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You’ll agree when
you see and hear

the new Brunswick Line
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The Toman No. 2 Reproducer . . . judged by all
standards of beauty and tone quality as the finest
product of its kind on the market.

All Toman Products are most favorably priced. Guaranteed
quality inside and out. We invite inquiry from Manufacturers,
Jobbers and Dealers. Samples sent promptly upon request.

E. Toman & Company

2621 West 21st Place CHICAGO, ILL.
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A New Complete
Grebe Line

WITH the addition of the Grebe Synchrophase A-C Six, deal-

ers are afforded a complete line which can be readily sold

because of the nineteen-year-old Grebe reputation, and which

will remain sold because of the minimum servicing required.

A tie-up with this complete Grebe Line will bring you those

satisfactory proﬁts that come only from satisfied customers.

Grebe Synchrophase A-C Six
List price, (less tubes) $227.50
An A -C operated receiver with
distinctive Grebe improvements for
better local and distance recep-
tion that will instantly appeal to
the buyer.

Grebe Synchrophase Seven A-C
List price, (less tubes) $195:00
An A-C receiver of such superi-
ority that it will always be an out-
standing leader.

Grebe Synchrophase Five
List price, (less tubes) $105-00
A ready seller that offers unusual

opportunity for quick turnover
and substantial profits.

Grebe Natural Speaker
List price, $35-90
A Grebe-made speaker that affords

the final touch of perfect reception .

to any receiver.

Grebe No. 1750 Speaker
List price, $17-50
Grebe quality in a speaker that
may be sold at a low price without
sacrifice of volume or tone quality.

Send for
Booklet T

AN

TRADE (“ARK
REG. VS PAT QFF.

Grebe Natural
Speaker

A. H. Grebe & Company, Inc., 109 West 57th Street, New York City
Factory: Richmond Hill, N. Y. Western Branch: 443 So. San Pedro Street, Los Angeles, California
- Makers of quality radio since 1909
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BRUNSWICK...

AG
Offers

reat Music House...

Radio

A\

To the Music Trade:

RUNSWICK will have this

fall a complete line of radio
receiving sets, in addition to the
Brunswick Panatrope, Brunswick
Panatrope with Radiola combi-
nations and Brunswick Electrical
Records.

This 1s a momentous step. But
isn’'t it logical? Now that you
have had radio produced by
almost every other sort of manu-
facturer except a MUSIC house,
isn’t it logical and timely that a great
music firm should make radio a part of its
line? For, after all, what the public wants
from radio is MUSIC. If there is any sig-
nificant trend in radio lately, it is that the
radio public wants still more musical quality
in what it buys.

That Brunswick Radio will fully measure
up to the musical standards of the house of
Brunswick we hardly need tell you. It will

REG.U.S. PAT.OFF
SEE LICENSE NOTICE
INSIDE

embody the utmost in technical
excellence, in unequaled cabinet
work, and in the same acoustical
skill in installation that has en-
abled Brunswick to secure such
extraordinary musical results in
the Brunswick Panatrope and in
the Brunswick Panatrope with
Radiola.

The Brunswick line for fall wil]
be a great line. Every Brunswick
dealer will, of course, want Bruns-
wick Radio. [Ior there are advantages in
handling one complete line, from the stand-
point of profit earning possibilities, etc., too
great to be ignored.

So tempting is the new Brunswick mer-
chandise, that the Brunswick dealer will have
the most desirable and complete line on the
market. IFurthermore, his efforts will be
supported by a tremendous national adver-
tising campaign.
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Get on the Bandwagon

HIS should be the most prosperous year in the
history of the radio business from the standpoint
The Trade Show in Chicago last
month demonstrated concretely that stabilization in radio

of the retailer.

has become a reality. The uncertainties brought about by
unregulated marketing of new models has been eliminated
and the consequent cut-price campaigns and “dumping” of
obsolete merchandise is history.

The music-radio dealer is in much the same position as
the automobile dealer. Improved models open the way to a
twofold sales campaign—to those who already own sets and
to those who do not. The AC set has split the sales field
wide open. Take advantage of the opportunity.
of battery-operated sets can be sold AC models. Owners
of old, non-selective sets can be sold new, better models.

Owners

Owners of cheap sets are in the

In the first frantic days of radio

market for better receivers.

many evils cropped up. Many
problems had to be solved to
put radio on a paying basis.
The unfit dropped by the way-
side, and these who profited by
their own mistakes and those He Gives
of others came through the
chaotic days stronger and better
fitted to make a success of the

business under new and cleaner

and 1ore eflicient conditions Sl y e a g g e = s . (Page 6)

now obtaining. Yes, the radio
business is now growing along
healthy lines. It is on a firm
foundation. Intelligent mer-
chandising and aggressive effort

are proving a profitable team.

Philip T. Clay

FEvery Dealer Should
Read These Articles

Them Service—By
John M. Schlacter. .. ... .. (Page 4)

Quick Profits in Sales of Records
—A Survey Showing the In-
crease in the

Sell the Radio Programs. .. (Page 8)
Barrow Tells Why

Step Up Summer Sales — By
Robert L. Kent......... . (Page16)

Systematized Management—BYy
.......... (Pages 20-21)

Unit Record self.

.......... (Page 9)

The same holds true of speakers
and other accessories. The
market is there.

The Market

The fact is that the success of
the retailer in merchandising
radio depends entirely on him-
Sales are no louger lost
through ugly and faulty prod-
ucts. Competition is keener
than in the past, to be sure, but
the market is broader. The
swivel-chair sales maunager or
proprietor and the counter-
leaning salesmen are detriments

to profitable turnover. Fight

Opportunity Creating a Record Demand for for business. Wage a clean, ag-

Finest Music—By W. Braid gressive battle for your share

This is the year of opportu- White ... ... (Page 30) of the consumer’s dollar. Get
nity for the dealer. Broadcast- Window Selling—By W. A out of the rut. Realize on your
ing events are on the air, of S nazaard.. . T ..(Page.40) investment. The public is

interest to every man, woman
and child old enough to think.
Sell broadcasting. It is the

Mitchell’s Plan Peps Sales. . (Page 12)

eager for radio. Listening-in is

the great national pastime.

There are many lines being

vital talking point to:day. Sell
it through advertising, window
displays and by word of mouth. Sell it every day to everyone
Sales resistance is at
Cash in.

wlho will listen. Results are certain.
a minimum, due to these wonderful programs.

With programs of such universal interest now on the air
and pending the dealer is in the best position of his career
to profit. The product is superior to anything he has had
to offer the public in the past. Both in actual performance
and appearance radio sets and accessories have been im-
proved to the point approaching art. Fine models appeal
to the eyes as well as to the ears. Unsightliness has been
removed as a factor in selling. The product is right, but it

must be sold.

made and sold. Select your
lines carefully with a thought
to local conditions and the purses of your customers and
then get into the battle. Spend mouey for advertising. Put
your sales message over and keep putting it over. Consis-
tency pays dividends. Get rid of the mentally lazy salesmen.
if there are any of that type in your employ. Surip for ac-
tion and make the most of this year. Take an active interest
Support its

officers in every way and cooperate with your fellow mer-

in the work of your local trade association.

chants in their endeavors for the betterment of the business.
Concerted action will prevail in remedying conditions where
individual efforts will fail. Elimination of bad practices

means greater prosperity.

See second lust puge for Index of Articles of Interest in this issue of The World
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He Gives 1 hem Service

By John M. Schlacter

Harry L. Wasserman Found That Courteous Service Proved the
Winning Factor in Building Business Despite Keen Competition

“Has the small business the same chance to
succeed today as it had ten or fifteen years
ago?”’ 1 asked Harry L. Wasserman, proprietor
of the United Music Store, Toledo, O. He re-
plied in his snappy, aggressive manner—‘yes,
and, what’s more, the opportunities are greater
today than at any time in the past.”

When he organized his present prosperous
phonograph, radio, record and small goods
business five years ago and leased a business
place downtown within a few hundred feet of
large powerful competitors he asked himself:

“What have 1 to offer people that the big
store does not have? How can I draw patron-
age to my store and hold it?” The answer is
simiple, Mr. Wasserman declared. Personal con-
tact; quick, high-grade service; the little touches
of appreciation, the smile, the cordial greeting;
things that will cement trade to a store. Peo-
ple like to feel the proprietor, the boss, is serving
them, or if not actually busy waiting on them
is at least greeting them. It’s getting acquainted
with your customers and then making them
feel they are important factors in the scheme
of things. Subtle flattery perhaps, but it is
justified and it pays.

Few large stores can take the time for this—
or would care to. As a result of the plan the
enterprise is to-day doing four times as much
business as during its early history. That is,
Mr. Wasserman explained:— ‘We are now tak-
ing in $450 instead of $100 as formerly. The
matter of friendship should not be overdone,
For it has happened that friendship was carried
too far, so much so that the store lost the sale
which it had been angling for to a competitor
who more effectively mixed salesmanship with
his friendly manner.”

The Victor line has been dealt in from the
beginning. Later Brunswick products were
added and now Columbia’s merchandise is to be
taken on. When the demand for radio goods
became insistent two years ago leading lines
were added to better serve customers. The
house has some very definite ideas about service
to both machine and radio purchasers. After a
sale has been completed the customer is visited
to ascertain if he is entirely satisfied with his
purchase. These little trips in nine out of ten
cases result in new customers. In the radio
section the house has found it profitable to
hire or to farm out its radio service work. As
soon as a radio set is sold a contract is made
with a service organization to service the set for
one year. Customers are sold or given one
year’s service. Salesmen follow the calls as a
matter of customer satisfaction. At times in
the past season radio volume has exceeded ma-
chine volume. When a prospect is listed here
he is followed up and nursed along in a friendly
way until he is sold or dies. Not infrequertly

-

people have bought after being on the prospect
list for two years or more.

It is very important that workers be ac-
quainted with every phase of the business.
Therefore, meetings are held with salespeople

Harry L. Wasserman
and department heads two or three times a
week at which new merchandise, new releases,
timely topics suitable for store tie-ups and
trends in merchandising are discussed. These
get-together affairs maintain a high degree of
co-operation among workers. Mr. Wasserman
nmaintains that his force is not working for hinw
but with him. Therefore if someone fails he
is not blamed—but Mr. Wasserman feels he
should be blamed and to a degree holds himself
responsible for an act of omission—in that he
must have failed to instruct the person in some
important particular. A diary is kept of the
daily activities of each worker at the meetings
and the little book sometimes figures in the dis-
cussions. Workers are paid a_bonus at the end
of each six months. And occasionally in-be-
tween specials are offered for extra volume or
quick sales of a special buy of goods. The
force is asked to treat customers much the
same as they do guests at their home. The
patron is a profitable guest, for he leaves some-
thing which pays the workers salary.

A store should be neat, Mr. Wasserman
maintains, but not fancy Elaboration does not
create a homey atmosphere. It makes patrons

4

uncomfortable and drives trade away. Always
cater to the average man. He is in the major
ity, and, therefore, does most of the buying. Win-
dows here are considered real sales builders.
They are changed often and almost always have
2 definite sales job to accomplish. The illus-
tration shown above is a good example. It
is a St. Patrick’s Day window. In the cen-
ter is a brick, back of it erect is a record, “An
Irish Lullaby.” Scores of other discs appropri-
ate to the day as well as shamrocks and other
decorations add to the attractiveness of the
window. The window, Mr. Wasserman said,
created a large amount of favorable and pleas:
ant comment and sold many records. Another
window with a large pumpkin and trimmings
suitable to Halloween likewise sold scores of
discs and was remembered for months. Indeed,
it happens frequently that people will come and
ask for merchandise displayed in a certain time-
ly window weeks after the trim was used. One
of the most successful windows used by the
store was a Mother’s Day window. Records
for mother were shown in small attractive con-
tainers which held two or three discs and sold
quantities. A holiday display of a Sparton
radio as the central topic—arranged to appear
breaking through the wall of a room—attracted
many and sold sets. Holiday displays of ma-
chines for gift purposes wrapped in holiday
paper and tinsel and ribbon likewise sold ma-
chines. Window trims are never costly here.
For instead of using gold or silver cloth the
store uses silver or gold paper and variegated
crepe paper for backgrounds and for floor cov-
erings for the windows. Tlhe cost of a window
seldom exceeds $8 or $10 and usually does not
cost more than $3 or $4. Windows may be
coupled to the news of the day—music shows
coming to town, concerts and traveling artists,
school events and dozens of events of local or
national interest. The list is almost inexhaus-
tible. The idea is the thing and the novel han-
dling of an ordinary subject will attract people.

The house has a large following of foreign
record buyers—Spaniards, Italians, Mexicans
and Germans. These people are real music
lovers, hence they generally purchase records
of the better type. Mr. Wasserman personally
looks after the wants of many of these people,
for he is able to converse with them in their
own tongue, being a master of seven languages,

Salespeople are instructed to sell records here
and not merely hand them out. They are famil-
iar with the record story and the history of the
f\rtist or the band and in that way are able to
impart to the customer much of interest and
thus make this appeal produce sales. Extra
sales pay the rent, is a slogan. Therefore, at
least one record in addition to the one called

(Continued on page 9)
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Recent Brunswick Records by Nick Lucas
“Just Like a Melody Out of the Sky” — voice

with orchestra ... “For Old Times’ Sake”—voice
and guitar. 3965
“When You Said Goodnight (Did You Really
Mean Goodby)?” . .. “You're a Real Sweet-
heart”—voice and guitar with organ. 3966
“I Can’t Do Without You” . . . “It Must Be
Love”—voice and guitar with piano. 3925
“Sunshine” . . . “I Still Love You”—voice and
guitar with piano. 3850
“Without You, Sweetheart” ., .. “My Ohio
Home”—voice and guitar with piano. 3773
“Blue Heaven” . . . “Among My Souvenirs” —
voice and guitar with piano. 3684

2—Good Selections on Every Brunswick Record—2

NICK
LUCAS

On Brunswick Only

UCAS records have been gold mines for the Bruns-
wick dealer. No pOPLllar vocalist in years has
had thevogue enj oyed by “I'he Crooning Troubadour.”

Lucas’ latest recordings for Brunswick are destined
to reach the same sales peaks attained by his earlier
recordings. Brunswick Electrical Recording (musical
photography) makes each a musical masterpiece that
satisfies the purchaser even when played on an old-
style instrument.

Lucas 1s one more proof of the tact that Brunswick
has the merchandise most in demand. Brunswick’s
sales policies, plus the choicest artists, make Brunswick
the line of most profit for the music dealer. -

THE BRUNSWICK-BALKE-COLLENDER CO., Chicago, New York, Branches in all Principal Cities
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In Sales of Records

increased by leaps and bounds until at

the present timc this phase of the re-
tail business is one of the most profitable and
satisfactory for the retailer. An important fac-
tor in record turnover is that it brings quick
profit. The dealer whose business in machines
and other products is mostly on thc instalment
basis is usually in need of cash, and record sales
volume gives him the money to meet his obli-
gations and carry on his business without re-
sorting to the banks and financing companies
to the point where his overhead consumes the
profit made on sales.

Trend of Record Sales

A national survey just concluded by The
Talking Machine World has brought to light
some interesting facts regarding the trend of
record sales. Most of the dealers who answered
the questionnaire report that the average unit
record sale has increased from ten to fifty per
cent. In other words, the individual record
customer to-day is being sold ten to fifty per
cent more merchandise on each visit to thc
store. The average incrcase of unit record sales
is twenty-seven per cent.

This is an important trend. It indicates two
things. First, that the popular interest in
recordings has increased and that people are
playing their phonographs more than in the
past. Second, that retail dealers are realizing
the necessity for actively promoting the sale
of rccords, and with this in mind more attention
is being paid to salesmanship in the record de-
partment.

Business to-day is being departmentized and
each department is expected to show a profit.
The talking machinc store is a miniature de-
partment store, specializing in the sale of musi-
cal products. Formerly records were carried
simply because they were necessary to the en-
joyment of a plonograph. The sales of records
were incidental and no time nor cffort was
spent in most cases in pushing these itemns. Now
many dealers are devoting considerable of their
<ales promotion effort to the sale of records.
This department is receiving the same attention
that is given to the phonograph and radio de-
partment, because the dealer realizes that a
small and frequent profit is worth going after.
He knows that in the aggregate the sum reaches
respectable proportions. He knows also that
if one department of his business does not pay
the profits from the sale of other merchandise
is largely consumed.

Sales of Classics Increase

An analysis of the questionnaire showed that
one of the important factors in increased record
business has been the sale of the classics. These
sales include the very fine album sets that the
leading companies are featuring. The sale of
a single album set reaches a respectable fig-
nre, and this is one of the reasons for the
growth of the average unit record sales. This
indicates a marked tendency toward an increase
in the liking for good music on the part of the
public.

There are several other important reasons for
the improvement in record business; first, of
course, is the fact that under the new method
of recording reproduction is far more perfect
than it ever was in the past. The new instru-
‘nent also aided in better reproduction, ‘giving
to music lovers practically perfect performances.

DURlNG the past year record sales have

Another factor has been the widespread musi-
cal education of children. Music memory con-
tests in the schools throughout the country have
been instrumental in developing a knowledge of
good music, and this is reflected in the sales of
records.
Radio as a Record Sales Aid

Radio, too, has had its share in building
record sales. Thousands of listeners-in who never
before enjoyed the finest type of music now
own phonographs and buy records because the
desire was created by hearing famous artists
broadcast. All of these things have graded up
the musical taste of the public. This is a forin
of education which means dollars and cents in

There is a decided effort on
the part of record manufac-
turers and dealers to increase
the amount of the average
record sale. A survey made
by The Talking Machine World
revealed the fact that the
average unit record sale has
during the past two years in-
creased about 27 per cent.
The accompanying article
analyzes the record situation.
It is based on facts procured
from the retail trade. . .

the pockets of dealers. There can be no ques-
tion about the value of sustained effort in
“selling” the public on good music. Experi-
ences of dealers who have gone to some trouble
and expense in locating the music lovers of
their community and in cultivating them show
that this type of customer is the most consistent
buyer.
Record Sales Promotion

As has been mentioned, record sales promo-
tion is assuming greater importance in the eyes
of retailers. The same tactics of follow-up that
sell phonographs are now selling records. The
telephone is being put to good use in bringing
to the attention of customers and prospects the
latest recordings in which they are most likely
to be interested. Direct mail, window display
and other forms of publicity are proving effec-
tive sales builders. One dealer who does a con-
siderable foreign record business has evolved a
card system in which he has separated his cus-
tomers according to their nationalities. These
people are constantly followed up by direct
mail and regularly receive the supplements of
the records in the languages they know best.
Another aggressive merchant uses a card sys-
tem as a handy reference regarding the musical
taste of his patrons. Each sale is recorded on
a card which is filed alphabetically and mu-
sically. There is a file for the lovers of good
music, and one for the jazz fiends. These files
are subdivided according to type of music, so
that the dealer when planning a direct mail
campaign can work one hundred per cent ef-
fectively.

Dealers Analyze Progress

Excerpts from letters sent in by dealers dur-

ing this survey indicate concretely what is hap-

6

pening to the record business. Miss B. B. Steele,
manager of the talking machine dcpartment of
Stern Bros. on Forty-second strect, New York,
says: “Our record sales keep up with last
year; in fact the demand for the ready-sale
numbers is greater and album sets have created
an additional demand. There is a decided ten-
dency toward a better class of music, although
dance numbers are still very popular and are
making a quick turnover. We have sent spe-
cial lists of records of all types to our custom-
ers, and have been quite successful in these
sales with personal responses as well as tele-
phone orders.”

C. E. Card, of the Paul-Gale-Grecenwood Co.,
Norfolk, Va., stated that

Our record unit sale has increased about fifty per cent
over last year. The new album record sets have caused
the customer to purchase five records, whereas in some
instances he would have selected only one.

People are demanding better music. We have a number
of customers who are willing to buy classical music to-
day who, a year ago, would not even have listened to
classics. We attribute this increase in business to the
new electrical Orthophonic recordings, and the national
advertising which has stimulated interest in better music.

For sales promotion we have a selected mailing list,
which is kept active. We have recently tried out a
plan of paying our sales ladies three cents on $1.00
Red Seal records and five cents on $1.50 ones, when a
customer purchases more than one record. This, we be-
lieve, has increased our Red Seal record business.

Denton, Cottier & Daniels, Inc., Buffalo, N.
Y., emphasize the fact that the unit of sales is
higher fhis year than that of last year, due in a
great degree to the demand for the new album
records scts. “In our opinion, were it not for
the album sets the sale of popular records
would predominate to an even greater degree
this year over last year,” says this concern.
“There seems to be an appeal to those people
who are interested in the better class of music
to purchase symphonies or sets of certain types
of records in album form rather than in sepa-
rate units. The album form of record distribu-
tion has in part broken down sales resistance.”

R. H. Parks, advertising manager of the
Meiklejohn Co., Providence, R. I, says:

Our record sales seem to indicate the following trends
in record buying:

1. Unit sales are slightly larger.

) ; Our total sales are
mcreasmg.

¢ . V\{e fill more large orders than of last year,
with a slight increase in the number of customers.

2. The album record scts do increase the value of the
av.erage sale. Their purchasers are included in a limited
clientele, however.

3. The bulk of our record business is still the popular
dance and ballad releases. Ve sell more of the high-
grade music than formerly, but attribute it greatly to the
fact that there are more classical selections available
by this time. Undoubtedly, there are a number of times
when customers buy a selection of a classical nature
because it has been made familiar through the radio. It

is r?erely a case of their discovering a fine tune hidden
behind a technical name.

Joins Sales Staff
of Brown & Hall Co.

St. Louis, Mo.,, July 3—The Brown & Hall
Supply Co., Atwater Kent distributor, has in-
creased its sales staff to sixteen men by the
addition of C. E. Borntraeger, formerly sales
manager of the McGraw Electrical Appliance
Co,, and O. M. Fisk, for the past six years
connected with the Brunswick Co. Both of the
new members of the sales staff have had wide
experience in the music-radio field and are well
known throughout this territory.
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There is nothing finer
than a Stromberg-Carlson

No. 636 Stromberg-
Carlson uses 7 Radiotron
Tubes: 5§ UY-227 A.C.,
one UX-177-A4 Output
Tube, and one UX-280.
Price, less Tubes and

Speaker, East of Rockies
$245.00

ONJSOLE gt~ AC Tube
STROMBERG~CARLSON

Low, perfect in proportion, of softly gleaming two-toned Walnut, this
latest exquisite Stromberg-Carlson will be acclaimed enthusiastically by
every Stromberg-Carlson dealer.

The operating unit of this new Receiver is identical with, and has all
the magnificent tone quality of the No. 635 Stromberg-Carlson A.C.
Tube Treasure Chest—the same extreme sensitivity, the same keen se-
lectivity, new Dual Circuit volume control, one tuning dial, and phon-
ograph jack for electrical reproduction of records. Itis arranged for use
with the Stromberg-Carlson external Cone Speaker (wall type or floor
type)—so necessary for correct acoustical effects.

The cabinet itself is superb. Matched Walnut Butts give the top a rich
beauty,while contrasting shades of paneling,delicate wood carved effects
and an escutcheon of real bronze, lend it distinction. A Walnut slide
which may be used as writing table acts as a cover to close the front.
Easy access to the operating unit is provided at the back.

STROMBERG-CARLSON TELEPHONE MFG. CO., Rochester, New York

Other Models Range in Price from $185 to #1205, East of Rockies

The Stromberg-Carlson Sextetre Tuesday evenings at eight o’clock Eastern Daylight Time
through the N BC and 22 Associated Stations

Stromberg-Carlson

Makers of woice transmission and ~voice reception apparatus for more than thirty years.



Sell the Radio Programs

The Presidential Campaign and the Heavyweight

Championship Fight Will Lessen Sales

a dealer had the ammunition to offset

any tendency toward a lessening of in-
terest on the part of the public in radio activi-
ties during the Summer months that is his at
the present time. Every year, in fact every
month, the programs that are being broadcast
into millions of homes have shown improve-
ment. Money in unlimited sums is being spent
<o that the set owner with a turn of the dial
can be entertained, or instruct-
ed, or edified. So frequent have

NEVER before in the history of radio has

sanity in our judgments which can but redound
to the national welfare.”

It is a well-known fact that the Republican
candidate, Herbert C. Hoover, is not at his best
on the platform before audiences, and it is freely
surmised that the’ greatest percentage of his
campaigning will be done before the micro-
phone. Gov. Alfred E. Smith, the Democratic
standard-bearer, on the other hand, never ap-
pears in a better light than before an audience,

Resistance

are still fresh in the minds of dealers. At that
time dealers who hooked up with the coming
broadcast found sales reaching almost unbe-
lievable proportions. In some cases 50 per cent
and more increases were the rule. It is true
that at the present writing there does not seem
to be the same interest in the coming competi-
tion, but as the date approaches and the news-
papefs play up the event public interest will
quicken, and on the day itself it will seem to

be a “natural” whether or not

it is from the angle of sport.

become programs by the cream
of the entertainment world’s
talent that it takes an event of
the importance or prominence
of a héavyweight championship
bout or a nation-wide hook-up
with artists located in cities at
both ends of the country par-
ticipating to really rouse the
radio audience. There will be
a heavyweight fight in a very
short time, but there is some-

thing more important, some-
thing that <could not be ar-
ranged for any sum which

should be used by every dealer
as the final clinching sales argu-
ment. It is the Presidential
campaign, and this struggle for

in on this interest.

ADIO will play the most important part in the

campaign to elect the next president and the
dealer who neglects to incorporate the coming
broadcasts by the candidates and campaign orators
is overlooking his most potent sales argument.
Everyone is interested in the present campaign and
coming election to a most unusual degree.
. And don’t forget the effect -
which the broadcast of a heavyweight champion-
ship fight has on sales of sets and accessories.
Make the coming one a real profit producer.

These are the outstanding
broadcasting features which
should batter down all Summer
sales resistance. The receiving
set manufacturers are doing
their share and newspaper ad-
vertisements and billboard pub-
licity are informing the public
of radio’s part in the political
campaign. Throughout the en-
tire country Atwater Kent
billboards carry illustrations of
the elephant and the donkey,
the emblems of the two major
parties, with the word “WHO"
interrogated. This is one of
many tie-ups by manufacturers.
But the dealer must do his
share. If trade has slowed up

Cash

the highest honor which a na-
tion can bestow on any of its

citizens will this year be carried on largely and while it is probable that he will make the

over the air.

The drama of the presidential election from
now until November when the votes are cast
bears every indication of proving one of the
most stirring in the political history of the na-
tion. Everyone is interested; the candidates are
outstanding personages; the issues are live and
with the various influences which through the
personalities of the candidates and the resent-
ments felt in different sections of the country
point the way to a change in the alignment of
political power in many different States, the
opportunity of selling radio receivers was never
greater than it is now. ‘

In a recent address before the convention of
the Federation of Women’s Clubs, Merlin H.
Aylesworth, president of the National Broad-
casting Co., stated that the next President will
be elected by radio. In part, he said that a voter
seated in the comfort of his home may weigh
carefully every statement of the campaign ora-
tor, adding that radio is “certain to introduce a

swing of the country carrying his platform di-
rect to the voters, his speeches will not be con-
fined to the visible audience, but through radio
will be brought into the homes of every receiv-
ing set owner. Nor will the candidates be alone.
The existing conditions, with the admitted pos-
sibilities of a change of the party in command
of the nation, are certain to bring into the fray
the spellbinders of both parties. The campaign
will be a brisk one undoubtedly, and with the
radio it will be one that can be participated in
by everyone owning a set.

The dealer who cannot sell a receiver to a
prospect by utilizing the advantages which it
carries now more than at any other time must
indeed be dealing with a man whose sales re-
sistance is impenetrable.

It scarcely seems necessary to say anything
to dealers regarding the stimulation which the
broadcasting of a heavyweight fight has on
sales. The results of the most recent Dempsey-
Tunney exhibition viewed from a trade angle
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to any appreciable extent, use
the spare time to gather new
prospects. Go over your list of set purchasers
of a few years ago and see if they are not in
the mood to replace their old set with a new
and modern one. Don’t confine your activities
to homes alone; restaurants, barber shops, ice
creamn parlors—in fact, all places where people
congregate—are extremely likely prospects and
never more than at the present time. Inaug-
urate your selling campaign with a series of
letters. What are the people in your vicinity
interested in? Is prohibition the big factor? Or
farm relief? Or the dozens of other issues?
Bring reference to the issue in your letters.
Tell them to keep abreast with both parties by
listening to the speeches of the candidates with
the aid of a radio set.

The opportunity for increased sales is ripe.
1t remains for the dealer to take advantage of
it and capitalize it for his own benefit.

Imports for the first quarter of 1928 amount-
ed to $1,069,000,000, the Chamber of Commerce
of the U. S. reports.
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A Radiotron
for every purpose

RADIOTRON UX-201-A
Detector Amplifier

RADIOTRON UV-199
Detector Amplifier

RADIOTRON UX-199
Detector Amplifior

RADIOTRON WD-11
Detector Amplifier

RADIOTRON WX-12
Detector Amplifier

RADIOTRON UX-200-A
Detector Only

RADIOTRON UX-120
Pover Amplifier Last
Audio Stage Only

RADIOTRON UX-222
Sereen Grid Radie
Fregquency Amplifier

RADIOTRON UX-112-A
Power Amplifiar

RADIOTRON UX-171-A
Power Amplifier Laxt
Audio Stage Only

RADIOTRON UX-210

Power Amplifier Oscillator

RADIOTRON UX-240
Drtrctor Amplifier for
Resistance-coupled
Amplification

RADIOTRON UX-250
Powver Amplifier

RADIOTRON UX-226
A.C. Filament

RADIOTRON UY-227
A.C. Healer

RADIOTRON UX-280
Full-Ware Rectifier

RADIOTRON UX-281
Half-Ware Rectifier

RADIOTRON UX-874
Voltage Regulator Trube

RADIOTRON UV-876
Ballast Tube

RADIOTRON UV-886
Ballast Tube

The standard by

i which other vacuum
tubes are rated

Look for this mark
¢n every Radiciron

RADIOTRON UR- 200
[
RADIOTAON 1120
RADIOTAON UE-222
S Gt ke

PADIOTRON Ua-11M4

RADIOTRON UR-171:8
Praw dmpisie lns

Serigeyrza Every Radiotron is tested
" and inspected in 41 differenc
mogmgen | ways before it is approved
el in the laboratories and fac-
| T tories of RCA, General

| FAQIOTRON Uv-385

| = Electric and Westinghouse.

The Radiotron is the joint product of RCA, Westinghouse
and General Elecric, developed and perfected in the same

greae laboratories which give you the MAZDA lamp. They
‘ are the aeaton of the skilled radio engineers who made
modern broadcasting possible. Equip your set with genuine
j RCA Radiotrons. Never use new rubes with old ones thac

have been in use a year or more. See thac your sec1s com- 2o
pletely equipped with RCA Radiotrons once a year at least

RCA Radiotron

NEW YORK CHICAGO SAN FRANCISC o

Every RCA Radiotron is inspected and tested
in 41 different ways before it leaves the factory
laboratories where it is made. Developed and
perfected by the expert radio engineers of
RCA, the Radiotron is accepted as standard
by leading manufacturers of all receiving sets

sold on a quality basis. There is a Radiotron

for every purpose. Carry cthe complete line.
Recommend them to your customers and

watch your profits mount.

RADIO CORPORATION OF AMERICA NEW YORK CHICAGO

MADE

F e

o, AR
p S o VR e

\ Radi

B - 4 R s ‘Z"'-‘: e s — : .

Back of RCA Radio-
trons is 2 national adver-
tising campaign that is
larger and more impres-
sive thian that behind any
other vacuum tube. Be-
causechestoryisconvinc-
ing and performance
backs it up, RCA Radio-
uonslead all ocher makes
of vacuum tubes in vol-
ume of sales. Forceful
- counter and window dis-
plays, folders, etc., help
you to get your share.

SAN FRANCISCO

RADIOLA

v
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Barrow ‘lells Why-—

Best Merchandise, Untiring Service, Home Demon-
strations, Carrying Charges Are His Pet Policies

termination and hard work has enabled a

radio dealer in a small town to found a
business with a small capital of several hundred
dollars, and in a comparatively brief time build
to an annual gross of more than $100,000. The
dealer in question is Willam Barrow, Jr, of
Great Neck, Long Island, N. Y. A trifle more
than four years ago, in May, 1924, to be exact,
Mr. and Mrs. Barrow started a retail radio es-
tablishment with a total investment of $565 and
a Dodge automobile. The smallness of capital
proved no handicap, however, and the growth
of the business done by the Barrow establish-
ment proved the soundness of the idea which
the proprietor had when he decided to enter
the field. This idea was that the average per-
son seeks dependable merchandise and desires
to deal with a merchant from whom good and
courteous service can be secured at all times
and without quibbling.

The policies mentioned above as told by Mr.
Barrow to the Town Crier, the official RCA
house organ, are as follows:

“First of all we handle only the best of stand-
ard merchandise. Second, we render untiring,
sympathetic service A customer’s troubles be-
come our troubles until they are remedied.
Third, we believe most heartily in home demon-
strations, and credit over half of our sales to
the installation of a good radioc in the pros-
pect’s home. Fourth, we pay our bills and ex-
pect our customers to pay theirs If deferred
payments are desired, this privilege should be
paid for by the customer. Fifth, “Trade-ins’ are
a necessary evil of the business and there is
cnly one way to meet the problem. We allow
the customer what we think we can sell his
machine for. We do not want the reputation
of giving ‘liberal’ allowances. Lastly, we try
to keep up with every development in the radio
field, but until a new development has proven

T HE following of definite policies plus de-

itself in the laboratory and field tests we do

‘1ot push it on the customer.”

This brief summation of his creed by Mr.
Barrow is an excellent thought for every dealer
to ponder over. Particularly interesting is the
store’s attitude regarding home demonstrations,

them speaks strongly in favor of his stand.

Some time ago Mr. Barrow was an active
participant in the Radiola 20 contest sponsored
by the Radio Corp. and emerged the winner
of the second prize of $500. The accompanying
photograph shows a typical example of the

securing of interest or carrying charge and
trade-ins. These topics are among the most
debatable in the entire retail radio field and the
expressions of opinions regarding them by a
dealer who has been successful by following

Left: Window
Display
Arranged by
Live
Dealer; and
Below:
Barrow Receiving
His $500
Prize From
Mr. Hendrickson

nianner in which radio merchandise is present-
ed to the public in the Barrow store window.
The colors of the posters are matched by the
lampshade, and amber spotlights playing on the
cabinets made an attractive display.

United Music Store, Toledo, O.,
Built on Courteous Service

(Continued from page 4)
for is played for every patron. A leader or plug
record is always used and around this others
are featured. A stock of approximately 8,000
of the leading lines of records is carried. This

is watched carefully and as demand increases or.

diminishes buying is regulated. Overstock is
carefully avoided. The store is open evenings
and makes a specialty of catering to after-
theatre crowds. Often music used upon the
stage is featured in the window or is played
through a loud speaker to passers-by.
Recently the store has sold many combina-
tions. It is the endeavor at all times to dem-
onstrate a machine in the home instead of at
the store. People usually drop SO per cent of
their sales resistance after seeing the instru-
ment in their home. Never talk terms, price
or payments until after the prospect has heard
thie machine, points out this aggressive dealer.
Instead of stating a dehnite arrangement of
terms try to get an idea from the customer of
what he thinks would be a good down payment
and a fair monthly amount to pay. In most in-
stances it will be found that the customer is
willing to pay more than the store demands.
Always tell the truth when putting on spe-

cial sales, say the goods are discontinued models
or obsolete, odds and ends and the like. The
store has increased its floor space twice and
recently additional upstairs display space was
added. Mr. Wasserman believes much of his
success is due to his early training, which en-
abled him to study human nature and deduct
from this much of value in the sale of things
musical. He is a violinist of some accomplish-
ment. He has always been interested in musical
goods, having sold various lines at odd times.
He was associated with the Ford Motor Co.,
Detroit, for a number of years, having under
him several thousand men of many nationalities.
He was also connected at different times with
government of Detroit and Michigan.

Radiovision Corp. Appoints
New England Distributor

Exclusive distribution in the New England
States has been conferred upon the Post &
Lester Co., operating through its eight branches
for the sale of the Cooley Rayfoto picture re-
ceiving apparatus manufactured by the Radio-
vision Corp., New York.

9

This company manufactures a kit for receiv-
ing pictures broadcast by radio stations in the
homes of amateur experimenters and set build-
ers. An interesting angle in connection with
this merchandise is the fact that a phonograph
is used as the means of rotating the cylinder
upon which the picture is received. It is be-
lieved that there will be a considerable sale of
second-hand phonographs to amateurs using the
Cooley Rayfoto apparatus, and that the long-
awaited outlet for phonographs taken in trade
will soon be established, as the Rayfoto Kit is
in full production and distribution

The Radiovision Corp. has purchased the ex-
clusive transmitting and receiving rights for
radio under the Cooley patents. It was also
learned that about 100 broadcasting stations
nave applied for transmitting rights and that
the Voice of St. Louis has already a license and
that other licenses are pending with stations
throughout the United States.

World at Paris Exhibition

The annual Paris International Fair and Sixth
Salon de la Musique et du Phonographe was
recently brought to a close. More exhibitors
than ever before were represented, including
manufacturers of all types of musical instru-
ments and accessories and music publishers. A
special section of the exhibition was devoted to
a group of music trade papers, including The
Talking Machine World.
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Results—with the Average Sound Box

Results---

with

AUDACHROME

The Chromatic Reproducer )

N the photograph at the top of this page

you see many instruments nullified —an exact
portrayal of what happens when intricate orchestral
music is reproduced by even a pretty good sound box.
The faces whited out represent musicians whose con-
tribution to the original ensemble is partially or en-
tirely lost in the reproduction. Now glance at the
larger picture. It fairly illustrates the thorough,
clean-cutinterpretation achieved by AUDACHROME.

ACCEPT NO IMITATIONS .. . .. . . .
Every Audachrome and every This is not egotism; it is not exaggeration; just a plain,

other Audak instrument bears
a protective tag like this—

s i straightforward picturization of comparative results.

The AUDAK

565 Fifth Avenue,
“Makers of High Grade Electrical and
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Eoven .
Untrained
Ear.....
Detects .

Difference
Instantly

AUDACHROME

“The Standard by Which Al
Others Are Judged and Valued”

O matter how “unprofessional” the ear, it promptly

catches the difference between AUDACHROME’s marvelous
performance and that of any other sound box. With AUDACHROME,
no shade of value from a single instrument is obscured. Every note and
chromatic variation is reflected as from a mirror—true as the original
performance.

Anyone can tell the difference, no matter how untrained. It is this
startling superiority of AUDACHROME in action which gives you such
a remarkable selling asset. For, after all, the music merchant is selling
MUSIC—and the more clearly, the more accurately, the more realisti-
cally the reproducer interprets, the more eager will your
trade be to own more and more of the new electrical
records. This is hard, practical business logic, founded
on extensive trial and comparison. We leave the in-

ference to the dealers themselves.

AUDAK Reproducers from $5.50 List Up

COMPANY

New York City

Acoustical Apparatus for More Than 10 Years”



12

The Talking Machine World, New York, July, 1928

Swedish Composer Wins $10,000
in Columbia Schubert Contest

Kurt Atterberg Adjudged Winner of World-Wide Competition for Original Symphony
in C Major—Columbia Sponsors Parliament for Music Advancement

Kurt Atterberg, of Sweden, composer, con-
ductor of the Stockholm Orchestra, and presi-
dent of the Swedish Society of Composers, was
recently announced by Walter Damrosch to be
the winner of the Columbia Phonograph Co.’s
$10,000 grand prize for a musical composition
best recapturing the mielodic spirit of Franz
Schubert.

The prize-winning work is an original sym-
phony in C Major, and won a majority vote
from ten noted judges, of as many different
nations, for “power, melody, beauty of themes
and construction, a fitting Centennial tribute to
Schubert.”

Kurt Atterberg was born in Sweden in 1888,
studied in Germany and is well known already
as the composer of many symphonies.

Immediately following the verdict of the jury
the Columbia Phonograph Co. announced that
in the near future it will both record and broad-
cast the prize score, and also all first-prize win-
ning scores in the nine other international
zones, against which Sweden competed for this
grand prize. One thousand dollars had been
previously awarded in each of ten zones, Amer-
ica, England, France, Germany, Austria, Italy,
Spain, Russia, Poland and Scandinavia.

The Atterberg Symphony was adjudged to be
the best among five hundred compositions, sub-
mitted from twenty-six countries covered in
the ten zones, in the now celebrated contest
inaugurated last Summer by the Columbia Co.
This contest, at first announced as aiming to
complete Schubert’s “Unfinished Symphony,”

was later broadened to include any original
score in the spirit of Schubert, the prime re-
quisite being “a return to melody.” While com-
pletions of the “Unfinished Symphony” were
given a fair hearing, and in England and in
France won zone prizes, the Atterberg Sym-
phony, as noted, is a fully original composition.

Austria and Poland were the two closest
rivals of Sweden for the grand prize, the for-
mer represented by a work of Franz Schmidt,
and the latter by Czeslaw Marek, aged thirty-
six. Both composers are among the foremost
in their respective lands.

On behalf of the International Jury, of which
he was chairman, Walter Damrosch stated in
announcing the grand prize winner: “The re-
sult fully justifies the world contest and realizes
the Columbia Phonograph Co.’s aim, achieved
through this melodic prize-winning score, of
challenging the extreme disorganized tendencies
of modern music.”

The Schubert Prize Contest, which has been
a great international success, merely completes
the first phase of Columbia’s Schubert Centen-
nial, which in America has a national commu-
nity scope, covering educational and musical
programs now being given in one thousand
cities and towns. These will culminate in a
Schubert Week, November 18 to 25, in com-
memoration of the Centennial of the composer’s
death, November 19, 1828. A development from
the prize contest of more than passing signifi-
cance is Columbia’s announcement that it will
sponsor a permanent International Parliament

for the Advancement of Music. This new idea
was inaugurated at a Columbia dinner gtven
June 23, concluding the present Vienna Con-
gress, and attended by officials of the Austrian
Government and the City of Vienna, the jurors
and many celebrities of the music world.

Through this parliament, Columbia estab-
lishes a $50,000 prize fund, for the years covered
from 1929 to 1938, inclusive, to be spent in
yearly prizes of $5,000 each, for ‘“the greatest
service to the cause of music.” TUnder the de-
tails of this fund a unique feature is that award
will be possible each year either to an individual,
for creative work, or to an institution, for serv-
ice rendered the advancement of music interna-
tionally. All delegates to the present Congress
enthusiastically endorsed this plan as a logical
outgrowth of Columbia’s service in sponsoring
the Beethoven arfd Schubert years of 1927 and
1928, and added that the plan fills an important
gap in the Nobel prizes, which do not cover
music. Administration will be by a permanent
council 6f thirty members, three each from each
of the present ten international zones. The
function of the council will be advisory, Colum-
bia reserving the right to make the yearly
awards from recommendations furnished by the
council. Vienna is proposed as the meeting
place for the council in 1929.

Future of T_al_king Movies

The educational possibilities of the talking
motion picture are unlimited, according to Al-
fred N. Goldsmith, chief broadcast engineer of
the Radio Corp. of America. Mr. Goldsmith
stated recently that while the synchronization
devices are at present confined to theatres, they
in time will be evolved for use in homes.

It has been reported that English interests,
including the British Brunswick and Duophone
Cos., have purchased the entire capital stock
of the German Vox and Talking Machine Co.

