc.
33 West 60th Street, New York, N. Y.

LABORATORIES AND PLANT: NORTH BERGEN, N. J.

‘"PERRYMAN RADIO TUBES

A Complete Line of Standard Equipment for every Radio Purpose




2831 Prospect Avenue
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TERLING’S new “A” Power

Unit is the headliner of the

light-socket field. Tested for
mechanical excellence, proved out
for power and tone quality in use,
it is certain to be the season’s
big seller.

Compact for the console, attrac-
tive to the eye, this Sterling Power
Unit combines everything that
you or your customers look for
in an “A” Power Unit. Meter
equipped to insure adjustment to
exactly the power needed—eco-
nomical—permanent.

Its Raytheon “A” Rectifier, the
tubeless rectifier that never heats
up and cannot break, completely
does away with after-sales serv-
icing. In short, this is the light
socket power unit that all Radio-
dom has been waiting for.

The Sterling Manufacturing Company
Cleveland, Ohio

terling

*“A" Power Unit

Show, Boolh GR.

The full range of Sterting A Power Unils,
“B KhHminnloees, Baltery Chargers and other
Rudia Devices were exhibited at the 1RROMUAL

At the R. M. A. Show
we hope you did not
miss this complete new
range of Sterling Light
Socket Units

“B” Power Units, in 4
models, prices from $27.00
to $55.00. All in step with
the power requirements,
conveniences and price de-
mands of the 1927-28
season.

Also new “A" Battery
Charger with Raytheon
Rectifier and complete
A-B-C Power Unit.

Complete
Sterling Power
for Radiolas

(Hlustrated below)

Thousands of Radiola
owners want this
simple Power Team.
Fits right into cabinets
of Radiolas 25 and 28.

Mohawk Corp. Officials
Anticipate Record Year

Both Gustave Frankel, President, and L. Fran-
kel, Treasurer, See 1927-1928 Season as Sec-
ond to None—Otto N. Frankfort Optimistic

Cuicaco, ILL., June 9.—The approaching season
will be a lucrative one for radio dealers, accord-
ing to the predictions of the executives of the
Mohawk Corp. of Illinois, pioneers and develop-
ers of one-dial rad’o receivers. From officials of
the corporation it was learned that production
~chedules have been definitely established.

Both Gustave Frankel, president, and L. Fran-
kel, treasurer, in an interview, voiced their belief
that the 1927-28 season will be second to nonec.
Neither seemed disposed to divulge any figures
regarding the coming season. However, it iz
reported from a reliable source that the Mohawk
factories, which will go into production early
in June, have set for themselves a program far
more comprehensive in its scope than at anv
time heretofore.

Otto N. Frankfort, vice-president in charge of
sales, recently returned from an eight-weeks’
trip which took him into every State west of
the Mississippi, including the \West Coast. On
his tour Mr. Frankfort visited with wholesalers
and retailers, and verified his associates’ confi-
dence in the future: “Dealers evervwhere antici-
pate the coming season with a realization that
it will be bigger and better than ever. The
prosperity of the countrv is responsible, of
course, but the fact that the radio industry has
become stabilized and sets developed to a high
degree of perfection makes the ownership of
a radio receiver the desire of every family. Time
has taught us all, manufacturer, dealer, con-
sumer, that ‘Cheapened goods are never cheap.’
Good will brings far more lasting and effective
results than the pecuniary profit attached to an
individual sale. Profit comes from value and
service. Consequently, with this in view, Mo-
hawk sets have become better and better.”

Vice-President Douglas De Mare, in charge
of engineering and purchases, has produced, it
is said, a receiver for the coming vear in keep-
ing with the foolproof perfection demanded
to-day and, which is said to be the utmost in
selectivity,

Granite Furniture Co.
Opens Music Department

Sacr Lake City, UtaH, June 3—The Granite
Furniture C6., one of Utah's largest furniture
concerns, which operates a big store at Sugar
House, suburb of Salt Lake City, and branch
stores at Bingham and Murray, Utal, announces
the opening of a music department where it will
feature the complete line of Brunswick Pana-
tropes, Prismatones and Radiola combinations,
together with Brunswick light-ray records. Mr.
Rockwood, president of the econcern, states
that R. G. Thomas, formerly assistant manager
of Browning Bros. Co.. Ogden, Utah, and who
for some time was manager of the phonograph
department, will be manager of this new de-
partment. The Granite Co. will also handle
the Brunswick line exclusively at its branch
stores.

