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Preface
(Late summer 1989)

This is a bittersweet time in my life - by that I mean that in my 29
years of collecting I have had all the highs and lows that collectors ex-
perience, but none of the highs approach the one I experienced the day
that I uncovered the full set of the Edison Phonograph monthly bulle-
tins.

Now, after 3 years of planning and 13 years of printing, E.P.M. is
a completed set. It has not been easy, quite exasperating—and most of
you, I’m sure, at one time or another, have given up on ever seeing it
finished—but here it is!

In retrospect, conditions did deteriate so badly at times that comple-
tion was in doubt—but problems kept being solved and books kept
being printed and now we are seeing the end of the tunnel. It was once
described by another publisher as being an
he was quite right—moreso than I knew at the time. There was one life
saving element in my favor though —all you guys that were willing to
stand up and be counted with me. Your support made all this possible!

I have had much help in producing the books also—this Volume is
greatly enhanced by Dave Heitz in his allowing us to use the issue of the
Edison Works.

In this final book, I must stress again the great service rendered us
by a man that none of you had the pleasure of knowing-M.A. “ Mac”
McMillion. I truly hope Mac is in a position to realize what a service
he performed in caring for the E.P.M. for those 62 years.

Thank you “Mac” - where ever you are.

Wendell Moore
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“HIGH WATER” MARK REACHED IN TONAL
QUALITY IN THE JANUARY
BLUE AMBEROLS

“S OMEBODY has been at work,” I said

to myself, as I listened to record after
record in the January list of Blue
Amberols. Good as the Blue Amberol was,
the recording and reproduction have both taken

a decided forward step. You cannot listen to

these superb records and fail to be impressed
that they mark “High Water” in Edison Blue

Amberol results. The surface noises are so

largely eliminated as to amount to nothing.
The voices are clear, distinct and resonant, and
wonderfully free from metallic qualities.
Take Van Brunt’s “My Wild Irish Rose”
and you have a record that closely vies with

any disc record made; I prefer it to the Edison
disc of the same song. It is a wonderful
product, so even, so melodious, so clear and so
human-like in its quality of voice. I would
not want to listen to a better record; I doubt
if any could be as perfect. Mr. Cylinder
Dealer, if your prospective customers are not
charmed with that kind of a record, they cer-
tainly have no ear for music. And to think
that they can get it for 50 cents!

And so I might go down the January list.
The Concert Numbers—just two—are very,
very fine. Every record in the list, in fact,
makes a strong claim to fine recording and

reproduction. One may not like every selec-
tion; that’s a matter of individual taste in
music; but you can’t get away from the fact
that the whole list marks a great advance in
tonal quality.

And then the list itself 1s a varied one, bound
to please every taste. It will pay you, Mr.
Cylinder Dealer, to take time to play every
record. To observe the improved tonal quality
so that you can enthuse over it.

“Somebody has been at work”—is at work
to-day, and the Blue Amberol is receiving a
degree of care and attention that warrants stil,
more perfect results. Every step in its manu-
facture is being minutely studied, and critical
ears—far more critical than yours or mine—
are insisting on “results’’ ; these results are now
becoming more and more apparent.

The Blue Amberol will put every talking
machine on the run for real musical qualities;
for naturalness; for clear and resonant enun-
ciation. Just watch the Blue Amberol improve
and improve! It’s very much alive to-day,
but it has not yet got its gait. Those who are
studying it believe they have a good foundation
on which to build up a record that wiil far
surpass any talking machine disc on the market.
It’s got the lead already; now

WATCH THE BLUE AMBEROL
FORGE AHEAD!
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From Factory to Jobber and Dealer

SOME OF THE GOOD THINGS WE
WISH YOU THIS NEW YEAR

B

WE wisil you
A Happy New Year.

A Prosperous New Year.

We wish you
Many new prospects
for both instruments and records.

We wish you
Many fraternal friendships—a closer acquain-
tance with other Edison cylinder dealers.

We wish you
abundant success in your “International Edison
Dealers’ Association.”

We wish you
the most cordial and satisfactory relations with
the Factory and your Jobber. (We will do our
part to make it so.)

We wish you
the enthusiasm and industry of our illustrious
head—Mr. Edison. Acquire his habit—the
work habit.

We wish you
a closer acquaintance with your prospects—
that acquaintance which ripens into valued
business friendships.

We wish you
financial success in building up a strong and
permanent Edison business.

Above all we wish you
a successful, happy business life in the com-
munity where you are engaged in selling Edison
goods.

HAVE YOU RESPONDED TO THE
CALL FOR LOYAL CYLINDER
DEALERS?

WE printed in the December issue a page of
questions for cylinder dealers to fill out and
mail to us. Have you done so? If not

please send the page today, properly filled out.

It will not take you long to answer the questions
raised there. This is tmportant!

HAVE YOU MADE THE TEST OF
TALKING MACHINE vs. DIAMOND
AMBEROLA OUTLINED IN THE
DECEMBER ISSUE?

N no other way can you so conclusively realize
I the superiority of the Blue Amberols. It is

worth a little extra trouble to feel the glow of
satisfaction which will come to you as you listen to
the Blue Amberol records included in the test.
Try it out!

THE WORD “EDISON” A BUSINESS
ASSET ALMOST BEYOND

ESTIMATE
DISON jobbers and dealers,” remarks a
metropolitan  publication, ‘“should fully

appreciate their position and what their
association with this distinguished American means
in a business-building sense.”

If “Edison Day,” on October 21st, proved anything
at all, it proved the drawing power of the name
“Edison.” Out at the Panama Pacific Exposition it
drew a greater attendance than any day in the
entire history of the Fair. We are told that the
turn-stiles clicked off 98,492, while the next biggest

day’s attendance was when Theodore Roosevelt was
there. The attendance that greeted him was
95,290, while William H. Taft drew 65,444 and
Colonel Goethals 55,468. This was a remarkable
red-letter day in Edison history, for it proved
beyond a doubt that the name “Edison” has a tre-
mendous drawing power.

But when to this attendance at the Fair is added
the prodigious amount of publicity given Mr. Edison
while in San Francisco, not only by the press of
that city but throughout the entire country from
Maine to California, there is no overlooking the
fact that the public generally are intensely inter-
ested in Mr. Edison.

“The personality of Edison,” remarks a metro-
politan daily, “is always of interest to the American
people, because he is one of them—plain, demo-
cratic, intensely human, always a worker. He has
won it fairly and honorably, by years of toil, by
inventive genius, and by marvelous skill in varied
lines.”

Here is a business asset of almost incalculable
value. To be associated with such a man of
international reputation is to have a share in the
general confidence and esteem which 1is his.
“Edison” stands for “avorth achile.”

But while there are many concerns bearing the
name of “Edison”—such as the numerous electric
light companies—the Edison Phonograph jobber and
dealer enjoys the unique distinction of being asso-
ciated directly with Mr. Edison at his laboratory
to-day. As has been pointed out by one metro-
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From Factory to Jobber and Dealer—Continued

politan newspaper reporter, ‘“the source of informa-
tion most closely watched next to the White House
is the Mr. Edison’s Private Laboratory.”

It is a great thing to take hold of a business
proposition that has the public eye upon it; it is a
profitable venture to handle a product that has an
Edison reputation, because Edison has “made good”
SO many, many times.

TO THE EDISON DEALER WHO HAS
RECENTLY TAKEN ON THE
CYLINDER LINE

WE desire to extend you a helping hand. Feel

free to write us on any point about which
you are in doubt. Tell us of your difh-
culties; tell us of your successes; send us photos
of your place of business—exterior and interior.
We give below, for your guidance, a list of one
hundred Blue Amberols that are among those a
new dealer should carry in stock from the very
start. These are not all by any means, but they
are a selected list that will enable you to stock. up
with some of the most popular Blue Amberols
issued. We propose next month to give another
list of one hundred. Study these lists and order
a supply of each number at once:

DOMESTIC.
1503 1812 2339 2466 2606
1514 1821 2353 2475 2608
1517 1863 2368 2487 2609
1525 1889 2373 24389 2610
1528 1899 2393 2507 2617
1532 1917 2404 2524 2626
1547 1925 2405 2527 2632
1557 1989 2411 2535 2640
1583 2081 2439 2536 2657
1600 2099 2442 2547 2658
1606 2103 2443 2548 2678
1626 2104 2444 2553 2693
1651 2128 2447 2556 2695
1755 2138 2448 2581 2707
1798 2213 2453 2596 2718
1807 2217 2457 2598 2738
BRITISH
23001 23017 23107 23134 23280
23003 23048 23117 23150 23363
CONCERT AND GRAND OPERA
28101 28133 28165 28172 28196
28102 28161 28166 28186 28197

INTRODUCING THE EDISON TO
OFFICIALS AND EMPLOYEES
OF GREAT MILLS

PPORTUNITIES for bringing the Edison to
O large groups of individuals arise in every
community. The energetic Edison dealer gets
word of these happenings in advance. Right there

is the advantage of being on intimate terms with
influential members of all kinds of local organiza-
tions. The Edison dealer must make himself
popular and so get inside information in advance
of social and other coming events. For instance
he may not be a baseball enthusiast; yet, for busi-
ness ends he ought to be so much in touch with the
sport as to know of what is going to happen.

Such was the case with one of our dealers in a
large mill-town in New England. Here was a local
organization known as the “Industrial League”
composed almost exclusively of mill operators and
mill officials and largely centering around baseball.

Our enterprising dealer there was alive to the
importance of this organization and watched his
opportunity to utilize it for exploiting the Edison.
At last it came, and he heard of the proposed
banquet long in advance and secured the privilege
of demonstrating the Edison.

EVERY EDISON DEALER SHOULD
START A SCRAP-BOOK—
SEVERAL OF THEM

OO often things are pigeon-holed and when
wanted are hard to find. The successful
Cylinder dealer cannot afford to spend time
hunting for helpful data. We suggest that he
start at once an Edison scrap-book; perhaps two or

three. Let one be a scrap-book of “Edison Hints”
—that is, items that will be serviceable in helping
him to advertise effectively, or to send out result-
fetching letters. He will be surprised how soon
it will become a great time-and-labor-saver; not
that he ever expects to copy others’ work, but that
he gets suggestions that help him write new adver-
tisements, new letters, new circulars. As the plan
develops he will find he needs more than one scrap-
book for Edison business.

A PLEASING COMPLIMENT

CERTAINLY wish to offer congratulations
I upon the last two issues (October and Novem-

ber) of the PHONOGRAPH MONTHLY. It cer-
tainly comes right up to the scratch. It is an issue
in our work, capable of firing the energy of all of
us to the possibilities contained in the new Edison.
I want to be one of the first people to acknowledge
this new and admirable force which we have added
to our business.

“Anyone who would not read these numbers
entire and profit by them immensely is not in the
Edison business but is conducting an eleemosynary
institutions for a class of sub-normals.”—M. M.
Blackman, Manager of the Phonograph Company of
Kansas City.

When you have an encouraging item of news
pass it on to us so we can tell it to thousands
in these pages.
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Out Among Our Enterprising Dealers

F we don’t get around as often as you think we should, don’t forget that we are always glad
to hear from you and know of any good stunts you have pulled off. Don’t wait for us to
ask for these; send accounts of them while they are fresh in your mind. Send us photos

of your store, your window, or of any event that you feel we should be interested in. We will

be glad to get it; and, if possible, use it.

THE PHONOGRAPH STORE OF
MEADVILLE, PENNA.

EWIS G. DuVALL, proprietor of this attract-
L ive store, devotes almost the entire space to
Edison Phonographs, although he carries other
lines of goods, such as sewing machines, etc. He
devotes the front part of the store to the Edison
Cylinder line, and one feature quite prominent is a
Blue Amberol Record rack fifteen feet long, which
holds twenty-two hundred and eighty-eight (2288)
records.

