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Is the Edison “Opera”

your stock?r

EALERS who

are hesitating
for any reason over
the stocking and
pushing of high-
grade Edison Pho-
nographs like the
“Opera” and “Am-
berola,” should
read thisletter from

W. H. Surber, of
Wabash, Ind., who
1s so pleased with
his“Opera” recent-

ly purchased, that he 1s willing to have us
print his remarks here:

“I have sold my ‘Standard’ machine and bought an Edison ‘Opera,’ mahogany throughout.
I am gust ‘tickled to death’ with this, the finest musical instrument in the world. I have just what I

The "‘Opera” in Mahogany

want. Please thank Mr. Edison in my name for this beautiful gift to the world.”

The “Opera” is furnished in two styles—oak finish through-
out at $85.00 list ($110.50 in Canada), and in mahogany at
$90.00 list ($117.00 in Canada). Better get your order in to-day

if it 1sn’t on file now.

In

COMING SOON IN E.P.M. VOLUME X, 1912
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Preface

In all the previous volumes of E.P.M., I have mentioned the name of M. R.
McMillion in order to keep his name synonymous with E.P.M. Our thanks
goes to Ron Dethlefson for furnishing this letterhead belonging to “Mac” It
was found on a letter to Record Research —dated October 1, 1959 — concerning
lists of cylinder records necessary for that company’s publications.

January, 1911

Edison is still in his prime —working hard every day and in the driver seat—
more or less. A little uncertainty has crept behind the Edison gate, however.
Victor has taken quite a bit of business with the Victrola and Edison has publicly
discounted it, but really he has already started development in his mind. In
a little more than two years he will have the Diamond Disc on the market.

All these bits of information are possible to enjoy because of the foresight
of a most unforgettable man —*Mac” McMillion.
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A Page of
Good Resolutions

+

RESOLVED THAT DURING 1911:

I shall keep a complete, representative stock ;

I shall advertise aggressively and persistently ;

I shall aim to interest and enthuse Edison owners ;

I shall employ the ‘‘ Home Demonstration’’ method ;

I shall be persistent in following up referred ‘‘prospects,’” and

I shall explore the possibilities of the Foreign Catalogs.

(See pages 3-5)

With Which to Start the New Year
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Opportunity

Foolish is he who says that at his door

I knock but once, a furtive moment stay,

Fearing lest he shall hear, then haste away,

Glad to escape him—to return no more.

Not so; I knock and wait, and o’er and o’er

Come back to summon him. Day after day

I come to call the idler from his play,

Or wake the dreamer with my vain uproar.

Qut of a thousand, haply, now and then,

One, if he hear again and yet again,

Will tardy rise and open languidly;

The rest, half puzzled, half annoyed, return

To play or sleep, nor seek nor wish to learn

Who the untimely, clownish guest may be.

Wirriam H. Epbpy, in the A#tantsec.
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Six New Year’s Resolutions
for the Edison Dealer

910 avas; 1911 i5. 1910 is a closed chapter;
11911, an open book in which it is given to

each and every one of us to write the history
of our opportunities. Opportunity knocked at
the door of each one of us during the past
year; if it knocked in vain, why waste time
in foolish regrets? We can’t recall what we
did in the year gone by. If we made mis-
takes — and who of us didn’t? — they must
stand. We can’t recall them, but happily we
can profit by them. Time spent in lament-
ing our mistakes or grieving over our fail-
ures doesn’t bring us anything; it is just so
much valuable time foolishly wasted. The
strong man—the active man—doesn’t live in the
past; he lives in the palpitating, pulsating,
glorious present and turns a hopeful eye and a
stout heart ever towards the future. His maxim
is to “let the dead past bury its dead,” and he
concerns himself not at all about the obsequies.

