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The best-known trade mark in the world

“T'he Victor talking machine’s design, ‘ His Master’s Voice,” |
has become a household word, and the quaint little fox terr
attention before the horn 1s familiar to more Americans th

of the world’s great masterpieces.”—COLLIER’S, May

S0,
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THE PLEASURE
DOUBLED

THE COST

cs= DOUBLE RECORD DISCS sive

Zon-o-phone Records are pre-eminently the BEST that money, brains, and a thorough knowledge {
of the art of sound recording can produce.

They are justly famous for their remarkably clear, natural tones, absence of scratch and wearing

uality.
! T%e greatest care is exercised in combining the selections, each side of the disc presenting the
latest and best in popular music or standard compositions. .

The price appeals to the masses, the quality to the classes, making them indeed a popular record at
a popular price.

A new catalogue of Hebrew Single Side Selections has just been issued. Solos by Mme. Prager,
Mr. Juvelier, Master Mirsky, the boy soprano, and other eminent singers. These are undoubtedly the
most perfect Hebrew records ever recorded. 10 inch, 50 cents, 12 inch, 75 cents. ,

Resolve yourself, Mr. Dealer, into a committee of one and investigate these claims. Consider, criti-
cize, compare. ZON-O-PHONE RECORDS will stand the test. A trial will verify all that we say.

Universal Talking Machine Mfg. Co.
Fourth and Race Streets Philadelphia, Pa.

Distributors of Zcn-o-phone (oods:

ALABAMA MINNESOTA OHI0
Mobile ......... W. H. Reynalds, 167 Dauphin St St.Paul......... W. J. Dyer & Bro., 21-28 W. 6th St. Akron ...
Cincinnati.

...Geo. S. Dales Co., 128 S. Main St
..J. E. Poorman, Jr., 639 Main St.

ARKANSAS

Ft.Smith ...... R. C. Bollinger, 704 Garrison Ave. MICHIGAN Cleycliod ......Thpem?paclielyASg.mpany. OntarisiSesed
Detroit......... J. E. Schmidt, 336 Gratiot Ave.

CALIFORNIA

San Franeisco.. Peter Bacigalupi & Sons, 941 Market PENNSYLVANIA
St MISSOURI Allegheny...... II. A. Becker, 601 Ohio 5t.

FLORIDA Kansas City.... Webb-Freyschlag Merc. Co., 620 Dela- Philadelphia.... Harmonia Talking Machine Ceo., 1821
Tampa.......... Turner Music Co., 604 Franklin St Springfield - w(are Et SR BT Arch St.

pringhield ..... orton Lines, oonville St . -

T St. Louis +...... Knight Mercantile Co., 211 N. 12th St. Ph:hdelphu....H.Sé\A Weymarn & Son, 1010 Chestnut
Chicago .... ... Benj. Aliett & Co., 131-141 Wabash Ave. St. Louis........D. K. Myers, 3889 Finney Ave. Pittsburghb ... .. C. C. Mellor Co., Ltd., 819 Fifth Ave,
Chicago ....--. B. Olshansky, 516 So. Jefferson St . e

NEW JE

IOWA EW JERSEY . TEXAS
Des Moines Berreiit Dlis b, 707 Locust S Hohoken........ Eclipse Phono. Co., 203 Washi St B t......K. B. Pierce Music Co., 608 Pear] St
Deluaie ... Harger & I Cecurity Bld

KANSAS N g CANADA
Topeka «..vues nahizer-S F Brooklyn.......F. W. Rous Co., 435 Fifth Ave. Toronto..... ... Whaley, Royce & Co., Ltd., 168 Yonge

Kansas Ave Brooklyn....... B. G. Warner, 1213 Bedford Ave. St

MARYLAND Vaneodver, B.C.M. W, Waitt & Co., Ltd, 568 Gran-
Annapolis ...... Globe House Furn. Co. ville St
Baltimore ...... C. S. Smitk & Co., 441 W. Baltimore St, NORTH DAKOTA Winnipeg, Man.\Whaley, Royce & Co., Ltd.

Baltimore ...... Louis Mazor, 71428 E Pratt St Fargo..........Stone Piano Co., 614 First Ave., N. Yarmouth.. ... Yarmouth Cycle Co.
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IS THE SALESMAN BORN OR MADE?

Important a Factor in the
Making of a Successful Salesman as is
Heredity—Certain Principles Must be In-
corporated in His Make-up in Order That He
May be Successful.

Environment as

All things considered, the most essential issue
in the science of the distribution of merchandise
to-day is the salesman.

Many people think that salesmen are like
poets—“born, and not made”’—forgetting, per-
haps, that there are good and bad poets, as well
as salesmen. However, we are willing to con-
cede that a salesman may be born, but, like
everything else on this mundane sphere, he can
be made, and the manner in which he may be
made, granting that the fundamental principles of
salesmanship have been born in the man, is by
associating his talents with those surroundings
which will best answer for their further devel-
opment. In other words, environment is just as
important a factor in the making of a successful
galesman as is heredity, as it is literally “up to”
the man to place himself in touch with the
live wires of trade in order to carry out the
promises of his birthright.

Environment Most Important to a Salesman

Environment to the salesman who does things
Is everything. It means that he must know thor-
oughly all about his goods—not merely that they
are the best values possible to sell at a certain
price, but why they are. It means that he must
know each step in their manufacture, why it
was taken, and why another was disregarded, in
order that the firm might offer a higher grade
product or perhaps a cheaper and less attractive,
but a more staple product for some special trade
It means that the salesman who is making full
use of his environment must be able to converse
fluently upon all these points, telling the buyer
In every case the actual merits and weaknesses
too, of what he is asking him to spend his good
money for.

In order to get the most from environment, the
salesman should move among a clientele who ap-
preciate actual statements of fa~ts in regard to
merchandise bought and who accept the counsel
of a keen business man who is looking out for
the best interests of his customers, to this end
making the frank and commendable statement
that he dcsires continued reorders in the future.

The Salesman’s Duties to His Customers.

To secure the greatest amount of benefit from
environment, the salesman should associate him-
self with a firm that will back him up in these
policies; a firm that will call a spade a spade,
and one which will not countenance any desire
of a salesman to load up the customer with such
goods as would, in his judgment, prove to be
“stlckers.”

The salesman who secures the largest amount
of benefit from such an association is the one
who always has in mind the purchasing proclivi-
ties of the ultimate customer in every case. 1t
does not matter what the malker, the jobber or
the dealer believes, if the salesman has honest
convictions that another style of goods would
prove more satisfactory to his customer than the
one most favored by him, it is his plain duty t»
state his doubts and advise light orders on the
line In question.

This is the sort of salesmanship which wins out
in the long run, and it wins out because each
season the salesman who employs these methods
adds more names to his list of firms who swear
by his judgment, and who cannot be swung over
by a rival house, no matter what rosy tradc
propositions are made to them.

The buyer who is fortunate enough to be able
to purchase through this kind of a salesman has
practically addcd, without division of profit, an-
other partner to his firm. He knows that he Bgets

a square deal. He knows that he does not have
to waste his time or exercise his wits in any
cndeavor to pick a flaw in the goods presented
to him, or watch for any concealed double mean-
Ing in a statement made. He knows that the
salesman is O.K., and that his house will back
up every statement or promise that he makes;
and so he continues to give his orders to the
firm and to the salesman who makes good—not
most of the time, but all of the time.

