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Vitaphone Reproducing De

Showing the

Vitaphone Solid Wood Vibratory Ar

A glance is sufficient to appreciate the novel cons

of the Vitaphone reproducing device, but its pure rc
musical tone must be heard to realize the big step for
in the art of reproduction, introduced by the use of wo
the most resonant vibratory material known.

Vitaphone dealers enjoy the advantage of :

Tone without comparison,

Splendidly built instruments,

Novel, interesting and simple construction,

Assured profits of a maintained selling price, and

The protection of absolutely unassailable basic patents.
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THE TALKING MACHINE SCORES IN VAUDEVILLE.

Miss Adelaide Francis, a Clever Singing Comedienne,
a Very Excellent ‘“‘Sister” Act, in Which Tuneful Musical Numbers and Humorous
Dialogue Are Indulged in Between Miss Francis and Her Voice in the Machine—An
““Act” That Wins Much Praise Wherever Heard for Originality and Finish.

Has Utilized the Graphophone in

Just about the time one begins to feel that the
talking machine has reached the limit of its power
as an entertainer someone comes to the front with
a brand new idea and there is a new field opened
for that popular instrument. This time it is the
Columbia graphophone that has made its bow as
a vaudeville performer and as an interesting and
satisfactory half of a ‘“sister act.” The new act
using the graphophone, the conception of Miss
Adelaide Francis, a clever young lady who has for
some years been appearing in vaudeville as a sing-
ing comedienne, had its New York premiere at
Keith’s Union Square Theatre last week, and
though not strongly featured proved one of the
strongest numbers on the bill. The act is billed
as “The Graphophone Girl,” and has been fully
protected by copyright.

In her act Miss Francis uses a standard model

Miss ‘Francis, “The Graphophone Girl.”

graphophone equipped with a motor selected with
particular care for absolute regularity of action.
A graphophone is placed on a pedestal on the stage
and Miss Francis gives a short introductory talk,
explaining what has been accomplished in pro-
ducing the act. The voice coming from the ma-
chine can be heard clearly throughout the entire
theater, a testimonial to the wonderful enuncia-
tion executed by the singer. Miss Francis refers
to the voice in the graphophane as her “sister.”
Tuneful musical numbers and humorous dialogue
are indulged in between Miss Francis and her
voice in the machine.

“Just Dreams,” “Tell That to Sweeney,” and
“Beautiful Rag” were included in the repertoire
of musical numbers, and for an encore Miss Fran-
cis created a good deal of laughter with her
witty remarks about the voice in the graphophone.

The vocal numbers and the dialogue are timed
very carelully so that the voice of Miss Francis
joins in perfectly and actually gives the impression
that there are two persons on the stage.

In speaking of her new act to The World
representative, Miss Francis said: “The mana-
gers have for vears been demanding something
new for vaudeville, and though [ had appeared
as a singing comedienne for some years, I decided
that I could discover a new way in which to in-
terest the audiences.

“Considerably over a year ago I conceived the
idea of using the graphophone in my act and im-
mediately started to make suitable records. In the
heginning even the recording experts laughed at
me. They thought it was impossible to so regu-

late the playing of the records as to get a satis-
factory effect in two-part work. In the course

‘of the experiments I made several hundred rec-

ords and tried all out carefully before I decided
that the result was worthy of presentation to the
public. The difficulty in timing the records to
a firaction of a second and securing a motor
that would ensure the record playing at the same
speed at all times, was for some time quite dis-
couraging. Besides the making of the records
there remained the choice of songs and patter

that would prove most effective on the stage.
Though now I have a fairly extensive repertoire,
I only use thgee songs and the dialogue =zt each
show. For the encore 1 have recorded a neat
little speech for reproduction on the machine,
which, when assisted by a few -side remarks of
my own, appears to please the audience thoroughly.

“I have been fortunate in that my enunciation
is perfectly clear and that my voice is well suited
for recording. This is a point that seems to have
most impressed the critics, who have been most
kind to me. I tried out the act in the West, and
following the presentation of the act in New
York, am negotiating for some excellent time
over the iarger circuits.”

H. L. Willson, assistant manager of the Co-
lumbia Phonograph Co., together with several -oth-
ers of the headquarters staff of the company,
witnessed the act during its presentation at the
Union Square Theater.

ARGUMENTS AGAINST OLDFIELD BILL

In View of Recent Decisions of Supreme Court of the United States,
Courts Can Prevent Abuse of Patent Laws.

VOID

Which Show That

The recent decision of the Supreme Court of the
United States in the so-called Bathtub case. defi-
nitely bringing patent rights under the jurisdiction
of the Sherman law, is of exceeding interest to
this trade and leaves Mr. Oldfield and his support-
ers without excuses for the so-called anti-trust fea-
tures, which, as is well known, are practically all
there is to the committee substitute bill introduced
in Congress outside of the “Price Regulation” and
“Compulsory License” sections.

This only demonstrates afresh that the courts
are abundantly able to prevent every abuse of the
patent laws. In recent decisions this has been
proven, for the intolerable prolixity possible in the
trial of patent infringement and the danger that the
patent laws might afford refuge from the rigor of
the Sherman law to combinations and conspiracies
in restraint of trade, has been definitely removed
in two recent rulings by the Supreme Court.

The decision in the now notorious Mimeograph
case and the possible dangers in connection there-
with have been entirely removed. for the Supreme
Count of the United States has eliminated this
bogie in the following words:

“The added element of the case at bar cannot

confer immunity from a like condemnation, for the
reasons we have stated. And this we say without
cntering into the consideration of the distinction
of tights for which the Government contends be-
tween a patented article and a patented tool used
in the manufacture of an unpatented article. Rights
conferred by patents are indeed very definite and
extensive, but they do mot give any more than
other rights a universal license against positive
prohibitions. The Sherman law is a limitation of
rights; rights which may be pushed to evil con-
sequences and therefore restrained. * * * The
comprehenisve and thorough character of the law
is demonstrated and its sufficiency to prevent eva-
sions of its policy ‘by resort to any disguise or sub-
terfuge of form,” or the escape of its prohibitions
‘by any indirection.’”

By this action of the Supreme Court, exercising
its ordinary function of controlling trial procedure
and interpreting and enforcing the existing laws,
every ground on which the Oldfield bill has been
supported has disappeared.

This situation was discussed and analyzed in
an able way in a lengthy article in the New York
Sun of November 27.

MORE HASTE; LESS SPEED.

Many Merchants Jump at Solutions of Busl-
ness Problems Without Testing Them for
Weaknesses—Plain Common Sense Necessary

In selling, says a man of wide commercial ex-
perience, the fundamental difficulty is found in
the lack of any very clearly defined ideals, the lack
of definite aims, the lack of clearly defined ends
to be attained, the lack of appreciation of meth-
ods, of the limitations which surround us, of the
ethics that are behind the whole proposition.

Then, there is the failure to apply cool judg-
ment and plain common sense in sales problems.
I don'’t believe that in any other activity of human
life there is so much of impetuous activity as
there is in selling goods. The way people will
get a glimmer of an idea and immediately hop
in and proceed to “start something” is astonishing,
and the percentage of times that they back out
and decide that it was wrong, is shamefully great
when we look over the whole field. There is an
absence in sales departments generally of a recog-
nition that something that is a variation, and cer-
tainly something that is radically different from
established practice, is merely something to be
tested out; an absence of the recognition of the
fact that it is a lot cheaper to test it in a limited
area, no matter how intensely you go at it in that
limited area, than it is to dump it op the whole
ground and do it that way.

TALKING MACHINE EXPORTS.

The Flgures for October Presented—Reports
Show Increases for the Month.

(Special to The Talking Machine World.)
Washington, D. C., Dec. 6, 1912.

In the summary of exports and imports of the
commerce of the United States for the month of
October (the latest reriod for which it has been
compiled), which has just been issued by the Bu-
reau of Statistics of the Department of Commerce
and Labor, the following interesting figures relat-
ing to talking machines and supplies are set forth:

The total exports of talking machines, records
and supplies for October, 1912, amounted to $223,-
807, as compared with $203,211 for the same month
of the previous year. The ten months’ exporta-
tion of talking machines, records and suppiies
amounted to $2,040,836.

KEEPING MEN SATISFIED.

“I decided, when I first went into business. that
the best policy would be to keep my men satisfied,”
says a successful dealer. “After looking into the
matter for some time I concluded that the best pay-
ing proposition for me was to take good men at
their own valuations. The one thing I have always
listened to with respect has been a request from
such a man for a raise in pay, and in about n.ng
cases out of ten I've given it.”
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| DEALERS SHORT OF STOCK DESPITE EARLY ORDERS.

Calculations Regarding the Volume of Business in Detroit Have Been Upset—Dealers
Think Conditions Would Be Better If There Were More Distributers—Styles Most in
Demand Are Those Ranging from $50 Upward—Max Strasburg Co.
ters — Friendliest Feelings Existing Between Talking Machine Dealers — Marked
Contrast to Those Which ‘Prevail in Piano Trade—A Ridiculous Rumor.

-

in New Quar-

(Special to The Talking Machine World.)
Detroit, Mich., Dec. 11, 1912.

The talking machine situation in Detroit, as the
holiday trade swings into its full stride, is very
similar to that of a year ago, in spite of all the
efforts of the dealers to guard against it with ad-
vance orders. Both Victor and Columbia dealers
are turning down orders for the highest priced ma-
chines because they cannot get the goods to deliver.
The shortage in styles ranging from $50 to $150 in
price is almost as acute. In Grinnell Bros. a few
days ago a patron whose custom is highly valued
paid $75 cash for a machine to be delivered as a
Christmas gift to a relative. There was none on
har.d and no defiite tidings as to when there would
be. The man left his money, however, the order lo
stand good until December 25. If the machine is
not delivered by that time he will cancel.

A year ago all dealers resolved that they would
salt away a good deal of stock a couple of months
in advance and be prepared for the rush. The re-
cent change in the Victors knocked out this scheme.
As a result the Victor dealers do not know just
how this year’s holiday trade compares with that of
a year ago, except that they are convinced by the
stringency of machines that it is heavier. All Vic-
tor dealers are sold out of the old models and none
can get the new ones as fast as he can sell them.

“What we need,” said one of the largest dealers
in Detroit to The Talking Machine World, “is an
additional Victor jobber in this city, or another
Western distributor. There are altogether too
many talking machine dealers in Detroit and in
Michigan for one jobber to take care of, no matter
how hard and faithfully they may try. The money
we lose just now through inability to get goods is
lost forever. It is money intended for Christmas
gifts. If we don’t get it merchants handling some
other line of goods will get it and it never will
come our way again. I have appealed to about half
thte Victor jobbers in the country for goods with
no success.”

In the Columbia Phonograph Co. Generals,
branch store, which handles the wholesale trade for
the entire State, arrangements were made to more
than take care of the volume of trade which created
such a shortage in December of last year. But the
demand has beat them out. It has considerably out-
stripped that of last year, and the “worst is yet to

come,” so the Columbia folks are cheerful. The
trade seems to have about doubled. November,
generally a not over-brisk month, this year turned
in the best record since December of last year.

Out in the State Columbia dealers all were pretty
well supplied in anticipation of what was coming,
but even this early one or two of them have sent in
orders for a replenishing of stock.

With the Columbia, as with the Victor, the styles
that go best are those ranging from $50 upwards.
Manager Johns is anxiously awaiting the arrival of
the new Columbia grand, which is expected to cut
considerable of a swath here, especially if it gets in
as a brand new thing to show for Christmas trade.

On the first of December Mr. Johns ordered all
shipments of every kind to come by express until
December 25. The additional transportation charges
will not be a drop in the bucket compared to the
loss of profits which would ensue if the machines
should be delayed en route.

Detroit dealers are lucky in one respect. The
lack of snow and the continuance of lake naviga-
tion has resulted in the annual freight congestion
being indefinitely postponed. The fond hope is that
it will be deferred at least until January.

For the present the Columbia wholesale house
has discontinued the placing of additional agencies,
having their hands full in taking care of the ones
already on their list.

The Max Strasburg Co., “the Victrola shop,” has
at last got possession of the new store it has been
campaigning for since last spring. The deal was
closed very suddenly, Mr. Strasburg not knowing
until November 25 that he could get. possession
December 1. The new store adjoins the old one on
the east, and a connection door was immediately cut
through and the additional show window dressed
up in approved Victrola style.

The Strasburg Co. now has about three times the
space of the original store, and talking machine
space equal if not a bit larger than any other phono-
graph store in the city. The corner location gives
a display window on Library avenue and two of
them on Grand River avenue. In order to afford
still more space for display and selling, Mr. Stras-
burg has moved his offices to the top of a couple
of the demonstrating rooms.

The basement goes with the new store and will
be used for demonstrating rooms.

- respondence.

In the new store -

ground floor a row of half a dozen demonstrating
rooms will be built along the east side, while the
west side will be decorated with the largest file of
records in town. There are two entrances, one on
each street.

“The only thing I am worrying about,” said Mr.
Strasburg, “is whether the jobbers will be able to
furnish me stock enough to do business with. While
I have been featuring the Viators, I will have to
push the Columbias more, for I must take care of
my trade in some way, even if it comes to putting
in another line. In fact, for several weeks I have
been selling all the Columbias I can.”

The Strasburg Co. took on the Columbia line
about six months ago and of late has been advertis-
ing it extensively.

Grinnell Bros., who are State jobbers for the
Edison as well as for the Victor, are having a bet-
ter trade in Edisons than last year by a large per-
centage. The Edisons have come to the front here
very rapidly since the introduction of the hornless
styles. As in the other makes of talking machines,
the high priced ones are in best favor.

One good feature of the talking machine trade
in Detroit is the marked degree of amity existing
among all the dealers. It often is remarked upon
because it is in such marked contrast to the condi-
tions existing in the piano trade, where certain deal-
ers hold aloof from the association and pay more
attention to fighting their competitors’ lines than
they do to selling their own. In the talking ma-
chine business the dealers are willing and glad to
help each other out if they happen to be in position
to do so—their ability generally lying in the circum-
stances of one dealer being shy of goods and an-
other having a few machines to spare.

A rumor has created considerable talk this week,
but nobody knows its foundation. It is to the effect
that some English concern has come forth with a
talking machine of a value of $200, which it pro-
poses to sell in the United States at $100, and sell
along with it 16-inch records containing Caruso,
Patti, General Washington and Cleopatra or some-
body equally as good all for $1, in competition
with the 12-inch $3 records of the American manu-
facturers.

To put it in the words of a jobber:
esting, if true.”

“It is inter-

“Splitting the Other Four-fifths,” ‘a catalog de-
voted to the Edison dictating machine, has been
supplanted by a very artistic and interesting book
called “The Goose, The Typewriter and the Wiz-
ard” This book analyzes dictation and shows that
ty the use of an Edison dictating machine there is
considerable economy in the production of cor-
N. C. Durand, sales manager, re-
ports a remarkable sales year with the Edison dic~
tating machines.

jobber for their goods.

Some jobbers look upon this outside trade as
hardship on their regular dealers who are loyal to them the year round.
EASTERN SERVICE IS GOOD SERVICE. BUT ABOVE ALL IT IS JUST.

In Justice To Our Regular Trade

We Are Not Soliciting New Accounts This Season

When the Demand Exceeds the Supply

We fee.l.under obligations to supply our own dealers’ wants in so far as factory shipments will permit and
not solicit new business which to supply would mean taking out of the mouths of our own regular trade goods
needed by them and placing it in the hands of dealers who under ordinary circumstances look to their regular

.

“velvet” but in taking it work

EASTERN TALKING MACHINE COMPANY

177 TREMONT STREET, BOSTON, MASS.

I FOR EIGHTEEN YEARS TALKING MACHINES EXCLUSIVELY |
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Victor-Victrola

The entire musical trade owes a debt of
TV e 375 gratitude to the Victor-Victrola. 2
Mahogany or oak This wonderful instrument aroused the Rl VEckialghX L 00
. 3 . g Mahogany or oak
public to a greater and more intelligent appre.
ciation of the best in music, and in so doing
gave to the music trade in general unprec-
edented prosperity.

Never has the musical industry been on
such a high plane as it occupies today.

Never had the dealers such well located,
splendidly equipped salesrooms—salesrooms
for which Victor dealers in some instances pay
annual rentals of from twenty thousand to
thirty thousand dollars.

Never was an instrument such a complete
success as the Victor-Victrola, leading from one
success to another still greater, offering better
opportunities to dealers right along, and in
which even at the present time every dealer
can readily participate.

Victor Talking Machine Co.,
Camden, N. J, U.S. A,

Berliner Gramophone Co., Montreal, Canadian Distributors -
Always use Victor Machines with Victor Records and Victor Needles—the Victor-Victrola XVI, $200

Victor-Victrola X1V, $150
Mahogany or oak cambination. There is no other way to get the unequaled Victor tone. Mahogany or quartered oak

VICTOR DISTRIBUTORS
Albany, N. Y......Finch& Hahn, Elmira, N. Y......Elmira Arms Co. Okiahoma City, Okia.Schmelzer Arms Co.

Altoona, Pa. ..... W.F. Frederick Piano Co. El Paso, Tex......W.G. Walz Co. Omaha, Neb. 4. Hospe Co.
Atlanta, Ga.... Elyea-Austell Co. ! Nehbraska Cycle Co.
2 * * * Phillips & Crew C Galveston, Tex.. .. .Thos. Goggan & Bros.
illip: rew Co. Grand Raplds, Mich . Peorla, 111 Putnam-Page Co., Inc.
Austin, Tex.......The Talking Machine Co, of | Grand Raplds, Mich.J. A.J. Friedrich. Philadelphla, Pa. . . Louis Buchn.
. ot . Tcxa;l - Honolulu, T. H....Bergstrom Music Co., Ltd. (LED G E e e
altimore, e coFﬂbffoo;i é;'ns“éo Indianapolis, Ind.. .Stewart Talking Machine Co. Penn Phonograph Co., Inc.

Th Talki
H. k. Eisenbrandt Sons. Jacksonville, Fla. .. Florida Talking Maehine Co. y %Vel;gal\g:cglggf%nc

Bangor, Me.......Andrews Musie House Co. Kansas City, Mo. . L W. Jenkins Sons Music Co. |pjttgburgh, Pa..... c C. Mellor Co., Ltd.
glrr;nlngn'am, Ala.. .ngkngMachlEe Co. 5 l o Chmd'g A""’CC° Standard Talking Machine Co.
oston, Mass. ..., Olver Ditson . ncoln, Neb......RossP. Curtice Co. Portland, Me. .... . Cressey & Allen.
The Eastern Talking Machine Little Rock, Ark. . .O. K. Houck Piano Co. %
Portiand, Ore......Sherman, Clay & Co.

Los Angeles, Cal. .. Sherman, Clay & Co. Richmond, Va.....The Corley Co., Inc.
W. D. Moses & Co.

Co.
M. Steinert & Sons Co.
Brookiyn., N. Y....American Talking Maehine Co.

Buffalo, N. Y. .....W.D. Andrews. Loulsviile, Ky.....Montenegro-Riehm Music Co. Rochester, N. Y. ..E.J.Chapm
Neal, Clark & Neal Co. Memphlis, Tenn. .. .O.K. Houck Piano Co. The 'I‘alkmg Machine Co.

Burlington, Vt.. ... American Phonograph Co. Mlilwaukee, WIs. .. Wisconsin Talking Machine Co. | §ait Lake City, Utah Consolidated Musie Co.
Butte, Mont Orton Brothers. Mobile, Ala.. ‘Wm. H. Reynalds. 8an Antonio, Tex..Thos. Goggan & Bros,
Chicago, 111 %{gffr?;lﬁgag'hachme Co. Montreal, Can.....Berliner Gram.ophom: Co., Ltd. | San Franclsco, Cal.. Sh.en.'nan, Clay & Co.

The Rudolph Wurlitzer Co, Nashvilie, Tenn.. .. O. K. Houck Piano Co. Savannah, Ga Phillips & Crew Co.
Cincinnati, O......TheRudolph Wurlitzer Co, Newark, N. J.....Price Talking Machine Co. Seattie, Wash Sherman, Clay & Co.
Cleveland, O.....,.The W. H. Buescher & Sons Co. | New Haven, Conn., Henry Horton.

}g: %ﬁ}:}?ﬂﬁfﬁifc? New Orleans, La.. . Philip Werlein, Ltd. Sloux Falls, S. D..Talking Machine Exehange.
Columbus, O.......Perry B. Whitsit Co, New York, N. Y.. .gl?d{zman TIalking Machine Co. SDO‘?"T, \ﬂﬁ/;Sh « «. .Sherman, Clay & Co.

ol. Bloom, Inc, o ve s oo+ The Aeol: f M.
Dallas, Tex. ...... Sanger Bros. Emﬁmuel glgut. q St OLLSy ° Kof:rh::-g;s::'pﬁxymz Coo
Denver, Colo.. .. ...The Hext Music Co. O §t. Paul, Minn.... VAIEDye R Brod

The Knight-Camphell Music Co. S. B. Davega Co. Koehler & Hinricha.
Des Moines, la.... %hase &ms‘h . E:afi HBDiltshon &ICo Syracuse, N. Y....W.D. Andrews Co.
arger 18 ne. nday Brothers, Ine, .
Detroit, Mich..... .Gnngnell Bros. | New York Talking Machine Co. | T0l€d0, O.........The Whitney & Currler'Co.

Silas E. e .
Dubuque, la.......Harger& Blish, Inc. Ble:Js Svﬁf}?;sa" Coy RUashing o ADRCEE: Eoﬁegg"lj{’o&gcsrosnéo(.:o
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' DEALERS MAKE STRONG APPEAL FOR HOLIDAY TRADE.

Conditions on the Pacific Coast Excellent—Blue Amberol Records Have Given Edison Quite

an Impetus—New Edison Exhibit in Pacific Coast Cities—Columbia Demand Most Ac-
tive—Sherman, Clay & Co. Report Difficulty in Getting Enough Victrolas—Columbia
Department at the Emporium to Open This Week—Other Items of Interest.

(Special to The Talking Machine World.)
San Francisco, Cal, Nov. 29, 1912.

November was a very good month in the local
talking machine field, both for the jobbing and re-
tail trade, regardless of whether Edison, Columbia
or Victor. All types of machines moved well, and
the prospects are brighter than ever for holiday
trade. As the time draws nearer the inquiries
and rcservations for holiday delivery are begin-
ning to come in great numbers. All the depart-
ments are making a strong appeal in the daily
papers for holiday trade, by pointing out the fact
that a talking machine can be enjoyed by the
whole family, will be enjoyed for the entire year
and for many Christmases to come. There is still
considerable apprehension that there will not be
enough machines available to fill the demand, but
the jobbers are doing their best to get enough
stock in the hands of the retailers so they will not
suffer from a shortage.

A. R. Pommer, manager of the Pacific Phono-
graph Co., says the new Blue Amberol records have
given Edison business quite an impetus this month,
and now with a sample of the risc machine and a
few trial records at hand, there is no reason to
fear that interest will be falling off very soon. Mr.
Pommer has arranged a fine demonstration room
on the fourth floor, where those interested in the
new disc machine can inspect it and give it a trial.
For the benefit of out-of-town dealers representa-
tives of the Pacific Phonograph Co. are making a
tour of the coast territory exhibiting the new prod-
uct. Last week a three days’ exhibit was held at
the Fulton Hotel in Fresno, which Mr. Pommer
attended personally. All dealers in the section be-

tween Merced on the north and Bakersfield on the
south were invited to Fresno at the company’s ex-
pense and twenty-three out of a possible twenty-
five responded. Twenty out of the twenty-three
placed orders for the new machine, which Mr.
Pommer considers quite a victory. The new ma-
chine was also shown in Sacramento and Stockton
last week. Mr. Pommer says he attended the
meeting in Fresno out of curiosity; that his trav-
elers have been telling him right along that the
Edison had good support in the country districts,
and he wanted to find out for himself. He is now
convinced.

E. W. Cyrus has been appointed sales manager
for the home kinetoscope department of the Pa-
cific Phonograph Co., and J. F. Thompson, for-
merly with the Clark Wise Co., has accepted the
position of credit manager.

Babson Bros. have also received one of the new
Edison disc machines, which Manager Bailey says
is attracting much favorable attention. His people
were getting a little impatient waiting for the
new product, but now that they see just what it
is like they are satisfied to wait. So long as there
was nothing at all to show it was hard to keep
putting them off. Blue Amberol records are sell-
ing beyond expectations, as are also the new dia-
mond point cylinder machines, a shipment of which
arrived during the month.

Peter Bacigalupi & Sons, according to Peter
Bacigalupi, Sr., are enjoying a steadily increasing
demand for Edison business phonographs.

C. J. Moore, traveling representative of the Co-
lumbia Phonograph Co., has just rcturned from a
very successful trip through the Sacramento and

-~

Won’t You

Have a
Lesson in
Spanish?

It’s so easy to learn by the I. C. S. system—and a knowledge of Spanish is su

useful nowadays.

The 1. C. S. system of language instruction by means of the phonograph makes
easy the mastering of a foreign language, and appeals with compelling power to
thousands. The dealer in phonographs who does not carry I. C. S. Language Out-
fits is neglecting a quick and suré way to increase his business. The new $35
Language Outfit of the I. C. S. is a marvel. It represents the highest art in the
teaching of languages, and embodies a method that has won the warmest praise of
thousands qualified to speak authoritatively. The Spanish, French, and German
Embassies at Washington, as well as the leading colleges, have cordially indorsed

the I. C. S. method of teaching languages.