There are two kinds of Dealers in the Phono-
graph trade, as there are in pretty nearly every
line of business,—the passive Dealer and the

active Dealer.
The passive Dealer refuses to trail in any but

the beaten paths. His mind constantly reverts
to the days of happy memory when a golden
stream of profits flowed steadily in through his
doors, with little if indeed any effort on his
part. He can’t understand why those days do
not return, nor does he seem to realize that they
never will return. He doesn’t appreciate the
change that has taken place in the Phonograph
industry—doesn’t see that the instrument is no
longer considered a novelty, but is daily becom-
ing recognized more and more as a high class
musical instrument, and that it must, therefore,
be exploited by new methods. Not seeing, he
adheres to the archaic methods of the past, or
if he does depart from them for a brief interval,

it is only a spasmodic, half-hearted effort on his
part, and he soon relapses into the same old rut
with its depressing day-dreams of the past. He
is timid almost to the point of cowardice. He
makes few mistakes because he is afraid to pass
judgment. He originates nothing; he relies
upon and waits for the opinions of others. He
manages to tag along after the procession and
keep his head above water, because he takes no
chances; but his success is correspondingly
meagre for the same reason. The passive Dealer
is a dreamer who never opens his door at op-
portunity’s knock, and his progress is conse-
quently retrogressive.

The active Dealer is the man of deeds—the
man of progress—the man of worth. He con-
ceives an idea, formulates a plan, undertakes
the work, brings it to a successful conclusion,
and leaves a line of breathless admiration in his
wake. He originates and starts things. He may
not always hit the mark he is aiming at—but
he can and does shoot again. If he falls short
of the goal he doesn’t sit down and do penance
all his life for the failure; he regards it as just
so much helpful experience in his path to future
success. His enthusiasm in his business is all
pervading, and enables him to finish what he
starts. It doesn’t “peter out” as he goes along.
He puts his hands to the plow, sets his eye on
the end of the field, and tightens every muscle
for a straight, clean furrow. The little things
along the way do not interest or distract him.
He keeps plugging along with his eye on the
goal, firmly determined to get there—and ke gets

there.
That's the active Dealer. When opportunity

knocks at his door he’s there to welcome it with
a shake and a hug, and he then proceeds to
squeeze it for all the profit there is in it. Are
you classed as an active Dealer? Here are five
resolutions for the New Year that will place you
and maintain you in that category if religiously
adhered to, as they surely deserve to be:
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NESOLVE that you will carry a com-
plete, represcentative stock at all times
during the ycar.

A representative stock is the first essential in
the start of the New Year, and it should be
taken care of at once. Nothing is so conducive
to confidence in the Dealer and his line on the
part of a prospective customer as the knowledge
that a full, representative stock is being carried.
Likewise, nothing will so quickly excite his sus-
picion and distrust as to learn on his first visit
to the Dealer’s store that some extensively ad-
vertised feature of the line is not being carried
in stock.

An immediate inventory should be made and
an imperative order sent to the Jobber, in order
to fill out the gaps made by the holiday trade.
No one feature should be neglected. Every type
of machine fromm the Amberola to the Gem,
every Accessory and every Record, of the domes-
tic and grand opera catalog at least, should be
included. ‘T'his i1s the time for the inventory
—noar, during the post-holiday breathing spell.
Start the New Year secure in the knowledge
that all holes in your stock have been taken
care of, and carry with you throughout the year
the determinadon to be always in a position to
give prompt and satisfactory service to every
customer.

RIESOLVE to follow the example of the
I'actury by advertising aggressively and
persistently throughout the year.

It makes no difference in our advertising that
this is the month of January, which some con-
sider a dull month because of an imaginary
post-holiday reaction. Our advertising in the big
magazines and national weeklies goes on just

the same in January as it did in November and
December. We don’t propose that there shall

be any let-up in our effort to teach the music
loving public wherein lies the musical supe-
riority of LXdison Phonographs and Records over
all other types. Just as there is no let-up in
our advertising, so should there be none on the
part of the Dealer either in January, February
or any other month of the year. We go right
along creating a general demand for the Edi-
son line, and it is clearly to the advantage of
the Dealer to supplement our efforts by hitching
his advertising to ours and thus get his share of
the business which that demand creates in his
territory.

He should carry an ad in his local papers,—
an illustrated ad for which we will gladly fur-

nish electrotypes free of charge. He should
dress his windows neatly and attractively,
changing the display frequently. In this de-

partment of his advertising, too, we shall very

shortly be in a position to help him by offering
him attractive ready-made Window Displays
at a nominal expense. He should give concerts
at regular intervals. The value of this form of
advertising, or of any other method that brings
customers into the store, cannot be over-esti-
mated. There are many other channels of pub-
licity which will present themselves continually
to the alert Dealer, all of which, if followed in-
telligently and persistently, will contribute their
quota to the grand total of his business during
the year of 1911.