=& __ I =—"————

New Line of

New Baby Outing
$12.00 List

Master ?fMovabIe Musie”

Dgahandle handles it*

The World Famous Portable Phonograph

Latest Offering by the Makers
of Nyacco Products

New Junior Outing
$15.00 List

Jobbers—Write for Special Quantity Discount

NEW YORK ALBUM & CARD CO., Inc.

Established 1907

64-68 Wooster Street, New York

Portable Phonographs

New Senior Outing
$25.00 List
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HIS is the latest design of attach-

ment for playing lateral cut records
(Victor, Brunswick, Columbia, etc.) on the
Edison Phonograph. Fitted with the Oro-
Tone No. 90 Reproducer, it is unequalled
for volume, definition, and richness of tone.

The full curved arm of the No. 166
tapers gracefully from elbow to Repro-
ducer. It’s full 190 degree throw-back arm
means quicker and easier change of needles
.and records. The needle automatically

MODEL 166—90

With No. 90 Reproducer, as
shown in illustration—nickel,
$8.50; oxidized or gold, $10.00.

Attachment only without Repro-
ducer—nickel, $3.00; oxidized
or gold, $§3.75.

takes its correct playing position and
when control lever is depressed clears
record completely. The easy swing of the
No. 166 prevents any possibility of the
needle dragging across record face. There
is a distinct absence of surface noise. With
a full range of travel, the No. 166 will play
any size record and its attractive appear-
ance and deep rich tone assure you an
article of easy sale. This means profit to
dealers and satisfaction to users. Order
yours to-day!

The new Oro-Tone Catalog is just off the press, listing
description and prices of all principal products. If you
haven’t received yours send for it at once.
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Campaigns to Better
Radio Service Work

St. Louis Radio Trades Association Ex-
amines Service Men and Issues Regis-
tration Cards to Those Qualifying

After many months of local publicity prepa-
ration, the St. Louis Radio Trades Association
recently opened its campaign to develop better
radio service in the city. The opening feature
was an examination of the city’s radio service
workers by the Association Technical Commit-
tee chairman, Geo. W, Van Sickle, of the Van
Ashe Radio Co.

All service men whose grading justifies will
be given a registration card to show they are
recognized by the Association as capable of
properly servicing radio equipment. The men
whose grading shows they are not properly
equipped with practical knowledge necessary to
gain recognition will be given special instruc-

The Talking Machine World, New York, July, 1928

tions and shop practice where wanting and
later another examination. This procedure will
continue until all service men are registered
as experts. After registration has been com-
pleted the organization of service men will be
brought together once a month for instructions
on current and new equipment. They will be
kept up to date by expert teachers.

This new activity by the St. Louis Radio
Trades Association will eliminate much of the
unsatisfactory radio service work reported to
members and to the Association itself. It will
also build good will so necessary to the sale of
radio equipment. Everyone knows how a set
cwner, who has been unable to secure efficient
service, will spread propaganda against buying
of radio because they claim the things are not
perfected and no service men seem to know
how to correct mechanical trouble. This harm-
ful publicity will thus be eliminated.

Charles Shongood has been appointed cus-
todian of the Village Music & Gift Shop, 313
Bleecker street, New York City.

‘Brunswick Salon Has
Southampton Branch

Complete Line of Panatropes, Radio Com-
binations, Records and Art Cabinets
Featured in Branch Store

The Brunswick Salon, Inc., 668 Fifth avenue,
New York City, recently opened a branch at
Southampton, Long Island, which will operate
during the Summer months and close October
1. The store has been decorated in orange and
black and reflects the quality of the merchan-
dise carried, which includes a complete line of
Brunswick Panatropes and radio combinations,
records and art cabinets. Miss Anna Abelo-
witz is manager of the branch establishment,
assisted by Miss Augusta Stern.

Chester Abelowitz, proprietor of the Bruns-
wick Salon, has leased a bungalow for the em-
ployes of the Southampton staff and it has been
named “The Panatrope.”

The New Improved PEERLESS Portables

Comparison with the machines you are now selling
will reveal their superiority

Due to increased production we are now
able to offer these wonderful machines to

jobbers and other large users at the right

prices.

under your own name or trade mark.

Peerless Vanity—$12.50 List
Dimension 3%,;x12x13.
Four Colors

Two Sales Winning Styles of Record Albums
Peerless Artkraft Album

Beautiful Gold-embossed Cover—Heavy Brown Kraft Pockets

Peerless Loose Leaf Album

If desired, you can obtain them

V'ﬁ_'

Peerless Junior—$15.00 List

Peerless Master-Phonic—$25.00 List

Appearance—Quality—~Tone

Covered with genuine DuPont
Fabrikoid of heaviest quality

Elaborately decorated in
multi-color effects .

Removable Pockets for Records

PEERLESS ALBUM CO.

PHIL. RAVIS, President

636-638 BROADWAY, NEW YORK
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FRESHMAN

P R E S E N T S

A NEW CONSOLE

A NEW COMPACT A NEW SPEAKER.

gp/zat not ;. New
Better/

With the “M” Models and the great
Mystery, Freshman dealers have the best
proposition in radio! The most complete
all electric line in radio history—and
popularly priced! No slow-movers—

rapid stock turnover!

CHAS. FRESHMAN CO., Inc.
Freshman Bldg., New York City

CHICAGO LUS ANGELES

l th 2626 W. WashingtonBlvd. 800 N.Spring St.



Step Up Summer Profits
Popularity of the Portable Is Attested by Dealers

Found It an Ideal Line for the Summer

Who Have

RETAIL talking machine dealer in Flor-
A ida reports that the majority of his sales

are of portable instruments. A dealer in
Toledo, O., rents instruments to owners of
Summer cottages and vacationists. Another
merchant in the heart of the business district
of New York reports that he has averaged sales
of twelve portables weekly since early in May.
Most _of this business is on a
cash basis, bringing the retailer

By Robert L. Kent

necessary to set aside a large section of "his
establishment for a display of these instruments.
There is a growing realization that portable

phonographs can be sold with very little effort

if they are exhibited in the window and placed
conspicuously in the store.

The Terminal Radio & Music Shop, located
at the entrance to the Long Island Railroad

fully 75 per cent of the portables originally
rented are retained by the renters.

The Toledo dealer also has a large rental
business, although his method is slightly dif-
ferent. He rents on a weekly basis and at the
end of the period for which the instrument has
been rented if the portable is retained by the
customer, the money paid as rent applies on

the purchase price. Eighty per
cent sales is the result.

Outside Selling

a direct return at small cost.
The record angle of these sales
also is of the most far-reaching
importance.
Profitable Dealer Investment
\What does this mean? The
answer is that portable talking
machines are proving to be one
of the best investments for the
talking machine merchants in
all parts of the country. These
instruments are selling rapidly
in small hamlets, medium-sized
cities and great metropolises.
Sales are being made to own-
ers of Summer homnes, cottages
and to campers. Owners of
canoes, automobiles and other

profits.

to the public.

N\ALES resistance to the portable talking machine

is practically nil. The price range is within the
reach of everyone; ownership of a cabinet type In-
strument i1s no impediment to buying a portable.
Some dealers have realized the appeal of the instru- to
ment and are turning the public’s interest into
The present season with the vacationers
visiting resorts and taking holiday trips offers a
particularly good time to present the new models
Also remember that in most cases
portable sales are cash sales and mean records too.

Canvassing, it seems, has
been largely discontinued as
a method of making sales. How-
ever, here and there throughout
the country there are dealers
who add considerably to their
sales volume by going directly

the homes of prospects.
Some dealers procure the bulk
of their sales through this

method of merchandising. The
portable phonograph is an ideal
product for outside salesmen.
It fills a definite want. An
aggressive dealer located in one
of the large cities along the
Hudson River makes capital of
the fact that in his vicinity

types of boats are buying. In

the large cities where the two-
or three-room apartment is in
vogue the portable is solving a serious problem
because it supplies recorded music and does
not take up the space of larger instruments.
Here is a market that is broad enough to give
the dealer an excellent outlet no matter where
his store is located.
No Dead Stock
Dealers who are getting behind their portable
phonograph stock are delighted with the fact
that, in this department of the business at least,
dead stock is conspicuous by its absence. In
the first place the dealer is enabled to keep his
investment down to a minimum. He finds it
possible to handle a complete line of instru-
ments without straining his credit, nor is it

division of the Pennsylvania station, New York
City, and catering to residents of Long Island,
both permanent and temporary, and to week-
enders, etc., has since early in May been averag-
ing 12 portable sales a week, with an average
price of $20. The average record sale with
each portable is $10. When the new Victor
portables were introduced sales of these models
were large, six being sold in one day.

Nat Cherry, manager, says a large business
is done renting portables for a three-month
season. The full price of the portable must
be paid by the renter, and when the instru-
ment is returned, if it is in good condition, one-
half of this price is returned. He stated that

Get In On These
RADIO PROFITS

ITH radio almost universal, it's easy

to include a Dulce-Tone in every
talking machine sale—and you might as well
get that extra profit. Or sell Dulce-Tone to
former talking machine buyers.

Dulce-Tone makes an ideal loud speaker of
any phonograph, and it fits any make and
any radio set. Simply set the talking machine
needle in the Dulce-Tone reed, plug in,
and you have the full volume, the beauti-
ful clear tone that only Dulce-Tone and a
talking machine can give.

THE GENERAL INDUSTRIES CoO.

Dulce-Tone Division
Formerly named

THE GENERAL PHONOGRAPH MFG. Co,
yria, Ohio

/"
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there are a number of public
amusement places, cottage col-
onies, etc, by sending out one man to make
an intensive canvass of the territory. This
man develops a number of sales of portable
phonographs during the Summer season, usual-
ly sells several large instruments, and a sub-
stantial number of records. This is good
business for the reason that all sales are for
cash. Business in the store is slack at this
period of the year, and the two salesmen in
the employ of the firm find time hanging
heavily. The dealer alternates in sending these
men out on the road, one man finding it easy
to handle the situation in the store and the
other profitably employed in an aggressive at-
tempt to increase sales.

The facts stand out clearly that the natural
tendency of sales to slow up during the Summer
season can be largely overcome by concen-
trating on lines that have the least sales resist-
ance during that period. Get behind every de-
partment of your business—talking machines,
radios, records—but especially put some real
selling effort behind the portable phonograph.

Hal P. Shearer Discusses
Retail Store Customers

Hal P. Shearer, general manager of Splitdorf
Radio Corp., Newark, N..J, calls attention to
the significance of a recent survey as to men
and women retail customers in retail stores in
New York City, insofar as the survev has spe-
cial application to radio.

“In the twelve types of stores for which the
survey gave figures,” said Mr. Shearer, “radio
was touched by at least four of the classifica-
tions, and in three out of these four the women
customers far outnumber the men as shown by
the survey. This is of especial significance in
determining the methods of selling radio.

“In department stores, of course, the survey
showed that 82 per cent of the purchases was
made by wdmen. In music stores the percent-
age of women purchasers was given as 78,



l}l

.

' ELECTRICA RADIO

. Time 5 .
H-Teste e oy, 4

Sweeping,
America—
because —



The Talking Machine 1V7orld, New York, July, 1928

The NEW STEINITE
IS AMERICA’
GREATEST VALUE!

HEN the stormy radio season of 1927 and 1928 came to a close,
one fact stood out above the confusion of claims—

Steinite Had Again Made Good!

STEINITE, selling at a price that made it out-
standingly America’s greatest value, carried its
dealers to a new high point of sales—and gave
them a new idea of profits. Steinite SOLD—
sold early in the season on last year’s record;
sold in mid-season when sets sold only on per-
formance, and sold far into 1928 when only a
reputation could sell radio.

Today you are offered the new Steinite AC
Electric Radio, and with it you are offered the
opportunity to reap a richer harvest than was

possible last season. For 1928 and 1929 Steinite
has produced a masterful series of sets that will
dominate wherever they are placed in competi-
tion. The new Steinite is simple—as no other
set ever has been. It is sturdy—far sturdier
than others think a set need be. It is glorious
in tone—so natural, it takes your breath away!
It is thrilling in performance, for super-per-
formance is a Steinite tradition. It is housed in
cabinets that glow with rich beauty; a beauty
which its quality richly deserves.

America’s Greatest Value because—

IT IS A TRUE ALL ELECTRIC RADIO using AC tubes—one 227
type detector tube, four 226 type tu_bes, one 171 type power amplifier
and one 280 type rectifying tube in the built-in power pack. Th.e
circuit, designed by Fred. W. Stein, is the result of years _of experi-
ence in building electric sets, and gives complete protection to the
AC tubes.

ITE HAS ONLY A SINGLE DIAL, which is illuminated, and
STErfo:rked oft both by wave lengths and numerically. The dial, switch
and volume control are grouped together within the antique finished
escutcheon plate, placing the entire control of the set under the
finger tips of one hand.

THE SELECTIVITY of the new Steinite will amaze you. The sensi-
tivity has been brought to a point where even powerful local stations
may be tuned out with ease.

THE NEW STEINITE HAS POWER in abundance—it has the
volume to reproduce music with all its overtones. The tremendous
power of the new Steinite is your assurance of super-performance.

ADJUSTABLE TO LINE VOLTAGES: An i_ngenious arrangement of
pin-jacks enables you to set the new Steinite at the proper voltage
range for every locality. A range of 85 to 130 volts is possible on
the Steinite, and once the average voltage is determined, the re-
ceiver may be set for that range with the assurance of perfect oper-
ation, and complete protection to the tubes.

WOOD CABINETS: All Steinite models, including the table model, are
encased in fine wood cabinets—finished in genuine Duco. Only fine
wood can make a radio a part of the furniture of the home.

THE AUDIO TRANSFORMERS embodied in the Steinite circuit are
extraordinarily large and heavy. The pure, natural tone of the new
Steinite Electric AC radio and its ability to reproduce the entire
musical range, is largely due to the size of these transformers.

THE VOLUME CONTROL in the new Steinite, controls volume per-
fectly. It is possible to bring the volume down to a whisper without
loss of tcne quality.

EVERY STEINITE RADIO IS EQUIPPED with a phonograph jack
which enables you to reproduce records through the magnificent
audio system of the receiver without removing the detector tube.

NO AERIAL IS NECESSARY for the operation of the Steinite Electric.
However, provision has been made for the use of an outside aerial
where it is desired.

THE AC HUM FORMERLY ASSOCIATED with AC receivers has
been eliminated by the ingenious design and careful manufacture of

the new Steinite. You may enjoy reception unmarred by mechani-
cal noise.

THREE POINT SUSPENSION is carried out throughout the set,
which gives it remarkable strength and stability. It is practically
impossible to throw the set out of alignment by mishandling or
rough treatment-~even by dropping it!

MADE COMPLETE UNDER ONE ROOF: STEINITE MAKES
ALL OF THE PARTS, including cabinets and consoles, used in
the construction of the Steinite set. Steinite’s amazingly low prices
are made possible cnly by this “One profit manufacture” plan.

THE STEINITE ELECTRIC AC RADIO, in competition with many
other makes of receivers ranging in price to double that of the
Steinite, has consistently led in the reception of distant stations.

LICENSED BY RCA: The Steinite AC Electric Radio is fully licensed
under the patents of the Radio Corporation of America, The General
Electric Company, The Westinghouse Electric and Manufacturing
Company, The American Telephone and Telegraph Company, and
also under Hogan patents.

All Steinite models are available for operation on either 25-40 or
50-60 cycle, alternating current—rvoltage range 85 to 130 wvolts.
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HERE THEY ARE!

N the new Steinite Electric AC radio you are offered the  the new Steinite. All controls—the single illuminated drum dial,
finest achievement in radio’s history—the highest point of the volume control, the antenna compensator and the switch, are
beauty, simplicity and convenience which has yet been attained. grouped within the beautiful antique finished bronze escutcheon

The beautifully finished cabinet of the Steinite holds within it  Plate, placing the entire control of the set at the finger-tips of
a masterpiece of radio engineering—a precision instrument of one hand.

o Ok ‘o . . The cabinet of the table model is made of Tanguile, the most
sc1entlﬁc.ally correct d?SIbn’ Selh szt e th.e ﬁne.st pe beautiful of all Philippine woods. The consoles are made of
so that it may give you care-free, perfect radio enjoyment for American Black Walnut veneer, with burled walnut overlays.
many years.

All models are finished in genuine Duco which enhances and
There has never been a receiver as simple in its operation as preserves the original beauty of the fine woods.

. .
Maximum Sales—with

Minimum Investment!

N ingenious co-ordination of consoles and

set makes it possible for you to supply
every radio need with a minimum stock in-
vestment. Thus, you may buy consoles sep-
arately and sets separately. It is only the
work of a moment to slip a Steinite table
set into a console; no tools are necessary.
Your investment in consoles is reduced—be-
cause you buy only consoles; your investment
in sets is reduced—because you buy only sets.

The speedy turn-over of Steinite radio last
year amazed dealers everywhere; this year

i it will make radio history! A powerful adver- e < :
1 tising campaign will smash a wide path e
e - 9 : 0 I e VR 4
NS eE,. B | through the market. Intensive cooperation in =
the form of colorful streamers, display cards ER ”Tlam; 1vt[od¢l¢1 No.t261 f
: : 8 m C se eat—clean-cut—mo mpact
The STANDISH—Model 263 and folders will tie up your store to Steinite’s i ycaph,et S B A ot
The '‘Standish’® console is a complete one- national reputation. of all Philippine woods, richly finished in Duco.
L. A six-tube tuned radio frequency receiver using
unit job, the chassis being inseparable from - . . AC tubes. Comes in two types. Model
the cabinet. Including the fa- Steinite’s advertlsmg and merchandlsmg 261 for 50-60 cycle current and Model 252$ 5
mous built-in polyphonic Speak- $1 15 throughout the season will impress you with oy 2540 leggis = THEGAIET [N gedi
er, less tubes, the price is its thoroughness and effectiveness—with its Price, complete with tubes, $97.50
Price, complete with tubes, $137.50 use of new-day ideas to put over a new-day set.

e 1

s In 1928 and 1929— |

Safeguard Y our Profits with
Steinite Superiority

THERE was never a radio year when the choice
of the right set, and an early franchise meant so
much as it does now. There is too much at stake to
warrant the slightest delay; competition will be too
strong for the dealer who does not have behind him
the selling force of a superior set at a low price.

The coupon below will bring you complete®detalls
of the Steinite proposition or a salesman of your
nearest Steinite Jobber.

STEINITE
_The SEVILLA—Model 266 RADIO COMPANY

a Spanish model console, sells &0 — - il

for $75. By inserting a regular $75 table
The REMBRANDT—Model 263
st “The tmecker i st oy T TR ol e o g B9 ey
slipping the able model into pos
is the famous Polyphomc Pnce, $ 1 50 CHICAGO, ILL. tion you have a complete job, including $
less tubes - - thg famous Polyphoni; speaker less
. tubes -
Price, complete with tubes. $172.50 Factories: ATCHISON, KANSAS Price, complete with tubes, $152.50

STEINITE RADIO COMPANY

506 South Wabash Avenue Mail this Coupon TODAY!
Dept. A, Chicago, Ill.

Please send me the Steinite proposition.

Have my nearest Steinite Jobber send a salesman.

Mail This

Coupon :

Name

Street Address

NOW!
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Steinite

ELECTRI CA RADIO

“Distributed by

American Supply Co.

2335 South Michigan Ave.
Chicago, Illinois

In Chicago and

Northeastern Illinois

“Critical Chicago, where broad-
casting station interference is at its
greatest, 1s turning to Steinite. A
telephone call from you, Mr.Dealer,
will bring a Steinite receiver to
your store for a convincing dem-
onstration.”

5 Jime Fested/

rn:F>< —\w_rn-mmancs S2eO=DMITS
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EI:ECTRICACR/}/\DIO
Distributed by

The Apollo Radio Co.

229 Halsey Street
Newark, N. J.

In the Northern Half of
New Jersey

“The first electric radio introduced
in New Jersey—still the most pop-
ular. See and hear the new 1929
models. Real performers. New
low prices. Complete line of
Steinite cabinets to fit every need.
Write or call for a convincing
demonstration.”

Fime Tested/
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ELECTRIC, ADIO

R
C
"Distributed by

M. F. Bruning & Co.

163 South Lincoln Street
Spokane, Washington

In the Eastern half of Washington—in Montana,
West of Butte—in the four Northeastern
Counties in Oregon —in Idaho, the ten
Counties North of the Salmon River.

“As one of the pioneer Steinite jobbers in the
Northwest, we invite dealers in our territory
to become acquainted with this marvelous
fast-selling, money-making line. Authorized
Steinite dealers are Biven every possible aid.
Let us tell you about our financing of time
payments—our cooperative advertising plan.
Write or wire for a convineing demonstration.”

Fime Testedq/
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Steinite

ELECTRICACRADIO

Distributed by

Auto Supply Co.

228 West Seventh Street
Cincinnati, Ohio

In Greater Cincinnati
Including Nearby Counties in Ohio,
Kentucky and Indiana.

“You can’t 3o wrong on Steinite. Wehave
sold Steinite Radios from the beginning.
Our seventy dealers sold over three thou-
sand setslastseason. Afew selectterritories
are still open. Write, phone or wire for a
demonstration of the unbeatable 1929

Steinite Line.”
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ELECTRICACRADIO

“Distributed by

M=

& e

The
Campbell Iron Co.

809-19 Cass Avenue
St. Louis, Missouri

In the “Millionairia” and the Eastern half of
Missouri, including East St. Louis and
Southern Illinois.

“Out of five years’ experience with other
sets, Steinite sales and possibilities are
the best we have ever experienced. Our
dealers have sold nearly two thousand
sets since only last November, which tells
the Steinite story in terms of dealer-profits.
Write, phone or wire for a convincing
demonstration of the new 1929 line.”

Jime Yested/
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ELECTRICACRADIO

Distributed by

CAPITAL CITY PAPER COMPANY

SPRINGFIELD . ILLINOIS

Telephone—Main 3900 Fourth & Madison
P

STEINITE CABINETS
BALL AERIALS
AMPLIFIERS

ELECTRIC PICK-UPS
FINE RADIO FURNITURE
ELECTRIC APPLIANCES

STEINITE RADIO
STEINITE SPEAKERS
RADIO BATTERIES
CUNNINGHAM TUBES
DYNAMIC SPEAKERS
TEMPLE SPEAKERS

CORWINE E. ROACH

President

E. E. Duckett IL L\f;mo 118." nnnnnn Nl m? We are exclusive Rex Boggs
e N e Steinite distributors .
& v = in Central Illinois. ‘
b— “: The men pictured on
— L — this page travel your
s U territory every few
j M Fal weeks. Talk to them
- 7= about Steinite. Some
S gl = good territory still
By A W, ol () S open.
Ao @) ,
T B T S . i B Write or wire us to-
, i = day.
= 1 | Y Three Years with
_ - 17/ Steinite.
= i “Nuff Sed.”

For Prompt Service and Delivery—Buy in Springfield

e
2% CAPITAL *CITY 7|
PAPER COMPANY,
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ELECTRICACRADIO

“Distributed b 1%

&.‘3’?/
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George Collins

Company
15 Deerfield Street

Boston, Massachusetts

BRANCHES
88 Washington Street 57 North Main Street
Quincy, Mass. Brockton, Mass.

20 Mt. Vernon Street
Lynn, Mass.

In Massachusetts, except Berkshire County,
Rhode Island, New Hampshire and Vermont,
except Rutland and Bennington Counties.

“We know of no stronger tribute we could
pay to Steinite than simply stating that for
four years we have distributed Steinite.
Every dealer in our territory should, if he
is interested in handling the livest line of
AC radio in America, write, phone or wire
us immediately.”
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W
ELECTRIC4 RADIO
Distributed by

25 South Third Street

Harrisburg, Pennsylvania
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“Fromar dealers have learned to trust Fromar's judgment. When
Fromar says ‘Steinite is your best bet this season’ you can depend
on it. Dealers in Central Pennsylvania who are interested in shar-
ing in the profits of the most profitable radio line in America should
write, wire or phone for a convin ¢ing demonstration.”

Sime Jested/

The Fromar Company

Lrearon
"’\.
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ELECTRI CACRADIO

“Distributed by

The Hartford Electric
Supply Co.

234 Pearl Street
Hartford, Connecticut

In the State of Connecticut

“Radio 1s living-room furniture.
Steinite radio receivers—even the
table models—are made of beauti-
ful woods, finished to harmonize
with the finest of surroundings.
Steinite has performance a-plenty.

Write, wire or phone for a con-
vincing demonstration.”

Fime Jested/

MEM3< AAM=BMOO SBE=DMT
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A.].Harwi Hardware
Company

Atchison, Kansas

“IN STEINITE TOWN"™

In Kansas, Nebraska, Northern Oklahoma

and Western Missouri.

“The old saying that ‘A Prophet Is With-
out Honor in His Own Country’ doesn'’t
hold 3ood with Steinite. We distribute
Steinite because we see them made daily
—we know what Boes into them—we
know the organization—we know that
Steinite is truly America’s greatest
radio value. Dealers who want to sell a
good radio at a fair price are invited to
write, wire or phone for ademonstration.”

Fime Testedq/
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W
ELECTRI CAC ADIO

‘Dzsmbuted by

K &S
Sales Corporation

79 Mt. Hope Avenue
Rochester, New York

In Orleans, Monroe, Genesee, Wyomin3g,
Livingston, Allegany, Wayne, Ontario, Yates
and Steuben Counties in the State of New York.

“Steinite has always been known for its
unrivalled engineering talent. Three years
ago Steinite daringly announced an electric
radio—even before the present AC Tube
was developed—and astounded the radio
world by producing in quantities a real
electric radio. Today the new Steinite line
is as far in advance of the field as ever.”

Fime FYested/
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Steinite
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ELECTRI CACRADIO

‘Distributed by
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The Keystone Radio
Company

640 Grant Street
Pittsburgh, Pennsylvania

In Western Pennsylvania and

Northern West Virginia

“Steinite is time-tested. We mean exactly by
this phrase that Steinite is a pioneer in
electric set manufacture. Steinite manufac-
tured thousands upon thousands of electric
sets even before the development of the AC
tube—and the new AC tube models of Steinite
electric radios are passing the benefit of this
long experience on to the consumer in the way
of fool-proof performance. Wise dealers know
that proven performance means less service
and greater net profits. Phone, write or wire
for a convincing demonstration.”

MEF>€ AM=SMD0 ) 2O=MI>
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Steinit

ELECTRICACRADIO

CDz\s"l‘rzbut‘ed by

LEWIS

Electric Supply
Company

Federal Street
Boston, Massachusetts

In Massachusetts except Berkshire County,
Rhode Island, New Hampshire, and Vermont,
except Rutland and Bennington Counties.

“A gigantic, widespread newspaper advertising
campaign this Fall will carry the Steinite
messade of quality radio at low prices to the
American public throughout the country.
First, get acquainted with the marvelous new
1929 Steinite line and then let us tell you of our
advertising program right in your home papers.
Write, wire or phone for a convincing dem-
onstration.”
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ELECTRICACRADIO

Distributed by

Lydamore

Radio Company
151 Elderberry Road
Mineola, Long Island, New York

In Long Island outside of
Brooklyn

“The new Steinite line strikingly
illustrates Fred W. Stein’s pledge,

‘Steinite will always represent
America's reatest radio value.

We will proveittoyouif you write,
phone or wire for a demonstration.”

Time Tested/ ”‘h
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ELECTRICACRA 10

%z’stributed by

SN2
%

Marion Electric &

Supply Company
Marion, Ohio

In Allen - Augaize - Hardin - Marion - Union -
Delaware- Morrow Crawford-Richland-
and Knox Counties in Ohio.

“Imagine a real time-tested electric radio
in a beautiful wood cabinet finished in
genuine Duco selling at seventy-fivedollars
with a background of engineering talent
capable of producing the first electric radio
—that’s Steinite! Dealers who are inter-
ested in making ten sales where one grew
before are invited to write, phone or wire
for a demonstration that will remove the
last bit of doubt.”

i# 7.\ N Fime Fested/
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Meclntyre-Burrall
Company
Green Bay, Wis.

3

We are rapidly establishing dealers in our territory which consists of
The Entire State of The Entire Upper Penin. of
WISCONSIN MICHIGAN s

EXCEPT Douglas, Burnett, Polk, St Croix, Pierce,
Crawford, Grant, Jowa and Lafayette Counties . 1
A 15com Sin M’fkqu Oelegation

Apooy To JALE op5 for Sieinrie Laoio
Convinflon AJcuigon, Kansas

Reprinted From 1The Talking Ma-
chine IWorld, New York, June, 1928,

“> Distributor Flies
to Attend Conclave ‘

Fred E. Burrall and His District | 38
Managers Make a Quick Trip to ¥’ ]
Steinite Convention in Atchison

Steinite TiE

HEINTYRE-BURRALL C0. pisT.

One of the interesting highlights
of the recent convention of dis- : 7
tributors at the Steinite Radio Co. i : i g
factories in Atchison, Kansas, April - —

30, May 1, was the flight from

Green Bay, Wisconsin, to Atchison mn oltrL S =
by Fred E. Burrall, president of
the McIntyre-Burrall Co., Steinite
distributor for Wisconsin and
upper Michigan, and five of his
district managers.

After attending the two-day con
ference at the Steinite factory,
radio flying troupe determined to
bring the first Steinite AC electric

A3

- radio for 1929 to Green Bay by

air. With one of the new table

° prga- s models as freight the party flew
8¢« from Atchison to Green Bay in

exactly four hours and forty-one
minutes. Arriving at the Wiscon-
sin city, Mr. Burrall presented the
set to William Bubolz, a leading
Steinite dealer in Green Bay

e Jeln
Nairem J

The trip furnished a striking il-
lustration of the progress in both
aviation and radio. The spectacle
of a jobber flying to a convention
sponsored by a manufacturer and
rushing back the mnew season’s
model to a dealer by the same
route, all in three days, indicates
the relatively high importance of
radic in American life. The gen-

tlemen shown in the lower left
photograph from left to right are
Lee H. Jelly, Oshkosh district
sales; Walter Jessen, Madison dis-
trict sales; Eddie Merritt, pilot of
plane; Fred E. Burrall, president,
McIntrye-Burrall Co., Edward P
Burrall, Wausau district sales, and
Everett C. Jessen, Milwaukee dis-
trict sales.

mMeErs€ A@M=SMD0 VW SO0=0MIS >
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ELECTRICACRA 10

“Distributed by

Q°
<>

H.A.McRae Company

137 River Street
Troy, New York

In Eastern New York - bounded on the West

by and including Clinton - Essex - Hamilton -
Fulton - Montgomery - Otsego - Delaware -
Mountain and Dutchess Counties. Also
Berkshire County in Massachusetts.

“Years of experience manufacturing high
frequency apparatus for the therapeutic
physician 3ives Steinite an engineering
background seldom found amon3® radio
manufacturers. This experience was a con-
tributing factor to their leadership in pro-
ducing all-electric radios.”

Fested /
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ELECTRICACRADIO

Distributed by

"

National
Radio & Supply Co.

141 West Washington Street
Los Angeles, California

In Southern California, bounded on the
Northby a line running due Eastand West
from Bakersfield.

“Out in the far West—where distances are great and performance
is paramount—Steinite has proven itself time and time again to
be one of the very best sets available, A Steinite owner living in
Southern California was one of the very few Americans to hear
the reception given the ‘Southern Cross' from far off Brisbane,
Australia. Dealers who see the wisdom of selling ten Steinite
sets to one high-priced set are invited to write, wire or phone
for a convincing demonstration.”

g ] H "ﬁ'w

E LET THE -
TONE TEST CONVINCE YOUE

' | J"‘_“"”“—n‘-".'v.“W[ [fﬂjtﬂ




The Talking Machine 117orld, New York, Tuly, 1928

W
ELECTRI CA RADIO

CDzsz‘rzbul‘ed by

Norfolk

Motor Equipment
Corporation
Norfolk, Virginia

In Virginia, south of and including the counties of

Grayson - Carroll - Floyd - Franklin - Pittsyl-
vania - Halifax - Charlotte - Prince Edward -

Nottaway - Dinwiddie - Prince George - Surry -
Isle of Wight - Nansemond - Norfolk and Princess.

Also the following counties on Chesapeake Bay:
King George - Westmoreland - Essex-Rich-
mond - Umberland - Lancaster - Middlesex -
Mathews - Gloucester - James City - York -
Warwick-Elizabeth- Accomac and Northampton.

“Steinite radio receivers represent the Breatest value in the
field today, due to efficient production methods and large scale
manufacture. Steinite's third new factory building was com-
pleted in May, 1928, making Steinite by far the larpest manu-
facturer of radio in the West. Let us demonstrate the new 1929
line to you. A card or a phone call or wire will bring a repre-
sentative.”

Sime Jested/
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ELE
CTRI CACRAD 10
‘Distributed by

o

Supply Company

140 Delaware Avenue

Buffalo, New York

In the Extreme Western Section

of New York

“Steinite’s new 25 cycle electric radio in
addition to the 60 cycle receiver will give
western New York dealers for the first time
an opportunity to taste of Steinite pros-
perity. Dealer franchises are being taken
up quickly by those dealers who know the
unparalleled record Steinite has made dur-
ing the past few years for producing quality
radio sets at extremely low prices. Write
or phone for a convincing demonstration.”

J

Fime Testedq/
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“Distributed b 1%
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The
Schimmel Electric

Supply Company

526 Arch Street
Philadelphia, Pennsylvania

In southeastern Pennsylvania, including the counties
of Chester -Delaware - Philadelphia - Montgomery -
Berks - Lehigh - Northampton - Schuylkill -
Carbon - and the southern half of Monroe and the
southeastern one-third of Lancaster, the southern
half of New Jersey and the state of Delaware.

“This is our third year with Steinite.
Steinite is recodnized as America’s time-
tested electric radio — beautifully de-
signed and popularly priced. It will
satisfy the most critical buyer. Dealers
who are lined up with Steinite are sure
to get their share of the coming big radio
season. Applications for exclusive
franchise are being considered now.”

Fime Testeq/



The Talking Machine World, New York, July, 1928

ALBE"T A. ScHR\M
President

N
Jack L. ScHerz
Manager of Sales Dept.

Schram & Ware, Inc.

619 Fourth Avenue
Seattle, Washington

In Northwestern Washington
bounded on the East and South
by and including Whatcom,
Skagit, Chelan, Kititas,
Yakima, Lewis, Cowlitz and

Wahkiakum Counties.

““Dealers in the Seattle territory are as-
sured of 100% Steinite service by our
organization—an organization devoted
exclusively to Steinite. We are proud
to say that this is our third year with
Steinite and we want all good radio
dealers to see and hear the new 1929
line of Steinite sets. Write, phone or
wire for a demonstration.”

ALFRED J. WaRe
Secretary and Treasurer
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Joe H. Reutez
Manager of Scrrice Dept.

Fime Fested/
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ELECTRICA RADIO
CDzsl‘rzbul‘ea" by

H. E. Sorenson Lamp
Company

210 Court Avenue

Des Moines, lowa

In Central Iowa

“Steinite’s extreme value—a real AC
electric radio mounted in beautiful
wood cabinets, finished in the finest
of all finishes, genuine Duco, selling
at extreme low values, means that
Steinite franchised dealers are going
to make more money this season than
ever before. A few choice territories
are still open. Phone, write or wire
for a convincing demonstration.”

Sime Yesteq/
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ELECTRICACRADIO
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Distributed by
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Williams Hardware

Company

100-112 Second Ave., North
Minneapolis, Minnesota

In the State of Minnesota except the Western and East-
ern corner Counties. Pierce, St. Croix, Polk, Burnett,
and Douglas Counties in Wisconsin. The upper three
rows of Counties in South Dakota. The entire State
of North Dakota and in Montana East of and includ-
ing, Great Falls.

)wnu{‘-\
{1 \RDAY ot to
L

~ st

“Steinite’s high quality and
extreme low prices offers
the dealer a new rip on
the radio business. Now
everybody can own a ood
radio and you can hope for
no better set than the
Steinite. Dealers who are

looking for volume sales

o - = :.
MAIN BUILDING . e

90112, 2noavess ITULT [ and real profits are invited

er»<

to write, phone or wire for
a demonstration.”




The Talking Machine 117orld, New York, July, 1928

-

Be..

Steinite takes pride in announcing
Nation-wide distribution through

these prominent distributors

LISTED ALPHABETICALLY BY CITIES

AKRON, OHIO
M & M Co., 131 E. Market St.

ATCHISON, KANSAS

A. |. Harwi Hardware Co.

ATLANTA, GEORGIA

Peaslec-Gaulbert Co.

BLUEFIELD, W. VIRGINIA
Blueficld Hardware Co., 200
Blueficld Ave.

BOISE, IDAHO
Northrop Hardware Co., 8th &
Broad St.

BOSTON, MASS.
George Collins & Co., 15 Deer-
field St.

BOSTON, MASS.

Lewis Electric Supply Co., Fed
eral St

BUFFALO, NEW YORK
Pyramid Supply Co., 140 Dela-
ware Ave.

BURLINGTON, IOWA
Robert Donahue Co.

CHICAGO, ILL.

American Supply Co., 2335 So.
AMichigan Ave.

CINCINNATI, OHIO

C & D Auto Supply Co., 228 \V.
Seventh St

CLEVELAND, OHIO
M & M Co., 300 Prospect Ave

DALLAS, TEXAS
Peaslee-Gaulbert Co., Earl &
Logan Sts.

DAVENPORT, IOWA
Crescent Electric Supply Co.

DAYTON, OHIO
Burns Radio Co.

DENVER, COLORADO
Foster Auto Supply Co., 1350
Broadway.

DES MOINES, IOWA
H. E. Sorenson Co., 210 Court
Ave.

DETROIT, MICHIGAN
Republic Radio Corp., 523 E.
Jefferson St.

DUBUQUE, IOWA

Crescent Electric Supply Co., 770
Towa St

S e 1

FORT WAYNE, INDIANA
Protective Elec. Supply Co.

GRAND RAPIDS, MICH.
The Republic Radio Corp.. 4
No. Division St.

GREEN BAY, WISCONSIN

MecIntyre Burrall Co.

HARRISBURG, PA.

The Fromar Co., 25 So. Third
St

HARTFORD, CONN.

The Hartford Eleetric Supply
Co., 234 Pearl St

HAVANA, CUBA

Independent Electric Supply Co..
96 Qbrapria.

HOUSTON, TEXAS

Peaslec-Gaulbert Co.

HUNTINGTON, WEST VA.
Air Ola Radio Co., 025 Tenth
ek

INDIANAPOLIS, IND.
Pcerless Electric Supply Co., 118
So. Penn, St

LOS ANGELES, CALIF.
National Radio & Supply Co
141 \W. Washington St.

LOUISVILLE, KY.
Peaslee-Gaulbert Co., 413 W\
Mam St

MARION, OHIO
Marion Elec. & Supply Co.
MEMPHIS, TENN.

I. §J. Cooper Rubber Company

MIAMI, FLORIDA
McDonald Electric  Co., 367
N.W._ 6th St

MINEOLA, L. I, N. Y.
LLydamore Radio Co., 151 Elder-
berry Rd.

MINNEAPOLIS, MINN.

\Williams Hardware Co.

NEWARK., NEW JERSEY
The Apollo Radio Co., 228 Hal-
sey St.

NEW YORK, N. Y.

The North \merican KRadio Co.,
1845 Broadway.
NORFOLK, VA.

Norfolk Motor Equipment Cor-
poration.

PHILADELPHIA, PENNA.

Schimmel Electric & Supply Co.,
326 Arch St

PITTSBURGH, PENNA.
IQ\C)'stone Radio Co.; 640 Grant

POCATELLO, IDAHO

Salt Lake Hardware Co., First
& Carter Sts

PORTLAND, OREGON
1. M. Ward & Co.. 33 Fourth St.

RICHMOND, VIRGINIA
Nirkmver Motor Co., Annex, 710
L. Graze St

ROCHESTER, NEW YORK
K & § Sales Corp, 79 Mount
Hope Ave.

SAN FRANCISCO, CALIF.
Dunham. Carrigan, Hayden Co..

Kansas & Division Sts.

SALT LAKE CITY, UTAH

Salt LLake Hardware Co., 105 No.
3rd St. \W.

SEATTLE, WASHINGTON

Schram & Ware, Inc., 619 Fourth
Ave.

SIOUX FALLS, SO. DAK.

Larson Hardware Co.

SPOKANE, WASHINGTON

M. F. Bruning & Co., 163 So.
Lincoln St.

SPRINGFIELD, ILL.

Capital City Paper Co. Fourth
& Madison Sts.

ST. LOUIS, MISSOURI
Campbell Iron Co., 819 Cass Ave.

TOLEDO, OHIO
H. Poll Electric Co., 312 Erie St.

TROY, NEW YORK
H. A. McRae Co., 137 River St

TUCSON, ARIZONA

F. Ronstadt Company.

WASHINGTON, D. C.
Chas. Rubel & Co., 812 Ninth S:.

YOUNGSTOWN, OHIO
N & M Ca., 22 E. Front St

=

-




——

Association Will Regulate
Storedoor Nuisance

Coast Trade Group Asks Police to Refer All

Storedoor Loudspeaker Complaints to Them

SAN Francisco, CarL, July 5—In an effort to
leave regulation of the loud speaker to the radio
trade itself, the following resolution has been
addressed to the members of the Health Com-
mittee of the Board of Supervisors of this city
by the committee especially appointed by the
music and radio trades:

Gentlemen:

At 2 meeting held Thursday, May 24, at the Whitcomb
Hotel at which representatives of the Music Trades Asso-
ciation of Northern California, California Retail Radio
Association, and the Pacific Radio Trade Association were
all present, the complaint regarding the objectionable opera
tion of loud speakers and phonographs in front of radio
and music stores was thoroughly discussed and the meet-
ing pledged itself unanimously to the following program:

To confine the operation of loud speakers and phono-
graphs to a degree of loudness so that they can be heard
only to the curb line or so that they may be heard only
by those passing the retailer’s place of business.

W. J. Aschenbrenner, secretary of the Pacific Radio
Trade Association, presented the written agreement of
fifty-three retailers of radio and music in the City of San
Francisco, pledging themselves to the elimination of ob-
jectionable loud speaker and phonograph operation. This
list included all of the principal firms operating loud
speakers and phonographs and a large proportion of the
smaller firms.

In order to facilitate control of such operation, it
was voted to invite the Health Committee of the Board
of Supervisors of the City and County of San Francisco,
and the Police Commission to refer to the office of the
Pacific Radio Trade Association, 284 Chronicle Building,
any complaint of objectionable loud speaker operation.
The following committee was appointed to see that the
agreement outlined herein is carried out: W. J. Aschen-
brenner, secretary, Pacific Radio Trade Association; R. B.

Miller, secretary, Music Trade Association of Northern
California; B. S. Greiff, president, California Retail Radio
Dealers' Association.

To this end, the three bodies named have asked the
Health Committee and the Police Commission to send to
our office any and all complaints, We will, thereupon,
either in company with a police officer or acting for the
Associations without a police officer, call upon the offender.
Should correction of the case be impossible peaceably, we
will then co-operate with the police in taking the neces-
sary steps to have the nuisance abated under the ordi-
nances governing public nuisances.

The entire membership of all these organizations pledges
itself to improve the tone quality of the reproduction of
instruments now in use, to keep them inside their prop-
erty lines and to see that the faults complained of are
eliminated.

The above program, unanimously agreed to after full
discussion, we feel will eliminate all cause for complaint.