S

The [. C. S. Language Outfit consists of an Edison Gem Phonograph made
especially for language work; small horn; headband hearing tube; oil can; and 25
Conversational Records teaching pronunciation guaranteed to be absolutely cor-
rect, with native intonation and inflection. In addition to these Conversational
Records there are pamphlet Instruction Papers teaching the theory of the lan-
guages. The new Outfit is at one and the same time the best and cheapest
ever offered--the price being only $35.

If you want to increase your business, write to-day for full particulars.

International Correspondence Schools
Box 918, Scranton, Pa.

San Joaquin valleys. W. S. Gray, local manager
for the company, is in Sacramento this week,
where he went to spend Thanksgiving.

F. R. Anglemier, wholesale manager for the
Columbia Phonograph Co., reports business for
November splendid in all lines, from the Eclipse
to the De Luxe. The whole force at the local
headquarters is rushed to get out the orders, which
are coming in daily.

In no department of the Columbia Phonograph
Co. is more rapid progress being made than in the
dictaphone department under Mr. Murray, who
states that sales have more than doubled in the
last year. Several large firms have installed a
dictaphone correspondence in the last few months
and a number are preparing to do so on the first
of the year, when readjustments are in order gen-
erally. He also states that professional men are
beginning to adopt the dictaphone.

E. W. Scott, owner of the Victor and Columbia
talking machine department at Kohler & Chase’s,
made a short visit to the Eastern markets during
the past month, and while in Chicago he says he
l:iad the opportunity of visiting several of the
larger establishments, all of which seemed to be
quite busy, but no busier in proportion to the
population than they are in San Francisco. He is
better pleased with the local field than ever before.
November business was very satisfactory and in-
terest continues to grow in respect to machines
for holiday gifts.

Sherman, Clay & Co. has arranged a very at-
tractive Victor window this week. The machine
featured is the “Driftwood” and it is placed in a
very pretty outdoor setting. With this appears
scenes from the “Quaker Girl,” which is running
at one of the local theaters, and names of the Vic-
tor records. Already there has been quite a run
on the records.

Sherman, Clay & Co. is making some alterations
in its store, this time on the eighth floor, where
repair rooms are being fitted up. A. G. McCar-
thy reports a very satisfactory month’s business,
both retail and wholesale, the only difficulty being
to get enough of the new Victrolas. The company
has been urging people to place holiday orders
early, and a good many have already responded.
Mr. McCarthy says they have a whole roomful
reserved for holiday delivery, and there is no
doubt but that this will be a banner year for the
Victor.

For a while the Wiley B. Allen Co. was looking
around for a new location in Sacramento, Cal., as
its present lease would have expired on the first
of the year, but arrangements have been con-
cluded whereby it has its lease renewed for a
number of years, and now, instead of preparing to
move, it is planning to do considerable work on
the old building, whereby it will be enlarged and
improved generally. Frank Anrys, manager, has
just returned from a trip up there to see about
the remodeling. All departments will share in the
renovation.

The formal opening of the new Columbia de-
partment at the Emporium will take place within
a few days. It adjoins the piano department on
the third floor and is up-to-date in every respect.

Among the recent out-of-town dealers in town
purchasing goods were W. E. Allen, of San Jose;
J. W. Husband, of Modesto, and N. L. Cody, of
Merced, and B. R. Davis, of Stockton.

COLUMBIA LINE FOR SIMON.

Oldest Piano House in Spokane, Wash., Opens
New Department and Features Columbia.

(Special to The Talking Machine World.)
Spokane, Wash., Dec. 3, 1912.

The Simon Piano Co., the oldest piano house in
this city, with quarters at 911-15 Riverside avenue,
has recently added a large and attractive talking
machine department, where a full line of Columbia
graphophones, Grafonolas and records are handled.
The opening of the new department has been
strongly featured, and the company is well pleased
with the results. The deal with the Simon Piano
Co. was closed through the local branch of the Co-
lumbia Phonograph Co., of which Willis S. Storms
is manager.
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We want to take just time enough out
of a busy week to wish you a Merry
Christmas and Money in the Bank for
a Happy New Year.

Columbia Phonograph Co., Gen’l

CALIFORNIANS PROTEST AGAINST OLDFIELD BILL.

Talking Machine Men’s Association of Los Angeles Sends Letter to Senator and Repre-
sentative Telling Why They Should Oppose the Oldfield Measure.

(Special to The Talking Machine Worid.)
Los Angeles, Cal., Dec. 6, 1912.

The Southern California Talking Machine Men’s
Association, which was organized last spring by
some of the older members of the trade to bring
about closer relations with each other, both in a
business way and also as a social factor, has
been much interested in the Oldfield bill for re-
forming the patent laws now before Longress, and
the passage of which would undermine fixed prices
at which talking machines are sold.

In this connection the local association, through
Sibley G. Pease, the well-known organist and ac-
companist, and who is associated with the Andrews
Talking Machine Co. in this city, has sent the fol
lowing letter to Senator John D. Works and Rep-
resentative W. D. Stephens, representative to Con-
gress from this district, as well as several of the
local papers seeking their influence toward defeat-
ing the Oldfeld bill, As the letter may prove of
assistance to similar organizations in getting after
their senators and representatives, it is appended:

Los Angeles, Cal, Nov. 7, 1912.
Ilon. W. D). Sternexns, Los Angeles, Cal,

Dear Sir:—In regard to House bills Nos. 23192 and 23193,
introduced by Congressman Oldfield, the Southern Californta
Talking Machine Men's Association wishes to call your
attention to a few points in the hopes that you will usec
your influence to defeat such unwarranted legislation.

The present dignity and high standard of the talking
machine industry is directly traceable to the price main-
tenance., DBy maintaining the one-price system the manu-
facturers lLave the confidence of the dealers, cnabhing them
to feel free to go ahead and do all they can with their
immense financial backing to improve the instruments and
to procure the highest class talent in the world for record
making. Everyone is more or less familiar with the fabu-
lous salaries so many of the artists receive .in their con-
cert and operatic work and it takes equally as much
money to finance the talking machine contracts and the
guarantees to procurc their services so that their art may
be brought within the reach of the poor as well as their
more fortunate brothers.

The talking machine has done more to educate the
American public in music than any other agency. There
are now over sixty public schools in Los Angeles using
them as a very necessary part of the school equipment, and
it is only for the lack of funds that every school has'nt
one. Think what it means for children of all classes being
unable to hear and study the highest class of music as in-
terpretcd by the finest artists; of what it means for chil-
dren to grow up under the influence of the best music in.
stead of the *‘trash” of the day. We know of numberless
homes, where small children are growing up knowing only
the best music with which- they have become familiar
through the records. It is not to be doubted that the
prescnce of the instruments in the homes of the most crit-
ical people is due only to the fact that they can obtain
records of the greatest artists. The Victrola wouldn’t have
the dignified position of being in the Executive Mansion
of this Nation if it had been featured as a cut-price article
of a cheap department store. About the highest endorse-
ment that can be given them is when music teachers (and
they are.our most particular critics) use the records of the
artists in connection with their teaching.

The business is a most honorable one due to the trade
regulations upon the dealers. The commission evil, for
instance, is so regulated by the manufacturers that the only
commission is to a regularly employed agent who devotes
his entire time to the business. This is certainly quite
different that, when in order to pay a commission to a com-

mission fiend, it is added to the selling price—that is, mak-
ing one man pay more than the one who is not influenced
by his supposedly kindly “friend” (the “fiend”). The
second-hand instruments are also very strictly regulated.

A dealer, knowing that his prospective customer can buy
the same instrument at the same price from his com-
petitor, puts forth the best in him to give his customer
the latest style of goods, the cleanest stock, the best
service, and as large stock as his rcsources will permit;
and, in fact, do all he can to please his customer. Now,
we hold, with that kind of dccent, legitimate competition,
that a customer is getting better goods and service; that
the business is ‘‘wbiter™; that every salesman gives his
best attention, and that certainly the public must be the
beneficiary which is only possible under a one-price system
and trade regulation by the manufacturer.

This business in Los Angeles is giving employment to uver
one huudred salespeople. Amongst practically all of the
seventeen dealers there is probably an avcrage investment
of $5,000; and from that up to $50,000. There are also
smaller dealcrs in every town in Southern California. This
has grown to be an immense business here in just the last
few years. This busincss if operated under cut-price con-
ditions simply couldn’t afford to employ salesmen of the
required ability and the result would be that the customer
would get the service that the average $10 a week depart-
ment store clerk gives. The writers of this letter are men
of from nine to twelve years in this business and are in
position to know whereof they speak.

The object of this letter is to show that the higl stand-
ard that the talking machine business has attained is due
to the one-price system, and trade regulation that the manu-
facturers now lLave the power to maintain. These are the
things, coupled with the co.operation of the dealers, that
have made the business what it is—and it is one of the
greatest benefits, comforts and educational rcalizations that
have come before this generation

The Association represents the hundred and more sales-
people and managers of the local dealers We are the
ones that daily see the advantages of the one-price system,
and we hope to sce the day when all business will be con-
ducted on the same lines, . raising the standard of Ameri-
can business and salesmanship and giving the public the
benefits which are justly theirs.

We urgently ask vou to do all in your power to defeat
the Oldficld bills which we believe will demoralize the trade
in Which we as bread-winners are vitally interested, and be-
lieving that they are not only unwarranted but detrimental
to American citizenship. Thanking you, we are

Tne SoUTHERN CALIFORNIA TALKING MACHINE
MEN’S AssoCIATION.

INTERESTING NEW CATALOG.

Now Being Distributed to the Trade—Contains
Description of Various New Styles of Instru-
ments Put on the Market by the Columbia
Co.—Co-operation with the Dealers.

A very handsome catalog illustrating all its many
models, with a detailed description of the many
distinctive features of its extensive line, is being
distributed to the trade by the Columbia Phono-
graph Co., General. The cover of the booklet
shows a very attractive scene in colors, and the
back cover bears the Columbia phrase, “All the
music of the world.”” No expense has been spared
to make the catalog attractive in every respect,
and its general appearance is in keeping with the
high class and artistic finish of all Columbia litera-
ture. The Columbia dealers throughout the coun-
try are enthusiastic over the beauty of the new
catalog, and many of them have written to the

Tribune Building, New York

home office expressing their hearty commendation
of the new publication.

In order to co-operate with their dealers in every
possible way, the Columbia Phonograph Co., Gen-
eral, has prepared a collection of line cuts of all
the famous artists they have under contract for
free distribution to their dealers. These cuts are
exceptionally suitable for local newspaper adver-
tising, and many active dealers have sent in re-
quests for a substantial number of the new cuts.
The artists are shown in their characteristic at-
titudes.

GILL CO. HAS KINETOSCOPE LINE.

C. W. Phillips, Edison Traveler, Makes Arrange-
ment While Visiting Portland, Ore.—Sell-
ing the New Disc Phonograph.

(Special to The Talking Machine World.)
Portland, Ore., Dec. 3, 1912.

The J. K. Gill Co, of Third and Alder streets,
this city, ha's become a jobber for the Home kineto-
scope in this territory, the deal having been closed
by C. W. Phillips, special representative of the
Home kinetoscope department of Thos. A. Edison,
Inc., during his recent visit to Portland. This line
was formerly with the Graves Music Co. Mr
Chandler, Pacific Coast salesman for Thos. A.
Edison, Inc., on the new disc phonograph, is meet-
ing with great success in Portland and other North-
western cities and has booked a large number of
orders. ‘

SPENDING MONEY IN SIGHT

And Plenty to Buy Talking Machines, Ac-
cording to the Figures and Facts Herein Set
Forth—Is Up to the Dealers to Get Their
Share of What Is Going.

There is more real spending money in sight this
year than there ever was at any previous time.
Here are some facts—plain facts in the case. Yoa
may accept them as they stand in this column >r
verify them for yourself if you prefer to gather
your own data and have time to do it. Railroad
earnings are, roughly, over twenty millions a
month higher than they were last year, Bank clear-
irgs, not in any one locality, but from one end of
the country to the other, run anywhere from 5 to
25 per cent. increase. Steel mills loaded to the
gunwales with orders—and crops? Well, we are
raising in this blessed year of grace three billion
bushels of corn and, as you learned last month, we
are producing ten billion dollars’ worth of wealth
out of the ground. Usually, under conditions of
this kind one would be sure to find a period of
frenzied speculation. In point of fact, there’s
nothing of the sort going on—the Stock Exchange
is abnormally quiet. Which means that the re-
cently developed wealth is likely to stay distrihuted
among many hands for some time. That’s the sort
of money that means something to the retailer. It
isn't “paper” money and it isn’t stage money, says
the Voice of the Victor, but real coin of the realm
which can be counted and handled or spent or
saved—or used to buy a Victrola.
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You will find the Edison Line

Blue Amberol Records

—the wear-proof, practically unbreakable new cyl-
inder Records of surpassing purity and naturalness
of tone—have been received so enthusiastically by
the buying public that you can make no mistake
in ordering all of them at once. Two lists, 55 Blue
Amberols in each list, are now available. Another

will be completed very soon. 'lh“
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Amberola lli

This is one of the latest Edison models and has
proved to be one of the best selling instruments we
have ever made. It is an unusually handsome horn-
less phonograph that you can offer at the modest
price of $125.00. The mechanism is the same as
that in the famous “Opera” model. Amberola Il
is furnished in Mahogany (piano or dull) and in
golden or weathered Oak. It won't stand long on

your floor.
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" Get in touch witl‘o

THOMAS A. EDISON, Inc. 59 Lakeside Ave., Orange, N. J.




THE TALKING MACHINE WORLD. 9

nore and more profitable
he Edison improvements
re some of them.

‘The Four-minute Home
Recording Outfit

Home record-making has always been a popular
Edison feature. It will help sell Edison phonographs
that will only play 4-minute records just as it helped
sell the older types. And many people who already
own Edisons are waiting for this outfit. It consists of
a 4-minute Recorder, three blank records and a hand
shaving machine. Order one, at least.

This instrument opens up a new, broad field of
profit. It has been designed specially for school
use, with dust-proof case, metal stand and four
shelves, each of which holds a box accommodating
24 records. This instrument plays the regular Edison
selections, but we have prepared a special series of
school records which dictate various exercises. Be
sure to ask your Edison jobber for complete details
regarding the School Phonograph. 1t offers an oppor-

tunity so big that you cannot afford to overlook it.

rour Edison Jobber

THOMAS A. EDISON, Inc., 59 Lakeside Ave., Orange, N. J.
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NEW YORK, DECEMBER 15, 1912.

HE curtain is falling on the year 1912, and before another
T issue of The World appears a new year will have been given
birth. The year now closing, all things considered, has been a
mighty satisfactory one in the talking machine field. Trade has
been somewhat uneven, of course, but it has been larger in volume
than any preceding year, and the present Christmas season will
witness the greatest volume of retail sales of talking machines -and
records ever recorded.

This is based upon the reports of correspondents throughout
the country, who state that dealers are unanimous on this point,
but all complain of a shortage of machines, which condition manu-
facturers are doing their best to alleviate, although this is somewhat
impossible owing to the enormous demands for the newer styles.

In this season of activity and rush it is quite evident that those
concerns who have ever kept their establishments in the public eye
by attractive displays, recitals and advertising, are winning the
largest measure of support.

During 1912 there has been a great development of retail busi-
ness and a large number of retailing establishments have opened
talking machine departments which have been found to be profit-
able adjuncts to their business. This condition of expansion has
obtained the country over, and from ocean to ocean there has been
a broadening of business that would seem phenomenal if the merits
of the modern talking machine did not call for such deserved
recognition.

One of the most pleasing features in connection with the sales
of talking machines during the past twelve months is the fact that
high-priced machines and outfits have been steadily gaining in
favor. There has been a most insistent call for machines cost-
ing from $100 to $250. There was a time when considerable doubt
was felt about the American people being willing to pay high prices
for talking machines, but this was in the dim and distant past, for
apparently the higher the prices, the greater the demand, and there
seems to be no limit to this branch of the trade. -

Those who were skeptical at first now admit that this demand
has come to stay, and there is no more speculation as to whether the
people will buy, high grade talking machine outfits or not. The
record for the past twelve months has settled that, and no query
mark can be placed after the high-priced machines. Quality and
values are the first consideration and price is secondary, therefore
the greater the number of high-priced machines of merit put forth
by the manufacturers the greater the respect for the talking
machine.

The fundamental conditions throughout the country are cer-

tainly satisfactory, and every talking machine man in the land
should do his utmost to increase the public interest in talking ma-
chines, for we must all do our share to stimulate public sentiment
to the end that the special mission of the talking machine, both as
an educator and as an amusement factor, shall be properly and
correctly estimated.

There is plenty of work for us all during 1913—work of the
right kind ih interesting the public in the wonderful creations which
are now being placed on the market by talking machine manu-
facturers.

The latter are certainly doing their share through a liberal use
of the great public mediums, and this should be supplemented by
energetic work on the part of the dealers, to the end that the public
is interested still more largely and effectively in the talking machine.
This collaboration, if entered into enthusiastically, will result in still
greater achievements during the new year which will soon be
with us. '

HE evolution, present status and future of the talking machine,
is the subject of an interesting talk with George W. Lyle,
general manager of the Columbia Phonograph Co., which appears
elsewhere in this issue of The Talking Machine World, and in which
he emphasizes how the trade is gravitating toward the higher-
priced and higher grade instruments, and makes this point very
clear when he says that the people of wealth are quite as enthu-
siastic and quite as extensive users of the machines and records
as the people of moderate means, but are more exacting as to the
appearance and embellishments of the machines and more critical
as to records and the artists by whom sung.

“This condition has opened up a market,” remarks Mr. Lyle,
“which is constantly growing in importance wherein machines and
records de luxe are most in demand—a demand which the manu-
facturers are striving to meet. The rivalry for control of this mar-
ket de luxe is of a character to compel closest attention to quality
in every detail. It has been responsible for the production of a
number of machines of artistic and decorative excellence not even
conceived of in the earlier years, and the movement in this direction
is only fairly under way.

“Every great artist of renown is under contract with one or
the other great companies and as new stars appear in the firmament
they are secured and placed under contract to cater to the amuse-
ment and edification of the eager public always ready to acquire the
new selections issued by the manufacturers. ) .

“The introduction of these more elaborate machines and these
more artistic records has had an effect upon the industry as a whole
not unexpected. It has lifted it upon a higher plane commercially
and artistically and increased its prestige enormously. Houses
which formerly felt themselves commercially too important to cater
for the trade of talking machine patrons and users now rival each
other in the magnitude and elaborateness of the display of machines
and records stocked, in the prominence and frequency of their ad-
vertisements of this line. This condition of affairs is growing
stronger day by day. The more desirable instruments and the more
artistic records are being shown the preference in constantly in-
creasing volume notwithstanding the greater expense involved.
This is indicative of a healthy growth of the industry and an awak-

ening of the public’s appreciation of the better product offered which

can mean but one thing—increasing demand for the product and
augmented profits for those who have the forethought and the judg-
ment to profit by it.”

IN this modern age when scientific management is all the vogue,

there are few business men who can steer the business ship
without an appreciation of and a knowledge of credit, for they realize
that credit is not only a necessity to the continuance of any enter-
prise, but it is as much a necessity as cash.

And this is just as true of the small country store as of the
great corporation doing an immense domestic and foreign business.
Both depend upon credit for their existence and prosperity. Never-
theless every day we find merchants who treat their credit as they
do their health—they fail to realize its true value until they have
lost it.

Credit men have well been described as the physicians of busi-
ness, and they will tell you how many a man with a sound, healthy
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business becomes a financial wreck within a few years, simply he-
cause he has abused his credit, just as a man who starts out in life
with a sound, healthy body becomes a physical wreck within a few
short years by excesses of dissipation. It is difficult for a man to
regain lost physical or business health, because in many cases char-
acter has deteriorated with his business.

Character is one of the greatest assets in the giving of credit,
for a man receives credit in proportion to the amount of confidence
that men place in him. In considering the importance and neces-
sity of credit to every business man, it is remarkable how careless
some are regarding that prime essential to their commercial exist-
ence. The nature of their transgressions would indicate that they
are generally the result of thoughtlessness, or an imperfect or false
conception of the value of credit.

It is rarely an active abuse of credit, but rather a passive in-
difference and neglect, which are really mental ailments that weaken
the will. And be it remembered that the will is the index of char-
acter. The ease or indifference which marks this retrograde step
emphasizes the fact that there exists a moral as well as a physical
law of gravity.

OO many men overlook the importance of meeting obligations
when they fall due, at least without putting themselves to
serious inconvenience. They calculate that the jobber or manufac-
turer can well afford to wait—that it is only a trifling matter to him,
whereas payment may mean a general disturbance of affairs at the
time the bill is presented. Thus sophistry and temporizing supply
the necessary justification. When the second statement comes along
with the demand for a settlement, the nierchant is full of indignation
at what he considers the grasping nature of his creditor, and when
the third demand materializes his indignation becomes acute, and
he is apt to say some hard things about having always paid his
bills promptly, and cannot understand why people should be afraid
of not getting their money, and may add: “I have got the money
now, but they can just wait for it until I am good and ready.”
Should the salesman of the house arrive around that time he is
sure to find the debtor’s wrath in a white heat, and the poor travel-
ing salesman is told about the dunning methods of his house, and,
of course, the phrase is not overlooked that “I can get all the credit
I want elsewhere.”
This is the situation that comes up every day. Yet how unfair

and illogical it is. No business can be safe, or conducted correctly,
without giving close attention to the payment of bills due, and
business men, whether in the talking machine trade or elsewhere,
should not be indifferent to the importance of this fact.

It is a well-known fact that the houses that are achieving suc-
cess in all lines of effort are those that pay the closest attention to
meeting their obligations promptly—in other words, keeping the
closest supervision over the credit end so that the health of the
business is not impaired.

N able analysis of present-day affairs as they affect the talking
machine industry is to be found in the very interesting inter-
view with Louis F. Geissler, general manager of the Victor Talking
Machine Co., which appears elsewhere in this issue of The World.
It is not a superficial resumé of conditions, but a careful summing
up of facts which emphasize that at no time in history was the
future so full of promise for the progressive and aggressive business
man as to-day. DMr. Geissler discusses in his usually able way the
possible effects of the change in Administration at Washington,
and its influence on business, and approves of an early settlement
of the tariff question, so that there may be no disturbances to the
present steady trend of prosperity.

Coming down to the immense demand for Victor talking ma-
chines and records, he says: “While we cannot take care of busi-
ness at present, I may say (I hope without betraying too much ego-
tism) that all Victor dealers are to be congratulated upon the fact
that the Victor organization is a progressive one and is strong
enough financially and willing enough to put the millions of dollars
into extensions, which is now being done, in the effort to take care
of the trade which is maturing.

“Qur entire organization is alive to the condition and the tre-
mendous shortage. We are doing all that is possible in all sections
to get help and every other factory in the East is doing the same.
We are positively fighting for labor; are no doubt robbing other
factories and they are robbing us. We are refusing all new busi-
ness and have ordered our travelers to cease selling goods tem-
porarily and devote their time to development and educational
work.

“When our new factories mature-—which will not be far off—
we shall have an immense output and have every hope of next yeat
being able to take care of a larger percentage of the demand—na
matter what it may be—than we are this year.”

INTERVIEW BY “TALKER.”

Mrs. “Silent’” Smith Takes That Means for
Answering Questions of Pittsburgh Reporter do.
—Plan May Become Popular in Society.

customers of your own and of your competitors,
and find out how those customers feel toward you
and your competitors, and why they feel as they
Visit other kinds of business, just as a spec-
tator, or as an interested inquirer.

Do not try to remember all of the questions or
_answers. Have a little pad in your pocket and jot
down what you hear and see. Then spend about
a week thinking it all over. Do not try to think

Ask questions.  hard, just let it “come to you.”

At last there appears to be a ray of hope for the
poor reporters who are sent out with explicit in-
structions from the city editor to get J. Pierpont
Morgan’s opinion on certain questions and not to
come back without the interview. Maybe, if the
practice of offering interviews through the medium
of the talking machine gains ground, even the
Sphinx may be induced to loosen up and give an
opinion formed at his leisure.

Not long ago a reporter for a Pittsburgh paper
tried to obtain an audience with Mrs. “Silent”
Smith, mother of Anita Stewart, now the Duchess
de Vizeu, to ask if there was any truth in the re-
port that she intended to finance the royalist res-
toration in Portugal. She refused to see the cor-
respondent, but sent a phonograph to speak for
her. -

The talking machine interview was published as
follows: "I am Mrs. Smith. By marrying my
daughter to Domn Miguel's son he forfeited his
claim to the Portuguese throne. In order that I
may become the mother of a Queen, my son-in-law
must first become a King,.and to do this He must
get rid of my daughter. Therefore, I am not in-
clined to finance any attempted restoration, which,
if sucessful, would probably entail my daughter’s
divorce.”

VISIT OTHER STORES FOR NEW IDEAS

Take two weeks for travel, to visit other stores,
or get acquainted with other people who are doing
business like yourself. Or, go out and talk with

The DITSON Pledge

Is to see that our clientele has a better service than ever—setting
a new standard in Victor jobbing deliveries.
Victor dealers—the kind that grow—are many and varied, and we
furnish the “first-aid” in every instance.