RESOLVE that you will keep your cus-
tomers interested and enthused in their
machines.

The sale of a new outfit paves the way to the
real profits in the line, which lie in the sale of
Records. To sustain the interest of every owner
in his machine is therefore the Dealer’s great-
est care, for loss of that interest means the loss
of a certain, steady income to the Dealer. Loss
of interest can generally be traced to one or two
causes,—either the machine has gotten out of
order through failure to oil and regulate it prop-
erly and is consequently not giving satisfaction,
or the customer’s Record collection is limited and
he has grown tired of constantly hearing the
same Records over and over again, and has con-
vinced himself that it is of the machine he is
tiring.

In either case the remedy is simple and lies
in the hands of the Dealer. He should make it
a point to regularly inspect his customer’s ma-
chines, dust, oil and regulate them and effect
minor repairs free of charge. He should mail
the Phonogram and other house literature regu-
larly to every name on his mailing list and thus
keep his customers posted on the monthly and
special supplements and new features of the
line. Attention to this all-important detail of
the business is one of the most practical and
profitable resolutions the Dealer can make for
the New Year.

RESOLVE that you will make a prac-
tice of demonstrating the Phonograph
in the homes during the ycar.

No Dealer who has ever tested the efficacy of
home demonstration needs to be urged to this
resolution, for he has learned by experience that
it is the logical method of selling Phonographs.
This is especially true of the Edison Phono-
graph, with which no other sound-reproducing
instrument compares in its adaptability to home
entertainment; nor is any other Record compar-
able with the Edison sweetness, mellowness and
fidelity of tone and in wolume for the home.

The logic of home demonstration is found in
the fact that in the estimation of many thousands
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of people the Phonograph remains a toy, a nov-
elty, with no other recommendation than the
marvel of its ingenuity, and that others still
(and their name is legion) cherish an animosity
towards the instrument because of a disagree-
able impression formed by hearing some of the
cheap imitations of the Edison which at vari-
ous times have flooded the market. These people
have yet to be convinced that the Edison Phono-
graph is a wonderful musical instrument—that
it is a necessary part of their home pleasure.
Advertising will impress them, but nothing short
of an actual demonstration will convince them.
To induce such people to visit the. Dealer’s
store is generally a difficult task. Is it not
clearly the duty of the Dealer, therefore, to
adopt aggressive tactics—to surprise them in
their own homes and let the Edison plead with
its own convincing eloquence for admission to
their family circles?

RESOLVE that you will co-operate with

the Factory in the handling of ‘“‘pros-

pects.”

Our advertising in the national mediums is
continually creating “prospects” in every local-
ity, some of whom address their inquiries direct
to the factory. These inquiries are, of course,
referred to the nearest Dealer, to whom we lend
all possible co-operation to make the sale easy
and certain. In many instances the sale is not
so easily made, and very frequently the Dealer’s
patience and our own are severely taxed before
the “prospect” is finally landed. It happens
also, occasionally, that the Dealer becomes dis-
couraged and gives up the attempt in disgust.
We are then compelled to handle the “prospect”
alone, or with the assistance of another Dealer
more remotely situated. Sometimes, of course,

the sale is lost, but such cases are very rare
indeed.

What we want to impress upon our Dealers
is the value of patience and persistence in the
work. The fact that a “prospect” does not close
a sale immediately, or even after he has been
negotiated with for some time, does not indicate
that he is not in a purchasing frame of mind;
he pretty nearly always has good and sufficient
reasons for holding off on the purchase. The
very fact that he makes the inquiry proves that
he is interested and will buy in the long run.
We recently received advice from a Dealer (No-
vember 19th to be exact) that he had closed a
sale with a “prospect” whose first inquiry was
dated March 26th—eight months previous!

Cultivate persistence in following up “pros-
pects” in your territory in 1911, and remember

that the Factory actll lend you all the assistance
you want tn handling them.

RESOLVE that in 1911 you will ex-
plore the possibilities of the Foreign
Catalogs.