Right in front of this he keeps a table full of
surplus stock records all the time. On this table
he keeps also a good many records that are not?
good sellers. He says one would be surprised at
the amount of records he sells from this case to
customers who look them over and pick out those
they think they will like. This strikes us as an
excellent method to work off a surplus stock.

When a recital is to begin, folding chairs are
called into use, and the sewing machines are moved
to one side. By economical use of space some
seventv-five or eighty persons can be accommodated.

EDISON DEALERS’ ASSOCIATION

LL of you have heard about the Dealers’
Conference that was held at the Edison Lab-
oratories on August 9th and 10th, 1915.

Officers were elected as follows:

President, Ralph B. Smith, Columbus, Ohio;
Vice-President, Harry M. Meyer, Pittsfield, Mass.;
Secretary, Gust. Holmquist, Erie, Pa.; Treasurer,
D. J. Crowley, Baltimore, Md.

Honorary members were elected as follows:
Thomas A. Edison, C. H. Wilson, Vice-President
and General Manager Thomas A. Edison, Inc.;
William Maxwell, Second Vice-President Thomas
A. Edison, Inc.; E. J. Berggren, Secretary and
Treasurer Thomas A. Edison, Inc.; A. C. Ireton,
General Sales Manager Thomas A. Edison, Inc.

Thomas A. Edison, Inc., is in no sense sponsor
for the International Edison Phonograph Dealers’
Association, but it believes that much good can
be accomplished by this Association, and, as evi-
denced by the fact that its officials have become
honorary members, the Company is disposed to
work with the Association.

Gust. Holmquist, of Erie, Pa., the hustling Sec-
retary of the International Edison Phonograph
Dealers’ Association, has already obtained a large
number of applications for membership.

If you wish a copy of the Association’s constitu-
tion, write the secretary. If you have any sug-
gestions to offer, write him, but be sure above all
things to mail your application with your check
for $1, the membership fee.
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Getting and Holding Prospects

l
!

E want to make this one of the most helpful features of the MoNTHLY. It is a broad

subject, vet it is specific.
business.

Every dealer is vitally interested, for it is the heart of the
One suggestion prompts another; one experience related calls out another.

So we cordially invite every Cylinder dealer to contribute his views and his experiences. It

will be a sort of Get-together Round Table.

SELL EDISONS TO THE
FOREIGN ELEMENT IN YOUR
NEIGHBORHOOD

HERE is scarcely one of the larger cities
and towns in the United States that does not

contain quite a foreign population. Take the
little town of Meadville, Pa., for example. There
the Edison dealer, Lewis G. Du Vall, has found
quite a trade in Edison Phonographs with the
better class of Italians. At first one would say he
must have Italian records to reach and hold this
class of people. Mr. Du Vall has contrary
experience, and says they don’t care much for
Italian records, but buy mostly the American
records; they seem to like these the best.

He recently gave a recital for his Italian con-
stituency and had a fine turn-out of the best class
of Italians. The invitation was in Italian.

It is a perfectly feasible plan. Perhaps the
best way to go about it is to work through the
minister of the Italian—or other foreign—church
in the neighborhood. In this way the minister
can furnish a number of addresses of persons
likely to be interested and can probably be induced
to attend the recital in person and make a brief
address, besides act as interpreter.

The same plan could be worked in regard to
the German settlements in our cities and towns,
or the French in certain cities like New Orleans,
Montreal, Quebec, etc, while the Scandinavian
people in the Northwest are another class equally
approachable.

AN EXCELLENT IDEA

HE Phonograph Co. of Chicago makes good
use of small cards about the size of a No. 6
envelope containing these words:

PLEASE ANSWER
(One answer sufficient)

Did you become interested -in the New FEdison through
our advertising?....iiiiierertinriereesesseeneanansnas
What paper?....cc.iiiiiintiniiieeitoessnnsenassannas
Through a friend who owns an Edison?................
By hearing it demonstrated at a Church?...............
Club?
Or special gathering?...... . iiiiiiiiniienrnnennannns
Or did you just happen to drop in the Shop one day?

THAT FORD CHECK FOR $50 AND
THE EDISON DEALERS WHO
WENT AFTER IT.

VERY one knows that Henry Ford, of auto-

mobile fame, agreed to refund $50 on the

price of every automobile of his make if a
certain number were sold up to August, 1915.
Harger & Blish, of Des Moines, knew it, too, and
planned to get after every Ford automobilist in
Iowa. They supplied their dealers with copies of
the following letter giving each dealer the names
of all Ford owners for miles around:

“Who ever heard of Santa Claus making a call
in August!

Many a time when you were little, you’ve wished
to have Christmas come twice a year and now for
the first time in your life your wish has actually
come true—Uncle Henry Ford, of Ford Automobile
fame, in the role of Santa Claus is going to give
you a mid-summer pleasure of finding a Fiftyv-
Dollar Check in your stocking, some morning be-
tween now and August 15th.

Why not give yourself some added pleasure—
with that money.

There are rainy days, chilly evenings, and soon
will be long evenings when the time drags—what
would be more enjoyable then, than to have in
your home one of Mr. Edison’s Wonderful Musical
Instruments.

That Fifty-Dollar
splendid starter.”

Among others, one dealer received the following

reply:

“Yours at hand with suggestion as to a proper
disposition of $50 Ford rebate. Kindly accept our
thanks for same.

We have, however, the following uses for this
$50 which may be prior claims upon this fund:

. Finish paying for car.

Pay back grocery bills.

Pay bank overdraft.

Lay in winter’s coal.

Pay doctor’s bill.

Pay interest on our notes.

Buy new carpet for dining-room.

Buy winter wrap for wife.

Buy overcoat (self).

10. Have piano tuned and kitchen papered.

And 990 others.

We have put your suggestion on our list but its
number in point of priority is 1001.”

‘Ford’ Check would be a

VONAN R BN
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The Dealer’s Window from the Inside and Outside

~ JANUARY DIAMOND

AMBEROLA WINDOW DISPLAY

OW that the Christmas and New Year rush
N 1s over, let every Cylinder dealer bestir him-
self and change his window display. We
submit herewith a New Year’s design, very easy to
make, and effective.
The window we have planned for measures
four feet deep by seven feet wide, but these
you can fit the

dimensions are not arbitrary;

design to any size window.

Amberola 75 is set squarely in the center of the
window, well towards the back. A pedestal on
each side, 24 inches in height, is used. A piece
of colored cardboard is suspended from the front
of the pedestal, on which is fastened a Diamond
Amberola catalog. Blue Amberol cartons are then
piled on step of the pedestal as shown.

Right in the foreground notice that the word
“Edison” is spelled out on the floor by using Blue
Amberol cartons. Twenty-five records are then
arranged in a semicircle immediately to the rear of

this. Appropriate literature is distributed through-
out the display.

A New YeEar Epison Winoow DesiocN ForR DeaLErs To Cory

Here’s the way to go about it: Get a sheet of
Yy g

cardboard 22 x28 inches. On this letter nicely
the New Year Resolution: “Resolved, That I will
start the New Year right by installing an Edison
Diamond Amberola in my home this year.” Place
it in the background in the center of the width of
the window. A half sheet, as shown in the photo-
graph, is for each corner. Between each of these,
in the center, is attached another strip of cardboard
twelve inches wide. On this strip fasten the hour-
glasses, cut out of some contrastive colored paper.

The dainty lilac foliage is readily obtained from

your stationer. It is used to give a touch of color
and liven up the window effect. The Diamond

Tae Winbow 1IN OUTLINE
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Within the Edison Gate

'

NDER this caption we purpose each month to give some interesting items concerning

the life “within the gate.”

Mention will be made of those jobbers, dealers and others

who have visited us during the previous month, as far as the editor is able to get their
names. And then we want to tell the far-away dealer—the one who seldom, if ever, gets to
the Edison Gate—some of the things that he will be much interested to know. From what
is said below the thoughtful man will realize that “the new and greater Edison plant” pre-
dicted by Mr. Edison the day after the great fire (December gth, 1914) is a reality today;
that the lessons learned by that fire have resulted in a solidarity of reconstruction that makes

for permanency and efhiciency.

OUR FRONT COVER PICTURE
HIS was taken from a point inside the main
T Edison entrance, directly in front of the
Laboratory entrance. We consider it espe-

cially artistic, largely due to nature’s own handi-
work. The way the snow has brought out the vine
that trails about the arch is exceptionally beautiful;
no artist could have done as well. It reminds one
of the embossed work on a handsome silver vase.
Through this gate Mr. Edison passes daily on his
way to the Laboratory.

THE PAST MONTH’S CALLERS

HE factory has been favored with calls dur-

I ing the past month from:

A. R. Pommer of the Pacific Phonograph Co.

W. O. Pardee of Pardee, Ellenberger & Co.

B. W. Smith of The Phonograph Company of
Cincinnati, Ohio.,

R. B. Cope of the Girdrd Phonograph Co.

C. B. Haynes of C. B. Haynes & Co.

F. K. Babson of the Phonograph Co. of Chicago
and G. L. Babson of the Phonograph Corporation
of Manhattan, New York.

THE FACTORY IN WINTER ATTIRE
WINTER in all its old-time glory descended

suddenly upon the factory on the afternoon
of December 13th,

the storm of snow and hail and
in fury.

The scene was an impressive one, as the bril-
liant lights from the huge buildings stood out in
strong contrast with the howling storm. Waithin
thousands of employees went about their work
unmindful of the storm. What a contrast to
December, 1914!

When the morning came every structure “within
the Edison gate” was wrapped in a mantle of
white ; yet little, if any, hindrance was occasioned
to the trend of factory life. There were no build-
ings “too cold to work in”; there were no frozen
pipes; no evidence at all within that a furious
storm all night had howled about them. On the
contrary everything was as ready for the working
force as if it were mid-summer. The heating
svstem of these huge buildings has been so perfected
that the most severe storm occasions no inconven-
ience, no delay.

As the night came on
sleet increased

tion.

MR. EDISON’S OLDEST EMPLOYEE
47 YEARS WITH EDISON

OHN OTT, still in the Edison Laboratory, has

the unique distinction of being the oldest em-

ployee of Mr. Edison. He has been with him
since 1869—47 years. It was in the little cramped
quarters in New- —
ark, N. J., in the
neighborhood of
Market Street De-
pot, that Mr. Ott
first became an Edi-
son man. He has
been a continuous
employee all
through Mr. Edi-
son’s wonderful ca-
reer, and is still to-
day one of his ac-
tive draftsmen.

If you want to be
entertained with
many reminiscences
that sound like a
strange and fasci-
nating novel told in
a plain and direct
manner, you have only to find Mr. Ott when he is
not busy (which is seldom).

Mr. Ott was born in Jersey City, N. J., in 1850,
and therefore in his 65th year. He is quite an!
invalid, being obliged to use two crutches when
walking; and yet he is at his drawing-board day
after day.

We extend to Mr. Ott this New Year season
our most cordial greeting, and wish him many
additional years in the employ of his illustrious and
faithful chief. It is Mr. Ott’s idea that a man is
never incapacitated for work.

TWO STRUCTURES AWAKEN
CURIOSITY

NE, no, two buildings “within the Edison
O gate” always look cold and cheerless. They

have no windows; they have no chimneys;
they have no flag poles; they have no ornamenta-
Like two solid huge rocks, they are silent,
dark and cold. And yet within they are two of
the brightest-lighted, cleanest, best ventilated,
evenly warmed buildings in the whole Edison
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Within the Edison Gate—Continued

Tue Epison BLue AMmBEROL VAULT

group. They are the Disc Vault and the Blue
Amberol Vault, where the master-moulds are kept.

In each building there is just one man—the cus-
todian. His work is to see that the iaterior is
kept as nearly as possible, summer and winter,
at a temperature of 60 degrees; that not a particle
of dust is allowed to collect; that the ventilation is
attended to by means of an electric fan exhaust;
but above all, he is to handle most carefully the
master records and to see that they are stored away
systematically; that a transcript is kept of their
number, date of entry, and such other items as are
desirable.