Convention of Western
Music Trades in July

Sax Fraxcisco, Car, June 4—The fourth an-
nwual convention of the Western music trades
will take place at the St. Franeis Hotel, this
city, from July 12 to 15, and it is expected to
be the largest and most successiul gathering
of muxic aud radio dealers and exhibitors ever
hetd on the Pacific Coast. The following com-
mittee i arrauging exhibition space for the
manufacturers and jobbers: George Q. Chase,
chairman: B. . Siblev, vice-chairman: Frank
\nrys, Fred R. Sherman, Ben Platt, Ed. Kelly
aud C. R. Bolton.
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HE much talked of AC Electric Radio
Receiver is a reality—with full credit due
the Freshman Laboratories. No batteries
—no accessories—no hum—full rich tone—
extraordinary selectivity—wonderful range.

One-Control—six tubes; one UX 112 RCA
Power tube and five of the

i & New C Trbes

solve the problem. Millions of people have been
long awaiting this Electric Radio which is as
great an advance in radio as the electric light
over the candle.

The Freshman franchise is a valuable asset to
any merchant who possesses adequate display
space and who has the facilities to handle vol-

C l ¢ th. l ¢ b ume business. A few choice territories are still
Omp ete, notnng etse 1o BUY  ,yajlable.  Wire or write for complete informa-

THE FIRST COST IS tion about the most profitable franchise in radio.
THE LAST COST

Model T—AC-5

Sold to Authorized Freshman Dealers only

Six tubes ~One Control

ASTERPIESY

CHAS. FRESHMAN CO., INC.,, FRESHMAN BUILDING, NEW YORK
CHICAGO LOS ANGELES
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How Boy Scouts Aided Carr & Son Canvass

Troop of Boy Scouts Distributed 1000 Circulars and Secured the
Names of Families Who Were Interested in Home Demonstrations

side of Chicago’s loop, B. F. Carr & Son

have been active in the music business of
that city for over twenty-five years. The com-
ing of radio, therefore, found them well pre-
pared to carry this line of merchandise and sell
it from the proper angle, as a musical instrument
rather than a scientific apparatus.

Also having learned the lesson of carrying
only standard, well-advertised merchandise
through his years of phonograph retailing, C.
H. Carr, the present manager, took on only
well-financed, high-grade lines of radio sets
from the very start. As a result the business
has suffered very little from the bugaboos of
the inexperienced retail-set dumping and price-
cutting.

A Go-Out-After-Business Policy

In the old days the Carrs would load a piano
or phonograph on a wagon when business was
dull, and go on a house-to-house canvass of
the neighborhood. Now, even though the busi-
ness has grown to such an extent that it neces-
sitates four floor salesmen, Carr is still a be-
liever in the go-out-after-business type of mer-
chandising. The last few Summers he has not
only made use of outside salesmen working on
straight commission, but he has also employed
a direct type of circularization with great suc-
cess in securing prospects.

Publicity Through Boy Scouts

This system consisted of the door-to-door
distribution, by a local troop of Boy Scouts, of
a thousand business-getting circulars. These
circulars stated, in part, that B. F. Carr & Son
were anxious to have as many responsible peo-
ple as possible have an advance hearing of the
new model radios in the seclusion and comfort
of their own homes. All that was necessary
to get such a demonstration was for the indi-
vidual to sign his name, address and phone num-
ber in the space provided at the end of the cir-
cular. If it so happened that the party was well
satisfied with his present outfit, a space was

l OCATED in the best business section out-

By Archie Oboler

provided for the signer to express his interest
in either battery-eliminators, power-tubes or
any other new apparatus current on the market.