How silly it is to expect that people born in
other climes will interest themselves in an in-
strument on which they never hear the songs
and music of their native land! It seems in-
credible that so few Dealers have taken this
matter up seriously and given it the attention it
deserves. Some wise ones have done so and are
reaping a golden harvest thereby, but they are
sadly in the minority. To form a conception of
the possibilities of Foreign Records in this
country one has only to put himself in the posi-
tion of the foreigner and ask himself this ques-
tion: Would I, if I awere located in a foreign
country, purchase for my entertainment an in-
strument on awhich I could hear only selections
that were entirely unfamiliar to me and there-
fore did not interest me in the least? The an-
swer will define the attitude of the foreigner
towards the Phonograph in this country.

It isn’t that the Dealer is not in a position to
offer the foreigner selections which will appeal
to him; for the Foreign Catalog simply teems
with the best and most representative songs and
instrumental numbers of all nations. It’s not
that the foreigner is not willing or able to pay
for the privilege of hearing such numbers; on
the contrary he craves the opportunity and in
very many cases is better able to afford the ex-
pense than is the native born. It is not that he is
not present in sufficient numbers to make the ef-
fort to win his patronage worth while. It’s sim-
ply that the great majority of Dealers have
either not given the subject sufficient thought or
are too timid to make the attempt.

Resolve at the beginning of this bright, happy
New Year that you will investigate the possi-
bilities of the foreign-born trade, and make an
early and sincere start even though it be a mod-
est one.

Retrospect and Prospect

1910 AccoMPLISHMENTS: The Amberola, the
Combination Attachment proposition, the Pro-
motion Plan, the New Record Exchange, the
“Music Master” Horn and the Model “O” Re-
producer.

1911 pLANS: Bran new ideas for the mechan-
ical, artistic and musical improvement of the
Line and bran new methods for its easier and
more effective exploitation, the first of which
latter will probably be announced to the Trade
shortly after this issue of the Monthly is re-
ceived.
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New Record Talent

LeoN RICE, TENOR.

Leon Rice, whose first Record appears in the
March list—No. 10,479, “When the Roses Bloom”
—is a fair sample of the class of talent we are
enlisting for Edison Records. Mr. Rice began
singing when but eight years of age, in a vested
male choir in Canada. His recitals have been
given in every city of importance in the Dominion
and the United States, and his Records there-
fore, with proper effort on the part of the trade,
should have an unusual sales value. A tribute
to his singing which he particularly cherishes,
is the following, paid by United States Senator
“Bob” Taylor:

“Leon Rice is one of the sweetest singers I
have ever heard. In his voice there are fiddles
and flutes and warbling birds tangled with
smiles and tears. I listened and dreamed of
Heaven. 1 floated upon the silvery tide of his
songs until I forgot that I was on earth.”

It is very evident that Mr. Rice is a worthy
addition to the list of brilliant vocal artists we
have recently added to the Domestic Catalog.
Looking over that list we find the names of
Reinald Werrenrath, Berrick von Norden, Alex-
ander Heinemann, Elizabeth Spencer, Frank
Ormsby and the Weber Male Quartet,—artists
whose names every true music lover has on the
tip of his tongue as being synonymous with all

that is best and most eagerly sought for in vocal
music.

This is the class of talent that will elevate
the Phonograph to the position it deserves and
will some day attain in the eyes of the musical
public,—the position of absolute, undisputed su-
premacy among musical instruments. Given
artists such as these and the smooth, natural,
pleasing reproduction their voices will receive on
Edison Records, it is easy to forsee that with the
whole-hearted support of the trade the public
will soon be brought to a realization of the
present-day musical perfection of the Edison
Phonograph. .

In connection with the recent acquisition of
these artists it is a pleasure to inform the trade
that Miss Spencer is now under exclusive con-
tract for a term of years, and will therefore
sing hereafter for Edison Records only. More-
over, so far as we know, she has never before
sung for any other Phonograph Records. She is,
therefore, an exclusive Edison Artist in the full
sense of the word. In addition to being one of
the most artistic and pleasing of singers, Miss
Spencer has a voice of unusually good recording
quality. We consider her a rare “find”—one
of the richest acquisitions the Edison catalog has
ever received, and we are confident that the
Trade and public will concur in that opinion.