To this custodian is.entrusted the careful keeping
of the original master-moulds and to him are
returned the sub-master-moulds when the process
of manufacture has released them. It takes a man
of intelligence, system and reliability to care for
these precious moulds. Evidently the two men
chosen for this work are well fitted for their
tasks. The storage capacity of the Disc Record
Vault is 40,000 master-moulds; the capacity of
the Blue Amberol Vault is 60,000 moulds. Both
structures are the result of lessons learned by the
fire, for while no original records were lost at that
time, it was found prudent to have all master
records separately housed.

Our “Holy of Holies,” shall we call these vaults?
Here are enshrined the immortal voices of Edison
artists; here are kept the imperishable records of
instrumental skill on violin, on harp, on piano—
on all musical instruments. If the names of these
illustrious artists are considered, we might style
these vaults our “Westminster Abbeys,” except
that instead of holding the mortal remains of the
illustrious dead they hold the imperishable songs
and art of illustrious immortals.

THE DEAR OLD “LAB”
MADE MORE FIRE-PROOF

R. EDISON’S private Laboratory—the old
brick building that the fire did not touch—
has now been fitted with all steel wire-glass

windows and (outside) doors. Every wooden case-
ment has been banished. From the exterior at least
it is fireproof, or nearly so. The large boiler room
at the east end of the structure, heretofore used to
generate power, is now unused, the heat and power
being brought from the central power house on
Alden Street. This arrangement not only works
for economy in operation, but lessens the danger
from fire.

EDISON FACTORY NOW A GIGANTIC
LABORATORY
NE of the first things Thomas A. Edison did when

he went to Washington recently to act as chair-

man of the Naval Advisory Board was to recom-
mend that the Government establish a $5,000,000
laboratory and appropriate 32,500,000 a year to run it.
The suggestion was heartily approved.

That was Mr. Edison’s first step toward providing the
nation with an invincible defense. It shows the trend
of Mr. Edison’s mind. It shows why Edison products
Invariably the design, material and
process of manufacture of Edison products are based on
deep scientific research.

Do you, Mr. Dealer, realize the significance of
this? Do you properly distinguish in your own mind
this wonderful scientific product from the numerous
devices for the mechanical reproduction of musical
sounds known individually by their various trade names
but collectively as talking machines? There can be no
comparison of the Edison products with talking
machines, because the Edison is incomparably superior.

are superior.

Tae EbpisoNn Disc VauLt
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Everybody 1s Praising the Blue Amberol

TrHoMAS P. WESTENDORF AND DAUGHTER

I'TS NATURALNESS OF TONE

E want to go on record as enthusiastic
believers in whatever Mr. Edison declares

to be his bestt We have had two of the
“Needle Scratching” whirligigs in our possession
and we would not hesitate to declare that there is

no comparison between them and the ‘Little Old
Cylinder” that has provided this institution with
entertainment, enjoyment and instruction for the
past two years, and is still as necessary to our
comfort and happiness as—well, as is the sunlight.

“If we were to say what is Edison Amberola’s
chief advantage, we would have to declare that we
have a whole lot of fun, and no little satisfaction,
in making our own records. Just think what we get
out of it in this line. We have about two hundred
of the home recording records that have been in
use for the past two years. We would like to play
some of these against the best of the ‘“Scratch
Needle” contraptions. Of course, so much depends
on the quality of tone to be recorded—resonance,
timbre, etc.—that some are better than others, but
we have quite a number that we are satisfied can
not be surpassed either for tone or real heart-
reaching naturalness.

“The Blue Amberol has the advantage of dura-
bility without sacrificing the naturalness of the
tone recorded. It does not require such careful
handling, as other records, for it is indestructible.
This is its chief advantage. The diamond point
makes one feel that nothing is wearing out.

“Yes, Mr. Edison came pretty near striking it
the first time he tried.”

THoMAS P. WESTENDORF AND DAUGHTER,
Bartlett, Tenn.

ITS WIDE RANGE OF SELECTIONS

HE following letter, written personally to
Mr. Edison, is of interest at this time:
“You cannot know how much 1 appreciate

the beautiful selections you are making on the Blue
Amberol Records, both in the Concert and the
Regular lists. There have been times when I felt

awfully blue and lonesome, but these Blue Amberol
Records cheered me up wonderfully. I have a
$125.00 Amberola.

“l watch very patiently from month to month
and I am happy to say that there is a great uplift
in the Blue Amberol Records. The recording is
fine! The records run smoothly and seem to be of
a uniform excellence.

“I notice I can get about the same music (and
sometimes better) on the Blue Amberol as is put out
on the Disc. This I appreciate ever so much. It is
the fair thing to do toward owners of Cylinder
machines and thereby you are giving us a square
deal. Many thanks!

“I feel so happy over the Amberola situation that
I just had to express myself.

“W. H. SURBER, Wabash, Ind.”

AN EDISON AMBEROLA ON THE
FRONTIER

c¢ AST December in company with a banker of

wide influence from Chicago and a number -

of other persons interested in various lines
of work,” writes W. C. Olin of Denver, Colo., “I
took a trip by auto from Winnemucca several hun-
dred miles into the cattle country. One hundred
and seventy miles from Winnemucca we came to
a postoffice that has the reputation of being the
most remote from a railroad of any postoffice in
the United States. The name of this postoffice is
‘Andrews, Ark.

“Fifteen miles beyond the postofice we were
entertained for the night at the headquarters of a
very large stock ranch, the property of a Mr. Clerf.

‘“After a sumptuous supper we were invited into
the sitting room. Here, before big back-logs snap-
ping merrily and flaming brightly in the fireplace,
we enjoyed a concert that was most delightful. It
was given to us by Mrs. Clerf on her new Edison
machine, which her husband had recently made her
a present of.

“This was the first time I had ever heard an
Edison. It had been my rare privilege to hear
in person many of the musicians whose scores I
heard repeated. The music as it came from this
machine was so clear, so natural, that I was
startled, for the moment thinking that the musician
was in our very presence.

“You may be able to imagine what a source of
pleasure and delight this concert was to us in the
environment of the wild call of the coyote, the
lowing of the herd of cattle and the wide waste of
seemingly limitless prairie stretching as far as
eve could see all around us.

“At the close of the entertainment our friend
the Chicago banker thanked Mrs. Clerf for the
pleasure of the evening and stated that it was one
of the most pleasant concerts that he had ever
attended, and that he could not remember when
he had more thoroughly enjoyed an evening than
he had this one.
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Getting Street Publicity for the Edison

HEREVER an opportunity offers, i1t will pay the local Edison dealer to “get in the

parade.”

The advertising thus secured more than offsets the trouble and expense.

In no other way can one get so much publicity for so little outlay.

THE EDISON PHONOGRAPH IN
LOCAL PARADES

NOVEL Labor Day Parade was held this
A year at Newark, Ohio. Many unique fea-

tures were shown, but none more so than
the Edison Phonograph, the work of our enterpris-
ing dealers there, The Stewart Bros. & Alward
Co. They conceived the idea of a huge Edison
Phonograph. It stood sixteen feet high (with the
lid raised) by four feet eight inches wide and six
feet four inches deep—amply large enough to take
in four chairs with a four-piece orchestra, playing
the entire length of the march.

This huge Edison cabinet was mounted on a
float with a platform 8x16 feet. In the construction
of the cabinet heavy muslin was used, and the
woodwork was gilded. They used an air brush to
get this on even, which made the machine show up
in very good shape. For a handle a two-inch pipe,
24 inches long, with an 8-inch knob was used.

From an advertising point of view it was easily
the most attractive feature in all that very novel
parade and many favorable comments were heard
on all sides.

THE 3 ‘

TEWAR ngﬁ%s
-l
i Y S

FILNEY
R

STEWART Bros. & ALwarp Co.’s
Epison ProNoGraPH Froat, NEwaRrk, O.

Another very attractive float was that of J. R.
Klingensmith & Co. of Greenburg, Pa., during Edison
week, October 18 to 23. On this occasion four horses
were attached to a dray of considerable proportions
It attracted a great deal of attention and was most
favorably commented upon.

ik

7 1T g-!

;{‘ "':j ! oyl

J. R. KringensmITH & Co.’s Froatr Durinc Epison WEEk
GREENSBURG, Pa.
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Edison Salesmanship

LITTLE SERMONS IN FEW WORDS
TO EDISON CYLINDER DEALERS

HE way to make a success of your Edison Cylinder

store is to make people feel they can’t get along

without it. You accomplish this by giving them
such service as they can’t get elsewhere.

The successful Edison salesman talks to his prospect.
The wunsuccessful salesman talks a¢ his prospect.
See the point?

Then again the successful salesman talks about
what he knows he knows. The unsuccessful salesman
talks about what he thinks he knows.

Make the inquirer feel at ease and welcome to your
store. There are a thousand-and-one ways to do it,
but the easiest is a smile and a ‘“‘good morning.”

THE SALESMAN THAT  SUR-
MOUNTS MOUNTAINS TO SELL
EDISONS BY THE TELEPHONE
CENTRAL OFFICE

NEW kink in phonograph selling was de-

A veloped by Bert Bailey of the Eureka Phono-

graph Company while on a trip in the Wil-

low Creek district, Colorado, from which he re-
cently returned.

Owing to the impossi-

bility of reaching the

widely separated homes of
the residents of that sec-
tion Mr. Bailey hit upon
the idea of giving a con-
cert demonstrating the
perfection of the Edison
Phonograph, which he
represented. Instead of
renting a hall and giving
the exhibition in the usual
manner, he went to the hotel at Willow Creek,
where the telephone exchange is located, and by
connecting all the subscribers with the main office
gave a concert that was heard by telephone by all
the people in the neighborhood in their own homes.
Several sales resulted and the machines were

delivered satisfactorily, but with some inconveni-
ence to the salesman, since several large cabinet
machines had to be carried by pack horse over the
mountain trails that could not be traveled even by
his faithful Ford.

The Ditzell Music Company, Oklahoma City,
Okla., writes—“Our advertising is having its effect.
We have just one Edison left on the floor. So in a
dav or two we will have our first stock all sold out
and readyv for another.”

NO SALESMAN AT ALL

OT long ago a certain salesman, who is of
1 the high collar type, accustomed to deal with

ladies of the fashionable world, greeted with
disdain a poorly dressed man of past middle age

who entered the shop near closing time.

“Thought I'd look at a phonograph,” said the
older man in a rather hesitating voice.

The salesman took a good look at the “prospect”
and decided in his own mind that what the custo-
mer really wanted was the lowest priced Edison in
the shop, if he wanted any.

“I doubt if we have anything that would interest
you,” he said, hoping to discourage his prospect
and close up shop and go home.

“Yes, I saw an instrument in the window that
looked pretty nice,” he replied. “How much is it?”

That “something” proved to be a $75.00 Diamond.
Amberola.

The salesman said in a hopeless sort of way,
“Oh, that’s our best machine; it’s $75.” And then,
still further sizing up his prospect the salesman
added, “You know our terms are strictly cash.”

“That’s all right; I’ll take it,” said the pur-
chaser, and reaching into his hip pocket, withdrew a
great roll of Christmas money and pulled out a
crisp $100 bill, that made the salesman’s eyes stick
out like saucers. Then the salesman jotted down
the address and promised to have the instrument
delivered that day.

When the purchaser had gone the salesman
remarked to a fellow salesman, “If the old boy had
been a farmer I would not have been surprised,
because with wheat at $1.00 or more a bushel every
farmer must have money to burn out here. But
that chap looked like a run down clerk on a small
salary and where he got that wad I don’t know.”