The Scouts took these circulars all through
the neighborhood, rang door-bells, explained
the proposition to the person answering, and
waited until the circular was completely read
and, preferably, signed. The boys were paid at
the rate of ten cents for each signature which
could be verified as authentic by phone call. A

C. H. Carr Demonstrating Set
total of 500 of these signed circulars were
brought in, the names of about 300 could be
verified and about 200 persons were really in-
terested in some form of radio apparatus. As
a direct result of the campaign, about ten elimi-
nators, four complete outfits and a large amount
of miscellaneous apparatus such as tubes and
batteries were sold.
Results of the Campaign

The greatest benefit was gained, however,
according to Mr. Carr, from the advertising this
direct circularization resulted in. Every one of
the thousand people approached actually read
the circulars in full. Even if the majority of
them had no intention of buying radio at the
time, the name of the firm, B. F. Carr & Son,
was impressed on their minds as being actively
engaged in the radio business.
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ALL BRACH LIGHTNING ARRESTERS
Carry $100 FREE INSURANCE

Against Damage to Your Radio
by Lightning Induction.

NEWARK,N.J. I,. S. BIRACIH MFG. CO. TORONTO.CAN.
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As an example of the value of this feature, a
man who had signed a circular one Summer and
had subsequently bought a power tube returned
to the store the following Fall and bought an
entire new outfit amounting to over $200. This
was a piece of business which would never have
gone Carr’s way if not for the mtroductxon
afforded by the circular.

“The important things to remember in the
operation of a stunt of this kind,” said Mr. Carr
in commenting on his circular plan, “is that first,
only responsible persons should be given these
home demonstrations and second, emphasis
should be laid on quality of merchandise and
excellence of service when following up the
prospects one gets from the signed circulars.
The resultant esteem and good-will built up
will mean far more in the long run than any
few sales which might have come through price-
appeal tactics.”

Orthophonic Victrola Is
Equipped as Loud Speaker

Victrola Model 8-30 Is Equipped With Speaker
Unit and Other Fittings So That Reproduc-
ing System Can Be Used as Radio Speaker

The Victor Talking Machine Co. recently an-
nounced to the trade that the Victrola 8-30 is
being equipped with a speaker unit, valve, input
jack, input transformer and other fittings so
that the reproducing system of the instrument
can be used as a radio loud speaker. This model,
when so equipped, will be known as model 8-30
S or Special, and will list at $385.

This step has been taken in response to many
requests, and the Victor Co. feels that so many
inquiries have been received in regard to the
matter that dealers will find a ready-made mar-
ket for the new model. Many people who own
radio receivers of the better type will be in-
terested in purchasing not only the Orthophonic
Victrola but superb radio reproduction.

Story of Panatrope in Film
Form Proves Big Sales Help

Orders for Projectors and Films Received in
Quantity by Brunswick Co.—Visualization a
Great Aid in Demonstrations

Since the “Story of the Panatrope” in film
form has been introduced to Bruaswick dealers
by the Brunswick Co., it has met with great
success and dealer acceptance throughout the
entire country. Progressive dealers were quick
to realize the value of a pictured sales talk, and
orders for projectors and films began to stream
into the Brunswick office. Onmne great sales ap-
peal is that the film can be shown on any plain
surface and in any size, from that of a match
box to the regulation size in a movie theatre.

Since the introduction of the visual salesman,
the number of demonstrations of the Bruns-
wick Panatropes has increased.

New Columbia Artists

The Columbia Phonograph Co. has just an-
nounced important additions to its list of ex-
clusive Southern artists. These are Cross and
McCartt, Obed Pickard, and Earl McDonald’s
Original Louisvilte Jug Band. The last-named
orgauization offers record buyers something
original in the way of jazz interpretation.
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Balkite has it

The radio trade has always expected that
when any very spectacular advance was
made in the radio power field, Balkite—
the leader—would make it. First noiseless
battery charging. Then successiul light
socket “‘B”’ power. Then trickle charging.
Balkite has always had what the trade
needed at the right time. And now Bal-
kite has it again. At the

R.M.A. TRADE SHOW

Stevens Hotel, Chicago
June 13th to 17th

Balkite exhibited the greatest develop-
ment ever announced by a radio power
unit manufacturer.

FANSTEEL PRODUCTS CO., Inc.

‘North Chicago, IlI.