We believe this year’s Victor business will be of tremendous pro-
portions, and it will pay you to have

The Fastest Victor Service

which is a requisite in this hustling age.
stocks, the best organization and most up-to-date equipment in the
Eastern half of the country.

This covers Victor machines, records and supplies of every kind,
not to mention cabinets, needles and trade-marked accessories.
Will you let us tell you more about Ditson co-operation? A postal
gets this information!

OLIVER DITSON CO., Boston, Mass.-

The demands of alert

We possess the largest
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(Price $500).

I's bound to be quite a while before
any instrument will be produced to even
look like the new Columbia *“Grand.”
And a great deal longer
before one can be produced that can
compare with its fone.

' TRANSFORMING WEBER & FIELDS INTO PRINTED WORDS |

An Accomplishment Much More Difficult Than the Ordinary Mortal Would Imagine, Par-
ticularly When Wanted for a Definite and Special Purpose.

As Related by a Member of the Columbia Phonograph Co.’s Staff.

WORLD.

Columbia Phonograph Co., Ger’l
Tribune Buiiding, New York

1 have had many humorous and peculiar ex-
periences with the reproducing and the handling
of records, but this one is the funniest that has
happened for some time. We started to make
Weber & Fields’ records during their recent jubi-
lee at the Broadway Theater, New York, and al-
though these records have been on the market for
a very short time, they have had a phenomenal
sale, and their popularity is constantly growing.
The records are very distinct and their tonal quali-
ties are beyond criticism. After we had put the
first batch of these popular records on the market
and the public had become acquainted with their
merits, we decided that we wanted the words of
these records in printed form for various reasons.

In pursuance of this determination I visited the
offices of Robert Sill, general publicity manager
for the celebrated team of Weber and Fields, and
told this gentleman what I wanted, with a lucid
description of my pressing neceds, etc. After I had
finished with the recital of my tale of woe, Mr.
Sill leaned back in his chair and gave one big,
hearty laugh, that I must confess I did not join
in When he had finished with this burst of
levity 1 ventured to ask him the whys and where-
fores of this humorous aspect of the situation.
In response to my urgent interrogations he in-
formed me that there was no such thing as
“words” for any act performed by Weber and
Fields, for divers reasons. In the first place,
Weber and Fields never rehearse for any perform-
ance, no matter for what purpose they are going
to act.

This has been their rule during the many
ond place, they never give the same act twice and
repeat the identical words or humorisms. In view
of these facts, Mr. Sill informed me there was
absolutely no authentic record of the performances
or songs Weber and Fields had rendered for the
production of Columbia records.

This information naturally caused me consider-
able chagrin, but the fact remained that I simply
“had to get” those words, and it therefore remained
with me to devise some means to achieve the pur-
pose I have outlined. I thought that perhaps 1
could accomplish the task by means of taking the
records down in' shorthand, but this plan would
have necessitated an enormous amount of time and
labor on my part. After long and careful de-
liberation I finally evolved the idea of utilizing
the dictaphone in conjunction with the graphophone
in the following manner: I took a stock dicta-
phone and introduced it to a graphophone with a
very big horn. I ran the mouthpiece of the dicta-
phone into the horn of the graphophone and put
my Weber and Fields record on the graphophone.
This part finished, 1 placed ‘a shiny new cylinder
on the dictaphone. Then I started them going
simultaneously, the graphophone reproducing and

the dictaphone recording. This method of pro-
cedure I followed out with all the Weber and
Fields records that I had on hand, and when they
had all been recorded I placed the cylinders in
the rack with those of the ordinary business let-
ters and memoranda.

Before proceeding with the rest of my story, I
would like to impress on the reader one salient
feature of all Weber and Fields records. That is
the fact that they always start their act with a

The Novel Method of Dictation.

particularly blatent band which was especially made
for them. This band emits a noise like artil-
lery, and to the uninitiated it often produces a
feeling of insecurity and profound distrust for
what is going to happen. In the usual course of
events, my secretary came in and took these cylin-
ders from the rack, and proceeded to transcribe
them by means of her transcribing apparatus. As
a rule, this young lady is very decorous, never uses
slang day in and day out, and is a model of ex-
emplary behavior, without seeming to possess a set
of nerves. Ten minutes after taking these cylin-

The Effect of Weberfieldian Music.

ders from the rack, however, my secretary became
a changed young lady. Without any preliminaries
we were all startled by the appearance of a very
much frightened and scared secretary, who, between
sobs and hysterical exclamations, managed to say,
“For the love of Mike, what have you been doing
with- these cylinders?” After the office boy had
handed her smelling salts, etc., I was finally en-
abled to learn that the blaring of the band had
utterly upset her composure, and what .was more
to the point, she positively refused to continue
with the transcribing of “spooky” cylinders. It
took considerable persuasion to convince her that
there was no cause for fear, and after a while she
transcribed  all of the cylinders which permitted

me to use the printed words of the Weber and
Fields records for the different purposes I had in
mind.

Considering the fact that this transcribing was
the culmination of three separate processes of re-
production, first to the original record, then to the
dictaphone, and finally to the transcribing ma-
chine, the feat certainly speaks well for the effi-
ciency of the dictaphone.

VISITORS TO EDISON FACTORY.

Visitors to the Edison factory during the past
month include: O. Sillman and O. Sillman, Jr., of
Westerly, R. 1.; M. C. Koester, secretary Eilers
Music House, Portland, Ore.; Edgard C. Smith,
manager, W. W, Kimball Co., Chicago, Ill.; A. W.
Toennies, Jr., Hoboken, N. J.; Lane Robertson,
Indfana Music Co., Terre Haute, Ind.; J. E. Cald-
well and Mr. Johnson, Quincy Phonograph Co.,
Cuincy, Ill.; Hendery Allison, M. D., Kingsvile,
Tex.; Honey M. Wiswell, McCabe & Wiswell,
Machias, Me.; W. D. Andrews, Syracuse, N. Y.;
Louis Buehn, L. Buehn & Bro., Philadelphia, Pa.;
E. E. Buehn, Buehn Phonograph Co., Pittsburgh,
Pa.; M. A. Carpell, Herzog Art Furniture Co.,
New York; E. R. Bainbridge, Quackenbush Co.,
Paterson, N. J.; Fay McFadden, Granville, N. Y.;
F B. Shaw, Corinna, Me.; L. C. Wiswell, Lyon
& Healy, Chicago; R. W. Daynes, Consolidated
Music Co., Salt Lake City, Utah; W. O, Pardee,
Pardee-Ellenberger Co., New Haven, Conn.; H.
Harger Blish, Harger & Blish, Des Moines, Ia.;
F K. Babson, Babson Bros., Chicago; Vilh Fin-
sen, Stockholm, Sweden; F, H. Silliman, Pardee-
Ellenberger Co., Boston; W. H. Pine, Asbury
Park, N. J.

““THE NEEDLE WITH A ‘SOUNDING-
BO@.Q ”

Such is the slogan of the Bell-Hood needle, ad-
vertised in the present and in recent issues of The
Talking Machine World and now quite extensively
introduced in this and other countries.

The necdle wears a small brass hood with its
opening down close to the face of the record, which
acts in a high degree as a sounding board or reson-
ator, gathering over-tones and vibrations produced
at the surface of the record which had hitherto
been lost.

The principle is so obvious that it has quickly
interested both dealer and talking machine owners;
the dealer, as something new, attracting people into
his store, where they may not only buy Bell-Hood
needles, but records and other accessories ; the talk-
ing machine owner because of its unmistakable
superiorities of tone, which more and more grow
upon the user.

The needle seems to come nearer bringing back
the original sounds that went into the record than
anything yet devised.

Doubtless the liberal policy of the manufacturers,
the Bell-Hood Needle Co., of New Haven, Conn,, in
giving samples so freely to dealers to give out to
ali their customers, has had much to do with the
quick growths of the new needle’s popularity. Its
salesmen, Mr. Cornet and Mr. Smith, are reporting
ready and large sales.
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The Right Record

WITH

The Right Surtace

L[ QLIERIASTING, e‘*
JEO orSREAKABLE

REQORDS

Fit Any Phonograph

The demand today is for an indestructible record with a smooth
playing surface. A record free from knocks and gratings. A
record that will not break or wear.

U. S. Everlasting Records meet
these conditions in every particular,
and are the only records fulfilling
this demand.

The construction of U. S. Everlast-
ing records is indestructible through-
out—not partially. Dropping them
to .the floor does no harm. They
will not break in handling. They
are true to name—everlasting.

We invite—yes challenge compari-
son—with any indectructible or semi-
indestructible record on the market.
Compare the surface of U. S. Ever-
lasting Records with any other so-
called indestructible records by play-
ing them side by side. A trial will
give you ample evidence—the
results convincing as to the su-
premacy of U. S. Everlasting Records.

The January list of U. S. Everlasting Records will meef with the
unqualified approval of the most critical. Your copy is ready for
you—also our complete new record catalog. Ask for them today
and make the comparison suggested above. It is to your advantage.

THE U. S. PHONOGRAPH COMPANY

ASSOCIATED WITH

THE BISHOP-BABCOCK-BECKER COMPANY

CLEVELAND, OHIO
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¥ TRAGE WARK:

NEWS FROM EDISON HEADQUARTERS

Anent Shipments of New Edison Disc Phono-
graphs and Records—Straws That Show How
the Wind Blows—Active Educational Cam-
paign Being Conducted by the Thos. A. Edi-
son Co.—Special Outfit Designed for This
Purpose That Has Won Praise of Authorities.

F. K. Dolbeer, sales manager of Thomas A. Edi
son, Inc.,, Orange, N. J., reports that shipments of
the new disc records and machines are being sent
over the country in limited quantities, but it will
be a little time yet before it can make large ship-
ments.

Mr. Dolbeer has received many unsolicited tes-
timonials from various people complimenting the
house upon the new Edison disc machine, and to
state that he is gratified at this pleasing reception
is putting it mildly.

An incident about the sale of the Ed!son disc
maohines and records might be cited in the case
of the Pardee-Ellenberger Co., of Boston and New
Haven, Edison jobbers. When these new Edison
machines were exhibited at the New York ware-
rooms last July the Pardee-Ellenberger Co. placed
a good-sized initial order. During the month of
October at Boston was held the Electric Show. in
which Thomas A. Edison was an exhibitor. That
month’s exploitation of Edison goods created such
a demand that the Pardee-Ellenberger Co. can-
celed its first order and immediately issued another
order three times as large.

At the coming dinner of the Founth National
Bank Organization, to be held at the Hotel Man-
hattan, there will be a demonstration of the new
Edison machines and records, by request of that
organization. Perhagps the trade does not know it,
but this is the bank referred to as “James G. Can-
non's bank.”

The third list of Edison Blue Amberol records
will be shipped as soon as manufacturing condi
tions will permit, and will be placed on sale as
soon as received. These are practically all grand
opera records and are to retail at the price of 75
cents each. Fourteen records are included in this
group.

Quite a large amount of money and time is
being exrended by the educational department of
Thomas A. Edison, Inc, under the mamagement

fW. H. Iy o is featuring the Edison School
Phonograph and records. This outfit is designed
for educational purposes in the schools and runs
from the second year to the eighth year.

For instance, in the third list of Blue Amberols
there are records devoted to dictation and spelling,
drill in rapid addition, table drill, twelve problems
1n business priactice, in percentage, Lincoln’s speech
at Gettysburg, Washington’s farewell speech, etc.

This Edison school rhonograph is mounted on 3z
metal stand equipped with casters. The metal
stand has four shelves, each accommodating a box
holding twenty-eight records. Mechanically the
school phonograph is similar to the well-known
Edison “Concert” phonograph. The motor is of
double type, and will play five records with one
winding, furnished with a horn.

These machines can take the new

Amberol

We know that the well-to-do people in
every community who only want to
know about the best of everything in
order to have it will insure the sale of
our entire Columbia “Grand” product
for some time to come.

records as well as the regular school records. The
retail price 1s $75 complete, records being fifty and
seventy-five cents each.

OUR FOREIGN CUSTOMERS.

Amount and Value of Talking Machines
Shipped Abroad from the Port of New York
for the Past Five Weeks.

(Special to The Talking Machine World.)
Washington, D. C., Dec. 13, 1912.

Manufacturers and dealers in talking machines
will doubtless be interested in the figures showing
the exports of talking machines for the past five
weeks from the port of New York:

November 13.

Callao, 7 pkgs., $597; Calcutta, 1 pkg., $150; Cien-
fuegos, 18 pkgs.,, $1,306; Colon, 6 pkgs., $138; 10
pkgs., $237; 6 pkgs, $242; Curacoa, 8 pkgs., $143;
Havana, 19 pkgs., $2.858; 7 pkgs., $319; London,
398 pkgs.,, $1,054; Monte Cristo, 8 pkgs., $415;
Rio de Janeiro, 7 pkgs, $315; 13 pkgs., $1,160;
Trinidad, 19 pkgs., $822; Vera Cruz, 224 pkgs.,
$1,205

November 20.

Asuncion, 13 pkgs., $672; Buenos Aires, 46 pkgs.,
$1,128; Callao. 3 pkgs., $140; Guayaquil, 5 pkgs.,
$294; Havre, 38 pkgs, $2,466; London, 77 pkgs.,
$4,162; 219 pkgs.. $5.870; Manilla, 63 pkgs., $3.158;
Singapore, 21 pkgs., $916; Tampico, 4 pkgs., $230.

November 27.

Berlin, 16 pkgs., $282; Callao, 17 pkgs., $1,026;
Chemulpo, 7 pkgs., $644; Hanover, 2 pkgs., $180;
Havana, 40 pkgs., $3.326; 21 pkgs., $862; Havre,
18 pkgs. $491; Iquique, 8 pkgs., $1,679; La Pal-
mas, 8 pkgs., $278; Limon, 8 pkgs.; $286; Liver-
pool, 54 pkgs., $2,906; 4 pkgs, $965; London, 408
vkgs., $7,080; 61 pkgs, $3.101; Port au Prince, 4
pkgs., $155; Puerto Mexico, 3 pkgs., $260; St.
Johns, 11 pkgs., $176; Valparaiso, 4 pkgs., $220;
Vera Cruz, 14 pkgs. $986; Yokohama, 6 pkgs., $591.

Deceniber 5.

Africa, 15 pkgs., $750; Batavia, 17 pkegs., $1,014;
Buenos Aires, 117 pkgs., $10,596; Callao, 1 pkg.,
$277; 6 pkgs.. $447; Colon, & pkes., $129; Guaya-
quil, 2 pkgs., $317; Havana, 7 pkgs, $1,849; Kings-
ton, 9 pkgs, $207; 11 pkgs, $425; Maracaibo, 6
pkgs., $823; Montevideo, 12 pkgs. $1,498; Para,
30 pkgs, $1,252; Puerto Cortez, 29 pkgs., $443;
Puerto Cabello, 5 pkgs., $152; Rio de Janeiro, 13
pkgs.. $1,601; Savanilla, 2 pkgs., $126; Tampico, 4
pkgs., $202. ;

December 12. =

Constant’nople, 4 pkgs., $185; Chemulpo, 4 pkgs.,
$328; Eton, 3 pkgs., $171; Guantanamo, 3 pkgs.,
$108; Havana, 74 pkgs., $3,840; London, 53 pkgs.,
$3.667; Port Madryn, 9 pkgs., $571; Rio de Janeiro,
91 pkgs., $4.822; Savanilla. 2 pkgs., $137; Singa-
pore, 21 pkgs, $763; Trinidad, 2 pkgs., $117;
Vienna, 4 pkgs., $300; Yokohama, 15 pkgs., $1,164.

Always appear in your department .as if you
were there to entertain your dearest friends.
Your smile, your clothes, your language, your
manner should be what you make them when you
welcome those you love. Everything about you
that attracts customers to you is sure to show its
value in the increased number of your sales.

Columbia Phonograph Co., Gen’l
Tribune Buildiug, New York

TRADE MARK

TO FORSAKE BACHELORDOM.

Max Landay Receiving Congratulations Galore
on the Announcement of His Engagement
to Miss Ida R. Fox, of New York.

Congratulations are being extended to Max
Landay, of Landay Bros., 563 Fifth avenue, New
York, on the announcement of his engagement to
Miss Ida R. Fox, daughter of Mr. and Mrs.
Benjamin Fox, of 45 West 9lst street, New
York. A reception will be held Sunday, Decem-
ber 15, at the home of Miss Fox's parents, and
judging from the letters and telegrams of con-
gratulation being received each day, there will be
present a large number of both personal and
business friends on the day of the reception. Mr.
Benj. Fox is a well-known broker, who is promi-
ment in financia' circles. The wedding will pro-
bably take place next Spring.

Max Landay is known throughout the entire
talking machine trade as one of the most inde-
fatigable workers in the business and well de-
serving of the success he has already attained.
Landay Bros. are progressive and active Victor
distributors, with stores in the leading and most
exclusive sections of the city. They recently
opened a new store on 42d street near Broadway,
which is meeting with noteworthy succéss. They
have several stores on Fifth avenue and also have
handsome player-piano and music roll headquar-
ters at 863 Fifth avenue. Their player and roll
business is achieving excellent results and their
Victor business is breaking all records. It is
due in a great measure to Max Landay’s aggres-
siveness and unceasing energy that the firm of
Landay Bros. is progressing so rapidly and has
acquired such an enviable reputation in the talk-
ing machine industry. When seen by The World,
Mr. Landay was too busy to say much about
business affairs, but- judging from his lappy
smile when his engagement was mentioned, there
is no doubt but that hearty congratulations and
good wishes are in order.

SIXTY PER CENT. INCREASE

In Columbia Business In November as Compared
with a Year Ago Reported by R. F. Bolton.

R. F. Bolton, manager of the Columbia Phono-
graph Co.'s store, 87 Chambers street, New York,
states that bus'ness for November was fully sixty
per cent. better than that of last year, while from
present indications, December will establish a new
record. He reported a’nux.nber of new agencies
being established in New Jersey and Connecticut
during the month,

Mr. Bolton added: “A feature of our present
day trade is the demand for the expensive ma-
chines, the $200 De Luxe being an especial fa-
vorite. Our record business is phenomenally ac-
tive, the opera season being productive of a great
demand for the records made by celebrated artists.

It is sometimes hard to understand why a fellow
should go to the trouble of making a fool of him-
self when there are so many others anxious to do
the job.
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INDIANAPGLIS WANTS MORE GOODS.

Talking Machine Dealers in Indianapolis Too
Busy to Talk—All Report a Good Talking
Machine Trade—New Edison Disc Phono-
graph Much Admired—Enormous Columbia
Sales—Anxiously Awaiting New *“Grand.”

(Special to The Talking Machine World.)
Indianapolis, Ind., Dec. 9, 1912

The talking machine business in Indianapolis is
sadly in need of humanizing influences. In the
latter days it has been so that those engaged in
the talking machine business haven't got a minute
to waste on a friendly talk, and so this corre-
spondent of The World has not much “news” this
time—except that business is very good and that
ought to sound good.

The houses here handling the Victor mach’nes
seem to desire that the men at the faotory work
day and night and then a little more. Miss Lazu-
rus, manager of the talking machine department
of the Aeolian Co. in North Pennsylvania street,
would like a few more Victrolas, at least, to satisfy
the demands of her patrons. By the way, Miss
Lazurus is one of the “salesmen” who hasn’t got
time to talk these days.

The Stewart Talking Machine Co., also a dis-
tributor of Victor inachines, says business never
was and could not be very much better. A peep
in at the company’s store in North Pennsylvania
street reveals machine after machine tagged
“Sold.”

A great many persons are ordering machines
for holiday delivery. Chr'stmas shopping has be-
gun carly and in earnest, as far as talking ma-
chines are concerned. Most of the managers and
salesmen are putting in extra time three or four
nghis a week and some have sacrificed their
seventh day of rest n the last few weceks.

The Kipp-Link Co. in Massachusetts avenue is
d splaying samples of the new Edison disc ma-
chine. Its patrons have been treated to hearing
the new machine and words of pra‘se have not
heen stinted. The Kipp-Link Co. can hardly wait
until the Edison Co. ships some “regular” ma-
chines for the market. The enlarged home of the
Kipp-Link Co. is in keeping with the new products
of the Edison Co. The demand for the k'neto-
scope is on the increase.

Thomas Devine, local manager of the Columbia
Phonograpli Co., General, said business in the
month of November was probably better than it
ever has been in that month. The Columbia Co.
is expecting to sell a large number of records by
Orville Harold, the famous tenor. Harold, being
an Indiana youth, is a favorite in the Hoosier
State.

As a result of the advertising by the Columbia
Co. the local branch has been selllng an unusually
large number of Regal Grafonolas, which is listed
at $10. It was first thought that this machine
would not be a popular selling machine, but from

the demand for the Regal Grafonola there seens
to be little doubt but that it will ‘be a leader
throughout the year.

Manager Devine and his assistants are anxious-
1y awaiting the arrival of the Grafonola grand,
and expect that it will be a huge drawing card.

The Hampton Printing Co. has given up the
business phonograph agency. The successor to the
Hampton Co. has not been announced.

F. G. SMITH CO. GRAFONOLA DISPLAY

Magnificent Department Opened in the New
Bradbury Building in Brooklyn, Where a
Full Line of the Various Styles of Columbia
Talking Machines Are Shown in Pleasing
Environment—Visitors on Opening Day.

The Columbia Grafonola department of the F.
G. Smith Piano Co., 60 Flatbush avenue, Brooklyn,
was opened last week to the public. and is one of
the most complete and attractive in the Greater
New York section. It is situated in the new build-
ing which has been erected by the ¥. G. Smith
Piano Co., an imposing four-story structure, which
is complete in every detail for the retailing of
Bradbury pianos and talking machines.

Pianos, Grafonolas and graphophones share alike
in dispiay. On the main floor two handsome sound®
proof booths have been erected. They are mostly
constructed of plate glass, while the frame is white
enamel and mahogany. They are large and give
ample opportunity for demonstrating records with
the best results, as the roof is high, giving the best
acoustics, and nothing can be heard from the out-
s‘de when the doors are closed. Behind this is a
stock room, where many records are kept.

The second floor is given entirely up to grapho-
phones, and here also are three plate glass booths
similar to those on the main floor. A large stock
of records is kept on this floor also. The top foor
is also used for displaying graphophones as well as
pianos. In the basement a room has been fitted
up where the stock of records in foreign languages
1s kept and second-hand inachines and pianos are
displayed. The floors throughout the building are
covered with handsome rugs.

In the front of the building a large sign weighing
two tons, the largest electric display sign shown on
the avenue, has been erected, on which are the
words the “Bradbury pianos” and under it hangs
the trade-mark of the Columbia Phonograph Co,
General, also illuninated, being one of the first of
its kind to be used.

On Monday last the new department was visited
by E. D. Easton, president; George W. Lyle, gen-
eral manager, of the Columbia Phonograph Co.,
General, and Hayward Cleveland, manager of the
23d street Columbia store, who, with F. G. Smiith,
N. M. Crosby, general manager of the F. G. Smith
interests, and F. G. Smith, III, retail manager for
F. G. Smith, made a trip through the building and
cxpressed themselves pleased with its completeness.

A. Nelson Thomas is manager of the Columbia
department, and John B. Affatica, assistant.

IMPORTANCE OF THE SCUND BOX.

Some Well-Considered Suggestions on Looking
After Sold Machines That Dealers Will Find
Profitable to Read and Act Upon.

The talking machine dealer who desires to ex-
pand his trade and build up a reputation for him-
self will find it most essential to keep in touch with
his customers; in other words, to find out whether
the machines or records delivered to them are giv-
ing satisfaction. This manifestation of interest on
the part of the dealer is always appreciated by a
customer and pays mighty big dividends in new
trade. And this brings to mind the very excellent
letter sent out by the Victor Co. last week, bear-
ing upon the proper adjustment of the sound box.

As is well known, there is no part of the talking
machine as inmiportant as a properly built and ad-
justed sound box, for if there is any fault in it the
reproduction will be faulty. Other parts of the in-
strument may be defective in a more or less degree
without very perceptibly affecting the tone quali-
ties, but let the sound box be out of proper ad-
justment—in ever so slight a degree—and then on
certain records and on particular notes, defective
rendition will be obtained.

In this connection the Victor Co. says:

“QOccasionally we are in receipt of letters from
Victor owners complaining that their instruments
are unsatisfactory, and further that local dealers
are unable to remedy the matter. If the owner is
conveniently located to the Victor factory we ask
that the instrument be returned to us, and in a
large percentage of the cases we find that the sound
box has been injured by careless handling, and a
mere readjustment of this particular part will make
the reproduction perfect. Hence we are taking
this means of asking for the return to us of any
concert or exhibition sound boxes which are not
satisfactory and which cannot be satisfactor:ly ad-
justed in local repair shops.

“\We know that q ite a few repa‘’rmen are un-
able to make satisfactory repairs to the sound box
—especially if they are not thoroughly accustomed
to repairing this panticular part of the talking ma-
chine. We ourselves have dithiculty in training our
workmen to manufacture and repair any new part
of our imstrument. It takes months of practice to
efficiently manufacture, adjust or repair such deli-
cate mechanism ; remember, the sound box replaces
the vocal chords of the human throat, the reeds of
an organ, or the strings of a perfectly tuned violin.

