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however, were quick to oppose 
Davis' statement, thus adding 
more fuel to the fire of indus- 
try confusion. 

Meanwhile, retailers have 
held back their mono orders, 
hoping for dumpings or price 
breaks. The consensus was to go 
all out for stereo, thus leaving 
distributors and manufacturers 
with huge amounts of mono in- 
ventory. 

MGM Records, the first label 
to admit that it was hurting 
from the backup of mono prod- 
uct, told Billboard that it was 
seriously considering rolling 
back its mono prices after this 
year's peak Christmas season if 
the company could not rid itself 
of the mono product (Billboard, 
July 29). Said an MGM spokes- 
man, "The one factor which is 
slowing mono sales is the dis- 
appearance of a price differen- 
tial. If the public is going to buy 
stereo only we must create a 
demand for mono - and the 
may way to entice mono sales 
is by offering it at prices at 
which the customer believes he 
is getting a bargain price." 

This story was subsequently 
denied by MGM and then offi- 
cially confirmed last week when 
the company announced it 
would lower its mono prices to 
their pre- equalization levels. 
Said MGM President Mort 
Nasatir, after the price rollback, 
"We wrote more mono busi- 
ness on Monday than we had 
all last month. 

Now that MGM has made 
the initial move, other labels 
are considering similar action. 
Said Mike Stewart, president of 
United Artists Records, "We're 
not at all convinced that mono 
is dead." While Stewart said 
that the company is pressing 
virtually no mono on new prod- 
uct, mono sales are still high 
on catalog material. "Dealers 
are not buying because of the 
trend; they're confused and are 
being protective. The best sys- 
tem is one record," he con- 
tinued, but we don't know if 
stereo is compatible on a mono 
player. You can't just wipe out 
mono buyers and if the con- 
sumer becomes hurt in the pro- 
cess, we want no part of it." At 
press time UA executives were 
meeting to decide whether they 
will revert to a mono $3.79 
price. 

Iry Hiegel, Amy -Mala -Bell 
Record's sales manager, said he 
would like to go back to the 
old price, but would wait. 
"There's been a great reduction 
in mono sales and I'm con- 
cerned if this means the end 
of the mono business. I don't 

see mono record player owners 
stepping up to stereo -I see 
us losing that business com- 
pletely. Mono is off consider- 
ably and mono has always been 
a vital factor in the r &b busi- 
ness." 

Of the major labels that are 
holding the new prices, Colum- 
bia has issued a statement fo- 
cusing the chaotic changeover 
on the retailer. Said Bill Farr, 
vice -president, marketing, CBS 
Records, "We feel that the 
goal of one inventory (stereo 
only) system is a very desirable 
and also very logical objective. 
However, retailers have moved 
to this goal at such an accel- 
erated pace that their business 
judgment must be seriously 
questioned." 

Our studies indicate," 
Farr's statement continued, "that 
given a choice, consumers have 
accepted a price increase as a 

logical requirement of the mar- 
ket and have still continued to 
buy mono records in a ratio 
that is consistent with past pat- 
terns. However, retailers and 
subdistributors are prematurely 
acting to kill off mono, to the 
seeming disregard of the ulti- 
mate consumers' wants and de- 
sires." 

Stan Gortikov, president of 
Capitol Records Distributing 
Co., said the problem lies in re- 
tailers and distributors not allow- 
ing the consumer to set the pace. 
But if the present trend toward 
stereo -only continues as rapidly 
as it is, Gortikov warned that 
wholesale dumping will occur, 
"which can seriously jeopardize 
stereo sales with abnormal 
monaural profits." Gortikov 
said that no plans to counteract 
dropping mono sales are pres- 
ently in the works, but the com- 
pany was studying the situation. 
Capitol does have a serious 
mono inventory problem. 

While no comment was forth- 
coming at RCA Victor, the 
company's Chicago distributor 

Bell Production Pact 
With Dale Hawkins 

NEW YORK - Bell Records 
has set a production pact with 
Dale Hawkins. 

Hawkins produced several 
clicks for Abnak during the past 
year. He was also in charge of 
sales and promotion for Abnak, 
as well as producer of "Not Too 
Long Ago," by the Uniques on 
Paula. As an artist, his biggest 
success was "Susie Q." 

The producer will be seeking 
talent in Dallas for Bell, and 
will wax disks. Hawkins first 
Bell release is scheduled within 
the next few weeks. 

Dealers Tighten Up 
On Disk Discounts 
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move and prices are sort of 
leveling off.' 

"Some of the list dealers are 
still buying some mono and 
pricing it at $4.29 and doing all 
right,' said Vic Faraci, manager 
of M S Distributing, Chicago. 
"They're passing along a saving 
to mono customers and still 
holding stereo at $4.79. 