Detroit Electric Signs
$100,000 Contract

Agreement Covers Distribution of Jensen
Dynamic Speakers in the Territory Com-
prising Michigan and Ohio

Detroir, MicH.,, July 9.—A radio equipment
transaction indicative of the bright business out-
look in this line for the coming months and
also said to be one of the largest orders ever
placed by any distributor was closed here re-
cently between the Detroit Electric Co. and

the Jensen Radic Mfg. Co., of Chicago, IllL

According to H. A. Abrahamson, president of
the Detroit Electric Co, a contract for approxi-
mately $100,000 worth of Jensen dynamic speak-
ers was placed by his company with the Jensen
organization. Under the agreement entered in-
to the Detroit Electric Co. is given exclusive
distribution for this product in the lower penin-
sula of Michigan and will carry a stock not
only at Detroit but also at its branches in
Grand Rapids, Lansing and Saginaw. The
Toledo and Cleveland, O, branches of the com-
pany will also distribute the Jensen dynamic
speakers in their districts.

The Jensen Co., which has manufacturing
plants at Chicago, Ill, and Oakland, Cal, is
headed by Peter L. Jensen, one of the country’s
pioneer radio engineers and leading authority
on sound reproduction and acoustics. Patents
bearing Mr. Jensen's name and covering various
phases of the dynamic principle and its appli-
cation date back to 1912.

According to Mr. Abrahamson the new Jen-
sen dynamic speaker was one of the principal
centers of interest at the recent Chicago Trade
Show. Many of the country’s leading radio
receiver manufacturers have already announced
their intention of equipping their new console
models with the Jensen dynamic speaker, stated
Mr., Abrahamson. Units which operate with
a six-volt current supply from a storage bat-
tery, from 110-volt AC or DC house-current or
from “B” eliminators supplying 90 volts at 40
milliamperes, will be stocked by the Detroit
Electric Co. here as well as at all of its branches.
Initial shipments against the contract order
placed with the Jensen Co. are being made im-
mediately from Chicago to all six stores of the
company.

The Edwards Music Co., Lockport, N. Y., was
recently incorporated with a capital stock of
$50,000 to maké radios, pianos, etc. Directors
are M. J. Clute, A. D. Miller, K. E. Johnston.

SELL SYMPHONIC

For those who want the finest reproducer that
can be made, we present the Low-Loss Sym-
phonic Reproducer, the result of the most pains-
wuking experiments and tnals. Exquisitely made,
it is encased in a handsome bronze tinished
housing, with nickel or gold plated centerpiece.

LOW [hfos,s
YInpaonie
FPHONOGRAPH REFRODUCER

LIST PRICE
Nickel Plated . . $1000

Gold Plated . . $1200

(Slightly higher west of the Rockies)

plate. A great seller.

LIST PRICE
Nickel Plated

Gold Plated

A remarkable reproducer at a remarkable price.
Beautifully finished in polished nickel or gold

Verture

PHONOGRAPH REPRODUCER

MADE 8Y _SYMPHONIC

(Slightly higher west of the Rockies)

This is the $8.00 number that has been so popu-
lar with phonograph dealers everywhere. A won-
derful reproducer whose performance is so un-
usual that it sells immediately on demonstration.

ymphonic
PHONOGRAPH REPRODUCER

LIST PRICE
Nickel Plated . . $ 800

Gold Plated . . $1090
(S/lightly higher west of the Rockies)

An acoustical gem in a
magnificent setting —
Each Symphonic and
Low-Loss Reproducer is
beautifully encased in a
gold embossed silken
container commanding
attention and bespeak-
ing its quality.

Pioneers and Leaders
in the Independent
Reproducer Industry

17

- " $500
$700

SYMPHONIC SALES CORPORATION
370 SEVENTH AVE.

NEwW YORK
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Balkite, in designing
its new line of AC re-
ceivers, has patterned
after no existing radio.

It has produced in-
stead a receiver unique
in the field. A receiver
that has achieved rec-
ognition over night.

A recetver that meets
the demand of the pub-
lic for Radio that is
a standard household
necessity harmonizing
with fine furnishings.
The public will today
pay more for Radio if
performance and ap-
pearance justify it.

A receiver as beau-
tiful as it is possible to
make it. Both Balkite
A-5 and A-7 are housed
by Berkey & Gay—one
of the great furniture
makers of the world.

BEapePpepidePopidePep PP ePeP P i

FANSTEEL

Ral

THERE HAS

The Balkite A-7

Showing the finely carved cabinet with doors closed. A cabinet to meet
the taste of the most exacting household—by Berkey & Gay

Balkite A-5

Cabinet by Berkey & Gay. Complete except for tubes
and speaker, $230

DIO LIKE

ceds e Lo Lo L Lo e (- € €~ <

Nothing finer can be
said.

A receiver matching
in a simple commet-
cial set performance
hitherto available only
in complex over-en-
gineered radio. Every
feature time has shown
to be desirable is in-
cluded, as are features
never before existing
on any receiver. Single-
dial direct drive con-
trol. 7 tubes. Noise-free
neutrodyne circuit. 227
tubes for stable per-
formance. Push pul:
audio that reproduces
every note sent out by
the broadcasting sta-
tion. A phonographjack
for reproducing rec-
ords. A built-in power-
supply for operating a
dynamic speaker. Pro-

AP AP IP PRI PP PP PP RO EP AP IR AP

kite Radio

Cabinets by Berkey & Gay
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NEVER BEEN
THIS BEFORE
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tection against fluctu-
ating voltages. Spe-
cial noiseless Balkite
condensers. Complete
shielding.

A receiver built as
only Balkite can build
it. 80% less wire 1s em-
ployed. Power packand
set are casily separated.
Every part is readily
accessible for service.
Construction 1S more
like that of a battleship
than that of the usual
receiver, giving a set
that will not only stand
abuse in shipment, but
give years of satisfaction.

In short, a recerver
that meets the need of the
dealer fora higher priced
unit of sale with fewer
service calls.

In addition the re-
ceiver will be backed

lWMWMMlHlf
: i
v

The Balkite A-7

Cabinet by Berkey & Gay. Includes dynamic speaker. Complete

but for tubes, $487.50

Balkite A-3

PP AP R IR X (R LL LR CL CF ¢ (P TR T £

by sound policies that
will protect the trade.
It will be advertised in
a typical Balkite man-
ner. It is backed by the
most thoroughly or-
ganized service system

in the field.

Sell Balkite and you
make money. See our
jobber. Fansteel Prod-
ucts Co., Inc., North
Chicago, Illinois.

HAVE YOU
SEEN

THE
BALKITE
SYMPHION

%

[t is the
ﬁnc.rf instrument-

N music

For those who want all radio. Heused in a simple but sightly all-
metal case. Complete but for tubes and speaker, $197.50
Prices slightly higher West of the Rockies
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kite Radio

Cabinets by Berkey & Gay



OVERHEAD EXPENSES

ADMINISTRATIVE SALARIES 3
CASHIERS ANO WRAPPERS
CLEVATOR AND JANITOR
OPCRATING SALARIES
GUNCRAL OPCRATING EXP
HEAT LIGHT WATECR
SUPPLICS

BASEDOM JYCLEPHONE AND TELEGRAPH

¥ M
REMESPOS TAGE

ENTIRE STORE
COSTS ~ EXPENSES ~ PROFIT

COST or MERCHANDISE
.52

TURNOVER.

PIANO DEPARTMENT

TALKING MACHINE &
RADIO DEPARTMENT

C\

make each branch of the enterprise show

a profit, declared Philip T. Clay, presi-
dent of Sherman, Clay & Co. in an address
beforc the National Association of Music Mer-
chants during the recent annual convention in
New York. Mr. Clay illustrated his talk with
a series of charts showing how the business of
cach of the retail stores operated by this con-
cern on the West Coast is analyzed and will
give the dealer an accurate idea of how to de-
partmentize and how to determine the state of
business in each department.

The figures are taken from the books of one
of the Sherman, Clay stores doing a business of
$250,000 annually. The analysis of overhead
expense is especially complete, covering every
phase of operation. This has been divided under
three heads for the purpose of arriving at an

DEPARTM ENTIZE your

DEPARTMENTISED MUSIC STORE

1 PIANO DEPARTMENT
PIANOS
ORGANS
PLEYER MUSIC
CABINETS
BENCMES
PaDS AND SCARSS
LAMPS
2 TALKING MACHINE & RADIO DEPARTMENT
TALXING MACHINES
COMBINATIONS
A010
MOTION PICTURE CAMEAAS AND PROJECTORS

TALKING MACHINE PARTS AND ACCESSONIES
:-ADIO PALTS AND ACCESSORIES

wwms
WOTION MICTURE CAMERA 4ND PROJECTOR PARTS AND ACCESSDRIES
3 RECORD DEPARTMENT
RECOADS
ALBUMS
NEEOLES

4 SHEET MUSIC DEPARTMENT
SHEET MuSIC

MUSIC BOORS
BAND AND ORCHESTRA myusIC

S BAND & ORCHESTRA INSTRUMENT DEPARTMENT
BAND INSTRUMENTS

ORCHESTAA INSTRUMENTS

BAND AND ORCHESTRA ACCESSORILS

accurate determination of overhead costs. First:
General overhead, including salaries, heat,
phone, etc, is figured on volume of sales.
Second: Insurance and taxes are figured on in-
vestinent. Third: Depreciation, rent and repairs
are based on space occupied, the total over-
head being .16 per cent of total sales and earn-
ings, exclusive of interest. This figure, of
course, covers the store as a whole. In addi-
tion the overhead of the various departments is
shown,
Profits in All Departments

The important point in this plan is that it
gives the dealer a knowledge of his business
operations that allows him to merchandise in-
telligently. These are days of the keenest com-
petition, not only between dealers in the same
line of business, but between dealers in this in-
dustry and other businesses. All are battling
for a portion of the consumer’s dollar. Retail-
ing has reached the point where every depart-
ment of the business must be profitable and
even service must pay its way. Elimination of
dead stock, slow moving merchandise, and non-
profitable lines are a necessity to put the busi-
ness on a profitable basis. Hit or miss methods
of merchandising mean bankruptcy. No dealer
can survive for any length of time unless he
knows what he is doing, and he can obtain this
knowledge in only one way—accurate cost find-
ing. The Talking Machine World has empha-
sized this point many times. There are many
dealers who make profit in one department or
on one line of merchandise and dissipate it in
another department or line. There are many

- A~ —_ 7
ADMINISTRATIVE CXPONSE OF 10TaL : B
GCNLRAL OVERHEAD EXP 3 SALES 4D RecCADCE AL / ! ) \ o
OONATIONS CARNINGS ‘ = =
CASH SHORT OR OVIR EXCLUSIVG : - B -

OFFICC SALARIECS ) 9 InTgacsT NET T,

GENECRAL ADVERTISING PROFIT

LOSSES ON ACCOUNTS v SHEET MUSIC DEPT /
sasctbon[INSURANCE

INVISTMOTITAX C S

OVERHE
e;spz{:{cén E‘F::C(IATION EXPENS ¥ DEPARTMENTAL BAND & ORCHESTRA )
OCCURIED |4 Y CRATIONS AND REPAIRS J 16 Expzsnszs INSTRUMENT DEPT
21
business and

Systematized

dealers who are making the sales end of the
radio department pay a handsome profit and
then spend the profit by fostering a costly
service department. Other merchants have
stopped this “leak” by putting the service de-
partment on a business plane; that is, they have
worked out a system of charges for service work
that eliminates losses in servicing radio. It has
been done and can be done by other dealers.

Don’t Guess—KNOW

Talking machine merchandising is a problem
in turnover. The service required is practically
non-existent. The same holds true of records
and musical merchandise. Radio is different in
that the public demands a certain amount of
free service. Free service is reasonable up to
a certain point short of costing the dealer the
profit made on the sale. Every time a service
man makes a free call the dealer is spending
profits made on sales, regardless of whether he

: BAND ano ORCHESTRA INSTRUMENT
DEPARTMENT
GROSS OVERMEAD 16
MARGIN I SELLING SALARIES_.. 14
46 T AOVERTISNG. 0
NET REPAIZ LEPENSE_.. OIS
SHIPPING & DELIVEAY._ DOS
‘ GENERAL _ oo — 015
BAD OFBTS_ .. 005
| 37
NET 3
PROFIT A
08 [t

charges up service cost to advertising or under
any other head. What is the profit in the
record department? How much is it costing to
sell talking machines? Radio? Service? Do you
know? If you do not, what you need is a cost
finding system. It is a foolish dealer who goes
along month after month knowing that he is
doing an excellent machine and record business,
or a fine radio sales volume and then wonders
why he does not seem to be making money.
Perhaps one department is eating up the profits.
The thing to do is to find out. Armed with exact
knowledge of the conditions, it is a simple
matter to institute the necessary reforms.

Turnover and Buying

Mr. Clay emphasizes the need of quicker
turnover to bring profits up to a satisfactory
degree. Recently information was received of a
dealer who proudly boasts of the fact that his
stock of recordings includes every disc made
by one of the leading manufacturers. His store
has a fine reputation and is known as the local

20

Philip T. Clay, President,
Sherman, Clay & Co., Points
to Need for Departmentiz-
ing Business and Important

headquarters for records. Questioning disclosed
the fact that he fell short of a two-time annual
turnover last year. His investment necessarily
is a large one, and the space occupied by the
department is costly, bringing up the overhead.
The fact is this dealer is not making money on
his record investment. Contrast this with the
five-time turnover achieved in the Sherman,
Clay & Co. store as illustrated at the top of this
page, and the fact that this store shows a net
profit of 14 per cent in the record department.
Another dealer has an investment in records of
only $300. His stock is small; overhead is kept
down as much as possible; he buys carefully
what he is convinced he can sell with reason-
able celerity. He reports a twelve-time turn-
over for the last year. He is making money.
Profit hinges on turnover and turnover depends
largely on sensible buying and intelligent sales
promotion.

In connection with retail store operation Mr.
Clay said in part:

“The music store today must be an emporium
—an emporium of home entertainment. We
must sell those things that will amuse and en-
tertain people in their homes. Before very long
every music dealer will be selling a combination
radio, talking machine and moving picture in-
strument. The automobile, the movie theatre
and the jazz bands have taken people away from
the home because they offered more attractions.
If the music dealers of the United States will
combine with the one object in view of selling
everything that will make the home more attrac-
tive, they will educate the people of the United
States to an appreciation of what home really is.

“We take the head radio or talking machine
salesman and put him in charge of the branch
store. He sells the house he is working for to
the customer. He tells about the service we
give on radio, which is also characteristic of
the service that we give with a piano or repro-
ducing piano.

"“Two dealers came to me in the last three
months and told me that they were getting out
of the music business because they were too
old to learn a new business. We bought them
out. They were not too old to learn a new
business. They were merely too old to hire
somebody that understood the new business.
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Function of Cost Finding
Records in Developing
Profit Possibilities to Utmost
in the Retail Music Store

They wanted to run the musie business the way
they had run it the last thirty years.
Overhead Expense Charts

“T have prepared a series of percentage tables
that may or may not be of some benefit to
this Association. In some instances you will
say that I am wrong. Naturally, different eon-
ditions govern different arrangements of busi-
ness. Every figure that I give today has been
worked out from experienee. It has been dem-
onstrated that a business ean be run on these
percentages. In the first plaece, I am supposing
that the person who attempts to use these fig-
ures is operating an honest business and if he
is not he would better change his methods and
get down to an honest business operation imme-
diately, beeause he will lose out, and will be
out of the picture shortly. The day of advertis-
ing a $750 piano for $200—the day of sending a
‘hay wire’ radio set out and lying to the cus-
tomer about its performance—those days are
gone. People in this era are too smart. A man
who takes the customer’s money through a lie
is a thief, and it doesn’t take long for such a
reputation to spread in the eommunity. People
will not willingly buy from some one whom
they know is trying to rob them. The pur-
ehasing public has become enlightened.

“To start with then, my advice to the musie
trade is to handle all kinds of musical mer-
ehandise. Be a eomplete musie store. Make
yourself the loeal headquarters for home enter-
tainment, and if you are too old to learn this
new phase of the business yourself, or too lazy,
put a live one in to do the selling while you
wateh the financing. Departmentize your busi-
ness and make eaeh department carry its per-
centage of overhead and make its share of the
net profit: See first of all that your overhead
is an honest overhead—cut out the non-pro-
dueers and the relatives whom you have to sup-
port. If you have to support these relatives
give them stock in the eompany, and then they
only get theirs when the business pays. Senti-
ment is a wonderful thing, but overhead is like
taxes and insuranee, it is going on all the tine,
and there is no sense in eharging things up to
general profit and loss. Make each department
of your business stand on its own bottom. Set
up an expense budget, a sales budget and an

inventory budget. Classify your expenses and
limit them. Check perforimance every month
with your budgets. You will soon find out
what is wrong. Correct the situation as you go
along and it won't be long, providing that every-
body is really working hard, before you are
running a profitable business.

Overhead

“First, let us take up the subject of overhead.
What is it? Overhead is that group of store
expenses which are fixed, which must be con-
tracted for no matter what the business condi-
tions.

“I will say here that overhead in the average
musie store should not be more than 15 per
cent of the volume. Large stores in the large
cities may have a slightly higher overhead per-
centage, and small stores and those in the
smaller cities and towns ean operate on a
slightly lower overhead. There is one item in
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this list of overhead items which I wish to
comment upon and that is rent. [ am often
asked what a fair rent is for a music store. My
answer is not more than 5 per cent of the total
volume of business. Paying rent beyond this
percentage is foolish and invites disaster.

“Now I would like to give you a suggestion
on how to eut down your overhead pereentage
—that is the ammount which is eharged to eaeh
department. And bear in mind that in cutting
down the overhead for each department, each
department makes more net profit and, of
eourse, the store makes more net profit. This
suggestion, however, is only feasible where de-
partment managers share in the net profit of
their departments.

Turnover

“These figures that I shall show you are
based on the aetual working percentages of
one of our stores doing a business of $250,000
a year.

“Now I would like to say something about

21

]
ADDING VOLUME ~REDUCING OVERHEAD ~ INCREASING NET PROFIT

P WHAT A STORE WITH FIVE DIPARTMENTS DOING BN ERHULL BUSINESS ©7 3244000
CAN DO THROUGH INTENSIHED EFFORT ON PART OF THL DEPT ¥ENAGERS EwD EMPLOYEE
P THE BASIC FIGURES ARE ACTUAL 1927 FIGURES

EACH OF THE DTHER 4 DIPTS COULD TURN IN PROSPICTS FOR 204 PIAND PER WOKTH,

AVIRAGING $300 £ACH, (33004 4 DIPTS =17 KOY) WHilH WHER SOLD WOULD EWDUNT 1) 114.400
EACH OF THE OTHER 4 DEPTS COULD TURN in PROSPECTS FDR svd 68,2010

COMBINATIDH OR TELKING MACHINE PR MONTH AVERAGING mo uc« )4

DEPTS r12 14DS) WHICH WHEN SOLD WOULD AMDUHY 10 7200
EaCH DF Wl OTHIR 4 DEPTS, COULD TURN 1IN PlOS’(C'S IOR s

BAND OR ORCHESTRA INSTRUMENT PER MONTH, ZVIR AG 1HG 475 tagu

{$75¢4 DEPTS 212 MOS) WHICH WHEN SOLO WOULD AMOUNT T10. 3,600
HO ADDITIONAL SALES IN RECORD DEPARTMENT. ... _ 3 [+]
NO ADDITIONAL SALES (N SHEET MUSIC DEPARTMENT, . . 0
ADDITIONAL BUSINESS  $15200
m“:a‘-‘... Aomv ol 1IN}
V l\l!l YOLUME
PIANO DEPARTMENT 4103426 $14.400 '\Hl-v'mm' wesr 16 sty
TALKING MACH & RADIO DEPT 82,684 1.200 1f16
RECORD DEPARTMENT 20.53) Rl X i)
SHEET MUSIC DEPARTMENT 21616 257 pucr )
BAND ¢ ORCH INST DEPT 14,562 3,60 1438

1243820 ¢252000  $7,291 A0DITIONAL PROFIT

THE ADOITIONAL PROFIT IS ARRIVED AT BY USING THE COST OF SALFS ANO £XPfNSE
PERCINTAGES OFTERMINEO BY THE ACTUAL 1927 BUSINESS_ AS THE INCREASING
VOLUME DECREASES PERCENTAGES, THE ADDITIONAL PROSIT WOULD BE SLIGETLY GREATIA

turnover. We all carry too much stock—too
much dead stock. If we¢ were more careful in
dur ordering and we pushed what we had on
our floors we would have more money avail-
able to operate our business—this depart-
mentized emporium of musie and home enter-
tainment of whieh I spoke. You, whose stores
are close to manufacturers’ plants should have
no trouble in having good turnover rates. We
have achieved these turnovers in some of our
stores. They can be achieved.

Dead Stock

“I mentioned something about ‘dead stock.’
We all have too much dead stock. Why—be-
cause we order carelessly in the first place. We
make outlandish allowances in the second place,
loading up with unsalable merchandise, and in
the third place we allow salesmen to sell their
‘pets’ instead of pushing what we have carefully
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purchased as a balanced stock, and lastly, when
we do get stuck with ‘dead’ imerchandise, we
are too cowardly to take our loss then and
there. 1 say to you, when you discover that
you have an article in your stock which is ‘dead;’
take a good stiff ‘mark down’ like a man and
use the money to buy salable and seasonable
merchandise.

“To know just what lines of merchandise are
being sold profitably it is very necessary to
departmentize the modern musie store so that
eaeh type of merchandise stands on its own feet
and is merchandised at a profit according to its
own special requirements. In our edncern we
have five separate departments.”

K. W Radio Co., Inc.
Takes Over Larger Home

To facilitate handling of the inereased busi-
ness on the new Majestie electric receivers, K.
W. Radio Co., Ine., New York City, bhas taken
more extensive quarters in the Evening Graphic
Building at 350 Hudson street. It has over
4,000 square feet of spaee for offices and 10,000
square feet for warehouse, which occupies the
entire northeast corner of Hudson and Charlton
streets. For the delivery of Majestic sets two
new truecks have been ordered. Dealers are
rapidly being supplied with all models of the
Majestie sets, which are rolling into New York
from Chieago at the rate of five carloads a day
for this territory. L. C. Welling, president, will
shortly announce a house-warming.
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Lach of the threemodels shown

berewith is equipped with an
antenna-plate which brings in
nearby broadcasts, without an
aerial of any kind—permitting
instrument to be placed wher-
ever there 15 a light-socket.

e

Model Ninc-sixteen. Victor Electrola Radiola.
List price, $750, complere with tubes.
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RAapro SEason

finds Victor ready with new models
that are WINNERS in each class

([‘ BE SURE of this: The radio season will begin earlier than

usual this year. The Summer will be crowded with radio
features of major interest. The national political cam-
paigns . . . the world’s championship boxing-match . .
the world's series in the big hit-and-run pastime . . . and
musical programs without number.

Here are some of the new Victor combination-models
that will help Victor dealers to dominate the field No
more beautiful or appealing musical instruments have
ever stood on a dealer’s floor. The price-range 1s attrac-
tive too. Get in touch with your wholesaler now and
get a running start on the season.

VICTOR TALKING MACHINE CO. ~ CAMDEN, N.J, U S A

N a
A g -

““HIS MASTER'S VOIC

REG U.S PAT OFF

~Model Seven-eleven. Victrola
Radiola. List price, $250,
complete with tubes,

Model Seven-twenty-six.
Victor Electrola Radiola. List
price,Sq25, complete with tubes.
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Profit Winning Sales Wrinkles

Selling Victrolas to Undertakers—Gives Information Regarding Tube Guarantee—
Study the Record Releases—Co-operation Within the Organization—Pushes
Needle Containers—Let Radio Prospects Know What They Are Missing

Several months ago the Victor Co. in its
house organ pointed out to dealers the sales
market that awaited them in undertakers’ es-
tablishments and stating that the electrically
amplified instruments were particularly adapted
for this trade. The same company in a recent
1ssue of the Voice of the Victor in substantia-
tion of the suggestion made reports that the
Heppe Piano Co., of Philadelphia, has sold be-
tween 35 and 40 tinstruments to undertaking
establishments. This is mentioned not only to
point out to all dealers an established field
which should produce revenue but also to in-
terest the trade in the sales possibilities which
exist outside of the home market. Especially
at this time of the year is the opportunity for
sales to stores, restaurants, resorts and count-
less other establishments where people congre-
gate most fruitful.

No Misunderstandings
In order to avoid misunderstandings with
tube purchasers the James Electric Co., Pitts-
burgh, Pa., encloses a printed slip with each
Radiotron sold, calling the customer’s attention
to the fact that each tube is tested before it is
sold. The slip also explains the scope of the
manufacturer’s guarantee. This simple method
has eliminated much misunderstanding regard-
ing the dealer’s liability when through some
fault of the purchaser the tube fails to function
properly after having been in the customer’s
rossession.
Know the Catalog
A metropolitan dealer recently sold in a brief
period 500 records which were not featured in
the advertising of the company or by any spe-
cial display posters but simply because he had
listened to all the Southern music records and
believed that the appeal of the selections would
be felt not only by lovers of old familiar tunes
but also by all classes of record buyers. With
this thought in mind he started to push the
record and his faith in it was justified. This

is not the first time such study of all releases
has aided a dealer. Some years ago a dealer
found a recording in the foreign-language re-
leases that was of a particularly appealing qual-
ity. He featured it in his store-door playing
and sold thousands of the record. Other deal-
ers followed suit and shortly afterward various
record manufacturers released the selection as
one of the popular list. The moral is to study
all releases carefully—popular, classical, stand-

Send in Ideas!!

Perhaps 1n conducting your
business youmake use of some
unusual method in selling ra-
dio, talking machines, records
or accessories, or perhaps your
method of servicing 1s out of
the ordinary. If these ideas
have proved successful, send
us a note telling of them.
Photographs will add interest.

ard, race, old-time tunes, race and foreign lan-
guage—music 1S a universal language and many
gems are included under some classification or
other which if brought to the attention of the
public would prove big sellers.

Co-operation

Co-operation within the organization should
be the rule in every music store, and that it
leads to additional sales is exemplified by the
experience cited by Miss Rose Pill, of David-
son Bros., Sioux City, Ia., in her prize-winning
essay in the contest conducted by the Victor
Co. In part Miss Pill said: “Through the sheet
music department of the store I have found
out the people who sing in churches either as

face of matched butt walnut, 100% figure.
with ornamental pulls.

IMPRESSIVE SIMPLICITY

in ASTON Design

is nowhere better exemplified than in the cabinet shown here—3-Ply walnut throughout;
Curly maple top border.
Interior grille polychromed.

Write for catalog, showing a pleasing variety of beautiful designs.

ASTON CABINET MANUFACTURERS

Distinctive originality in design of High Grade Radio Cabinets
1223-1229 W. LAKE ST., CHICAGO, ILL.

B ——

Front doors inset
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soloists or in choirs. They are urged to come
into the demonstration booths and hear their
favorite songs sung by a Victor Red Seal art-
ist. Or if T know they have purchased a sheet
of music that happens to be recorded on Red
Seals, I say, ‘Did you know Marion Talley
sings that?’ or John McCormack, or whoever
the artist happens to be. ‘We have it. Would
you like to hear it?”

Pushing Needles
As a department store of all musical instru-
ments and merchandise, Landay Bros.’ main
store at Forty-second street and Sixth avenue,
New York City, overlooks no item of the stock
carried. During the past week or two on a
small revolving tablé in the main window needle
containers were featured. One type retailing
for thirty-nine cents included a record cleaner,
another selling for a slightly lower sum was in
the form of a box with three compartments for
different style needles. A sign urged phono-
graph owners to keep their needles orderly.
This reminder of a seldom featured article re-
sulted in a great number of sales. It pays the
dealer to occasionally display and push items
such as these, for the average customer is prone
to forget them.

Program Post Cards
Keeping the radio set purchaser’s interest on
the alert by sending him post cards daily fea-
turing the programs to be heard over local
stations has been a most successful factor in
building prestige and stimulating business for
the Winter Haven Music & Radio Co., Winter
Haven, Fla.,, authorized RCA dealer. This
dealer sends out the cards each morning to all
customers and to likely prospects. He reports
that the practice has become so established that
if a customer misses the card he telephones to
secure the desired information. In addition to
cementing good will with customers the post
card policy has been of great assistance in clos-
ing sales, for the daily reminder of what they
are missing is very often the necessary touch
required to turn a prospect into a set owner.

Selling Records

An interesting example of what sales can
be secured for the record department by bring-
ing the merchandise to the homes of customers
was furnished recently by Miss Mildred Lar-
son, of the Hyatt Music Co., Portland, Ore.
This enterprising saleslady loaded a number of
the Victor Herbert album sets of Victor records
in a Ford roadster and visited the homes of cus-
tomers who had purchased instruments from
the store. Instead of giving a sales talk on the
merits of the records she stated that she was
calling to see if the instrument was working
satisfactorily. She left the album for testing
purposes, with the result that she sold twenty-
one album sets in two days. As a matter of
fact a great many records will sell themselves
as these did if they can be brought to the atten-
tion of talking machine owners.

Appointed Fada Distributor

The A. Knoll Electric Supply Co. of Cin-
cinnati, O. has been appointed exclusive Fada
distributor for that territory, according to an
announcement by. Louis J. Chatten, general
sales manager of F. A. D. Andrea, Inc.

Declares Stock Dividend

The Sparks-Withington Co., Jackson, Mich,,
recently declared a ten per cent stock dividend,
and a cash dividend of seventy-five cents on the
common stock against twenty-five cents paid
formerly.

%

A new music store was recently opened at
Junction City, Kans, by Phillip Olsson. A
complete stock of band and orchestra instru-
nents and Columbia records is carried.
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Celumbia

the Most Advanced and Modern Line

for the electric playing of records and radio reception

~m— T

Columbia Electrie Viva-tonal and
Kolster Radio Combination —¢like life
itself”— Model 960 — List Price £600

Columbia-Kolster Viva-
tonal, The Electric Repro-
ducing Phonograph —
“like life itself”—Model
930—List Price $375.00

.

.

Columbia-Kolster Viva-
tonal, The Electric Repro-
ducing Phonograph —

“like life itself”—Model

901—List Price 8475.00

r
#

o

“like life itself”’

Columbia Instruments maintain Columbia Leadership. They are beauti-

ful in design, exquisitely executed, and flawless in tonal reproduction.
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1402 l) win 79¢
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Now Records Exclu usively for

Columbia“=Records &
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Ask fer Celumbia Recerds

PAUL WHITEMAN
f| Exclusive Columbia Record Artist

Na50070D,z2in %122 L@ Paloma me Dove) -

No50069-D zini20 The Merry Widow waiz

Na50068-D zin*I22 The-Man | Love (wal cioms) »
Ne. 1401-D win. 75¢ Last Night] Dreamed You Kissed Me 22=,
No I402-D win 75¢. CON- ‘TANT' N‘O’HE mm)mnw

Columbia == Record | Mads the New Way- Erccteicaliy @)

( As always, Columbia Window Displays are worthy of the artists and numbers they
feature. Use them—they help you sell. The latest display is illustrated above. It’s
in seven striking colors. (] Columbia offers the dealers an exceptional window display
service at the nominal cost of $1.00 per month. Ask the salesman of your Columbia

Branch or Columbia Distributor for details, or write direct to the Company.

“Magic Notes”
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Yiva-tonal Columbia Portable
Model No. 161, 850 List Price.
~like life itself™

Columbia has the preferred portable for every taste and

every purse listing at
$15 — 825 — 830 and 850.
Stock and display the Columbia Portables. They offer

you opportunity for a double profit —a profit on the

instrument, a profit on subsequent record sales.

Customers who buy portables buy records

Columbia Phonogeraph Company, 1819 Broadway, New York City
graj pany, y )

Canada: Columbia Phonograph Company, Lid., Toronto

Schubert Centennial- Organized by Columbia Phonograph Company

-

“All Trede Mashs Reg. §' S Par O11.,
MR M ing Agrecs oe 184333 NI e B

“Magic Notes™
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Jensen Adds Over
Fifty Distributors

Includes Jobbers in All Parts of United
States, According to T. A. White, Gen-
eral Sales Manager of Company

CHricaco, InL., July 7.—That the interest in
dynamic speakers which was so marked during
the Radio Manufacturers’ Association Trade
Show and Convention held during the week of
June 11 at Chicago was more than just curi-
osity on the part of the thousands of jobbers,
distributors and dealers who attended this event
is indicated by the business reported by at least
one manufacturer of dynamic speakers.

According to Thomas A, White, general sales
manager of the Jensen Radio Mfg. Co., fifty-five
distributing and jobbing connections for the
Jensen dynamic speakers were closed during the
week of the Trade Show and Convention. These
include jobbers in all parts of the country and
in practically every instance are the leading dis-
tribution outlets in their respective territories.
Indicative of the type of companies who have
cast their lot with the Jensen Radio Mfg. Co.
for the coming season is the Detroit Electric
Co., Detroit, Mich., which has been given ex-
clusive distribution for the lower half of the
State of Michigan and will also stock Jensen
dynamics at the Toledo and Cleveland, O.,
branches, and who placed an order for approxi-
mately $100,000 worth of Jensen speakers.

Mr. White was more than gratified with the
business done by his company at the Chicago
trade gathering. “Perhaps,” he said, “we had
quite a jump on the other fellow as faras dynam-
ic speakers are concerned, due to the fact that
we have been manufacturing them for the past
twelve months, are far beyond the experimental
stage and, what is most important from the
standpoint of the jobber and dealer, we are in
full production at the present time, ready to take
immediate care of the demands of jobbers who
have decided to distribute Jensen dynamic
speakers for the coming season.

“Prior to the Trade Show and Convention
cur organization felt quite certain that one of
the chief centers of interest at the RMA annual
meeting would be the dynamic speakers, and
that a large amount of business would be placed
during the week for reproducers of this type.
As far as our own experience was concerned,
it was well beyond anything we_ expected.

“During the week of the show we ¢losed with
fifty-five new distributors. In practically every
instance they are the leading company in the
territory in which they operate. | Practically all
of them placed stock orders for immediate ship-

THE INSIDE
BACK COVER

OF
This issue of
The WORLD

has a very important
message for phonograph
manufacturers and
dealers.

Read it
Carefully

ment before leaving Chicago or gave us a figure
as to what their requirements would be and
confirmed them by forinal purchase orders upon
their return home.

“Anticipating the demand which we felt sure
would materialize, we have been busy getting
our production facilities expanded. Our new
Chicago plant is being whipped into shape rap-
idly. Our Oakland factory is working at full
capacity. At the present time we are making
practically immediate shipment of every order
received.

“Reports coming to us from our salesmen,
lctters from jobbers and dealers, inquiries from
set builders and interested owners of radio re-
ceivers, indicate a full acceptance of the Jensen
dynamic speaker and bear out the many compli-
mentary statements made by those who visited
our demonstration rooms at the Stevens Hotel.
The pioneering work, the development and re-
search in the perfecting of the dynamic prin-
ciple and its present application by DPeter L.
Jensen are readily acknowledged by the trade
and are certainly well expressed in the business
which our company is enjoying to-day for the
dynamic speaker bearing his name.”

New Distributors
for Freed-Eisemann

The General Ignition Co., l\/lilwa‘ukee, Wis.;
the Crescent Electric Supply Co., Davenport,
Ja., and Madison, Wis., and the Michigan Chan-
delier Co., Detroit, Mich., were recently ap-
pointed distributors by the Freed-Eisemann
Radio Corp., Brooklyn, N. Y., of the new Freed-
Eisemann line of receivers, speakers, consoles
and decorative tables. The Crescent Electric
Supply Co. of Dubuque, Ia., has been merchan-
dising Freed-Eisemann products for a consid-
erable period, and success with the line prompt-
ed thein to handle it at Davenport and Madison.

Interesting Trade Data

The Information Bureau of the Dubilier Con-
denser Corp., New York City, has issued three
technical treatises of-interest t6 the trade. The
subjects covered are “Why By-Pass Condensers
for A. F. and R. F.?” “By-Passing the Grid Bias
Resistance” and “Dubilier” Interference Device
No. 3.” )
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NewYorkTradeViews
the New Federal Line

Silas E. Pearsall Co., Metropolitan Dis-
tributor, Held “Open House” for Deal-
ers During Week of June 18

The complete line of Federal Ortho-sonic
receivers, manufactured by the Federal Radio
Corp., Buffalo, N. Y., was on display during the
week of June 18, at the showrooms of the Sila
E. Pearsall Co.,, New York, exclusive Federal
distributor in the mctropolitan district. Mrs. L.
M. Green, president of the [Pearsall organiza-
tion, held “open house” for visiting dealers dur-
ing the week. I.uncheon and refreshments were
served each day. The entize personnel of the
Pearsall Co., as well as representatives of the
Federal Radio Corp., assisted Mrs. Green, who
stated that a very satisfactory volume of orders
was booked for the 1928-29 season. Enthusias-
tic expressions of opinion were heard on every
hand in regard to the appearance and per-
formance of the new Ortho-sonic models.

Grigsby-Grunow Co.
Lektophone Licensee

Grigsby-Grunow Co., of Chicago, has been
licensed by the Lektophone Corp., owners of
basic patents on controlled-edge cone speakers,
to manufacture under their patents and improve-
ments, according to a recent announcement. It
was stated that the Grigsby-Grunow Co. will
add a power-driven loud speaker constructed
under Lektophone patents to their current lirc
of accessories, in addition to smaller controlled-
edge speakers already on the market.

A. I. Wolfe Opens Store

New Haven, Conn, July 3—A. 1. Wolfe,
who has been connected with the musical in-

_strument trade in Connecticut for a number of

years, recently opened a new music store at
10 Center street. Mr. Wolfe was formerly man-
ager of the New Haven and Bridgepo:rt Lan-
day Bros. branches. A complete stock of musi-
cal instruments is being featured at the new
establishment.

Model 537 A. C. and D. C. Set Tester

Two 314”7 diam. high grade WBS I ON

METER EQUIPMENT:

What Radio Servicing means to the Dealer
and to the Entire Industry

SPEEDY AND EFFICIENT SERVICING of radio re-
ceivers gives the best assurance of continued interest in
radio developments. Confidence in manufacturer and deal- |
er means a more responsive market for new models. This !
produces quicker turn-over, widens the channels of dis-
tribution and increases profits for all concerned. More-
over, with sets maintained in the best condition all those
comniercial activities which underwrite the expense of
broadcasting are more ready to give their support, and
this means better programs and more business!

The Weston Model 537 A. C.-D. C. Set Tester
provides the means of servicing radio receivers
in the LEAST TIME PER CALL, with the
LEAST EQUIPMENT, and therefore at LOW-
EST COST and GREATEST PROFITS. Your
service man provided with this 6l%-pound outfit
is prepared to completely service any set made
in from 10 to 20 minutes! No other equipment
is necessary. Take the time to investigate.
Wnte today for complete descriptive literature.

WESTON ELECTRICAL INSTRUMENT CORP.
606 Frelinghuysen Ave. Newark, N. J.

Weston models—3-range A. C. voltmeter, 150/8/4 volts
and a D. C. volt-milliammeter, 600/300/60/8 volts with
1000 ohms per volt resistance, and two current ranges—
150/30 milliamperes. Simple to operate. A complete in-
struction book furnished with each unit.

RADIO
INSTRUMENTS
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+ mystic conveyer of melodious tone +

Utah contributes to the radio program tone qualities
found only in true music. Attach a Utah unit and
vour set becomes a brilliant musical instrument.

MANUFACTURTERS, NOT ASSEMBLETRS



Type X30—$3090

Beautiful genuine brown
mahogany ecabinet speaker
equipped with Utah power
motor. One of Utah’s lead-
ing new creations.

Utah is licensed under Lektophone patents . .

Type X35—3%35%
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Utah Power Motor used in

UTAH RADIO PRODUCTS COMPANY

1615 South Michigan Avenue

Utah Speakers with its
nature-like voice coil an ex-
clusive Utah feature—a
lasting source of depend-

able Radio spealer power.

Chicago, Illinois

Type X26—526%
The new Iftalian Renaissance
mahogany carved wood cab-
inet speaker equipped with
UTAII Power Motor.

A 100—-TCtah Dynamic Unit
110 volt alternating current light
socket supply for field excitation
using Westinghouse dry rectifier.
9" high, 91%%° wide and 71;" deep.

Packed 1to a wood [ 5000
crate. Weight 191bs. . . . —_—

R 300—Utah Dynamic Unit
6 to 12 volts direct current for field
excitation. Operates from A Battery.
Current consumption .5 to 1ampere.

Packed 1 to a wood 33 500
crate. Weight 14, 1bs. . . -

D 200—Utah Dynamic Unit
110to 220 volts direct current fur field
excitation.Current consumption 45
to 90 milliamperes. 81,  high, 7" deep.

Packed 1 to a wood 34000
crate. Weight 1412 1bs. . . —

Utah Dymnola Cabinet
made of 5 ply walnut
with genuine Burl wal-
nut front finished in
antique brown. This
Cabinet is of nondiree-
tional design having
samegrille and appear-
ance both front and
back. Dimensions: 12%"
high, 15%” wide and
12%2" deep. Packed 1 to
a wood crate.

Utah Dynola Speaker
cquipped with **A 100°°

B

cquipped with **R 300’

5602

equipped with <D 200°°

652

. Utah Dynola Power Speakers licensed under Magnavox patents
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Each month W.
Braid W hite will
suggest methods
of stimulating
retail sales of
high-class music

Masterworks the Ninth Symplony of

Schubert, the work which he nunbered
next to his immortal “Unfinished” and which
was finished only eight months before his ill-
ness and death. Schumann was the first of the
world-renowned musicians to direct public at-
lention to this astonishing tour de force of a
man obscure, neglected, poor and sometimes
hungry, who at the age of thirty-one was about
'o lay down a life than which none has ever
been fuller of promise nor more cruelly cut off.
Schumann it was who spoke of the “heavenly
tength” of this work, and music lovers during
2 hundred years have not failed to echo this
just description.

It pleases me immensely to find the Columbia
Co. entering so heartily into the spirit of the
Schubert Centenary. Seldom has a man so as-
tonishingly come into his own after he him-
celf has passed off the earthly stage. Schubert
stands very close indeed to the top, one hun-
dred years after his death, and there is very
little probability of his being thrown down from
his pedestal within another century. For it
happened that he possessed authentic genius;
and that is why Columbia is offering thousands
of dollars in prizes to composers of 1928 in the
hope that the hundredth anniversary of the man
who died in 1828, leaving behind him an estate
officially estimated at the sum of $12.50, may
produce some music worthy to be classed with
the least of his.

The King of Melody

It is my sincerest hope that phonograph deal-
ers will back up Columbia’s efforts with genu-
ine heartiness. It would be too bad if all the
good results had to be registered abroad, and
if the American response were lukewarm. For
in point of fact there simply is not another
composer whose musical output is so easy to
sell as is Schubert’s. No other musician ever
has had so inexhaustible a wealth of melody.
Millions know the tune of the Serenade, of
Hark, Hark the Lark, of the Erl-King, or the
themes of the Unfinished Symphony. Millions
more ought to know the Rosamunde music, the
piano Impromptus and Moments Musicales, the
Trio in B flat, the Forellen Quintet, the string
quartet in D minor, to mention only a few. All
of these have been wonderfully recorded, and
overseas all of them are selling like the pro-
verbial hot cakes. A Schubert song recital al-
ways brings out a full house, and Schubert’s
music is always heard with eagerness via the
radio. The operetta Blossom Time, which dealt
with Schubert’s life and was throughout buih
on his music, had a great run and will prob-
ably be revived successfully again and again.
It is not obscurity, or the dreaded taint of the
“classical,” which stands between Schubert and
the buying public. It is nothing else than unfa-
miliarity. To hear Schubert’s music is to love
it. To love it is to want records of it at home.