"Our ambition is to make every Victor owner a
atisfied owner. Your part is to keep in touch with
every Victor owner and if you find that any sound
box on the market is faulty and your own resources
are not capable of puttings things right, please do
not hesitate to return the unsatisfactory part to us
for expert attention.”

SHOWING ALBUM CLOSED

When full of Records the Album
will fitin a cabinet or book case.

most skillful workman.
others, and are sold at very low prices

| FAMOUS RECORD ALBUMS

These Albums are made to match Victor, Edison
Columbia, and all other Cabinets.

Containing |7 pockets, made of strong tag Man-=
ila paper, for both single and double faced Records.

Each pocket is hinged on both sides with binder’s
cloth securely joined to a heavy board back, cover=
ed with a rich brown cloth; with emblematic gilt
stamping on front cover.

THE “NATIONAL” RECORD ALBUMS are made by the
They possess qualities found in no

SHOWING ALBUM OPEN
Showing Reference Index

' Werite for terms and samples if you are not already handling our Superb Albums.

Address; NATIONAL PUBLISHING CO., 241 South American St., Philadelphia, Pa.
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THE TRADE IN BOSTON AND NEW ENGLAND

JOHN H. WILSON, MANAGER, 324 WASHINGTON STREET, BOSTON, MASS.

(Special to The Talking Machine World.)
Boston, Miss., Dec. 12, 1912,

Everywhere one finds the holiday business in
talking machines all that could be desired. All the
jobbers and dealers have all the business they can
attend to, and the only complaint one hears is the
difficulty that they all are experiencing in getting
cnough goods to fill the demand. This of course
applies more to machines than it does to records,
although in the records there are certain popular
numbers that it is difficult to furnish in sufficient
quantities.

Talking Machines in the Schools.

One of the most interesting propositions before
the companies to-day is that of the educational
side of the talking machine business and the intro-
duction of machines into schools. Take the Co-
lumbia Phonograph Co. for instance. Its latest
accomplishment through the efforts of Manager
Arthur Erisman has been the sale of a $200
Grafonola to the city of Boston for use in the
Boston Normal School. The sale, of course, was
tlirough the school committee, and with a complete
set of educational records the students at this large
and popular institution of learning will receive a
new insight into the best kind of music.

Eastern Talking Machine Co, Exhiblt.

The Eastern Talking Machine Co. had an inter-
esting exhibit at the two days’ exposition of the
Boston Rotary Club, which was held in Horticul-
tural Hall Dec. 6 and 7. To this organization be-
longs a large number of Boston merchants, and at
the expositions only one line of business may be
represented at any single show. The Eastern had
a choice location in the lecture hall, close to the
entrance to the large hall, and during most of the
two days Manager E. F. Taft and W. J. Fitzgerald
were on hand to explain the details of their ma-
chines, of which there were a number of the finest
on exhibition. On the request of the management
of the exposition a demonstration of the Victor
machines was given on the platform, which was
one of the highly enjoyable features of the ex-
position.

New Machines Attract Attention.

Manager Erisman reports that the new $500
Columbia machines, though only on the market but
a few weeks, have attracted considerable atten-

tion, and lie has had Wdirect orders for sixteen of
them. That’s certainly going some! Manager
Erisman has just returned from Washington,
where he went with his wife to spend Thanksgiv-
ing with her family. Mrs, Enisman remained be-
hind to pay her parents a visit.

" Victor Qutfits in Schools.

W. J. Fitzgerald, who is devoting a large part of
his time to the introduction of Victor outfits into
the schools, has lately installed machines and com-
plete sets of records in the schools of Beverly,
Cambridge, Chelsea and Revere. Mr. Fitzgerald
has several large prospects well under way.

Busy Times with Oliver Ditson Co.

Manager Winkelman, of the Victor department
of the Oliver Ditson Co. warerooms, has been ex-
periencing a large business, and one may enter this
department any time of the day and find all the
well appointed demonstration booths filled with

, eager, expectant customers. A recent caller upon

Manager Winkelman was M. H. Andrews, a large
Victor dealer at Bangor, Me.
McArthur Co. Has Columbia Line.

The A. McArthur Furniture Co., one of the
largest furniture concerns of Boston, has lately
taken on a Columbia department, and the fourth
floor is devoted to a display of machines, records
and appurtenances.

Victor Department at Chickering Hall.

The Victor department of the new Chickering
warerooms has proved to be a very popular ren-
dezvous of music lovers ever since it opened a few
weeks ago, and Manager Ubect Urquhart has had
his hands full in attending to customers; and War-
ren A.- Batchelder, too, his right-hand man, has
been equally busy. Several high-priced machines
in Circassian walnut lately were sold, one to a
well-known music lover of Winchester.

Victor Sale to Former Governor Draper.

W. J. Fitzgerald a few days ago disposed of a
farge order for Victor goods to former Governor
Draper of Massachusetts. Another of Mr. Fitz-
gerald’s large customers is Lucius Tuttle, former
president of the Boston & Maine Railroad.

An Interesting Experience.

A Boston Victor dealer recently had an inter-
esting experience which resulted in selling an out-
fit costing several hundred dollars to a man whom
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for business building
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Home Kinetoscopes.

The Pardee-Ellenberger Co:

BOSTON and NEW HAVEN

he had never seen and in whose Maine city there
was a Victor dealer, which fact either was acci-
dentally or deliberately overlooked. The man in
question wrote to the Boston thouse, having seen
its advertisement in a newspaper. Upon inquiry,
the customer was found to be perfectly reliable,
and a large consignment of goods was sent him,
for which he immediately tendered a large check
in payment. A few days later the dealer was sur-
prised to receive another check for $200, which, it
was explained in the accompanying letter, was for
records that he was likely to buy in the near fu-
ture. This is the sort of customer thiat many
houses might well wish they had on their books.
Progress of White Department.

Under new supervision the talking machine de-
partment of R. H. White & Co. is making rapid
progress as a popular distributor of machines and
records. The department is now under the imme-
diate supervision of C. M. O’Brian, who formerly
was in the talking machine department of the
Shepard-Norwell Co. Sevenal rooms are now de-
voted to the business, including three compact and
cozy demonstration rooms,

A Surprise for Wm. H. Atkins.

A novel use for a disc phonograph, one of the
first products of Thos. A. Edison, Inc., was made
November 30, when it served as a medium of con-
gratulation from Thomas A. Edison, the inventor,
to a man in Boston. The man in question was
William H. Atkins, general superintendent of the
Edison Electric Illuminating Co. of Boston, who
had just completed a service of twenty-five years
with the company. That morning when Mr. At-
kins arrived he found his office resplendent with
flowers, the gifts of the various departments; but
the surprise came when a handsome disc phono-
graph was operated, and the first that Mr, Atkins
heard was the hearty good wishes of his fellow
employes, coupled with a presentation speech, for
the phonograph was the gift of his associates.
Another disc was then put on the machine and
Mr. Atkins eagerly listened to the voice of Mr.
Edison as he said:

“I understand that on December 1 you will com-
plete a cycle of twenty-five years with our com-
pany. Permit me to offer you my congratulations
on the great success you have achieved. If you
continue to round out your jubilee year I hope to
be on hand to congratulate you further.”

Those of the company with which Mr, Atkins
Jkas so long and pleasantly been associated, and
who had part in the presentation, got this disc
machine direct from the factory, and as these new
disc machines are not yet on the market this one
created no end of interest.

Departments Amalgamate.

With the amalgamation of the talking machine
departments of ‘George Lincoln Parker and the
George L. Schirmer Co., which went into effect
the first of the month, the former named dealer
is better iable than ever before to handle his large
and rapidly growing business. An additiona] room
has been taken, and Charles Trundy is always “on
the job” to attend to the wants of customers.

Two Additional Demonstration Rooms.

H. Rosen, of School street, Boston, has been
meeting with such a call for Victor, Columbia and
Edison goods lately that he has had to enlarge his
quarters, and several partitions just put in will
give him two additional demonstration rooms.

Leaves on Extended Road Trip.

H. R. Skelton, the hustling traveling man of the
Pardee-Ellenberger Co., Inc., will leave town in a
few days for a nine weeks’ trip through New Eng-
land in the interests of the Edison products. In
that time Mr. Skelton will visit nearly all of the
cities and towns where the Edison goods are sold.

A Pleasing Holiday Souvenir.

The M. Steinert & Sons Co.’s Victor department
is putting out a handsome red leather memorandum
book as a holiday souvenir, and it naturally is in
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large demand, as it is both neat and useful. Her-
bert L. Royer, the manager of the.Arch street
quarters, reports an unusual scarcity of Victor
goods, and, with the business considerably in ad-
vance of a year ago, there yet is less material with
which to suit customers’ demands. Mr. Royer has
just had as guests Edgar Evans, of C. Bruns &
Son, of New York, and Louis J. ‘Gerson, who is in
charge of the Victor department in the great Wan-
amaker establishment in New York.
Pardee-Ellenberger Co. Expansion.

The Boston quarters of the Pardee-Ellenberger
Co. in Batterymarch street have been considerably
enlarged and improved, this being absolutely nec-
essary owing to the rapid growth of ‘the Edison
business. Manager Silliman now has a private
office that any establishment might be proud of.
I* has two entrances, one from the general execu-
tive offices and another from the stock room. The
walls are covered in two shades of burlap, and a
large picture of Thomas A. Edison adorns one
side. The rogm is comfortably furnished and in
one corner stands a handsome disc machine in Cir-
cassian walmit, which emits the most exquisite
music while Mr. Silliman entertains his visitors.
Mr. Silliman says there is a tremendous demand
throughout New England for the diamond point
reproducer for the cylinder machines and for the
Blue Amberol records, and it is difficult to always
supply the call for certain of the most popular
ones.

Visited Thos. A. Edison Factory.

Manager Silliman, of the Pardee-Ellenberger
Co., was over to the Edison factory in New Jersey
a few days ago. He was accompanied by Mr. Par-
dee, and the two gentlemen were entertained by
C. H. Wilson, first vice-president of the Edison
Co. They found the factory rushed with the manu-
facture of the new disc phonograph, for which
there is everywhere a lively demand, and the gen-
eral cry is, “Wien is this wonderful machine to be
placed on the market ”

The Pardee-Ellenberger Co. is having a good
call also for the two new types of concealed horn
cylinder machines, the Amberola types 5 and 6 sell-
ing for $60 and $80.

Doing a Great Victor Business.

Francis T, White, manager of the Victor depart-
nent of the Heury F. Miller Co., in Boylston
street, reports a surprisingly lively business during
November, with the first week of December hav-
ing started in most encouragingly —Customers at
this house are experiencing some difficulty in get-
ting their goods delivered, owing to the tardiness
in getting a sufficient number of machines, a com-
plaint that is being heard from many establish-
ments.

Popular Feature at Columbia Warerooms.

Not in a long time has so popular a feature been
introduced in a talking machine establishment as
the lectures of W. L. Hubbard on “The Opera,”
which this gentleman is giving at the lecture parlor
of the Columbia Phonograph Co. Already Mr.
Hubbard has taken up “The Tales of Hoffman”
and “Louise,” and his next talk, on the afternoon
of Tuesday, Dec. 17, will be on “The Jewels of the
Madonna.” Mr. Hubbard’s course consists of the
new operas to be given at the Boston Opera House,
whose publicity manager he is, and it may inci-
dentally be said that never since the opera house
was opened, four years ago, has the work of its
publicity bureau been handled in so intelligent and
high class a manner as now.

Messrs. Easton and Lyle Expected.

President E. D. Easton and general Manager
George W. Lyle, of the Columbia Co., are expected
kere by Manager Erisman. They probably will
remain in town for several days. Another ex-
pected visitor is H. A Yerkes, the company’s
wholesale manager. Manager Erisman may be
depended on to give the visitors a good time while
they remain in Boston.

An Enjoyable Evening.

The Eastern Talking Maochine Associates held
zn enjoyable evening on November 29. The mem-
bers had a whist party, there was piano playing
and vocal music, and the night was brought to a
close with dancing, which was enjoyed by a large
company.

A Caller at Eastern Co.

Vistors who enjoyed the hospitality of the East-
ern Talking Machine Co.’s Boston quanters lately
have been Walter Van Brunt, the singer, who
makes records for the Victor, and “Mauric”
whose ‘danoing with Gertrude Hoffman’s compuny
a few weeks ago in Boston was one of the hits of
the show.

GATELEY AND HIS GARAGE.

There was a man lived in a town,
And he was wond’rous wise;

He built himself a fine garage,
And praised it to the skies.

It was complete in every way,
From attic to the floor;

A jamtor and fuel buffet,
And even folding doors.

A crisp November morn appeared,
He says to wife, “Go dress,

While I crank up the touring car,
We'll take a spin, I guess.”

He threw the folding doors apart,
And backed the buggy out;

He waited ’till his wife appeared,
With rapture gazed about.

He took a turn towards the door,
But found the distance short;
ITe backed again to where he was
And found that he was caught.

For just behind the buggy whecls
ere bushes fair to see;
And if he threw in the reverse,
The buggy’d climb the tree,

So there he was out for a ride,
And a worried look lie wore;

So all the afternoon he rode,
'Twixt rose-bush and the door.

BUILDING UP A LARGE BUSINESS.

(Sgecial to The Talking Machine World.)
Springfield, Mass., Dec. 7, 1912.
One of the busy talking machine spots in New
England is the handsome talking machine depart-
ment of Forbes & Wallace Co., of this city, which
is under the management of Chas. T. Wilber, who
was formerly in business in Waterbury. A com-

plete line of both Victor and Columbia machines
and records are handled, and the department is
conducted along enterprising lines with the result
that a very substantial trade has been built up—
one that is constantly growing.

DEAN’S FIREPRCOF PLANT.

The Splendid Equipment of the Talking Ma-
chine Needle Manufacturer of Putnam.

There is much to be considered in the erection
of a modern fireproof building of concrete brick,
steel and heavy glass, besides the permanence and
general convenience of such a structure. The

lowering of the fire hazard is the all-important
point. The destruction of a factory by fire means

John A. Dean’s Plant at Putnam, Conn.

not only tae direct loss entailed but the complete
stoppage of business and the loss of trade to both
the manufacturer and the dealer. The factory of
John M. Dean, the prominent manufacturer of
talking machine needles, in Putnam, Conn. is
essentially fireproof and of the most modern type.
Chance of Puritone needle users being held up
for shipments through fire damage to the factory
is as slight as is possible. That fact alone is
worthy of earnest consideration, especially on the
part of the trade. It eliminates the chance of
business interruption,

If you have occasion to change the location of
your business, remember that there is no advan-
tage in springing it on the public as a surprise.
Advertise it as long as possible beforehand.
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CONTINUOUS REPORTS OF TRADE PROGRESS.

The Order of the Day in Baltimore’s Talking Machine Trade—Gradual Increase Ever
Since the Summer and Enormous Holiday Trade Expected—This Condition of Things
Prevails Among All the Establishments Throughout the City.

(Special to The Talking Machine World.)
Baltimore, Md., Dec. 5, 1912.

As one of the local talking machine dealers ex-
pressed it, we have had such good results the past
several months that we have been compelled to
make continuous teports of progress and excel-
lent trade that those away from Baltimore may
begin to think that we should have at least one
dull month to relieve the monotony of these prog-
ressive reports. Yet the way business has been go-
ng here, it is simply impossible to change the
monotony of these reports. Business has been in-
creasing right along since the summer, and instead
of the'r being any signs of a decrease, there has
)een an enormous increase each successive month,
until November has proved to be one of the larg-
est months for sales that the local dealers have
ever experienced. That this condition is general
and would indicate that the talking machine busi-
ness is in the midst of its era of prosperity, is
shown by the fact that these reports are not made
by any one dealer of any one machine, but they
are reports made at all the stores. The reports
of the excellent records made during November
do not even except last December, which was
looked upon as o f the standard months of
all

Tommy Gordon, proprietor of the Gordon Talk-
ing Machine Co.. is making preparations for a
handsome window disp r the holidays for the
Columbia and Victor line Mr. Gordon said that
November was one of the finest months he has ex-
perienced since being in business, and that it far
surpassed any month of last year He has a num-
ber of good heliday prospec Josie Fink, head
salesman for the Gordon Co., made a number of

good sales of high priced machines during the
month.

Manager Albert Bowden, of the Sanders & Stay-
man Co., reports good month for Victors and
Columbias; both of which are handled by the firm.
Operatic records were much in demand.

Another agency has been established by Manage=-
F A. Denison, of the local branch of the Columbia
Phonograph Co., at Oldewertel’s, 307 South Broad-
way. This is a new stand, although the firm han-
dled these machines in a small way in connection
with other lines of business at 227 South Broad-
way.

Manager Denison declares that November was
the biggest month with the Columbia Co. yet en-
joyed, excepting one, and that was last February.
It even surpassed the sales made during last De-
cember, and he reports that the indications are
that this month all records will be broken. Mr.
Denison, who returned from Norfolk, where he
closed a big deal, reports the Dittaphone business
to be increasing every month. 2

" We sold three times as many machines during
the month of November as we ever d'd in any one
month before,” is the way Manager Roberts, of
the Baltimore and Washington stores of E. F.
Droop & Sons Co. put it. Mr. Roberts said that in
August he had enough machines—Victor machines
—in stock to satisfy. as he thought, the demands
easily up to December 31, but that the demand
for machines has been so heavy that e has sold
all of these and has had to buy just 988 more,
and even with these additional machines, the pres-
ent supply in stock is lower than it ever has been.

Manager Silverstone, of Cohen & Hugh:s, re-
ports many substantial sales, and is among the

dealers who declare November to have been a great
month for the Victor business.

Hammann & Levin are having a good run on
the Victor line, and the Lyric Talking Machine
Co., a new comer, reports a month which made
Manager Stran feel glad that he got into the
band wagon before the Christmas holiday, and
while the good things were coming the way of the
talking machine dealers.

Wm. Knabe & Co. are doing a big business with
the Columbia line, as are the Hub Piano Co. and
the Rosenstein P:ano Co.

EXHIBIT NEW EDISCN DISC LINE

At Land Show Which Closed Recently in New
York—Visitors Much Interested in New
Edison Disc Phonograph.

A popular exhibit at the Land Show held the
latter part of November, in the Seventy-first Ar-
mory, New York, was that of Thomas A. Ed-
son, Inc, of Orange, N. J. The company displayed
two styles of their new disc phonographs, one of
these being Model No. 250, which retails at $200.
Demonstrations were given at all hours of the
day, and the exhibition attracted large crowds who
heard the splendid disc records played on the
handsome Edison disc phonographs. Hearty and
sincere enthusiasm was expressed by the many
visitors who stopped in to hear the demonstrations,
and many questions were asked regarding the
merits and features of this new Edison produict.
Vocal, instrumental and monologue records were
on hand for public demonstration, and general
approval was manifested by the large crowds who
attended the performances.

A New York department store is said to expend
$80,000 a year on its window. decoration. Does
that statement convey an important idea to you?

When_ you see a good advertisement, one that
makes you want the goods, no matter where it is
or what it advertises, cut it out and save it.
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HOW TO CONDUCT AN ADVERTISING CAMPAIGN.

Particularly in the Newspapers, the Subject of an Interesting Address Recently Delivered
by C. W. Page, Advertising Manager of the Rudolph Wurlitzer Co., Before the Cin-
cinnati Advertising Club—Treats of the Advertising Question from Various View-
points and in a Manner That Instructs and Impresses, Because It Reflects the Utter-
ances of a Practical Man Who Has Won a Large Measure of Success in This Field.

C. W. Page, advertising manager of the Rudolph
Wurlitzer Co., Cincinnati, O, delivered a very in-
teresting address before the Cincinnati Advertising
Club on “The Newspaper Advertising Campaign—
How to Plan and Execute It,” which, apart from
the fact that Mr. Page is in close touch with talk-
ing machine developments in the retail and whole-
sale fields, is of general interest, because it demon-
strates that Mr. Page has made a profound study
of the adverlising question in all its phases.

After some very pleasing introductory remarks,
Mr. Page got down to the meat of his address and
said :

1 believe I may give you just one thought on this
subject, if no more. In all my advertising work I fol-
low a plan that I learned at school. I helieve that
this plan can he successfully used in the solution of any
business problem. I have never seen it stated in any
hook on advertising, at least not in the shape I have in
mind.

The plan is the one that is used in the study of
geometry. 1 remember my old geometry teacher used to
say there was no prohlem in life that could not be worked
out most easily hy the plan he taught us in the geometry
class.

First—You consider what you want to prove or do.

Second—You consider what it depends upon.

Third—You consider what facts you have given towards
the proof,

Fourth—Comes the proof or accomplishment, the Quod
Erat Demonstrandum,

Marshal your facts under these headings and you can
see you have got your advertising proposition on a fairly
simple and tangihle basis.

Now, when you consider an advertising campaign—we
will say for a local store—take a blank sheet of paper
and write across the top this heading: **What Does
This Store Want to Accomplish?” That is to say, what
do we hope to get out of the campaign?

I am trying to give you a plan that can be reduced
to writing. This is a hard thing to do. If this husiness
could he reduced to simple written formulas that any
two-by-four advertising man could carry out, genius would
not command the premium that it does, and the shrink-
age in our pay envelopes would make a noise like the
sigh of the wind through a forest of pines. I think
you will all agree that this would be a misfortune, if
not an actual calamity.

Let’s fill up the page with a list of things that we hupe
to do for the husiness. Do not overlook a single item.
Go over these points thoroughly with the oid man (no
disrespect intended) and set down every single thing.

Pin him down to facts, Make him particularize. Con-
sider the store’s standing. Is it what it should be? Is
it what the proprietor would like? What do you, as
an outsider, and looking at the proposition from the
standpoint of the public, think of the possibilities of the
business?

Ask a number of your acquaintances what they think
of the store. If you ask a hundred people this question
and average their replies, you will come very near to
knowing how the store stands,

Has your store a quality reputation? Has it heen
hidding for business on price alone? Supposing it has,
what are the chances of infusing a little quality atmos-
phere, so that the volume of sales can be maintained with-
out the everlasting strain of thinking up a new and dif-
ferent price argument for every advertisement.

You may infer from what I have said that I like a
quality store. Certainly—Dbut do not misunderstand me.
1 have seen stores that sported a false hrand of quality.
1 do not believe in the kind of quality that resolves
itself into crusty snobhishness and which often takes the
form of, “We don’t have to advertise.”

1 never put quality atmosphere ahead of volume of
sales. Sales must ever be the most important thing, hut
1 would weld the two together, for when you give a
store a quality reputation you make it easier to main-
tain the volume of business.

There is a point that often comes up in this connection,
and it is this: Can a store that has advertised for busi-
ness pretty much on price alone take a different tack
and go after a quality reputation? I believe that it
can be done in many cases. 1 have in mind the case of
a large department store in Chicago which is doing this
very thing now. This store I don’t think could have
been called a quality store hy any stretch of the imagina-
tion several years ago.

They changed advertising managers, I understand, have
just completed a very fine new huilding, and where their
full-page and double-page spreads in all the Chicago
papers formerly reeked with hig price figures and head-
lines featuring every imaginable type of special sale,
they have now taken on a most dignified and decent

tone, and are running a campaign along lines that might
he mistaken for Marshall Field’s or Wanamaker’s,

From all accounts, the entire complexion of the store
is completely changed, and if this can he done in the
case of this great institution, one of the largest in the
country, it ought to he possihle with smaller stores, whose
status is less positively fixed,

One of the points that may come up in deciding what
the advertising campaign should accomphsh is whether the
store should make a feature of the special agencies it
enjoys—that is, the well-known trade-marked goods that
it represents—and commit itself to this proposition as a
reputation huilder, or whether it would he wise to get

" away from this policy and arrive at a point where the

puhlic will look to the store’s endorsement of an article
rather than to the trade-mark name on that article,

The question of what the advertising campaign is to
accomplish should be gone over in conference with the
heads of the firm and such other memhers of the organi-
zation 4s have an interest in the matter.

Department managers should have a say as to what
their individual aims are and what is the present status
of their hranch of the husiness,

I emphasize the question of reputation hecause repu-
tation is the hackhone of husiness and no advertisement
should he put out without due thought to its effect on
the reputation of the house.

Special offerings may pull a hundred huyers in to-day,
but in the long run, year in and year out, it is the
store’s reputation that determines the annual volume of
trade.

Therefore, every advertisement we put out should he
constructive and cumulative. 1 like to feel that every
advertisement is as a hlock of granite in a great temple
of husiness that will grow with every year, every sea-
son—yes, every day, until we have a structure that men
and women will point out to strangers as one of the land-
marks of the city.

Mr, Page then proceeded to pass on to the sec-
ond section of his address, namely, “\What Does
the Success of the Campaign Depend Upon?” and
answered this question by saying, in brief, that
succeess depends upon having a free hand in the
writing and placing of the advertising—upon the
selection and co-operation of the right papers for
the proposition—upon being allowed time enough
for a real try-out of your ideas, a year at least, and
added: “The best type of advertising campaign
will hardly produce large immediate results, for
success depends upon a hundred and one specific
things that will be suggested by those desired to
be accomplished.”