"But you still have discount- 
ing," he said. "Mostly prices are 
in the neighborhood of $3.59 or 
$3.79 and when Korvette and 
the other stores run ads you'll 
see prices at $2.59 or $2.79. So 

e 

it's not as wild as before be- 
cause nobody's really buying 
mono. Mono's slowed to a walk. 

"I see very little change," said 
Leonard Garmisa, Garmisa Dis- 
tributing, Chicago. "They're still 
selling at a dollar off only now 
the mono price is $3.79, not 
$2.79 like it used to be. But 
people aren't stocking that much 
mono." 

"All the little dealers are buy - 
ing only stereo down here," 
said Mrs. Glen Kesler, South- 
land Distributors, Atlanta, "and 
they are not discounting. The 
prices we see are $4.79 and if 
they are discounting, $3.79." 

has begun dumping odd lots. 
The report is that this will not 
be a national policy of RCA, 
but it is not known whether 
RCA's other distributors will 
follow the Chicago move. 

Liberty Records' President Al 
Bennett, doesn't believe that 
unilateral action to cut back 
prices will accomplish its pur- 
pose. "Dealers won't pass on 
lower price," he said, if the 
others won't follow through. 
Bennett believes, as does Farr 
and Gortikov, that retailers are 
arbitrarily refusing to offer 
mono to the consumer. 

"There's no need to bury the 
mono record," said Len Sachs, 
director of merchandising and 
album sales for Atlantic Rec- 
ords. "There are still very sub- 
stantial amount of mono sales. 
Stereo sales quite naturally have 
increased heavily," he con- 
tinued. "However, we do not see 
the demise of mono or a need 
to inhibit the sale of a very 
marketable product." 

Mono is a very marketable 
product and far from dead, ac- 
cording to dealers and distribu- 
tors throughout the nation who 
are still carrying mono albums. 

"Nobody's going to phase out 
30 to 40 percent of his busi- 
ness," said Sam Goody, owner 
of one of New York's largest 
record retail chains. "And no 
one is going to buy new equip- 
ment to play stereo records," 
he continued. Goody empha- 
sized that mono sales were just 
as strong as before. 

"Mono records are still sell- 
ing in good quantity, said Al 
Hirsch, head of Malvern Dis- 
tributor in New York, and al- 
though there has been some re- 
tardation in sales it's because 
some dealers are fighting the 
price rise. But with the lines we 
handle (Atlantic and its family. 
among others), mono sales are 
40-60." 

"You can't push mono out 
quickly, "Hirsch continued. The 
resistance is on the part of the 
dealer, not the customer. The 
dealer has pre -judged this situ- 
ation, and he influences the 
customer. I see no reason for 
a panic." 

Mono inventory is still mov- 
ing at the rate of one to three 
at Korvette's discount depart- 
ment store chain. According to 
home entertainment manager, 
David Rothfeld, sales prior to 
the equalization were three 
mono to five stereo. While h e the 
chain has maintained its album 
dollar volume, Rothfeld reports 
that there has been a drop in 
unit sales. "We're losing the 
teen -age impulse buyer," he said. 

"The big chains are pushing 
stereo and not buying mono," 
said New Jersey distributor Jerry 
Martin of Apex -Martin, "but 
there are nevertheless consider- 
able mono sales. The percent- 
age is 40 -60, if not more, for 
mono. Distributors are hung up 
because the big stores and racks 
are not buying mono, but 
smaller stores are doing very 
well." 

"Young people are the back- 
bone of this business," said Ben 
Karol, owner of King Karol in 
New York. Karol reports that 
while mono-stereo sales previ- 
ously were 60-40, he is now 
selling stereo three to one. "The 
young people are buying mono 
and that 25 per cent will be 
around for a long time." 

When the mono price was 
raised, Karol bought stereo at 
the rate of 10-1. "Dealers are 
hesitant to pay stereo prices for 
mono records. But the sales are 
there." 

CHICAGO - While RCA 
Victor Dist. and All State Dist. 
here have lowered prices on 
existing mono inventory, gen- 
eral reaction to MOM's cutback 
is one of studied watchfulness. 
On the label front, advertising 
and album promotion director 
Dick LaPalm said, "Chess has 
no plans at the present time to 
revert to old mono prices." 

At M S Distributor, Ed Red- 
mond said, "I do not believe 
the other labels will follow 
MGM's lead. Most labels were 
operating on a smal margin at 
the old price. MGM made the 
move, I think, a temporary ef- 
fort to get rid of surplus mono. 