From any point of view he was a poor salesman.
He didn’t sell the Edison; it sold itself; the window
advertised it! All of which leads us to remark,
what 1s the use of throwing out advertising lines,
baiting the hook, dressing the window and keeping{
the store open and warm and comfortable, when
you have a salesman that is not a salesman? We
need experienced salesmen—at least those willing
to learn and eager to sell, not merely to wear good
clothes and stand around.

WHEN YOU SELL, GIVE PREFER-
ENCE TO THE HIGHER PRICED
EDISONS

T is a fact that it takes little if any more effort
to sell a prospect one of the higher priced
Edisons in preference to the lower priced
Right here we want to quote one suc-
cessful dealer’s experience along these lines. The

Quincy Phonograph Co., Quincy, Ill, say: “We
know from experience it is to our interest to sell
the best instruments possible. We have found that
the higher priced machine we can land, the better
satisfied customer we have thereafter.”

models.
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The Artist Behind the Record

ORPEE LANGEVIN
“Canadian Baritone”

GrLapys Rice
Soprano

BurtoN LENIHAN
Tenor

THREE MORE NEW ARTISTS ON BLUE AMBEROLS
FOR JANUARY

Orphee Langevin, the “Canadian Baritone,”
is a former pupil of Dubulle, Emanuel Lafarge and
Leon Melchisedec, three of the most eminent instruc-
tors of the Paris Conservatoire. Mr. Langevin is
gifted with a clear, resonant baritone voice of
exceptional quality and uses it with intelligent
feeling and a thorough mastery of vocal technique.
His six years’ continuous work abroad found much
appreciation throughout France, particularly in
Paris, where he sang in “La Viviandiere,”
“L’Attague du Moulin” and several other difficult
roles. In a number of concerts his performance has
aroused unbounded admiration. He has been well
received by the critical music public of New York
and other cities.

In the January list his magnificent voice is heard
to fine effect in ‘“Recitatif et Arioso” from the
opera “Benvenuto.” As this recitation is unusually
dramatic, Langevin’s voice is called upon for some
wonderful vocal effects, which his careful training
enables him easily to occomplish,

Gladys Rice is a Philadelphian, educated at
“Ivy Hall,” Bridgeton, N. J., from which institution
she recently graduated. She early became a pupil
of Karl Breneman, who studied in Paris under the
famous Sibugla. Miss Rice made her début in
vaudeville at the Palace Theatre in New York City
and later appeared in dramatic and musical stock
companies under the direction of her father, the
late John C. Rice.

Miss Rice is heard, with Burton Lenihan, in two
of the January list of Blue Amberols—“Auf Wie-
dersehn—The Blue Paradise” (Record 2775), and
“Chin-Chin—Hip-Hip Hooray” (Record 2788).

Burton Lenihan is an American, born in Sagi-
naw, Michigan, a graduate of Oberlin College,
Oberlin, Ohio. His musical education was begun
under Mr. and Mrs. Charles A. White, of Boston,
well known in musical circles there. After four
years study in Boston he came to New York and
played several minor parts in Broadway produc-
tions and at last was featured with Emma Frentini
in “The Fire-Fly,” where he sang the leading tenor
role.

His voice is a very rich tenor, clear, sweet and
powerful. In singing ‘“Auf Wiedersehn—The Blue
Paradise,” “Chin-Chin—Hip-Hip Hooray”—these
qualities are very much in evidence.

Reed Miller, so well known to Edison artists
as possessing an unusually clear voice, splendidly
adapted for recording, was born in Anderson, S. C.
He is one of the leading tenors in America. He
sings “Love’s Garden of Roses” (Record 2778) in
such a smooth, flowing, sympathetic manner as to
win instant attention and to evoke applause when
he has finished.

Then there’s his “Soft Southern Breeze,” equally
adapted to his fine melodious voice; it’s wonderfully
beautiful and grows more beautiful as one hears it
again and again.
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Talking Points for January Blue Amberols

ELLING records is an art in itself; one that will well repay preparation and study.
Every Blue Amberol salesman should be familiar with the new list of records before he

attempts to sell them.

He should play each one over several times and note for him-

selt 1ts good talking points, making memoranda of qualities that seem to him striking,

28222

28223

2775

2776

2777

2778

2779

2780

2781

2782

2783

2784

' patrons,

CONCERT SELECTIONS

Recitatif et Arioso ‘‘De I’art splendeur immor-

telle’’—Benvenuto Orphee Langevin

A beautiful recitation and aria from the opera
“Benvenuto.” Sung by Orphee Langevin, a new
Edison artist with a rich baritone voice. The
recitation is an extraordinarily dramatic declama-
tion; the aria a remarkably beautiful theme. A
splendid record.

Gloria—Twelfth Mass Gregorian Choir

Most every one of any musical taste has heard,
or heard of, Mozart’s Twelfth Mass. It is one of
the most magnificently concerted vocal pieces ever
composed. As here rendered it is one of the most
impressive and beautiful selections ever recorded
(and the recording in this instance is well nigh
perfect).

REGULAR SELECTIONS

Auf Wiedersehn—The Blue Paradise
Burton Lenihan, Gladys Rice and Chorus
Here is one of the big song hits froin ‘“The Blue
Paradise”—one of this season’s most successful
comic operas. Burton Lenihan and Gladys Rice,
two new Fdison artists, certainly make a lively
record of it, their fine voices harmonizing well
with the chorus.
When Old Bill Bailey Plays the Ukalele
) Billy Murray and Chorus
An amusing ragtime song that is quite popular
with comic opera goers. Billy Murray as “Old
Bill Bailey” gets off the laughable words in a most
rollicking manner. The Hawaiian music adds a
novel and unusual charm,

Daybreak at Calamity Farm
Gilbert Girard and Company
Here’s a record that will captivate your rural.
Every barn-yard noise is faithfully repro-
duced, and an amusing rube dialogue completes
the early niorning’s experience on the farm.

Love's Garden of Roses Reed Miller

Reed Miller’s voice gives this fine ballad a
melody and a charm that puts it far above the
average selection. Here is the record to sell to
those who like a song full of pathos and sentiment.

Dancing With Ma Honey Charles Daab
_Here 1s a rattling good, lively xylophone_selec-
tion by the prince of xylophone players, Charles
Daab. The recording is clear as a bell, and the
accuracy both as to time and note make a record
that is especially pleasing.

With Sword and Lance March
New York Military Band
Military marches are all the go now. Here is
one of the hest, and you can’t mistake its martial
air and measure step. Seems like ‘“Going to War”
just to play it.

My Fox Trot Wedding Day ‘‘Hip-Hip Hooray’’ —
New York Hippodrome Irving Kaufman
A clever ragtiine-song that was one of the big
hits of “Hip-Hip Hooray” at the New York Hippo-
drome. The main interest lies in the words that
are sung by Irving Kaufman to an original tune.

Omena—Intermezzo Fred Van Eps

A spirited banjo selection, remarkably catchy
and full of life. Fred Van Eps is reputed to have
the cleanest execution and most musical tone of
any banjoist.

Kaiser Friedrich March New York Military Band
Here is a fine sturdy march played by one of the
best hands in the country. As a record it is clear,
sharp, decisive, just as a military march should be.
Good-Bye, Virginia
George Wilton Ballard and Chorus
A dainty song-hallad of exceptional charmn both
in the meflody and the lyric. Snatches of familiar
Southern melodies are heard in its refrain.

2785

2786

2787

2788

2789

2790

2891

2792

2793

2794

2795

2796

2797

Ballymooney and Biddy McGee
) Billy Murray and Chorus
This Irish comic song was introduced in Mont-
gomery and Stone’s comic opera ‘“‘Chin Chin” dur-
ing its second year at the Globe Theatre, New
York. Billy Murray has caught the Irish accent
and gives a lively rendition.

Blue-White March New York Military Band
Another very popular march, particularly notable

for its fine swing and its several original melodies.

Notice in one part the bugle and drum effects.

My Wild Irish Rose Walter Van Brunt
One of the most perfectly recorded and repro-
duced records in the whole January list; one of
Walter Van Brunt’s biggest song successes. His
voice is particularly adapted to just such a lyric
song.
Chin-Chin—*Hip-Hip Hooray’’—New York Hip-
podrome
Burton Lenihan, Gladys Rice and Chorus
A dainty duet that was one of the features of
“Hip-Hip Hooray” at the New York Hippodrome.
The refrain introduces several unique effects of
chorus and singing that are unusually beautiful.

Lauterbach and Hi-le Hi-lo (With Yodels)
George P. Watson
One has only to hear this record to realize that
George P. Watson is a most accomplished adept
at yodle songs. Hi-le Hi-lo has become immortal
l(i;ke “Where, Oh Where, Has My Little Dog
one.”

Amina—Egyptian Serenade __ Sodero’s Band
A *“‘characteristic” selection, with an unusual and
curious melody that is extraordinarily catchy.

Cohen Owes Me Ninety-Seven Dollars
Maurice Burkhart
A comic Hebrew character-song that is extremely
amusing—one of the best character-songs Irving
Berlin ever wrote.

In the Land of Lorraine—*‘Two is Company”’
Frederick Wheeler
This is the big baritone song hit from the musical
play “Two Is Company.” Frederick Wheeler’s
beautiful voice is displayed to the best possible
advantage as he sings this appealing melody.

Battle of the Nations—Descriptive
New York Military Band
A timely composition that everyone will find
enjoyable. = Bugle calls and drums are first heard;
then follow snatches of the National Anthems. A
stirring melody.

On the Bark of an Old Cherry Tree
George Wilton Ballard and Chorus
A sentimental ballad of unusual interest and
charm. The lyric is written around a pretty senti-
ment, and the melody is exceptionally catchy.

Song of Hybrias and Cretian T. Foster Why

A vigorous bass melody that carries you away
with its sturdy swing. T. Foster Why has an ideal
voice for this style of song. The purity of his low
notes is a feature of the record.

Soft Southern Breeze Reed Miller

Reed Miller has seldom given a finer rendition
than this. It is a song of unusual artistic merit,
with a refrain whose melody is wonderfully beau-
tiful.

Molly Dear, It’s You I'm After
Walter Van Brunt and Chorus
A typical Irish sentimental ballad. The melody
has a lilting rhythm. The chorus assisting Mr.
Van Brunt hum softly as he gives the first refrain;
in the second they sing with him. Helen Clark
sings a portion of the song as a solo.
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As Our Legal Department Sees It

FEDERAL JUDGE GEIGER UPHOLDS
PATENTEE’S RIGHT TO
MAINTAIN PRICES

N OUR September issue we printed an article
I entitled “The Right of a Manufacturer to Control
the Retail Price at Which His Product Shall be
Sold,” this being a synopsis of an address which was
given by Mr. Holden, our general counsel, at the recent
Edison Dealers’” Convention at Orange. Mr. Holden
pointed out that the decision in the Sanatogen Case,
Bauer vs. O’Donnell, 229 U. S. 1, has been so greatly
misrepresented in newspaper articles that many persons
had been led to believe that under this decision a patent
owner could not fix the price at which the patented arti-
cle should be sold; but that the Court in reality merely
held that where the patented articles were marketed
with no agreement from the purchaser in respect to the
resale price, the purchaser would not be bound simply
because there was a label upon the articles which pro-
vided that they should not be sold for less than a given
price, and he also pointed out that the most recent
decision at that time, to wit, United States vs. Keystone
Watch Case Co., 218 Fed., 502, held that the owner of a
patent did have the right to make an agreement with his
jobbers whereby a minimum price was fixed at which the
jobbers might sell.