He then discussed the essential assets at the
start of the campaign, and set down such items as
the advertising appropriation; the reputation of the
store; the list of well-known merchandise handled;
the particular newspapers that are suited to the
proposition, and the object in view; some facts
about competitive houses; facts about the sales
force, its personnel, selling methods, etc, and
iadded :

“This general plan that I am outlining I would
reduce to writing and use as the groundwork or
foundation for my advertising campaign. I would
call this my advertising and merchandising an-
alysis, and I would see that the analysis covered
every feature of the business along the lines I
have indicated.”

Space unfortunately prevents us {rom quoting
in full this part of the address, which is very vital
and very interesting, but he makes several
important points which briefly put are as follows:

“The idea of a store having a certain space in
a paper on certain days of the week and throwing
into it anything that happens at hand is wrong.

“There is one thing about the advertisement
itself that I want to emnphasize particularly, and
that is that it should be honest all the way through.
It must be honest if it is to succeed.

“The man who lies in his advertising to-day is
very ‘foolish, for a false advertising statement
never fails to react and thus minimizes the chances
of success.

“I cannot conceive of any stores succeeding
to-day on any basis except that of putting our
h&onest advertising and treating every customer

so well that the customer wil] direct his efforts to
that store.

“Many writers seem to study deeply over ex-
cuses for prices that are meant to appear low. I
don’t think the public pays one-hundredth as much
attention to excuses as to the price itself. Establish
a reputation for your store for honesty and fair
dealing, and you do not need excuses for low
prices.”

Mr. Page then gave a practical illustration of
the different features of the advertising campaign
as used in his own work, and which he has found
most successful. He spoke of the advertising ap-
propriation, how it is figured on the basis of per-
centage of net sales; how every department of the
business is allowed its appropriation on the same
plan as the business as a whole, and how the per-
centage of advertising cost is determined in each
department individually and has to make its own
showing. He then took up how the expenditures
should run by months, the special line of advertis-
ing to be conducted, and the details showing the
expenditures and the results in the way of sales.

He is of the opinion that the ideas of depart-
ment managers should always be considered by
the advertising man, and that the heads of the
house should see proofs of the advertising. He
descanted on the value of the scrap book for keep-
ing track of newspaper ads, and also makes it a
point to study the circulation, gains and losses, of
the different papers. In closing he said:

“I do unot think that there is any magic in ad-
vertising. It is just plain, every-day horse sense,
that goes plugging along, falling down every now
and then, but learning a little each time from the
experience of your own errors, trying not to make
the same mistakes over again, trying hard to im-
prove and to cut down on the advertising bills
wherever it can be done, guarding the old man’s
money bags with jealous care, the same as if they
were your own, and never letting go of a full-
grown golden eagle unless you see a fair chance
of getting a flock of husky young eagles in return,
or at least a setting of eggs.”

SHOULD INFORM POST OFFICE.

Merchants Who Intend to Use the Parcels Post,
Which Goes Into Force January 1, Should In-
form the Postmaster-General as to What Ex-
tent it Will Be Used So That He May Be
Able to Supply Adequate Machinery.

(Special to The Talking Macbine World.)
Washington, D. C, Dec. 9, 1912.

Business men alert to the importance and value
of the parcels post and who intend to take advan-
tage of it must let the Post Office Department know
about it, provided they want adequate machinery
ready to take care of the parcels when the system
goes into operation next January. Frank H. Hitch-
cock, Postmaster-General, intends to conduct the
system on a strictly business basis. He has written
letters to every postmaster in the United States ask-
ing him to interview merchants and report at once
to what extent the new service is to be used.

Mr. Hitchcock believes that when he gets this
information he ‘will be able to establish a nation-
wide service of large proportions, with the least
possible friction and expense. He hopes to be able
to give efficient service from the start, instead of
working up gradually to that point.

Under the direction of Joseph E. Ralph, director
of the Bureau of Engraving and Printing, a series
of stamps for the parcels post have been printed
and are being distributed to the 60,000 post offices.

WHAT THE “FOLLOW-UP” DOES.

Following-up inquiries and prospects on mailing
lists does the following : -
“Cashes in” on the manufacturer’s advertising.

Brings new trade to the store.

Increases sales in all departments of the store.

Increases profits.

Increases prestige of the store—as a wide-awake
modern merchant.

You will get personally acquainted with many
good prospective customers, who if handled in a
businesslike way, nay be permanent customers.
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AN ARMY OF COLUMBIA BUSINESS BOOSTER’S.

Counterfeit Presentments of Some of the Men Who are Helping to
Expand the Wholesale Business of the Columbia Phonograph Co., Gen’'l
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THE MEN WHO MAKE COLUMBIA PROSPERITY.

An Impressive Showing of Columhia Wholesale Hustlers to Be Found in Group of Portraits
Which Appear on the Opposite Page.

Some idea of the extent and growth of the busi-
ness of the Columbia Phonograph Co. may be
gleaned from the photographs on the opposite
page showing a partial number of the wholesale
force of the company. With the exception of
General Manager Lyle, Assistant General Manager
Willson and Advertising Manager Metzger, every
man on the page represents a member of the staff
who is actively connected with and directly re-
sponsible for the procuring of Columbia wholesale
business.

This efficient staff of wholesale representatives
Las done wonderful work in the past few years,
and their unceasing labors have aided immensely
in the development of the record-breaking whole-
sale business the Columbia Phonograph Co. has
closed this year. The past season has exceeded all
expectations of the officers and staff of the com-
pany, and there is every prospect of this encour-
aging condition continuing.

The development of the wholesale end of the
talking machine business is undoubtedly one of
the most important, if not the most important,
departments of the Columbia Co.’s enterprise, and
the steady advance of this concern can be traced
to the energetic and arduous work of the efficient
members of the wholesale staff.

By referring to the numbers appearing on the
photograph on the opposite page and comparing
with those which appear herewith, the identity of
each member of the Columbia wholesale staff will
be at once revealed.

In addition to the partial number of wholesale
representatives shown in this photograph, several
photographs were received too late for publica-
tion, from J. C. Wheeler, manager of the Colum-
bia Phonograph Co.,
W. J. Magowan, manager of Columbia Phonograph
Co., General, Springfield, Mass.,, and A. Glenn,

manager Columbia Phonograph Co., General,
Portland, Ore.

No.

1. George W. Lyle, general manager.

2. M. A. Yerkes, manager wholesale department, and

District Manager, New England States.
3 George P. Metzger, advcertising manager.
4. H. L. Willson, assistant general manager.
5. Walter S. Gray, manager San Francisco Store and

General, Minneapolis, Minn. ;.

No.
district manager Pacific Coast.
6. W. C. Fulri, district manager Middle West States.
7. Clifford R. Ely, special traveling representative.
8. R. F. Bolton, manager, Columbia Phonograph Co.,

General New York, 89 Chambers St.

9. Louis C. Zeigler, traveling out of New York.

10. Ormal T. Graffen, traveling out of New York.

11. C. M. Dally, traveling out of New York.

12. John Le Roy Williams, traveling out of New York.

13. Chas. M. Baer, manager, Columbia Phonograph Co.,
General, 101 N. Wabash Ave., Chicago, Ill.

14. Edward Blimke, traveling out of Chicago.

15. E. O. Zerkle, traveling out of Chicago.

16. W. A. Everly, traveling out of Chicago.

17. F. G. Cook, traveling out of Chicago.

18. A. C. Erisman, manager, Columbia Phonograph Co.,
General, 174 Tremont St., Boston, Mass.

19. J. F. Luscomb, traveling out of Boston.

20. F. F. Flightncr, traveling out of Boston.

21. S. II. Brown, traveling out of Boston.

22. E. A. McMurtry, manager, Columbia Phonograph Co.,
General, 1112 Grand Ave., Kansas City, Mo.

23. E. C. Shiddell, assistant manager, Columbia Phono-
graph Co., General, Kansas City, Mo.

24. John Ditzell, traveling out of Kansas City.

25. Harry M. Wright, traveling out of Kansas City.

26. Ralph Peer, traveling out of Kansas City.

27. Westervelt Terhune, manager, Columbia Phonograph
Co., General, 84 N. Broad St., Atlanta, Ga.

28. W. O. Cooper, traveling out of Atlanta.

29. W. M. Edwards, traveling out of Atlanta.
30. W. L. Lckhardt, manager, Pennsylvania Talking Ma-
chine Co., 1109 Chestnut St., Philadelphia, Pa.

31. Alhert J. Heath, traveling out of Philadelphia.

32. George M. Standke, manager, Columbia Phonograph
Co., Gencral, 136 S. Main St., Memphis, Tenn.

33. Curtis FI. Foley, traveling out of Memphis.

34. Hayward Cleveland, manager, Columbia Phonograph
Co., General, 35-37 West 23d St, New York.

35. 1. 1. Delzell, manager, Columbia Stores Co., 505 16th
§t., Denver, Colo.

36. A. T. Meyer, traveling out of Denver.

37. R. R. Robinson, traveling out of Denver.

3s. Louis L. Murphy, traveling out of Denver.

39. S. M. Nichols, manager, Columbia Phonograph Co..
General, 101 6th St., Pittsburgh, Pa.

40. J. P. J. Kelly, traveling out of Pittsburgh.

1. J. D. Montgomery, traveling out of Pittsburgh.

42. R. J. Whalen, manager, Columbia Phonograph Co
General, 117 W. $th Ave., Cincinnati.

13. George Mueller, traveling out of Cincinnati.

44. L. C. Penn, traveling out of Cincinnati.

45. Kenneth M. Jo]ms manager, Columbia Phonograph Co.,
General, 114 Broadway, Detroit.

46. S. E. Lind, traveling out of Detroit.

47. E. A. Gerardin, traveling out of Detroit.

48. Thomas G. Devine, manager, Columbia Phonograph Co.,
General, 27 N. Pennsylvauia St., Indianapolis.

49. P. G. Herdman, traveling out of Indianapolis.
50. Wm. S. Parks, manager, Columbia Phonograph Co.,
General, 1818 Third Ave, Birmingham, Ala.
51. E. J. Silleman, traveling out of Birmingham.
52. L. C. Mountcastle, traveling out of Birmingham.
53. F. Denison, manager, Columbia Phonopragh Co.,
General, 204 W. Lexington St., Baltimore.
54. G. A. Eldridge, traveling out of Baltimore.
55. Robert R. Souders, manager, Columbia Phonograph Co.,
General, 1403 Main St., Dallas.
E. W. Graham, traveling out of Dallas.
Geo. R. Madison, manager, Columbia Phonograph Co.,
General, 913 Euclid Ave., Cleveland, Ohio.
58. H. M. Blakeborough, manager, Columbia Phonograph
Co., General, 26 Church St., New Haven.
59. Herbert M. Young, traveling out of New Haven.
60. E. B. Walthall, manager, Columbia Phonograph Co.
General, 425 Fourth Ave., Louisville.
61. Leo J. Reid, traveling out of Louisville.
62. E. C. Emens, manager, Columbia Phonograph Co.,
eral, 622 Main St., Buffalo.
63. O. J. Junge, manager, Columbia Phonograph Co., Gen
eral, 119 Westminster St., Providence, R. L
64. L. D. Heater, traveling out of Portland, Ore.
65. }. J. Grimsey, manager, Columbia Phonograph Co.,
eral, 1311 Eirst Ave., Seattle, Wash.
66. G. T. Donnelly, manager, Columbia Phonograph Co.,
General, 550 Congress St., Portland, Me.
7. J. F. Halfpenny, traveling out of Portland, Me.
68. L. A. Moeller, manager, Columbia Phonograph Co.,
General, 23 N. 6th St., Terre Haute.
69. J. W. Goldy, manager, Columbia Phonograph Co.,
eral, 610 Market St., Wilmington, Del.
70. M. C. Grove, manager, Columbia Phonograph Co., Gen-
eral, 1210 G St.. S\W., Washington, D. C.
71. Clifford_ .\. Malliet, manager, Columbia Phonograph
0., General, 20 Superior St., Toledo.
72. A. W. White, manager, Columbia- Phonograph Co.,
General, 20 E. 17th St.,, St. Paul, Minn.
73. D. S. Ramsdell, manager, Columbia Phonograph Co.,
General, 1108 Olive St., St. Louis, Mo.
74. J. M. Ryan, traveling out of St. Louis.
75. Willis 8. Storms, manager, Columbia Phonograph Co.,
General, 8§18 Sprague Ave., Spokane, Wash.
76. W. L. Sprague, manager, Columbia Phonograph Co.,
General, 38 South Ave, Rochester, N. Y.
77. R. B. Cope, manager, Columbia Phonograph Co., Gen-
eral, 1311 Farnam St., Omaha, Neb.
7S, W, Allen Kenny, traveling out of Omaha.
79. R. E. Demarest, manager, Columbia Phonograph Co.

Gen-

Gen-

Gen-

General, 19 Main St, Hartford, Conn.

%0. .\. G. Farquharson, manager, McKinnin Bldg., Toronto,
Canada.

§1. Otis C. Dorian, assistant Canadian manager.

2. W. F. Stidham, manager, Columbia Phonograph Co.,

General, 422 S. Broadway. Los Angeles, Cal.
%3. S. Saltamachia, traveling out of Los Angeles.
s4. W. F. Standke, manager, Columbia Phonograph Co.,
General, 933 Canal St., New Orleans.
ITyatt Lemoine, traveling out of New Orleans.

1. L. Eby, manager, Daynes Beebe Music Co., Salt
Lake City, Utah.
~7. H. L. Iill, manager, wholesale Department, Kirk-Geary
Co., Sacramento, Cal.
88, F. Anglemier, traveling out of San Francisco.

88, C. J. Moore, traveling out of San Francisco.

BLACKMAN'S ATTRACTIVE WINDOW.

The Blackman Talking Machine Co., 97 Cham-
bers street, New York, has just installed a novel
window display, which is attracting considerable
favorable attention because of its unusual features.
The display referred to shows a miniature stage
with a full military band seated on the platform.
In the rear of the stage is constructed a revolving
display of the portraits of six world-famous band
masters whose organizations have produced selec-
tions for the Victor Talking Machine Co. These
portraits are reproduced in colors and show the
band masters in official uniforms they use when
leading their bands.
lowing inscription: “A Victrola in the home this
Christmas means all the world’s greatest bands at
your command every day in the year” This at-
tractive addition to the Blackman show window
attracts the attention of many passers-by, and it is
undoubtedly of considerable advertising value.
Victor band records are noted for their clear,
deep tone, and when reproduced on one of the lat-
est types of Victrolas charm their listeners with
their remarkable tonal gualities.

Professor Frederic E. Goodwin, head of the edu-
cational department of the Columbia Phonograph
Co., General, gave a forceful and well-presented
talk last Monday at the annual convention of the
public schools teachers of the city of Pittsfield,
Mass. The subject of Mr. Goodwin’s speech was
“The Application of the Grafonola to the Course
of Study.” A Columbia machine was used to illus-
trate the points brought out by Mr. Goodwin, and

Below the display is the fol--

the speech was enthusiastically applauded by the
large gathering of teachers who were present. In
addition to the school teachers, there were also in
attendance a number of representatives from music
clubs in the adjoining towns and several well-
known musicians.

CELEBRATES GOLDEN JUBILEE.

M. W. Waite & Co., Ltd., Piano, Talking
Machine and Music Dealers in Vancouver,
B. C., Established in 1862—Its Advance.

(Special to The Talking Machine World.)
Vancouver, B. C., Dec. 9, 1912.

The well-known house of M. W. Waite & Co,,
Ltd., 558 Granville street, this city, whose repu-
tation extends throughout the Pacific Northwest,
is celebrating this week the golden jubilee of the
establishment of this business, which was founded
in Victoria in 1862, the year in which that city
was incorporated.

Progress made by Waite & Co. has kept pace
with, and in fact has gone somewhat ahead, of the
growth of Victoria, until to-day the store is recog-
nized as one of the musical centers of the city.
Several prominent pianos are handled as well as
Victor and Edison talking machines.

FOR SALLE.

Retail - Victor and Edison contracts and stocks,
with modern fixtures; $10,000.00 investment; city
of nearly 100,000; competition comparatlvely
small. Write for partlcnlars Address “Box 300,”
care Talking Machine World, 373 Fourth Ave.
New York Clty,

A REGINA CQ- ANNOUNCEMENT.

The Regina Co., 47 West 34th street, New York,
announces a new model of pneumatic sweeper,
model “F,” which retails for $10.50. It is 18
inches long, 8 inches wide and 7%2 inches high, not
including the handle. It weighs only 12% pounds
and is fully guaranteed. The model “F” is strictly
a one-person machine, as easy to handle as an
ordinary carpet sweeper, but vastly more modern
and efficient. L. T. Gibson, secretary, tells The
World man that the demand for model “F” is far
in excess of deliveries and is a most rapid seller
with the trade.

Don’t say, “Here's something just as good.”
That phrase does not sound right to a lot of
people.

Business Opportunity

A Retail Talking Machine Shop, holding a
Victor contract, fully equipped, doing $20,000.00
a year, FOR SALE. Possibilities unlimited;
located in a central Western city. This is a
fine opportunity for a live Talking Machine
dealer. The present owners have other inter-
ests which demand their close attention. This
opportumty is unusual, and if you are at all
interested it will pay you to investigate at
All stock, furniture and fixtures are

once.
up to daté and in first-class condition; long
lease, and location ideal. For full mforma«
tion address “Business Opportunity,” 373

Fourth Ave., care Talking Machine Worla.
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LYON & HEALY'S

FIBRE NEEDLE. CUTTER

FINEST TOOL STEEL

THE BEST THING
OF THE KIND

Send orders for this to LYON & HEALY, Chicago

Guide Which Saves All Waste

The cutter has a self—acting stop which prevents
cutting away more than enough; thus a pin can be
played twelve or fifteen times before becoming too
short.  Also a receptacle for retaining the needle
clippings. 'We give our absolute guarantee with
every cutter sold.

Retail

Price $1.50
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Fibre Needles _

HERE is among thousands of the Vicor
owners a large discriminating class who,
after a few trials, will use Victor Fibre

Needles exclusively for playing their records, and
we feel sure that as music lovers become more fa-
miliar with Fibre Needles their use will become
more general.

While the volume of sound of Victor Records
when played with the Fibre Needle is subdued as
compared with that produced with a steel needle,
it should be thoroughly understood that the tone
quality is thought by many to be more beautiful.

Victor records may be played with Fibre
Needles any number of times without the slightest
deterioration. We have heard Victor records that
have been played with Victor Fibre Needles from
7,000 to 12,000 times and their every note was
Just as brlliant as when records were new.

Liberal discount to trade. LYON & HEALY, Chicago

Correct Leverage for a Perfect Cut

The L. & H. Needle-Cutter or Fibre Re-
pointer we now offer to the user of Fibre Needles
is the result of four years’ exhaustive experiments,
and we can safely assert NONE BETTER
CAN BE MADE.

The lover of GOOD music will find this cutter
invaluable. The upper blade being pivoted above
and back of cutting edge, insures perfect contact
with lower blade. Both of these blades are made
from finest tool steel and properly tempered, and
with ordinary usage will last for years without
sharpening or renewal.
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LYON & HEALY Chicago.
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Dealers:—Your trade would like this. LYON & HEALY, Chicago. Dealers:—You ought to push this.
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FROM OUR CHICAGO HEADQUARTERS

ROOM 806, NO. 37 SOUTH WABASH AVENUE, E. P. VAN HARLINGEN, MANAGER.

(Special to The Talking Machine World.)
Chicago, I11, Dec. 9, 1912.

The same conditions exist in the trade as last
month, only in increased degree. The demand from
the dealers for machines is something terrific, and
'n view of the shortage has driven the jobbers al-
most to distraction. The market has been crowded
with dealers trying their best to get positive assur-
ances from the jobbers as to what they might ex-
pect, but very little satisfaction could be given.
None of the jobbers have been able to do anything
more than simply pro rate the limited shipments
received to the best of their ability, and there has
been every effort made to be perfectly just
with everyone. In numerous instances dealers
have offered cash in advance for goods, but
without getting any preference on that account.

The shortage, while greatest on Victor goods, is
felt in all lines to a great degree.

The local retail trade is in much the same condi-
tion. Everyone has orders on hand for machines
that they cannot fill, and are kept busy making ex-
planations and are doing everything in their power
to keep the trade satisfied. In many instances cus-
tomers have become so convinced of the real situa-
tion that they have been content to take old types
of machines and, of course, get good value when
they do. The record sales during November, both
local retail and wholesalc, were way ahead of last
year, showing the healthy condition of the trade
conclusively.

Wholesale collections are reported unusually
good. It is generally believed, that if it were not
for the extreme shortage that this fall would be
made the biggest showing in the history of the
trade. As it is, in spite of all the drawbacks, it is
going to make a fine record and incidentally stocks
the first of the year should be in the very cleanest
shape they have ever been.

Aeolian Discontinues Chicago Branch.

The Aeolian Co. will discontinue its Chicago
branch at 410 Michigan avenue January 1, the
agency for the entire Aeolian line of pianos and
player-pianos having been given to Lyon & Healy,
who had it for many years prior to the open’ng of
the Aeolian branch here in April of 1910. This
reduces the number of talking machine depart-
ments in thc loop by one, as the Aeolian Co. has
maintaincd an exclusive Victor department on the
mezzanine floor since its opening here, catering
very largely to the high priced Victrola and Red
Seal record trade. O. C. Searles, the manager of
the department, has not yet made his plans for the

future, but has several propositions under consider-
. B
ation.

Edward D. Easton a Visitor.

President E. D. Easton, of the Columbia Phono-
graph Co., General, visited the local office last
month on a trip which included Pittsburgh, Chi-
cago, St. Louis, Birmingham, Néw Orleans, At-
lanta and Washington. He was accompanied by his
youngest daughter, Miss Helen. At New Orleans
he was joined by District Manager W. C. Fuhri,
who after a day spent in consultation, left for
Houston and San Antonio. He was accompanied
by Mrs. Fuhri. Mr. Fuhri was greatly pleased
with the condtions in the South, particularly in
Texas. November with the Dallas house, was
next to the best month in its history.

McCormack Unburdens Himself.

John McCormack, who is now appearing with
the Chicago Opera Company, was a recent visitor
at Wurlitzer’s and unburdened himself freely on
various matters concerning both the artistic and
commercial sides of his calling. He declared that
“I Hear You Calling Me” is the heaviest seller
among his records, while “Silver Threads Among
the Gold” runs a close second. The fact that his
more popular records sell better than McCormack’s
operatic records is not altogether relished by the
celebrated Irish tenor, although the fact certainly
does not reflect on his superb rendition of the big
Ttalian arias. He was particularly anxious to get
suggestions for songs to use at his next seance at
the Victor laboratories.

Keene Cameron rather enjoyed putting one over
on McCormack. He played the record of “Abide
With Me,” by Clara Butt, the English contralto,
and asked McCormick to place the voice. “Lyric
tenor, undoubtedly,” was the singer’s reply.

Manager Disappears.

P. A. Tyson, former manager of the Talking Ma-
chine & Music Parlors, 1010 Wilson avenue, has
been missing since November 21. Tyson, who
claimed to have been connected with the trade in
various capacities, came to Chicago from California
a few months ago and started a handsome store on
Wilson avenue. He was practically without capi-
tal and afterwards got backing from C. F. Yegge
and C. F. Wiedemann, of the Chicago Mill & Lum-
ber Co. A company was incorporated with a cap’-
tal stock of $10,000 and Tyson installed as manager.
His accounts are being audited. The business will
be continued. The company handles both Columbia
and Victor goods.

Geissler’s Eastern Trip.

Arthur D. Geissler, general manager of the Talk-
ing Machine Co. was called home suddenly from
the East last week on account of the illness of
Allen, aged 5% years, the eldest of his three boys,
who was suddenly seized with an attack of appendi-
citis. Mr. Geissler left on the Twentieth Century
Thursday, but before he could arrive it was neces-
sary to take the little fellow to St. Luke’s Hospital
and operate upon him. It was successful and when
Mr. Ge'ssler arrived Friday morning he found the
little chap getting along nicely .and there is no
question of his recovery.

While in the East Mr. Geissler visited the Victor
factory. “They are simply in more desperate straits
than the jobbers,” he said, “and in spite of their
great increase in capacity are simply unable to meet
anywhere the demand for the new types.” While
East Mr. Geissler wired around and picked up a
number of old types, mainly, VI's and XIV’s.,
which they have found to be good emergency sell-
ers for the dealers under existing conditions.”

The Talking Machine Co.’s advertisement in this
issue of The World contains a vital suggestion in
regard to records which should be read with imme-
diate interest.

Business with the houses during November was
considerably ahead of the corresponding month of
last year. Some unusually large record sales are
reported.

Again Heads Trip.

The Chicago office of the Columbia Co. again
topped the list of Chicago branches for the month
of November, and Manager C. F. Baer received a
congratulatory telegram from George W. Lyle as a
result.

Notwithstanding some shortage on certain types
of machines, business is away ahead of November
of last year.

The Columbia Co. has exclusive contracts with
a number of the artists appearing with the Chi-
cago Opera Company and each week a card is dis-
played in the window giving the names of the
Columbia artists appearing during the week.

Visitors and Personals.

Among the visiting dealers the past week or ten
days were: Mr. McLogan, of McLogan & Pierce,
Calumet, Mich.; E. L. Burr, of E. L. and A. M.
Burr, Rockford, I1l.; Will A. Young, Fort Wayne,
Ind.; Mr. Caldwell, of the Caldwell, Kirby Co.,
Redlands, Cal.; R. L. Berry, Springfield, T1l.; W. L.
Ham’ll, formerly of the Finzer, Hammill Co,

(Contintted on page 24.)