Robert Garmisa of Garmisa 
Records approves MGM's 
move. 'The companies were too 
fast in trying to get rid of 
mono's," he said. "Nobody re- 
alized mono's would stop selling 
so fast." Garmisa added that he 
wishes other companies would 
follow but doubts this happen- 
ing. 

Promotional manager Ed- 
ward Kaminski of Liberty be- 
lieves MGM is making 
the move to unload a surplus of 
mono's in stock and will boost 
the price back when inventory 
diminishes. "I would like to get 
rid of mono's the same way 
on no return basis," he said, 
"But our policy is dictated by 
the racks, and they are now 
geared toward stereo." 

Martin Dolgin, Peasson Mu- 

sic Shop, Niles, Ill., said he is 
waiting. "RCA has lowered 
prices on the mono's odds and 
ends they now have on inven- 
tory acid apparently MGM is 
doing the same. Dolgin, who 
has stopped buying mono, 
said, "The dealer has come out 
on top in this situation. The 
companies made the move 
wihtout consulting us and with- 
out analyzing the consumer. I 

don't feel we have to bail MOM 
out." 

Ralph Erges, RCA Victor 
Distribution manager here, said, 
"We are closing out mono odds 
and ends this month in box 
lots but this is no over -all step 
by RCA." 

Pitney Package 
Finishes Tour 

NEW YORK - The Gene 
Pitney Show, which has been 
playing dates from New Eng- 
land to the Carolinas, will be 
extended by two weeks. The 
tour will finish at South Bend, 
Ind., Sept. 4, after playing the 
Midwest. 

The package, which is 
booked by William Morris, con- 
tains the Buckinghams, Easy - 
beats, the Fifth Estate, the 
Happenings, and the Music Ex- 
plosion. Tours of New Zealand, 
Australia and England, are 
scheduled this year. 

Detroit Mono Sales 
Lose Mono Share 

By LORAINE ALTERMAN 

DETROIT - Most record 
distributors and dealers here 
believe that sales of monaural 
records are down since the 
price rise policy went into 
effect. The teen -age buyer often 
has a monaural player and 
does not want to spend the ad- 
ditional SI for an album. 

Marvin Jacobs, president and 
general manager of Music Mer- 
chants, distributor, said, "Our 
sales in mono are down but not 
as drastically as people in the 
rest of the country are saying. 
We used to sell mono to stereo 
at a 60-40 ratio. Now it's re- 
versed." Retail level seemed to 
be selling slightly less because 
teens weren't willing to pay 
the higher price. 

Henry Droz, general man- 
ager of ARC Distributing Co., 
said that monaural sales are 
visibly off and stereo has not 

CBS Sales Zoom 
Continued from page 6 

on the r &b charts, was able 
to rack up sales with the group 
in the pop field. 

CBS's stepped up activity in 
the classical field also added 
to the corporation's total rec- 
ord sales. In addition to its Mas- 
terworks line, which includes 
recordings by Vladimir Horo- 
witz, Leonard Bernstein, Eu- 
gene Ormandy and George 
Szell, and soloists Rudolf Ser- 
kin, Glenn Gould, Gary Graff - 
man, Isaac Stern and E. Power 
Biggs, Columbia launched Od- 
yssey Records, an economy 
priced line. Epic, also moved 
into the low price classical 
category with its Crossroads 
Records. 

yet filled the gap. He attributes 
part of this to teen- agers' re- 
luctance to pay the extra dollar 
for monaural records. 

Florence Keywell, owner of 
Monroe Music with two retail 
outlets in Detroit, explained that 
people are buying stereo now 
rather than mono, but, where 
teen -agers formerly bought two 
albums at a time, they only buy 
one now or else they buy four 
singles rather than an album. 

Co-owner of Mumford Mu- 
sic in Oak Park with her hus- 
band Louis H. Salesin, Mrs. 
Betty Salesin said, "The price 
change has affected the sale 
of records to young people. 
They don't have so much 
money and they object to pay- 
ing the higher prices for mon- 
aural records." 

She has found that adults 
don't object too much because 
they generally have stereo play- 
ers, but teens often own the 
portable players which are 
monaural. 

According to Mrs. Salesin, 
teens leave the store to hunt for 
places that still carry mono rec- 
ords at the old price. "Even- 
tually the kids will realize they 
can't do it,' she said. 

Ken Palmer, the record 
buyer for Arlan's Department 
Stores, which have 17 retail out- 
lets in Michigan, said that teen- 
agers are still buying monaural 
records because of the players 
they own. 

Arlan s was one of the first 
to raise its prices because it is 
gradually trying to switch its 
inventor to strictly stereo. 
It orders album product first 
in stereo and then orders mon- 
aural if sales warrant it. 
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