Phonograph dealers are having put before
them at this time an extraordinary opportunity
to create in their several communities the be-
ginnings of permanent music-loving and high-
class record-buying groups. Such groups al-
ready exist in embryo waiting only to be

C OLUMBIA has announced as one of its

Creating a Record
Demand for Finest Music

Schubert’s Ninth Symphony

molded into shape. Any phonograph dealer

who will announce to his community that he is

prepared to attend intelligently to the wants of

all who love good music, and who will let it be

known that he actually keeps adequate stocks

of the same, will ind an immediate response.
“Hole in the Wall”

Two young fellows occupying a “‘hole-in-the-
wall” in New York are selling high-class rec-
ords imported from half a dozen countries, as
well as all the first-class orchestral, ensemble
and solo music published in this country. They
have found that there is a public in New York
and its environs for enough of this music to
keep them going in first-class shape, and they
have hardly yet got into their stride. There
is a man in Chicago who for years has been
quietly doing the same thing and making a
goodly profit at it. Probably there are others,
too, who are cashing in on the opportunity.

One thing at least is certain: High-class rec-
ords are the true foundation to-day of the pros
perity of the phonograph industry. The one
thing which puts the phonograph on a pedestal
of its own in a class of one, is its ability to
reproduce faithfully, adequately and at will, the
finest music. And it is a demonstrable fact
that high-class records can be sold by any
dealer who will take the trouble to learn the
rules of the game. '

The Man Himself

To get back to Schubert. It may truly be
said of him that from his first day to his last
he never knew what it was to be free of poverty.
Within a few months of his death, when at
last he was becoming known and recognized,
he is found dining on coffee and biscuits be-
cause he had not the less than 20 cents which
would have bought him dinner. He sells the
great B flat Trio for less than five dollars,
some of his songs go for 20 cents apiece. In
the inventory of his effects, made officially at
his death, is an item described as “a quantity
of old music valued at 10 florins”: that is at
about $2. From this heap of music paper,
which his brother Ferdinand received, the pious
labors of Schumann and Mendelssohn disin-

terred an astonishing set of masterworks,
songs, piano pieces, quartets, trios, quintets,
octets, orchestral pieces. So astounding was

the number and so remarkable the quality of
the discoveries that for a time, as one after
another was announced, the rumor spread that
these were simply forgeries and that no such
mass of material had been left behind by the
dead composer. Yet we know to-day that all
of this was authentically Schubert’s work. His
songs alone are 600 in number, and the tota!l
of his works, great and small, is at least 1,000.

The Ninth Symphony of Schubert is one of
the most fascinating pieces of musical thought
ever expressed in terms of the orchestra. Its
great length has been criticized unfavorably,
but Schumann’s description (“heavenly length’)
really is juster. It is long; but then Schubert
wrote it, as he wrote everything, out of the
boundless wealth of man overflowing with mu-
sical imagination. What distinguishes him from
all other composers is his extraordinary power
to pour forth a stream of ever new musical

Intelligent pr o-
motion of sales
of good music
means more sub-
stantial  success
for the retailers

ideas, which sometimes tumble after each other
in a veritable torrent. He never is obliged to
resort to padding or to passage work, and
whenever he has done so we may attribute the
event mostly to his peculiar dislike for correc-
tions and his habit of allowing a piece to go
to the publisher without that careful editing
which, even with a master melodist like him,
is always desirable. In the great C major Sym-
phony, of which I am now speaking, there is,
however, not a bar of obscure passage work or
of frantic efforts to build bridges from one to
another part of the structure. It is long; but
only as a lovely dream may seem long to the
dreamer. It is long; as the time a lovér spends
in gazing upon the face of his beloved may
seem long to the outside observer. It is long;
but its length is heavenly.
“Ineffaceable”

I shall never forget hearing this symphony
played by the ,New York Philharmonic, under
the baton of that genius, Mahler, now nearly
twenty years ago. It left on me then an im-
pression which has never been effaced. Follow-
ing the first hearing came music rolls for the
player-piano, nor shall I soon forget the hours
of fun I had puzzling out and piecing together
the skeleton of the delicate yet the solidly pow-
erful, the beautiful yet the strong, the lovely
yet the virile, structure of this wonderful man’s
thought. And now, after a long time of waiting,
broken only by occasional hearings in Chicago
and New York, Coluinbia tells me that I may
have the masterpiece for my very own, to hear
it when I will, to take it at a single meal or
to chew on a bit of it, to study it, to dissect
it and to come to know it as one knows the
alphabet. How much one owes to the phono-
graph manufacturers!

Incidentally, Messrs. Dealers, have you ever
thought that your sheet music department could
sell lots of those tidy little miniature scores of
orchestral music, now that high-class recordings
are coming out in album sets of whole orches-
tral work? Ask vour wholesaler.

Grebe Athletes Win

Winning twelve out of fourteen games played
thus far this season the baseball team of A. H.
Grebe & Co., Inc., pioneer radio mmanufacturer,
of New York and ILos Angeles, has caused much
favorable comment in local newspapers as tov
the probable outcome. Locally the Grebe team
is second to the Long Island Railroad team
which is in first place.

Baseball is not the only sport in which the
Grebe radio athletes are successful. In tennis,
bowling, handball, squash and billiards they
have shown equal aptitude.

M. J. Barrett in New Post

Grigbsy-Grunow Co., of Chicago, manufac-
turer of the new electric Majestic receiver, has
appointed Milton J. Barrett special sales repre-
sentative under the direction of Herbert E.
Young. Mr. Barrett will work out of Mr.
Young’s New York office.

VAN VEEN SOUND- PROOF BOOTH

Write VAN VEEN & COMPANY. lnc., $=:

ana, MUSIC. STORE
EQUIPMENT

313-315 East 31st Street, New York City
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Bosch Radio Model 28 —for 110 volt AC
operation using scven alternating current
tubes and one powerrectifying tube. Single
tuning dial electrically lighted. solid ma-
hogany cabinet. Price §132.50 less tubes.

The Bosch Radio Dealer contract this season pro-
vides both profit and selling advantages unique
in the radio industry. The new Bosch Receiver
is far ahead in performance and appearance.
Bosch Radio Dealers are backed by our new and
sound merchandising policy which gives a more
flexible inventory investment—a distinctly wider
selling range than heretofore. a strong price
position—all coupled with Bosch advertising.

: 1 tance of the P -
- Dealer accep : W O W
new Bosch Plans is veri- j

fying our assertion that

the Bosch Radio contract
will be the outstanding
money maker this year.

f e St
A request will bring you
the interesting details.
Write the main office or
our nearest branch today
if you want to be in-
cluded in our new plans.

& & AOANNNAN ALY

Prices slightly higher west
of Rockies and in Canads

AMERICAN BOSCH

SPRINGFIELD. MASS.

Branches:

MAGNETO

New York Chicago San Francisco

Authorized Bosch Radio Dealers are now
showing the console Model 29B, specially
designed for thcin with super-dynamic
speaker and special high power speaker
supply. Console hassliding doors. beautiful
craftsmanship and selected woods. Bosch
Radio Dealers ape offering this console 29B
with super-dynamic speaker and special
high power spcaker supply with Bosch
Radio Model 28 Receiver for $295.00.

Authorized Bosch Radio Dealers are now
showing Model 28A console illustrated.
specially designed for them with the stand-
ard Bosch Radio Speaker. Console has fine
selected and patterned woods,richly carved,
beautifully finished. Bosch Radio Decalers
are offering the console 28A with Bosch
Radio Speakcr and the Model 28 Bosch
Radio Receiver for $197.50.

CORPORATION

Bosch Rudio 19 licensed under patents and applicstions of R. C, A.— R. F. L. and Lectaphone.
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Money-Making

Suggestions

for Ambitious Merchants

Profits From Photography—Establish Sub-Agencies in Small Resort Towns—The
Summertime Is Good Canvassing Time—Display the Quick-Selling Items—Support
Your Local Association—Disorderly Windows—Summertime Radio Reception

Many music dealers located in business sec-
tions or adjacent to railway terminals do a
profitable business especially during the Sum-
mer months by acting as receiving and dis-
tributing agents for film developing concerns.
If your store is situated in a center where many
office workers pass or near the depot where re-
turning week-enders arrive, it will prove well
worth while to inquire into the possibilities of
securing such an agency. No investment is re-
quired and the efforts expended consist merely
of receiving rolls of film, taking the name and
address of the customer, turning over the as-
sembled films to a messenger boy and when
the films are returned distributing them and
collecting the money. The profits made by
dealers advantageously situated reach sizable
proportions.

Sub-Agents

With the thousands of vacation resorts
throughout the country now in full swing the
aggressive music dealers located in cities and
towns supplying merchandise to as many as a
dozen smaller communities can reap profits by
establishing sub-agencies in each of the resort
centers. Usually one general store carries an
assorted line of foodstuffs, post cards, etc., etc.,
and there is no reason why sheet music and
talking machine records should not be included.
These community stores, especially those with
ice cream parlors, usually welcome such of-
fers from the dealer because they can entertain
their customers while demonstrating records
and where the practice has been followed it has
resulted in greatly increasing the volume of
record sales.

Outside Selling

This is the time of the year when many
dealers extend the scope of their sales activities
by employing canvassers and going after busi-
ness on the outside. It is not necessary for a
dealer to utilize the old system of door-bell
ringing, covering every house in the street and
then proceeding to the next. Use other varia-
tions of the canvassing system. For instance,
have you tried the occupants of the new apart-
ment houses? This usually offers a most fertile
field for sales. Remember in the social columns
in the daily papers last month all the notices
of June brides. These newly married couples
will be settling down this month and why not
be the one to sell them a talking machine or a
radio or both? If business at the store has

slackened, why not have the regular floor staff
do a little outside work? Send them out in
the morning, because it has been found that it
is during that time that most housewives are
at home and there is less chance of wasting
time ringing door-bells in vain. If you have
for some reason or other lost track of former
customers, use the Summer months to renew
acquaintanceship with them. Delegate one of
your clerks or salesmen to compile a list of
former customers who have stopped coming to
the store and have him phone a certain num-
ber each day, inquiring if the instrument pur-
chased is working satisfactorily and whether
or not they wish to have a service man call to
inspect it and see that it is in good order. Even
though no sales result from this form of ex-
ploitation work the good will engendered will
prove valuable.

Summer Arrangement

Have you rearranged your store since the
warm weather arrived? There are a number
of items carried in every music store which
have a far greater appeal during the Summer
months than at any other time during the year
and it is but good business to give this mer-
chandise a better location and more display
during this time than during the Winter when
they move more slowly. Portable phonographs,
for instance, and a host of other instruments
such as ukuleles, harmonicas, stringed instru-
ments, etc. If possible display these nearer the
front door where passers-by can see them and
shoppers have an opportunity of examining
them. The same for records and sheet music.

Re Associations

The annual conventions of the national asso-
ciations of the music and radio trades were
held last month and successful gatherings were
reported at both Chicago and New York. In-
teresting addresses were made by prominent
speakers before the National Association of
Music Merchants and the Federated Radio
Trades Association and much valuable informa-
tion imparted. The dealer’s interest, however,
should not confine itself solely to the activities
of the national body. Important as is his sup-
port and co-operation to the officers of this
group, equally important is the work being ac-
complished by local associations and in many
cases close co-operation between dealers in a
State or city can accomplish much more than
can the national organization because of the

intimate knowledge which the local trade has
of conditions affecting the members.” Resolve
therefore to take .a greater interest in your
local group. If you are not a member at pres-
ent, join up immediately. -If you are a member
and your participation in the past has been
lukewarm, become more active and lend every
support, moral and financial, to the officers who
are laboring in your behalf and on behalf of the
trade as a whole.

**Too Busy”

A store (not a music establishment) in New
York City recently displayed in the window
space a sign reading: “We Are Too Busy to
Dress This Window at Present, but We Are
Not Too Busy to Take Care of Your Wants at
Once.” This sign reposing in the midst of a
most unattractive lot of debris might prove of
worth to an old customer, but it is doubtful if
any new customers would be attracted despite
the boast of activity. Yet many music stores
allow their windows to present equally disor-
derly appearances without the saving grace of
an explanation in the form of a printed mes-
sage such as the above. Fortunately the num-
ber of dealers who fail to take full advantage
of their window’s worth i1s becoming less and
iess, mainly due to the attention now being
given this form of publicity by talking machine
and radio manufacturers. If you as a dealer
do not feel it necessary or profitable to evolve
window dressings of your own design and made
to present some particular instrument or class
of merchandise, use the material which the
manufacturer has prepared at great expense
and which has received the best thoughts of
experts in attracting the eye of the prospective
customer.

Summer Radio

There are still many people who feel that
with the arrival of Summertime real enjoyment
from a radio receiver ends until the advent of
Fall. This thought is the outgrowth of con-
ditions as they were several years ago when
radio was still in swaddling clothes and static
reigned supreme during the nights of July and
August. Everyone acquainted with radio de-
velopments knows, of course, that with the vast
strides made in receiver construction and im-
proved broadcasting facilities these conditions
no longer exist to the extent that a program
can be marred. Nevertheless, many of the pub-
lic feel differently and it should be the self-ap-
pointed task of every dealer to conduct a cam-
paign of education to the end that the misap-
prehensions be cleared away. Too often one’s
knowledge of a fact presupposes that the same
knowledge is a common trait with others, but
radio has passed the novelty stage and the
general buying public no longer reads every
line in newspapers devoted to radio and its de-
velopments and improvements, so that the im-
pressions gained several years ago still persist.

Salesroom :

Sell Albums That Will Adequately Protect Your

Customers’ Valuable Records

The New National
Loose Leaf Record Album

Beautiful in design.
Durable and flat-opening.

(Patent Applied For)
Write for descriptive list and prices.

NATIONAL PUBLISHING CO.

Factory and Main Office
239-245 So. American St., Philadelphia, Pa.

225 Fifth Ave., New York City
Albums for Export Our Specialty
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A good dependable product, which sells
not alone on its reputable name, but on
its A-1 qualities.

Every spring built to a high standard—
sufficient guarantee of perfect perform-
ance and lasting satisfaction.

" | VALLEY FORGE —the trustworthy, re-
liabie trademark to remember always,
for really good main springs.

A
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Give them prominent window displays—attraetive in-

terior displays——;ulvcrtisc them! It is casier to get people to eome into your

store to spend $10 to $30 than it is to sl)eml several hnndred dollars—and in

that way you make satisfied enstomers to whom yon cian later sell your more expensive instruments.

hE market for PALS is tremendous. Everybody with an antomobile can nse
them! Everybody who goes eamping or pienicking ean nse¢ them! Everybody who moves fre-
quently—for example, students and nurses, ean nse them! Everybody who gives gifts can use
them! Take advantage of this wonderful market and go after this business! The best way to do
it is to offer the machines that give your enstomers the ntmost in ¢nality—and valne—PALS!

Eight years of severe test have proved that PALS make friends wherever they go.

ET your jobber show yon the new improved PALS —or write direct 10 ns

and we will send you ecomplete information.
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rourR COLOR
DISPLAY CARDS
THAT WILL
HELP YOU SKELL
MORE
PORTADBLES

The five cards pic-
tured here will enable
you to make a very
striking and attraetive
window display. They
are different—People
will stop to read them.
Each eard is 11 inches
wide, by 17 inehes
high, and is provided

LINIVERSALLY '1';?;{ \ P with an eascl.
DEMANDED WLk
(g LINIVERSALLY §
APPROVED
PAL [iandard

A portable phonogragh that
will always Qive you pleasure!

Write to your= \ -
jobber or to us ¥
for information
as to how you can
get these striking
four color posters free!
These posters have also
= been prepared in the form T
——y of small booklets that you T
can have free for distribution =
among your customers and

v » R4

prospects. * ¥
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The United Motor No. 2‘17 |
For Better Portables

The heart of the United Electrical
Pick-up is our “Super-Magnet”
which insures exquisite tone qual-
ity and astonishing volume. Re-
tailing at $16.50 complete, the
United Pick-up offers a highly
profitable field for Jobbers and
Dealers. !

‘1 UNITED PICK-UP

UNZIIED

(PHONOGRAPH DIVISION)

UNITED AIR CLEANER COMPANY
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E MOST MODERN OF
LL PORTABLE MOTORS

‘Y

WUHERIR

EEN manufacturers, ever alert to buying trends on
the part of Dealers and public, are promptly meeting

the ever increasing demand for Better Portables. And
realizing that the motor is the most important unit in any
machine, they are today equipping portables with the new

- United Motor No. 2. . . . Designed and built exclu-
United Motor No. 5 for cabinet: ma- sively for portables, the United No. 2 is the one most
chines. Over 150,000 of these "mq"d_em modern and efficient motor for its purpose.

motors were used during 1927. A stand-
ard, smooth-running, silent motor and a
real quality product at a reasonible
price.

Dealers, too, realize that the United Motor in a port-
able helps them in their selling. It means a lot to be able
to guarantee a motor with confidence and to truthfully
say—*“The Motor in this portable gives you strong, silent,
Samples gladly forwarded lasting power at uniform speed.” United equipped Port-
1o recognized Manufacturers ables sell easier and faster because they actually have
and Jobbers upon request. more built-in value and do a better _]Ob'

MGCTORS

(PHONOGRAPH DIVISION)

9705 Cottage Grove Avenue, Chicago, Illinois

| e
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STEWART-WARNER

Model 802

Six receiving tubes. One rectifier

tube. FOUR tuned circuits. ONE

dial control. Calibrated wave-

length dial, illuminated. Built-on

reproducer. Built-in light socket

aerial. Completely self-contained
and portable.

Price of set, plus speaker,

1102

Without tubes

Pricesslightly
higher west of
the Rockies.
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STEWART-WARNER
All-Electric A. C.

Model 801

)94

Without tubes
Same as Model 802, but without
built-on reproducer

The same style in battery-operated
set, $67.50

TG

STEWART-WARNER
REPRODUCER

Model 435

16

A new type magnetic cone speaker
with new tone depth and beauty

Prices slightly higher west of the Rockies
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New STANDARD
" s PACKAG

As loug-lived as Raytheon Tubes ave, they do wear out finally.
Somehody in vour city will get a good share of that business. Why net you?

Put this attractive sales-making carton where it can he seen instantly by evervone
eutering vour store. It will automatically bring you the business.

Put this silent but effective salesman to work for you by giving him a prominent place
m vour window or show case.

RAYTHEON MFG. COMPANY - Cambridge, Mass.

e ——— B —
s Rayth e
“%. LONG LIFE RECTIFYING TUBE &

o L I 0 M o D n e R m it




Last-Minute News of the Trade

J. B Price Appointed Eastern
Manager of Allen-Hough Mfg. Co.

Will Be in Control of Sales of Allen-Hough Products in East — Allen-Hough Will
Market Nationally Marti Radio Receivers With Mr. Price in Charge of Sales

Don T. Allen, president of the Allen-Hough
Mfg. Co., Racine, Wis., manufacturer of Allen
portable phonographs, announced this week the

Don T. Allen
appointment of J. B. Price as Eastern manager
of the company. Mr. Price will be in com-
plete charge of sales of Allen Hough ploduct:

in Eastern territory and he is now making ar-
raungements for offices in the Grand Ccentral
district.

Coincidental with Mr. Price’s appointment as
Alen-Hough Eastern manager, Mr. Allen also
announced that the Allen-Hough Mig. Co.
will sell throughout the entire country the com-
plete output of the Marti Electric Radio Co.,
Orange, N |, manufacturer of the »Marti
Radio receiver, on¢ of the forcmost electiic
scts. The sale of Marti sets will be under Mr.
Price’s direction.

These important developments and  expan-
sions in the Allen-Hough organization will un-
doubtedly Dbe with  enthusiastic ap-
proval by the company's clientele. for Don Al-
lern and George Hough arc among the most
popular members of the phonograph industry
Although the company was only formed last
Fall, it has already gained a leading position in
the portable phonograph industry and Allen-
Hough portables are now being merchandised
by representative dealers throughout the coun-
try. The company has grown far beyond all
expectations and with the addition of Mr. Price
to the executive staff the progress of Allen-
Hough will gain added impetus. A considerable
measure of the success of the Allen-Hough
crganization must be attributed to the manu-
facturing and merchandising experience of Don
Allen and George Hough, both of whom have
been identified with the portable mmdustry for
many vears.

reccived

New Vice-Presidents Elected
by Freshman Stockholders

Harry A. Beach Named Vice-President in Charge of Sales;

W. J. Keyes, Vice-Presi-

dent and Treasurer, and George J. Eltz, Vice-President in Charge of Engineering

The Charles Freshman Co., Inc., has an-
nounced the rc-election of Clarence A. Earl as
president and W. Edgar \liller as secretary at

=
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Clarence A. Earl

a meeting of stockholders and board of direc-
tors on July 3. The following new officers were

elected: Harry A. DBeach, vice-president in

charge of sales; W. J. Keyes, vice-president and

treasurer, and George J. Eltz, vice-president in
charge of engineering.
The clection of Harry A

Beach to the vice-

Harry A. Beach

presidency of the Freshman Co. will be grati-
fying news to his host of friends in the music-

(Contined on page 132)

32a

J B “Jack™ P’rice, as he is famtliarly
Fnown in the music industry, nceds no intro-
duction to wholcsalers and retailers of phono-
craph and radio products, for he has been assc
ciated with prominent members of both indus-

trics, including Stevens & Co., the Th. Gald-
schmidt Corp., manufacturcr of the N. & K
loud speaker products, the Diamond Match

Co.'s juvenile division and Harper Brothers
“Bubble Books.” While connected with thesc
concerns Mr. Price visited jobbers and deale

J. B. Price

from Coast to Coast and he includes among his
business and personal friends the leading mem:
bers of the phonograph and radio industries.
Mr. Price secured a general knowledge of mer-
chandising from a seven years' association with

Robert H. Ingersoll & Co, the well-known
watch manufacturers, and he brings to the
Allen-Hough organization a merchandising

ability that is commensurate with the impor-
tance of his new activities and the future plans
of the f\llen Hough executiveq

Welcome Sonora
DeForest Affiliation

Alliance Between Sonora, Acoustiz zand
DeForest Organizations Well Received
—Important Announcement Waite3

=

The recent announcement that the Sonora
Phonograph Co., luc., and the Acoustic Prod-
ucts Co. had made an alliance with the
DecForest Radio Co. has been received with
enthusiasm in the trade, for all of these or-
vanizations are splendidly equipped to con-
tribute important products to the radio and
phonograph industries. As announced a few
weeks ago, P. L. Deutsch, president of the
\coustic Products Co. and the Sonora Phono-
graph Co., Inc., and one of the foremost mem-
bers of the music industry, becomes a member
of the DeForest directorate, while A. T. Drexel
Biddle, Jr., a director of the Acoustic I’-oducts
Co, is chairman of the DeForest board.

Within the next few weeks Mr. Deutsch will
issue an important announcement regarding
Sonora plans for the comine season, setting
forth the accomplishments of the company in
the past few months, its program from a manu-
facturing, merchandising and advertisine ancle
and further details of the DeForest affiliation

Opens Store

A new music store has been opened on First
street, Jena, La., by L. M. \Welch., A complete

line of all musical instruments is carried.
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Offsetting the Summer Lull

NLESS all signs are misleading, the Summer lull in radio
U interest, which in the past has been more or less pronounced,
should not be particularly annoying this year. Certainly the broad-
casting stations, and those who have to do with their programs,
have not reported a curtailment of features that has taken place
in other years at this season, and with the Presidential candidates
using the radio in the campaign, some worth-while ring battles to
listen in on, and a greatly improved broadcasting service generally,
the dealer with the proper approach, coupled with the proper
follow-up, should not suffer unduly until September rolls around.

Closer Music and Radio Afhlialion

HE sentiment in favor of a closer affiliation between the gen-

eral music trade and the radio interests, both as concerns
manufacturers and retailers, is apparently suddenly gaining
strength, with the growing realization that the music store repre-
sents the logical and the ideal outlet for radio products. The
latest evidence of this sentiment for closer co-operation is found
in the recommendation made by President Uhl, of the Western
Music Trades Association, that the name of the organization be
changed and its scope widened to take in the radio dealers. The
chief argument and the one that applies to a surprising extent
throughout the country was that a great majority of concerns
interested were, under existing conditions, compelled to take mem-
bership in two associations where one body could well handle the
situation. In other words, there is no need for duphcation of
effort. This is a form of waste the trade can do without.

A Great Movement for Music

HE talking machine has admittedly been a great force in the

development of musical appreciation and higher musical taste
on the part of the American public, and has brought the music
of the great organizations and the voices and playing of famous
individual artists into millions of homes where they would still
be strangers in the ordinary course of events. This educational
work, although both practical and profitable perhaps, has been
carried on not only in the homes but in the schools of the country,
and, broadly speaking. it would seem that the talking machine
ompanies in one way or another have done their share for music.
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Now, however, we find these same talking machine manufacturers
encouraging unusual efforts in compositions both here and abroad,
with prize offers coming from funds of twenty, forty and even
fifty thousand dollars. It is a movement that not only strikes the
fancy of the music lover at the moment, but is most certainly
building for the future of good music. It is a movement, too, that
1s worthy of more than the passing comment that has been given

1t In certain quarters.

Insuring Proper Servicing

HEREAS servicing for radio has been reduced to a notable

extent through the improvement in the apparatus itself, it
15 found at the same time that such servicing as is necessary must
generally be of a distinctly high-class type capable of handling
what might be termed major problems. The reflection of this de-
mand is found in moves being made in various localities to insure
competence on the part of service operators. St. Louis has led
the way by demanding that service men pass examinations and
secure certificates of proficiency before going out into the field,
and it is a move in the right direction. It may be unjust to say
that quite as many radio sets have been ruined by incompetent
service men as have been put into proper playing condition by
capable worlkers, but certainly the percentage of receivers ruined
through ignorance is high, as every dealer knows.

Every Dealer His Own Policeman

IN the behef that it is much better from all angles to clean house
themselves rather than to have the police do it for them, sev-
eral organizations of talking machine and radio dealers in various
parts of the country have taken steps to check the store-door
demonstration nuisance. The methods in some cases have not
been fully decided upon, but the authorities have at least shown
an inclination to let the dealers themselves work on the nuisance
and allow the police officers to chase criminals. The move 1s a
good one, reflects credit on those back of it and i1s deserving of
a full measure of success for the protection of those in the trade
who keep within the bounds of reason in demonstration work.
\Vith the coming of dynamic speakers demonstration control has
become more essential than ever.

T hose Million Record Sales

ALES of single records running into millions of units are not
S things of the past and did not die out with ““Tipperary” and
“Dardanella.” It is unnecessary to enlarge upon what the Two
Black Crows have done, and we now find Austin's record of “My
Blue Heaven” passing the million mark in sales, and his “Ramona”
beginning to crowd that figure. It appears that some dealers are
doing a consistent and profitable record business.

W atch T hose Campaign Songs

7 E are now due for the regular flood of campaign songs.
extolling the merits of the opposing candidates in genuime
Broadwayese. Many of them will be recorded. and the dealer
who has the fewest regrets on election day will be the one who
remembers that there is nothing deader than a campaign song
after election, and places his orders accordingly.

Beauty in Radio as a Sales Factor
EAUTY in the appearance of radio sets will have an impor-
tant bearing on sales, and there is a growing realization of
the importance of fine cabinets in breaking down sales resistance.
Dealers who get behind artistic cabimnets will find them a source
of profitable revenue,

Being Good Pays Dividends

YOUNG firm in New York starting in business on April 1,

and specializing in high-class records and particularly in
modern album sets, has already found 1t necessary to move to new
quarters with 100 per cent more space. This seems to answer the
question as to whether there is profit in this class of business.
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Last-Minute News of the Trade

Lloyd L. Spencer in
Important New Post

Appointed Sales Manager of Gross-Bren-
nan, Inc.. New York and Boston Strom-
berg-Carlson Representatives

Gross-Brennan, Inc., New York and Boston
representatives for the Stromberg-Carlson Tel.
Miy. Co.. Rochester, N. Y.. announced this
week the appointment of Llovd L. Spencer as
sales manager of the company. Mr. Spencer
aisumed his new duties on July 9 and is viziting
hiz many dealer friends throughout the terri-
tory covercd by the company.

The appointment of Lloyd Spencer as Gross-
Drennan sales manager will be welcome news

Lloyd L. Spencer

to Stromberg-Carlson retailers throughout New
York and Boston, for Mr. Spencer is recognized
cenerally as one of the foremost sales execu-
tives in the music industry. He was identified
with phonograph activities for over twenty
vears, and for a period of eleven years was
general sales manager of the Silas E. Pearsall
Co., New York, at one time one of the leading
Victor wholesalers in the country, and more
recently a distributor ot radio products. For a
vear and a half Mr. Spencer was general sales
manager of the Amplion Corp. of America,
manufacturer of loud speaker products, resign-
ing a few months ago.

Gross-Brennan, Inc., headed by Benj. Gross and
Herbert A. Brennan, have been phenomenally
successful ax Stromberg-Carl:zon representatives,
and in radio circles it is generally believed that
this irm has accomplished one of the ouistand-
ing jobs in the distribution of radio product-.
The acquisition of Mr. Spencer’s services i< in
line with the exceptional growth of the Gross-
Brennan organization during the past twelve
months, and Mr. Spencer brings to his new
activities an invaluable knowledge of retail mer-
chandising in metropolitan territory.  In fact
he numbers among his personal friends a ma
jority of the successful dealers in his territory
who know that he is intimately familiar with
their sales problems and can co-operate with
them along practical lines.

E. R. Palmer With Victor

E. R. Palmer, who has been connected with
the Blackman Distributing Co., New York City,
for a number of years, was recently appointed
to the New York district sales staff of the
Victor Talking Machine Co. and is covering the
Connecticut territory.

Paul Morris Joins
Thos. A. Edison, Inc.

Edison Phonograph Division Secures Serv-
ices of Well-Known Musical Critic as
Director of Artists and Repertory

Paul Morris, well-known New York musical
critic, hax been appointed director of artists
and repertory for the phonograph division of
Thos. A. Edison, Inc, bringing with him into
that office a broad fund of experience with
many different musical activities and a wide
acquaintanceship among musicians of all classes.
He will devote his energies to getting the best
possible talent in all branches of music and
turning it into records that will have a gen-
cral appeal.

AMr. Morris was for seven years miusic eritic
of the New York Herald, and whenr that news:-
paper was taken over by Frank Munsey he re-
mained with the organization writing for both
the Sun and Evening Telegram on musical and
dramatic subjects. Later he beccame music
critic of the New York Evening World, and
articles from Mr. Morris pen appear at fre-
quent intervals in the New York Times Sunday
Magazine. He was for some years music edi-
tor of the Theatre Magazine, and has con-
tributed criticisms and essays to McClure's, The
Forum and other magazines. During a dozen
vears of eritical journalistic work he has heard
and passed judgment on every nunportant new
artist and on every new composition of any
real significance. His acquaintance among mu-
~sicians is wide and his knowledge of music ex-
ensive. Mr. Morris began his carcer as a
choir singer at the age of nine, and had learned
to play the trumpet beiore his twelfth year.
\While at high and preparatory school he played
the trumpet in theatres and in concert with the
Chicago Svinphony Orchestra. He attended the
University of \Wisconsin and while there was
made student leader of the varsity band, ap-
pearing as soloist at all the concerts of that

rganization. He was also baritone-soloist with
the Glee Club, and editor of the Song Book
which is still in use at the University. On grad-

Paul Morris

uating from college, Mr. Morris undertook a
tour of the Chautauqua Circuit as leader of a
band, soloist, and director of a brass quarter.

Upon coming to New York in 1912 he wrote
tor a time for musical papcers and when tie
war came entered the army as song leader.
He trained the bugle corps for several brigades
cf artillery and helped organize army bands,
eventually becoming band leader of the 2ith
Field Artillery. Upon being mustered out he
joined the staff of the Herald and eventually
did considerable publicity work in the cause of
music, touring the United States and Canada
in 1927 in the interests of the Chaliapin Opera
Co. in “The Barber of Seville,” and later or-
ganizing and carrying out a very successful
publicity campaign in connection with the open-
ing of the new Roxy Theatre in New York. be-
ing the first publicity director for that enter-
prise. More recently he entered the field of
talking movies and was news editor of the
“Novietone.”

\Mr. Morris is the composer of the operetta
“The Maid of the Moon,” produced in 1911, and
also author of the tabloid history of music syn-
dicated in the daily papers.

J. L. Woods, Showers
Bros. Sales Manager

Concern Is Located in Bloomington, Ind.—
Prominent in Radio Cabinet Manufac-

turing Field
Al

James L. Woods, Jr., familiarly known in the
trade as “Jimmie” \Woods, is now =:ales man-
ager of the Showers Bros. Co.. Bloomington,
Ind., one of the country’s largest furniture man-
ufacturers and prominent in the manufacturing
of radio cabinets. Jr. Woods assumed his
dutiex a few weeks ago and is receiving an
cnthusiastic welcome from his many friends in
the trade, who regard him as one of the most
competent sales exccutives in the industry.
“Iimmie” Woods has been identified with radio
activities for a number of vears and while as-
sociated with the Crosley Radio Corp. attained
an outstanding success, which will undoubtedly
be augmented in his present capacity.

The Showers Bros. Co. occupies tremendous
factories at Bloomington, Ind.. and other points
in the Middle \West, and although it has only
been identified with radio cabinet manufacturing
for several vears has already gained recogni-
tion as one of the leaders in the industry. Its
new cabinet line for the coming season \vas
received enthusiastically at the Trade Show and
the factories are now working day and night to
meet the requirements of the trade.

324

James A. Ramsey to
Join Kolster Staff.

Sales Executive to Become Pacific Coast
District Sales Manager on August 1—
Now With Pacific States Elec. Co.

James A. Ramsey, well-known sales executive
in the Pacific Coast territory, will become dis-
trict =ales manager of Kolster Radio on
August 1 with headquarters at San Francisco.
according to an announcement by Ellery W.
Stone, president of the Kolster Radio Corp.
Mr. Ramsey is now assistant general sales man-
ager of the Pacific States Electric Co., in charge
of the radio department.

Four vears ago Mr. Stone left the same desk
to become president of the Federal Telegraph
Co. and was succeeded by Mr. Ramsey, who
now in turn will manage the Kolster merchan-
dising interests on the Pacific Coast. Mr. Ram-
sey wax formerly connected with the National
Carbon Co.

F. Delano With Brunswick

Frank Delano. who has had a wide experi-
ence in the talking machine and radio fields
through his connections with the Victor Co.
and Atwater Kent Mfg Co.,, has joined the
staff of the Brunswick Co. as special record
sales promotion manager.
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DYNAMIC

Model 70— Gothic table-
type.Two-tone walnut eabi-
net, 12inehes in height.
For A.C.—D.C.—or stor-

age batteryoper- g
ation . . . . . $5()

DYNAMIC
Model 74+ —Tiffany Table

of two-tone walnut, 36
inches in height, For A.C.

—D.C.—or storage $75
battery operation.

entirely ‘unknown, the present Farrand line—standing on

Balanced Armature
Model 64—Farrand Junior
(Clock-type). Bronzed
metal eabinet, 12 inches in
hcight. Greatest speaker

value ever
offered . . $19@

Balanced Armature
Model 62—Farrand Panel.
Rielly earved, two-tone

walnut frame, 12 $25

inches in height,

Balanced Armature
Model 60 — Gothie table-
type. Two-tone walnut

cabincet, 12 inches $35

in height.

FARRAND MANUFACTURING CO., INc. — LONG ISLAND CITY, N. Y.
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CARRYOLA No. g0—$35
Very handsome. All metal parts gold plated; Tore

Modulator, Patented, exclusive Bakelite tone arm
and reproducer; Patented diaphragm; velvet turn-
table and Awtomatic stop. This new design is also
provided with a patented, built-in WWood Record
Container— so inch air column, new type horn
chamber and a motor that plays three full selections
nithout rewinding. Beautifully finished in heavy Black
or Brow: Fatrikoid. Weighs only 23 pounds.

CARRYOLA No. 20—$15

New type horn chamber and other substantial
improvements make this new model by far the
greatest value ever offered bclow $25.00.

MASTER MODELS FOR EVERY
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Introduces

Chree Entirely New and
Improved Master Models

You will be delighted with their new, larger sizes, refined elegance of ‘,f,,
color and finishes, their new reproducers, volume control, Bakelite tone ,
arm and other features—together with the most extensive national adver-

FINER music—bigger, handsomer instruments — with
the most amazing Improvements ever built into a port-
able phonograph, mark the introduction of the new
Carryolas.

As the dominating factor in the portable phonograph business, it is only

natural that Carryola should be first with outstanding improvements to "
still further increase the popularity, sales and profits of its vast army of
successful dealers.

We are proud to introcuce these splendid new Master Models to the ° 3
music lovers cf America. In all the wotld of acoustical science there is ﬁ 2
nothing that can be compared in VALUE, quality and richness of tone, \l

in refined beauty of design, or the mechanical perfection of the Carryola { " ( Iz
line for 1928 and 1929. L\

tising and sales program ever given to merchandise of like character.

In addition, you will welcome new prices on Carryola Porto Pick-up, with ‘
regular models at $20.00 list, and a new electric motor model at $38.50 list. h:g
The new $7.50 list price for the Carryola Electric Pick-up attachment for PN R i
playing records through any modern Radio Loud Speaker and which maybe =~ >3 -\
used with any phonograph, is also now in effect. I 7

See and hear these new models at your Jobber’s.

THE CARRYOLA COMPANY OF AMERICA
The World’s Large Manufallu,ers of Portable Phonographs [
645 Clinton St., Milwaukee, Wisconsin ]

CARRYOLA No. 30- §25 g 8 :}. ‘

p R
With long air column horn cham- A = I 5 Wl o
b:r of unique design; Patented, ? o Vak ) ~ -

"
1Y
Elan

-
=

exclusive Bakelite tone arm and .3 o Py LA | . 3
reproducer and Paiented dia- Sy ﬂ ‘S\'ﬁ‘- “,}' a3,/ ’_—'N\’/' s
phragm. Motor will play three \ ‘\\ ; : Ay » s <,
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selections without rewinding; Vi T 7 /

Velvet tumntable — finished in <; > o Wi P
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[nteresting Events of
the Trade in Pictures

Above—Gentleman Jim Corbett, former heavywceight

boving champion of the wcorld, has installed a Splitdorf

radio receiver. Lorenzo model, in his home at Bavside.

L. l.. and states that he receives great enjovinent from
the broadcasts of prize fights.

Above—Babe Ruth seemied real pleased wchen

presented awith the new Opera model Amrad

combination electric radio and phonograph

by A. B. Ayers, general manager of the Amrad

Corp.. who mniade the presentation 1chen the

Y ankees visited Boston and the Babe made his
first home run of the scason.

ST e

Above—The Miller Music Store. of Salem, Mass., paid
high tribute 1o A. Aucater Kent in the window display
pictured herewith. Serverul models of Atwater Kent
receivers and speakers were grouped about a photograph
of Mr. Kent und a poster bore the words: “Mr. A.
Atcater Kent, ‘The Pionecer of Radio.” The man wcho
made it possible for vou and me to owen a Good Radio.”
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Above—Firm believers in the efficacy of attractive
window displays, the Gray, Trimble & Smith Electric
Co., authorized Stromberg-Carlson dealer of Blooming-
ton, lll., shows several models of receivers and a cone
speaker in a simple yet eye-arresting manner.

Left — This
partial view of
the new store
of the Kling-
man - Kelsall
Music Co., 632
So. Fourth
Street, Louuis-
ville, Ky,
shows an un-
usually attrac-
tive interior
arrangement.

Above—This photograph origindlly appeared in the Los Angeles Times and

shows Miss Pat Rambough. chosen as the prettiest girl at the Pageant of

Music in that city. demonstrating the Carryola Pick-up and the new Carryvola
portable operating through the Radiola 18.

Abore—The Greater City Distributing Co., New York

Cuty, Kolster radio distributor, has equipped its delivery

trucks with the new electric daylight sign which attracts

a great deal of attention. The light ravs of reflected
by a murror, making the name stand out sharply.
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Above—The National Carbon Co., Inc., sales managers with the new Eveready
die-cast aluminum receiving set and matched loud speaker unit which was
introduced at the recent RMA Trade Show. Seated, left to right: H.S. Schott,
general sales manager: Rodney Morison, Jr.. Atlanta district manager; C. E.
Anderson, Kansas City district manager: J. M. Spangler, Chicago district
manager. Standing:
Raymond, New York district manager; George Furness. manager of the Radio
Division of the National Carbon Co.

C. B. Clendenin, San Franecisco district manager: D. G.
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ATWATER
RADIO
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of all the broadcasting stations within ran

RADIO RECEIVER 1s an instru-
ment which gives you your choice

ge.

When your radio receiver makes this se-
lection quickly, brings in music and speech

clearly, gives you no trouble at all—you have
the best radio.

ATWATER KENT MANUFACTURING COMPANY
4725 Wissahickon Avenue A. Atwater Kent, President Philadelphia, Pa.
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RADIO
Still better for 1929

L e

MODEL 40 A. C. The 1929 improvement on the famous Model 37, radio’s best seller since
New Year’s, now in more than 200.000 homes. More powerful, more sensitive. New sealed power
unit. FurL-vision Dial. Satin finished in dark brown and gold or deep golden bronze and gold. Two
stages of T. R. I'. in conjunction with Atwater Kent coupling circuit, detector and two

stages of A. F. Requires six A. C. tubes and one rectifying tube. For 110-120 vol,

50-60 cycle alternating current.

MODEL 42 A. C. Sinilar electrically 10 Model 40, with addition
of automatic line voltage control. Many refinemeuts in cabinet design
—crowned lid, panelled corners, ball feet. FurrL-vision Dial with
over-size numbers. Two stages of T. R. F. in conjunction with Atwater

Kent coupling circuit, detector and two stagesof A. F. Re-
quires six A. C. tubes and one rectifying tube. For 105-125
volt, 50-60 eycle alternating current. Without tubes,

$86

Prices slightly
higher West of
Rockies

Without tubes.

$77

(I = s

=~

MODEL 44 A.C. Extra-powerful, extra-sensitive, extra-selective.
Crowned lid. Panelled corners. Ball feet. Automatie line voltage con-
trol. Local-distance switch. FurLL-vision Dial with over-size immmbers.
Three stages of T. R.F. in conjunction with Atwater Kent coupling

circuit, detector and two stages of A. F. Requires seven
A.C. tubes aud one rectifying tube. For 105-125 volt.
50-60 cycle alternating current. Without tubes,

$1006

ATWATER KENT MANUFACTURING COMPANY
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ArTwaTER
r RADIO
| Still better for 1929

* “RADIO’S TRUEST VOICE.” Atwater Kent Radio Speakers: Satin finished—some in dark brown
' and gold, some in deep golden bronze and gold. Models E, E2, and E3, same quality, different $20

in size. Each

Prices slightly
higher West of
Rockies

MODEL 48 battery set. Solid mahogany cabinet. FuLL-VISION
Dial. Two stages of T. R. F. in conjunction with Atwater Kent

coupling circuit, a detector and two stages of A.F. Six $ 1 9

tubes required. Without tubes or batteries,

4725 Wissahickon Avenue

A. Atwater Kent, President

MODEL 49 battery set. Selid mahogany cabinet. FuLL-visioN
Dial. Antenna adjustment device assures unusual selectivity. Three
stages of T. R. F., detector, two stages of A. F. Six tubes $68

required. Without tubes or batteries,

Philadelphia, Pa,
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ATWATER
RADIO

FIRST
==W-ith compact sets.
— with true ONE-Dial sets.
—with shielding metal cabinets.
— with self-contained A.C. sets at a popular price.
—with 222 factory tests or inspections.
— with outdoor posters.
— with all-year advertising.