The Wade

Cutter No. 1

point.

exertion whatever to trim the needle.

Order from your regular Dis-
tributor—we sell to Jobbers only

more tunes per needle than any other cutter made.

The WADE FIBRE NEEDLE CUTTERS, No. 1 and No. 2, trim the ncedle at _the proper angle, and the needle can be repointed from ten to twelve times, thus giving
This cutter is provided witb a self-acting stop, whicb prevents cutting away more than enough to make a new

The WADE CUTTERS have an upper and lower blade, the upper blade being loosely pivoted and pressed against the lower blade by means of a spring, making a perfect
contact. These blades are made from tbe best Swedish Tool Steel, and are scientifically hardened by electricity, giving the most lasting and finest cutting edge that it
is possible to produce, and seldom ever needs sharpening. 1 .
The construction of the WADE No. 2 affords tbe most powerful cut of any tool ever made, and the blades work parallel to each other, tberefore it requires practically no

We fully guarantee tbis cutter in every respect, and if the blade of this cutter ever gets dull we will give you a new blade upon return of the old one.

LIST PRICES—No. 1, $1.50; No. 2, $2.00

WADE & WADE,

The Wade

Needle

Cutter No.2

eSS iony

1227 East 46th Street
CHICAGO, ILL.
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Louisville, Ky., but now manager of the new talk-
ing machine department of the Knause-Gill Piano
Co., of that city; R. L. Berry, Springfield, Ill.

Celia A. Benedict, of the Benedict & Boyce Music
House, of Galesburg, Ill, and a notable member of
the feminine contingent of the talking machine
trade, was in the city last week trying, like many
others, to hurry up deliveries in time for the holi-
day trade.

Mr. Roose, formerly of the Columbia’s Chicago
office, but now general traveling auditor for the
company, is here for the holidays and incidentally
will help out at the Chicago office during the
Christmas rush.

Used Dictaphones.

R. F. Taylor, a well-known court reporter of
Detroit, had charge of the reporting of the hearing
in Chicago of the testimony in the case of the
Government against the International Harvester Co.
and used Columbia dictaphones. He was very en-
thusiastic regarding the saving in time effected in
getting out the work.

Goes with Wurlitzer.

F. A. Harnden, for some years with the Talking
Machine Co., is now with the Rudolph Wurlitzer
Co. as aid de camp to Assistant Manager F. A.
Siemon.

Gives Unique Recital.

The Putney Bros. Co. recently opened a Victor
department in its large department store at Wau-
kesha, Wis., and arranged with the Rudolph Wur-
litzer Co., who sold them the opening stock to give
a Victrola recital in the largest local moving pic-
ture theater in connection with the regular perform-
ance. W. H. Petrie, with Wurlitzers, gave the
recital, which was widely advertised and was a
distinct success. Red Seal records were principally
used.

Rothschild Adds Columbia.

The Rothschild department store on State street
has added a complete stock of Columbia goods in
its handsomely equipped new department. It also
handles Victor gaods on a large scale, as it has -
done for many years, barring the months when the
talker department was discontinued during the erec-
tion of the new building.

Good Edison Dictating Business.

E. C. Barnes & DBros, Chicago, representatives
for the Edison dictating machines, are having an
exceptionally large business on their line and have
made a number of notable installations of late.
They expect to move shortly after the first of the
year from their present location in the First Na-
tional Bank building to larger quarters on Wabash
avenue.

Has Success on Coast.

L. V. B. Ridgeway, who formerly traveled Illi-
nois for Lyon & Healy, but who was promoted a
year ago to Pacific Coast territory and who has
met with excellent success there, both on “alking,
machines and small goods, is back in Chicago for
the holidays.

Gets New Building.

E. H. Jackson, of the Talking Machine Shop,
Rockford, 111, was a Chicago visitor last week.
Mr. Jackson and his brother, who is in the jewelry

business, are erecting a building of their own which
they will occupy jointly.
Made Cutter Sales.

The past six weeks have witnessed an excep-
tionally large demand for the Wade fibre needle
cutter, made by Wade & \Wade, 1227 East 46th
street, Chicago. This excellent cutter is now made
in two different models, which are described in
their advertisement elsewhere in this issue. The
Wade cutter is now handled by practically all Vic-
tor distributors, a number of additional accounts
having been recently opened.

Loses Home by Fire.

Joseph N. Vasey, manager of the retail machine
sales department at Lyon & Healy's, had the mis-
fortune to lose his beautiful home at the suburb of
Brookfield by fire early Friday morning. The vil-
lage has only a volunteer fire department, and be-
fore it arrived the house was beyond all hope of
saving. It was one of the finest homes in the
suburb and was built by Mr. Vasey several years
ago, and cost in the neighborhood of $10,000.

Will Have Big Department.

The Wiebold Department Store on Milwaukee
aventue, and the largest outside the loop, is prepar-
ing to greatly enlarge its talking machine depart-
ment. It has long handled both Victor and Co-
lumbia goods in a comparatively small way, but
after the first pf the year about 1,600 feet of space
will be utilized on the third floor. Handsome
demonstration booths will be built and the business
conducted along aggressive lines. E. B. Blimke, the
Columbia’s efficient city salesman, has just taken
from the Wieboldt house the largest retail order
it has ever booked outs:de the “loop.”

Takes Position on Coast.

A. D. Herriman, who has occupied important
positions with the Columbia Phonograph Co., Gen-
eral, in Chicago and elsewhere and who was man-
ager of the Milwaukee branch up fo the time of its
discontinuance, left a week ago for Portland, Ore.,
to join the forces of the Eilers Music House. A
host of friends here wish him success in his new
field.

Ruffo’s Chicago Success.

The new Victor records of Titta Ruffo, the great
Italian baritone, have had a remarkable sale in
Chicago. especially since the tremendous success he
has achieved with the Chicago Opera Company at
the Auditorium. The critics have vied with each
other in eulogizing his lyric and dramatic talents.

Ruffo was a visitor at Lyon & Healy’s last week
and was shown over the department by Manager
Wiswell and Mr. Blackman, of the record depart-
ment. He talked fluently, but through an inter-
preter. A Victrola was sent to his apartments and
he selected his records, which consisted entirely of
those of Caruso, Tetrazzini and, of course, his
own.

Opera Boasts Record Sales.

M. M. Blackman, of the record department of
Lyon & Healy, says that the fact that the presenta-
tion of grand opera here does positively influence
the sale of operatic records is shown by the fact
that there have been inquiries during the season so

far for records of number of new operas which

have been presented when, in fact, no such rec-
ords exist. For instance, any number of inquiries
have been made for records of the two notable in-
termezzos in the Jewels of the Madonna, and they
would unquestionably prove heavy sellers.

Adds to Record Service.

For the holidays Lyon & Healy have added two
personal service desks to the two placed in com-
mission some time since. They are especially for
the benefit of new machine buyers, who can seat
themselves comfortably at these desks and at their
leisure make a selection of records with the help
of a young woman who knows the catalog thor-
oughly and can soon determine the customers’ musi-
cal inclinations and advise him accordingly.

Salter Cabinet Sales.

The demand for Salter horizontal, felt-lined shelf
disc record cabinets has been so great this fall that
the makers, the Salter Manufacturing Co., are sold
up entirely for the balance of the year. It is now
booking orders for January and February delivery
and urge upon its friends the advisability of placing
their requirements early, so as to insure prompt
shipment.

“The Repeatostop.”

The Smith Repeatostop Co., 713 Hartford build-
ing, Chicago, is meeting with success in the intro-
duction of the Smith repeatostop for disc ma-
chines.

Its name is admirably descriptive. It is a com-
bination of an efficient stop and an unique repeat-
ing device. It can be set for repeating the record
once, twice, three or indefinitely as desired.

The company urges a thorough trial of the de-
vice in order to demonstrate its efficiency.

The period immediately succeeding the holidays
is a particularly good one for the sale of devices
of this nature, as there are then many new owners
of machines who are greatly interested in anything
calculated to increase the value of its talker.

Starck Enlarges Department.

The P. A. Starck Piano Co. last week added the
Columbia line to its talking machine department and
will now carry both Victor and Coumbia. The
talker salesrooms in the basement will be enlarged
and additional demonstration rooms built.

Wonderful Record Sales.

L. C. Wiswell ret rned a fortnight ago from an
Eastern trip which convinced him that every effort
was be‘ng made by the Victor factories to supply
goods and at the same time the hopelessness of
being able to more than meet a modicum of the
demand before the holidays. Wholesale record
business is great, the best in the history of the
house. The Lyon & Healy fibre needle cutter is
having a really phenomenal demand, and is one of
the biggest selling specialties the company has ever
placed on the market.

Urge Pushing of Lower Priced Machines.

At the Rudolph Wurlitzer Co. the same condi-
tion was found as elsewhere. An enormous rec-
ord business and an unprecedented machine demand
in the face of an unusual shortage. Dealers are
being urged, in view of the shortage of the higher
priced models, to push the sale of the lower priced

(Continued on page 26.)

HE SMITH REPEATOSTOP is
an efficient “stop” with the added feature
of repeating the record once, twice or three

times as desired.

It can be idstantly changed from a mere “stop”
to a “repeat and stop” or a continuous “repeater”
at will, and is operated with the greatest simplicity.

Place one in operation in your window and you
will have a novel feature of display advertising that
will add interest to your store.

Retail Price $7.50 Liberal Discounts to the Trade
GIVE IT A TRIAL—IT’'S WORTH YOUR WHILE

SMITH REPEATOSTOP CO., ™" SARTEORD BULDING
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For Your Consideration!!

We can’t fill all our Machine Orders, and those Machines we are
getting are being apportioned out amongst our regular Dealers,
BUT—Myr. New Dealer—You may be suffering for Records. Our
Stock is Complete, and is the Largest Stock in the United States.
Here is the Cream of our “500 Best Selling List,” which is the
cream of the Victor Catalog. These records have sold well with
you, and will sell now.

The 100 Best Selling Records in the Victor Catalog

Check off your order: V

4560 Nigger Loves Hnscpolss:mdl{d..l.{;}l.‘m ——16995 So}l}g?;,rt's Serennde—‘{:iolini tmuslg, —64120 1 Hear You Calling Me........

—— 5116 Bake Dat Chickor z PR eapolitantREiol S B Be - ... ... ..m0 ok f .. John McCorm:.
5116 Ba:lc.e Dat’ Chicken (foll‘;fr;s' o Serenade ............Neapolitan Trio ——64138 Annie Laurie... .John \lcggrm:g}lz
o= "No"NéQs'”'éx;"\Vhat L JIEE —16996 O Come, All Ye l"axthf‘ul (Adeste ——64181 Mother Machree....John McCormack

e, B Nat Wills Jog‘“z(e)“f};?\]’g?m) 2 ;ltrxnxk}i{ChOIr ——64197 Traumerei—\Violin (piano acc.)....

——16008 .Beautxfu] Tslel of Somewhere —Clhristmas ymn T Elman

Christ Alosee—-‘ffassuzgleg?r!:ne JJarvis oo .Trinity Chodr ——64260 Silver Threads Among the Gold
ko 'QL —17034 )}ooqllght Bay... CATRORENO i 58 6 6 6 0 0000000 0 000 John MeCormack

——16029 Pr) ory.s Band 'l‘he ,‘-Iarbm: of Love.......Van Brunt ——70002 I Love a Lassie........Harry Lauder

e e Do e a A G LonR O Ches tra ——17136 Good-bye Everybody (Modern Eve) ——70006 She Is My Daisy.......Harry Lauder

——16053 Adeste Fidelis..Westminster Chimes The Tirme " i ARTR A van| Brunt ——70016 Come Along, My Mandy...........

Lead Kindly Light and Nearer, My e tme or & Time Is the Sum- ... ..., Bayes and Norworth
God, to Thee..Westminster Chimes L Van Brunt-Burkhart ——70036 Lucia—Sextette....Victor Opera Sex.
— 16065 La Goldondrma—-Spamsh ¥ ——17141 Waiting for the Robert I Lee.... — 70037 Inflammatus from Stabat Mater. ...
,,,,,,,,,,,,,,,,,,,, Irancisco ....Heidelberg Quintette viivee.......Alarsh and Victor Ch.
La ‘Paloma (The Dove)....Francisco Take Me to the: Cabaret..Billy Murray ——70046 Liebestraum (Dream of Love).....
——16092 Gay Gossoon (Banjo 5010) ~Ossman ——17152 On a Beautitul ‘hght SVAthEARBeaus " B Al LR e e .Victor Herbert's
St. Louis Tickie (Banjo, Mandolin, (xml Girl..... Heidelberg Quintette ——70061 Roamin’ in the Gloamin’......
Guitar)....... Ossman-Dudley Trio Be My Little Baby Bumble Bee.... ......iieiieeinaeeae. Harry Lauder
— 16160 My Old Kentucky Home and Home, eereee.. . Ada _Jones-Bllly I\Iurray ——70063 Breakfast in Bed on Sunday Morn’
Sweet Home..Westminster Chimes ——17171 Everybody Two-Sep....American QU L. ...iiceceeaacaenn Harry Lauder
America and Star Spangled Banner Buddy Boy .......Collins and Harlan —74041 The Holy City (Envllsh) .De Gogorza
______________ \Westminster Chimes ——31342 Silver Threads Among the Gold..Jose ——74044 Traumerei (Cello)...........Hollman
— 16385 Chimes of Normandy Selection. ——31354 [oet and Peasant Overture........ ——74121 Martha—Last Rose of Summer.
...................... Pryor's Band vetee.....Sousa’s Band il ... Nielson
Poet and Peasant Overtune ——31486 Woodland Songsters. Victor Orchestra ——174135 Thals—lnlermeno (Violin, plano
______________________ Pryor’'s Band ——31618 1n a Clock Store....Victor Orchestra acce. ... Powell
——16386 Oflicer of theMay March.Pryor's Band ——31833 Gems from The Spr g Maid. ——74163 Humoresque (Violin) "Elman
King Cotton March.....Pryor’'s Band  __ _ _+:++- ...Vietor Light Opem Co. ——74167 Serenade—Violin (piano acc.)..Elman
——16396 Dont Be Cross \v(uu ——31954 Songs ox Amenca, ANONPIVNNIE . . ... ——74197 (Caprice Viennois (Violin). Krelsler
________________ Pryor's Orchestra SRR L. . Victort Mixed Chorus ——74198 Open the Gates of the Temple .
Jolly Coppersmith..... Pryor's Band {America, Yankee Doodle, Old \
——16408 'THe Palms ) .Muacdonough T'olks at Tome, Dixie, My Old ——74251
The Holy City...coouceeen Macdonough Kentucky Home, Red, White and ——87101 Elegie—Song of Mou ioli
——16414 Tell Mother T'll Be There..Haydn Qt. Blue, Star Spangled Banner). Obligato by Efram Zlmballst) Gluck
Some Time We'll Understand...... ——35095 Medley of Foster Songs..Peerless Qt. — 87107 Whispering Hope—Duet.Homer-Gluck
_____________________ Trinity Choir Virginia Minstrels.Victor Minstrel Co. —-88054 L’Africaine—O Paradise (Italian).
——16440 Sweet Genevieve. Wells and Haydn Qt. ——35122 Rhapsodie Hongroise No. 2—Part I = L .....iiiiceeeneiaesas et Caruso
Where the River Shannon Flows...  _ «..... heiesiesesieean Pryor’'s Band —-88061 Pagliacci (On with the Play)..Caruso
................. \Iacdonough Rlrapsodie Hongroise No. 2=—Part II ——88071 Luma-—-\[ad Scene (Flute O‘bllgato
——16467 The Garden of Ros e oo ...Pryor's Band Lemonne) ......coecaennenns Melba
....... Macdonough and y‘(] Qt. ——35161 Jolly Tellows Waltz. . .Pryor’'s Band —— 88073 Lo, Here the Gentle Lark (Flute
My Garden That Blooms for You. Whispering I'lowers....Pryor's Band Obllga(o) ................... Melba
Wells —— 35196 Memories of Home—Violin, Flute, ——88108 The Rosary Schumann- Hemk
——16523 Amencan Patrol Sousa’'s Band 'H.’u‘p ....... \'eapolxtan Trio ——88119 Serenade (Smg, Smile, Slumber) Calve
La Sorella March.......! Sousa’s Band Love's 01d Sweet SONZ. .vvovovnnn. ——88127 Celeste Aida ............ .Caruso
——16547 How Mother M:ade the Soup—iMono- C.i........... .Neapolitan Trio ——88138 Stille Nacht, Heilige Nacht........
........................ Case ——35259 Till the Sands-of the Desert Grow tiiivesecreeee... Schumann-Heink
The \Llars, or My Uncle’s Farm. Cralla A, S0 IR . Alan Turner ——88188 Lucrezia Borgia—Brindisi.........
......... ...Golden and Huwhes Beautiful Isle of the Sea.......... 580 9000 . Schumann-Heink
——16678 qunbeam Dance—Bells. Chapman ............... Frank Coombs ———88280 /Good-bye (Ital ............ aruso
Dill Pickles Ra"—Xylophone Ohapman ——52007 Tout Passe Waltz (\Vhlstlm'-') ——88296 Mignon—Polonese— on Titania.
——16741 In the Garden of My Heart....Miller . naldlm ...................... Tetrazzini
My Wild Irish Rose (una.cc) ...... ——52023 A Vision of Salome. ——88318 Perle du Bresil (Thou Brilliant
....................... Haydn Qt. .Bohemian Orchestra Bird) ..........0.00.... Tetrazzini
——16760 Songe d’Automne.Bohemian Orchestra —60009 I’ve Loved Her Ever Since She Was ——88326 Pagliacci—Prologo ........... Amato
“A Frangesa” March...Pryor’'s Band ~  ~a Baby.............. Harry Lauder ——89001 La Forza del Destmo (Swear in
——16777 Stars and Stripes TForever March ——60012 My Hero—Chocolate Soldier...Marsh This Hour).....: Caruso and Scotti
.Sousa’s Band ——60031 Italian Street Song—Naughty "Mari- — 89018 - Trovatore (Home to Our Moun-
......... etta.......Marsh and Victor Opera tains)...........Homer and Caruso
sa’s Band ——60040 Beauut‘ul Tady Waltz—Pink Lady ——89030 Trovatore—Miserere, Act IV......
——16892 <Carmen Selectio >, ylophone Osie . 0 CNCIE o oo 000000 Marsh and <Chorus Caruso, Alda and Metropolitan Ch.
Musetta Waltz (La Boheme) Whis- ——60060 Two Little Love Bees............. ——95203 Faust—Act V, Prison Scene, Part
..................... Gialdini ‘Christie MacDonald II1 (Then Leave Her)..........
——16960 Under the Double Dagle March. ——60078 My Mother Taught Me.... L .iiees Caruso, Farrar and Journet
.................... Sousa's Band ucy Isabelle, Ma:sh —— 96000 Rigoletto (Fairest Daughter of the
"L\ghts Out” March....Pryor's Band ——61131 b I)challowa and Violin GraceS) ...coecoeececeavenocoeas
— 16967 The Herd Girl's Dream—Violin, ——61139 0 d0Lo- Stogploooas . .Caruso, Abbot, Homer and Scotti
Tlute, Harp........ Neapolitan Trio Michailowa Violin 96200 Lucia Sextette, Act I1I (What Re-
Happy Days ...Neapolitan Trio —64674 Souvenir—Violin (plano acc.).Powell Strains Me) o..eececroneieisaaen
——16978 1In the Shadows .Victor Orchestra —64078 A Dream.............. Evan Williams Sembrich, Oaruso Scotti, Jour-
Kiss Waltz.......... Victor Orchestra ——64092 Lead Kmdly Light....Evan Williams net, Severina and Daddi.
H 8= B T HE= BT

THE TALKING MACHINE CO., 137 No. Wabash Ave., Chicago, Ill. D

Gentlemen: Please enter our order for the above records.
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FROM OUR CHICAGO HEADQUARTERS— (Continued from page 24).

machines, because of their record sale creative
power and the fact that they are feeders for sales
of higher priced machines later on.

Good Edison Record Display.

A remarkable Amberol record window display
was recently made by Lyon & Healy. The progress
made by the Edison Co. in record manufacture
was shown by displaying one of the very first
Edison phonographs, with the barrel mandrel and
tin foil record sheet, displayed side by side with
the new indestructible blue Amberol.

They Lunched.

Ray J. Keith, sales manager for the Talking Ma-
chine Co., when in Milwaukee recently gave a
luncheon at the Planters to a quartet of managers
of talking machine departments consisting of L. C.

Parker, Gimbel Bros.; Mr. Abbott, Boston Store;
Otto Krause, Hoeffler Manufacturing Co., and Paul
Seeger, of Edmund Gram. The rivals discussed
general conditions in a most harmonious way and
Messrs. Parker and Krause vied with each other in
a story-telling contest to the great enjoyment of
the others.
Lyon & Healy's Christmas Greeting.

Lyon & Healy are this year conveying their holi-
day greetings to their customers and friends in a
very graceful and decidedly unique manner. IFor
the entire month of December the usual business
letter heads, varying somewhat with the different
departments of the great house, have been with-
drawn from use and instead a uniform letter head
with “the season’s greetings” in the corner and

above a spray of holly in green and red has been
substituted.

Anyone who received a communication of any
kind from Lyon & Healy during the month will
have before his eye the sprig of holly in its natural
colors of green and red and the yuletide date line.
Every department manager, every correspondent
and every stenographer in the house is thus con-
stituted an apostle of good will.

Lyon & Healy, in accordance with the custom of
many houses, have long sent out holiday greeting
cards, but as far as known this is the first time
that the holiday letter head has been used in any
line of trade. The idea originated with President
Paul J. Healy and he certainly deserves credit for
a strikingly beautiful and original conception.

TRUE MUSICAL APPRECIATION.

“I'm handing it to you straight, Imogene, when
I slip you the info that I wouldn’t can that job
of mine at the toy counter for a sure thing in the
laces, even that classy salesman who looks like
the Count de Castellane calling twict a week,”

IMMEDIATE
SHIPMENT

Victrolas IV & VI

DON'T LOSE
CHRISTMAS BUSINESS

Wire order today confirming order
by letter.

Cabinet Sale

These cabinets may be used for:

Edison Records, Victor Records,
Sheet Music, Player-Piano Rolls.

These are genuine Herzog Cabinets

in original cases.

YOUR
NO. LIST PRICE

714 $24.00 $7.75
707 25.00 7.75
712 22.50 7.50
720 33.50 9.50
717 38.50 9.75

NEAL, CLARK & NEAL (0.

643-645 Main Street, Buffalo, N. Y.

VICTOR AND EDISON JOBBERS

rcmarked Tessie Snuggles, who for the past three
weeks had been located in close proximity to the
talking machine department of the Wanacooper de-
partment store, where she could hear all the rec-
ords tested for customers.

“That Billie of mine is getting nervous and
threatening to do the Dutch by swallowing dyna-
mite and jumping out of the window if I don’t
show some more appreciation of his reckless ten-
dency towards being a real spendthrift in buying
tickets for the movies, but I'm wising you up
proper when | say that the talking machine music
that I get handed to me all day long has just
given me a real eddication in music. When I hear
the machine play ‘Waiting for the Robert E. Lee,
with Collins and Harlan—they certainly is a pair
of slick guys—singing the words together, I can't
see the Sunshine Sisters at the “movies” for a
minute. It's my high class taste that won't let me
appreciate even a quarter seat in a box, and good-
ness knows, Gene, when a feller plunges like that
for me I certainly try to be pleased. The other
day I'm just trying to keep out of a fight with an
old gink who wanted an imported doll as big as a
baby for sixty-nine cents and had shifted my

_spearmint so’s I could hand him a line of real

talk without interfering, when they starts to play
something what the salesman, the little feller with
the patent leather haircut to match his shoes, says
is ‘Love’s Old Sweet Song. 1 fergets about the
grouchy geezer and listen, and pretty soon my lamps
begin to leak. The customer starts to blow his
nose and almost forgets his change for a four-
ninety-eight creation in his rush to get closer. I
don’t know where that place ‘Twilight’ is, but it
certainly must be swell there.

“I almost got in bad with the Big Noise the
other day. The floorwalker was_ going by my
counter, when a machine started to play ‘Every
body’s Doing It and I starts to wiggle; what else
could I do with that music? Percy gets the habit
and comes up close like he was all there for a
little trottin’, when we hear a cough, and there
is the main guy with blood in his eye and some
more, or it might have been tobacco juice on his
whiskers. ‘What's the big idea,” he says. By that
time the music has stopped, so I could keep still
and I says to the floorwalker, ‘This is the slip I
want signed, Mr. Montague.! The manager looks
some suspicious, but lets us get by with the stall.
Now when they play dance music, Percy beats it for
the other end of the department, out of danger.

“Yuh wanta come up to see me some day when
they have what they call ‘grand opera recitals,’ when
people like Caruso -and Mary Gardén and Sem-
brich and McCormack sing right out loud. 1 don’t
get what they’re trying to sing about, but believe
me, Cutey, they certainly can spread their voices
around some and hit the high places. Caruso has
got the Cowboy Tenor at the Luna Theatre backed
to the end of the dump and going fast, for voice,
but the only one I know who understands himis
the coal man’s wife, who came in to see me one
day and near threw a fit when she got a line of
the language. She said it was Wop, and.I thought
it was French. Gosh, how it hurt.