The soundness of our position is made evident by a
decision which has just been rendered by Judge Geiger
in the United States District Court for the Northern
District of Illinois, Eastern Division. This is a suit
brought by the American Graphophone Co. and Colum-
bia Graphophone Co. against the Boston Store of
Chicago. In this case the defendant had signed the
regular Columbia dealer’s license agreement and had
purchased goods thereunder from the Columbia Grapho-
phone Co. and then disposed of the same at cut prices.
A suit was thereupon brought by the Columbia Co. and
a motion made for an injunction to prohibit sales at cut
prices. The defendant endeavored to justify its con-
duct under the decision in the Sanatogen Case, but the
Court, after carefully considering all the decisions upon
this subject, came to the conclusion that the contract
between the defendant and plaintiff was valid and
enforcible, the Court using the following language:

“To state it again, in different form: If the patentee
may say to the world, ‘I will confer upon any one, by
license, the right to manufacture and sell mv patented
article, provided he will observe a price, fixed by me, at
which the article is sold to another,’ he can say, ‘I will
manufacture the patented articles myself and I will sell
to no one except on condition that he observe a resale
price to be fixed by me.” And, he can do so, for the
reason that the article, because of its embodiment of

the invention, has been made a subject of lawfully re-
strictive price bargaining; and the #all Paper and Dr.
Miles Medical cases, 212 U. S. 233, 220 U. S. 393, are
most persuasive in supporting such view. The lan-
guage of the Supreme Court in the M iles case (see
p. 401) could give no clearer recognition to the full right
of the patentee to bargain for price restriction. The
statement is almost made in plain words that if the pro-
prietary medicine were a patented article, the contract
there in question would, as between the parties, receive
the protection of the patent laws as construed in the
Bement case.

“In view of the language in Bauer vs. O’Donnell,
which discloses so clear a purpose to limit it to the
precise facts, it is my judgment that it does not and
was not intended to overrule the other cases, which seem
so firmly to have established the general proposition
upon which the sufficiency of the complaint in the pres-
ent case depends. In other words, the complaint shows
a contract which, against the defendant, as a purchaser

from the patentee, is valid and enforcible.
* * * * *

““The conclusions are:

“l. That, Dick vs. Henry and Bement vs. Harrow Co.,
Victor vs. The Fair, and the other cases supra, so far as
they permit a patentee, while exercising any of his three
coordinate monopoly rights, by proper amendment to
reserve such portion thereof as he sees fit, have not been
overruled by Bauer vs. O’ Donnell; but that, after he has
once allowed the patented article to pass out of the
monopoly without committing, by proper agreement,
the one to whom the article comes to the observance of
an obligation on his part, he cannot then recall it or
claim that, by a notice, he burdened the article with
such reservation.

2. That an agent.or vendee of a patentee may, by
direct covenant or agreement, be bound to the observ-
ance of price restriction, imposed as a condition upon
which exclusive right of sale by the patentee is being
exercised. Whether a violation of such agreement be
dealt with as for infringement or breach of a contract
enforcible in equity, is immaterial as between the
patentee and his contractee, save only as it may affect
the jurisdiction to be invoked.

“3. That the complainant states a good cause of
action against the defendant. If the contract is to be
taken as the measure of the defendant’s right, it seems
to me that a failure to observe its explicit stipulation
constitutes infringement, certainly the breach of the
agreement, if valid, should entitle plaintiffs to relief in
equity.”

The opinion of the Court is unusually lucid and indi-
cates a very careful study of the entire situation, includ-
ing all of the decisions of the Supreme Court which have
any bearing upon this question. The decision is cer-
tainly in accordance with the rulings of the Supreme
Court on this subject and is logical and convincing. We
feel, therefore, that in case of an appeal Judge Geiger
should be sustained.



Jobbers of Edison Amberola Phonographs
and Blue Amberol Records

ALABAMA

BirminguamM—Talking Machine Co.
MosiLe—W. H. Reynalds.

CALIFORNIA

Los ANGeELEs—Southern California Music Co.

San Francisco—Pacific Phonograph Co.

COLORADO

Denver—Denver Dry Goods Co.
Hext Music Co.

CONNECTICUT
New Haven—Pardee-Ellenberger Co.

GEORGIA

AtLanTaA—Atlanta Phonograph Co.
W. I*. L. Rosenblatt
Waycross—Youmans Jewelry Co.

ILLINOIS

Cuicaco—Babson Bros.

James I. Lyons.

The Phonograph Co.
Peoria—Peoria Phonograph Co.
Quincy—Quincy Phonograph Co.

INDIANA

InpianaroLis—Kipp-Link Phonograph Co.

IOWA

Des Moines—Harger & Blish.
Sioux Citry—Harger & Blish.

LOUISIANA
New OrLeans—Diamond Music Co., Inc.

MAINE
Bancor—Chandler & Co.

MARYLAND
BartiMmore—E. F. Droop & Sons Co.

MASSACHUSETTS

Boston—Iver-Johnson Sporting Goods Co.

Pardee-Ellenberger Co.
LoweLL—Thomas Wardell.

MICHIGAN
DeTrorT—Phonograph Co. of Detroit.

MINNESOTA

MinneaproLis—Laurence H. Lucker.

St. PaAuL—W. J. Dyer & Bro.

MISSOURI

Kansas City—Phonograph Co. of Kansas City.

Schmelzer Arms Co.
ST. Louis—Silverstone Music Co.

MONTANA
HeLena—Montana Phonograph Co.

NEBRASKA
Omana—Shultz Bros.

NEW JERSEY
PaTerson—]James K. O’Dea.

NEW YORK

ALBaNY—American Phonograph Co.
Finch & Hahn.
BurraLo—W. D. Andrews.
Neal, Clark & Neal Co.
ErLmira—Elmira Arms Co.
New York City—I. Davega, Jr., Inc.
J. F. Blackman & Son.
S. B. Davega Co.
The Phonograph Corporation of

Manhattan.
RocHesTER—Talking Machine Co.
Syracuse—Frank E. Bolway & Son.

W. D. Andrews Co.
Utica—Arthur F. Ferriss.
William Harrison.
OHIO

CincinNaTI—The Phonograph Co.
CrLevELaAND—The Phonograph Co.

OREGON
PorTLAND—Pacific Phonograph Co.

PENNSYLVANIA

PuiLapELPHIA—Girard Phonograph Co.
PrrrssurGE—Buehn Phonograph Co.
ScranToN—Ackerman & Co.
WiLLiaMsPorT—W. A. Myers.

RHODE ISLAND
ProvipENcE—]. A. Foster Co.

TEXAS

Darras—Texas-Oklahoma Phonograph Co.
EL Paso—El Paso Phonograph Co., Inc.

UTAH

OcpeEN—Proudfit Sporting Goods Co.
SaLT Lake City—Consolidated Music Co.

VERMONT
BurLiNgGToN—American Phonograph Co.

VIRGINIA
Ricumonp—C. B. Haynes & Co.

WASHINGTON

SeaTTLE—Pacific Phonograph Co., N. W.
SpokaNE—Pacific Phonograph Co., N. W.

WISCONSIN
Mirwaukee—The Phonograph Co., of Milwaukee.

CANADA

Carcary—R. S. Williams & Sons Co., Ltd.
MontreaL—R. S. Williams & Sons Co., Ltd.
St. Joun—W. H. Thorne & Co., Ltd.
ToronTo—R. S. Williams & Sons Co., Ltd.
Vancouver—Kent Piano Co., Ltd.
WinNipEG—Babson Bros.

R. S. Williams & Sons Co., Ltd.
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When a Competitor Says it, it’s Probably Untrue

What an interesting thing a competitor sometimes is. VWhat a variety of things he can
put into the mouths of his representatives to pass on to dealers who do not carry his line. The
ingenuity he shows in “framing” is worthy of a better cause. He can “knock” with all the
tools that make noises. The mean things he can write and say are a caution. And he is never
exempt from the habit, no matter how great a measure of prosperity he enjoys. He just simply
can’t help hating to see the other fellow get business.

T'he gentleman in the back row wants to say something. Certainly you may talk. You
don’t think their knocking is due to meanness, eh, but because they recognize the inferiority of
their product, and are fearful for its ultimate fate.

Perhaps that is it. We really don’t know. After all it doesn’t matter much. Then, too,
all of this is beside the question. We wanted particularly to refer to one of the newest things
being said about the Edison Cylinder product. NMr. Competitor is now having his people say
that we are going to give up the Cylinder line.

As a rule it isn’t worth while paying attention to statements of this kind, particularly
when they are put out with questionable motives, but one of these statements made recently

“smoked’ us out and caused the issuance of the following trade letter, signed by Mr. Edison.
Here 1s the letter:

To all I:dison Cxlinder Dealers:

_ By this time you know that the PnoNocraAPH MoNTHLY hereafter is to be devoted exclusively to the cylinder
Hhne—the Diamond .\mberola and the Blue Amberol records.

We have spent a large sum of money since the fire in perfecting the Diamond Amberola instruments. Still more
recently we have taken steps further to improve the Blue Amberol record.

. The foregoing seems to me a complete answer to the malicious rumors that it is our intention to abandon the
cylinder product. If we had had any intention of doing so we should certainly have done it after the fire last
December, instead of spending enormous sums of money to resume its manufacture.

Those among our dealers who are pushing the Diamond Amberola as it deserves to be pushed will find in their
sales a complete refutation of the baseless rumor that we are planning to discontinue its manufacture.

I wish to call the attention of every dealer to the fact that our cylinder sales in November, 1915, were 29%
greater than our cylinder sales in November, 1914, Does it seem probable that in the face of these conditions we
would now contemplate quitting, when last year, after the fire, we spent large sums of mmoney to restore our cylinder
phonograph and cylinder record manufacturing facilities?

I wish_every cylinder Dealer a happy and prosperous New Year and urge upon him renewed confidence and
renewerd effort,

Yours truly,

THOMAS A. EDISON.
Decemnber 29, 1915.



EDISON PHONOGRAPH MONTHLY, FEBRUARY, 1916 3

From Factory to Jobber and Dealer

A WORD TO COMBINATION
DEALERS

OW many dealers who handle the Edison

Diamond Amberola and also the Edison

Diamond Disc share the feeling expressed by
the combination dealer who said:

“Naturally I like to sell a Diamond Disc better
than a Diamond Amberola, because the sale runs
into more money and I make a larger profit than I
would make on the sale of several Amberolas;
consequently, I am not pushing the Amberola line.”

Is this the right attitude to take? We freely con-
cede that an Edison Diamond Disc Phonograph can
be sold to anyone if the right salesman is on the
job; but thousands of cheap “talking machines” are

being sold because the right salesman is not on the
job or doesn’t get hold of the customer before
he buys.

Now there is no comparison as to musical quality
between the Diamond Amberola and ordinary
talking machines. The Diamond Amberola is
incomparably superior. If you have made the cur-
tain test suggested in the December number of the
PHONOGRAPH MONTHLY you know this is true, and
the people who heard the curtain test know it
is true.

There i1s a field for a moderate-priced sound-
reproducing instrument. It is impossible for you
to get in personal contact with every person in your
locality who is going to buy some kind of sound-
reproducing instrument during the present year.
There are a lot of people who are planning to buy
talking machines without a great deal of investi-
gation. Many of them will have their minds made
up to pay less than $100. If you actually get in
personal contact with these people you can demon-
strate the Diamond Disc Phonograph and get them
to make a larger expenditure than they had plan-
ned, but, if left to their own devices, some will go
where a low price is advertised. Therefore it be-
hooves the combination dealer to keep the Diamond
Amberola and its moderate price before the public
by advertising and circularizing.

Don’t run your Diamond Amberola ads as a post-
script to your Diamond Disc ads. Run them sep-
aratelv; always advertise the prices; emphasize that
the Diamond Amberola by actual curtain test is a
better musical instrument than any talking machine
at double the price. Do some good circularizing
along similar lines. Try this and see if it doesn’t
work out.

If you think that there is no demand for Amberola
phonographs in your locality, just put one of the $75
Diamond Amberolas in some store that is not hand-
ling phonographs and have it played for two or
three days. Have someone present to see what the
comments are and see how many names he can
obtain of persons who manifest an interest that
could be turned into an intention to buy.

This experiment can be worked better in some
other store than your own, because the novelty of

having a phonograph in a store where none has ever
been before will cause visitors to be more free in
their comment than would be the case if they were
in a store where phonographs are sold.