No salesnian can be successful unless these
principles are included in his make-up, and 1f
they are, he will find his orders grow hand-in-
tand and kcep pace with the success of those
who buy from him; but environment rightly
rounds off these basit principles of successful
salesmanship, puts them in practical shape and
on a working basis.

If, then, you salesmen, who are born with a
high talent for your chosen profession, will place
your talents in the proper environmen:, with
the right goods owned by right people, you will
receive a full realization of the golden promises
of your birthday.

CONCERT FOR CLOISTERE-D NUNS.

A Great Treat Prepared for Them Through the
Courtesy of O. K. Houck Piano Co.—Enjoy
the Victor Machine and Records Immensely.

(Speclal to The Talking Machine World.)
Memphis. Tenn.. Feb. 1. 1410.

The Sisters of the Good Shepherd and 150
of the young woman in their care enjoyed a
very iuteresting concert recently through the
courtesy of the O. K. Houck Piano Co., of this
city. An exceptionally line line of Victor rec-
ords funrnished the program. with Alr. Newburn
acting as director.

The Sisters ot the (iood Shepherd are a
cloistered order. only two members of the com-
munity ever leaving the convent. and these only
on urgent business connected with the needs ot
the institution. So the outer world is an un-
explored region. They kunow only such of its
interests as may be brought to them. The su-
perioress, Mother Good Sliepherd by name, is a
violinist ot ability. Knowing this, a friend of
the institution brought the atter to Mr.
Houck's attention, and since they could not
come to the concert, the concert was carried to
the sisters.

Mr. Newburn placed the Victrola at the upper
end of the big reception hall. which seats sev-
eral hundred, and there the sisters and the peni-
tents gathered to hear selections from grand
opera sung by AMelba, Farrar. Calve, Caruso.
Scotti, Tetrazzini and oihers. There were a few
catehy popular airs, especially for the girls, and
good violin selections from Saint Saens’ com-
positions, brought along for the especial pleasure
of the superioress. For over two hours the mu-
sical treat was heard.

While the institution ‘is conducted by a Catho-
lic sisterhood and supported almost entirely by
Catholic donaticns, its doors are open to every
known denomination. and less than one-fifth of
the inmates arc Catholics.

The musicloving triend of the convenl who
had suggested the sending of the Victrola to the
convent and the reporter stayed a little while
after the concert. They sat at a dainty table in
a room opening off the reception hall. and coffee
and home-made cakes were served them. The
three sisters did not eat. The rules of their or-
der forbid their eating outside their refectory.
They sai and talked of things out in the big
world beyond their walls. More especially they
talked of the work of the Catholic missionaries
and the labors of their predecessors who have
gone far into the depths of African forests; of
the early American martyrs, Father Jongucs and
his fellow workers; of the Jesuit explorer who

advanced the lakes-to-the-gull idea before James-
town was a perceptible dot on the map; of Pere
Marquette and his work on the upper Missis-
sippi; of Father Junipero Serra and his long
line of missions in California.

FOLLOWING UP CUSTOMERS.

What a Jobber Has to Say Regarding the Dealer
Who Does Not See That Machines Sold by
Him Remain in Good Order—How It Affects
Sales—A Suggestion Worth Considering.

A progressive and successtul talking machine
jobber, located in the Middle West, while dis-
cussing subjects of interest in that trade ve-
cently. laid particular stress upon the fact that
to be really successful the dealer should not get
out of touch with the customer as soon as he
had purchased an outfit and simply be content
with sending him the list of new records each
month when they came out.

“Even though the purchaser of a machine
nevar buys another thing from the dealer, thc
deater should make it a point to be sure that
the machine is in good running order at all
times,” said the jobber, ‘‘for every machine sold
acts as an advertisement, whether good or bad,
depending upon tbe dealer himself. Did you
ever live or visit in a neighborhood where there
was a talking machine that wheezed and
scratched and proved a source of torment gen-
erally for the neighbors? How many possible
sales are killed by such a machine. those who
would like to own a talker becoming disgusted
with what they hear of the neighborhood pest
and not being easily persuaded to put aside their
prejudices and investigate the merits of a first-
class machine, in good condition.

“The dealer who sells a machine that pans
out as the one reterred to and who makes no et-
forts to persuade the owners to have it put in
good coudition, or to fix it free it the trouble is

slight, is simply throwing away money and
trade.. Tbough the care of machines after sale

may cost him a little money, the effect on his
trade will more than compensate him for the
outlay.

“One dealer of my acquaintance has worked
on the plan of having his salesmen call upon all
those who have purchased machines from them
at least once in every month or two and inquire
it the machine is giving satisfaction; trying it
out, if possible, with a new record. Besides ad-
justing many small troubles before they become
serious, it has been found that the record sales
have been considerably augmented through the
judicious selection of records with which the
salesmen tcst the machines. Needless to say
that dealer has built up a strong trade in his
particular territory.”

TALKING MACHINES IN SCHOOLS.

Demonstration of Successful Methods Made at
California Teachers’ Convention—Outfits
Now Used in Berkeley Schools.

At the rvecent conventiou of the California
teachers, held in San Francisco, the teachers of
the music section held a special session for the
purpose of discussing the best pedagogic
methods. One of the interesting features of the
session was the demonstration of the method of
tecaching music through the medium of the talk-
ing machine, at present being used in the
schools in Berkeley and which is said to be an
unqualified success. Miss Victorine Hartley. of
Berkeley, explained the systeni, playing a nun
ber of operatic selections for the benefit of
teachers. Miss Hartley, however, criticized the
reproduction through the metallic horn, claim-
ing that it distorted the music. The ‘“talker”
idea, however, was enthusiastically approved.
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THE VALUE OF DIPLOMACY.

A Few Facts Gleaned by the Writer Regarding
This Trade Winning Talent—Every Dealer
Should Acquire It, for It Means Prosperity.

In order that 1 might not write theoretically
but stick close to facts in the preparation of this
article, [ made it my business to visit the diiferent
retail dealers in my native city, and, whenever
possible to do so, analyzed their methods of do-
ing buslness, their nianner toward custoniers,
etc., my one aim being to prove beyond the re-
motest semblance of a doubt that diplomacy is a
valuable asset to the “talker” man. Whether or
not I have been successful I will leave to the
good judgment of my readers.

There are a number of stores situated ou the
same thoroughfare which brag of their courtesy
to patrons, and verily it is no idle boast. I hap-
pened in at one of them on a day not so very
long ago and was thrilled by the winning man-
ner of the salesmman who came smilingly to
greet me. I did uot purchase a record, vet he
played everything I asked for, not only with
willingness, but augmented the concert with lit-
tle anecdotes of the talent, which. while famillar
to me, were none the less impressive. After I
had takenr up as much of his time as I felt to be
in keeping with good taste 1 asked permission
to remain while he waited upon other patrons
wlo were awaiting their turns. The same was
cordially granted, and during the hour I sat and
watched his selling methods 1 became a staunch
convert to diplomacy.