“Well, so long, Girlie, drop in some day and
get a real show free. I’ll let you know if Billie
tries to make a getaway sometime when he’s sore.
Told him that one hundred and fifty seeds were not
enough to get married on, 'cause it would cost more

than that for a machine and those flat things they
call records. Now, I'm looking for a swell John
with musical tastes and a talking machine.”

THE EDISON IN NEW ZEALAND.

Immense Demand for Edison Products in That
Country—Mr. Balting Has Built Up Quite a
Large Business in Nelson.

{Special to The Talking Machine World.)
Nelson, New Zealand, Nov. 10, 1912.
In no part of the various countries forming the
greater Australasia is the talking machine more
keenly appreciated, or has a more promising fu-
tuue than in New Zealand. The Edison phono-
graph has an especially large following here, and
is handled by many representative merchants,
among whom may be mentioned A. Balting, the

Balting’s Store in Nelson, N. Z.

importer, who has quarters at 97 Hardy street,
this city, and who is developing a business of large
proportions. He handles the full Edison line of
machines and records and has well stocked quarters
as may be seen from the accompanying photo-
graph of part of his establishment. He expresses
himself in enthusiastic terms regarding the new
Edison Amberol records, and latest Edison phono-
graphs, and is likewise most appreciative of your
very excellent Talking Machine World, of which
he says: -

“I find it very useful to me in my business and
appreciate the many valuable hints it contains.
Through this medium I am kept posted on talking
machine news the world over. Indeed, the in-
formation I get through The World is even in
advance of that which I obtain through the manu-
facturers themselves. I congratulate all connected
with this publication in presenting so magnificent
a journal and one of such intrinsic worth.

The Columbia Phonograph Co. announces the
publication of several- new records by Orville
Harrold, the phenomenal American tenor. These
records were not scheduled for issuance until next
January, but owing to the wonderful success Mr.
Harrold has attained they are now ready.

A scientific adjunct to pure reproduction—coating the record
and lubrlcating the needle with pure graphite. Lite of records
doubled. Old records:improved. Scratching diminished. Graph-
ite attaclment goes in regular needle-holder. Needle on attach-
ment guides graphite-stick over record. Attachment, graphite
stick and pollshing pad 81. Send for elrcular.

VOX HUMANA TALKING MACHINE CO., Nantucket, Mass
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APPRECIATION OF VICTOR CO.S MANY COURTESIES.

Retiring Executive Committee and Officers of the National
Association Entertain Victor Officers at Informal
Handsomely Engraved Set of Resolutions—President Blackman Makes Important Com.
mittee Appointments—Executive Committee to Meet in New York, Jan. 14-15, 1913.

Talking Machine Jobbers’
Luncheon and Present Them with

An informal luncheon was tendered the officers
and department heads of the Victor Talking Ma-
chine Co., Saturday, December 7, by the retiring
executive committee and officers of the National
Association of Talking Machine Jobbers.  This
luncheon was held in the Blue Room of the Belle-
vue-Stratford Hotel, Philadelphia, Pa., and was a
stccess from every standpoint. The object of this
gathering was to present to the Victor Co. a hand-
somely engrossed set of resolutions expressing the
thanks and appreciation of the association for the
Victor Co.'s entertainment of its members on vari-
ous occasions, and particularly the entertainment
furnished thc members at the last convention of
the association held in Atlantic City.

The set of resolutions which was passed by the
members at this convention were ordered to be
placed on the minutes of the association and a
copy to be presented to the Victor Co. in suitable
form. The set that was presented Saturday was
a magnificent work of art and handsomely en-
grossed. The photographs of President Johnson
and General Manager Geissler, of the Victor Co.,
are prominently displayed, the set being finished in
water colors and making a beautiful appearance,
which would be a welcome addition to any art
studio or wealthy home.

As these resolutions of thanks and appreciation
had been passed during the regime of the retiring
administration, the luncheon was held under their
auspices, the presentation spccch being made by
James F. Bowers, who was a membcr of the old
executive committee, and who is also a mcmber of
the present executive board. IHis speech was in
line with his customary interesting addresses, and
was enthusiastically applauded by the assemblage
present. N ’

After Mr. Bowcrs’ presentation address, short
talks were delivered by a number of the guests
present, and the luncheon was voted a thorough
success. Subsequent to the lunchcon, General
Manager Geissler, of the Victor Co., entertained
a number of the guests at dinner, and a theater
party was formed to takc care of thc remaining
part of the night. The members of the association
who were present at the lunchcon were James F.
Bowers, of Lyon & Healy, Chicago, Ill, who was
a member of the retiring executive board, and who
is also a member of the present executive commit-
tee; Perry B. Whitsit, of the Perry B. Whitsit Co.,
Columbus, O.; J. C. Roush, of the Standard Talk-
ing Machine Co., Pittsburgh, Pa., who was for-
merly secretary of the association; John Miller,
of the Penn Phonograph Co., Inc., Philadelphia,
Pa,, who was the former treasurer of the associa-
tion, and who was re-elected at the last clection;
J. Newcomb Blackman, president of the associa-
tion, who was present as a guest of the retiring
officers; Louis Buehn, the present secretary, who
also attcnded as a guest, and H. H. Blish, of Har-
ger & Blish, Inc, Dubuque, Ja., a member of the
present executive board, who happened to be in
Philadelphia at the time of the luncheon. The
officers and representatives of the Victor Talking
Machine Co. who were present were Eldridge R.
Johnson, president; Louis F. Geissler, general man-
ager; B. G. Royal, of the board of directors;
George Ornstein, sales manager; H. C. Brown, ad-
vertising manager, and Oliver Jones,

While in Philadelphia, President Blackman, of the
association, took advantage of the opportunity of-
fered him to take up several association matters
with Secrctary Buehn.

Mr. Blackman has announced the following com-
mittee appointments for the ensuing year: Reso-
lutions Committee—James F. Bowers, chairman;
George Kohler, Burton J. Pierce, W. O. Crew, and
H. H. Weymann. Legislative Committee—G.
Clement, chairman; C. A. Grinnell, George A.
Mickel, Perry B. Whitsit and O. K. Houck. Press
Committee—Louis Buehn, chairman; S. B. Da-

vega, W. H. Reynalds, C. A. Arbenz and J. G.
Corley.  Grievance Committee—H. H. Blish,
chairman; W. D. Andrews, C. J. Schinelzer, Law-
rence McGreal and E. C. Rauth. Traffic Commit-
tee—L. C. Wiswell, chairman; E. C. Rauth, An-
drew McCarthy, W. H. Reynalds and T. H. Towell.
Membership Committee—\V. T. Barnhill, chair-
man; A. A. Trossler, J. N. Swanson, Max Landay
and O. A. Lovejoy.

There was also a special committee consisting of
J. Newcomb Blackman, Louis Buehn, H. H. Blish
and John Miller formed, who took up several mat-
ters of interest to Edison jobbers with Thomas A.
Edison and the Edison officials on Tuesday morn-
ing, December 10. The subject of this conference
was purely confidential association matters and
not intended for gcneral publication.

President Blackman has called a meeting of the
executive committee to be held in New York City
on January 14 and 15 of next year. He has also
called a special meeting of the association to be
held at the same time for the purpose of voting
on an amendment of the by-laws rescinding the
present privilege of the use of proxies in the an-
nual election of officers, but retaining that privi-
lege for all other purposes at meetings. At that
time anything else that may seem worthy of con-
sideration will be taken up at the general meeting.

It is the idea of President Blackman to present
and follow up all matters which may be covered
by resolutions by means of specially appointed
committees or the entire executive committee in
conference with the factories. Mr. Blackman
favors that method of procedure because he be-
lieves in that manner better results can be ob-
tained, owing to the opportunity for free exchange
of ideas in an informal manner. With that idea
in view there will probably be conferences with
both the Victor and Edison comnpanies at the time
of the special meeting.

January 14 and 15 were selected by Mr. Black-
man with particular regard to the fact that there
will be a large number of visitors in New York
a: that time owing to the annual Automobile Show
to be held in Madison Square Garden during that
week. Secretary Buehn will probably during this
month take a vote as to the place of meeting of the
1913 convention, which, in accordance with the in-
structions of the last meeting, was to be selected
between Atlantic City, Niagara Falls or Richmond,
Va.

TO SELL THE KINETOPHONE.

The American Talking Picture Co. Organized
to Handle Thos. A. Edison’s Combined Mov-
ing Picture and Talking Machine.

The American Talking Picture Co. has been or-
ganized to sell the Kinetophone, a new machine
manufactured by Thos. A. Edison, Inc., Orange,
N. J., which is a combination of moving picture
and talking machine. The office of the company
is at 1495 Broadway, New York, the representative
being W. E. Wardell. The factory management
is under the direction of Mr. Pelzer.

This is the device that is long been expected and
is said to be a great boom to the small moving
picture houses. While no deliveries are being
made, it is understood that orders are being
booked.

VICTROLA USED AT FUNERAL SERVICE

At the funeral service, largely attended, of a
prominent citizen of Zanesville, O., November 29,
the following selections were played on a Victrola,
with marked interest and appreciation on the part
of all present: “Nearer, My God, to Thee,” Crea-
tore’s Band; “Jesus, Lover of My Soul” Trinity
Choir; “Beautiful Isle of Somewhere,” Harold
Jarvis; Chopin’s “Funeral March,” Pryor’s Band.

This Automaticall); |
Starts and Stops'
Your Victrola

—-—

Our Tremendous Newspaper Adver-
tising Gampaign to Benefit Dealers

is skilfully laid out along the most
attractive and convinging lines to
clearly illustrate and explain to
Victrola owners, present and pro-

spective, the great merits of the

implex
Automatic
StartaaStop
Devige\

)

1s 1

e—

—the Victrola attachment de luxe
and the only one that will com-
plete the Victrola equipment and
leave nothing more to be desired.

field, so that every Victrola you
sell may be equipped with one of “
these accessories and, far more
important, that every Victrola
owner will want one.

They ALL want the Simplex

We will back you up with news-
paper advertising in your own

when they realize what a neces-
sity it is—how far ahead it is in
the race for supremacy—that it
more than meets the severe re-
quirements of a Victrola start and
stop device (don’t forget our ex-
clusive starting feature).

5%
Write us! We have a proposition for
you which will greatly reinforce your

Local Newspaper Adverlising.
e |

Standard Gramaphone Appliance_Co.
173 LAFAYETTE STREET, NEW YORK, N, Y,
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graph Company, announced that 1912 would

be the biggest year in the history of

Columbia. So it was. But 1913 will make
1912 look like a quiet Sunday morning.

TWELVE months ago We, the Columbia Phono-

Only last September we increased our factory out-
put capacity by 50%. To-day, even with that increase,
our producing resources are inadequate and we have
already made the necessary arrangements for a further
big increase in factory facilities in the near future.
As a matter of fact ‘we need them already.

This Columbia growth is a solid, healthy, persistent
development, and we take this opportunity to re-
assure Columbia dealers that they will still get Colum-
bia product built to stand the test of comparison ;

that in 1913 there will be no let-up in the Columbia
advertising campaign. There is not a Columbia dealer
in the country who did not reap the benefit of the
heavy-calibre national advertising which was focussed.f
upon our dealers’ business all through 1912. The
Columbia advertising campaign of 1913 will continue
to be directed toward one thing and one thing only:
the profit and expansion of the business done by
Columbia dealers. .

To our friends in the trade—Columbia and not-yet
Columbja dealers — our best wishes for a happy and
prosperous 1913. And, to Columbia dealers, some-,
thing more than the mere wish—the assurance of our
constant co-operation with them in their merchan-
dising and publicity.

TRADE-MARK Creators of the Talking Machine Business.

COLUMBIA PHONOGRAPE

Pioneers and Leaders in the Talking Machine Art.

Owners of the Fundamental Patent:
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“IMPROVED RoYAL

“NONPAREIL"

"COMPANY, GEN’L TRIBUNE BLDG ic)

Largest Manufacturers of Talking Machines in the World.  Write for ‘‘Music Money,” a Free Book You Ought to Have.

=
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| VICTOR RECORD DEMONSTRATION CONCERTS

‘ Conducted by Aeolian Co. in St. Louis Subject of Attention from Public and Trade—

Manager Levy Speaks of Plans and Objects—Dealers Worrying Over Holiday Supply of
| Goods—Silverstone Displays New Edison Disc Phonograph and Is Overwhelmed with
[ Orders—Columbia Co. Anxiously Awaiting New Grand Instrument.

(Special to The Talking Machine World.)
St. Louis, Mo., Dec. 10, 1912.

The local talking machine trade is much inter-
ested in the series of Victor record demonstration
concerts begun by the Aeolian To. Nov. 27. The
plan as explained in the advertisements for that
occasion is that a concert will be given each month
on the day the Victor records are released for
sale, and that every owner of a talking machine
who can use Victor records is invited. No spe-
cial invitations werc issued. Following the first
cvening concert will be as many matinees during
the month as may seem necessary to accommodate
machine owners who have been unable to hear
the records.

The first concert happened to be on Thanksgiv-
ing eve, which is a poor night to attract a crowd
in St. Louis, but the Aeolian Recital Hall was
comfortably filled and the enthusiasm of those
present exceeded expectations. It had been ad-
vertised that no sales would be made or orders
for records received during the recital, and this
feature was carried out. A woman acquaintance
of The World correspondent, who is an ardent
lover of music and an admirer of talking ma-
chines, said of this recital:

“I have paid $1.50 to hear many concerts that
were not as good as this one, and I have never
had an equal opportunity to select from the
month’s records those that I wanted. I have al-
ways hesitated to force the demonstration girls to
play so many for me, and I usually leave my
monthly record shopping tour believing that I
might have made a mistake in not getting the best
in my limited purchases. This month I heard
everything that I thought I wanted to hear, went
home at my leisure, and next day made up my list,
certain that I was getting what I wanted.”

All records are played on the Auxetophone,
which talking machine Manager Levy believes is
the best for hall recital work. The machine
proved very satisfactory to the crowd.

Manager Levy, in speaking of this departure as
to advertising in St. Louis, said:

“Primarily we have undertaken this plan as Vic-
tor distributers and to maintain enthusiasm among
machine owners. Of course, it would be foolsh to
deny that we do not expect to increase the sale
of records in our retail department as a result of
the concerts. We do expect that, but we also ex-
pect every dealer in the city and perhaps in the
country near by, certainly in the suburbs, to profit
from these concerts, Our reason for placing the
line in the advertisement stating that no sales
would be made or orders solicited during the con-
cert wias to assure dealers they could recommend
their customers to come and hear the demonstra-
tion. It is to be absolutely apart from the sales
department. That can easily be seen, as we are
giving the important concert at night, when our
retail sales department will not be open. X

“I know there has been a feeling of resentment
among downtown dealers that small dealers often
sent customers that they were sure of to the down-
town stores to hear demonstrations. You cannot
blame any dealer for not liking that method. It
occupies valuable time in the sales department and
i> not right. At these demonstrations we will have
nothing else to do but to play records from the
last bulletin as requested, and we will do it. We
hope that dealers will take advantage of this and
stop sending customers to others’ demonstration
rooms during business hours. An additional fea-
ture of this demonstration will be the combined
use of the talking machine and player-piano. We
will make free use of the Pianola in accompani-
ments_for records in hopes that persons who own
both player-pianos and talking machines will be-
come accustomed to using them together. We
will specialize on blue records.”

The talking machine dealers, especially those
depending upon the Victors for their chief trade,
are greatly worried over the holiday supply. Pres-
ident Koerber, of the Koerber-Brenner Music Co.,
Victor jobbers, says that his firm has been able
to supply its regular customers so far, but that it
has declined many orders, informing new custom-
ers that the company must supply those merchants
who buy entire musical lines from the firm. “Busi-
ness is good,” said Mr. Koerber, "but we could
make it a whole lot better if we had all the goods
we wanted.”

Manager Levy, of the Aeolian Co., says: “Have
you ever tried to divide a dime among eleven beg-
gars, each of whom wanted cofféee and rolls that
cost five cents? That is our trouble at present.
I am optimistic enough to believe that relief is
coming for the holidays. Our record stock is in
good shape and we are giving dealers satisfaction
along that line anyway.”

Mark Silverstone, of the Silverstone Talking
‘Machine Co., is dividing his time between demon-
strating the new Edison disc machine and his new
warerooms, where he will place on sale a line of
pianos in addition to an enlarged talking machine
stock. He is greatly pleased with the new ma-
chines and reports prospects of an excellent busi-
ness. His first shipment was four machines and
ten sample records. The day the machines were
placed on display he saw a man passing who had

been asking about them and called him in. The
man listened a few minutes and then said:
“Send that machine up to my house. I want it

this evening.”

“But I have no records,” sid Silverstone,

“You've been playing some; end them,” said
the customer.

Finally a compromise was reached on the cus-
tomer getting half of the ten double records, and
Mr. ‘Silverstone played each of the five records
or ten numbers up to the 1,000-time mark before
he got any others.

At the Columbia store the interest centers in
the coming of the “Grand” instrument. “We have
a number of persons interested in that machine,”
said Sales Manager Byars, “and I think we will
have little trouble in placing our allotment of them
for the holidays. Our table machines are doing
nicely and a window display of themn is attracting
attention. We have been much pleased with our
business during the last month, and with good
supplies on hand we expect to have a record-
breaking holiday trade. We are especially sup-
plied with records, as I believe that is absolutely
necessary.” :

Harry Levy's remark that there “are no grouches
in the trade .this fall” seems to pretty well cover
the trade situation. Every dealer, it seems, has
been doing more business than before and has ex-
cellent prospects. This applies to all lines, accord-
ing to reports from other jobbers.

‘W. E. Gibson, of the Gibson Piano Co., Paducah,
Ky., was a recent caller on the Victor jobbers here,
as he buys from local jobbers.

'W. B. Taylor, traveling representative of the
Victor Co. in Illinois, was a Thanksgiving guest
of Harry Levy.

The Columbia Co. mentions with pride the sale
of a Favorite machine to the St. Louis University
for entertainment purposes at smokers and other
meetings held at the university.

Edward M. Berliner, of the Berliner Gramo-
phone Co., Montreal, was a recent visitor with
the trade here, and at the Silverstone Talking Ma-
chine Co. he got his first glimpse of the new ‘Edi-
son machine.

J. K. Savage, a former Edison dealer, is man-
ager of the Dictating machine department of the
Silverstone Talking Machine Co. His department
will be one of the first moved into the new ware-

. resulted in both machine and record sales.

A0y,

Talking Ma-

chines, Typewriters, Phono-
graphs, Adding Machines, Cash
Registers, Guns and Tools and all
Polished Instruments. THE FI.
NEST OIL MADE. It absolutely
prevents rust. NYOIL now sold
everywhere by all hardware and
sporting goods men. _Large botle
(cheaper to buy) 25c.; rial size, 10c,
WM. F. NYE, New Bedford, Mass.

For polishing h

varnished woodwork it is
extremely satisfactory. No oil is so clean.

Ask your watch repairer whose
oil he uses on your watch.

rooms at 1124 Olive street, a block west of the
present store. :

Mr. Cummins, well known to the trade here-
abouts as Victor traveler and later as Koerber-
Brenner representative, has severed his connection
with the latter firm and gone to Colorado again
to join Mrs. Cummins, who is detained there be-
cause of her health.

Miss Bessie Platt is a new record demonstrator
at the Thiebes Piano Co.

Manager Robinson, of the Grand Leader De-
jantment Store’s Victrola department, has been
experimenting with informal demonstrations and
finds them productive of good business. For in-
stance: A big day was on in the corset depart-
ment, and he sent a machine to that part of the
store with a young woman to run it. The music
excited much interest and brought inquiries that
This
course 1s followed whenever the occasion and
business pressure in the department permit. Mr.
Robinson also has used his machine in connection
with the piano department recitals with profit.

Another department store Victrola department
‘has been started in the Scruggs, Vandervoort &
Co. store. It was installed by E. P. Cornell, of the
Musical Instrumeént Sales Co., of New York, and
is very handsome and well arranged. Mr. Seegar,
of Wheeling, W. Va,, is in charge of the depart-
ment. It is on the sixth floor of the store.

D. R. Ramsdell, manager of the Columbia store,
was called to Denton, Md., last month by the death
of his father. On his return he visited New York
and Chicago on business. He also made a trip
to Bridgeport, Conn., to visit the Columbia fac-
tory.

J. Ed. Black, of Springfield, Mo., and R. D.
Warell, of Mexico, Mo., were dealers who recently
visited the local jobbers.

W. C. Fuhri, Columbia district manager, and
George W. Lyle, of New York, were recent visi-
tors at the Columbia store,

The Silverstone Talking Machine Co. and the
Columhia Phonograph Co. both arranged for space
at the Business Show at the Colisseum this month
to exploit the advantages of their dictating ma-
chines in business conduct. An agent came direct
from the factory to take charge of the dictating
machine exhibit for that company.

J. W. Ryan, southern Missouri and Kentucky
traveler for the Columbia Co., was a recent visitor
at the store here and reported establishing a num-
ber of sales agencies in his territory and excellent
business. He found the country trade running to
-higher priced machines than has been the rule.

Miss Bessie Platt is a new record demonstrator
with the Thiebes Piano Co.

There are a lot of people who think more of a
cheerful manner than they do of a five per cent.
discount. Cordiality is the cheapest thing you can
dispense in your store.
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Victor Distributors U RLI E Victor Distributors

Wurlitzer Record Service
MEANS MUCH TO YOU

If you wish to secure the best whole-
sale service 1n the country on Victor
Records send your order to “Wurlit-

”

er .

Largest stocks — every Record 1n
stock that the Victor Co. can supply,
and plenty of each, together with a
large corps of experienced order fill-
ers under able direction, assures the
maximum of service to all our trade
friends.

A Merry Christmas and a big Victor
Business in 1913

The Rudolph Wurlitzer Co.

CINCINNATI CHICAGO

DWW~ Two Points of Supply—Order From the Nearer
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¥  Fields

The demand for the five Columbia
= Double-Disc Records by Weber and
has amounted to a shout—be-
cause there’s nothing like them—artists .
or records—anywhere.

Columbia Phonograph Co., Gen’l
Tribune Building, New York .

How an Attractive Recipe for a Christmas Entertainment Made a Dealer’s Fortune—The
Modus Operandi May Interest Others in the Trade.

Once upon a time, as they say in story books,
there dwelt in the City of Brotherly Love a talk-
ing machine dealer. Christmas was fast approach-
ing and his volume of business was not in harmony
with the time of year. In other words, trade was
rotten to the core. Now, this dealer was known
among his fellows as a brainy chap—a man who
had something beneath his hat besides bone, hide
and hair, and therefore his friends in the trade
were elated but not surprised to see him ere long
aviate from his hangar of depression, planes nicely
balanced, motor running smoothly, and make a
skilful but conservative landing within the aero-
dome of success just as the holiday chimes were
pealing forth their first joyous anthem. They
were mighty curious, however, and thronged to
his talker shop in a body to learn just how he
did it.

He welcomed them cordially, supplied them
with easy chairs and good cigars, and when they
were comfortable, launched forth as follows:

“As you doubtless are well aware, gentlemen, 1
was down and out, but like a mushroom, in a
night I arrived once more, or, if you deem the
simile more apt, like the proverbial cat, I came
back.

“You ask me how I did this seemingly miracu-
lous thing in so short a time, and it shall be my
pleasure to enlighten you in as brief and intelligent
a manner as possible.

“When the business clouds were blackest and
nasty visions of financial embarrassment were
playing at hide-and-seek within my brain, I did
as thousands of other men in like circumstances
have done from the beginning of time, viz.: gave
birth to a nice useful little idea.

“This idea had to do with an entertainment
that would revive interest in the talker among
those who no longer had use for it solely as a
music maker. A number of my best customers
warned me confidentially that it was up to me to
get out something new for the holidays or they
would relegate their talkers to the home of some
poor relation.

“*We are dead tired of just phonographic music,
they told me. ‘We want something different. If
you cannot supply us, no more canned tunes for
ours.’

“Therefore, when my nice useful little idea was
born I nourished it most tenderly, and as soon as
it was old enough, broke it to harnesss. It is now
well trained and docile and is making a fortune
for its owner during this holiday season, and will
continue to do so, I trust, for a great many seasons
to come.

“Like nearly every idea at birth, it did not bear
the ear-marks of success. In fact, it was just
about as puny an infant as one would have the
courage to gaze upon, but it was mine, and I fed
it good hard thoughts until eventually it bloomed
forth as the brawny and strenuous being you find
it to-day.

“Now for the details!

“My idea as it first came into existence, as 1
explained before, did not mean a great deal. It
was simply a plan in embryo which had to do
with phonographic entertainment in the homes
of skeptical people—folks whose interest in the
talker had dropped to the zero mark; the aim of
these entertainmments being, of course, to raise that
interest to a normal temperature once niore.

“Putting it into practice and awaiting results

Preparing for a Record Contest.

were my next two moves in the game. As soon
as I was assured of the practicability of my idea
I made it known to my customers through the
medium of personal correspondence.”

He went to his desk and drawing forth from
among a collection of papers a neatly typewritten
sheet, held it up for them to see.

“Here is my idea, gentlemen,” he said. “I have
sent a goodly nuinber of these letters out among
the pyrrhonists whose names are enrolled upon
my mailing list, and the end is not yet.”