ﬁ—glkitc

"Radio Power Unils

s W &) ==

17



18

THE TALKING MACHINE WORLD

JUNE, 1927

Profit Winning @les%ink]es

A Record and Sheet Music Tie-up—How Machines on Floor Can Sell Records—Uses the
Automatic for Store Door Playing—Maintain Contact Through Direct Mail—Modell’s
Has Own Radio Newspaper—Speedy Service in Small Shop—Reception Difficulties

A simple vet decidedly effective manner of
increasing both record and sheet music sales
was recently put into practice by the Liberty
Music Shop, 2369 Broadway, New York City.
This establishment plays one of the latest record
releases continually on an Orthophonic Victrola
inside the store door and because of the store’s
location on one of the world's busiest streets
large crowds collect. During the past month, a
copy of the sheet music of the selection being
plaved has been attached to the instrument and
it has proved to be most successful in bringing
more people into the store to ask for the record.
Seemingly, many of the public hesitated to come
in and ask for the record without knowing its
name. The effect on sheet music sales has like-
wise been most beneficial.

Silent Salesmen
A recent visit to the store of a successful
talking machine and radio dealer disclosed the
fact that a record rested on the turntable of
every talking machine on the floor and further
examination brought forth the fact that in each
case the same record was used. Inquiry
brought forth the information from the propri-
ctor that customers who enter the store to buy
articles other than records often play one of
the instruments while waiting for the salesmen,
and frequently decide to purchase the record
played and maybe others. For this reason, in-
stead of leaving the turntables bare, a late rec
ord release is put on so that these incidental
sales might be made. Care is also taken to
see that the records are changed frequently so
that the latest “hit” will be used.

Store Door Playing

With the introduction of the Automatic
Orthophonic Victrola, dealers who have found
the playing of an instrument at the door to be
a source of record profits have the opportu-
nity of choosing whether they will continue to
play a single record continuously as they have
in the past, or else selecting twelve records and
giving a concert of diversified music for an
hour. Some dealers are loath to try the latter
method, reasoning that the continual playing

of one selected record will stop the passers-
by and induce them to enter the store where
the salesmen will have the opportunity of sug-
gesting others. On the other hand, the playing
of a selected list of twelve records will lend
variety, and a record which appeals to one
person might not affect another, so that the
varied program might result in attracting more
customers to the store. It should prove an
interesting experiment for the dealer to try
both methods and check up and see which
proves the more profitable. It might be men-
tioned in passing that the New York Band In-
strument Co., one of the largest record outlets
in New York City, is playing the Automatic at
its door and the clerk in charge of records re-
ports that a material increase of sales of the
records played has been the result.

Let Thiem Know

There are a great number of radio dealers
throughout the country who, because of the loca-
tion of their stores, are not able to demonstrate
the radio receivers which they have iry stock to
the best of their capabilities. A number of factors
enter into the reasons for the set not showing up
to its best advantage. The building may be con-
structed of steel and thus offer an impediment to
good reception, elevators in a large building may
interfere seriously with programs, and other fac-
tors add to the woes of dealers. In many cases
the dealer depends on his sales force to ex-
plain these conditions, but it would be wise to
have small signs displayed prominently, telling
of the conditions and explaining that the recep-
tion in the home would be much better. The
department store of Fred. Loeser, Brooklyn, N.
Y., has a sign setting forth these facts and ad-
vising prospective customers to ask for head-set
demonstrations.

Vary Mail Matter

In sending direct mail to customers and pos-
stble prospects, it 1s well that the dealer vary
the type of matter sent out and not depend on
the literature provided by the manufacturers.
An occasional letter sent merely to bring the
store to the customers’ attention and not per-

The Super- Ball Antenna

2 (L
/ = ing features:
isthe ideal aevialfor apart® it 4 Greater selectivity Attractive appearance

ment house installation,
as well as for individual
homes.

S B s

YAHR-LANGE

Super-Ball Antenna
Accommodation Kit

Contains all materials (nationally
advertised, quality units) neces-
sary for complete installation of
Super-Ball Antenna, with com-
plete directions for installation.
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MILWAUKEE INCORPORATED WISCONSIN

Super-Ball
Antg@nna

A Better Aerial
— More Sales

HOUSANDS of dealers

are enjoying profitable
Super-Ball Antenna sales
volume, due to the greater
satisfaction this better aerial
gives. Super-Ball Antenna
popularity — and sales —
are based on these outstand-

Non-directional Sheds ice and snow
Receives all wave Notaffected by heat
engths E;4y to install
Clarifics tone Less costly to erect
Minimizes static  Improves Summer
Reception
Order from your jobber. Write
usdirect for descriptive details.