One old lady was particularly hard to suit.
She had a cheap machine at home and very lit-
tle cash to spend for records, and therefore de-
termined to get her money’s worth. Record
after record was placed upon the turntable only
to be greeted with contemptuous disdain. At
last, however, by polite questioning, he deter-
mined just the character of selection she most
admired. After that it was plain sailing. “Sil-
ver Threads Among the Gold,” “Bell Bran-
don “Juanita” and “The Golden Wedding”
were rendered one after the other, and
she purchased them all without a criticism. As
she was paying her bill she remarked, with a
break in her voice, “I'm afraid I've caused you
a lot of trouble, but before now I have always
had such a time in getting records to really
please me. These that 1 have just bought from
you are beautiful, and 1 thank. you for your
kind attention to a poor old woman.”

The young fellow took her cold, withered hand
in his warm, brown one, and I thought, though
1 may have been mistaken, that I discerned a
mist in his eyes as he answered, “It was a
pleasure to wait on you, and I sincerely trust
you will call again very soon. Come in and see
us whether you care to buy or not. We will
always be pleased to have you.”

“Thank you, sir; thank you,” she replied, and
taking up her package she wended her way
feebly out of the store into the husy street be-
vond.

Since my initial visit, at which time I wit-
nessed the above, I have called quite frequently
and always found the entire establishment bub-
bling over with diplomacy. Upon the poccasion
of my last visit 1 was honored by being ushered
with muech ceremony into the private sanctum
of the proprietor.

“I want to congratulate you upon your splen-
did organization, Mr. Smith,” 1 began.

“Yes,” he interrupted. smiling, “my boys are
all right. They either have to be or else find an-
other job. I will not tolerate a salesman who
is not willing to take a stremuous course in the
study of diplomacy. No business, Mr. Middle-
ton,” he continued earnestly, ‘“can be run suc-
cessfully without tact, and in the ‘talker’ line
where we are coming into constant personal con-
tact with our customers, to neglect it is to court
ruin. I train my salesmen very carefully, and
when their education is completed and they
have absorbed my ideas they cannot fail to be
competent and tactful. Here is a set of rules
my men are requested to follow which J will be

EXEMPLIFYING DIPLOMACY.

glad to have you use if you care to do so. I
think they should prove interesting to talking-
machine dealers in general, for they preach a
simple sermon of common sense in every line.”

Taking the printed sheet from his outstretched
hand, 1 read the following:

TEN BUSINESS COMMANDMENTS.

1. No matter what priced raiment your pa-
tron wears, give him the courteous attention he
is entitled to.

2. You are not employed to snub or criticise,
bhut to sell goods.

3. Be especially kind to the old and infirm.

4. Become familiar with the lives of the reec-
ord talent in order that you may answer intel-
ligently any question asked you upon this sub-
Ject.

5. Dress neatly. You are expected to be in
harmony with your surroundings. The satin
beauty of the Victrola does not blend well with
a soiled collar.

6. XKeep posted on the subject of record num-
bers. A good salesman should be able to find
what he wants without resorting to a catalogue,
thus saving time, and time is money.

7. 1f you do not happen to have the record
your customer asks for in stock send the boy
for it on the run. You cannot afford to lose a
single sale if it ecan be avoided by reasonable
effort.

8. Cultivate the art of sizing up your cus-
tomers. Learn to cater to their wants at once
without playing a long program of selections
they are not interested in or do not show an
inclination to purchase. Find out their tastes,
then sell them the goods.

9. Do not keep customers waiting. They will
appreciate prompt service as much as anything
you can give them. It will prove an attraction
that will draw others into the fold.

10. Use your head. Some of the snappiest
ads. ever printed in a trade journal were born
in the fertile brains of ambitious and observant
salesmen.

Of course, there is the other side, but why
speak of it. I could tell you of impudent young-
sters masquerading as salesmen, of grouchy
managers, and a general air of pessimistie
gloom, but it is unnecessary, because by investi-
gation, most rigidly made, brought to light the
cheerful information that when diplomacy is
used to the best advantage prosperity results.
Diplomacy.

It you would be successful,
Put on your sweetest smile;
Lay in a stock of courtesy
Qerspread with grace and style.
Make friends with Grouch and Know-It-All,
And when they've had their say,
Confront them with diplomacy—
You’'ll land ’em sure that way.
—HowarDd Tayror MIDDLETON.

ROBERTS PLEASING PUBLICITY.

The W. J. Roberts, Jr.,, Co.,, 715 Prespect ave-
nue, Cleveland, O.. have issued an extremely
interesting little volume entitled ‘“What This Vie-
tor Store Means to You.” It contalns exterior
and Interior views of Mr. Roberts’ establisbment,

in whieh a very fine line of Vlctors and Edisons
are admirably displayed. The literary matter is
right to the polnt—instructive and interesting.
Literature of this kind is both helpful to the
dealer in a local way and supplements the pub-
licity efforts of the manutacturers most effec-
tively.

VALUE OF A SCRAP BOOK

Of Interesting Clippings to the Merchant—
Many Valuable Suggestions Thus Kept at
Hand—Much Time Thus Saved.

Few dcalers have realized the importance
of an index containing all information whicl
would be of help to them, contained in the various
trade papers to which they subscribe.

In every issue there is apt to be one or more
articles in which you are particularly interested
—in fact, trade papers are a mine of information;
but in reading them it is impossible for one to
remember every good thing unless he has some
method of reference.

Papers are filed or laid away and when the
tinme comes to use that particular information the
paper has either been mislaid or the reader has
forgotten in which issue the article appeared.

This means a loss of time going through a pile
of papers, and you may not find it at all, thereby
losing a valuable idea or an imperfect carrying
out of a plan from memory. Trade papers, as a
general rule, are read through hurriedly by busy
men until something strikes them which they
would like to dwell on a little later.

Wouldn't it be a hundred times better if each
particular article were indexed so that you could
lay your hands on it at any future time at a
minute’s notice?

The idea of which you retain but a faint recol-
lection is brought before you in a clear manner
once more, says the Sporting Goods Dealer. One
index will serve to cover all papers, so that it
will not be necessary to have more than one
index for reference to everything he has been in-
terested in in a trade paper.

Identification marks should appear opposite
each item, showing in which paper it appeared.

If you don’t care to go to the expense of a card
index, a scrap book will answer the purpose just
as well, although a card index is very easily
made, as you can buy index card systems for
about $2.50 or you can make them yourself, cut-
ting them from heavy cardboard about five inches
wide and inserted in an ordinary candy box of
suitable size. The division letters should be
drawn on large enough so that they can be
readily seen.

SPEAK GENTLY TO CENTRAL.

Copenhagen Telephone Exchange Catches All
Angry Words on a Gramophone.

Exasperated telephone users who have been
indulging in harsh language to the telephone
girls have been brought to book by the tele-
phone administration of Copenhagen.

At first the identification of the offenders was
difficult. Then a gramophone apparatus was in-
stalled in the central exchange, on which all
unseemly language was recorded.

Some of the worst offenders were then sum-
moned to the directors’ office. When they de-
nied the charge they were convicted by an ex-
act repetition in their own voices of their hasty
remarks.

Telephone manners and language in Copen-
hagen are now greatly improved.

What if this plan should be adopted in New
York?

SLEZAK A GREAT ARTIST.