— with all-year broadcasting of famous artists. :

ATWATER KENT MANUFACTURING COMPANY
4725 Wissahickon Avenue A. Atwater Kent, President Philadelphia, Pa.
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[rwin Kurtz Heads
Talking Machine Men

Election of Officers for New York, New
Jersey and Connecticut Trade Associa-
tion Held at the June Meeting

The annual election of officers of the Talk-
ing Machine and Radio Men, Inc, of New
York, New Jersey and Connecticut took place
at the regular meeting held at the Cafe Boule-
vard, New York City, on June 27, and resulted
in practically the entire staff of officers being
re-elected as follows: President, Irwin Kurtz;
vice-president, Joseph H. Mayers; treasurer,
Albert Galuchie, and secretary, E. G. Brown.
The divisional and sectional vice-presidents
chosen were: radio jobbers, Maurice Landay;
phonograph jobbers and manufacturers, E. W.
Guttenberger; New Jersey dealers, S. S.
Spring; Brooklyn dealers, B. Ginsberg; Bronx
dealers, O. Rosenbaum; New York City, lower
East Side, L. Titefsky; New York City, lower
West Side, Julius Goldberg, and New York
City, upper West Side, M. Goldsmith. Otto
Goldsmith was selected by the Association as
salesmen’s representative,

Irwin Kurtz, president, announced that he
had arranged a conference with the Police De-
partment, and had reached an understanding
that no action would be taken by the authori-
ties if dealers refrained from playing their talk-
ing machines and radio receivers at store doors
in such a manner that they constituted a nui-
sance to the residents and business people of
the neighborhood.

J. C. Fishel, of the Brooklyn Metal Stamping
Co., Brooklyn, N. Y., spoke briefly on the com-
pany’s newest product, the B. M. S. Home
Broadcaster, an adapter which when attached
to the radio receiver allows of the set operator
speaking through the loud speaker after cutting
off the program which is being received. Al-
though the Home Broadcaster is primarily in-
tended as a novelty for a home party it also
should prove of value to dealers who demon-
strate receivers to crowds outside their doors.
The Home Broadcaster allows them to make
announcements regarding the set and to invite
the public into the store.

It was announced that the next meeting of
the Association would be held in September
during the week of the Radio World's Fair,
when after the meeting the entire membership
would attend the exposition in a body. It was
decided to hold the annual outing in September,
and Otto Goldsmith was appointed chairman
of a committee to make arrangements for this
event, which is looked forward to by the en-
tire membership of the Association.

Joseph H. Mayers announced that no action
had yet been taken in regard to selecting a paid
secretary and urged that those who felt quali-
fied for the position make application at the
carliest possible moment.

Jensen Radio Adds to
Sales Organization

Seven Men Now on Sales Force Calling
on the Wholesalers for Dynamic Speak-
er Manufacturer Located in Chicago

CHicAco, L., July 6—Two additional appoint-
ments to the sales organization of the Jensen
Radio Mfg. Co., with manufacturing plants lo-
cated here and at QOakland, Cal, have been an-
nounced by Thomas A. White, general sales
manager of the company. These follow closely
the five appointments made a short time ago
by Mr. White and practically complete the
sales organization which is to call on the job-
bing trade and manufacturers in the United
States for this company.

According to Mr. White, James H. Blinn,
U. S. National Bank Building, Denver, Col, has

been assigned the territory comprising the
States of Colorado, Utah and Wyoming, while
Harry Merrithew, 713 South Ervay street, Dal-
las, Tex., will represent the Jensen Radio Mfg.
Co. in Texas and New Mexico. Both Mr. Blinn
and Mr. Merrithew arc well known in the terri-
tories which have been assigned tn them, hav-
ing been identified with the radio trade for a
rumber of years past.

Columbia Increases
Its Office Space

The space occupied by the executive offices
of the Columbia Phonograph Co. in the Manu-
facturers’ Trust Co. Building, at 1819 Broad-
way, New York City, has been increased to
five entire floors. This is in addition to the
space devoted to the company’s downtown
recording studios on Union Square, the three
floors occupied by the Columbia New York
Branch, at 121 West Twentieth street.
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Herman Segal Heads
Unique Products Corp.

New Company Has Taken Over All As-
sets, Stock and Property of the Unique
Reproduction Co. of New York City

Herman Segal, well known throughout the
music industry, has announced the formation of
the Unique Products Corp., which has taken
over all assets, stock, contracts and other prop-
erty of the Unique Reproduction Co. Mr. Segal
is president of the new corporation, and Martin
W. Segal is secretary and treasurer. It is stated
that the personnel of the new organization will
remain the same, and the same policies will
continue in force under the active executive
direction of Herman Segal. Headquarters will
be at 32 Union Square, New York, as in the
past. The Unique products have become popu-
lar through the trade and the company does a
large business.
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Jhe Line for Dealers Who Pick Their
Manufacturers with the Same Caution
Jhey Pick Their Merchandise - - - -

TWO years ago Kellogg published this adver-
tisement headed “Permanence”. Of the hun-
dreds of radio manufacturers in business at that
time, only one out of six has survived!

The permanence of your manufacturing con-
nections is just as important today as it was two
years ago. Dealers who then selected their lines
with this thought in mind have prospered.
Dealers who will make their choice with this
thought in mind today are the ones who will
prosper in the future.

Merchandise is important, of course. But the
stability and the permanence of the manufacturer
behind that merchandise is also of vital impor-
tance.

The institution behind the Kellogg line means
everything to the dealer who looks to the future,
as well as to present profits. A third of a
century of successful manufacturing experience;
unquestioned financial stability; a record of gen-

KELLOGG Radio

FLAWLESS REPRODUCTION

uine accomplishment in radio development; these
are the things—in addition to merchandise—that
have influenced far-sighted dealers and distribu-
tors to tie up to Kellogg.

Kellogg offers a wide price range that gives
you a set to meet every price demand of your
better class trade. It pays to push Kellogg be-
cause every sale means an extra profit—the
difference between what you would make on a
$100.00 set and the profit on the Kellogg $169.50
Model—or between a $250.00 set and the Kellogg
at $375.00. You get these extra profits, not on
one sale alone, but on every one of the future
sales that a Kellogg Radio is certain to make for
you.

The season is almost upon you. No time to
delay! Write or wire us that you are interested
and we will send a representative to give you
full details concerning the Kellogg Line and
Kellogg merchandising plans for Fall,

KELLOGG SWITCHBOARD & SUPPLY COMPANY

Dept. B-259

Members RAM.A. and N.EM.A.

L. G. Pacent Is in
Europe on Business

President of the Pacent Electric Co. to
Confer with Radio Engineers and Manu-
facturers Abroad

l.ouis Gerard Pacent, president of the Pa-
cent Electric Co., and a pioneer in radio dc-
velopment and manufacturing, recently sailed
for Europe. Conferences with radio enginccrs

e

L. G. Pacent
and manufacturers in England, France and
Germany will occupy a portion of his time.
Mr. Pacent took with him considerable new
radio apparatus manufactured by his company
which will be introduced abroad in the near
future. The Igranic Electric Co. of England
has been manufacturing the complete line of
Pacent parts and accessories for over two

years. The Phonovox, it is announced, has en-
joyed popularity both in England and on the
Continent, and on his trip to the Igranic plant
Mr. Pacent will start production activities on
the ncw model Phonovox with balanccd tone-
arm, as wcll as consult with officials of the
English concern as to further manufacturing
and sales activities throughout Europe. He will
rcturn to New York shortly after August 1.
Mr. Pacent planned to be present at the
inauguration of the Louvain Library, which was
made possible by contributions raised in the
United States. The American Engineering so-
cieties donated thc clock and the carillon.

Eveready Program
in Interesting Booklet

The Evercady Hour, a famous broadcast fea-
ture which has been sponsored by the National
Carbon Co. on the air for a number of vears,
is the subject of an interesting booklet which
has been prepared for broadcast listeners. It
tells the story of the Eveready Hour since its
inception and contains photographs of the
Eveready Orchestra and its conductor, Nathan-
iel Shilkret, as well as the galaxy of stars
and features which have been broadcast and
have become favorites with the public.

Latin American Fada
Distributor Named

The appointment of Andres G. Jimeno as a
Fada distributor in Cartagena and Barranguilla
was announced by R. C. Ackerman, export man-
ager for Fada Radio, upon his return recently
from a South American tour. Mr. Ackerman
reported that radio is beginning to take hold
in Columbia, and five broadcasting stations in
the principal cities of the country will be opened
in the near future,

CHICAGO

{ellogg Radio

S_caveig—-f';gel Corp.—
Adds Brunswick Line

The Schweig-Engel Corp., St. Louis, is now
equipped with a complete line of Brunswick
and Brunswick records. Morris

instruments

Schweig-Engel Corp.’s Fine Store

Schweig, president of the Schweig-Engel Corp.
has béen prominently identified with the phono-
graph business in St. Louis for thirty-five vears.
Martin Schweig, vice-president, has been active
in the Advertising Club of St. Louis and to-
gether with S. B. Singer, handles the advertis-
ing and publicity for the firm. The floral con-
tributions sent to them at the time they first
placed Brunswitk products on sale to the pub-
lic, indicates the popularity of the shop with
its friends and patrons. The company plans a
strong sales promotion drive.

Enters Speaker Field

Provipexcg, R. I, Tuly 5.—The Martin-Cope-
land Co., of this city, has entered the field of
radio speaker manufacturing. This company
has been well known in radio circles in the
past as makers of Marco dials. The new line

of Marco Dynamic and Magnetic speakers are
described elsewhere in this issue of The Talk-
ing Machine World,
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Model 519,
B chassis,
$275.00

Model 516,
with A" chassis,
$375.00

All Models Priced
Complete With

Kellogg
A-C Tubes
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Model 517,
$775.00

Edna ThOII—l;S*NeW
Columbia Artist

“Lady From Louisiana” Is Noted Smger
of Southern Spirituals, Street Cries and
Creole Folk Songs

Edna Thomas, “The Jady From Louisiana,”
is a new Columbia recording artist. She is
America’s foremost singer of Southern spirit-

Edna Thomas

uals, street cries, and Creole songs, many of
which she learned as a girl in her home in New
Orleans. She has made two world tours, cov-
ering Europe, Africa, Asia, and Australia, and
in London holds the record engagement for
any American singer, sixteen consecutive
weeks of nightly appearances.

This season she has returned tn America,
where she gave several New York recitals this
spring, and broadcast for a recent Columbia

Phonograph Hour. She was a feature singer
at the Democratic National Convention in
Houstoun.

Miss Thomas’s voice, listed as soprauo, is of
great range, beauty, and cultivation, including
an alluring mezzo-soprano and even a contralto
register. Her diction, praised by Bernard
Shaw and McCormack, 1s another distinction of
her art.

Her second Columbia record, just issued, of-
fers three short spirituals: “I Been 'Buked and
I Been Scorued,” “Gwine-a Lay Down Mah
Life for Mah Lord,” and “Somebody's Knockin’
At Your Door!”

Columbia Releases
Schubert Symphony

The latest Columbia Masterworks release is
Schubert’s Ninth Symphony, in C Major, the
r.ext Schubert work in importance to the “Un-
finished Symphony” (No. 8). It was Schu-
bert’s last symphonic work, written just before
his death.

This is the symphony’s first appearance on
the American market. Owing to its import-
ance, Columbia has provided a special leather
album for it, the third leather holder to be is-
sued for the Masterworks sets, the others hav-
ing been for Beethoven’s Ninth Symphony and
the Wagner Bayreuth records. Sir Hamilton
Harty and Halle Orchestra are the recording
artists of the Ninth Symphony.

u
Opens Branch Store

A new music store carrying a complete line
of musical instruments was recently opened in
the Sallee Building, Pocahontas, Ark., by W. R.
Cooper. The new establishment is a branch of
the Cooper store at Walnut Ridge, Ark. D. W.
Nibert has been appointed manager.

Carryolfi -—ﬁlsplay
Aids Portable Sales

Window Display Supplied Dealers by Car-
ryola Corp. Proves Effective in Aiding
Portable Sales at Gram Store

The Edmund Gram Music House, one of
Milwaukee’s live phonograph dealers, recently
devoted an entire window to a display of Car-
rvola portable phonographs. The display, as
shown, featured the complete line of Carryola
portables together with the new “Carryola Girl
card” which recently was sent to jobbers and
dealers throughout the country

The Carryola Girl card is the most attractlive

How Gram F eatuted Carryola Portables

piece of advertising material sent out by the
Carryola Co., and when placed in the window
or in a prominent place in the store the card
should help to promote the sale of many port-
ables this Summer.

Miss Gunnis, who is in charge of the portable
phonograph department in the Gram store,
stated that the results obtained from the win-
dow display were very gratifying, as,many port-
ables were sold during the time the window
was in, and that no doubt the firm would re-
peat the window display again during the pres-
ent Summer season.



HILE window display is being made
V&/ one of the most exact sciences of
modern merchandising, many retailers
fail to reap the benefit of the progress of the
art because they do not realize the necessity
of adequately financing their display endeavors,
according to W. L. Stensgaard, manager of
Display and Equipment for Montgomery Ward
& Co. chain stores and president of the Inter-
national Association of Displaymen, in a state-
ment made just prior to the thirty-first annual
convention of the association held at Toronto.
“Window display,” Mr. Stensgaard says, “‘has
long passed the infancy stage and has become
one of the strongest mediums of advertising—
a2 medium, in fact, which helps every other
form of advertising pay better when properly
co-ordinated. Among its intrinsic advantages
may be mentioned advertising with three di-
mensions, colorful presentation, and human in-
terest appeal at the point of sale.
Advertising Expense
“Remarkably enough, all retailers are not ex:
ploiting these advantages as they might. The
main reason is that usually the smaller mer-
chant is not willing to make the necessary in-
vestment. To make the proper presentation
of merchandise requires certain expenditures
for physical equipment and also for personnel
capable of developing and executing sales pro-
ducing ideas. This, however, is no different
from other forms of advertising where the art
work, copy writing, planning and technical
work require skilled workmanship which neces-
sitates an adequate investment. Financing bet-
ter windows is a sound banking proposition,
based upon the cost of circulation, the stand-
ard by which advertising should be purchased.
“We have just completed a nation-wide sur-

INDOW S

By W. L. Stensgaard

vey of the cost of store-window circulation
From this survey we find that if a merchant

W. L. Stensgaard
will set up a budget and pay only a sum equal
to about one-third the cost of his newspaper
advertising, this will provide a sufficient sum to
properly handle displays in an efficient manner.
Cost Based on Sales
“Usually the cost to a store having annual
sales of less than a million dollars is about 2
per cent for maintaining the displays, including

Two Radio
Moneymakers!

ELECTRAD
CERTIFIED
LEAD-IN

Fans prefer this lead-in due
to its better construction.
Fits under locked windows or
doors. Bends around corners.
Waterproofed insulation full
10 inches long. List 25¢ each

Listed by Na-
tional Board
of Flre
Underwriters

LAMP
SOCKET
ANTENNA

Ideal as an indoor aerial.
Does away with roof aerials.
Efficient, gets distance. Makes
every electrical outlet an
aerial. Consumes no current

» Abolishes the lightning risk.
List $1.00.

Write for circulars and full information.

Dept. G-7, 175 Variek Street, New York
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salaries, decoration, rent, etc. In some stores
the dealers operate very efficient displays for
one-half of 1 per cent of gross volume. This is
easily understood because display equipment
and decorations cost the same for a fifty-foot
display front, regardless of whether the store
is located in a town of 10,000 or in a city of
2,000,000.
Window Circulation

“A survey of approximately 200 cities and
towns revealed that in the average city of less
than 100,000 population the average daily ‘cir-
culation’ of the display window in the down-
town district was about 10 per cent of the
city’s population and that an average increase
of 37 per cent takes place on Saturday.

“Usually, proper window presentation in the
smaller communities is a relatively greater need
than in the large cities. For consumers to shop
in the home town the "merchandise must be
most attractively presented, as modern travel
facilities permit consumers to go to the city,
make their purchases, and return the same day.

“In order to provide a continuity of sales
creating force, it should also be pointed out,
the window display must be tied up with the
interior display. This can best be accomplish-
ed where both are under the same supervision.
This method allows for a closer co-ordination
and execution of ideas.

“In connection with the display pieces fur-
nished retailers by manufacturers much waste
occurs, it being recently disclosed that only
about 32 per cent of such material was usable.
The manufacturer had little or no knowledge
of what constituted a good retail display, and
68 per cent of the material furnished repre-
sented a loss. These facts have been placed be-
fore thousands of manufacturers and advertis-
ing agencies and already a real improvement in
the types of dealer helps is noticeable, and they,
accordingly, will produce more sales.

“Without doubt modern art is here to stay
and space given it in window displays has done
much to establish it. This trend has now de-
veloped real beauty and usefulness and has
passed beyond the meaningless curves, angles,
etc.,, that were at first dominant. Modernistic
displays, effectively handled, can be made to
vield remarkable results.”

Value of Window Display
Shown by Interesting Tests

Some recent figures issued by the Interna-
tional Advertising Association give some inter-
esting facts on window displays.

They are the result of a three-weeks' test
made by a large drug store with all of its win-
dows. During this test period, all display ma-
terial and merchandise was removed from the
windows and simple drapes were substituted.
The traceable loss in sales as a result in va-
rious departments was as follows:
SpeeialfiyRsallels et Nantee fa s aee sty s 41 per cent

Gandy, isalle’s] aai SE ot aR ik 32 per cent
Rubber goods sales ............ . 22 per cent
Toilet goods ..... e 1 an ol A 18 per cent
Sodal I rmetn s . oamm D -k DA 3BLECT 14 per cent
Stationery .................... ... 10 per cent
Prescriptions ..................... 2 per cent

The total loss in sales amounted to nearly
$3,000. There is food for thought in this for
talking machine-radio dealers.
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CASNSIHL BUSINESS
AND HOW AT SELLS!

LWE R

Instantly gires you electrical
reproduction on any phono-
graph. broadcast through
your own radio, and retails
for just $7.50 with a liberal
profit margin for Jobbers
and Dealcrs.

EALERS have found a real *“sales hit” in Phono-Link.
Quick, profitable, cash business . . . and why not . . .
every customer who ever bought a phonograph or radio now
wants electrical reproduction.
You give it to him for just $7.50 and in the simplest and
most compnlete form possible. For every Phono-Link comes
— ~ packed complete for any radio, with connectors for both AC
S 2 silnst N, and battery operated sets and adaptors for old style tube
sockets. 1t's the easiest thing you've ever seen to attach
and operate . . . you don’t even remove a tube to change
23 G lust word from radio to phonograph.
L LS inmusica Phono-Link saves records. It is the lightest (21 ounces)

clioh = . . .
”/’f””l” = / and most efficient pick-up ever designed.

. You have in Phono-Link the fasiest selling product ever in
| this business. Take your profit . . . wire or write for mer-
chandising plan . . . call your nearest Jobber for samples

. . today!

Allen-Hough Manufacturing Co.

Racine, Wisconsin

FACTORIES:

This Attractive Display 5 NEW YORK AND RACINE

Makes Selling Easy ! Makers of the famous

Allen Portables
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NEW ALLEN
BRINGING QUICK PROFIT

THE ALLEN Double sPring motor,
PORTABLE No. 6 .. 00 i

feature of the Allen No. 6.

feature of
No. 6.

Built in long air column
horn . . . more volume,
fuller rounded tone. A
featureof theAllenNo.6.

‘ The finest portable ever designed.
S % o . More real tone quality, greater
| musical range, and much ful-
ler volume than any portable
you’ve ever heard. Standard
Allen quality throughout
plus exclusive selling fea-
tures —double spring, 3-
to 4-record motor, long -
air column horn, in- |
comparable reproducer
—the New Allen Method
of Reproduction!




HE NEW ALLEN PORTABLES were
announced just in time for the big
selling season. Dealers, everywhere,
that the sensational new features
de portable selling easy . . . bringing
k profits through rapid turnover !

e has the public seen such values
any exclusive features — Double
otor, Remarkable Reproducer, Long
olumn Horn, Beautiful Oil Painted

m (five colors), Cushioned Tops of
vety Padding. That’s the reason Allen
ortables are selling so fast ... they give
you something real to offer your trade.

Just call the Allen Distributor near you for
samples, and merchandising helps. Or write
direct for complete catalog, and local Jobber’s
address. Share these quick profits . . . today!

LLE

ALLEN-HOUGH MANUFACTURING COMPANY

Racine Wisconsin
FACTORIES—-—RACINE and NEW YORK

THE ALLEN
PORTABLE
No. 5§

The most popular
portable on the
American market.
Now priced even
more favorably to
increase your sales
volume.

PORTABLES N

THE ALLEN
PORTABLE No. 20

The only pertable in it’s price class
with a long air column horn, and
other exclusive features.
seller in a big way!

-
—
e —

f' FEATURESN
| TO DEALERS

The market is created for
you by consistent adver-
tising in THE SATURDAY
EVENING POST reaching
over 3,000,000 homes!
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Full Vision Ahead

Having observed the trade’s developments at the Chicago Radio
Show; having examined the many products from “a” to ‘izzard”

and with a realization of the “value and performance” which is
being offered to the American public, we feel constrained to pay
tribute to the manufacturers in the industry for the outstanding

improvements and refinements which they have embodied in their
merchandise.

Speaking frankly and impartially, however. we desire to register
in the minds of all Victor dealers our thorough conviction that
the 1928 line of Victor Talking Machines, Radiolas, Combina-
tions and Electrolas enjoys an exclusive position—their origi-
nality, exquisite beauty and general excellence giving them that
supreme position which Victor has always enjoyed.

It may now safely be said that Victor dealers have the paramount
opportunity of realizing the greatest volume of business with
atiending profits in all their experience.

C. BRUNO & SON, Inec.

Victor Distributors to the Dealers only
351 FOURTH AVENUE NEW YORK CITY
1834—Almost a Century of Dependable Service to the Vusic Trade—1928
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Paul Whiteman in
Columbia Broadcast

Columbia Phonograph Co. Sponsors Pro-
gram Over Nation-wide Hook-up of
Stations—New Recordings Released

Paul \Whiteman, Columbia’s latest exclusive
recording acquisition, gave his first Columbia
broadcast on June 19 over station WEAF and
thirty-eight associated stations of the National
Broadcasting System in a gigantic Coast-to-
Coast hook-up, 10 to 11 P. M., Eastern Day-
light saving time; 8 to 9 P. M., Central stand-
ard time; 7 to 8 P. M., Mountain standard
time, and 6 to 7 P, M., Pacific time. The hour
was entitled “60 Magic Minutes with Paul
Whiteman.” This broadcast occurred the night
before the first release of the first five Colun-
bia records by the Whiteman orchestra. All
<elections played for the records were included
in the broadcast.

According to officials of the National Broad
casting Co., the concert was heard by radio
listeners in all parts of the United States as
well as the greater part of Canada and Mexico.
A special announcement regarding the broad-
cast was run in newspapers totaling over 25
wmillions of circulation, covering the entire
country.

Peerless Portable
Sales Show Increase

Phil Ravis, President of Peerless Album
Co., States Volume for First Six Months
Is Ahead of Last Year

The volume of business on Peerless portables
and albums during the first six months of 1928
is far in excess of the same period last year,
according to Phil Ravis, president of the Peer-
less Album Co., New York, who recently re-
turned to his desk from a Middle Western trip.
Part of the time was spent at the RMA Trade
Show in Chicago. Mr. Ravis announced that
he closed several excellent contracts on the
trip, and the Peerless factory will be in full
production the entire Summer.

Negotiations have been concluded for addi-
tional manufacturing space, which will increase
the Peerless production more than 50 per cent,
Mr. Ravis said. The line of portable phono-
graphs has been augmented with a new model
cquipped with a double-spring motor, and other
new machines scheduled for early production
will have amplifying horns.

Lyman Trumpeter
Weds Stage Star

Fred Ferguson of Abe Lyman Orchestra

Marries Dorothy McNulty of Stage
Fame—Lyman Records Show’s Hits

One of the most interesting events in the
theatrical circles in Chicago lately was the mar-
riage of Dorothy McNulty, one of the featured
stars of the “Good News” company, and Fred
Ferguson, trumpeter of the Abe Lyman Orches-
tra, which is in the hit of that show.

Dorothy is one of the real hits of “Good
News.” Remarkable ability to dance, an in-
born comedy sense, and a role perfectly suited
to her ability, brings her dangerously close to
walking away with every performance. Fergu-
son is one of the featured players in the or-
chestra and his trumpet solo in the overture is
» bright spot in the show.

The photographer caught them here when
Ferguson was telling his new wife all about the
Brunswick records of a medley of “Good News"”
tunes played by Abe Lyman’s Orchestra.

' P ) PERRYMAN RADIO TUBES

PERRYMAN

i

Distance Without Distortion

CCURATE
construction
that delivers
maximum [/
performance °

'AREFUL
supervision
that insures
uniform /
quality

The past three months
have seen the greatest
quarter-year in Perry-
man history. All be-
cause Perryman A. C.

tubes are unsurpassed
for performance and
profit possibilities.

Get our 1928 proposition

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

Plant: North Bergen, New Jersey

PERRYMAN RADIO TUBES

A Complete Line of Standard Equipment for every Radio Purpose &



Mitchell’s Plan Peps Sales

Rental Plan Sells Hundreds of Portables and
Effective Displays Speed Radio Set Sale§

Y EVERAL very clever merchandising ideas
S are being capitalized upon by E. R. Mit-
chell, proprietor of the Liberty Music
House, Seattle, in order to stimulate phono-
graph business and sales of radios. A system
used last vear, and which is expected to work
out equally as well during the present Summer

graph among all the standard makes which the
Liberty Music House carries. During the life
of this plan last Summer over 700 portable
phonographs were rented, a large number of
which were purchased afterwards. Other lines
of merchandise were effected materially as well,
and during the coming season outstanding re-

small sign alongside of them bears this ies-
sage, “A Block Away and Still Dancing to the
Strains of Enchanting Music.” A number of
real portable phonographs are scattered
throughout the window. The stimulus and in-
terest that this window has already created
shows remarkable results in boosting sales.

L R i S -
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season has again becn adopted. This system is
an unusual method of merchandising portable
rhonographs, by renting them for the entire
Summer up until Laber Day, Septeinber 5, for
$5. Selections may be madc from any of large
stock carried, which includes new typc Vic-
trolas, Columbia, Carryolas, Brunswick and
Regal portables. At this time no portable
phonographs are being sold; they are all rented
in this manner. If after September 5, how-
ever, a person desires to purchase the portable
he may do so. Easy tcrms of one dollar a
week are featured on the convenient priced ma-
chines which range in prices from $15 to $40.
The original $5 can be applied on such a pur-
chase or on the purchase of any radio or phono-

/

N\ \

General Offices:

Utilizing Entrance to

Jobbers and
Dealers Agree:

| “The demand grows and
grows—and seemingly
| is endless.”

ELECTRIC RADIO

GRIGSBY-GRUNOW COMPANY

4540 Armitage Ave., Chicago, Il

sults arc again cxpected by this live dealcr.

A very cffective window trim in one of the
store windows keeps the interest of the people
on this plan and continually informs the public
what the Liberty Music House is offering for
vacationers.

An outdoor or ideal camping scenc is fea-
tured in the trim. Artificial grass forms the
flooring of the window. By the use of a mirror
cdged with sand and gravel a lake is displayed.
On the lake are two cardboard figures in a red
cardboard canoc. Skirting the edge of the lake
are scveral cardboard tents and shade trees. In
between two of the tents is a portable phono-
graph poster. At the extreme end of the win-
dow a cardboard couple are dancing while a
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Vacant Theatre Next to Store to Create an Effective Display

A second idea capitalized upon by the Liberty
Music House has for its immediate purpose the
selling of 1,000 radios in sixty days. A consid-
crable number of empty radio and equipment
packing boxes arc piled and packed around the
cntrance of the old Liberty Theatre next door,
which has heen vacant for some time. The box
office is completely hid from view by packing
boxes on two sides and in front a huge dial
about four feet high with figures up to 1,000 and
hands that arc moved daily for every twenty-
five sets sold, shows how the campaign is pro-
gressing. “1,000 radios in Seattle homes in 60
days” is written across the center of the dial.
The entrance doors in the back arc covered
by means of a poster similar to those used in
all recent Atwater Kent billboards and ads.
The end of a cardboard house at onc end has a
poster-likc door hearing the following message:
“Daily Radio Program. (1) Eastern Radio
Broadcast, World’s leading artists. (2) Pacific
Chain Broadcast. (3) Over 100 Programs from
local stations—cntertainment, education and
pleasure galorc. Radio Homes are Happicst.”

A window which fronts on the theatre en-
trance as well as the strcet is devoted entirely
to a trim featuring radios, with the Big Four
stressed, but with unusual prominence given
Atwater Kent radios during this merchandising
cvent. Sales are moving rapidly, the 700 mark
has already been reached and there is 1nore
than a month left until the finish date.

Leipzig Fair to Be
Held in Late August

The Leipzig Fair, said to be the largest trade
exposition in the world, will be held this Fall
from August 26 to September 1. Buyers from
forty-three countries are expected to visit this
fair, while a score of countries will send ap-
proximately 10,000 exhibits.

The Leipzig Fair is approaching its 700th
anniversary. Originally a picturesque medieval
trading center it has grown with the times into
the most cosmopolitan industrial exchange in
the world with 100 special exposition buildings
devoted to exhibits.
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Model No. 124 $1 35_0 De Luxe Model with Counter-

balanced Tone Arm

Model No. 105-A $10.50 De Luxe Model without

Tone Arm

—_—

De Luxe Model
No. 124

The Most Talked About Phonograph-
Radio Accessory of the Season
The Pacent De Luxe Model

PHONOVOX

THE Electric Pick-up

QKE WILD-FIRE the outstanding performance of the new

De Luxe Model Phonovox has spread from coast to coast,

WUSING A

FIBRE NEEDLE

e resulting in a trade demand far exceeding our estimated production

schedule.

The supetb reproduction of this year in advance electric pick-up is
the result of many new and exclusive features—each a real sales-
building talking point, not offered by any other pick-up~—such as—
changing from radio to phonograph reproduction without removing
the detector.tube; the greater musical range covered; for use in either
A. C. or battery set; uses the fibre needle without appreciable loss of
volume; the counter-balanced tone arm assures correct needle pres-
sure on record and other equally important points.

The two special Pacent adapters
which are packed with each Pho-
novox. For battery operated sets,
the one on the left is used. For
A. C. sets. the adapter on the right
is used.

-

Get on the Phonovox band wagoen! Order a sample from your jobber and let results con-
vince you. Right now is the big consumer Phonovox buying season. If unable to obtain
one from your jobber—write us at once and we will see that you are supplied—promptly.

PACENT ELECTRIC CO., Inc.
91 SEVENTH AVE. NEW YORK CITY
Makers of the famous Pacent Radio Speaker

Manufacturing Licensee for Great Britain and Ireland

Igranic Electric Co., Ltd., Bedford, England
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(| Several dealers used this exclamation at the Show. (] The new

Kolster merchandise looked like an unbeatable “hand” to them.
(] Aside from thoughts of other merit, distinction of appearance was

what stopped them. (] Such excellence of design acts literally like |

four wheel brakes upon passers-by, dealers or consumers. (] In the last
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twelve months the seed of Kolster popularity has been sowed so

thickly everywhere that the season of 1928-9 with this new and striking

line iS bound to see a propor- Q Drop us a line today for pictures

of the merchandise in a de luxe vol-
c ume and details of the Kolster sellin
tionate harvest. (| The blue g

and advertising plans. 4 You will

then obtain a clearer idea of the com-

ChipS are yours fOl‘ the taking. ing radio season’s possibilities.

N . —_—

Plans for
1028

KOLSIER RADIO

© 1928 Kolster Radio Corproration,

Newark, N. J.

1
1
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Distributors

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

THE ARTOPHONE CORPORATION
McCall Building
Memphis, Tennessee

THE ARTOPHONE CORPORATION
203 Central Exchange Building,
804 Grand Avenue, Kansas City, Mo.

GEORGE CAMPE
611 Howard Street, San Francisco, Cal

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

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

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

GROSSMAN BROS. MUSIC
COMPANY
2144 E. 2nd Street, Cleveland, Ohio

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

HAWAII MUSIC COMPANY
1021 Fort Street, Honolulu, Hawaii

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

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

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

PACIFIC WHOLESALE, INC,
433 E. Twelfth, Cor. Wall Street,
Los Angeles, Cal

JAMES K. POLK, INC.
217 Whitehall St., S. W., Atlanta, Ga.

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

JAMES K. POLK, INC.
803-05 West Broad St., Richmond, Va.

THE Q. R. S. MUSIC CO.
1017 Sansom St.
Philadelphia, Pa.

STERLING ROLL & RECORD
COMPANY
322 Race Street, Cincinnati, Ohio
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Latest Phonograph
and Radio Patents

Gramophone. Henry John Cullum, London,
Eng. Patent No. 1,671,350.

Phonograph Needle. Newman H. Holland,
Montclair, N. J. Patent. No. 1,671,426.

Electric Phonograph. George B. Burch, New
York, N. Y, assignor to Leslie Stevens, Glen
Ridge, N. J. Patents No. 1,671,508 and No.
1,671,509,

Automatic and Coin-Controlled Multiple Pho-
nograph. Harry \Walker, Oil City, La. Patent
No. 1,671,752,

Process of Making Phonograph Records.
Frank E. Sincere, Mount Vernon, N. Y. Pat.
ent No. 1,671,788.

Combined Mechanical and Electrical Repro-
ducer and Transmitter. Albertis Hewitt, Pitman,
N. J., assignor to the Victor Talking Machine
Co., Camden, N. J. Patent No. 1,672,063.

Sound Reproducer. Williamt B. Witmore,
Orange, N. J. Patent No: 1,672,796. .

Repeating Attachment for Phonographs. Wm.
B. Fageol, Oakland, Cal. Patent No. 1,673235.

Process of Recording Phounograph Reco:ds.
William W. McLaren, Birmingham, Ala. Patent
No. 1,673,462.

Driving Mechanisin for Talking Machines and
the Like. William G. Shelton, New York, N Y.
Patent No. 1,673,847.

Actuating Device for Loud Speakers. Clair
L. Farrand, Forest Hills, N. Y.; Ernest Ross,
East Orange, N. J.; Albert D. Silva, Forest
Hills, N. Y., assignors to the Farrand Mfg. Co,,
Inc, Long lsland City, N. Y. Patent No.
1,671,105.

Radio System. Robert L. Davis, Wilkinsburg,
Pa., assignor to Westinghouse Electric & Mig.
Co. Patent No. 1,671,460.

Universal Inductance Device for Radio Re-
ceiving Apparatus. Harry Wilbur Brown, Phila-
delphia, Pa., and Gordon O. \Vilkinson, Ard-
more, P’a. Patent No. 1,671,625.

Radio Grid and Fiiament Spacer. Walter J.
Skinner, Bloomfield, N. J. Patent No. 1,672,233.

Radio Broadcast Distributing System. Ed-
ward E. Clement, Washington, D. C, assignor
to Edw. F. Colladay, same place. Patent No.
1,672,370.

Fixed Radio Coupler. Martinus Sieveking,
New York, N. Y. [I’atent No. 1,672,396.

Attachment for Radio Receiving Sets. Peter
Mertes, Jr., St. Paul, Minn. I’atent No. 1,672,-
636.

Electric Amplifier Circuit. ILewis M. Hull,
Boonton, N. [, assignor to Radio Frequency
Labs., Inc., same place. I’atent No. 1,672811.

i

Amplifier. Donald M. Terry, New York, N.
Y., assignor to \Western Electric Co., same
place. Patent No. 1,672,840.

Duplex Radio Communication. Paul Ware,
New York, N. Y, assignor to Ware Radio, Inc.,
same place. Patent No. 1,672,855.

Radio Tuning Control Device. Charles E.
Kilgour, Cincinnati, O., assignor to the Crosley
Radio Corp, same place. Patent No. 1,673,079.

Loop Antenna. Frederick A. Kolster, Palo
Alto, Cal., assignur to the PFederal Telegraph
Co., San Francisco, Cal. Patent No. 1,673,249,

Antenna for_Radios. Burle R. Jones, Tulsa,
Okla. Patent No. 1,673,458.

l.oud Speaker. Arthur Atwater Kent, Ard-
more, Pa. Patent No. 1,673,461

Indicator Switch for Radio Circuits. Albert
C. Koeppler, Chicago, 1. Patent No. 1,673,876.

Radiodial. Eric G. Shalkhauser, Peoria, Hl.
Patent No. 1,673,888.

Loud Speaker. Fay O. Farwell, Toledo, O.
Patent No. 1,674,323.

Radiodial. Hyman Matzner, New York, N. Y.
Patent No. 1,674,603.

Radio Receiving System. Russell S. Ohl, New
York, N. Y. Patent No. 1,674,096.

Radiotransmitter. \Villiam H. Priess, Bel-
mont, Mass. Patent No. 1,674,740.
Radio Apparatus. Dorsey F. Asbury,

MICA
DIAPHRAGMS

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

INTERNATIONAL MICA CO.

Bares sss PHILADELPHIA, PA. Fiasiaphite

Broomes Island, Md. Patent No. 1,675,018.
Loud Speaker System. Frederick A. Kolster,
Palo Alto, Cal. Patent No. 1,675,031.

Dalhart Recording
for Velvet Tone

Popular Singer of Old Familiar Tunes and
Southern Ballads Sings for Exclusive
Recordings in Popular-priced Field

Vernon Dalhart has been signed by the Vel-
vet Tone Record ‘Corp. for exclusive recordings
in the popular-priced record field. Mr. Dalhart

Vernon Dalhart

is unquestionably one of the most popular re-

-cording and radio singers.

Some years ago Dalhart came tp New York
fresh from the Texas Panhandle. His silver
voice and charming personality soon won for
him a foremost position in theatrical and mu-
sic circles, culminating in his engagement as
the leading tenor at the Hippodrome, then at
the height of its glory. Before long, however,
Vernon Dalhart, following his inclinations and
the advice of friends, began to devote his talent
to the Old Familiar Tunes and Southern ballads
that he knew intimately.

The demand for records by this artist grew
to such proportions that in recent years Mr.
Dalhart has found it necessary to devote his
time to recording and occasional broadcasting
duties, to the exclusion of theatrical engage-
ments which in the past have proved popular
with the public.

Victor Instrument Charts

The Victor Talking Machine Co. recently an-
nounced that the Instruments of the Orchestra
Charts are again available. This series consists
of twenty charts together with a wvaluable
handbook illustrated by Orthophonic record-
ings and lists for $4.00. The growing interest
in instrumental instruction in schools makes
the release of these charts particularly timely
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The Bloc Type Tone
Chamber

Designed to give accurate repro- \
duction. The tone chamberisan
exponenlial air column cast in a

solid monolithic bloc of a new
light weight material, “Vocalite’’
which is absolutely inert, non-vibra-
ting and unaffected by any climatic
conditions.

The
Junior e s Senior

815.00 &£ . $15.00

The New Senior is last year’s most popular
model, improved in performance with many
refinements of design and finish. Either will
deliver satisfactorily the output of anysetup
to and including five and six tube neutro-
dynes, superhetrodynes, etc. using the 201-A
type tubes. Great volumne, range and sensitiv-
itv. The Junior has a 30 inch air column,
Senior, 5+ inch air column.

THE WESTMINSTER

The newest and finest of the Operadio Air Col-
Ininn Speakers embodying all that is new and
Dbeautiful in design. May be connected to any
set and will handle the output of any standard
amplifier system up to and including the 171
tube. Has a 61 inch air column.

Price $35.00 L

The Barcelona

A very attraclive speaker table of spanish de-
sign equipped with 54 inch air column. A
beautiful cabinet that is also designed to ac-
commodatc any standard radio set.

Price $42.50

Manufacturer

OPERADIO MFG. CO.

St. Charles, Illinois

Greater Chicago District

47

The Operadio
Dynamic Unit

Incorporates decisive improve-
ments in power reproduction. Man-
ufactured under special Operadio
designs to handle the output of the
largest sets bnilt regardless of the
stages of power amplification used,
without trace of distortion, blasting or
rattling. ¢

The St. Charles

A bheautiful cabinet model Dynamic Speaker
which will handle and give tremendous vol-
ume with undistorted tone fidelity., Recom-
mended for sets employing power tubes or
equipped with separate amplifiers using
povwer tubes.

svolt ), C, $70; 110 vt 4, C, $90

The Bel Canto

Obtainable with an 84inch air column or Dy-
namiec unit, 6 volt D.C, or 110 volt A, C. [with
or withont an Operadio fonr or five tube
amplifier]. Amplifiers may be used in com-
bination with either air column or Dynamic
units.

Price Range, $80.00t0 $250.00

Sales Department

The ZINKE COMPANY
1323-25 S. Michigan Ave.

Chicago, Illinois
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“The Radio Market”

Issued by NEMA

Analysis of the Radio Market Based on
Nation-Wide Reports of Dealers and
Jobbers Contains Information of Value

“The Radio Market,” an interesting thirty-
two page booklet, presenting a picture of the
condition of the radio market based on nation-
wide reports from jobbers and dealers, for the

calendar year 1927 and the first quarter of 1928,

was recently issued by the National Electrical

Manufacturers’ Association. The material con-

tained is taken from statistical surveys by the
Electrical Equipment Division of the United
States Department of Commerce in co-operation
with the Radio Division of the NEMA and
should prove of interest and value to jobbers
and manufacturers in adjusting production
schedules, establishing seasonal quotas, allocat-
ing advertisement allotments and checking and
correcting merchandising plans.

In studying the retail market, population and
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geographical location are both treated as im-
portant factors. The captions of the different
statistical tables and the titles of the various
charts give an indication of the value of the
booklet. They include: “Distribution of Radio
Dealers and Average Sales,” “Distiibution of
Radio Dealers by Population Groups,” “Relation
of Dealer Value to Population,” *Distribution
of Radio Jobbers and Average 'Sales,” “Dealers’
Sales by Geographical Subdivisions,” “Compara-
tive Dealers’ Sales by States,” “Manufacturers’
Monthly Sales of Sets and Accessories for 1927,
“Sets Sold During 1927 by Geographical Sub-
divisions” and a number of tables showing the
average stocks carried by dealers at various

periods of the year. This is a most informa-
tive and valuable booklet.

Visits American Offices

K. L. Allardyce Arnott, managing director of
Freed-Eisemmann Radio (Great Britain), Ltd,, is
in the United States for his bi-annual visit to
the executive offices of the

Freed-Eisemann
adio Corp. in Brooklyn, N. Y.

Millions ofElimi-nators Now in Use MUST
Have Raytheon BH for

Replacements

L. Halperin Now
Eastern Manager

Appointment of Well-known Executive as
Eastern Branch Manager Announced by
Frank F. Paul Offices in New York

Caricaco, ILL, July 1.—Frank F. Paul, general
sales manager of the United Air Cleaner Co.
of this city, manufacturer of United phonograph
motors, announced this week the opening of a
branch in New York City with L. Halperin as
Eastern branch manager. The United branch
will be located at 30 West Fifteenth street,
New York, and the company will keep a com-
plete stock of all types of United motors at
this branch so that Mr. Halperin will be in
a position to make immediate deliveries to the
manufacturers in Eastern territory. The estab-
lishment of this branch will also enable the
company to make prompt L. C. L. shipments to
manufacturers in the surrounding territory. Mr.
Paul points out that Mr. Halperin is a member
of the United Air Cleaner Co.’s organization,
so that manufacturers will receive the same serv-
ice and prices from the Eastern branch as they

have secured heretofore from the main office
mm Chicago.