—\_/.

taining to any particular instrument or bargain
will often serve to re-establish contact and es-
tablish good-will. An instance is the following
letter sent out by the Joseph Horne Co. some
time ago to the masculine prospects and cus-
tomers. It reads:

To Our Men Friends:

This is an invitation to make the early acquaintance of
our radio section, which is an extensiorn of our well
established Victrola department.

Let us initiate you to the thrills, surprises and diversi-
fied entertainment which the possession of a dependable
radio set entails

Radio service awaits you here, with the assurance of
reliability and satisfaction that applies to every purchase
made in this store.

We have more than a commercial interest in selling you
a radio set. We would like to be the means of making you
a radio fan. You’ll get a great deal of satisfaction out of
a radio set from Horne’s, and we’ll get a great deal of
satisfaction out of being a party to your satisfaction.

Stop in the Radio-Victrola section at the first oppor-
tunity and let us show you the different types of sets—
regenerative, reflex, neutrodyne and super-heterodyne—
each with some special point of merit to recommend it. The
prices are reasonable, and deferred paymeats may be

arranged.
Profitable Publicity
An interesting four-page newspaper is issued
weekly by Modell’s Radio Stores, New York
and Brooklyn, devoted exclusively to radio
news and articles of interest to the radio fan.
The paper is distributed to patrons of the store
and ccntains a great number of interesting and
iustructive articles. For instance, in a recent
issue one of the featured stories gave detailed
instructions for the care of the storage battery
under the title “Storage Battery Care Pays Big
Dividends”—"Simple Attention Results in
Longer Life.” In simple, understandable lan-
guage the writer set forth what every battery
owner should do to get the best results from
this accessory. Another article was headed:
“Selectivity Lacking?—Here Are Some Rem-
edies,” and set forth some cures for the set
which is not functioning up to par. Other fea-
lures of the newsy weekly include a question
and answer department, the latest news of the
doings of the Federal Radio Commission and
other items which might prove of interest to
radio set owners. Two pages of the newspaper
are given over to advertisements of the current
offerings which the Modell stores are making to
the public.
Speed in Service
A live talking machine dealer has solved the
problem of serving the greatest number of
people in the shortest space of time in his
small cubby-hole store in the crowded business
district of lower New York. The dealer’s stock
consists entirely of records, sheet music, a few
portable phonographs and music rolls. There
1s no room in the small store for a stock of
instruments. A long shelf contains jazz rec-
ords. People who enter the store select the
records they want from this shelf and enter one
of the two booths if they want a demonstration.
The better records are in the usual wall rack.
Another wall rack contains the sheet music,
with placards announcing the prices of the
music in various portions of the rack so that
customers find it unnecessary to ask informa-
tion on this point. There is no piano in the
little shop and when a customer asks to hear
the sheet music selections the proprietor places
a record of the number on a talking machine
near the sheet music counter. Speed in serv-
ing customers is essential for this dealer for
several reasons. First, he has a very small store
and many customers crowd it. Second, he is
in the high rent district. Third, because he
sells so few instruments of any kind he must
make many sales of the smaller units such as
records, sheet music, etc,

Pueblo Music Co. Remodeled

Pueero, Cora, June 4—The Pueblo Music Co.
store has been remodeled and several new
demonstration and display rooms have been
added. A section of the store has also been
cquipped as a Victor repair department, with
complete facilities for this work.
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Mohawk settles the question of

AN

AST year, with the best One Dial set in the
world, with cabinets and consoles of
splendid design, and with prices that estab-
lished unbeatable values, Mohawk amazed
the radio world, wiped out traditions, and
began a spectacular march to the front rank
of the industry. This year, with a set that
has numerous refinements over last year’s
great set, with cabinets and consoles that
completely eclipse the beauty of last year’s
models, and with prices that definitely stop
competition, Mohawk settles the question

of radio leadership for 1927-28.