ASSISTANT EDITORS A REAL NEED

We want some assistant editors. Now that the
PHONOGRAPH MONTHLY is printed solely in the
interest of the Amberola line, we do not have the
same amount of material to draw upon as when it
covered the Diamond Disc line as well. For the
March issue of the PHONOGRAPH MONTHLY we want
upwards of twelve interesting letters about the
Amberola line, that will be helpful to other dealers.
If you cannot write one of these letters, write us

one telling us what you think we ought to do to
make the PHONOGRAPH MONTHLY more interesting
to you and other dealers. Or it might do us some
good if you now tell us some of our shortcomings.
Possibly you have nursed a grouch for some time;
if so, get it off your chest right now. If some one
else is responsible for the trouble we will see that
he gets your letter. Come now, be a good fellow.
Be an assistant editor of this publication.

APPEARANCES COUNT

How much thought have you given to the real
beauty of Amberola cabinets? For neatness and
design, proportion and finish we think they far
surpass the cabinets of all talking machines. The
idea back of these designs is to make them so

universally tasteful that they will please everyone
and fit in with the furnishings of most any room,
as nearly as that is possible. While no one would
buy an instrument solely for its cabinet, at the
same time an attractive housing of the mechanism
goes a long way toward making it easier to close
a sale.

MR. RAPKE TO CONTINUE TRAY
LABELS

Some months ago Victor H. Rapke, of New York
City, who for several years has been furnishing
tray labels for Edison Blue Amberol Records,
announced his intention of discontinuing the service.
Feeling that there was a real need for these labels
we sent out a circular to Amberola dealers telling

them of Mr. Rapke’s decision, and asking the
Opmion of dealers as to the advisability of our
taking it up. A very large number of cards were
received, most of which urged the continuance of
the servicee While these replies were coming in
Mr. Rapke reconsidered his decision, and announced
that he would continue the label service as before.
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From Factory to Jobber and Dealer—Continued

ARE THESE RECORDS IN YOUR
STOCK?

As announced in our January issue, we are giving
below another list of one hundred interesting, popu-
lar and varied selections on Amberol records.
While these are selected for the special guidance of
dealers who have recently taken on the Amberola
line, they are records that should be in the stock of
every dealer.

Of course. the list we show here is only a small
part of what dealers should carry. They are rep-
resentative and an excellent foundation for a popu-
lar and quick-selling stock.

DOMESTIC
1509 1817 2006 2327 2584
1533 1828 2046 2342 2602
1545 1829 2048 2349 2628
1561 1845 2106 2361 2630
1584 1876 2108 2397 2631
1601 1881 2160 2399 2635
1614 1886 2169 2430 2652
1633 1900 2185 2440 2655
1654 1908 2195 2467 2667
1716 1923 2236 2478 2670
1745 1924 2239 2486 2674
1758 1933 2279 2512 2677
1759 1940 2280 2529 2701
1769 1964 2296 2533 2710
1779 1986 2309 2545 2732
1801 2000 2326 2563 2747
BRITISH
23022 23079 23096 23136 23175
23023 23087 23127 23139 23382
CONCERT AND GRAND OPERA
28106 28151 28158 28193 28212
28142 28157 28178 28203 28216

IS YOUR JOBBER SERVICE O. K.?

A surprising number of Amberola dealers filled
in and sent us the blank that appeared in the
December issue of the PHONOGRAPH MONTHLY. The
information that they gave us on these blanks is
exceedingly interesting and useful, and we are
planning to do some work in connection with many

of the dealers that will work out to our mutual
advantage. One of the regrettable features of this
information, however, was several statements that
jobbers could not be induced to fill their orders for
phonographs and records. This is a very serious
complaint. It is a complaint for which there ought
to be little excuse, provided, of course. that the
dealer’s credit is in proper shape. It isn’t always
possible for a jobber to fill every order complete,
as there are times, particularly in the fall of the
year, when it is diffhcult for us to keep pace with
jobbers’ orders. But to have dealers write about
poor service as if it were a normal condition is
a very different matter. We are going to follow

up all such complaints, and we will appreciate it
if dealers generally will tell us about the failure
of jobbers to fill orders, giving us details as to time,
quantities ordered, etc., etc. If the jobbers can
show that we are to blame here, then those of us
who are responsible for sales and advertising will
make the factory end unhappy until the trouble is
remedied.

FRAMES FOR WINDOW DISPLAYS

Hereafter every window hanger to be sent out
by our Advertising Department will be either
11 x 14, 14 x 22, or 13 x 36 inches in size. The Blue
Amberola Record Hanger is already being printed
on the 13 x36 size. In order to enable dealers to

display these hangers to the best advantage we have
purchased a large quantity of three different sized
frames, made of imitation mahogany, with a remov-
able back for easily changing the hangers, and are
placing these at the command of the trade, at $1.14
for the set of three. The frames are exceedingly
attractive, and very low in cost considering their
quality. They do not contain glass, because glass
is too easily broken in transit. Then, too, it can
be readily purchased in each dealer’s town. We
think that every enterprising Amberola dealer
ought to have a set of these frames. Orders must
be placed with jobbers. Write your jobber about
them.

THE AGGRESSIVE DO NOT
COMPLAIN

Once in a while an Amberola dealer writes in,
saying “I can’t sell Edison Phonographs because of
the competition of the mail order houses.”” This is

invariably the complaint of the dealer who is not
alive to his opportunities. A dealer who is really
on the job welcomes this kind of competition, for
it makes the line better known to the people in his
territory, and he has but to go after the prospects
in his field with the right sort of sales talk in
order to make sales. Most dealers appreciate that.

THE HAWAIIAN GUITAR
HE Hawaiian Guitar is one of the most
Tcharacteristic of all Hawaiian instruments,
and is a great favorite with this music-loving
people. In appearance this guitar does not greatly

differ from the familiar Spanish type. It is made

of Koa, a wood that grows on the Islands and is
considered sacred. The guitar is plaved, not by
pressing down the strings, but by sliding a steel
crosspiece along them. This produces the curious
tone quality, that make the crying, pleading music
of this instrument unlike anything else on earth.
Several Edison Records have been very successfully
made.
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Out Among

Our Dealers

WHAT THREE MAINE DEALERS SAY

Following are extracts from letters written by
three Maine Amberola dealers and sent in by
Chandler & Co., Bangor:

In regard to keeping records; we keep about 500
on hand all the time, picking out what is best
suited to our locality each month. These records

are kept in a wall case, each slot just the depth
of the length of a record, and each slot containing
fifteen records; these are arranged and classified
according to the artists, which makes it very easy
to locate them quickly, and also keeps the records
clean and fresh looking. We sell machines mostly
on the installment plan; one very similar to the one
laid down in last month’s bulletin from the Edison
factory.—A. J. Fulton, Prop. Corner Drug Store,
Blaine, Me.

With reference to my method of pushing the sale
of Edison Phonographs, we have no local paper
here, so I have to resort to circular letters and
personal solicitation. For keeping my records I
had a case built at the back end of my store, which
holds 1,453 records, and I stamp every kind of
phonograph advertising matter that leaves my
store with this imprint, “We carry every Edison
Record.”—E. J. Farnham, Patten, Me.

We have no special method of pushing sales.
We mail advertising wherever we think it will be
of any benefit, and interview personally whenever
we see any possibility of being able to interest
them. As soon as they appear to be interested
enough to warrant it we try to get them to let us
put in a machine on trial. We expect to be in
position soon to do some slide advertising in the
moving picture shows in this vicinity. We use the
Rapke tray system for keeping records.—Caswell &
Chapman, Harrison, Me.

An Amberola dealer in a small town in South
Dakota shows an increase of $335 in his instrument

and record business for eleven months of 1915 over
the entire year of 1914. Another dealer in a small
town in Ohio shows an increase of $200 for the
same period. Just shows how some dealers are
alive to the possibilities of the Amberola.

BEST HE EVER HAD

I am enclosing sheet out of PHONOGRAPH MONTHLY
about cylinder business. I am a little late with this
but I have been too busy to attend to it sooner. I
am also enclosing copy of some of the advertising
that I did during the holidays.

My trade for the holidays has been fine; the
best I ever had. I sold eight Edisons during
December. I also had a fine sale of records.

My prospects for 1916 look as though I would
do twice the business that I did in 1915. 1 am

going after it harder than ever and expect to make
good.—Leavis G. DuVall, Meadwille, Pa.

A CLEVER WINDOW ATTRACTION

Manager M. M. Blackman, of the Kansas City
Edison Shop, headquarters for Edison Phonographs,
devised a novel window attraction for the recent
holiday crowds. He secured a telautograph and
mounted it on an Edison phonograph, the wires run-
ning down into the body of the machine and through
the window-floor out of sight. An operator, hidden
from view, watched the crowds passing and wrote

pertinent messages to them on the machine, so that
a man with a brilliant necktie or a lady shopper
with her arms full of bundles would stop in front
of the window and suddenly see a message ad-
dressed to them personally appear on the roll of
paper in the machine. So completely was the illu-
sion carried out that some spectators seemed to have
the idea that the machine was actually a part of a
new phonograph that could transcribe whatevel
was on a record! While this idea may seem
fantastic, still it is not without the range of possi-
bility that some day a machine may be perfected
which will put into written or printed notes what-
ever may be spoken into it.

When making a demonstration, do you ever invite
your prospective customer to play the Amberola
himself? Wouldn’t this give him a more personal
interest and bring him into more intimate contact
with the instrument and yourself? We think it
would help some. Try it.

ALWAYS INTERESTED

“You might be interested in a window display
that we have at present on view,” recently wrote
A. C. Mandy, manager of the Phonograph Shop,
Ltd., Ottawa, Can.

“We have in the center of our window a bacn-
ground representing a wall of a room and a fire-
place and mantel with pictures, etc., on. In front

of this we have a rug spread out and drawn up
alongside the fireplace, in which we have the effect
of glowing coals. We have an easy chair with a
figure of an elderly lady with grey hair, dressed
in black, sitting knitting. We have a few little
touches of a home around and our whole idea is to
feature Edison Blue Amberol Record No. 2762,
‘Little Grey Mother.” ‘We have a card in the win-
dow reading ‘Little Grey Mother, the newest War
Song. Come in and hear it” This has resulted in
creating a good demand for this record, and also
of getting people into the store who we have a
chance of selling other records to.”

It is gratifying to note that a California Amberola
dealer who also handles a well known make of disc
talking machine says the Amberola is his favorite.
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Out Among Our Dealers—Continued

EXPECTS 1009, INCREASE IN 1916

“In connection with the music end of this firm’s
business we will tell you the following interesting
details, having to do with a new idea in selling
musical instruments in a small town the size of this,
which has less than four thousand population, and
the entire county having less than sixteen thousand
people,” writes W. C. Brewer, manager of the
Music Department of the Lair Furniture Company,
Charleston, Mo.

“The writer began with this firm, taking charge
of their music department a little over a year ago.
Of course it took several months to get things to
going at all, but for the last twelve months to
date, we have had ample opportunity to try out
our idea, and the results speak for themselves.
In the past twelve months we have sold in phono-
graphs and records alone over forty-five hundred
dollars; in pianos, players and player rolls we have
sold over six thousand dollars. Both the piano
and the phonograph business has been built up here
in the twelve months past. But the most interesting
feature of this development is this: we do not send
out canvassers, we have no ‘doorbell ringers,’ we
do not go out after the business by personal calls;
we make the business come to us, and the way we
do it is this: This firm takes a full page ad. in the
one newspaper in the county that has a good circu-

F. D. Lair, PrRESIDENT

lation; the music department gets about one-fourth
of this space weekly. We do not offer any ‘special’
talk, we simply preach quality and store service.
We do not feature terms, other than to mention that
payments may be had if desired. The word ‘bar-
gain’ does not appear either in our ads. or in our
letters to buyers.