It is apparent that Slezak is one of the great
artists whose records will command a sale
equal to the best efforts of any artist who ever
visited this country. Slezak performances are
an artistic triumph in every definition of the
term, and the National Phonograph Co. are to be
congratulated on securing the services of so great
an artist.
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Quality

That’s the big idea behind the Victor, the thing that has made the Victor

business what 1t 1s to-day.

Quality has placed the Victor in a class by itself—has put it above compe-

tition.

That’s the kind of instrument you are handling, Mr. Victor Dealer.

Make use of this “quality” 1dea. Tt will help you to build up your busi-
ness, to make the most sales and the greatest profits, to add to your prestige, to
establish yourself firmly with music lovers and people of wealth and refinement.

Victor Talking Machine Co.

Camden, N. J.,, U. S. A.

Berliner Gramophone Co., Montreal, Canadian Distributors.

To get best results, use only Victor Needles on Victor Records.

Full information can be obtained from the following Victor dealers:

Albany, N. Y...... Finch & Haha.

Altoona, Pa. . W, H. & L. C. Wolie.

Atlanta, Ga Elyea-Austell Co.
Phillips & Crew Co.

Austin, Tex...........The Petmecky Co.

i veveeess Cohens & Hughes,
Baltiore. M E. L. Droop%\ Sons_Co.
H. R. Eisenhrandt Sons.
Wm. McCallister & Son.

Bangor, Me........ ...M. H. Andrews.

Birmingham, Al....E. E. Forbes Piano Co.
Talking Machine Co.

Boston, Mass..... +v..Oliver Ditson Co.
Tl\e Eastern Talkmg Machine

M. Steinert & Sons Co.

Brooklyn,N. Y........Amcrican Talking Machinc Co.
Buffalo, N. Y... ..W. D. Andrews.

Neal, Clark & Neal Co.
Burlington, Vt... ...American Phonograph Co.
Butte, Mont. .Orton Brotlers.

.The Klein & Heffelman Co.
.Stone & Barringer Co.
..Lvon & Healy,

The Rudolph Wullltzcr Co.
. The Talking Machine Co.
Cineinmati, O...... +..The Rudolph Wurlitzer Co.
Cleveland, O..........W. H. Buescher & Son.

Collister & Sayle.

The Eclipse Musical Co.
Columbus, O......... Perry B. Whitsit Co.
Dallas, Tex.. .Dallas Talking Machine Co.
Denver, Colo.......... The Hext Music Co.

Thce Knight-Camphell Music

0.

Canton, O...
Charlotte, N. C..
Chicago, IIl...

.Chase & West.
Harger & Blish, Inc.
.Grinnell Bros.
.Harger & Blish, Inc.
-French & Dassett.

Des Moines, lowa.
Detroit, Mich.
Dubuque, low
Daluth, Minn

El Paso, Tex-.........W, G. Walz Co. Omaha, Neb...,...... A. Hospe Co,
\chraska Cycle Co.
Galveston, Tex....... Thos. Goggan & Bros. Piano Player Co.
Grand Rapids, Mich..J. A. J. Friedrich. q 5 2 g
Honolulu, T.H........ Bergstrom Music Co., Ltd. ot 1o oxoo(Spes (6 ket €T
i i 0600 i Philadelphia, Pa..... Sol Bloom, Inc.
Indianapolis, Ind. Musical Echo Co. - P T is TS Brother.
Waulschner-Stewart Music Co. J E. Ditson & Co.
Jacksonville, Fla.....Carter & Logan Brothers. PeJ g}(’appg &ashon(,o e
s : n Nogr: N
Kansas City, Mo..... J. V. Jenkins Sons Music Co. e n. \v‘é,ufanﬁ R Son.nlnc
Schmelzer Arms Co.
Lincoln, Neb.......... Ross P. Curtice Co. Pittsburg, Pa. . C. C. Mellor Co., Ltd.
Little Rock, Ark......0. K. Houck Piano Co. Standard Talking Machine Co.
Los Angeles, Cal.....Sherman, Clay & Co. . Portland, Me..........Cressey & Allen.
Louisville, Ky ..... Montenegro-Riehm Music Co. Portland, Ore.........Sherman, Clay & Co.
Memphis, Tenn..... E. E. Forhes Piano Co. Riehmond, Va ...... The Cable Piano Co., Inc
0. K. Houck Piano Co. W. D. Moses & Co.
Milwaukee, Wis..... Lawrence McGreal. Rochester, N. Y...... The Talking Machine Co.

Minneapolis, Minn. ... Minnesota Phonograph Co. Salt Lake City, Utah..Carstensen & Anson Co.

Mobile, Ala. .... ~\Vm~A H. Reynalds The Consolidated Music Co.
Montreal, Canada.....Berliner Gmm""_hm‘c Co, Ltd. San Antonio, Tex..... Thos. Goggan & Bros.
Nashville, Tenn...... 0. K. HO\_xck anm? Co. SanFraneisco, Cal....Sherman, Clay & Co.
Newark, N. J... Price Talking Machine Co. Savannah, Ga. .. Phillips & Crew Co.

Newark, 0....... The Ball-Fintze Co. Seattle, Wash. . Sherman, Clay & Co

New Haven, Conn....Henry Horton. Sioux Falls, S. D....,.Talking Machine Exchange.

New Orleans, La...... Nat'l Auto. Fire Alarm Co. Spokane, Wash. .....Eilers Piano House.
Philip Werlein, Ltd. Sherman, Clay & Co.

New York, N. Y...... Blackman Talking Machine Co. St. Louis, Mo.........Koerher-Brenner Music Co.
Sol Bloom, Inc, St. Louis Talking Machine Co.
C. Bruno & Son, Inc. St. Paul, Minn....... W. J. Dyer & Bro.

1. Davega, Jr., Inc.

‘ S. B. Davega Co Koehler & Hinrichs.

Chas. H. Ditson & Co. Syracuse, N. Y....... W. D. Andrews.
acotiMusichBoxRCo: vecsssssssas The Hayes Music Co.

Tslam{ay groPthersa,“Inc. Toledo, O Thg \Vhi(ne; & Currier Co.
t

Bcann) e!éwn - Wishington, D.C..... F. Droop & Sons Co.
New York Tnlkmg Machine Co. John F. Ellis & C
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WITH THE TRADE ON THE PAGIFIC COAST.

Despite Natural Post-Holiday Dulness January
Taking Over and New Goods Now Being

Trade Proves Satisfactory to Dealers—Stock
Received—A. J. Pommer Buys Out the Pacific

Phonograph Co.—Kohler & Chase Now Handling Only the Columbia Line—Lauder Records
in Demand—Personal lItems of Interest—New Concern in Tacoma, Wash.

(Special to The Talking Machine World.)

San Fraucisco, Cal., Jan. 29, 1910.

After the phenomenal business of December
evenl an ordinarily busy season would seem
rather tame, aud the talking machine business

this month has been rather quiet all over the
Coast. and as much so here as aiywhere else.
Such a reaction, however, always comes in Janu-
a1y, and as the past month has been much bet-
ter than the same month ot last yearv, and as
good as almest any January on record, there is
10 feeling of disappointment. A liftle scason ot
quietness has, in fact, been very welcoie to most
dealers, who had sold out most of their goods
and needed a little time to take stock, replenish
their lines, and prepare for the new season’s
business. Stock-taking is now about over, and
»hile many shipments of new goods were con-
siderably delayed on the way, they are now com-
ing in rapid’'y. At the same time, several changes
have taken place in the local trade, and the
line-up for the new year is a little different from
that of last season.