IROQUOIS CONSOLE—Rich walnut.hand-
rubbed, piano- finish, duoc-tone,with apron maple
spindle-carved. four turned legs, batterycompart-
ment with front removable panel, with builtin
patented pyramid loudspeaker with tastily de-
signed Burgundy red silk-backed grill, with set
compartment accommodating Mohawk inter-
changeable battery or electric Drawer Unit.
Dimensions: 4734 x 23, x 1514 inches.

List $120
~
Building Them Better

Pricing Them Lower
Selling Them Faster

SEMINOLE SPANISH VAR-\“

GUENO CONSOLE—A superbly
unusual Mohawk Creation. Com-
plete in every detail of design, origin-
ality and construction. Dimensions:
4% x 36 x 20 inches. List . $245

.;‘;.‘

S

HIAWATHA CONSOLE—Pier creation. Rich walnut.hand-rubbed.\\
piano-finish, duo-tone, hand-carved Chippendale legs, trimmed in curly
maple, battery compartment with front-removable panel. with built-in
patented pyramid loudspeaker. with tastily designed Burgundy red silk-
backed grill, with set compantment accommodating Mohawk inter-
changeable battery or electric Drawer Unit. Dimensions: 60 x 18% x 14

inchescListura @ w & il 8 o = | nn o & » . . 8150

Names of Mohawck Distributors Appearing on
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Radio Leadership in 1927-28

o

ETTLE the same question in your locality. Domi-
e N nate your market with the mighty Mohawk line.
Cash in on the tremendous merchandising value of the
exclusive Mohawk interchangeable drawer set. Share
the success that was enjoyed last year by every Mohawk
distributor and dealer who pushed the line and used
the support we gave without stint. ALL MoHawk ONE
Diar Rabio RECEIVERS ARE Six TUBE SETS— SHIELDED
—A. C. ELECTRIC OR BATTERY OPERATED INTERCHANGE-
ABLE DRAWER UNITS. ALSO, ALL MOHAWK SETS ARE WIRED
FOR POwer TuBe Use. Write today for the story of
the most definitely valuable franchise in the industry.

MOHAWK CORPORATION OF ILLINOIS

Established 1920—Independently Organized in 1924
2213 Diversey at Logan Boulevard, Chicago
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= PAWNEE CONSOLETTE —Rfch walnut,

hand -rubbed, piano- finish, duo-tone, with

§ - . apron maple, spindle-carved, four turned legs,

battery compartment with front removable
panel but without speaker compartment or
speaker, with set compartment accommodating
Mohawk interchangeable battery or electric
Drawer Unit. Dimensions: 38% x 19%2 x 13%
inches, List . , . . - .. . . $85
s

CHEROKEE TABLE CABINET —Rich walnut,
hand-rubbed, piano- finish, duo-tone with maple
overlay on end pilasters. Full piano-hinged. Dimen-
sions: 174 x 12x 10V, inches. List . . . $65

" CORTES CONSOLE — Castilian strut-legged creation. Rich walnut,
hand-rubbed, piano-finish, duo-tone, four turned strut legs, with hand-
wrought iron polychrome-finished center stretcher, battery compartment
with front-removable panel, with built-in patented pyramid loud-

7 speaker, sliding, disappearing type arm rest, receding. Castilian-de-

signed, Burgundy red silk - backed grill, Console trimmed with curly

maple, with invisible type hinges, with set compartment accommodat-
ing Mohawk {nterchangeable battery or electric Drawer Unit, Dimen-
sions: 48%s x 24 x 15% inches, List L o T $185

Sy

MOHAWK CHIPPEW A —The famous radio-history making
CORPORATION Chippewa. The standard One-Dial Radio Console.
OF ILLINOIS The favorite, fast-moving seller of the wide-awake,

Established 1920 progressiveradiodealer. List . . . . . $110
Independently Organized
n 1924

Prices slightly higher west of the Rockies and
in Canada

CHICAGO

Pages Following Are in Alphabetical Order
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u?/ E have joined

hands with MO-
HAWK, because we
consider the line a
winner not only for
1927-28, but for all
time to come. Lo-
cated as we are in
Chicago, we have
had ample oppor-
tunity to convince
ourselves of the

great market that awaits MO-
HAWK'S line-up.
MOHAWK, the original ONE

DIAL Radio, is a real business builder
for the music dealer. We know
Mohawk’s merchandising policy is
sound, all models are well designed
and executed and the sets perform.
Colloquially speaking, we may say:

QOur New Building Located at 18th and
Michigan Ave., Chicago

“Never a squawk
with a Mohawk!”’