Specify Horn Equipment on
Triumph Orders

All Triumph orders, unless otherwise specified,
are now being filled with Cygnet Horn Equip-
ment. The omission of the Straight Horn Equip-
ment from the last Machine Catalog (Form
1865), announced in Sales Department Bulletin
of August 6th, 1910, would seem to preclude
the necessity of further announcement, but con-
fusion has arisen in the case of several orders
recently because of misunderstanding on that
very point. The Trade is therefore urged to
specify Equipment when Straight Horns are
wanted, as while the Straight Horn Triumph is
still available, it «will be supplied on special
orders only.

WANTED—Dealers in all cities not now represented
to handle the Edison Business Phonograph. The de-
mand for this up-to-date device for handling business
correspondence is rapidly growing and Dealers who
take on this line now will not only profit from the
start but will have a franchise that will be more and
more valuable as time passes. Write for particulars te
Edison Business Phonograph Ce., Orange, N. J.
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Read this Ad, which is a reduced reproduction of our January Double-

Page Ad appearing in the big Magazines and National Weeklies

!

. .

EDISON AND HIS PHONOGRAPH IN 1888

Caprogn: 116, Rarper £ Bro,

Do not simply ask for a “Phonograph”—

Ask for an

EDISON Phonograph

Many people think that all sound-reproduc:
ing instruments are Edison’s. The mistake is
natural, because Thomas A. Edison in-
vented the talking machine idea and made
the first instrument that would reproduce

the liuman voice.

But Mr. Edison is not responsible for all
instruments of this kind. His instrument—
the one he has studied, experimented with

s

" You want the instrument that has the

genius of Edlison back of it; the one
with the sensitive wax cylinder Rec-
ords that have s musical tone far be-
yond thet of other records: the one
that is equipped with a sapphire repro-

. ducing point that never needs chany-

ing. iustead of metallic needles ; the one

and perfected—is the Edison Phonograph.

nny selection’without cutting or hurry-
ing, and finally the one that permits of
home record meking—the most fas-
cinating fenture ‘ever offered by an
amusenent mnchine.

To get all this vop must get an
Fdison Phonograph. Go toan Edison
denler today and hear this superior

with a subdued volume of soumd, suited
to the homne mthier thun & noisv, stri-
- dent affair adapted to muaic halls and
other public places; the one that plays

instrument. .

‘fhere is sn Edison t u price to suit .
- budy's rocans, m'm:uffoo to the :‘n.g
rois at $200.00. Ask your dealer for compiete cats-
Joss of Kahivon Mhonagraphs And Reronds, or write as.

't ¢ ison Slandard Rocowds . . . . . . . . 3
A!nbeml R(ﬂm.ls_(pla)nm over .ﬁmr A R e T L hs 1)
minutes), and giving all the music of  Edison Grad Opern Records . . . 78e. to $2.00

{2 NATIONAL PHONOGRAPH COMPANY,  LAKESIDE AVENUE. ORANGE, N, J.
tasagrenher cam

L]

.,

'
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.

This ad will correct a mistaken idea which exists in the minds of many of the 30,000,000 or more who will

read it.

It will also impress them with the points of difference between the Edison and all other tﬁies. It’sup
to the Dealer to emphasize these points and tell the public that he sells the original and different

onograph.

Combination Attachment making ‘all Edison owners in the Dominion

Proposition Extended to
Canada

Sales Department Bulletin of December 13th
announcing the fact was undoubtedly pleasing
news to the Canadian trade, who are now given
the long awaited opportunity of cleaning up the
“unamberolized” machines in the Dominion. The
provisions and restrictions of the Canadian ar-
rangement are of course identical with those
which govern the Plan in the United States, with
the exception that the prohibitive Canadian Cus-
toms Duty prevents our delivering the Special
Packages of ten Records, for Attachments now
in the hands of the Trade, at the special net
prices as was done in the United States.