The outlook is very satisfactory im all parts
of this territory. Sales in the country distriets
Iave been very large for the last year, and every
machine placed in the country generally brings
cut additional inquiry, besides the increased de-
mangd for records which every machine sold in-
volves. The general prosperity of both city and
country leads dealers to look for even a larger
distribution of talking machines this year than
last.

The most important change made of late is the
purchase of the business of the Pacific Phono-
graph Co. by A. J. Pommer, a former piano
dealer of Sacramento and various other places
on the Coast. When Mr. Pommer sold out his
piano business in Sacramento to Sherman, Clay
& Co. a short time ago it was thought that he
would retire from active business life, and the
new move has been a distinct surprise to the
local trade, The Puacific Phonograph Co., started
last year as an outgrowth of the wholesale talk-
ing machine department of Kohler & Chase, with
an agency for the Edison line, has made good
progress under the management of C. M. Jones,
and is now one of the leading jobbers on the

Coast. There had been no previous intimation
that Kohler & Chase were disposed to give up
their iuterest in the enterprise, but they were
donbtless persuaded that they could devote their
attention moie profitably to the piano and retail
lines. The lack of space in the new building for
a wholesale stock was also a factor in this de-
cision, the stock of the Pacific Phonograph Co.
having always been Lept in Oakland. Mr. Poiu-
mer has transferred his headquarters from Sac-
ramento to that city, taking charge about Janu-
ary 15. He will continue the business under the
same name as before. Mr. Jones is now at work
on the books, but as soon as the details of the
transfer have been completed will probably move
his headquarters to Oakland.

Kohler & Chase have disposed of all the old
lines in the talking machine department and
are now handling Columbia goods only, this de-
partment being virtually a branch of the Colum-
bia Phonograph Co. F. R. Anglemier, formerly
with the Columbia branch on Van Ness avenue,
is manager of the department, and is well satis-
fied with the manner in which the year has
opened. The Columbia goods were prominently
featured in the opening recitals in the new
Kohler and Chase huilding at the first of the
year, giving the department a fine send-off, and
Mr. Anglemier believes that the location is about
the best for the purpose in the city. He has a
fine display of Grafonola machines, and says
the Regent machine has made a great impression.
Mr. Beck, who took charge of the retail depart-
ment of Kohler & Chase some months ago, after
being with the Columbia for many years is now
Laudling Columbia goods for Kirk, Geary & Co.,
the distributers in northern California.

W. S. Gray, Coast manager for the Columbia
Phonograph Co., has just returned from Los An-
geles, where he combined busine:s with pleasure
and went to see the aviation meet. The com-
pany’s main office and distributing headquarters
are still on Van Ness avenue, and will remain
there indefinitely. The placing of this line with
Kohler & Chase has opened a retail outlet which
could hardly be surpassed, and the present loca-
tion serves all purposes of the wholesale business
quite well for the present. The new year has

What a Successful Jobber Means

Qur success of 1909 has spurred us to greater activity to

increase our facilities to better
Every practical device known
Machine House is in use here
orders quickly, completely and

care for dealers’ orders.
to the Modern Talking
to assist in despatching
in factory condition.

LEST YOU FORGET.—The promptness with which your jobber
fills your orders and the quality of the goods sent is a great factor in
deciding whether your customer will come back to you or go

somewhere else for his next purchase.

We point with pleasure to our hundreds of successful dealers who
buy from us year in and year out, because they can depend on our
service and quality. Send us your orders and share in our success.

EASTERN TALKING

Victor Distributers

177 TREMONT ST., BOSION, MASS.

MACHINE COMPAN

Edison Jobbers

started in well for the wlolesale department, and
the new Grafonola machines give the company
a stronger hold than ever on the high-class trade.
They are in constantly increasing demand, and
it has Dbeen hardly possible to keep a supply
of all the different models of this machine.
Several dealers here made a feature of Harry
l.auder records during the visit of that vocalist

Latder !

4 b bt

BACIGALUPL'S LAUDER WINDOW.

a couple of weelks ago, but the great hit was
made by Peter Bacigalupi & Son, who gave up
their window entirely to a display of these popu-
lar records. The Lauder concerts were a great
success all over the Coast, and the sale of the
records has been enormous. Mr. Bacigalupi re-
ports considerable improvement in the wholesale
business, and is now shipping out goods on new
orders, as several delayed shipments are arriv-
ing.

Harry Lauder appeared in Oalland this week
and dealers there are calling attention to his
records. Sherman, Clay & Co. are giving some
strong advertisements to his records in the Vic-
tor line, and having a good run on them.

Andrew G. McCarthy, manager of the talking
machine department of Sherman, Clay & Co., has
just returned from Los Angeles, where he wit-
nessed the aviation meet. He states that the
company’s southern talking machine distributing
point, which closed the year with practically
everything sold out, is now getting in plenty of
goods, and has had a very satistactory January
run. He is well pleased with the outlook, and
believes this year will be far ahead of last in the
talking machine line.

D. Blaine, an Edison dealer of San Luis
Obispo, Cal, is now in San Francisco.

Mr. Hansen, formerly with Lyvon & Healy in
Chicago, and later with Sherman, Clay & Co., is
now manager of the talking machine department
of the H. Hauschildt Music Co.’s new store in
San Francisco. He says that for a new store
the business this month has been extremely grati-
fying.

The Caldwell-Thornburgh Piano Co., which re-
cently opened a new store at Whittier, Cal., have
put in a talking machine department, and are
giving weekly recitals with high-class machines
and records.

The Goodale Phonograph Co. are a new firm of
Tacoma, Wash. They are capitalized at $500,000,
the parties interested being F. C. Goodale, A. H.
Garretson, F. E. Coombs and Geo. Trust.

COLUMBIA ACTIVITY SOUTH.

H. A. Yerkes, manager of the Columbia Co.’s
wholesale department, states that W. H. High-
tower, Galax, Va, will take on the Columbia
line for his chain of stores throughout the State.
Also that the E. E. Forbes Piano Co., Birming-
ham, Ala., had just placed an order for 10,000
Indestructible cylinder records, to go forward in
one shipment immediately. The Forbes Co. are
doing an excellent business in Columbia goods,
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THE HIGH LIVING CRUSADE.

Effect Upon General Trade as Noted by a New
York Jobber—Possible Talking Machine
Customers Made Over-Cautious.

A well-known talking machine jobber located
not a thousand miiles trom New York, in discuss-
ing the way the business had panned out thus far
in 1910, stated that while the trade had been
fairly good as a rule, it was his opinion that the
present crusade in the daily papers upon the
high cost of living had a decided effect upon the
talking machine businezs as well as on other
lines that might be classed as luxuries rather
than necessities.

“While we all realize that the cost ot living has
advanced and continues to advance, we do not as
a rule believe that it is an indication of a com-
ing depression, but rather to the contrary. In
many instances, however, that have come to my
notice the newspaper crusade has had the effect
of giving unthinking people the idea that a panic
at least is approaching. This belief is strength-
ened by the recent failure of several stock con-
cerns in Wall street, whose downtall was felt
chiefly by the speculators rather than the gen-
eral publie.