Is there any more
to say except that
Mohawk’s record
during the last sea-
son shows positive
proof of leadership
which any music
dealer should inves-
tigate? We pledge
ourselves to give
the music dealer our full co-operation
and a coniplete RADIO SERVICE
that will result in increased business
and substantial profits.

We extend to all dealers attending
the R. M. A. Show June 13th to 17th a
cordial invitation to visit our new
show rooms located a short distance
from the Stevens Hotel.

MAKE MOHAWK YOUR LEADER
In 1927-1928

Che ﬂ%rrg Alter (@n. '

18th and Michigan

CHICAGO

Exclusive Distributors
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To Radio Dealers
in the Albany, N. Y., Territory

Last year we told you that we found a way to put more dollars of profit into your pocket.

We told you that selling radio sets is one thing, but making real money in selling radio is another.
We told you we had the answer to making profits.

And just as we told you we had the answer to profit making in radio last year, so again we tell
you that we have the answer to profit making in radio this year.

Last year we took on the distribution of MOHAWK ONE DIAL RADIO because we believed
it to be the outstanding radio valus in the entire Industry. This belief brought you and brought
us results on the profit side of the ledger.

This year MOHAWK settles the question of radio leadership. With many refinements over last
year's set, with cabinets and consoles that completely outdistance last year’s models, and with

| prices that forevermore stop competition, you will forevermore step into radio dealer leadership
’ if you will merchandise MOHAWK ONE DIAL RADIO.

We are MOHAWK Exclusive Distributors in the Albany, N. Y., territory, and we will distribute
| only one set this year—MOHAWK.

: We believe that, advertising or no advertising, MOHAWK sets are going to sell in tremendous
|I quantities, because of the inherent goodness of the set and because of the irresistible appeal
l of the handsome cabinets which havc been created to house the sets.

Do not overlook MOHAWK. Do yourself a kindness and investigate, examine and test MO-
HAWK before you decide on your line for the coming year.

Music dealers and all good dealers in radio, the kind of dealers that are on their toes and whose
responsibility and reliability are unquestioned, will write, wire or telephone at once for open ter-
ritory.

AMERICAN PHONOGRAPH CO.

EDISON DIAMOND-DISC Established 1899 EDISON AMBEROLA
61-63 Hudson Ave. Radio Division Albany, N.Y.

| Exclusive Distributors
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N 15 counties in the Corn-growing State
of Jowa and in 10 counties where King
Ak-Sar-Ben rules —the State of Ne-

braska—dealers with vision will want to mer-
chandise MOHAWK ONE DIAL RADIO. In
this territory we announce ourselves, with
much gratification, to be the Mohawk Exclu-
sive Distributor.

We had faith and confidence in MOHAWK
last year. With this year’s superb line,
MOHAWK will be the outstanding leader in
radio in this territory.

Myr. Dealer! If you will write, wire
or telephone at once, MOHAWK
may still be available to you!

- -
i AUTOMOTIVE ELECTRIC COMPANY .
! 306-308 Sixth Street SIOUX CITY, IOWA
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The Geo. C. Beckwith Co. Build-
ing, 16 South Fifth Street,
Minneapolis, Minn,
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16 So. 5th St., Minneapolis, Minn.

Faithtully Serving the Radio Trade

WITH THE “FAMOUSLY GOOD”

MOHAWK ONE DIAL RADIO

Throughout One of the Largest Mohawk Territories in the Country
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Dealers in the Twin City territory, during 1926,
made a remarkable record in pushing Mohawk
sales. The Geo. C. Beckwith Co. has absolute
faith in Mohawk One Dial Radio and gladly wel-
comed the opportunity to extend its service by
recently opening a complete Milwaukee whole-
sale distributing establishment. Many more deal-

ers can now join in making 1927 the biggest Mo-
hawk year in all history.

The Geo. C. Beckwith Co. carries, of course, a
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