“After a prospect is once located we bombard him
with personal letters, written by the writer. Not
the ‘cut-and-dried’ sort of dead copy stuff that pro-

W. C. BREWER, MANAGER

fessional copy writers put out by the bale, but
genuine ‘personal’ heart-to-heart talks to prospec-
tive buyers.

“When the writer came with this firm the town
had three so-called newspapers, none of which
really reached the buying public. Mr. Lair had
long sought for an advertising medium that would
produce results, but in vain; so, about a year ago,
he bought two of the so-called newspapers, com-
bined them into one (The Enterprise-Courier), got
out and hustled up a big bona fide, live circulation;
a circulation that reaches every corner of this
county. Then we began to run our full page store
ads. All the business of this store, musical or other
lines, is confined practically to this county. The
same general plan of reaching prospects that is
employed in the music department is employed in
the other departments, with some slight exceptions,
made necessary by the nature of the various lines.

“In the music department each prospect is reached
by a personal letter at least once each month, and
sometimes oftener. This i1s also true, in the main,
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Out Among Our Dealers—Continued

of some other lines in our place. We have used
the Edison in selective gatherings, by invitation,
in our store for over a year; have made special
efforts to give entertainments in private and public
social gatherings in all parts of the county. On one
occasion we supplanted the choir in one of our lead-
ing churches in the Sunday evening services. In
fact, we talk Edison every time and in every place
we get the chance, and the results show that we
have made good on our plan of selling. We think
that we can increase our music business nearly, if
not quite, a hundred per cent. in the next year
without going out of the county.”

EDISON JOBBERS GET TOGETHER

The Edison Jobbers’ Association will hold its
annual meeting at the Knickerbocker Hotel, New
York City, February 14, 15 and 16.

Two days of the convention will be devoted to
executive business, when the annual election of
officers will take place and the matter of a definite
date for the dealers’ convention will come up for
discussion. The present indications are that this
meeting will be held somie time in May. Wednes-
day, the 16th, will be taken up by lectures on sales
promotion work. After the close of the meetings
in New York, the Association will journey out to
the Edison works at Orange, where they will be
accorded an informal reception.

Another example of a live Amberola dealer is one
in Michigan, who publishes an advertisement extol-
ling the merits of the Amberola and its music. This
representative is also agent for a well known talk-
ing machine, but all he shows in his advertisement
regarding this machine is a one-inch cut of their
trade mark and a small cut of a machine. He has
cuts of three Edison Diamond Amberolas and every
bit of reading matter refers to them.

Some folks are always “fixin’” to do something
that is never done. Some Amberola dealers are
always fixin’ to do a good business next year or
next season or some other time in the hazy future.
They might take after a certain dealer in Ohio who,
to quote him personally, is “not preparing, but
doing it.”

In one of the largest Eastern cities, where disc
machines are as popular as anywhere in the
country, one of our dealers reports that his Blue
Amberol record business is as good as any time for
the past five years.

Good photographs are always acceptable. Though
we may not be able to use every one sent, we will
at least give them every consideration.

EDISON BOOSTERS AT
CLINTON, ILL.

Here are the portraits of two very loyal Edison
men of Clinton, IlL, J. H. Schmith and his son H. B.

Schmith.

H. B. ScamitH, THE Son
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NEW DEALERS, WE BID YOU
WELCOME

ERE is the best kind of evidence that many

merchants are alive to the possibilities of the

Amberola line. Below we give lists of those
who have become Edison Amberola dealers since
the first of the year. Pretty encouraging outlook
for 1916, isn’t it?

NEW AMBEROLA DEALERS
F. Widmer, Alliance, O.
E. E. Sandoz, Verdigre, Neb.
H. J. Partridge Plumbing Co., Greensburg. Kans.
Blaine Drug &Book Co., Bow Island, Alta., Can.
W. J. Jenkins, Madrid, Ia.
Sam Bonner, Seymour, Ia.
W. A. Bickford, Earlham, Ia.
Haddorff Piano Co., Rockford, Ill.
J. E. Harris, Quasqueton, Ia.
F. L. McCurnin, Perry, Ia.

E. A. Grimwood, Oxford Junction, Ia.

Menahga Hardware Co., Menahga, Minn.

C. M. Klein, Millerville, Minn.

F. M. Sowle, New Bedford, Mass.

T. H. Porter, Cadillac, Sask., Can.

Grenfell Milling & Elevator Co,,
Sask., Can.

Grenfell Milling & Elevator Co., Kipling, Sask.,
Can.

A. D. Badgely & Son, Palmer, Sask., Can.

Daniel C. McMillan, Consul, Sask., Can.

The Limerick Drug Co., Limerick, Sask., Can.

J. W. Decker & Co., Bromhead, Sask., Can.

Peter D. Sweeney, Hazenmore, Sask., Can.

Burton E. Brintnell, Brighton, Ont., Can.

Joseph Charles Levesque, Cochrane, Ont., Can.

Ray Grimley, St. Charles, Mich.

Wexler & Kubacki, Cayuga, N. D.

Grenfell Milling & Elevator Co., Windthorst,
Sask., Can.

Grenfell Milling & Elevator Co., Neudorf, Sask.,
Can.

W. M. Roberts & Co., Forgan, Sask., Can.

A. M. Smith, Mazenod, Sask., Can.

L. A. Murphy, Killam, Alta., Can.

LeRoy & Co., Morrin, Alta.,, Can.

J. C. Calder, Coronation, Alta., Can.

The following are dealers who began their con-
nection with the Edison organization by taking on
the Disc line only, but have now become full-
fledged Edison dealers by adding the Amberola
line:

George W. Williams, Hollidayburg, Pa.

Stapleton’s Pharmacy, Watertown, Wis.

The Walton Music Co.,, Walton, N. Y.

Louis Luxenburg, Barnesboro, Pa.

G. L. Hale, Bridgeport, Ill.

Legitimate Drug Co., Chanute, Kans.
J. A. Russnell, Niagara Falls, Ont,, Can.

Glenavon,

BUILDING A $7000-A-MONTH EDISON
BUSINESS FROM A SINGLE EDISON

E ATTRIBUTE the success of the Ellas

Marx Music Co. to the Edison Phono-

graph.” So writes Mr. Marx, of the Marx
Music Co., Sacramento, Cal.

‘The story of their success is very interesting and
amusing. Mr. Marx says: “I was prompted to
order an Edison Phonograph for one of our violin
string customers. The selling price at that time
of the Edison ‘Gem’ Phonograph was $12.50. Our
fixtures at the time consisted of a table (valued at
$1.50) ; this was partly occupied with our stock
of musical merchandise, which consisted of two
zithers, seven sheets of music, thirteen fiddle
strings, one fiddle bridge, two chin-rests and one
mandolin.

“However, we found room for the Edison Phon-
ograph and six wax Edison records on one corner
of the table, there to await the arrival of our first
prospect. While we were waiting, an old cat,
which had been chased into the store by a dog,
jumped onto the table to escape the dog, and
knocked off five of the six records, breaking four
of them—a great loss to us at the time, since our
entire stock (including cash on hand) would in-
voice about $17.50. This loss was a great blow;
imagine the sleep the writer lost over same! We
had to pay at that time 40 cents wholesale for the
wax records.

“Nevertheless, we succeeded in selling the Edison
Gem Phonograph with the two remaining records,
left from the disaster! This sale led to another
order the following day for another ‘Gem’ and
six more records. Our former customer came into
the store bringing a friend with him, who also
placed an order for an Edison ‘Standard’ Phono-
graph and six dozen records. Then we awakened
to the fact that the Edison Phonograph business
required more attention! The writer says ‘we,’
because he and his wife were the ‘we.’

“It was through the encouragement of my wife
that I plucked up courage to go ahead with the
business after the great catastrophe caused by the
old cat.

“Following Mrs. Marx’s suggestion, we gave the
Edison Phonograph all due attention, with the
result of elevating the monthly sales from $48 to
the magnificent total of $7,000 a month, with good
chances of raising the total to $10,000 a month for
next year.”

Let us hear from you when you have anything
you think we could use in these columns.
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Within the Edison Gate

OUR FRONT COVER

This picture was taken during what is lunch time
for employees of the Edison works, when they lay
off for an hour’s respite from their labors. This is
the hour Mr. Edison puts in at his desk, solving the
problems that come up in the morning’s mail. It is
characteristic of him that he should be at work
while others rest. In this picture you see part of

the famed library of the equally famed private
laboratory, where achievements that have time and
again startled the world have been thought out and
wrought out. You also see a desk that is as hal-
lowed for the material progress it has witnessed as
the table on which the Declaration of Independence
was signed is for the political progress in which
it plaved a part. VWhere one saw the shackles of
tyranny struck off, the other sees the binding cords
of nature and custom torn asunder.

The many “Down East” friends of J. W. Scott,
who has been a member of the Edison demonstrat-
ing force for the past year, will be glad to learn
that he has been made a special Edison sales repre-
sentative and assigned to the Maine district. Mr.
Scott “came in” for the holidays.

SIXTY-NINE FEBRUARY 11th AND
THE YOUNGEST OF US ALL

If a man is only as old as he thinks, Thomas A.
Edison is entering the prime of super-manhood,
constantly developing in keenness of insight and
foresight, brilliancy of intellect
thought.

While we could pay no tribute that would extend
beyond the innumerable honors bestowed upon him
during his unmatched career, we will say that we
still look up to him as the first son of Mother
Necessity and the right hand of Progress.

and vigor of

An interesting and unique feature planned for
Mr. Edison’s birthday is the wearing by every
employee of the big Orange plant of a button
inscribed “EDISON 69.”

What may not be news to you may be news to
me. VWhat may be news to you is likely to be news
to others. Let us hear from you with anything you
think printable.

AN IMPROMPTU CONFERENCE

Unlike the Presidents of most large
corporations, Mr. Edison does not sit
at a desk and direct the affairs of his
varied interests by means of messenger
boys, call bells, telephones, etc. His
work takes him to all parts of the Edi-
son Laboratories, and wherever he
happens to be is the President’s head-
quarters. The day when the accom-
panying photograph was taken on-De-
cember 30, 1915 (and not summer, as
Mr. Wilson’s straw hat would seem to
indicate), and it shows Mr. Edison in
consultation with C. H. Wilson, Vice-
President and General Manager, and
William Maxwell, Second Vice-Presi-
dent and Manager of the Musical
Phonograph Division, outside of the

entrance to the Laboratory.
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Within the Edison Gate—Continued

WHEN THE BOYS RELAX

Just about three hundred days out of the year
the several thousand employees of Thomas A.
Edison, Inc., bend over their tasks with energy and
enthusiasm perhaps greater than in most organiza-
tions because the atmosphere in office and factory
seems charged with the industrious spirit of Mr.

Edison himself. He is the great worker. But there
is one day, or evening rather, when everyone lets
down and that is the event of the annual banquet of
the Edison Club, an organization of Edison em-
ployees.

February 5th is the date on which loyal Edison
workers journey to Newark for a general exchange
of good fellowship and incidentally the consumption
of food prepared by the chef of the Washington.
Mr. Edison’s part on the program is the holding of
an informal reception, after which Edison vocal and
instrumental artists entertain with favorite phono-
graph selection, and the motion picture division
features some of its screen favorites in brief skits.
The menu is gotten out in the same size and form
as the PHONOGRAPH MONTHLY and is a veritable
“riot of roasts” (edible and otherwise) in which no
one is spared, from the chiefs down to Finnegan
who puts the ice in the water coolers.

Every department takes a hand in making the
evening one to be remembered throughout the year.

THE EDISON SPIRIT
“Within the Edison Gate” on the top floor of the
big concrete office building there has been fitted up
a lunch room for the benefit of employees who live
a considerable distance from their work. Tables

have been set up where those who bring their lunch
may order a la carte in addition to what they bring,
while others have the regular table d’hote served
from 12 to 1 o’clock.