Supreme Instruments
Corp. Appoints Agent

Burton-Rogers Sales Organization, Bos-

ton, Exclusive Agent in United States
for Supreme Set Testers

Arrangements were made at the Chicago
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dard equipmenton more than

one hundred different makes of
“B” Eliminators.

THE Raytheon BTI is stan-

A radio used only3 hours a dayrequires
replacement of its Rectifying Tube
once a year. 6 hours of service daily
necessitates two replacements a year.

Raytheon BH is the standard replace-

Zenith

ment rectifying tube for mil-
lions of “B”’ Eliminators, now in
use. Nothing else will do.

This ready-made demand must be
filed. Why not by you?

Ask your jobber for the new Raytheon
display carton. Every time that carton

is emptied it represents a profit of
$7.20 for you.

RAYTHEON MANUFACTURING COMPANY, Cambridge, Mass.

-~
-
)
‘

=
%

Raytheon &

LONG LIFE RECTIFYING TUBE

Show between the Supreme Instruments Corp.
of Greenwood, Miss., makers of the Supreme
et testers, and the Burton-Rogers Sales Or-
ganization with headquarters at 857 Boylston
~treet, Boston, Mass, for exclusive representa-
tion in the United States.

This sales organization, which will sell Su-
preme instruments to jobbers only consists of:
.. E. Moore, 857 Boylston street, Boston, Mass.
Territory—New England, New York City and
State, east of Utica, New Jersey, north of Tren-
ton. W. C. McCabe, 197 Hewitt avenue, Buffa-
lo, N. Y. Territory—New York, west of Utica;
Pennsylvania, west of but not including Al-
toona. W. J. Bartlett, 1640 Crawford road,
Cleveland, O. Territory—Ohio, Michigan, West
Virginia, Kentucky, and Indiana, south of Fort
\Wayne and Lafayette. Earl N. Webber, P. O.
Box 142, Oak Park, Ill. Territory—Illinois, In-
diana, north of and including Fort Wayne and
l.afayette; Wisconsin, Minnesota, North and
South Dakota. Eli S. Davis, Coca Cola Bldg.,
Kansas City, Mo. Territory—Kansas, Iowa,
Nebraska, Missouri, except St. Louis. Angclo v
Perez, 133 School Lane, Springfield, Pa., Media

R. F. D. Territory—New Jersey south of and
ncluding Trenton; Delaware, Maryland, Dis-
trict of Columbia; Pennsylvania, east of and in-
cluding Altoona. McDonough Bros, 212 Red
Rock Bldg. Atlanta, Ga. Territory—Virginia,
North and South Carolina, Georgia, Alabama,
Florida, Mississippi, Tennessee. H. M. Cree,
715 South Evay street, Dallas, Tex. Territory
—Texas, Louisiana, Arkansas, Oklahoma. L. B.
Putnam, Denver, Col. Territory—Colorado,
Utah, Wyoming, Montana, Nevada, Idaho, ex-
cept Boise; New Mexico. Paul Gardiner, 55
New Montgomery street, San Francisco, Cal.
Territory—California, Arizona, and Nevada.
Roy E. Vorhees, L. C. Smith Building, Seattle,
\Wash. Territory—Washington, Oregon, and
Boise, Idaho. M. Scott Gardner, 1421 Locust

street, St. Louis, Mo. Territory—St. Louis and
contiguity.

The T. J. Beniell Music Shop, Rome, Ga, car-

rving a full line of musical instruments, held its
formal openiag recently.
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HEINEMAN MOTOR




SHE KNOWS HER BLUES

SHE IS HEARD ONLY

SHE IS A SENSATION IN
LONDON

AND ON

OKEH RECORD No. 41058

OKEH PHONOGRAPH CORPORATION

eeeeeeeeeeeeeeeeeeeeee

25 West 45th Street New York, N. Y.
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THE FAMOUS
CONDUCTOR
AND
COMPOSER,
PIETRO
MASCAGNI

12 inch—$1.50

PIETRO MASCAGNI, Conducting the Orchestra of the
State Opera House, Berlin

5145—THE BARBER OF SEVILLE (Barbiere Di Siviglia)
(ROSSINI) OVERTURE, PARTS 1 and 2

KARIN BRANZELL, Contralto

5144 | EIN WANDERER (Brahms)
I DER TOD UND DAS MAEDCHEN (Schubert)

12 inch—S$1.25

Luxemburg Waltz (Lehar) S Blg‘: Dzu)lube Waltz - (Johann
4 rauss
3227 Gipsy Love Waltz (Lehar) 32925 Kai \\; tz (Jol . )
aiser W: Strauss
l Dajos Bela and his Orchestra z altz (Johann Strauss

Dajos Bela and his Orchestra

3996 5 Zampa, Overture (Herold), Parts 1 and 2

| Grand Symphony Orchestra

OTTO HEINEMAN, President and General Manager

25 West 45th Street New York, N. Y.



UPON

A PERFECTLY FORMED

POINT AND THE BEST

GRADE OF STEEL DEPENDS

THE QUALITY OF YOUR
PHONOGRAPH MUSIC.

OITO HEINEMAN, President and General Manager




Phoenix Distributor Plans
Big Business Campaign

Roy George Tells of the Three Months’ In-
tensive Drive Planned by Stewart Warner Co.

The livest spot in the Southwestern radio field
just now is the Stewart-Warner Sales Co., Phoe-
uix, Ariz., distributor of Stewart-Warner prod-
ucts for Arizona and west Texas. The new
“801” had just come in, and, within five minutes
of the time of getting it out of the crate, one
of the boys had it hooked up and the whole
force, together with a station full of visitors,
were listening in on a local concert number.

L. S. Gruey, general sales manager for the
district, was enthusiastic. “We’re ready to
meet them all now,” he said. “This machine
just about says it all, and it’s the most compact
set yet devised. With that indestructible case
the fans can throw it in the car and go. We
have nothing to say. It’s all there.”

Mr. Gruey’s office has already booked a big

order for the new power merger operating in
his territory. Their forty stores are under con-
tract to take ten each a month of these new
instruments for the next eighteen months, and
the check is already in the till for delivery of
the first 400.

Since the first of the year the company has
been working out its new plans of organization
under Mr. Gruey’s management and his sales-
men are starting out over the State after a
three-months’ intensive campaign in Phoenix,
under the instruction of the new manager. Mr.
Gruey comes from the Coast, where he has
been connected with the Los Angeles office of
the Alemite-Stewart-Warner Sales Co. for the
past seven or eight years, and, during the first
few months of his direction of the Phoenix of-
fice, has cleaned up preparatory to making a
fresh start. In his first effort he managed to
sell out completely on his old models, and,
with a good eye to turnover, will concentrate
on the new designs and an exceptionally select
line of artistic cabinets. The atmosphere of
the place is the atmosphere of success and his
sales force goes out with the kind of training
that makes it safe to predict a good sales vol-
ume in the future.

“Phoenix offers a peculiar condition,” says
Mr. Gruey, “owing to the fact that we are ab
solutely marooned from May until September.
Static is so bad locally that it is simply out of
the question to catch anything outside the city.
Whether it’s the air or the soil, the fact remains
that as soon as the hot weather really sets in
all other sets are out. We've got to accept
that for Phoenix.

“That’s all right, however; it gives us four
good months to concentrate the efforts of our
sales force on the outside territory, and our
district is a big one. We are putting on the
biggest campaign of radio history in the north-
crn part of the State, where the conditions are
ideal from every point of view during the
Summer months, and will return to sell
Phoenix in the Winter, when the town is full
of tourists and the natives have returned from
their vacations with their radios all ready to
be serviced.”

In the meantime Mr. Gruey is working with
two broadcasting stations in Phoenix to give
the local clientele the finest radio programs
they have ever enjoyed, Winter or Summer.
“We are going to give the public something
unusual throughout the Summer and are en-
gaging the best talent available for this pur-
pose. Local civic organizations are concentrat-
ing on an effort to keep people at home more
than usual this Summer and ward off the Sum-
mer slump that has been too readily accepted

in the past as a thing that is inevitable. The
radio dealers have pledged their co-operation
in this campaign, and, as a matter of fact, it
gives us the best possible opportunity of build-
ing up for permanent business. The construc-
tion work going on in the city is phenomenal
just now, owing partly to the public improve-
ments, amounting to about $3,000,000, that are
being pushed to completion, and partly to the
activities of private enterprise engaged in
hotel construction, the aggregate of work now

under way assuring a tremendous payroll
throughout the Summer in the building trades.

“Is that a legitimate field for our business?
We are going to see that the workmen who
have that money to spend get a chance to hear
the best radio programs that we can possibly
command, and we are going to see to it that
they get acquainted with the kind of radio re-
ceiving sets we sell.”

It is impossible to come in contact with the
organization without noticing the activities of
a youngster by the name of Harold Arment,
picked for a place in the service department by
reason of his aptness in mechanics and rapidly
developing into a salesman of unusual ability.
“Radio is a religion with him,” said Mr. Gruey,
“and he sells the people he comes in contact
with because he just can’t bear to see anyone
without a set. His enthusiasm, along with his
ability to right any mechanical defect that
comes under his hand, makes him the ideal rep-
resentative for the house to send out on work
of this character.”

evacuation.

PRONOUVUNCED

SEE —CO

RadioTubes

Legions of CeCo Tube users repeat on CeCo Tubes because
of the improvement they give in reception—increased sensitivi-
ty—more volume—greater clarity, and, of prime importance—
longer life—due in part to the exclusive CeCo process of

The Ceco is a tube proposition unequalled in sales and profit
making possibilities, and we help you sell them by extensive
advertising, including broadcasting.

Ask us for interesting and unusual piece of
printed matter entitled “Getting the most
out of your Radio”, also catalogue sheet.

CeCo MANUFACTURING CO., INC.
PROVIDENCE, R. I,
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Fifth Annual Atwater Kent

Distributors’

Convention Held

Four-Day Gathering of Company's Wholesale Representatives Voted the Most Suc-
cessful in Point of Accomplishment of Any Ever Held—New Line Presented

The fifth annual Atwater Kent distributors’
convention, held at the Congress Hotel,
Chicago, June 6 to 9, inclusive, the four days
prior to the opening of the RMA Trade Show
and Convention in Chicago, from a business
angle and from the matter of accomplishment,
proved to be one of the most successful of the
Atwater Kent conventions.

A special train from the headquarters of the
Atwater Kent Mfg. Co. in Philadelphia, and
special cars from other sections of the country,
brought the distributors to Chicago on Wednes-
day and at the opening business session on
Thursday morning practically 100 per cent at-
tendance was reported.

Vernon W. Collamore, general sales manager
of the company, opened the convention and
presided over all successive meetings. Besides
his inspirational speech to the distributors, Mr.
Collamore continually forced home many inter-
esting and vital points brought out by the other
speakers. His characteristic method of empha-
sizing the high spots predominated throughout
the entire series of sessions.

\_ Atwater Kent, president of the company,
presented the new line, which is described in
detail elsewhere in this issue. In presenting
the line Mr. Kent announced that the factory
would produce 1,000,000 sets this year.

Every angle in the merchandising of Atwater
Kent products was presented by the speakers.
D. M. Bauer, advertising manager, told the plans
of his very important department of the busi-
ness and introduced new window display pieces
and other dealer helps which were heartily
endorsed by the assembly.

The recent annual survey was described by
Henry Canda, of Barton, Durstine & Osborn,
New York, advertising agents, under ihose
auspices the survey was made. Mr. Canda’s
address brought out some very interesting and
helpful facts to guide the company's activities
and campaigns and to help the dealer and dis-
tributor toward the 1,000,000 set goal

Ely Dyson, credit manager of the company,
<poke on terms, and Mr. White, of the Bankers’
Commercial Security Co., covered finance.
John McCoy, Southern district manager of the
company, introduced a very complete sales
manual, which will be supplied to the trade
within a few weeks. His giant reproduction of
the manual brought out stronger than words
the value of his help to the dealer and dis-
tributors’ salesmen. L. A. Charbonnier covered
service and introduced an elaborate binder to
hold all service data sent out this year.

One of the outstanding addresses of the con-
vention was that of P. A. Ware, merchandising
and sales promotion manager of the company,
whose long experience in the talking machine
and radio industries has provided him with a
vast fund of interesting and helpful informa-
tion. Mr. Ware used a series of charts through-
out his address, which lasted a full hour. The
appreciation of Mr. Ware’s address was ex-
pressed upon its conclusion when the dis-

M’f'g. Radio & Phonograph »
HARDWARE

PERFECT
Portable Needle Cup

Open Stays Open
Closed Keeps Closed

Star Mach. & Nov. Co.
Bloomfield, N. J.

tributors rose and applauded close to three
minutes.

R. E. Smiley, assistant sales manager of the
company, whose oratory is looked forward to
at each convention, presented another very
forceful address at this year’s meeting. Mr.
Smiley brought home to his listeners some of
the things necessary for them to do toward im-
proving conditions in their sales and other

Atwater Kent sets was presented by B. R.
Stauffer, treasurer and sales manager of the
Pooley Co., Philadelphia, Pa.

J. B. Sechrist, of the Red Lion Cabinet Co.,
Red Lion, Pa., interestingly presented the Red
Lion cabinets for the Atwater Kent line for
the coming year.

T. Wayne MacDowell, convention manager
of the Atwater Kent Co., outdid himself on the
entertainment features provided during the con-
vention. Besides the breakfasts, luncheons and
dinners, two theatre parties were included,
“Sunny Days” and “The Nineteenth Hole.” An
outstanding entertainment feature was “A
Night in China,” held at the Congress Hotel,
followed by “The Days of '49,)" suitable cos-
tumes being freely distributed for these elab-
orate affdirs which lasted well into the morning.

Openmg Meeting of Atwater Kent sttrxbutors Conclave in Chicago

departments in order to successfully sell their
quota of the 1,000,000 sets to be produced this
vear. Other speakers included M. H. Ayles-
worth, of the National Broadcasting Co., who
gave his optimistic views of the future of radio;
Thomas Shipp, of Washington, D. C. who
spoke on the Atwater Kent Audition, and Miss
Carrie Jacobs Bond, who added a few very
interesting and pleasing words on radio’s help
to the shut-ins.

The new Pooley line of radio cabinets for

The presentation of “Cabaret Night” on Satur-
day was a banner finale to the most unusual
series of entertainments ever presented in the
industry.

‘During the convention over 100 dealers in
Chicago and vicinity had attractive window
displays welcoming the Atwater Kent dis-
tributors to the convention and welcoming
everybody to the RMA Trade Show and Con-
vention. This was effected by P. A. \WWare and
Lis window-dressing staff.

Powel Crosley, Jr., Presents
Stock to Company Employes

One Hundred and Sixty-one Employes of Crosley Radio Corp. and National Label Co.
Presented With Stock From President’s Private Holdings as Appreciation

One hundred and sixty-one employes of the
Crosley Radio Corp. and the National Label
Co. now are stockholders in the radio corpo-
ration through the generosity of Powel Crosley,
Jr, who has presented them with shares from
his own private holdings. Mr. Crosley is presi-
dent of the corporation and owner of the other
company.

To every employe who had been with his
companies for three years or more Mr. Crosley
gave one share of stock for each year of their
association with him. In making this gift Mr.
Crosley spoke of it as “a token of appreciation
of co-operation in building the success of the

business.” Both factory and office employes
received stock.
Mr. Crosley’s business often has been

pointed out as one in which extraordinarily
agreeable relations exist between the head and
his associates. Those who have watched his
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The Demand for Quality Never Ceases

To learn the difference between ordinary Cotton Flocks and
“QUALITY” Cotton Flocks, order a sample bale of our Stand-
ard No. 920 for Phonograph Record Manufacturing.

CLAREMONT WASTE MFG. CO.

rapid rise in the radio world attribute this re-
lationship to the fact that Mr. Crosley ever has
been imbued with the desire to carry associates
with him and to make them more and more a
part of the organization. Many who received
the gift of stock have been with Mr. Crosley
for ten years, having joined him three years
before he entered the radio business.

In spite of the rapid expansion of the Crosley
Corp., new employes are said to have been as-
similated and quickly inspired with the same
spirit of loyalty characterf3tic of those older
in service. “Family” parties at which Mr. Cros-
ley has been host have contributed to the soli-
darity of the organization. Recently the Cros-
ley Family, a monthly magazine, edited by and
for Croslev people, began publication at his
suggestion. The 161 new shareholders do not
include the employes who already had bought

stock on the open market.
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Claremont, N. H. &
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in any one radio.

Seven-tube receivers, unusually selective.

All metal chassis — combines greatest
strength with light weight.

Single Dial - electrically illuminated.

Two way selectivity — makes receiver fit
all conditions.

All Self Contained in beautiful cabinets
of genuine walnut and mahogany
veneers.

szsh-Pull Ampliﬁcation gives any de-

sired volume.

Full Ortho-sonic Tone, that deep,
rich, natural tone quality possible

designated retailers this year.

Licensed under patents owned and /

or controlled by Radio Corporation

of America, and in Canada by Cana-
dian Radio Patents, Ltd.

EDERAL’S new all-electric sets using A. C. tubes are the first
Freally fine, popular-priced radio. Remarkable achievements
by Federal engineers have made possible sensational perform-
ance, unusual selectivity and outstandingly supreme tone
quality at a price within the reach of all. Never before has
such a combination of sales-producing features been offered

Price,without tubes and accessories: Table Model,60cycle $130; 25 cycle $140
Console Model, 60 cycle $220; 25 cycle $230 ‘

(Slightly liigher west of Rockies)
May also be had for b attery operation

The new models are precision instruments of typical Federal standards thiruout. Feat-
ured at the remarkably low prices they are hound to mean a real flood of business for

For complete information wire, phone or write

FEDERAL RADIO CORPORATION, BUFFALO; N.Y.

OPERATING BROADCAST STATION WGR AT BUFFALO
Federal Ortho-sonic Radio, Ltd., Bridgeburg, Ont.

FEDERAL RADIO

-----

only with Federal’s exclusive, patented
balanced circuit.

Easily adjustable to line voltages of from
100 to 130 volts. This gives maximum
performance with longest possible tube

life.

Unusual Compactness - Either table or
counsole model fits into the decorative
scheme in the smallest nook or corner

without rearrangement of the room or
moving the furniture.

Built-in Speakers .in the console
model. Also furnished with Dynamie

Speakers.

* Federal’s fundamental exclusive develop-
ment making possible Ortho-sonic repro-
duction is patented under U. S. Letters

Patent No. 1,582,470
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Cincinnati Dealers Report Sales
at Higher Level Than in 1927

Satisfactory Demand for Cabinet and Portable Talking Machines—Record Sales Con-
tinue Steady—Panatrope-Radiola Shown in Model Home—Other Trade News

CinciwnaTti, O., July 9.—Dealers report that up
to the present time there has been a satisfac-
tory demand for talking machines, the sales
being at a higher level than at this time last
Records, it is stated, are in fine demand
and moving rapidly. Portable machines have
been moving exceptionally well, and many
dealers expect them to be a sustaining feature
of the Summer trade.

William Graul, of the W. R. Graul Co., which
handles the Columbia and Kolster, is still away
taking a much-needed rest from business cares.

The new Starr talking machine, an electric
pick-up instrument, is attracting more than a
little attention in the store of the Starr Piano
Sales Corp. At this time there is only one
model, but other models are expected in a short
time and the trade is eagerly awaiting their ap-
pearance.

A handsome Brunswick Panatrope-Radiola
combination was a part of the furnishihgs of
the Chateau, a beautiful “exhibition” home that
was recently opened up to the public by the
builder, the instrument being furnished by the
E. M. Abbott Piano Co.

“We had the Panatrope-Radiola Combina-
tion No. 148-C in four ‘model’ homes the past
week and they attracted no end of attention
from thousands of visitors,” explained E. B.
Daulton, manager of the local branch of the
Brunswick-Balke-Collender Co. “We can trace
several sales direct to this form of advertising.
We are having a big demand for portables, so
large, in fact, that sales are ahead of production,
and our sale of records are showing a fine in
crease. We are having quite a demand for
our new table model straight radio, as well as
for our new console type straight radio. We
have received three models of the new Ex-
ponential type Panatrope, which is a me-
chanically operated machine, and orders for
camples of these have gone far beyond our
expectations.”

year.

in the final test.

For Talking Machines

It’s only first-quality felt, properly and particularly made, that
keeps on the job longer . . . that always proves most economical
You can look to American Felt Company’s
Felts for these “built-in” qualities—and get them!

Ernest C. Daulton, son of the local manager,
who is now assistant musical director in the
New York recording laboratory of the Bruns-
wick Co., was here the first part of the month,
visiting his parents. H. H. Sellers, former as-
sistant manager, but who now is on the road,
also was in the city the first week of the
month for a brief visit.

The Ohio Talking Machine Co. is now show-
ing two new Victor combination models,
one of which is the No. 7-11, retailing at $250,
the other being the No. 7-26, retailing at $425.
Another new model, to be known as No. 9-16,
is expected soon after the middle of July.

“We have had a very satisfactory business
the first half of this year, it showing an increase
of one-third over the first half of last year,”
stated M. W. Fantle, head of the M. W. Fantle
Co., who looks forward to a satisfactory sales
volume the balance of the year.

“The demand for our entire line is good, and
the Columbia-Kolster electric pick-up machine
is doing exceptionally well,” said Miss Rose
Helberg, manager of the local branch of the
Columbia Phonograph Co. “A little later we
will have a new line to offer, this being the
Columbia straight radio. Records are moving
well, and taking everything into consideration
the situation is most encouraging.”

Pacen 124 Phor-lovox
Has High Voltage

Pacent Electric Co. Gives Interesting
Figures Regarding Output Voltage of
Electric Pick-up Units

Recent experiments with the new Pacent 124
Phonovox, equipped with balanced tone arm,
the product of the Pacent Electric Co., New
York, brought to light a number of interesting
figures as to the value of a properly designed

For American Felt Company’s Felts are made by an organiza-
tion as particular as its most exacting customers—an organiza-
tion backed by many years of sound experience in advising
talking machine manufacturers . . . in recommending the grade
of felt best suited to each requirement.
by all this. Worite us for quotations. |

Our customers profit

AMERICAN FELT COMPANY

211 Congress St., Boston

114 E. 13th St.,, New York City

325 So. Market Street, Chicago

and balanced arm. It was found that a number
of pick-ups used with tone arms selected at
random gave an average output voltage of 0.35
volts. The new type Phonovox, used on a num-
ber of conventional type tone arms, such as are
employed with the usual phonograph repro-
ducer, gave an average output voltage of 0.6
volts. When the same pick-up was placed or
the new style balanced tone arm the average
output voltage increased to 1.25 volts. These
figures were recently announced by the Pacent
Electric Co.

It was explained that the increased voltage,
which means greater volume when desired, re-
sults from applying pressure by the dead-weight
principle. Thus, it was said, there is no lost
weight, wabbling of the pick-up in the record
groove, or superfluous weight which is apt to
wear away the record and shorten its life.

J. D. Moore in an
Important Position

Appointed Divisional Manager of Phono-
graph, Radio and Musical Instrument
Sections of City Stores Chain

New OrreaNs, LA, July 5—The many friends
in the trade of J. D. Moore, for the past seven

J. D. Moore

vears manager of the music department of the
Maison Blanche store in this city, will be glad
to learn of his promotion to the important post
of divisional manager of the phonograph, radio

and musical instrument departments of the
stores comprising the City Stores chain. This
chain includes the following prominent depart-
ment stores: Maison Blanche Store; Loveman,
Josepli & Loeb, Birminghamn, Ala.; Lowenstein
& Bros, Inc., Memphis, Tenn.; the Goerke-
Kirch Co., Elizabeth, N. J., and the Goerke Co.,
Newark, N. J.

J. D. Moore is well known to the music trade
throughout the country, for he has been identi-
fied with the music trade for fifteen years in
both the wholesale and the retail divisious of
the business. He has attained an cutstanding
success at the Maison Blanche Store, which is
recognized in his recent promotion.

R. P. Crawley Appointed
Fada Kansas City Manager

R. P. Crawley has been appointed manager of
the Kansas City office of F. A. D. Andrea, Inc,,
according to a recent announcement. Mr. Craw-
ley is well known in Central and Far Western
radio circles, and is particularly well equipped
to handle the business of Fada radio in the
territory covered by the XKansas City head-
quarters, which is west of Missouri and the
State of Kansas.
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DYNAMIC (Model 71) . 350

Balanced Armature—same cab-
inet (Model 61) . . . .. . $35

DYNAMIC — (Model 75)
End Table . . . . .. 375

BALANCED ARMATURE
(Mode! 63) Panel . . . . $25

w-tone Supremacy

When you consider that Sandar is the exclusive exponent of qual-
ity low-tone reproduction, it is easy to understand why Sandar
Speakersare firstin public demand. Radio buyers everywhere seek

the rich, mellow, colorful bass effects—and Sandar alone can satisfy

BALANCED ARMATURE
them. Feature Sandar—and cater to the wishes of your trade. But (Mode165) Cabinet Junior $19.50

getin touch with your distributor zow. Ten, wonderful, new models.

SANDAR

SANDAR CORPORATION, LONG ISLAND CITY, N.Y. - - Division of Farrand Mfg. Co., Inc.
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New Day-Fan Receivers Shown
at Distributors’ Convention

Presentation and Demonstration of Day-Fan's Latest Development, an 8-Tube All-
Electric Receiver—Highspots of Conference Held at Dayton Last Month

Plans to make the radio scason of 1928-1929
the most successful ever experienced were pre-
sented to a group of wholesale distributors by
officials of the Day-Fan Electric Co. at a con-
ferencc in Dayton, O., in June.

A high spot of the meeting was the presenta-
tion and demonstration of Day-Fan's latest radio
development, an 8-tube all-electric receiver upon
which the production of the factory will be con-
centrated. The new sct is offercd in three high-

percentage of the public now own. Day-Fan’s
product this year has been built and priced to
enable the dealer to secure the most profitable
class of business. While not excessively high-
priced, the set is not a cheap one. The price
affords the dealer a good profit on each sale
and has permitted the manufacturer to build
into the receiver a quality which it is expected
will reduce servicing to a minimum.  Plans
for a strong newspaper campaign to the public
were detailed. Ad-
vertising is to be
concentrated, and its
volume will be in
direct proportion to
the needs of each
dealer.

The new set em-
ploys eight AC tubes
and one rectifying
tube. There are four
stages of radio fre-
quency; in the audio
output stage two
171 tubes are used

Those Present at the Day-Fan Conference

quality cabinets, consisting of a table model, a
consolc and a consolctte.

The president of the company, Lee Warren
James (succeeding Chas. F. Kettering, who re-
mains as a director of the company), declared
that Day-Fan is reshaping its product and
organization, and in acquiring ample financial
resources had had a “new birth.” He paid a
warm tribute to Chas. F. Kettering, formcr
president of Day-Fan and vice-president of
General Motors, in charge of research, whose
personal interest in Day-Fan's success, he said,
is undiminished and who will continue to in-
terest himself in the laboratory end of the
business.

Chas. T. Lawson, sales manager, predicted an
unusually good radio season just ahead because
of the large demand for modern sets to replace
the battery type receivers which all but a small

in push-pull. Power
supply is a built-
in part of the chassis, Selection is by single
illuminated dial, with an auxiliary volume
control and a switch to cut down the power
when tuned to local stations. The set is pro-
tected by a fuse, for which two sets of clips
are provided, taking care of differences in nor-
mal current voltage in different localities. An
accessible connection is provided for a phono-
graph pick-up. The set is completely shiclded
and is mounted on a heavy steel frame.

The demonstration revealed a beautiful tone
quality, unusually sharp selectivity, Sensitive-
ness and the ability to fill a large hall with
music without distorting the tone. The cab-
inets which enclose the set this year are un-
doubtedly the most graceful and attractive that
Day-Fan has ever offered; a foremost designer
created the several models. Shown in the
photograph are distributors who were present

HYATT

The Most Perfect
Radio Receiver

Beautiful in Design
Wonderful Reception and Tone
Built-In Loud Speaker

the first morning of the conference, others ar-
rived the following day. Many distributors were
forced to wire their regrets due to various mecet-
ings that took place during the same week.

Top row, left to right: W. E. Baker, vice-
president and general manager, Day-Fan Elec-
tric Co.; W. G. Biddle, M. D. Larkin Co., Day-
ton; H. G. Lihou, Erker Bros. Optical Co., St.
Louis; B. J. Mockenhaupt, Chicago; Mr. Noss,
Erker Bros. Optical Co., St. Louis; E. G. Evans,
Henkle & Joyce, Lincoln, Neb.; H. F. Reichart,
Roberts Empire Electric Co., Houston, Tex.; A.
W. Lynch, Atlanta, Ga.; C. J. Osterday, Day-
Fan Electric Co.; J. Hochwalt, Day-Fan Elec-
tric Co.; J. B. Kemp, Kemp Equipment Co.,
Rochester, N. Y.; D. I. Drucker, Day-Fan Elec-
tric Co.; G. A. Morgan, Tracy-Wells Co., Co-
lumbus; Seth Thomas, Day-Fan Electric Co.;
George Riser, Riser Bros. Co., Indianapolis; R.
M. Collett, J. Horace Lytle Co., Dayton; J. E.
Romig, J. Horace Lytle Co. Dayton; Hugh
Snyder, Snyder Electric Co., Staunton, Va.

Second Row: I.. W. Schierloh, Day-Fan Elec-
tric Co.; W. M. Sanderlin, Farwell, Osmun Kirk
Co., St. Paul; Jack Heimann, St. Paul; F. H.
Johnston, Day-Fan Electric Co.; J. E. B. Kii-
bourn, Greenfield Electric Co., Baltimore; T. W.
James, Day-Fan Electric Co.; Robert Riser,
Riser Bros. Co., Indianapolis; M. L. Gibson,
New York; Horace Lytle, J. Horace Lytle Co.,
Dayton.

Front Row—standing: C. A. Clark, Repass
Auto Co., Waterloo, Ia.; Vic Youngblut, Repass
Auto Co., Waterloo, Ia.; O. F. Dail, Day-Fan
Electric Co.; C. A. Brown, Day-Fan Electric
Co.; W. S. Sanderlin, Jr., St. Paul; O. E. Lam,
Day-Fan Electric Co.; F. J. Loftis, Day-Fan
Etectric Co.; C. E. Green, Day-Fan Electric Co.;
H. L. Brump, Day-Fan Electric Co.; A. H.
Thompson, Greenfield Electric Co., Baltimore.

Kneeling: Ben Hart, Day-Fan Electric Co.;
C." B. Cooper, New York; L. E. Paul, Des
Moines; H. G. Mattern, Day-Fan Electric Co.;
W. E. Pauley, B. J. Mockenhaupt Co., Chicago;
A. C. Franklin, Snyder Electric Co., Staunton,
Va.; Chas. T. Lawson, vice-president in charge
of sales, Day-Fan Electric Co.

St. Louis Radioc Show
‘a National Exhibit

At the meeting of the Board of Directors of
the St. Louis Radio Trades Association last
month the Show Committee reported 75 per
cent of the show exhibit space sold and a splen-
did representation of nationally advertised
manufacturers. The show this year will follow
out the precedent set last year, which establish-
ed it as one of the three really National Shows.
Exclusively a Radio Show is what the South-
west National Show at St. Louis is and its poli-
cy is a duplicate of New York and Chicago. No
retailers are allowed to exhibit. The only
names that appear in connection with exhibits
are the names of manufacturers whose prod-
ucts are exhibited or the trade name of the
product itself.

For the past sales record to radio-consum-
ing public one has but to note the dealer’s in-
terest in the St. Louis show. Dealers are per-

The Ideal Radio for the Home. Ofifice,
Summer Resort, Auto Trip or Anywhere

mitted to come into the exhibits where lines
they sell at retail are displayed and they are
allowed to sell merchandise to the public. No
merchandise is sold from display floor. All
sales are for later delivery. Only orders and

Two Models

No. |—DeLuxe—six tubes. List piice without down payments are taken at the show. j
tubes and batteries $75.00 -
List price, complete $95.00

To Establish Musical Mart

A permanent international musical mart will
be established in Grand Central Palace, accord-
ing to an announcement by C. H. Benham, gen-
eral manager for Conde Nast and his associates,
who recently purchased this well-known exposi-
tion building. The upper eight floors will be
devoted to sales marts of various products, ac-
cording to the announcement.

No. 2—Music Box Model—five tubes. List price
without tubes and batteries $60.00
List price complete $75.00

Seud for circular and discount

JEWEL PHONOPARTS CO.

516 NO. DEARBORN STREET, CHICAGO, ILL.
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World famous phonograph and radio manufacturers chose Atlas
Cases years ago for their superior protectiveness. Now leading

furniture and cabinet makers place their endorsement on

these modern containers.

A few shipments of your own instruments will
show yon why the leaders have found Atlas
Plywood Cases the handiest, safest and
most economical containers for
phonograph and radio

shipments.

General Officcs.

PARK SQUARE BUILDING, BOSTON, MASSACHUSETTS
New York Office: 90 West Broadway Chicago Office: 649 McCormick Bldg.
SOUTHERN DIVISION
(formerly Empire Mfg. Co.)
GOLDSBORO - NORTH CAROLINA
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Philco Trio Making
11,000-Mile Trip

Harry Boyd Brown, Sayre M. Ramsdell
and Robert F. Herr Visiting Thirty-
seven Cities for Dealer Meetings

PuiLapeLpH1a, PA, July 7.—The record mark
~f a single merchandising trip will likely be
made when three of the sharpshooters of the
Philadelphia Storage Battery Co., of this city.
complete their educational campaign for the
new Philco receiving set among the dealers
from coast to coast and from Dallas to Toronto.
They will cover over 11,000 miles.

The trio faring forth on this enterprise and
who are termed the “Three Musketeers” by the
company officers are Harry Boyd Brown, mer
chandising and advertising counsel of Philco;
Savre M. Ramsdell, sales promotion manager,

Their circle of
popularity is ever-

widening because

fans notice the dif-

ference. Televocal
Quality Tubes are
made in all stand-

ard types.

Write for full
description and

prices.

s
A 4

Televocal
Corporation

Televocal Building
Dept. G2.
588 12th Street
West New York, N. J.
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and Robert F. Herr, service engineer. Their
object will be to call in dealers from surround-
ing territory to a central city in which they
will outline to these dealers the elaborate mer-
chandising, advertising and servicing plans of
Philco—all the details of the “Neutrodyne-
Plus” construction, the comprehensive advertis-
ing program, the ethods Philco offers dealers
to increase business, financing, trade-in plans,
and all the storekeeping aids that will be given.
Mr. Herr will outline what hc believes to be
ihe 1nost co-operativc service cver pnt over in
the radio industry.

The itinerary of this big whirlwind stunt is:
Baltimore, June 25; Philadelphia, June 26; New
York City, June 27; Boston, June 28; Buffalo,
June 29; Pittsburgh, July 2; Cleveland, July 3;
Detroit, July 5; Indianapolis, July 6; St. Louis,
July 9; Chicago. July 10; Minneapolis, July 11;
Des Moines, July 12; Omaha, July 13; Kansas
City, July 16; Denver, July 17; Salt Lake, July
20; Spokane, July 23; Seattle, July 24; Portland,
July 27; San Francisco, July 30; Sacramento,
July 31; Fresno, August 2; San Diego, August
6; Los Angeles, August 7; El Paso, August 10;
Dallas, August 13; San Antonio, August 14;
Houston, August 15; New Orleans, August 16;
Memphis, August 17; Louisville, August 18;
Cincinnati, August 20; Atlanta, August 22;
Chadrlotte, August 24; Toronto, August 30, and
Montreal, August 31.

When the “Three Musketcers” finish this
series of “hops’ they will have traveled the
equivalent of more than a third the distance
around the world.

Omaha Brunswick
Branch Expanding

The general office of the Brunswick-Bulke-
Collender Co., Chicago, has announced that
the Nebraska territory formerly served by a
jobber will now be under the supervision of
the branch office in Omaha. T. N. Tefft, for-
merly associated with Orchard & Wilheim,
Brunswick dealers of Omaha, has been ap-
pointed as Panatrope division sales manager,
working under the supervision of J. R. Flynn,
branch sales manager, who will have complete
charge of the branch office.

The new branch was organized by W. C.
Hutchings, assistant general sales manager of
the Brunswick organization, on a recent trip
to that territory. Mr. Hutchings also visited
Des Moines and Minneapolis on the trip.

Atwater Kent Gets
Lektophone License

The Atwater Kent Mfg. Co., of Philadelphia,
has been licensed to manufacture controlled-
edge cone speakers under the basic Lektophone
and Hopkins patents of the Lektophone Corp,,
it has been announced by Col. Robert Davis,
president of the licensing company. It was said
that with the recent development of power-
driven speakers and the broader application of
controlled-edge cone speakers largely necessi-
tated by this change Lektophone Corp. has ma-
terially modified its original licensing policy to
conform to the needs of the radio industry and
to afford a greater measurc of protection for
Lektophone licensees.

Serenado, Inc., Chartered

Serenado, Inc.,, of Huntington, W. Va., has
been granted a charter by the Secretary of
State to manufacture radios, phonographs, etc.
Capital $40,000. Incorporators, J. M. Parker,
M. L. Lusk, Glenn Sheppard, H. F. Moore and
A. C. Nelson, all of Huntington, and well-
known local business men.

Quality Radio vs.
Radio at a Price

F. A. D. Andrea, President of Fada Radio,
Discusses the Differences Between the
Two Types of Manufacture

F. A. D. Andrea, president of Fada Radio,
in a brief statement, calls attention to the dif
ferences between sailing under the banner of

F. A. D. Andrea
“Quality” and building radio at a price. Scorn-
ing the latter he tells of the exactions of qual-
ity standards. Mr. Andrea’s remarks, as follows,
are of interest to evervone. in the trade:

“If you build radio at a price—then your test
in material, labor, management must be price
standards. And you must seek always the
cheapest: Markets must be combed—bidders
compete—the lowest wins. You sacrifice every-
thing for volume—price—speed.

“If we choose to sail under the banner of
‘Quality’—our test begins in the laboratory.
... Will it do the job—best? Materials are
specified—not priced: analyzed first—then
quoted—microscopic painstaking studies—mi-
crometer measurements—standards of excel-
lence established—no efforts spared to hold to
an ideal—heartbreaking rejections—the engi-
neer, the laboratory stand firmly against make-
shifts—until out of this tremcndous strain
comes—the final accepted model.

“It must be a masterpiece in engineering—
radio—audio—electrical—mechanical and tool
design. It goes on to our tool room for dupli-
cate production. Skilled mechanics, whose
watchword is accuracy—with exacting caution
—accept their responsibility. Finally to the
manufacturing plant—to tool room and punch
press for delicate assembly and even more deli-
cate adjustments—from first to final test—O. K.
—the outstanding feature that marks every step
is precision.”

Stimulated Radio Sales

Robelen’s Piano Store, Wilmington, Del,
carrying a complete stock of Radiolas, Atwater
Kent, Kolster, Freshman, Sparton, Federal and
Majestic radio receivers, reports greatly in-
creased sales due to the two political conven-
tions held last month.

A new store, Speck’s Music Shop, has been
opened at 410 East Lake street, Petoskey,
Mich., by Ralph Dean. Brunswick Panatropes,
Sparton radio receivers and other instruments
are carried and a strong sales campaign is bc-
ing planned.




The Talking Machine 1Vorld, New York, July, 1928

This trade mark on
| your motors means that
they are v

guara

' for Better Portables

URING the last twelve years, the Flyer Motor
D has been a leading factor in the development
of portable phonograph sales and resulting sales of
records. To this the Junior Motor has for some time
contributed able assistance.

In announcing the new Master Flyer and Master
Junior Motors, with their increased advantages, we
wish especially to emphasize just tswo points.

To you as a dealer, portable phonographs for trade
growth, expansion and progress with the times must
have every improvement. Burt this is not all. Fully
as important—and much more difhicult to judge—is
the highest quality in every detail of the motor.

Quality always has been an outstanding merit in
the Flyer and Junior Motors. In the new Master
Flyer and Master Junior, the same superiority of ma-
terials and precision workmanship are retained.
“Buile like a fine ship’s clock™ in every way, with the
same careful tests and inspections.

One more vital point: Flyer and Junior Motors may
be serviced in any phonograph store in the United
States.

PLEASE TURN TO THE NEXT PAGE
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The New Improved
Master Flyer Motor.

HE most noteworthy advantage of

the new Master Flyer Motor 1s an-

nounced above. There is ample re-
serve power for the third record—no
running down.

New worm winding mechanism —
casier winding to full tension; noiseless
and done with trifling effort. Also, this
enables the windin g shaft to be mounted
higher, permittingalonger winding crank
sweep and more “knuckle” room.

A new and ingenious arrangement of
the gears reduces motor sound to silence.

Precision gearsand worms cut on special
gear hobbing machines, enabling fine ad-
justment and silent running. Best materi-
als throughout. New athletic 3-selection

The Talking Machine 1 orld, New York, July, 1928

full 10-inch
Selections

on the

Master Flyer

| from one winding

spring gives abundant, smooth-flowing
power, vibrationless and silent, finishing
with a safe margin.

The better motor for bigger possibili-
ties with portables. Increased sales of
records. Specify—and insist on-—the new
Master Flyer Motor in all your portables
of standard size. ‘

Made and guaranteed to give service
and satisfaction, by a large and reliable
company, u#ninterruptedly in the manufac-
ture of spring motors for fifteen years.

JThe,.
(z ENERAL INDUSTRIES CO.

2812 Taylor Street, Elyria, Ohio
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full 10-inch

Selections

on the

MasterJunior

Jrom one winding

The New Improved Master Junior Motor

S TOLD ABOVE, the new Master Junior gives double
the usual playing power. And it finishes with a
good reserve of power left after the last selection

has been played.

Designed and built like the new Master Flyer Motor,
and just as well made. A remarkable achievement for
greater volume of sales in the smaller portables.

Past sales of small portables no longer serve to tell what
vou can do. Here is double service and along with it un-

(Jhe

failing, smooth-flowing, silent and surplus
power, without vibration.
Think of it—double playing capacity with

the best performance. Quicker, easicr, quieter worm wind,
longer sweep of winding crank and more ‘knuckle’ room.
Uniform running speed even afrer playing the second full
1o-1nch selection.

The same high quality of materials, long-wearing bear-
ings, sturdy construction and precision workmanship has
made the Junior Motor so successful. Be sure to specify
the Master Junior in an early order, and see what a sel/er
you have.

Made and guaranteed to give service and satisfaction,
by a large and reliable company, wninterrupredly in the
manufacture of spring motors for fifteen years.

(& _ENERAL INDUSTRIES CO.