“The daily papers naturally seize upon any-
thing that will make sensational reading for their
1eaders and enlarge upon any available matter,
such as the boycott of the meat trust and the
government investigations. The family who
have planned to buy a talking machine or a
piano, especially if they are depending upon
salaries, are naturally uncertain and alarmed as
to what the outcome will be, and as a matter of
precaution put any surplus cash away until the
atmosphere clears up.

“Of course we realize that the above idea is a
wrong one, but nevertheless the effect is real,
and it is to be hoped that the situation will
change before any real damage is done. With
all the various industries of the country active
and the money situation loosened up, there
should be no reason why the present year should
not be a record breaker, despite the alarmists,
whose work every talking machine dealer should
make every effort to combat.”

NEW FORM OF MUSICAL BED

Shown by a Paris Dealer—Soothing Music Pro-
vided at Night and Discordant Janglings in
the Morning—Offers Great Possibilities.

A furniture dealer in Paris is showing a nov-
elty in the torm of a bed, which is an improve-
ment on a similar one which attracted attention
afl the last Paris world’s tair. It is to all ap-
pearances an ordinary bed, but the weight of
the body upon it sets a clockwork in motion,
and this operates a music box, which gives torth
soothing melodies. The lullabys which it plays
are supposed to induce sleep. By means of a
dial at the head of the bed, the person who oc-
cupies it fixes an alarm for next morning. This
produces, when the hour arrives, discordant
sounds, to which the person in the bed must pay
heed, because failure to rise within five minutes
after the noise has begun will cause the bottom
of the bed to fall out.

1t would seem that the proper thing to do
would be to substitute a talking machine tor the
music box and have suitable vocal selections at
night and loud yells in the morning.

CONVENTION OF INVENTORS.

First Gathering of Its Kind Scheduled to be
Held in Rochester, N. Y., in June—Ex-
hibition of Patents and Models.

The first convention ot inventors in the United
States will be held in Rochester, N. Y., June 12
to 18, inclusive, according to the present plans.
Some of the most prominent inventors in the
country in vavious fields are expected to be pres-
ent, including Thomas A. Edison, Nicola Tesla
and others. A special teature of the convention
will be an exhibition of patents and models ot al}

kinds, and all arranged in groups according to
the various trades to which they apply. It is to
be expected that there will be a number of pat-
ents relating to talking machines on exhibition.
The spaces for the exhibits will be free.

BLACKMAN CO. SECURE PATENT

Upon Their Well-Known and Popular Record
Tray—Find January Business Very Good
Considering the Time of Year.

The Blackman record tray, which is so well
known in the trade, and which many talking
machine dealers find well-nigh indispensable in
the systematic arrangement ot their record stock,
is now securely protected by United States letters
patent issued on December 28; 1910. The trays
themselves and the convenience they afford are
too well known to require comment.

J. Newcomb Blackman, president of the Black-
mian Tatking Machine Co., in discussing the busi-
ness thus far in the new year, stated that his
company had no complaint to make, especially
for the month following the holidays. Mr. Black-
man remarked that the only cloud on the busi-
ness horizon was the possible effect of the present
crusade against the trusts and the high price of
living, which, while not really indicating danger,
nevertheless will very likely frighten some pos-
sible talking machine customers and cause them
to hold on to their money for a while longer.
However, Mr. Blackman is not worrying in the
slightest degree and does not pose as an alarmist
in any sense.

JOS. JUNGBECKER A VISITOR

To the United States as the Representative of
Jos. Zimmermann, Needle Manufacturer.

Josef Jungbecker, representative of Jos. Zim-
mermann, the talking machine needle manufac-
turer of Aachen, Germany, has been visiting the
trade in the United States during the past couple
ol weeks. Mr. Zimmermann is one of the largest

manufacturers of needles in the world. His pol-
icy is to produce products of quality, and the
Condor needle is known and appreciated wher-
ever high-class talking machines are used. Mr.
Jungbecker is not a stranger to the United States,
as he was over here some seven years ago. He
is a gentleman ot pleasing address and a well-
equipped business man, who understands the
needle situation thoroughly. It is probable that
before his return to Europe he will celect some
establishment to take charge of the output of the
Zimmermann needles in this country.

ELLIS HANSEN TO EUROPE.

The Well-Known Designer of Victor Window
Displays Leaves on a Two Months’ Vacation
to Denmark.

Ellis Hansen. well known as the designer of
the Vietor window displays, and who has been
connected with prominent houses in the talking
machine trade, left last week for his old home
in Copenhagen, Denmark, on a two months’ vaca-
tipn. On his homeward trip Mr. Hansen will
visit Berlin, Paris and London, and look over
the window advertising field in these progressive
trade centers. Mr. Hansen was accompanied by
his young son.

SELL PRIZE ORCHESTRION.

Marin & Co., Stockton, Cal., recently sold for
cash the large Wurlitzer concert orchestrion
which took the first prize at the Alaska-Yulon-
Pacific Exposition last year. The instrument
will be installed in a local picture theater.

M. W. Waitt & Co.,, the enterprising piano
dealers of Vancouver, B. C., are among the pro-
gressive talking machine dealers of the Do-
minion. They are consistent advertisers and
trade developers, and as a result are paying close
attention to the talking machine department ot
their business, and have built up a splendid
tollowing in British Columbia.

{Quiere Vd.
que le dé

de ingles?

Es tan facil aprender el inglés con el sistema I. C. S y ademas ¢l conocimiento
del inglés es muy util en los tiempos modernos.

El sistema I. C. S. para la ensefianza de idiomas por medio del fondégrafo facilita
el aprendizaje de un idloma extranjero, y tiene que mtcresar notablemente & miles

de personas.

El vendedor de fonografos que no tiene los equipos 1,

C. S para

aprender idiomas, de seguro que estd descuidando un medio rapido ¢ infalible de

aumentar sus negocios.
$35 oro, es una maravilla.

El nuevo equipo I C. S. para aprender idiomas, que cuesta
Representa cl arte mas clevado en la ensefianza de

idiomas y encierra un método que ha merecido la mayor recomendacién de miles de

persouas competentes para hablar con autoridad sobre el asunto.

Las Embajadas

de Espaiia, Francia y Alemania en Washington, asi como los priucipales Colegios

han recomendado cordialmente el método 1. C. S. para enseiar idiomas.
El equipo I C.S. para aprender idiomas consta de un fonégrafo “Gem” Edison,
heclio especialmente para estudio de idiomas; una bocina pequeiia; un tubo auditivo

con banda para la cabeza;

una aceitera y 23 fonogramas de conversaciéon para

ensefiar la pronunciacion, que se garantiza ser absolutamente correcta con la entona-

cién é inflexion propias.

tamblién cuadernos de estudio para aprender la teoria de los idiomas.

Ademas de esos fonogramas de conversacion mandamos

El nuev

equipo es a la vez el mejor y mas barato quc se ha ofrecido, pues su precio e

anicamente de $35 oro americano.

Si Vd. desca aumentar sus negocios, escriba hoy mismo pidiéndonos dectalles.

International Correspondence Schools
Box 918, Scranton, Pa.
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NEW YORK, FEBRUARY 15, 1910.

HERE is no denying the fact that January

trade was not up to the expectations of

many who were anticipating that the year would
start off at lively pace.