An interesting feature of lunch time is the phono-
graphic concerts. In addition. there is a grand
piano which employees have the privilege of
playing, and of which they frequently take advan-
tage. At times singing is indulged in.

The point is this—if the great busy Edison
organization has time to look after the personal
welfare of their employees, isn’t it a pretty good
sign that we keep you in mind with the thought of
helping you all we can to increase your business?

That’s the Edison spirit.

OUR VISITORS

During the past month we had the pleasure of
extending the hand of good-fellowship to several
jobbers and dealers who came within the Edison
Gate. Jobbers and other representatives who fra-
ternized with us were Messrs. H. A. Mosher, R. S.

Williams & Sons Co., Ltd., Toronto; C. B. Haynes,
Richmond, Va.; N. G. Grifiin and P. R. Hawley,
American Phonograph Company, Albany, N. Y.;

Albert A. Buehn, Buehn Phonograph Co., Pitts-
burgh, Pa.; W. o. Pardee and F. H. Silliman,
Pardee- E]]enberger Co., New Haven and Boston;
A. J. Pommer, Pacific Phonograph Co., San Fran-
cisco. The dea]er‘s were represented by Richard
'Ne]son ‘Diamond Disc Studio, Albany, N. Y., and
W. F. L. Rosenblat, Simmons Ta]kmg Machine Co.,
Bristol, Va -Tenn. regardmg whose business change
we have another 1tem

SUPERVISORS AND THEIR WORK

Supervisors H. L. Marshall, C. S. Gardner, J. E.
Curtis, H. R. Skelton and C. W. Burgess visited the
factory during the holiday season. They brought
in glowing reports from their respective fields and
went out more enthusiastic than ever over the out-
look for 1916. Supervisor Curtis, formerly coven
ing the Chicago, Des Moines, Sioux City, Minne-
apolis and Milwaukee zones, has been transferred
to the New York City, Philadelphia, Williamsport,
Pa., and Richmond, Va., zones. The territories of
the other supervisors are now as follows:

H. L. Marshall—San Francisco, Los Angeles,
Spokane, Seattle and Portland zones.

C. W. Burgess—St. Louis, Kansas City,

Denver, Ogden and Helena zones.
A. P. Burns—New Orleans, Dallas and El Paso

zones.,
C. S. Gardner—Pittsburg, Cleveland, Cincinnati,

Indianapolis and Detroit zones.

Omaha,

H. R. Skelton—Bangor, Boston, New Haven,
Albany and Syracuse zones. '
EDISON HONORED

To be referred to as the most famous man in the
world was the honor accorded Thomas A. Edison
when, on the evening of January 15th, at the
Waldorf-Astoria hotel in New York City, Mr
Edison appeared as guest of honor at the annua

dinner of the Ohio Society of New York. Mr.
Edison is a native of Ohio. Charles P. Bruch,
President of the Society, made the reference noted
above when a toast was drunk to “the Wizard of
Menlo Park.”

Among the speakers was Josephus Daniels, Sec-
retary of the Navy, who paid tribute to the patriotic
devotion with which Mr. Edison, Chairman, and
his associates on the Naval Construction Board had
toiled for weeks for their country, dealing with the
great problems before them.

One of the features of the evening was the
presence at one table of a group of former tele-
graph operators who had been associated with Mr.
Edison, who is himself a veteran master of the key.
A wire had been laid from this table to the place
of Mr. Edison on the dais, and over it was sent
the message to him, “73 to the Wizard of Menlo
Park,” to which he tapped out the answer, “Gentle-
men, I thank you all. 73.” The numerals in the
telegraph code mean ‘“Best wishes.”
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The Dealer’s Window

VALUE OF WINDOW DISPLAY

OUR window display should receive as much
thought, care and attention as any part of your
advertising and selling work. It is truly a
vital part, else why should the big department and
specialty stores of our great cities pay such princely

salaries to experts who spend their entire time plan-
ning, laying out and executing window displays?

An attractive window display will give your
business message to the public in a language every-
one readily understands—namely, pictures, for 1is
not a window display either a good or bad “pic-
ture”? It is the best kind of a picture because it
shows the goods themselves.

The merchant who fails to make his windows as
attractive as possible is losing just so much of a
valuable asset. The writer has in mind a gift
shop which, only by accident, he discovered carried
a line of holiday goods superior to any in town, yet
considerably lower in price. Had this merchant
made an attractive display of these goods in his
window with prices attached he most surely would
have sold out on them. Instead, he kept them in the
back of his store and, as a consequence, had a lot

left on his hands, while another store sold out a
higher-priced, inferior line mainly because the
proprietor made an attractive window display of
his goods.

It would be well to remember, when planning a
window display, to have a fixed purpose in mind
as to just what you wish to accomplish. It is
better to display one line at a time, or at least
emphasize one line and make the rest distinctlv sub-
ordinate rather than attempt an equal display of
half a dozen lines at one time, resulting in nothing
more than confusion in the mind of the passer-by.
Remembering that there are other windows to be
seen, you will realize the advantage of some pre-
dominating feature to catch the public eve.

Among the points to keep in mind when planning
and dressing your window are balance (relation of
the various objects, display cards, hangers, drapery,
etc., to each other) ; proportion (for instance, setting
smaller objects forward and larger objects back) ;
appropriateness of property (draperies, festoonings,
etc.) as regards the character of the line displayved,
seasons, holidays, etc.; underdress rather than over-
dress; few colors at one time and these conservative
and, above all, in harmony with each other and
the surroundings.

A VALENTINE DISPLAY

T Winpow CoOMPLETE

The display illustrated herewith can be set up
with very little expense, time and work. The dis-
play window shown is seven feet wide and six
feet deep, and while the display looks best with
these dimensions it is well adapted to a window
of any reasonable size and shape.

Here’s all you have to do: From a sheet of red
cardboard, 22x28 inches, cut a large red heart.
Then cut the attached wings, also from red card-
board, and fasten them to the back of the heart and
set i1t about 3 inches from the background. Appro-
priate Spring foliage is arranged as shown in the
cut. Baby ribbon or strips of crepe paper can be
used instead if desired. A quiver with three
arrows and two small wings are cut from gold

Tue Winpow IN OUTLINE

cardboard and embellished with a large bow of
red ribbon. This is fastened to a stand set to the
left of the display.

The Amberola is set on a platform 5 inches high.
A length of velour is puffed on the floor over this
platform and across the front of the window. An
18-inch pedestal, with two glass slabs crossing each
other, is placed to the right, above the center of
which sets a “Van Brunt” illustration. A generous
bow of red ribbon is attached to the right side of
the frame. One hundred Amberol Records are then
placed throughout the display, as shown in the
photograph, the arrangement as a whole making a
most attractive window.



12 EDISON PHONOGRAPH MONTHLY, FEBRUARY, 1916

Artists Behind Edison Blue Amberol Records for February

GEORGE WILTON BALLARD

A native of Syracuse, N. Y., Mr. Bal- [
lard has for many years been among the
leading concert and church tenors in the
East. He started his musical career as
soloist in church choirs in Syracuse,
where he remained upwards of ten
years, participating in important con-
certs in his home town and throughout
the state of New York. His enunciation
and phrasing, those two qualities so
necessary for phonograph work, are
specially commendable.

MARY CARSON

Miss Carson is a native of Houston,
Texas. She has been singing since she
was six years old and is one of the
favorites among FKdison artists, as well
as on the concert and operatic stage.
Her debut in opera was made in Italy,
when she sang Awmina in “I.a Sonnam-
bula.” Her repertoire consists of about
twenty-five operas, in French, Italian
and German, together with almost in-
numerable English songs. Her voice
records perfectly, and all her many
records have become popular.

THOMAS CHALMERS

The New York public heard Thomas
Chalmers with the Century Opera Com-
pany, during its two seasons, and voted
him one of the most promising, if not
the very best baritone before the pub-
lic now singing grand opera in English.
His enunciation is unusually distinct,
which is a bigfactor in making Phono-
graph records. He is extremely versa-
tile, and does everything well, so that
his records are uniformly excellent. His
voice is of beautiful quality and he
handles it perfectly.

HELEN CLARK

This charming and artistic young con-
tralto was born in Rochester, N. Y., of
a well-known and musical family., Miss
Clark’s talent developed early in life,
for even as a child sge was known for
her phenomenal voice, and at the ten-
der age of nine she began singing in
church choirs. The contralto timbre of
her voice soon became very pronounced,
and when about seventeen years of
age she was brought to New York and
placed under Madame Jaeger, of the
Metropolitan Opera House.

BILLY GOLDEN

Black-face comedy, Billy Golden and
James Marlowe have been inseparable
companions for many years. Golden
was born in Cincinnati, but grew up in
St. ILouis, where he originated the
“Cane pat,” now so universally used by
buck dancers. He and his partner,
James Marlowe, have won fame and
applause in all the big vaudeville houses
in the country, where they are always
known as the ‘“Phonograph Boys.”
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IRVING KAUFMAN

Mr. Kaufman possesses
rich tenor voice which has

a beautiful,
received
much careful training under Professor
Samoiloff of Carnegie Hall, New York.
His first stage appearance was at the
tender age of seven, when he appeared

in vaudeville. He is a clever singer,
and his records are always thoroughly
enjoyable. Mr. Kaufman is also one of
the Kaufman Brothers, who make their

phonograph début with the February list.

KAUFNAN BROTHERS

A favorite vaudeville team known throughout the United
States who, in the words of one critic, “Make a thousand
people laugh every day.” And if you include their Phono-
graph work, the number is probably nearer ten thousand.

BURTON LENIHAN

A native of Saginaw, Michigan, Burton Lenihan studied
music for some years in Boston. Then he went to New
York, where he obtained several minor parts in Broadway
musical productions. His opportunity for fame came with
his engagement to sing the leading tenor réle in “The
Firefly”” with Emma Trentini, which he did most success-
fully during the run of this popular operetta. Mr. Leni-
han’s voice records well ang he promises to become a
favorite with Edison owners.

ARTHUR MIDDLETON

Mr. Middleton is one of the leading bass-baritones of the
Metropolitan Opera Company of New York. He has been
there since 1914, and is constantly forging to the front in
press and public opinion alike. Still a young man, b’
career is most promising, and many believe he will short
be the greatest of all operatic artists of his kind.

ISIDORE MOSKOWITZ

Mr. Moskowitz, an American violinist, was for years asso-
ciated with many of the leading symphony orchestras and
also appeared as soloist, after which he left this country
to complete his studies abroad. He later appeared in
Berlin in public with such success that the eminent com-
poser, Max Bruch, sent him the manuscript of his latest
concert-piece for violin and orchestra, to be played in a
public concert at which the Kaiser and his family attended.
Moskowitz subsequently returned to America, where he is
now fulfilling the predictions of a very successful career.

BILLY MURRAY

Mr. Murray’s voice is so familiar to
the public that it is like introducing an
old friend to attempt to say anything
about him. He was born in Philadel-
phia, though he spent his boyhood in
Denver, and now lives in New York. It
was while living in Denver that he first
became interested in theatricals and |
started his successful career. Mr. Mur- :

ray’s popularity among phonograph own-

ers dates from his first records, for his i

clear, strong voice made an instantan- ‘ :

eous “hit.” He is now one of the e
cleverest singers of comic songs before the public.

GLADYS RICE

Miss Rice was born in Philadelphia, daughter of John
Rice and Salley Cohen, who were prominent in the
theatrical world. She made her début in vaudeville at
the Palace Theatre, New York, and has since appeared in
dramatic and musical stock companies. Her personality
is very winning, and through the medium of her records
she is extremely charming.

ELIZABETH SPENCER

Although Miss Spencer’s voice is known
and admired by thousands of Edison en-
thusiasts, there are probably very few
who know that she is the daughter of
William Gilpin, who was G