2812 Taylor Street, Elyria, Ohio



Genuine Juni

Order direct f
24-ho1

406
2558

6013

6039
6533

6572
7534

7554
7558
7671
7674
7678
7682
7683
7684
7692

6006

Motor Mounting Screw

Screw for assembling
Governor Spring and
Weight to Governor
Disc

Fibre Escutcheon for
Winding Handle

Meta! Escutcheon for
Winding Handle

Spring Barrel Washer

Governor Spring and
Weight Assembled

Screw for Governor
Collar

Felt for Speed Regulator
Lever

Speed Regulating Arm

Spring Barrel Shaft
Rivet

Governor Bearing Set
Screw

Screw  for acsembling
Regulating  Arm to
Regulating Brake

Steel Washer for Mount-
ing Screw

Winding Handle

Fibre Wacher for Wind-
ing Shaft

Speed Regulator

Screw which Holds Bot-
tom Plate to Frame

Spring Barrel Cup Cover

Winding Gear

Motor Frame

Governor Shaft

Bottorn Plate

Governor Disc

Governor Collar

Governor Complete

Screw  for  assembling
Governor Brake to
Frame

6013
10317 gg913 5283 .
yg}#-‘;_
E ol =n
6273
L™
o - B 5404
9257 0906 5394
5384 e

@ (o)

416

2558
2963
5003
5046
5047
5118

5163
5167
5189
5204
5222
5251
52572

5283
5372
5383
5384
53191

5394

5404
5409
5422
542

5443
5512
5687
5872
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Genuine Fly

Order direct
24-h

Screw for attaching Wind-
ing Shaft Tension Spring

Gevernor Spring Screw

Motor Mounting Screw

Governor Shaft

Fibre Handle Escutcheon

Metal Handle Escutcheon

Cup Washer used under
Spring Barrel

Pointer Arm Post

Dial and Pointer Assem.

Governor Complete

Governor Collar

Winding Handle

Governor Disc

Felt Oil Retainer wused
around Turntable Shaft

Retainer for No. 5252 Felt

Main Spring

Motor Frame

Motor Bottom Plate

Screw for Holding
Governor

Upper Spring Barrel
Collar

Spring Barrel Shaft

Intermediate Gear

Turntable Shaft

Speed Regulator Tension
Spring

Speed Regulator Bracket

Spring Barrel Complete

Winding Shaft Extension

6/32 Screw for Attaching
No. 5443 Speed Regulat-
lating Bracket to Motor
Frame

Spring Cup and Gear
Assem.

Spacing Washer use on
Wind Shaft

7693
7694
7696
7697

7822

Flyer Motor Parts

Motor Parts

the Factory
rvice

Winding Shaft Tension
Spring

Speed Regulating Arm
Tension Spring

Governor Brake

Turntable Shaft

Short Turntable Shaft

Tip

Long Turntable Shaft
Tip

Spring Barrel Cup and
Gear

Main Spring

Spring Barrel Complete
with Spring

Spring Barrel Shaft

Intermediate Gear

Winding Shaft

Spring Barrel Rivet

Washer used under No.

2558 Screw
Turntable Brake
Governor Bearing
Governor Bearing

Retaining Clip
Rubber Washer for
Mounting Screw

Send All Orders to

The General Industries Co.

Department MR
Elyria. Ohio

Junior Motor Parts

Motor Parts

the Factory
ervice

6011Governor Bearing Set Screw

6012

6013

9227
9234
9257
9409
9731

9789
980+
9809
9846
9906

9913
9924

Screw for Attaching No.
5384+ Beottom Plate to
No. 5383 Motor Frame

Washer used under Neo.
6023 Screw

Screw used to hold Pointer
Arm to Post

Winding Shaft and Pinion
Gear Assem.

Spring Barrel Cover

Spring Barrel Winding
Gear

Spring used to held Turn-
table on Shaft

Spring Barrel Shaft Rivet

Governor Spring Washer

Spring Barrel Rivet

Brake

Screw for Attaching No.
5443 Speed Regulating
Bracket to Motor Frame

Governor Bearing

Rubber Motor Mounting
Washer

Steel Motor Mounting
Washer

Governor Bearing Retainer
Clip

Spring Barrel Washer

Winding Shaft Spring

Governor Spring and
Weight Assem.

10317 Cotter Pin

The

Send All Orders to

General Industries Co.

Department MR
Elyria. Ohio

7558




RMA Trade Show and Convention
Most Successful Ever Held

Displays of Exhibits and Discussions at Meetings
Emphasize the Stabilization of Industry — New AC
Models, Art Cabinets and Dynamic Speakers Featured

The fourth annual convention of the Radio In addition to the RMA Conclave and Tradc they came for one purpose only, and
Manufacturers’ Association, and the second an- Show, the Federated Radio Trade Association that was to cxamine at first hand the lines of
nual Trade Show, held in Chicago, June 11 to 14, and its affiliated bodies also convened at the radios and acccssorics that will be sold in the
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Partial View of Fourth Annual Banquet of the RMA at the Palmer House
was the most successful event staged by the in- same time in Chicago. Details of this meeting retail stores during the next business year.
dustry. The convention resulted in discussions of appear elsewhere in this issue. More than See Prosperity in 1928-29 Season
important phases of the industry, and illustrated eighteen thousand jobbers, dealers and manu- Optimism ovcr the outlook for radio was
concretely how the members of the RMA, com- facturers crowded the Stevens Hotel, conven- one ofthe outstanding impressions one received
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Another Section of the Banquet of the RMA at the Palmer House

prising the leaders in the industry, are concen- tion hcadquarters, as well as other hotels in  Manufacturers, jobbers and dealers seemed to
trating on common problems and co-operating  the city. They came from all parts of the bc universal in the opinion that radi da;
in the development of radio. country; pouring into the city like an avalanche (Contined on page 58)

57



One Hundred and Fifty Radioc Men From the Pacific Coast Arrived on Special rai
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AC Models and Dynamic Speakers
Outstanding New Developments

(Continued from page 57)

is a tremendous improvement over the sets and
accessories of a few years ago; programs
scheduled for the present year, including the
political campaigns, are of such an exceptional
character, and dealers are in such an excellent
position to profit, that prosperity in the radio
field is certain. This vear, too, both whole-
salers and retailers examined critically the new
products shown.

Stabilization a Reality

As was the case last vear, no new or radical
improvements were featured at the exhibits. In
evety case, however, refinements were notice-
able. The exhibits emphasized the fact that
stabilization in the industry is an actuality. The
AC set, which was in a more or less experi-
mental stage last year, has been improved to
the point where it is as nearly perfect as pos-
sible to produce. This type of receiver has
beconie tremendously popular with the public,
and the demand was reflected in the large num-
ber of AC sets shown. Another feature of the
exhibits was the dvnamic type of speaker,
which has created a furor. The magnetic-type
speakers also were shown in a wide variety of
improved styvles. A distinct advance in radio
furniture design marked the exhibits. Artistic

Eugene O. Sykes, member of the Federal Radio

timely talks on various radio topics. Among
the important matters settled at the convention
was the approval by the RMA membership of
the patent license agreement, which embraces
the exchange of patents held by members. An-
other matter was the setting of the day for the
banquet in connection. with the New York
Radio Show WWeek, beginning September 9. The
banquet committee, headed by Paul B. Klugh,
voted to conduct the banquet on either \Wednes-
day or Thursday night of the New York Show.
The day of the banquet will be observed as
National Radio Day, and in this connection the
trade will co-operate in bringing observance
of the day to the attention of the public.

Suggest Earlier Show

The RMA Show Committee, of which Her-
bert H. Frost is chairman, is giving considera-
tion to the suggestion that next year’s conven-
tion and trade show be moved forward to the
month of May. It is expected that if this is
done the result will be earlier marketing of
the new products with resultant benefit to the
entire trade. Where the show in 1929 will be
held and the date for the cénvention will not

Commission for the Southern zone; M. E.

Standing, from left to right: . H. H. Cory
Harry P. Smith, L. E

ry, Donald MacGregor, H. B. Richmond, Irwin Kurtz, Hon, Frn D. Scott,
Parker. Lester .\o{)le. H. G. Erstrom, Geo. Riebeth, Harry Alter, \W'm. P. Mackle, Chas. T.

be decided until some time in the future.

aw

—  —

Naddy. John M. Redell. A, M. Edwards. S ated in back row: Mr. Van Allen, Wm. Sparks, H. H. Eby, Julian
Sampson, \WWm. G. Biddle, Martin F. Flanagan, Sam Singer, J. F. Connell, Fred Wiebe. Seated in front row: Art

Haugh, L. S. Baker, National Broadcasting Association,

Tracy, of the Scripps-Howard newspapers; Earl
C. Anthony, president of the National Asso-

St. Louis-Texas Delegations Upon Arrival to Attend Convention and Show

designs were in evidence everywhere, and the
modern radio set is fit to grace the finest home.
Beauty of appearance is now generally recog-
nized as an important factor in merchandising,
and the exhibits emphasized the fact that manu-
facturers are going to great lengths to produce
models that leave nothing to be desired in at-
tractiveness of appearance.
Speakers at the Open Meeting

Most of the business of the RMA during the
convention was conducted in closed meetings,
only one open nmeeting being held. This meet-
ing was addressed by Mayor W. Hale Thomp-
son, who welcomed the delegates; C. C. Coloy
responded. Among the speakers was Judge

ciation of Broadcasters; Harold J. WWrape,
president of the Federated Radio Trade Asso-

Harold J. \Wrape, C. C. Colby. A. J. Carter and John Tully
Election of officers for the Radio Manufac-
turers’ Association for the next vear resulted
as follows: Major Herbert H. Frost, vice-presi-
dent and general sales manager of the Kolster
Radio Corp., Newark N. J., president; Major
Frost was one of the founders of the RMA
and was its first president during two success-
ful terms; he is one of the hardest-working
members of the Association, and th:ough his
efforts much has been done to make this organ-
ization the =successful body it now is. C. C.
Colby, retiring president, was presented with a
handsome watch. Vernon W. Collamore, gen-
eral sales manager of the Atwater Kent Manu-
facturing Corp., Philadelphia, Pa., who has just
completed two terms as director of the RMA,
was elected a vice-president. Other vice-presi-
dents elected were Morris Metcalf, treasurer
and ceneral sales manager of the American
Bosch Magneto Corp., Springfield, Mass., and
Lester E. Noble, president of the Federal Radio
Corp. of Buffalo, N. Y. John C. Tully, presi-
dent of the Bremer-Tully Manufacturing Co.,
Chicago, 111, was elected treasurer. New direc-
tors elected were two directors to replace Carl
D. Boyd and Harold T. Melhuish, resigned;
M. Frank Burns, sales manager of E. T. Cun-

Caravan of 150 Taxicabs Transported the New York Delegation to Hotel

ciation, and M. H. Aylesworth, president of the
National Broadcasting Co., who made brief and

ningham, Inc., and John C. Tully. New direc-
(Continued on page 60)
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SUPERELY FEAUTTHUL

(] lew Note in Ortistic Oppearance
(| lew Stendaord ir Realistic lone

HE MARCO DYNAMIC RE-

I PRODUCER must not be
confused with any other

type of radio speaker, for, just
as the ROLLS-ROYCE stands
preeminent in the antomobile
field, so does this new repro-
ducer stand apart from any
reproducing device known in

the field of radio.

Distinetly a qnality produet,
the MARCO has been mnade ex-
pressly to the highest quality
ideals and expressly for a class
of buyers who not only seek a
finer instrument but who can
afford to gratify their desires.

Indesign,the MARCO DYNAMIC
attains a totally new artistic
lane —a combination of de-
lightfully pleasing propor-
tions and dignified simplicity
—a beautiful case made of spe-
cially selected close-grained
walnut and rubbed to a soft,
semi-lustrous finish.

In tonal quality, the MARCO
actually achieves the realism
engineers have sought for
vears. Whether reproducing

the human voice, a single in-
strument or the full orchestra-
tion of symphonic composi-
tions, this de lnxe unit defies
the descriptive power of mere .
words. We can only say that
its new-idca chassis perfectly
reproduces all frequencics in
the andio spectrum, which
literally means all frequencies
within range of the human car.

The New MARCO DYNAMIC is
made in three models, which
list at $65.00, $67.50 and
$75.00,respectively. Standard
trade discounts. Literature
sent upon request.

The MARCO
DYNAMIC CHASSIS

For radio and phonograph
installation; sold without case.

Type DU-110 (110 v-60 eycles). List . . . 850.
Type DU-90 (110 volt D. C.). List . . . 840.
Type DU-6 (6 volt D. C.). List . . . . $35.

DVNAM I1C LEPRODUCER

«“Superbly Beautiful”

MARTIN-COPHAND CO

PROVIDENCE, R. L

Radio Products

ESTABLISHED 1825
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Stabilization of the Industry
Emphasized by the Convention

(Continned from page 58)

tors for the three-vear term are Captain M.
Sparks, president of the Sparks-\Withington
Co., Jackson, Mich.; George H. Kiley, vice-

»

president of the Farrand Mfg Co., Long
Island City, N. Y.; B. G. Erskine, presi-
dent of the Sylvania Products Co., Emporium,
I'a.; N. P. Bloom, president of the Adler
Manufacturing Co., Louisville, Ky., and Lloyd

Above: The Rochester delegation which arrived on spe-

cial cars attached to the Twentieth Century Limited

attracted considerable attention because of its peculiar

mascot, the Eoornis Pterovelox Gobiensis, said to be the

only specimen extant of an ancient birdlike organism
which inhabited the Gobi desert.

Right: Ihe Twin Cities were well represented by a dele-

gation of the leading members of the industry wbo arrived

on June 12. They were met at the station by a reception
committee headed by Paul B. Klugh.

Below: The Los Angeles delegation arrived on June 9 and

immediately donned their colorful straw hats as they

paraded to the street to embark to the Hotel Stevens in a
fleet of taxicabs.

A. Hammmarlund, president of the Hammarlund
Manufacturing Co., Chicago, 11l
The Annual RMA Banquet
Music was the predominating feature of the
programn presented at the annual banquet of the
Radio Manufacturers’ Association, which was
leld Thursday night, June 14, at the Palmer

tained were Charles Marshall, tenor of the Chi-
cago Civic Opera Company, who sang through
the courtesy of the Kolster Radio Corp. of

ewark, N. J.; Cesare Sodero, conductor of the

orchestra provided by the E. T. Cunningham
Corp.; the Sylvania Foresters, quartet, sent by

the Sylvania Products Co., Emporium, Pa.; the
Chicago Grand Opera Octette, entered through
the courtesy of the Zenith Radio Corp., Chi-
cago; Allan McQuhae, popular Irish tenor, and

House, and came as a prelude to the final clos-
ing of the fourth annual convention.

Three thousand guests attended the greatest
cvent the Radio Manufacturers’ Association ever
held. Stations affiliated with the Red, Blue and
Orange networks of the National Broadcasting
Co. broadcast the program between ten and
twelve o’clock, making it available to millions
of Americans who were enabled to participate
in this history-making 1928 gathering of the
radio industry.

Among the distinguished artists who enter-

the Atwater Kent Quartet fromn Atwater Kent
of Philadelphia; Margery Maxwell, author-star
of the Chicago Civic Opera Co., chosen by the
All-American-Mohawk Corp., of Chicago; Cyre-
na Van Gordon and Phil Cook and Abe Mit-
chell, contributed by Sparks-Withington Co.,,
Jackson, Mich.

The McDowell Music Co., Pawhuska, Okla.,
has been purchased by a corporation. C. T.
Harris has been appointed manager. Follow-
ing the change, the store was redecorated.

Federal Jobbers
Visit Buffalo Plant

Several wholesalers for the Federal Radio
Corp. were visitors to the plant at Buffalo,
N. Y, prior to attending the RMA Trade Show
at Chicago, and were given private introduc-
tions to the new “G” models. It was stated
that the new product more than met! the ex-
pectations of the visiting wholesalers.

Among those who were in Buffalo were the
following: Mrs. L. M. Green, president of the
Silas E. Pearsall Co.,, Inc.. New York; A D
Sutherland, of Grier-Sutherland Co., Detroit.
Mich.; R. E. Gentry, of the Whitney Sporting
Goods Co., Denver, Col.; Forrest King, of
Paxton & Gallagher Co, Omaha, Neb.; J. A.
Barrett. of Listenwalter & Gough, San Fran-
cisco, Cal, and Mr. Adam, of the \Wayne Hard-
ware Co, Ft. \Wayne, Ind.

Radio Exports Are
Steadily Increasing

American radio manufacturers are aggres-
sively developing a world-wide market for their
products, and exports of radio sets and acces-
sories have now almost reached the $10,000,000
a year mark, Charles H. Winship, Jr., an execu-

tive of the Lektophone Corp., owners of basic
patents on controlled edge-cone speakers,
stated recently on his return from London.

“Since 1922 the radio export business has in-
creased fourfold,” Mr. Winship said. “Thc
United Kingdom, including Canada, Australia
and New Zealand, purchased nearly $6,000,000
of radio equipment during the past year, ac-
counting for nearly two-thirds of our total ex
port business. Italy. Spain and Japan imported
about one-fourth of this amount. and China’s
imports totaled about $100,000 during 1927.
Considerable expansion in exports is expected
within the next few years.”

Many Causes of Business
Failures in Year 1927

Of the 20,267 failures among business con-
cerns in 1927, Bradstreet's reports that lack of
capital and incompetence alone were responsi-
ble for more than two-thirds of the failures,
the figures being 7,071 and 6,990 respectively.
Nearly 82 per ceunt of all failures were charge-
able to individuals operating business enter-
prises while only 181 per cent iwere due to
causes not within control of the individual

Texas Fada Distributor

The Peaslee-Gaulbert Corp. of Louisville, Ky,
has been appointed by F. A. D. Andrea, Inc,
to distribute Fada Radio in Texas, exclusive of
the Panhandle, in addition to their present ter-
ritory, which comprises the States of Kentucky
and Tennessee.
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Everywhere Merchants are Making 90 cents an Ho
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the BBig Money=making, Coin=controlled,
Continuous=playving Phonograph

DEALERS, This Same Profit-Opportunity is Now YOURS!

N7

$7.50 per Day in Profits!
“Our customers are deligbhted with
the Electraiuuse and bave showed
their appreciation by playing it
almost incessantly. It has averaged
about 87.50 per day since it was

: ”
installed. J. R. SEWELL, Prop,
Sugar Boul, Nacogdoches, Texas

“One ofMost‘i’roﬁtable In-
vestments We Ever Made”

“We consider the Electramuse one
of the most profitable investments
we ever made, and are more thau
pleased with the results obtained,
not only with the direct in-take in
nickels,butalso the additional trade
that we consider it is instrumental
in bringing to us.”

WORTHAM’S CAFE, Memphis, Tenn.

Charlie Wortham, Prop.

v
Increases Business 209

“Tbe first advantage of Electramuse
was an increase in my general busi-
ness of more than 20% besides the
money taken in cash by the instru-
ment and the handsome return on
the investment after paying the pay-
ments to the company.

“l have had au Electric Piano iu
my place but the Electramuse bas
taken in 8$7.00 to each 81.00 re-
ceipts oftbe piano. Istrongly advise
anyone in the catering profession
to install one of these marvelous

. I2)
Instruments.™ ygs, F. M. WEBB, Prop.
Paradise Inn, San Francisco, Calif.

Over$1 72.05511 OneMonth!

“Our Supertone Model Electramuse
during the month of April took

. o> 1]
iu $172.20.” .vgg u.s. CAFE, Minot, N. D.

e
Says Most of 50 % Business
Increase is Due to

Electramuse!

“My Concert Grand Electramuse
took in 81035.00the first fifteen days
after I had opened up my new place.

“Not only is this income from tbe
Electramuse beyond iny anticipa-
tion, but I have had a 50% increase
in business over what I did in my
other place. I douotlaytbeincreased
business wholly to the Electramuse,
because mynew placeisanimprove-
ment over myoldone,but I do think
that giving my patrons high class
and the latest music is responsible
for at least one half of the increased

putronuge.”
SAGE CANDY CO., Marion, Ind.
Fred E. Sage,
~

““Is Best Intestment I Have
Ever Made’’

“Qur average receipts from Electra-
muse have been $6.00 daily. Our
Electramuse has attracted enougb
uew customers to make the pay-
ments on the phonograph, without
considering the cash income tbese
customers contribute. It is the best

investment I ever made.”
M & M CAFE, St Louis, Mo.
J. E. Moore, Prop.

THE remarkable money-making advantages of
the famous ELECTRAMUSE are now available
to DEALERS!

This handsome coin-controlled, continuous-play-
ing phonograph gives a wonderful reproduction
of the finest music of the world’s greatest musical
artists with a fidelity of tone unapproached by

any other musical instrument in its field!

Hundreds of retailers report daily earnings far
ahead of anything they ever anticipated.
ELECTRAMUSE has proved an overwhelming
success in many, many kinds of retail business
and in every type of location in big cities and
small towns.

With the Special Discount Plan we now offer
dealers, you, too, can duplicate the financial suc-
cesses of these merchants, whose voluntary testi-
monials are printed on this page. Get in on this
golden opportunity NOW. Read the enthusiastic
letters. Then fill in and send us the coupon below.

wi- it

il | s | (||
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“Our Electramuse is proving to he
one of the leading attractions of the
town and since its installation has
averaged better than two dollars
and fifty cents ($2.50) a day.

“Even witbout this seventy-five
dollar ($75.00) a month revenue
I would consider it one of the best
investments I ever made. It bas at-
tracted lots of new business and
entertains everyone wbo hears it.”
THE CLUB RESTAURANT, Lake George,N. Y.,

Neil E. Tripp.
-

Averages $4.40 per Day

“Our Electramuse is working fine
and I am well pleased with it, not
only as a drawing card and business
getter, but the receipts have more
than met my expectations being
$33.10 the first week aud averaging
$4.40 a day since.”

GRAY-PIPER DRUG CO., Knoxvrille, Tenn.,
A. B. Piper.

—~

“A Very Good Investment”

%

“I am well pleased with wy Electra-
muse, also with the record service
wbich insures iue of a complete
change each week of the latest up-
to-date popular music.

“I consider this a very good invest-
meut and a product of merit that
will stimulate auyone’s business.”

W.W. WILSON, Druggist,
Clereland, Tenn.

Averages $25.00 per Week
—andTakes Busi Lway

“From the very start my Electra-
muse has averaged in"receipts
$25.00 a week. Never have I taken
out of the instrument less than
$20.00 during a single week aud
mauy times I have takeu out as
much as $30.00 and $35.00 over
a period of seven days. It is worth
mauy times its monthly payments,
due to its value to me as a business
stimulant. Now that I can furnish
wy patrous high class music, I am
getting a great deal of business
awway from my competitors.”

F.I. YANTIS, Yantis Tostee Shoppe,
Indianapolis, Ind.

Here’'s Your
Opport /

A Product of
HOLCOMEBE & HOME M G. C0O.

World’s Largest Manufacturers of Money-Making Equipment
Endianapolis, Ind.
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Important Meetings Featured

EF. R.'T. A. Convention

Wholesalers, Retailers and Manufacturers’
Representatives’ Sections Report Steadily
Increasing Membership and More Activity

salers’ Association, held in the south ball-

room of the Stevens Hotel on June 9,
opened the meeting of the Federated Radio
Trade Association. The wholesalers were very
well represented and made their plans for the
week. This meeting ereated considerable in-
terest in the Association and several new appli-
cations were reeeived at that time. Peter

THE opening meeting of the Radio Whole-

Sampson, of the Sampson Electric Co., of Chi-
cago, was elected president; Chas. Gomprecht,

Manufacturers Relations Committee, presented
a very comprehensive treatise on the activities
of that committee during the past two months.
The work regarding the tube situation, stand-
ard purchase forms and Code of Ethics was
very highly thought of by all of the wholesalers
i attendance. Martin Wolf, of the Electric
Appliance Co., of Chicago, outlined to the group
the past activities of the Association and the
manner in which the electrical jobber fitted in-
to the Association picture. This meeting was

delphia; J. Lewis David, Dallas, Tex. Presi-
dent Riebeth gave a talk regarding the advan-
tages of belonging to the Manufacturers’ Repre-
sentatives Section and the common meeting
place with jobbers and dealers which would be
established through such a medium. Several
other members gave short talks regarding the
advantages as they personally saw them.

The Dealers Section of the Federated held a
very enthusiastie meeting whieh was attended
by over 250 dealers. They progressed very

of Trilling & Mon-
tague, of Philadelphia,
vice-president; J. F.
Connell, of Kruse-Con-
nell Co., of Indianap-
olis, vice-president, and
R. J. Mailhouse, of the
Plymouth Electric Co.,

New Haven, Conn.,
secretary, and Harry
Alter, of the Harry

Alter Co., treasurer.

The radio wholesal-
ers again held a meet-
ing on Monday, at
which time they further
discussed their prob-
lems and stimulated in-
terest in the Associa-
tion among the other
wholesalers who were
present at the Conven-
tion.

On Wednesday the
Federated resolved it-
self into its constituent
groups, each holding
separate 1eetings,
briefly as follows: The
Association Section

CHAS T NAGDY

AM EOWARDS

IRWIN KURTZ

HEMRY ] VAN BAALEN

FEDERATED RADIO TRADE ASSOGIATION
~——BOARD Of DIREGTORS 1928 —

MICHAEL ERT
viCH SRES & OIRECTOR

JUUAN SAMPSON

VICE LS. b pretcTon

GeamRIEBETy  MAROLDT WRAPE PRESIDENT

VILE PRES. & QiRreTON

PETER SANPSON

/ VIEE BALS 8 OIATCTOR

EDE HEALY

FRED WIEBE

nicely with their or-
ganization plans and
have now organized
under the name of the
National Radio Retail-
ers Association affili-
ated with the Federated
Radio Trade Associa-
tion. They appointed
a committee to further
develop their organiza-
tion plans and to sub-
mit a report at an early
date. Julian Sampson,
president of the asso-
ciation, gave a very
comprehensive talk on
the advantages of be-
coming a member of
that group. Irwin
Kurtz, of New York
City, presented a very
interesting paper on the
radio situation, ealling
attention to the fact
that the dealers were
the backbone of the dis-
tribution side of the in-
dustry. Mr. Sampson
was very well pleased
with the outcome of

HARRY P SMITH

$ 8 SINGER

RC COLMAN

=7
L ¢ NETZ6ER

held a meeting for L
problems general to the local trade associations.
At this meeting the Pacific Radio Trade Asso-
ciation of San Francisco, the Colorado Radio
Trade Association of Denver, the Lehigh Valley
Radio Trade Association of Allentown, Pa., and
the Memphis Radio Dealers’ Association of
Memphis, Tenn., all presented applications to
the Association Section of the Federated. These
new members give this group a complete rep-
resentation from <coast to coast, which is the
first time in the history of the organization
that such a representation has been accomplish-
ed. Michael Ert, president of this group ex-
pressed himself as being very well satisfied
with the results obtained. It i1s his opinion
that this section will help the local radio trade
association to form and prosper and work for
the good of the industry.

The Radio Wholesalers Association met at
the same time with approximately 250 whole-
-alers present. President Sampson gave a very
comprehensive talk on the advantages of be-
coming a member and explained in complete
detail the plans and workings of the associa-
tion. J. F. Connell, chairman of the member-
ship committee, submitted twenty new applica-
tions for approval. These applications included
wholesalers from Portland, Me., to Los An-
geles. Mr. Connell expressed himself as being
very well pleased with the results of the mem-
bership drive and spoke further regarding fu-
ture plans. Harry Alter, ehairman of the

highly successful and is the first time that a
group of wholesalers representing the radio in-
dustry throughout the entire country got to-
gether for a discussion of their problems. The
Association is growing very rapidly and the in-
terest evidenced in it at this meeting showed
that many more new members could be ex-
pected within the next few weeks.

The Radio Manufacturers Representatives As-
sociation under the direction of Geo. Riebeth, of
Minneapolis, Minn., president, accomplished a
great deal in the furthering of organization
wlans. They followed the same zones as out-
lined by the Radio Wholesalers and elected a
director from each of the eight zones, who is
to govern the activities of the Association in
these particular localities. The interest became
so keen in this group and the time so limited
for their discussions that they decided to hold
another meeting at 11 p. m. on Wednesday.
This meeting was attended by manufacturers’
representatives from the entire country and fif-
teen new applications were presented for mem-
bership. The manufacturers’ representatives
havé received this movement with a great deal
of interest and look forward to co-operating
with it to find a common solution of their
problems.

The following men were chosen as chairmen
of their respective zones: John M. Redell, Chi-
cago; Harry P. Smith, Minneapolis; H. E. Hag-
gerty, Ferndale, Mich.; R. L. Erlichman, Phila-
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the meeting and received applications from
prominent retailers throughout the country.

On Thursday, June 14, the Federated held an
open meeting which terminated in a Board of
Directors meeting. At this time the committee
on reorganization of the Constitution and By-
ILaws presented a detailed and complete set-up
for the new Federated. This new constitution
provides for four sections: The Radio Whole-
salers Association; the National Radio Retailers
Association; the Manufacturers Representatives
Association, and the section for local trade as-
sociations. The Federated considers this the
most important step in its career and with
the splendid progress being made by each
of the individual sections feels that it has now
rightfully assumed its place in the Great Tri-
angle of the Radio Industry. Irwin Kurtz ex-
plained at considerable length the Capper-Kelly
bill which will be presented to Congress in De-
cember and presented a resolution heartily en-
dorsing this measure which met with the ap-
proval of the eritire assembly. The Federated
reconfirmed their decision to hold the next
Convention in Buffalo, February 18-19-20, at
which time they look forward to extending their
influence through the affiliations of several Ca-
nadian associations which were represented at
this meeting. Ed Healy and E. C. Metzger
were selected to take the place of Thos. White
and C. S. Bettinger, both of whom recently re-
signed as directors.




The Talking Machine 11°orld, New York, Tuly, 1928 o

DIFFERENES

The Jensen Dynamc
SPEAKER 75 drfferent and
beffler because of fhe gernius
and experience .f VelerLdensen

SE of the dynamie¢ prin-
ciple in speaker design
is in itself no assurancc of

better and truer reproduction.

Correct use of this principle, however,
means unqualified supcriority. Such

success can only come through experience

and long research. As co-inventor of the :
dynamic principle, patents bearing Peter L. Jensen’s name date back to 1912.
Many thousands of dynamic speakers have been built under his direct
supervision in the factories of the Jensen Radio Manufacturing Company.

Jensen superiority is fully acknowledged by the country’s leading radio engineers,

who depend upon laboratory tests for their opinion.

But by what standards will the public judge dynamic speakers? They will insist
on distinctly better tone quality, dignified beauty in cabinet design, and unmis-

takable value for every dollar they spend.

And you as a jobber, dealer or manufacturer—what will you demand? It
must be all these qualities which summed up mean consumer preference.
And in addition you should also insist on proven ability to maintain
\ uniform quality in volume production, plus a practical advertising
and merchandising policy. Write or wire immediately for complete

information and nearest distribu-

tion point.

Prices range from $40 up.

ensen

DINAMIC SPIAKER

(Licensed under Magnavox patents)

L]

Jensen Radio Manufacturing Company

338 N. Kedzie Avenue 4 v v 4 % % . / CHICAGO, ILLINOIS
212 9th Street, Oakland, California



Properly

Locating the AC Receiver

Simple Rules Which, if Followed, Insure the
Efficient Operation of AC Radio Receivers
Given by Engineer—Detailed Explanations

The locating of the AC receiver deserves con-
<ideration from the standpoint of practical and
operating efficiency. It is desirable that the
receiver be located so that connections from
the aerial, ground and loud speaker approach
the instrument in the most direct manner and
that it should be readily accessible for tuning.
The aerial, ground and loud speaker leads should
not run parallel (for any great distance)} with
the house-lighting lines.

Aerial and Ground

The most uniformly successful means for in-
tercepting broadcast signals is an outdoor aerial
which may be 50 to 100 feet long, including
lead-in. It should be erected in the most ad-
vantageous location obtainable. No. 14 single
or stranded copper wire, tinned or enameled,
is most suitable for a good aerial, while No. 14
rubber-covered stranded wire is preferred for
the lead-in.

Next in efficiency is an indoor aerial which
may consist of an insulated wire strung around
the moulding or baseboard of the room, or
through a number of rooms. A short indoor
aerial used during the Summer months will be
found sufficient for reception of local stations
and will considerably reduce static disturbances.

Generally receivers are equipped with two an-
tenna posts marked “Long” and “Short.” A
long outdoor aerial should be connected to the
antenna post marked "Long.” \Where there is a
minimum of interference distance reception will
be improved by connecting the long aerial to
the “Short” antenna post. A short outdoor or
indoor aerial should be connected to the “Short”
antenna post.

A good ground connection is essential for the
cfficient performance of the receiver. Almost
any metallic circuit leading to the earth will
generally give satisfactory results, provided a
sood, clean and tight connection 1s made at the
point of contact with the ground wire. it 1s ad-
visable, however, to use a cold water pipe or
radiator to which an approved ground clamp
can be attached and a No. 14 wire soldered or
<ecurely fastened. It may be noticed that the
operation of the AC set is not affected when
the ground connection is removed as formerly
in battery-operated receivers. This is due to
the capacity ground being obtained through the
power supply unit. A good ground connection
~hould always be used, however, to minimize
the possibility of a hum and give added operat-
g ability.

The loud speaker should be attached to the
connecting terminals marked “Loud Speaker.”
These posts are marked “plus” and “minus”
since it is necessary with some loud speakers
to attach the connecting cords to the receiver
binding posts with the correct polarity. It is
very important to use a good loud speaker ca-
pable of carrying the full rated output of the
power audio amplifying tubes and reproducing
the full range of frequencies.

Errors Costly

After the proper location of the receiver has
been selected and the necessary aerial, ground
and loud speaker connections have been made,
the vacuum tubes should be inserted into the
receiver sockets, which should correspond to
the markings on the tube bases. Care should
be taken that the correct type of tube is placed
in each socket. The new RCA and Cunning-

By W. W. Jablon

A. H. Grebe & Co., Inc.

ham tubes are referred to in this article, since
most AC receivers are designed and adjusted
for their use.

An error such as inserting a 226-tube into a
171 type socket would mean the immediate
burning out of the tube. The detector tube
type UX227 or C327 has five prongs which are
unevenly spaced to insure correct insertion in
the socket. The full-wave rectifier tube UX280
or CX380 should be inserted in the power unit.
With the *Off-On” switch of the receiver in the
“Off” position, plug the power supply cord into
the house lighting circuit. Do not attempt to
operate on direct current, or alternating current
other than 50-60 cycle, unless the power unit
is marked for 235 cycle operation. If you are
in doubt concerning your power supply, com-
municate with your electric lighting company.

Servicing the AC Receiver

The popularity of the AC receiver can be
traced not only to its simplicity of operation,
but also to the fact that it is as foolproof and
trouble-proof as careful, painstaking construc-
tion permits, Formerly with battery-operated
radio receivers sources of trouble not in the
receiver itself were too numerous for the aver-
age layman to determine and service correctly.
Since radio’s most comumon cowmnplaints were
due to rundown storage and dry "B batteries,
a voltmeter and a messy hydrometer were
necessary accessories and even this extra equip-
ment did not prevent batteries going dead in
the midst of an interesting program.

Even with the advent of the "B” battery elim-
inator, which rapidly replaced the dry “B™ bat-
teries, the consumer’s service troubles did not
end since many so-called eliminator devices
utilized variable voltage regulators requiring
frequent adjustment, which, if done with accu-
racy, necessitated the use of an expensive high
resistance voltineter only owned by a regular
serviceman. (ondensers in the first eliminators
were frequently punctured, due to overstrain
caused by incorrect operation of receiver. Also
1esistances would burn out or would not hold
the voltage constant under load. In the design
of the present AC receiver the “power pack”
has been constructed with an extra large safety
factor, making servicing troubles practically
nil. There are no variable controls requiring
adjustments,

Effects of Line Voltage Changes

In most localities a 110-volt 50-60 cycle alter-
nating cu:rent prevails. However, at certain
times the line voltage may fluctuate as much as
ten volts below or above normal and in the
latter case such an occurrence may result in
materially shortening the life of the AC tubes.
Well-constructed AC receivers guard against
excessive line voltages by means of a switch
for high and low voltage. In the better class
of AC receivers a “line voltage control switch”
is located on the power unit compensating for
line voltage fluctuations of 90 to 127 volts, or
an automatic line voltage governor is supplied.
By securing the correct setting for the line volt-
age control switch when making an installation,
AC tube trouble will be eliminated.

The Hum Adjuster

In an AC receiver there will be no reception
ior approximately thirty seconds after the
switch is turned on, due to the fact that the
tubes must first reach their proper operating
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temperature. Generally a “hum-adjuster” is
provided to eliminate or reduce to a minimum
any electrical hum that may be heard.

To accomplish the adjustment, first tune the
receiver out of range of a broadcasting station
and then slowly turn the adjusting screw by
means of a screwdriver to the right or left
until the hum entirely disappears or is reduced
to a minimum.

If, after obtaining the best possible adjust-
ment, an annoying hum is still present, it may
be due to a poor electrical surface on the tube
prongs or an unbalanced 226 type tube. In
such cases the detector or first audio or power
tubes should be removed from their sockets
and the tube prongs cleaned, and the tubes
replaced. If this does not remedy the trouble
then the first audio tube should be removed
from its socket and replaced by a tube from
one of the radio frequency sockets. Changing
this tube may require another adjustment of
the hum-adjuster. It is also advisable to try
reversing the plug in the AC socket for best
results. :

Maintenance

The AC receiver, once installed correctly,
should require no attention unless the receiver
15 physically or electrically damaged through
misuse. The tubes are the only item in a well-
constructed AC receiver which need replacing,
and they will give satisfactory operation over
a long period of time under no-mal conditions.
In some localities fluctuations in the electric
power supply line voltage when heavily taxed
during the evening may cause the volume in
the speaker to increase and diminish. The small
lamp used to illuminate the dial is a miniature
base Mazda Type T-3 Panel Indicator 6-volt
.15 ampere bulb and can be obtained at any
¢lectrical supply store.

Victrola 8-9 Introduced

The Victor Talking Machine Co. recently an-
nounced a new model Orthophonic Victrola,
No. 8-9, especially designed for the foreign-do-
mestic trade. The instrument has the latest
developments in Orthophonic reproduction, a
non-set automatic eccentric groove brake,
spring-balanced lid supports and a twelve-inch
turntable. The metal fittings are gold lacquered
and gold-plated, and space is provided for five
record albums. It is contained in an upright
cabinet in oak veneer, Baronial oak finish with
polychirome decorations. The dimensions are
4534 inches high, 26Y%4 inches wide "and 1934
inches deep.

Feature Musical Director

BostoN, Mass., July 5—Paul Bolognese, musical
director of Grey Gull Records, Inc., of this city,
has been featured in recent literature of this
company. Mr. Bolognese has completed three
years with this company and was previously
one of the musical directors of the Emerson Co.

Wilburt K. George, who has been associated
with the Dunlap Music Store for several years,
kas opened a music store on Croton avente,
Ossining, N. Y., to be known as George’s Mu-
sic Shoppe.
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Constant Demonstration Increases
Sales for Li_vp Brunswick Dealer

Music Shoppe, of Goose Creek, Tex., Finds Installation of Record Demonstrator
Benefits Record Sales to Great Degree and Also Aids Machine Sales

The Music Shoppe, Brunswick dealer of
Goose Creek, Tex, is merchandising the Pana-
trope in a most scientific way, having taken
advantage of every possible oppo:tunity to sell
this instrument. A few of the sales ideas of
J. W. Fondron, manager of that shop, will
illustrate just why this man is one of the most
successful music dealers in the country to-day.
He states that he has never set down a code
of rules to follow in order to obtain an objec-
tive in sales volume. The Shoppe has one code,
however, and that is to be enthusiastic, regard-
less of whether the sales are to their liking or
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Music Shoppe’s Truck Advertises Line
not. Another thing on which they base their
success is their confidence in Brunswick prod-
ucts, and the Brunswick representatives they
come in contact with. They say, “We believe
there is no better musical instrument in the
world than the Brunswick Panatrope, and we
do not hesitate to let customers make direct
comparisons when they so desire. Ve have
made many sales with another highly esteemed
make of machine in the same room. It has been
proven to us time and again that there is hardly
such a thing as ‘sales resistance’ to Brunswick
records and Panatropes.”

Goose Creek, Tex., is a small town, close to
Houston, a city of 250,000 people, whose daily
papers (three of them) cover their territory
thoroughly. The Music Shoppe, up to October,
1927, was located in the rear of a pharmacy,
where it was crowded for space to display the
instruments, and when more than one customer
was in the store it was most inconvenient.

In October, 1927, the Shoppe decided to rent
a new store building. The building was painted
and arranged inside according to their ideas.

They had been averaging about $2,400 a month
the last three months they were located in the
rear of the drug store, and uaturally expected
a slump in their volumne of sales the first sixty
days in the new location. In anticipation of
the lower volume of sales, they doubled their
advertising in the local paper and went after
their sales leads with increased vigilance. The
results were not only surprising, but startling.
Where they were spending between $40 and
$90 per month for advertising, they spent, and
are still spending, $75 to $100 monthly. They
claim the secret of their newspaper advertising
is making friends with the editor of the paper,
who has assisted them no end through his
news columns. In the new quarters with its
up-to-date record compartments, three private
uemonstration booths, lounges and bright in-
tenior their business increased $7,000 in the last
five months of the year, over the first five
nionths of the year. A large part of the volume
m sales is recocds. Fromn February 15 to the
cud of March, 1927, they did not have a P-13
demonstrator, and averaged about $89.50 per
day. On the first of April they installed a P-13
and the sales picked up to $106 per day. The
1ollowing might prove interesting:

I cramped quarters without P-13 demonstra-
tor they averaged $89.50 per day. In same lo-
cation with P-13 demonstrator they averaged
$106 per day, and in tlie new location with a
P-13 demonstrator they averaged $303 per ddy.
This average is based only on the six working
days of each week. Mr. Fondron says:

“To the trade I want to state frankly that
we wouldn’t think of operating our store with-
out the P-13. It not only sells records—it sells
machines. People are delighted when they
learn they can have the same resonance, vol-
unie and sweetness of tone in their own hoines.
1 advise every Brunswick dealer to carry a big
stock of Panatropes as well as records. People
have come in to ‘see’ the $90 model and have
left our store with the $165 model. We thought
we were loaded in February, which by the way
1s a short month, and we couldn’t believe it
when we counted up at the end and found we
had sold twenty-eight machines during the
month; that is, one a day. Ve are dealers in
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Interior View of the Music Shoppe

Brunswick products exclusively, and would
think of adding any other line,

\We use the mats and advertising forwarded
to us by Brunswick, and improve our ads
wherever possible by adapting them to local
conditions. The Semi-Weekly, the local news-
paper of Goose Creek, has been of great assis-
tance to us. \We believe in Brunswick, in ad-
vertising, in our home editor, and his paper,
in the entire range of Panatropes, and further-
more, we believe we can get our share of busi-
ness as any man can if he puts his heart and
soul into it. ;

“The only accurate way to make a musical
survey, that is, the number of musical instru-
ments in the home, the kind, model, age, etc,, is
through personal contact. In this we have
been exceedingly successful, and this data is of
great assistance to us.”

Zenith Buys Many
Automatic Patents

Company Has Delayed All Applications
for Licenses Until Negotiations for Pat-
ents Mentioned Were Consummated

Cuicaco, ILL, July 6.—The Zenith Radio Corp.,
of this city, has purchased, in addition to the
Marvin and Vasselli patents, the Heath patent
No. 1,638,734, British Patent No. 257,138,
Canadian Patent No. 264,391, French Patent
No. 607,436, Belgium Patent No. 331,166, and
United States Patent Re. No. 17,002, in further
strengthening its position in the control of
automatic radio. There are also seven other
patents controlled by Zenith pending in the
patent office. In a recent statement the Zenith
Co. declared that it has delayed acting upon any
of the applications for licenses until the negotia-
tions were consummated.