This is unfortunate, of course, but apparently
irremediable. We have no doubt that the Cana-
dian Trade will waste but little time in vain re-
grets over the matter, but with customary ag-
gressiveness will apply themselves to the task of

steady, profitable Amberol customers.
Following is a table of prices covering the At-

tachment with the ten Special Records:

Dealers net prices ]
including duty into _List

Canada Prices
GOM  vreeeeeeeeeeeeeeaeenan $4.68 $6.50
Standard ...... ittt 5.68 7.80
Home, Triumph, Idelia,
Alva, Balmoral, Conquerer ..... 8.91 11.00

Thomas A. Edison Honored

On the great, massive bronze doors for the
western entrance to the Capitol ordered by Con-
gress, the beautiful reliefs being typical of the
country’s progress, appears a statuette of Thomas
A. Edison, among other men distinguished in the
American development of scientific discovery and

industrial and commercial advancement. These
splendid works of art, for which the artist was

awarded a prize of $15,000 for his design, have
been cast and are ready to be placed in position,
but will be first exhibited at the Corcoran Art
Gallery.
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Sales 'T1ps z»d Pointers

The replenishment of your stock is a very
necessary step in your New Year start. So, too,
is its proper arrangement. Your interior dis-
play should combine attractiveness with con-
venience,—the convenience of your customers
and yourself.

An impression is formed by a customer the
moment he enters a store. If he sees an untidy,
“cluttered up” stock, he immediately starts a
mental discount of the proprietor and the goods;
on the contrary, if his eye is caught by a neat,
artistic display, a favorable impression is re-
ceived which paves the way to a sale. If the
impression is strengthened by accommodations
for his comfort and convenience while listening
to a demonstration and by dispatch in service, a
quick, easy sale is the logical result. And a
customer won by such methods becomes a steady
customer. He will return again and keep on
coming just as long as he finds the proprietor is
catering to his convenience and is honestly try-
ing to please him. Doesn’t your own experience
prove the logic of this advice?

Three more Lauder Records! The great
Scotch comedian in his very latest successes,
splendidly sung and skillfully recorded. All the
little vocal tricks and mannerisms, the char-
acteristic chuckle and the infectious laugh, the
merry quip and the rib-tickling story that have
brought him fame and fortune and distinguish
his work from imitators are here reproduced
with the fidelity and clarity that are possible
on none but Edison Records.

Everyone who has heard Lauder on the stage
will appreciate these Records; everyone who has
heard him on the Edison Phonograph will want
them. They are an invaluable advertisement
for the Edison Dealer. They will not only sell
themselves, but they will sell Phonographs.
Every Edison Dealer should get these Records
and advertise them to the limit and at the same
time the other twenty-three Lauder Records in
the Edison catalog.

Scan the theatrical columns of the papers and
when an Edison artist appears at a local theatre
advertise his or her Records for sale at the same
time. An ad in your local papers, or better
still, in the theatre program will bring profit-
able results. Don’t let this cue slip your memory.

Here’s a clever advertising stunt made use
of by an Orange, N. J. Dealer. It may not be
feasible everywhere, but it can be done in most
places. It’s a reproduction of a vaudeville pro-
gram, with the Dealer’s ad in a position where
it simply can’t escape being read, where it com-
pels attention. The ad of course is changed
with the program and can be made to cover
every feature of the line. It’s effectiveness
could be greatly increased in combination
vaudeville and motion picture houses by mak-
ing it the last number on the program and
flashing our colored decalcomania slide of
“The Old Couple and the Edison Phonograph”
upon the screen immediately after the act which
precedes it on the program. Try it. If you
haven’t the slide, write us for one. They cost
90c. each; 35c. without colors.

E THE, SEXTON’S DREAM

A Scenic Production

F BELMONT & STURGIS
Singing, Talking and Dancing

1 LAUREIGH AND THE EDISON
Phonographs

Free Trial in Your Own Home

227 Main Street Orange, N. J.

You have noticed that the Grand Opera
supplement is increased from five to eight num-
bers in the February and to ten numbers in the
March list. This was done to give the Trade
an opportunity to “make hay” while the ope-
ratic season is at its height. In both of these
lists will be found selections by the splendid
new talent recently secured for the catalog,
which is now abundantly able to supply the
wants of every lover of operatic music. It
offers all the well known arias from the most
popular operas by artists of the first magni-
tude, several of whom—Slezak, Melis, Sylva,
Delna and others—sing for Edison Records
only. This fact, together with the incompara-
bly clear and natural reproduction their glori-
ous voices receive on the Amberol Records and
the comparatively small prices at which they
are listed, should be used by the Trade in the
aggressive exploitation of the Records from now
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