But pray tell us what January has been
pulsing with business life and vitality!

As a matter of fact during the holidays all
reasonable efforts are made to dispose of mer-
chandlse, particularly such special creations as
talking machines, and the people having gone
into their reserve funds about as far as they
cared to go. Naturally when the first of the
year swings around the prospects are not over
brilliant for immediate business until they have
recovered and got started again along new lines.

The sales of high priced machines has kept
up wonderfully well, and there is no probability
that there will be the slightest shrinkage in the
demand for these particular creations.

On the contrary, it looks as if the growth
would be continuous and expanding.

At least that is the way it looks to the man
at The World masthead.

February has commenced in much better form
and there are plenty of indications at hand
showing that the month will be fair in a busi-
ness sense.

Trade in the East has shown conslderable im-
provement, and the Eastern jobbers and dealers
are talking more optimistically than they were
a couple of weeks ago.

A survey of the trade situation in the Middle
West proves that business in that section of
the country is going on increasing steadily in
volume.

In fact, there are towns in that specially
favored section where no depression has ever
been noticeable in a business way.

In the South conditions are steadily improv-
ing, and on the Pacific Coast a strong sales
creating element is in evidence, and there is
every reason to believe that the year will be a
satisfactory one in a business sense.

HEN, too, as an eucouraging force, it
might be well to say that a number of
talking machine men have regained confidence
in the trade and are going aliead with business
plans in a larger way thaun they did last year.
That is the only thing for men to do, for it is
in truth the day of scientific salesmanship, and
the limit in this direction is a long way off.

It cannot be successfully denied that the talk-
ing machine business is to-day but little under-
stood, and is therefore not regarded in the light
which it should be.

A good many men who ure selling talking
machines to-day do mnot fully appreciate the
product which they are offering.

They do not understand that the development
of the talking machine has not been iu any
sense accidental, that inventive minds have
delved for scientific priuciples to be embodied
in its construction.

They do not appreciate the fact that the
greatest commereial talents known to the worloe
have been drawn to contribute to the success of
the modern talker.

They do not appreciate the fact that millions
of dollars have beeu expended to produce a
perfect machine and that back of these splen-
didly organized manufacturing departments are
systems perfectly arranged which take high
rank with the best industrial organizations of
the day.

They do not understand the concentration that
has been focused upon toe talking machine situ-
ation to have brought it up to its present posi-
tion.

OW, these facts must be understood be-
fore a dealer or salesman can feel the
true interest and inspiratiou in his work.

The present development of the talking ma-
chine industry is convincing evidence of the
splendid genius of its founders. ’

The skill which they have shown in perfecting
and building up the present system is remark-
the business to-day extends to the
progressive representatives opportunities which
should make the business attractive.

It is the up-to-date business for the up-to-date
man, and it will furnish adequate reward for
the conscientious efforts of able and trained

able, and

minds.

HE men who have watched the growth of

this industry believe in it, and the

steadily increasing demand for the machines

of the better grade indicate that the product is

steadily creating an army of friends among

those who are best able to judge of artistic
merits.

Always striving for perfection, the talking
machine has reached a point where it supplies
the demand of discriminating people for a per-
fect entertainer and instructor.

Now, in order to be in harmony with the
creation itself, men must understand it.

Understand its functions—understand what it
represents in thought and skill—in mental and
inventive power.

When a man does this he will have a respect
for the business in which he is engaged.

He will have a respect for the men who have
made the industry possible—for, as an exponent
of the spirit of the age, the talking machine
stands in a class by itself.

It has passed through all the stages, from a

toy to an entertainer and instructor second to
none in the mechanical field.

From humble beginnings it has evolved
through scientific development until it is to-day
the most versatile of all musical eutertainers.

Think of this, talking machine salesmen,
when you are exhibiting the wares and possi-
bilities of your product.

Think of

what the Imachine rcpresents and
it will help you to interest and impress your
customer, and you, yourself, will be gaining an

added respect for your profession.

T HE pessimist is always with us.

Go wlere we will, seek any trade or pro-
fession, and we will find a class of men who can
always see a future dark with fearful happen-
ings—most of which never reached beyond an
imaginative stage.

To-day we will find a lot of men who predict
chaotic conditions as the final outcome of the
rising tide of living cost and the growing greed
of the men who through combinations control the
necessities of life.

Well, there may be some dark days ahead—we
cannot tell.

But the most of us can rest safely in the be-
lief that when we have troublous conditions we
always find m'en who are amply fitted to sue-
cessfully guide the Ship of State through peril-
ous waters.

We never .have everything to our liking in
this busy work-a-day world of ours.

There always have been problems since time
began.

Even the old cave dwellers were not entirely
satisfied with their lot, and probably there is
an element in human nature which prohibits
perfect satisfaction ever dwelling long in the
human mind.

If we were satisfied progress would cease;
but one thing is certain, the man who always
plans business wisely, acting with due conserva-
tism, is goiug to be far better off than the man
who hangs back and waits to be pulled along
with the erowd.

It is the active, aggressive man—the man who
fully realizes that there are business possibilities
around him—who will reap the business harvest
of 1910. Just remember that.

T is a mistake to think that the man with a
I natural aptitude for learning will easily out-
strip his fellow. In one or two lines of effort,
such as music and drawing or painting, only
those with a native talent born with them will
succeed.

But often in every-day callings a man con-
sidered dull will do far better than his brilliant
neighbor, who loafs because it is easy to learnm,
gets a taste for loafing, aud loafs a little too
long.

Iu a world crowded with purposeless people, *
drifting aimlessly about, and taking whatever op-
portuuity offers for a little advantage, getting
ahead is not a difficult matter.

The man of purpose is marked. His fellows
see that he means to get ahead, and they let him.

The way that is closed to the idler is open to
the determined and industrious. Other men see
that he is bound to have what he is after, and,
wanting more than anything else a leader, they
get out of his way, and wheellng in behind him,
follow him, to pick up what crumbs of his pros-
perity they can without too much effort.
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TRADE IN THE SAINTLY CITY.

Both Wholesale and Retail Business Good Dur-
ing January—Excellent Columbia Co. Re-
port—E. D. Easton a Visitor—St. Louis
Talking Machine Co. Report Heavy Sale Red
Seal Records—Give Machine to Bazaar—
What Other Houses Are Doing.

(Speciai to The Talklng Machine World.)
St. Louls, Mo., Feb. 1, 1910.

The retail trade for the month of January has
heen quite active, and the wholesale business is
picking up daily. The year starts off with all
indications that it will he a lively one throughout.

E. B. Walthall, manager of the Columbia
Phonograph Co., reports that Jannary business
was very flattering, the sale on Grafonolas being
big in both the retail and wholesale departments.
F. G. Cook, for the past several months travel-
ing for the Columhia Phonograph Co. out of
St. Louis, has returned to Chicago, and he has
been appointed floor manager of the Chicago
store. Chas. Kauffman, formerly of Chicago, but
who for the past three years has been on the
traveling force of the Los Angeles office of the
Columbia Phonograph Co., has accepted a similar
position with the St. Louis branch.

The local offices of the Dictaphone Co., now
located in the Wainwright Building, will be
moved to the local store of the Columbia Phono-
graph Co. shortly.