'

STYLE 21

Genuine  Mahog-
any or Walaut
only.

STYLE 21-B

Same with both
top panels hinged
to accommodate
Radio Panel.

STYLE 1

Gum Mahogany
Golden or Fumed
Oak.

Excel phonographs, radio cabinets
and combination instruments have
been designed to meet every exact-
ing taste. They are produced in all
popular finishes and styles, including
Upright, Console and Wall Cabinets
—a complete line, QOur centrally lo-
cated factory and excellent shipping
facilities insure prompt
and attractive trade prices.

THE LINE OF PROFIT

PHONOGRAPHS AND
RADIO CABINETS

deliveries

STYLE 48

Walnut Radio Console. Built-in
loud speaker and battery com-

partment. Accepts 77 x 18~

panel.

Excel Phonograph Manufacturing Company

402-414 West Erie St., Chieago, lllinois

The models illustrated show several
products of the EXCEL line, me-
chanically and acoustically up-to-the-
minute in every detail. The EXCEL
Ime is appealing to the customers’
eye, -ear and -purse, — Your-request—=-
for a catalog and price list will be
given prompt attention. Enterprising
dealers will find the EXCEL line
well worth investigating.

STYLE 17

Genuine Mahog-
any or \Valnut
Phonograph only.

STYLE 2

Gum Mahogany
Golden or Fumed
Oak.
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Modern Testing Equipment a Ne-
cessity for Real Radio Service

Radio Servicing Has Kept Abreast With Other Developments in Industry, and Dealers
Are Making It Pay—Scientific Methods Now Used by Leading Houses

SATISFIED customer is conceded to be
one of the best advertisements for a re-

A tail store and the word-of-mouth adver-
tising done by this type of buyer often is more

i > E < r X o
o . <, o S Elim 7

In the Lyon & Healy store the men assemble
for instructions twice each week. A set is
completely dismantled, voltage readings taken
of all parts, after which it is reassembled. This

= .

potent in bringing in business than is the print-
ed word. In the early days of radio, the ques-
tion of keeping set buyers satisfied was one that
brought gray hairs to the heads of dealers, for
service in those days was the bugaboo ot the
trade and was, to a certain extent, a hit or
miss proposition. The problem of servicing has,
however, kept abreast with other developments
in radio, and just as the present-day radio re-
ceiver is far superior to the early instrument,
and broadcasting has been vastly improved, so,
100, has service been placed on a scientific level,
with service men thoroughly trained.

Live radio dealers today have service and
testing laboratories with trained men represent-
mg them and service, instead of being a con
stant form of worry, has become a branch of
the business that not only pays its way but also
brings in a profit that compares favorably with
the other departments of the store. In addition
to keeping the customer satished and thus creat-
ing good-will and bringing in profits, many
dealers report that the proper operation of the
~¢rvice departinent will result in the sales of
tubes and accessories and many times opens
the way to sales of new receivers.

One of the accompanying photographs gives

view of the service and testing laboratory of
Lyon & Healy, Chicago, one of the most suc-
cessful music and radio outlets in the coun-
try. Robert H. Campbell, manager of the ra-
dio service department, states that service payvs
il properly rendered. In part he says:.-“The-
scientific’way to service is with a complete test-
ing outfit having AC and DC meters to com-
pletely analyze the troubles in tube or set. An
outht of this sort is carried by every man in
our service department.”

COTTON FLOCKS

Air floated, all injurious foreign matter eliminated
for

Record and Radio Manufacturing

THE PECKHAM MFG. CQ. 238 South Street

Newark, N.J.

Testing Bench Used by Blanchard Radio Corp.

method thoroughly familiarizes the technicians
with all parts of Radiolas or other receivers so
that the service men feel competent to enter
customers’ homes, locate and adjust trouble im-
mediately,

In speaking of the testing laboratory Mr.
Campbell says: “We have found that we can-

It may be that some dealers might agree with
the statement that a testing laboratory is more
or less essential, but that the cost of installing
one is prohibitive in view of the amount ot
business they do. Such dealers might do well
to try and emulate the example set by the
Blanchard Radio Corp., of Providence, R. I,
which used the testing bench illustrated here-
with co-operatively with the Kinnecom Elec-
trical Engineering & Construction Co. of the
same city. Perhaps a similar arrangement
might be made with other electrical or radio
dealers in cities or towns where individual
dealers are loath to install a laboratory.

Exports and Imports
of Talking Machines

Figures on Exports and Imports of Talk-
ing Machines and Records for April—
Some Gains Over Year Previous

WasHIiNGTON, D. C, July 9—In the sum-
mary of exports and imports of the commerce
of the United States for the month of April,
1928, the following are the figures bearing on
talking machines and records.

The dutiable imports of talking machines and
parts during April, 1928, amounted in value to
$37,053, as compared with $52,511 worth which
were imported during the same period of 1927.
The four months’ total ended April, 1928,
showed importations valued at $146,162; in the
same period of 1927, $127,187, a very substantial
increase,

Talking machines to the number of 11,784,
valued at $496,114 were exported in April, 1928,
as compared with 11,975 talking machines,
valued at $436,742, sent abroad in the same
period of 1927. The four months’ total showed
that we exported 45,146 talking machines, valued
at $1,930,064, as against 43,019 talking machines
valued at $1,517,605 in 1927.

The total exports of records and supplies for
April, 1928, were valued at $252,210, as com-
pared with $262,663 in April, 1927. The four
months ending April, 1928, show records and
accessories exported valued at $1,145369, as
compared with $896,647 in 1927.

Lyon & Healy's Well
Equipped . Service and
Testing Laboratory

not conduct an efficient service department
without a properly equipped testing laboratory.
CUur bench is equipped with the necessary me-
ters to analyze any trouble. Strips for various
models are attached to the panels and operated.
Meter readings are taken in actual operation
Should our radio technician be unable to de-
termine the trouble in the home the part is
taken to the laboratory, where expert trained
men put it through a rigid test, correcting the
trouble and returning the part to the customer.”

The countries to which these machines were
sent during April, and their values were as
follows: Europe, $15,012; Canada, $21,271; Cen-
tral America, $27,294; Mexico, $40.639; Cuba,
$30,516; Argentina, $82,070; Brazil, $35,020;
Chile, $24,571; Colombia, $50,797; Peru, $6,550;
other South America, $46,714; British India,
$123; China, Hong Kong and Kwantung, $12,-
(399: Philippine Islands, $30,284; Australia, $16,-
279; New Zealand, $405; British South America,
$523; other countries, $35,947.
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$ List

Price

Artone No. 528

A distinctive model unth 26
ingh tone column—for the
first time at a popular pricel

PORTABLE
PHONOGRAPHS

7 s
Seven Models
No. 14.. .. $12.50 List | No. 528 $20.00 List
i No. 828 . 15.00 List | No. 228 . 25.00 List
No. 728 . 16.50 List | Grand . ... . 35.00 List
No. 30, with electric pick-up. .. 32.50 List
Write for new circular

5 W/’{"‘/(’&-"-‘f.ﬂf-ﬁ YU,
..;/__O_‘(” ()!l?} ),)
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BERG A. T. & S. CO,, Inc.
Long Island City, N. Y.
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Clark Music Co.
Aids Air Project

Pioneer Music House Has Had Name of
City Painted on Roof in Large Letters
as Aid to Aviators Flying Overhead

Syracusg, N. Y., July 7.—In connection with
recent efforts to “put over” Syracuse, New
York, in the matter of aerial transportation and
to further facilitate local interest in aviation,
now that Syracuse has just been added to the
list of cities designated as official United States
mail airport, the Clark Music Co. has had the
word “Syracuse” painted on the roof of its
large six-story building on South Selina street.
The letters are about eleven feet high and being

SUPREMIE

A HIT
At the Chicago Show

The Supreme lestmg instrument is the out-
come of three years’ development. It is the
only instrument giving tube oscillation tests on
A.C. or D.C. tubes, and the quick and sharp
halancing or re-aligning of condensers in single
dial control radios or others by plugging into
the last stage of audio. This instrument has also
a modulated Radiator for 24-hour use to take
the place of broadcast stations in test work.
Continuity tests are made quickly from the
radio socket, and complete readings of filament,
grid and plate circuits given. Tests can be made
for readings, with ‘and without load. Other fea-
tures of great aid to the service man are nu-
merous, such as testing condensers; playing
radxos with open transformers; scientifically re-
Juvenatmg up to 12 tubes at a time; demon-
strating condenser, choke coil outputs and ca-
pacity outputs on radios not wired for that
purpose. Such things as a 500,000-ohm resistance
for testing various volume controls and fixed
capacities from .001 to 2. mfd. are additional
features. The traveling case carries tubes and

comes fully equipped with all tools and supplies
necessary for a man to
service job.

immediately do any

Patents
Applied For

MODEL 100-A

Instrument lifts out of traveling case for
store use. Fully equipped with instrument, every
service tool and supplies necessary for a man to
step out on a job. This case contains compart-
ments for everythlng and has a swinging tube
shelf desxgned for instant accessibility, but_ abso-
lute protection to tubes. Under this swinging
shelf are felt-lined compartments for small tubes,
oscillator coil, etc. IHas strong lock and key.
Strong leatherett~ ~nvered case, size 10%4 x 18 x 7
inches, with leather handle. Polished brass
trimming. High resistance meters. Fully guar-
anteed. Gold button and membership in the
Supreme League goes with ownership. A League
of Service Men. Also continuous use of our
Engineering Department to help you in your
problems. Price Complete . . . $98.50 net

Equipped with 0-3, 0-18, 0-150 volt portable A.C.
meter with leads, in leather case, $11.00 extra.
We use an external A.C. meter so line voltages
can be obtained at any point. This meter be-
comes part of the instrument, when plugged in,
but any A.C. meter with leads will do.

Installment plan $28.50 cash and 8 monthly
payments of $10.00 each. With A.C. meter, $29.50
cash and 9 monthly payments of $10.00.

Ask your jobber or send order
direct with your johber’s name.

SUPREME

—oURREME
ITHE SUPREME INSIRUMENTS CORP

GREENWOOD, MISSISSIPPI

The Talking Machine World, New York, July, 1928

painted white against a dark background are
casily visible to aviators flying over the city.
Clark Music Co. is one of the oldest and largest
music houses in the entire East and is this year
celebrating its seventieth anniversary. It han-
dles a complete line of Victor, Columbia and
Brunswick products.

New CeCo Factory
Representatives

H. H. Steinle, General Sales Manager of
CeCo Mfg. Co., Announces the Appoint-
ment of Several New Representatives

ProvibeNnce R 1. July 6 —H H. Steinle, gen-
cral sales manager of the CeCo Mfg. Co, of
this city, has announced the appointinent of
several new factory representatives for CeCo
tubes as follows: R. H. Reeb will serve CeCo
jobbers and dealers in Indiana; Cliff Lindgren
will cover the western half of New York State,
west of Syracuse; Arthur L. Lang will cover
the eastern half of the Empire State, east of and
including Syracuse, with the exception of Ncw
York City, where two men will cover the trade.
E. R. Peel will extend the usual CeCo co-opera-
tion to all dealers and jobbers in Iowa and Neb-
raska; J. R. Hedquist will represent CeCo in
Minnesota, wcstern Wisconsin, North and
South Dakota; Lawrence LeVoic will perform
the same duties in West Virginia, and Bor-
rough Murphy and Kenneth Murphy will cover
Florida, Georgia, Alabama, Mississippi, Tennes-
sce, North and South Carolina and Virginia.

Making New Electric
Phonograph Motor

Stevens Mfg. Corp. Going into Production
on Motor Which Operates from AC or
DC—System is New Development

The Stevens Mig. Corp.,, New York, is going
into immediate production on a new electric
motor adapted for phonograph operation, ac-
cording to Clifford E. Stevens, treasurer.

“In portable phonographs, this new motor
will operate from three dry cells,” said Mr.
Stevens. “It is designed for use by set manu-
facturers and builders of phonographs in pro-
ducing phonograph-radio combinations. It will
operate from either alternating or direct current,
and will cost one-half the price of any other
motor on the market to-day. Its governing sys-
tem is a new development, accurate to a hair,
and is not affected by fluctuations of current. It
is the smallest known motor for its purpose.”

Mr. Stevens stated that in connection with the
introduction of this new electric motor, the
Stevens Mfg. Corp. will furnish a new die cast
ball-bearing aluminum turntable. It is said that
a great deal of interest has been expressed by
manufacturers in this combination motor and
turntable, and volume orders arc being booked.

Three New Splitdorf
Jobbers Appointed

Hal P. Shearer, General Manager, An-
nounces Appointments of Padgitt Bros.,
Wyeth Co. and Auto Supply Co.

Hal P. Shearer, general manager of the Split-
dorf Radio Corp., Newark, N. J., has announced
the appointment of three new Splitdorf dis-
tributors. The Wyeth Hardware Co., St.
Joseph, Mo., will cover eastern Kansas and
Missouri and Nebraska territory; Auto Supply
Co., Hutchinson, Kan,, to cover central Kansas
territory, and Padgitt Bros., Dallas, Tex., cen-
tral Texas. Mr. Shearer reports a most satis-
factory lining up of business and a volume far
in excess of early expectations.

W. E. Hotchkiss With
Shamrock Mfg. Co.

Appointed Manager of Chicago Branch—
Formerly With Pathe and Sonora—Will
Also Represent Vitalitone

W. E. Hotchkiss, widely known throughout
the music-radio industry, has been appointed
manager of the¢ Chicago branch of the Sham-

W. E. Hotchkiss

rock Mfg. Co., Newark, N. J., according to a
rccent announccment by Nate Hast, general
sales manager of the Shamrock organization.
Offices and warehouse have been established
at 533 South Wabash avenue, affording 8,500
squarc feet of space for efficient service to
Shamrock distributors and dealers in the Mid-
dle West. A fully equipped service department
will be maintained.

Mr. Hotchkiss, who is a graduate of Cornell
University, represented the Pathe Phonograph
& Radio Corp. for many years, and was origi-
nally associated with his father with Sonora.

In conjunction with the Shamrock dynamic
clectric receivers Mr. Hotchkiss will represent
Vitalitone dynamic speakers and the cabinets
of the Plymouth Phonograph & Radio Co.

“Miss Kolster Radio”
Is a Prize Winner

“Miss Kolster Radio” won a silver cup, a
theatrical engagement and second place among

“Miss Kolster Radio”
300 girls in the beauty contest recently con-
ducted to choose “Miss St. Louis” for the In-
ternational Pageant of Pulchritude at Galves-
ton, Texas. She was entered in the contest by
the Straus Co. of St. Louis.

An increase in the value of American manu-
factured products exported during the first
three months of 1928 offset a decline in foreign
sales of a number of leading raw materials, a
report issued by the Foreign Commerce De-
partment of the Chamber of Commerce states.
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O’Neil Speakers are licensed under the
LEKTOPHONE patents—Enough said

IlIlOl]IlClll 4,

the new line &
of

The FAMOUS O’NEIL
RADIO SPEAKERS

Now Ready

The New O’NEIL Super X unit, a conceded standard of com-
parison in speaker units, is an integral part of these speakers.
This unit i1s a non-adjustable condensed type in which the wital
parts are protected by a transparent shield from dirt, dust, or
any foreign element, thus insuring the smooth operation of the
speaker at all times. O’Neil speakers are “fool-proof’ being
permanently adjusted at the factory.

O’NEIL Speakers are completely FACTORY BUILT and
TESTED. Their full, rich, natural and mellow tones pro-
claim them as quality instruments for use with the new electric
or battery sets. They range in price from $14.75 to $69.50—
an appeal to the pocketbook
—and full appreciation of
them means to SEE, HEAR
and EXAMINE them.

Set and Cabinet Makers

will be especially interested , C

in the New O'NEIL Chassis 7S ot

Speaker which also has the oY B‘zj,?* a\o%\} \ane
new Super X Unit. It’s 5?@ fot Ca‘\exe
made with or without a po¥ CO«\Q Y“a
Baffle Box (10-in. x 10-in. x out oC D e

634-in.). Special prices on Psc’a\‘etsn(\{a&o'
request. ) -

O’NEIL MANUFACTURING CORPORATION
“The Famous O’Neil Radio Speaker”
West New York, New Jersey
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Three-Day Convention Marks
Sparton Equasonne Introduction

Representatives of Ninety Sparton Wholesale Houses Attended Gathering—Five Pat-
ents Granted on New Model—Will Rogers Entertained Guests

Representatives of ninety Sparton radio dis-
tributors were guests of the Sparks-Withington
Co., Jackson, Mich., at the annual convention
held by that company on June 6, 7 and 8, at
which time the distributors were given the first
glimpse of the new 1928 line of radio receivers
developed by the Sparks-Withington Co. The
convention was opened on June 6 by a luncheon
meeting, attended by fifty magazine and news-
paper reprcsentatives, who were the personal
cuests of Capt. William Sparks, president of
the company. At this meeting the publication

trically-operated radio-phonograph combination
instrument. The phonograplh, which employs
an electric pick-up and powcr awmplification,
plays twelve records of any size and changes
cach record in nine scconds. Thc instrument
contains a Sparton radio receiver and the same
loud speaker is used to reproduce both rccorded
and broadcast music.

The publication reprcsentatives werc cnter

“tained in the afternoon with a trip through the

Statc penitentia:y and the Sparton radio plants.
Three hundred people wcre scated at the

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

EUREKA NOISELESS TALKING
MACHINE LUBRICANT
Write for special proposition to jobbers

{LSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

used as the headquarters for the dealers, where
a lost and found dcpartment, and telephone and
tclegraph service were installed. Road markers
and signs on all highways leading to Jackson
directed the deale:s to the fair grounds, and
liotel reservations wcre madc at the leading
hotels from twenty-five to seventy-five miles
around Jackson, for those dealers who wished
1o stay overnight bcfore returning to their re-
spectivc homes. The dealers were conducted
through the Sparton radio plants and in the

Those Present at Jobber-Dealer Meeting Sponsored by the Sparks-Withington Co., Jackson, Mich.

representatives saw and heard the new Sparton
Equasonne radio receivers and Professor Glas-
zow, research engineer of the Sparton organiza-
tion, described the new circuit. Eighty publica-
tions were represented at this mceting, and on
the following day newspaper accounts of the
meeting and descriptions of the Equasonne cir-
cuit appearcd in the daily press throughout the
country.

During the course of the convention Captain
Sparks announced that five patents had already
bcen issued upon the new Equasonne circuit
and that the Sparks-Withington Co., at the end
of its second year in the radio field had risen
from 67th to fourth place in volume of sales
and, at that moment, before the Sparton dis-
tributors had seen the new receivers, the com-
pany had four times as many orders on file for
June, July, August and September, as had been
placed for the same period in 1927.

At this meeting Captain Sparks also an-
nounced the formation of the Nucraft Corp., of
Jackson, Mich,, of which he is president. The
Nucraft Corp. manufactures an automatic clec-

Talking Machine
Springs and Repair
Parts

NONE BETTER IN QUALITY
NONE LOWER IN PRICE

The Rene Manufacturing Co.

Montvale, New Jersey

banquet hcld at the Jackson City Club on the
evening of June 6, when Captain Sparks as
toastmaster, and Colonel Winthrop Withington,
welcomed the distributors in behalf of the com-
pany. After claborate entertainment, furnished
by several orchestras, vaudeville entcrtainers,
and radio stars, the new line of Sparton Equa-
sonne radio receivers was placed on exhibition
and described in detail to the distributors.

On June 7, the second day of the convention,
the business sessions were held at the Hotel
Havcs, led by Harry Sparks, general sales man-
ager, E. T Hutchison, assistant gcneral sales
manager, and V. A. Searles, advertising man-
ager. The distributors were urged to devote
m re attention to the department store, music-
radio dealer and to the better type of furniture
store, in the belief that these three types of
outlets are ably equipped to .merchandise a
quality line of radio receivers such as is pro-
duced under thc Sparton trade name.

Mr. Searles outlined the advertising cam-
paign which will carry the Sparton sales mes-
sage to-all corners of the United States. Thc
Saturday Evening Post and Liberty, billboard
advertising, display material and other dealer
hielps will be used in aiding the retailer in the
sale of Sparton products. The events of the
second day were climaxed by a dinner and en-
tertainment at the Jackson Country Club.

On the final day of the convention, 2,000
Sparton dealers were guests of thc Sparks-
Withington Co. The Jackson fair grounds and
exposition hall, near the Sparton factory, werc

TYPE M RECORDING WAX

Developed for Electrical
Recording. Works at 70" or
Normal Room Temperature

F. W. MATTHEWS ¢ Bropect Strect

evening a mass meeting was held at the high
school auditorium, \Will Rogers, the famous
humorist, acting as master of ceremonies. Mr.
Rogers was especially secured by Captain
Sparks for the event and flew from his home
in Beverly Hills, Cal, to Jackson, Mich., to
headline the evening's entertainment.

Aftcr the entertainment the Sparton distribu-
tors were transported to Chicago for the open-
ing of the RMA Trade Show on a special train
as guests of the Sparks-Withington Co.

Changeg Name to
Clarostat Mfg. Co.

Personnel of American Mechanical Labor-
atories, Inc., Remains the Same With
John J. Mucher as President

The American Mechanical Laboratories, Inc.,
Brooklyn, N. Y., manufacturers of the Clarostat
and other variable resistance products and radio
accessorics, has announced a change in name
to Clarostat Mfg. Co., Inc. The personnel of
the organization, its policy and its products, re-
main as formerly, with John J. Mucher, presi-
dent and Charles Golenpaul, vice-president and
sales manager.

“This change in name is for the purpose of
insuring a closer identity with our Clarostat
products,” said Mr. Golenpaul. “The entirc linc
will be continucd and will bc manufactured and
sold by the Clarostat Mfg. Co.”

MICA DIAPHRAGMS

For Loud Speakers and Talking Machines
RADIO MICA

American Mica Works
47 West Street New York
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Molloy-Davis Co.
in Cabinet Field

New Organization Represents the Ameri-
can Furniture & Cabinet Co. and Home
Furniture Co. in the East

A new organization in the radio furniture
field has made its debut, the Molloy-Davis Co,,
with offices in New York and Philadelphia. The

ol =
T. ]. Molloy R. S. Davis
sponsors of this company are Thomas J. Molloy
and Russell S. Davis, both of whom have had
many years' experience in the radio business.

Mr. Molloy has been connected with radio
since its inception and enjoys a wide circle of
friends throughout the East. He resigned his
position as sales representative with the Atwater
Kent Mfg. Co. just a year ago to handle the
output of the American Furniture & Cabinet
Co. of Philadelphia.

Russell S. Davis spent over three years with
the Atwater Kent Co., resigning his connection
as divisional sales manager some two years ago.
Shortly afterward he took over the rcins as sales
manager for the Motor Parts Co., radio distrib-
utors of Philadelphia. “Russ” Davis is well
known in the radio jobbing field.

The Molloy-Davis Co. has contracted to han-
dle the entire output of the American Furniture
& Cabinet Co., Philadelphia, Pa., and the Home
Furniture Co., York, Pa. These two companies
will make a complete line of distinctive models
and designs, covering a wide range of prices.
[t will be their policy to sell and ship direct
to dealers and jobbers throughout the East.
Russ Davis will have his headquarters in New
York to cover New England, New York State
and the metropolitan area, while Tom Mlolloy
will handle Pennsylvania, Maryland, Southern
New Jersey, Delaware and Washington, D. C.

The Molloy-Davis Co. has established head-
quarters at Room 1007 Fox building, Philadel-
phia, Pa., and will shortly announce the New
York address.

RCA to Extend Music
Lectures by Damrosch

An extension of the music recital lectures
broadcast during school hours last winter by
Walter Damrosch and designed to assist music
instruction in both public schools and colleges,
is to be provided during the next school year
by the Radio Corp. of America. The lecrures
will be broadcast over the system of the Na-
tional Broadcasting Co., which will make them
available to virtually every schoolroom in the
United States. These music lectures, first tried
out by the NBC as an experimental ventuce in
the use of radio by schools, are expected to be
followed by school hour courses in science, his-
tory, economics and languages.

The formal opening of Al's Music & Spe-
cialty Shop, 2010 Elm street, Didllas, Tex., of
which A. Lemaitre is proprietor, was held re-
cently. The new establishment carries Colum-
bia Viva-tonal records and phonographs, Ze-
nith and Majestic radio receivers, Allen port-
ables and other musical instruments.

Brunswick Artist
Creates Operatic Role

Elisabeth Rethberg, Brunswick Recording
Star, Created Title Role in New Strauss
Opera “The Egyptian Helen”

At the Grand Opera Festival held in Dres-
den on June 6, Elisabeth Rethberg, Brunswick
recording artist, created the title role in the
new Richard Strauss Opera, “Die agyptiche
Helenc” (The Egyptian Helen), the libretto of
which was written by Hugo von Hofmansthal
Mme. Rethberg will complete her engagements
in Dresden in time to return to Ravinia—“The
Opera House in the Woods” on the outskirts
of Chicago, wherec some of the most popular
operatic artists appear during the Summier. Iu
addition to Mme. Rethberg, other Brunswick
exclusive artists will be included in the Ravinia
programs, such as Floreucc LEaston,
Chamice and Giuseppe Danise.

Mario

Victor Co. Declares
Quarterly Dividends

Cazpen, N. J,, July 5—The Board of Directors
of the Victor Talking Machine Co. recently de-
clared the following quarterly dividends to
stockholders of record at the close of business
July 2, 1928: $1.75 per share on preferred stock
{sixty-nine shares old stock outstanding), payv-
able July 16, 1923. $1.75 per share on 7 per
cent cumulative prior preference stock, payable
August 1, 1928, $1.50 per share on $5 cumula-
tive convertible prefer-cd stock, payable Auguxst
1, 1928. $1 per share on common stock, pay-
able August 1, 1928,

Electrad Publishes
Technical Booklet

“The Electrad Truvolt Divider Manual” an
attractive booklet, has been published by Elec-
trad, Inc., New York, manufacturer of resistors
and othe: radio products and accessories. The
booklet tells in detail the theory and practical
application of resistors to radio equipment, and
contains a wealth of statistical information of
great value to radio engineers and service men.
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H. H. Steinle Plans
CeCo Sales Drive

General Sales Manager of CeCo Mfg. Co.
Making Efforts to Surpass All Previous
Sales Records—New Men Added

Provipexce, R. L, July 6.—Harry H. Steinle,
general sales manager of the CcCo Mif;
of this city, is hard at work on a

Qn
~alc

H. H. Steinle

paign for the coming season that is designed
to make CeCo tubes surpass all previous sales
records. In anticipation of this intensive cam-
paign the CeCo sales staft has been augmented
by the addition of a number of new men. The
sales policies of the CeCo Mfg. Co. have been
in the capable hands of Mr. Steinle for a ntni-
ber of years.

Keeps in Touch by Wireless

L. M. Clement, chief engineer of Fada Radio,
kept in touch with his office at Long Island
City by wireless while he was on a Western trip
recently. FEach night at 11:00 P. M. he received
reports from A. A. Leonard of the Fada Engi-
neering staff, who sent the- messages from his
own station at Forest Hills, L. L.

The United States Pipe Organ Co. was re-
cently incorporated in Delaware to deal in
crgans, pianos, talking machines, etc.

e

Table Model—Solid walnut cabinet, front
panel natural wood mounted on heavy steel
back panel.

Open View—Note ready accessibility of
tubes, power supply, etc.

Established 1905

For Real Radio Profits

st PREMIER.

under your own private label !

A Quality Product—sold under Uncon-
ditional Guarantee—Everything one can

ask for in radio—Looks—Performarce
—Price.

Send inquiries now.

PREMIER ELELTRIL COMPANY

Dept. 265, 3800 Ravenswood Ave., Chicago, Ill.

*“AC*” RADIO

Table and Console Models.

Made for either type AC Tubes
5 No. 227 and | No. 171, or 5
No. 401 and | No. 403. Licensed
under U. S. Navy Patents and
Hogan Patent No. 1,014,002

Line up for next fall.

Radio since 192
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New Shamrock Line of Radio
Models Introduced to Trade

Entire 1928-29 Line of Shamrock Receivers Introduced to Distributors at Banquet—
Business Tabooed Yet Many Orders Received for Early Shipment

A large, and enthustastic gathering of Sham-
rock Radio dealers and distributors and mem-

banquet held in the Gold Room of the Wash-
ington Restaurant in Newark. Several hundred

Shamrock Mfg. Co. Was Host to These Dealers at Washington Restaurant,

bers of their organization were entcrtained re-

cently by the blmmrock Mfg Co, N J., at a

Aids Experlmenters
in Television Tests

Raytheon Mig. Co. Launches Research
Campaign in Co-operation With Tele-
vision Experimenters

With the development and introduction of
Raytheon tubes for television reception and

WALL

-.‘—. o -

gucsts enjoyed the hospitality of Herman Rose,
president, and Nate Hast, gencral sales man-

transmission, the Raytheon Mfg. Co., of Cam-
bridge, Mass., has launched an extensive cam-
paign of research and spccial production in co-
operation with television expcrimenters.

“We do not assume for a single moment that
television has arrived at a commercial stage or
anything even approaching such refinement,”
states D. E. Replogle, of the Raytheon en-
gineering staff. *“Howevcr, we do believe that
the time is ripe for television experiments both
at the transmitting and the recciving end, on

-KANE

The Needle for Which There Is No Substitute

THE NEEDLE THAT HAS WITHSTOOD
EVERY TEST FOR THE PAST 12 YEARS

.” ,THE NEEDLE WITH A x.xvmc PROFIT .
‘The Original IO-sze Needle

NATIONALLY ADVERTISED AND ...
SOLD THROUGHOUT ‘THE WORLD A

WALL-KANE
Needle Manufacturing Co.

INCORPORATED -

s

3922 Fourteenth Avenue

Brookiyn, N. Y.

Also Jazz, Concert' and Petmecky Needles

an extensive scale.

ager of the Shamrock Co. The room was deco-
rated in green, and the entire line of 1928-29
Shamrock receivers were on display and were
tuned in to provide musical entertainment. A
five-piece orchestra alternated with the broad-
cast reception,

In a short address of welcome Mr. Rose de-
clared that all discussion of business matters
was taboo for the evening, but following the
banquet he and his associate, Mr. Hast, were
surprised with orders for 1,000 Shamrock re-
ceivers purchased by dealer guests present

Loeo Jinscy Pealans bvtorad’

o Aeas Maryascveeks oo T

Resimvenms=

in Newark, N. ]J.
A varied program of theatrical entcrtainment
and vaudeville made an enjoyable evening.

Therefore, as headquarters
for gaseous tubes of all kinds, we are prepared
lo co-operatc with experimenters and others in
the development and production of special
tubes for television requirements.

“Our research staff, headed by C. G. Smith,
inventor of the Raytheon tube, and its prede-
cessor, the S-tube, has had long experience in
gaseous conduction. Experiments have been
conducted with every conceivable gas, elec-
trode, spacing, arrangement, insulator and so
on. We have studied the effects of gas pres-
sure until to-day we can produce tubes of a
given starting voltage, luminosity, responsive-
ness and so on.

‘We therefore wish to co-operate with tele-
vision experimenters in the development of the
recessary neon tubes and photo-electric cells
of regular or special design, to the end that
this young art may receive the maximum co-
operative effort of amateurs in repeating the
spectacular development of radio broadcasting.”

R. A. Muller With
Atlas Plywood Corp.

BostoN, Mass., July 6—Ralph M. Buck, presi-
dent of the Atlas Plywood Corp, of this city,
has announced the appointment of R. A. Muller
as general production manager. Mr. Muller was
chief engineer of the C. L. Stevens Co., of Bos-
ton, which for the past six months has been
making professional time studies in the Atlas
plants, that have rcsulted in reductions in man-
ufacturing costs. In this new position hc will be
responsible for the efficient operation of the
six Atlas plants.

The Victor Talking Machine Co. has issued a
quick reference list for record sales people con-
taining a complete list of all records issued
since the last edition of the catalog.
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THE FADA “10”

(90-130 Volts, 25 or 60 cycle)—
Single dial — Uses 6 tubes and

I1°4 hELLE

THE BIG PARADE IN RADIO=

~J
wn

rectifier — 7 tubes total — Illu- REYOND QUEITION mf THIS NEW

minated Siation Finder — Ad-
justment for long or short
antenna—Smooth volume con-
trol — Completely shielded —
Self-contained in handsome
velvetex-finished cabinet.

WITHOUT TUBES

\ Sales volume—Profits are yours—if you own the
AN FADA FRANCHISE—Get in line early—join the
\ PARADE OF PROFITS—Get in touch with your

\ nearest Fada jobber—or write us—for open lo-
N cations and the most profitable franchise in radio.

. F A D. ANDREA, INC., Long Island City
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Kellogg Executives
Honor W. L. Jacoby

Dinner Tendered President of Kellogg
Switchboard & Supply Co. on the Occa-
sion of His First Anniversary

One hundred Kellogg department heads and
their assistants recently sponsored a dinner in
honor of W. L. Jacoby, president of the Kellogg

W. L. Jacoby :

Switchboard & Supply Co., Chicago. The af-
fair was an informal stag pary held in the Black
Cat room at the Edgewater Beach Hotel. A
variety of entertainment was provided between
courses and after the dinner, nearly all of the
entertamers being recruited from the staff of
the Kellogg organization.

The occasion celebrated the first anniversary
of Mr. Jacoby's association with the Kellogg
company, and an interesting feature of the
dinner was a special souvemir program wiich
contained poems and songs especially written
in his honor. The frontispiece of this program
was a cartoon depicting Mr. Jacoby's office,
showing the activity which is typical of the
manner in which he directs the business. Somc
comedy broadcasting was done through a Kel-
logg radio receiver with the speakers and musi-
cians talking through a microphone in an ad-
ioining room. H. C. McCluskey, controller of
the Kecllogg Co, acted as master of cere-
monies. The purpose of the dinner was to sho
appreciation for being associated with a *go-
wetter” such as is the directing head of the Kel-
logg Switchboard & Supply Co.

Atwater Kent Radio
in a Stage Feature

Plays Prominent Part in Stanley Co. of
America Presentation “Radio Night” a
Forty-Minute Broadcasting Sketch

Atwater Kent radio is scoring an effective
hit in 2 new Stanlev Co. of America presenta-
tion, “Radio Nights,” a forty-minute sketch of
broadcasting as it is actually executed in the
studio and as it is received in the home. Buddy
Page, Stanley Theatre master of ceremonies,

uses an Atwater Kent set and speaker on the
stage to illustrate tuning in the well-known
vaudeville artists who sing through the micro-
phone on the stage, the voice being transmitted

The Talking Machine World, New York, July, 1928

by amplifiers to six different sections of the
theatre. In addition to this feature, the drop
curtain is a facsimile of an Atwater Kent
speaker and another curtain at the front shows
a radio set. When this curtain is raised it dis-
closes the Stanley Orchestra playing in the
inside of a huge radio cabinet. Walter Cun-
ningham, Philadelphia representative for the
Atwater Kent Co., co-operated with the Stan-
ley Co. in preparing this feature.

The tie-up of radio with theatrical produc-
tions is an idea of P. A. Ware, merchandising
and sales promotion manager of the Atwater
Kent Co., who feels that this type of entertain-
ment is advantageous to radio rather than the
hackneved form of cheap comedy as has been
expressed previously on the stage concerning
radio.

CeCo Executives on
Lengthy Trade Trip

Ed. R. Fiske, Assistant General Sales Man-
ager of CeCo Mfg. Co. to Visit Every
~Distributor Throughout Country

I’roviveNce, R. 1, July 5.—Ed. R. Fiske, assistant
cenceral sales manager of the CeCo Mfg. Co.,
Inc., announces his intention to visit every
CeCo distributor in the country during an exten-
sive tour which began this month. His itinerary
will bring him to the West Coast after covering

e -
Ed. R. Fiske
each distributing center in every State from
Rhode Island to Los Angeles and thence north
to San Francisco, Portland and Seattle, the
turning point for the return East. s

New merchandising methods, as they apply
to CeCo tubes, will be stressed, and information
on several new types of vacuuim tubes, exclu-
sively CeCo, will be divulged. Mr. Fiske's major
c¢ndeavor is to assist in increasing sales and
profits for every Ceco dealer.

The entire South will be covered in a like
manner immediately after the return from the
West so that each and every CeCo distributor
will receive the earnest attention of the CeCo
headguarters in addition to the co-operation of
the local CeCo salesman.

At the conclusion of the \Western tour on
which Mr. Fiske will make a complete market
curvey, reports will be compiled for guidauce
over the season in forming new policies and
rrocedure for the benefit and protection of all
CeCo dealers and jobbers.

Ted Lewis and His Band, Cclumbia artists,
returned to New York City the week of July
90 for an engagement at Keith’s Palace The-
atre, following which they sail for Paris, to
play for eight weeks there. The New York en-
gagement follows a transcontinental tour that
ended with a three weeks' booking in Los An-
geles in Tune,

Designed Beautiful
Amrad Exhibits

Joe Malott, Amrad Territorial Sales Mana-
ger, Reveals Unexpected Talent in
Designing Exhibitions at Show

Joe Malott, who represents Amrad as terri-
torial sales manager in the South, as well as a
part of Ohio, nearly worked himself out of a

Joe Malott

job by demonstrating an assortment of hidden
talent during the Crosley convention in Cin-
cinnat1 and the RMA Trade Show in Chicago.

“Joe” was called upon by the Amrad sales
department to design, install and supervise the
Amrad displavs used at the two conventions.
I‘or the C -osley convention he designed a stage
with a background of black velvet that wa
pronounced one of the most beautiful things
the exhibitors had ever seen. He had three A
rad exhibits to produce for the trade show, the
principal one in the ballrvom of the Blackstore
Hotel, and all three were both brilliant and
striking, vet carried the dignity and beauty
which he felt should be associated with a high-
priced radio line.

The upshot of it was that Malott had to
vigorously argue with the general sales mau-
ager in order to keep all of his territory. Hav-
ing done such superb work at the conventions
the idea was to attach him to the sales pronio-
tion department to supervise similar displays
throughout the country. Joe says he is going
to keep any further versatility hidden until after
he has written his quota of business.

Madden-Schenkel Co.
Represents Irwin Co.

The Madden-Schenkel Co., Inc, New York,
has been appointed national factory repre-
sentative for the Robert W. Irwin Co., of
Grand Rapids, Mich. This latter company, al-
though only just entering the field of fine radio
furniture, ‘has been one of America’s premier
cabinet manufacturers since 1845. The Madden-
Schenkel Co., which will merchandise the entire
output of radio furniture of this factory, has
adopted the policy to sell only through one
exclusive jobber in a territory. Emil S. Sclien-
kel left his headquarters on July 10 for an
extended cross-country trip in the interest of
the new line and carried with him a model of
each cabinet.

New Outing Portable Soon

Max Willinger. president of the New York
Album & Card Co., New York City, maker of
Outing portables, reports that several new mod-
els of the Outing line are in course of prepara-
tion and will soon be ready for the trade.




The Talking Machine 117orld, New York, July, 1928

77

'These are the
LEKTOPHONE
LICEN SEES

In United States:
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American Bosch Magneto Corp.

Y

Amplion Corp. of America
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Brandes Products Corp.
Farrand Manufacturing Co.
Marcus C. Hopkins
0’ Neil Radio Corp.
Patlie Phonograph & Radio Corp.
Radio Corporation of America
Radio Foundation, Ine.
Stromberg-Carlson Tel. Mfg. Co.
J. 8. Timmons, Inc.
United Radio Corp.

Utali Radio Products Co.

Added since last announcement:
Atwater Kent Mannfa(‘turing Co.
Grigsby-Grunow Company

Throughout Europe:
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LEKTOPHONE CORPORATION .

Joint Licensor

4 ‘;4‘?, Standard Telephones & Cables, Ltd.
é: Fidey

3 licensed spealkers

It is easy, more satisfactory and, in the long run,
more proﬁtable to sell standard products. . . built
l)y standard manufacturers . . . licensed under

recognized, meritorious patents.

Without exception, the leading loud speaker

manufacturers have recognized the superiority of
LEKTOPHONE construction. They manufacture
under LEKTOPHONE licenses.

LEKTOPHONE licensed speakers are now pro-
duced by the fifteen foremost loud speaker
manufacturers in this country, by the largest
Eurepean companies, and are installed in the
more expensive instruments sold by the three

leading phonograph companies in America.

In the field of dynamic drive loud speakers,
LEKTOPHONE licensees have the benefit of basic

patents which are essential.

You can depend on the products

of LEKTOPHONE Licensees.
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Charles Freshman Co. Host to
Dealers During Trade Show

Freshman Executives Entertained 600 Dealers as Guests at Supper Party and at
Musical Comedy, “Good News”—Actress Presented With New Freshman Set

One of the most enjoyable social affairs held
during RMA Trade Show Week in Chicago
was the buffet supper and theatre party of the
Charles Freshman Co., Inc. In appreciation of
the co-operation of its dealers the Freshman

Freshman Theatre Party During the RMA Trade Show?eld in é;icago

executives entertained 600 guests at supper at
the Stevens Hotel, and later transported them
in special buses to the Selwyn Theatre to see
the performance of the college musical comedy
“Good News.” The entire lower floor of the
theatre was reserved for Freshman guests. The
performance was unusually well conducted, as
the entire cast quickly caught the spirit of the
occasion. In one of the scenes showing the
room of a couple of college students hung an
appropriate penant labeled “Freshman—Your
Uluimate Radio.”

Between acts, two young ladies from the Chi-

e . S i

Presentation of Freshman Radio to Stage Star

cago office of the Freshman Co., Miss Nolan
and Miss Matt, appropriately dressed as col-
lege girls with the word “Freshman” across
their sweaters, appeared on the stage and pre-
sented Miss Betty Gallagher, the leading lady,
with a model M outfit with stand and speaker.
Miss Gallagher was completely surprised, but
after regaining her composure she saw Clarence
A. Earl, president of the Freshman Co., in the
audience and invited him to come up on the
stage to receive her expressions of appreciation.

Flashlights were taken of the presentation,
and then for the first time in the history of
Chicago a flashlight of the entire audience was
taken from the stage. Special permission from
the fire department was necessary. Both photo-
graphs are reproduced herewith, and many
prominent figures in the music-radio industry
may be seen in the orchestra seats.

Among the representatives of the Freshman

Co. present were Clarence A. Earl, president;
H. A. Beach, general sales manager; James
Frye, assistant sales manager; George Eltz,
chief of the engineering division; Wm. S. Taus-
sig, technical expert; Paul Weil, advertising

manager; Martin Zatulove, special representa-
tive; Ernest S. Hilber, manager, Chicago dis-
trict; M. C. Schoenly, manager, St. Louis and
Kansas City; Walter C. Epstein, Pacific Coast
manager; T. S. Clark, Michigan manager, and
many others.

Philco Plans New
Broadcast Features

The Philadelphia Storage Battery Co., Phila-
delphia, Pa., creator of the “Philco Hour,”
and which has placed on the market a new
radio receiving set, is perfecting new features
for its microphone programs. These follow
Philco’s consistent adherence to the dissemina-
tion of music that has stood the test of time.

Philco’s great feature, “Memories of the The-
atre,” which take music-lovers back to “The
Merry Widow,” “Chocolate Soldier,” *“Prince
of Pilsen” and the host of other distinguished
musical successes, continues in popularity. The
idea will now be expanded to include new en-
tertainment. The announcement will be made
in due time.

Philco was among the first to inaugurate
consistent coast-to-coast broadcasting through
a chain of stations linking <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>