President E. D. Easton, of the Columbia Phono-
graph Co., accompanied by his daughter, and
W. C. Fuhri, western district manager, accom:
panied by his wife, all were visitors here re-
cently. Mr. Easton and daughter left for Cincin-
nati. Mr. Fuhri left on an extensive western
trip, going to Denver, Salt Lake City, El Paso
and other points.

During the stay of the Boston Opera Co. here
Manager Walthall furnished one of their highest
grade Columbia graphophones with a quantity of
records to F. Constantino, the great temor, who
sings exclusively for the Columhia Phonograph
Co., and Mr. Madrones, one of the leading bassos
of the company, who also is a Columbla artist,
for use in their apartments at the Jefferson Hotel
while here.

The samples of the disc records nade by
“Gipsy” Smith for the Columbia Phonograph Co.
have been received, and all who have heard them
pronounce them the best sacred records ever
made. The sale of them should be large locally,
as thousands here have heard and admired the
famous evangelist’s voice during his several
weeks of sermons at the Coliseum here some time
ago.

The St. I.onis Talking Machine Co. report that
the sale of records, following the heavy machlne
purchases in December, has been phenomenal.
The Red Seal records have the call. The adver-
tising campaigns undertaken by this concern
during the past two months have been the largest
ever conducted by them. They “plunged” heavily
on the Boston Opera Co.’s engagement at the
Olympic Theater, reproducing a large cut of the
photograph of Alice Nielsen listening to the Vic-
trola; and during Mme. Tetrazzini’s engagement
at the Coliseum a very large cut of her photo-
graph was reproduced in ali the daily papers.

The St. Louis Talking Machine Co. presented
the Saint Philomena’s Bazaar with one of their
Victor machines. Mme. Tetrazzini sang for the
benefit of this bazaar. The Victor Victroia is
uninterruptedly enjoying its great popularity,
and several orders in special finishes, which were
delayed hecause of the factory not being able to
catch up with its orders, are awaiting delivery
by the St. Louis Talking Machine Co.

0. A. Gressing, manager of this firm, recently
returned from a trip South, and reports dealers
as just about recovering from their tremendous
holiday and January demands. Many were
caught unprepared and now are stocking up
heavier than ever for this time of the year. L.
A. Cummins, traveler for this firm, feels very
happy over having closed in one week four 40-10
accounts, and in a short talk with your corre-
spondent informed him thgxt 1910 is startlng out

stronger for him than any previous year, and
Mr. Cummins has been in the talking machine
husiness for more than seven years.

E. S. True, credit man for the St. Louis Talk-
ing Machine Co., is mourning the death of his
father-in-law, which occurred at Hannibal re-
cently. S. H. Johnson, of the same concern, has
been busily engaged conducting Victrola recitals
at the Liederkranz Club, the Wednesday Club,
and the Kenwood Springs Country Club.

Mrs, Clara Harrington, well known in the trade
as Miss Goetz, and for many years head saleslady
for the St. Louis Talking Machine Co., is the
happy mother of a bouncing girl baby. The re-
mainder of the St. Louds Talking Machine Co.’s
staff are very insistent that this young lady be
named “Victrola Harrington.”

The Silverstone Talking Machine Co. make
favorable reports on their business for January.

D. K. Myers, the Zonophone jobber, states that
he had a nice trade during January and that his
record business was large.

The Koerber-Brenner Music Co. report that
their January business was very satisfactory.

The Thiebes-Stierlin Music Co. report having
had a good trade during January, and that the
demand for high-priced machines was good.

Miss Sadie Rosenblatt, in charge of the talk-
ing machine department of the J. H. Buettner
Furniture & Carpet Co., states that business for
January was good, and that the call for high-
priced machines was excellent. Their record
trade was heavy.

VALUE OF PERSONAL LETTER.

Excellent Means of Centering Attention on a
Special Subject—How One Concern Uses the
Personal Letter in Calling the Attention of
Their Customers to the New Records.

A personal letter as a means of centering at-
tention on a special article is an excellent means
of publicity. Many people are apt to receive
booklets, or lists of records, without analyzing
them carefully, whereas if some special feature
of the list—such as one or two particularly strik-
ing records—were referred to in a personal letter,
the recipient would be apt to become not only
interested in the records referred to, but in the
entire list, and this means business.

The Standard Talking Machine Cd., of Pitts-
Lurg, Pa., are old-time believers in this idea, and
lave been sending out to dealers a specially pre-
pared letter, which they have asked them to send
out to their customers with the monthly list of
new records, as a personal letter, mailing it
with a two-cent stamp. The letters are written
in a collognial vein, always to the point, and no
one who receives them will fail to look them
over.

This is a very excellent and effective kind ot
publicity, and we wish the jobbers and dealers
would ntilize the personal letter idea to a larger
extent. Of course the personal letter is of mo
avail when sent out as a circular with a one-cent
stamp attached. People throw this Kind of litera-
ture in the waste basket. If a letter, however,
is couched in an interesting vein and properly
stamped it will certainly bring results.

CORPORATION TAX REPORTS.

Statements Must Be Filed by March 1—Effect
to be Watched Closely.

By March 1 of this year the statement of earn-
ings and condition of the corporations of the
United States must he in the hands of the Fed-
eral authorities appointed for the collection of
the corporation income tax. These statements,
which the provisions of the tax law require to
be in great detail, undoubtedly will prove a
revelation in the case of more than one corpora-
tion. In some cases they will be much better
than anyone except the inmost insiders ever
dreamed, and in others they are bound to pro-
vide considerable disappointment for the hold-
ers of thelr securities, What effect they will
have in causing a readjustment In the stock
market remains to be seen,

Just like

a slot machine

Drop in your order and you get
the goods right off.

That’s the kind of service we give
our dealers—uo delays, no excuses,

Something thc matter with your
jobber if you don’t get your goods
promptly. You can’t afford to wait
for them, and make your customers
wait too.

If that’s your case, it would be a
wise move for you to get in touch
with a new jobber. Better for you to
give your business to another jobber
than for your customers to take their
trade to another store,

We want your business and will
take care of it. When you place your
order with us you can rest assured
that it will get prompt attention—
goods are always shipped the same
day the order reaches us.

Iry us. Look over your stock and
see if there.isn’t something you need
in Victors, Victor Records, Victrolas,
record cabinets, horns, fibre cases,
needles, extra parts or accessories of
any kind.

Or send us your next rush order
and see how quickly you get the
yoods.

Write us to-day for our catalogue
and our booklet, “The Cabinet That
Matches” and we'll send them by re-
turn mail,

New York Talking Machine Co.

Successors to
Victor Distributing and Export Co.

83 Chambers Street. New York
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THE TALKING MACHINE WORLD.

It takes a REAL tenor to sing both Italian and

German Opera. Read what Reginald De Koven,
in the New York World, says of

o SLEZAK

Che Greatest of a//” Grand Opera Tenors

L)

(@

)

Mr. DeKoven, after a recent per-
formance of Tannhauser at the
Metropolitan Opera House, New
York, said:

“Notsince Jean de Reszke hasa tenor
compassed both Italian and German
Opera with the absolute distinction
that Slezak displayed last night.”

It took us a long time to find
the greatest living tenor to sing
for the Edison Phonograph—but

National Phonograph Company, 59 Lakeside Avenue, Orange, N. J.

we found him at last in Slezak.
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