Laying his partially consumed El Principe-de-
Gale upon the ash tray and adjusting his reading
glasses, he perused as follows:

THE ELITE TALKER SHOP.

No. 1 Broad St., Blanktown, N. Y. |
December 1st, 1912.
My Dear Customers :—

To those among you whose interest in things phono-
graphic is on the wane, I take this occasion to acquaint
you with a brand-new idea for a talking machine enter-
tainment, which if carried out as per imstructions, will, T
am_sure, greatly enhance your enjoyment of the holidays.

On Christmas eve, when your friends assemble for their
annual jollification, prepare the following programme for
their delight. -

When the last guest has put in an appearance, make the
announcement that a contest is to take place in which all
are eligible to compete, and that an elagorate prize is to
be awarded the victor.

Explain that you cannot go into details regarding the
contest to the assemblage as a whole, but that it will be
necessary to_indulge in individual instruction. (This will
create curiosity and arouse interest.)

Then, one at a time, your guests are summoned into a
side room where your talking machine adjusted for record-

TRADE MARK

ing, is set up ready for action. Tell each in turn that
you desire a record made of his or her voice, as the case
may be, leaving the selection entirely to the discretion of
the impromptu artist, but making it understood that it
must be something with which the company is unac-
quainted, and swearing them to secrecy regarding it un-
til the expiration of the contest. If the lady has a
pleasing voice, suggest that she sing a song. If the gen-
tleman happens to be an orator, ask him to declaim.

And don’t forget the children! By all means have them
speak their juvenile recitations into the horn.

hen recordings have been made of all the voices

present, the machine is arranged for reproduction, and as
each original selection is played, your friends are asked
to guess, upon slips of paper distributed for the purpose,
whose voice they think the record represents.

For instance.—The slip of paper applying to the third
record played, when ready for collection, if correctly an-
swered, should read thus:

1 guess Record No. 3 to bear upon its ]l
surface the reproduction of the wvoice of |
| Miss Geraldine Dale.
! ELIZA RENAULT.

When the last record has been played, the slips of
paper are gathered and counted. To the person submitting
the greatest number of correct answers, a talking machine is
awarded.

arusting you will find my suggestion a worthy one,
and wishing you a happy Christmas and prosperous New
Year, I am,

Yours for a record contest, .
JOIIN JONES.

P. 8.—Of course, it is unnecessary to inform you that
we have a complete stock of sundries, such as recording
apparatus, blanks, shaving machines, etc.,, which you will
nced for your contest, together with a variety of inex-
pensive, but reliable talking machines, suitable for prizes.

May we send our salesman to demonstrate in grzater
detail than has been possible in this letter, the practicability
of my idea? J-

Dict.: J. J—H. M.

Having finished, he relighted his dead cigar,
thanked his audience for their kind attention, and
courteously dismissed them, explaining that they
now had his recipe for a successful holiday cam-
paign, and that the rest was up to them.

They withdrew to their various business em-
poriums, opened the switches of their commercial
phonographs, and began work upon the form of a
circular letter to the trade anent the Christmas
entertainment idea. They meant to be ready for
the next holiday time, all right, and, incidentally,
a good many of them proceeded to try out the
idea regardless of seasom, having much faith in
its trade-bringing qualities.

Mr. Dealer, this little tale which I have related
to you was given to me by a successful talker
man not long ago, and I pass it along to you.

If it will help you just a little bit, I shall feel
amply repaid for my story telling.

In any case, allow me to wish you every possible
happiness and good cheer throughout this and
many more holiday seasons.

Howarp TAvLor MIDDLETON.

SALES OF 1. C. S. LANGUAGE OUTFITS

A noteworthy feature of the month’s business
at the handsome talking machine department of
John Wanamaker’s was the large number of sales
of I. C. S. Language outfits, to be used in con-
junction with the Edison Gem Phonograph. These
useful outfits have gained many friends the past
few months, and their popularity is well evidenced
by. the increased number of sales closed each
week.

Manager Gerson states that his Victor sales are
as large as his stock will permit, and tells us that
there is an unusually heavy demand for the No.
XVI machine, which sells for $200. The only
trouble Mr. Gerson is experienting is the pro-
nounced shortage in Victor products, which is a
general complaint this season.

B ———
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SOME GOOD RULES FOR SUCCESS

Laid Down by Henry M. Byllesby, a Friend of
Thomas A. Edison, and Based on Real
Knowledge.

Henry M. DByllesby, a great friend of Thos. A.
Edison, by the way, recently made some very
happy remarks on “How to Succeed.” This is a
top'c that is much overdone, but Mr. Bylleshy’s
views are based upon practical experience and
knowledge and not theory. In other words he
has been through the mill and paéses his experi-
ences along. They are therefore of some mo-
ment. He says:

“No human being can remain stationary; he
either advances or retrogrades.

“Napoleon said of the failure of the Bourbon
family: ‘They never learned anything and never
forgot anything.’ You must develop.

“From day to day you must bring to bear an
ever-increasing wisdom—the application of lessons
learned.

“Every incident of your daily toil should be
made an educational incident.

“The average young man does not learn, until
perhaps too late, that it does not pay to fritter
and idle away his time.

“Make a study of those who have gone to the
head; ascertain what they did in any given emerg-
ency.

“In any emergency a man’s conduct is the re-
sult of the way in which, from earliest youth,
he has met the obstacles he encountered.

“Thomas A. Edison says: ‘Do not watch the
clock; do not chase aside after rainbows; keep
everlastingly at and master the task of the time
being.

“The truly successful man recognizes that, from
time to time, he will receive setbacks. The man
who overcomes these is the man of achievement
and of eventual success.”

,A PATENT TALK-STOPPER.
Some ingenious person has invented a machine
to make the phonograph stop talking when it has

ondon-Autostop

The Stop that wears the re-order smile.

THE TRADE

generally is making a special feature of it this
Christmas.
Why don’t
you?

Almost any Jobber will supply you.

26 FRONT STREET %

CONDON-AUTOSTOP COMPANY

NEW YORK

said enough. It is a pity that this admirable de-
vice cannot be attached to human beings as well
as to pieces of mechanism, says the New York
Herald.

Such a contrivance, so arranged as to work
promptly at the end of twenty minutes or at the
sound of the word “fifthly,” would be highly ap-
preciated by church-goers, and the windy legisla-
tor, talking for his home county or district, would
find in this machine the only serious opposition
that his eloquence has ever met with.

Every boarding house should be provided with

this patent talk-stopper. In its presence the
table bores whose discussions of every subject
that they do not understand are a standing men-
ace to peace and quiet, would become mute. The
boarder who knows one family so rich that they
travel with thirteen trunks; the elderly lady whe
attends fashionable weddings from the sidewalk,
the theater-going boarder who knows everything
about the private life of every actor, and knows
it all wrong, and the man who insists upon read-
ing out loud from his morning paper, would all
find their favorite occupations gone.

goo0ds.

1,300 RECORD CABINETS
At Less than Jobbers’ Prices!

All well-made and finished. Desirable
Patterns being discontinued.

Write for special close-out
Prompt shipments.
ceptonal opportunity.

prices.
Don’t miss this ex-

THE GEO. A. LONG CABINET CO.

HANOVER, PA.

ADDRESS COMMUNICATIONS TO

CLEMENT BEECROFT, witk&:r 309 W. Susquehanna Ave., Philadelphia, Pa.
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FOREfGN TRADE IN TALKING MACHINES.

The Special Report Issued by the United States Government Bearing on Talking Ma-
chines Shows the Wide Scope of the Business in Canada, Central and South America,
Germany, France, Russia, Great Britain, in Fact
Opinions of the Local Consuls Regarding Methods of Selling and Other Matters Are
Interesting and Valuable—Shows the Importance of the
World—Great Export Markets for American Machines and Records.

in All Parts of the World—The

Industry Throughout the

[In The Talking Machine World, last month, there was
published the opening section of the monograph, issued by
the Department of Commerce and Labor on the foreign
musical instrument trade of the United States, relating di-
rectly to talking machines and records. The part appear
ing in The Talking Machine World last month was par-
ticularly interesting to American manufacturers and those
onnected with the talking machine trade of the country
in various capacities in that it referred to the present busi-
ness and the opportunities lying in Central and South
America, which is considered to be the section that offers
the natural field for the export trade of this country. The
igures especially indicated that the American machines and
records were, with the exception of two countries, the gen-
eral favorites, even when offered in competition with
foreign-made goods at lower prices.

The section of the monograph published this month, and
which covers the trade of Europe, is not quite so en-
couraging to Americans.

While American machines and records are sold to a
considerable extent in most of the countries, there is not
much chance of expanding the trade to any extent
through overcoming the competition of native manu-
facturers. The greatest demand for American products is
in Great Britain, there being strong preferences in different
localities for machines and records of various types. The
pleasing feature of the situation is that the market for
American goods has been won from the combined forces of
British and German manufacturers.—EpiroriaL NozkE.]

Germany.

In Germany there is a good market for high-
grade machines, one American make is already
sold extensively. At present machines with ex-
posed horns are most in use, although there is
an increasing demand for the concealed horn type.
Disc records are universally used and machines
are sold almost together at retail or a cash basis,
the prices ranging all the way from $5 to $400.
Pathé Fréres, of Paris, seem to have a large market
in Germany, and have well-appointed showrooms
on one of the principal streets of Berlin, where
a number of machines are operated automatically
by the public for a charge of about two.and one-
half cents for each selection.

The total import trade in talking machines and
accessories to Germany amounted to $96,866 in
1910, as compared with $42,840 in 1909. Exports
amounted in value to $1,893,528 in 1910, as com-
pared with $1,423,716 in 1909. Throughout Ger-
many the demand is well divided between the very
cheap and very expensive types; one American firm
manufacturing cylinder phonographs has practically
all the trade in this kind of machine, having suc-
cessfully built up a business against the competi-
tion of the few German firms in the market. The
French machines of Pathé Fréres, which use the
sapphire point, are also greatly in favor, while in
the disc machine type the gramophone disc is
universally popular.

For German talking machines the operating
mechanism is usually manufactured in Berlin, in
the Black Forest (Baden), and in Switzerland,
and the sounding box, horn and connections in
Saxony. The various parts are then assembled
at some of the musical instrument factories, those
in Berlin being the most important.

German manufacturers are liberal advertisers,
and besides issuing elaborate catalogues and cir-
culars they advertise both in the musical instru-
ment trade journals and in the current general
periodicals of large circulation. The dealers dis-
tribute” catalogues furnished by the manufacturers,
advertise in the newspapers of their respective
localities, and frequently have salesmen canvassing
from house to house among people of modest cir-
cumstances. Instruments are usually sold at 33 1-3
per cent. below catalogue prices. Dealers in good
financial standing can obtain consignments on three
months’ credit and are allowed 2 to 3 per cent.
discount for cash in thirty days. Freight charges
on wholesale shipments are usually paid by the
factory, and dealers handling imported phonographs
prefer that the exporters in foreign countries quoté
them prices free Hamburg and inclusive of cus-

toms duties. Dealers and manufacturers who con-
duct a mail-order husiness ship machines by the
Government parcel post, and the post office de-
livers them to the consignee and collects for them.
The cost of packing is assumed by the consignor,
but the shipment on a retail order is at the risk
and expense of the consignee.

American manufacturers who desire to build up
a regular trade in this territory should establish
in one or more of the important cities branch
houses or agencies which would keep on hand
complete supplies of all kinds, including records
to suit the varied tastes of German buyers. In
the smaller cities agents might be selected from
among dealers in musical instruments, bicycles and
sporting goods.

Great Britain.

It is claimed that the bulk of the trade in talking
machines and accessories in the United Kingdom
is. comprised of machines of German origin. A
large number are manufactured in Germany, but
most of them are assemble: in this country, and
in some instances the parts, particularly the cabi-
network, are manufactured in England. France
also supplies a limited amount.

It is said by those conversant with the trade that
the German machines are not equal in quality to
those manufactured in the United States or those
made in England by firms that are essentially
American. The better class of the trade, it is said,
is supplied by the English companies affiliated with
the three largest American companies. Scarcely
any of the mechanism is manufactured in this coun-
try, but especially in the case of these three firms
the cabinet-work is done here, and records are also
of English manufacture. The English public pre-
fers English cabinet-making, and it is inevitable
that the records should be made in this country be-
cause the music that apeals 1o the British people is
that with which they are most familiar, as produced
by English artists.

Parts of machines are to a large extent manu-
factured in the United States and assembled in this
country; and, on the other hand, it is estimated that
perhaps one-third of the German machines are im-
ported complete. In the census of production re-
port for 1907 it is shown that talking machines and
records were manufactured in that year in the
United Kingdom to the aggregate value of $335,788.

There is not at present a promising market for
new lines, as those already in the trade are pretty
well established and competition is keen. Machines
with exposed sounding-horns are preferred because
they are less expensive, and operatic and band se-
lections and popular songs hy well-known singers
are the selections most in demand. Both cylinder
and disc records are used, but the former more
extensively, as the machines with which they are
played are cheaper than the disc machines and the
records themselves cost less than the discs. The
latter, however, have grown in favor among those
able to afford the more expensive articles.

Disc machines are widely advertised in the lead-
ing popular weekly journals, monthly magazines

and daily newspapers, more particularly in the
autumn and winter seasons. Both cylinder and
disc machines are carried by music dealers. Re-
tailers usually pay cash for their machines, and
the wholesalers sell on a commission basis, sales
under certain prices being forbidden. Price quo-
tations should preferably be c. i. f., but in view of
the present keen competition business would be dif-
ficult unless a branch house should be established
under the management of an alert sales agent.

Throughout the provinces the popular-priced
machines and the records of popular songs and in-
strumental numbers are both in demand, with a
limited call for ‘high-priced machines. In Liver-
pool 75 per cent. of the sales are of the cheaper
styles. In Manchester the local piano dealers have
taken up talking machines owing to poor trade in
their own line. Germany sends large numbers of
talking machines into Manchester. In Edinburgh,
Scotland, the cheaper grades of talking machines
are mostly in demand, the prices ranging from
$7.30 to $15.30. The phonograph continues to be
preferred by many families to the disc, but the
latter is now making steady headway in favor.
The American made machines of both styles have
at least five-sixths of the trade, and as a rule
machines with horns exposed are preferred to the
hornless type. '

For the trade in Dublin talking machines are
usually imported through England, and the larger
proportion are American. Direct importations from
the United States in 1910 of talking machines and
records amounted to $1,003. In Dublin and locality
the demand is well devoted between the high-priced
and popular-priced instruments.

In the various cities throughout Great Britain
American talking machines are found in consider-
able numbers, their chief competitors being the
German makes, and there seems to be a goodly
market particularly for the high grade expensive
machines.

Other European Countries.

In most of the other countries of Europe condi-
tions as to the talking machine trade are similar to
those in the countries already mentioned. Amer-
ican instruments are to be found in almost every
market, though in a number of places they are not
imported direct. The machines manufactured part-
ly in the United States and partly in Germany, or
those made by branch factories of American firms
in Germany, are found in iarge numbers particu-
larly in the southern and eastern sections of
Europe. The eompetition of German instruments,
especially in the cheaper grades, is one of the chief
obstacles to the marketing oi the American prod-
uct. In Spain, Switzerland, Italy and other coun-
tries the Gramophone Co., which is the name of
branches or affiliations of an American company in
various countries of FEurope, largely controls the
trade.

Practically all the talking machines arriving in
Sweden come through Germany, and in the cheaper
grades the German machine is practically the only
one offered, the best and highest priced being the
American. A German machine with- outside
horn retails there for prices ranging from $2.50
to $107. Records of all kinds are sold. The prices
for “Beka” and “Lyrophon” records, two German
makes, are as follows: Five-inch single, 20 cents;
7-inch single, 27 cents; 7-inch double, 40 cents;
10-inch double, 53 cents. The market for phono-
graphs is undoubtedly worth developing, and Amer-
ican firms not represented on the Continent by al-
lied companies could probably cultivate it best by

Paste This Where You Can Always See It!

MR. DEALER:

that town.

VICTOR and EDISON JOBBERS

We refer all Talking Machine inquiries coming from towns
where we are represented by dealers to the dealer or dealers in

CcHICAGO
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acting through Hamburg jobbers, who send taeir
own traveling men through the country with gen-
eral lines of small wares. There is a limited
market waiting to be developed for wax-cylinder
machines for office dictation, some of which have
already been sold. Norwegian conditions are large-
ly similar to those in Sweden, though many ma-
chines are imported from the United States direct.
The total importation in 1909 was valued at $41,600,
of which goods worth $21,835 came from Germany.

There is only a limited market for high-grade
machines in Denmark, the Netherlands and Bel-
gium, except in Liege, where the demand for the
more expensive articles is fairly good, though even
there the greater demand is for the cheaper
grades. In Ghent the type of machine demanded
varies in price from $3.50 to $14.50. There is a

large and increasing demand for phonographs in -

Antwerp, disc records and operatic records being
preferred, and machines of moderate cost having
the first place on the market. The favorite one
is the American gramophone, now manufactured
in and imported from Germany, France and Eng-
land. Since the establishment of the factories in
these countries the machines are no longer im-
ported direct from the United States.
Practical Monopoly in Spain.

The phonograph business of Spain is practically
controlled by a monopoly, conceded by the Gov-
ernment to the Compafiia Francesa del Gramo-
phone, which is one of the affiliations of an Amer-
ican company and which holds nearly all the
Spanish patents on talking machines and acces-
sories. Their machine is the only one of impor-
tance on the market, and at least in the Barce-
lona district competition with it is almost out
of the question. The value of the phonographs
and accessories imported into Spain in 1910 was
$61,611, of which the shares of the principal for-
eign countries were as follows: United Kingdom,
$22,654; Germany, $17,794; France, $12,643;
United States, $3,895. At Seville, which is said
to be the second best market in Spain for phono-
graphs, there is a good sale of high-grade ma-
chines, most of which are the product of an
American factory. On account of the heavy duty,
Seville firmis do not buy their American phcno-
graphs direct, but through agencies at Barcelona,
where the cases are made for the imported mech-
anisms. Quot.';ltions should therefore be made on
the essential 'rorking parts of the machines, with
specific weights, etc.

Italy and Switzerland.

A large part if not practically all of the Amer-
ican talking machines sold in Italy are the prod-
uct of one company, whose agent is located in
Milan. Phonographs are popular only in parts of
Ttaly, and the demand that does exist is pretty well
supplied by the German manufacturers. In Sicily,
where the phonograph is very popular, more than
one-half of the 800 to 1,000 machines sold annually
are of German make, the two principal ones being
the products of the Iuternational Talking Machine
Co. (Ltd.) and the Lyrophonewerke, both at Ber-
lin. From 200 to 300 machines are sold annually
by the Palermo subagency of the Milan agency of
an American firm. In the north of Italy the sale
of phonographs is said to have declined in the
last two years, though there is a liking for good
operatic music.

Phonographs in Switzerland are imported largely
from Germany, the value of the total importations
in 1909 being $118,000, of which Germany furnished
$76.000 and France $32,000. The statistics showed
only $1,000 worth of phonographs from the United
States, but that is misleading, as many of the
mechanical parts made in the United States are
sent to Germany, fitted with cases, and then sold
in Switzerland. It is said that American firms not
represented in Germany can hardly hope to com-
pete in Switzerland by direct sales. Cheap phono-
graphs are made in Switzerland and exported to
all parts of the world, the amount in 1909 being
$350,000. In general, there is no market for high-
grade machines, though there may be some sale
for them in St. Gall.

Russia, Turkey and Greece.

The Russians are a musical people and care
little for what is known in the United States as
“ragtime” music. The classical productions are

in demand and especially those of noted singers.
Where the quality is good and the price reason-
ably moderate there is an excellent market in
Russia for high-grade machines, and although
there is a large sale of the cheap phonographs the
Russians are not satisfied with them as a rule.
There are four factories in the country making
phonographs, one of which, the Gramophone Co.,
employing 117 workmen, is at Riga; another,
owned by Julius Feigenbaum, at Warsaw; and the
other two, the Orfeon Co. and J. H. Zimmerman,
at St. Petersburg. Germany leads in the import
trade and a few machines are supplied by England,
but it is believed that the United States also has
a good foothold in the trade. Disc machines are
very generally preferred and those with concealed
sounding horn are beginning to make a place for
themselves. Phonographs are very popular in the
Caucasus, prices running from $23 to $39; most
of the sales are of the lower-priced grades.

In Turkey the business and representation of
American phonographs has invariably failed. The
prices are too high and the German machines at
much lower figures answer the purpose quite as
well. Some presumably American machines are
seen, but it is believed that none of them orig-
inates in the United States. However, a consid-
erable number of American records are sold in
the interior. In Greece the popularity of the
phcnograph has declined, and only the cheaper
grades are now sold.

(To be continued next month.)

TO PRESERVE VOICE FOR 1,000 YEARS

Plans in Paris to Record Bernhardt’s Voice and
to Sea! the Records in Receptacles that Are
Not to Be Opened for Ten Centuries—Look-
ing for Suitable Record Compositions.

According to a dispatch from Paris, France, it
is planned to make records of Sarah Bernhardt's
voice in some of her famous plays and to seal the
records in containers, which are not to be opened
for a thousand years to come.

Those most interested in the movement say the
greatest difficulty lies in securing a composition
from which to make the records, that will re-
main in its present form during the ten centuries.
There still appears to be some doubt about the
ordinary record composition retaining its proper-
ties during that period.

It is rumored that a prize of $1,000 will be of-
fered for records that will endure this long pe-
riod of storage. One of the committee has re-
marked that no one will ever be able to gainsay
whether the prize-winning record composition has
come up to the demands or not.

If you have employes who insist upon doing
their work in their way instead of your way, begin
looking around for someone to take their place.

FEATURE EDISON LINE IN IRELAND.

Edison Phonographs, Home Kinetoscopes and
Other Products to Receive Strong Repre-
sentation in Emerald Isle by “Phonos and
Kinetos, Ltd., Ireland.”

(Special to The Talking Machine World.)
Dublin, Ireland, Nov. 30, 1912.
One of the latest limited companies to enter the
talking machine field in Ireland,.and in the move-
ments of which manufacturers and dealers are
showing much interest, is “Phonos & Kinetos, Ltd.,
Ireland,” which has opened handsome premises on

THOMAS 3.EDISCN PROSUCTS
A REVOLUTION

SAOTLINLIN faes P L d L 2

JURHONEILL Jrarnis

Edison Headquarters in Dublin, Ireland.

Grafton street, the main business street of this city,
where the company is displaying an elaborate line of
Edison phonographs and records, including the
latest model, the new Edison home kinetoscope, and
many other Edison specialties.

The new company is under the control of Irish
directors, with John O’Neill as managing director.
It is the intention of the new company to open
branches in Belfast, Cork and at other points on
the Emerald Isle in the near future.

The officers of the company are especially en-
thusiastic regarding the opportunities offered for
the sale of the Edison home kinetoscope, and claim
that the number of dealers applying for agencies

. for the new line is already somewhat in excess

of the number that can be supplied at the present
time.

Closing Out

selection.

at a bare fraction of original cost, large stock of

TWO-MINUTE U-S

and

COLUMBIA CYLINDER RECORDS

slightly used but in good condition.
For quantity prices, address

MULTIPHONE OPERATING CO.

102 West 101st Street, New York City

Large variety of
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English Manufacturers Experiencing an
Enormous Boom in All Branches of the Talk-
ing Machine Business—Impossible to Supply
the Present Active Demand—Conditions Are

Most Favorable in Every Respect—Some
Christmas Selections—New Device to
Strengthen and Purify Tone Delivery—

Strenuous Effort Being Made to Kill Price-
Cutting—New French Record Makes Its Ap-
pearance—Tone-Arm Suit Settled—A Great
Budget of New Records for the Month—
Talking Machines to Be Included in Piano
Manufacturers’ Exhibition—Gramophone Co.
Exhibit—Other Items of Interest.

(Special to The Talking Machine World.)
Loxpon, E. C., December 3, 1912.

In many quarters trade conditions remind one
of the boom 1906-7 season, when dealers could not
replenish stock fast enough to satisfy the demand.
Manufacturers then, as now, found their factory
facilities quite insufficient to cope with the tremen-
dous influx of record orders, despite night and
day working shifts continuously for months. In
not a few instances, too, the only fitting parallel
memory provides is that of ten or more years ago
—the time when discrimination in the choice of
titles was a thing unknown. Dealers in those days
were only too glad to take anything available, the
most indifferently recorded selections selling freely.
It furnishes a mental picture of happy dealers and
worried manufacturers beset with the responsi-
bility of filling time orders as promptly as possible.
Conditions have changed vastly since then, and to
again approach even a semblance of the old situa-
tion is indeed fraught with great significance for
the future of the talking machine industry. And
more especially so when one considers for a mo-
ment the terrific competition which abounds to-
day. The public has a choice now of something
near forty different records, of which quite 25 may
be classed as well known at prices varying from
thirty shillings to one shilling and sixpence, if one
ignores the great number sold below the latter
figure. Almost every week a new record makes its
appearance on the market, and they are for the
greater part of the ls. 6d. variety. To American
readers who have but a choice of half a dozen
records the foregoing may come as a surprise.
There are few, if any, patent restrictions in force
here, while on your side progress in the talking
machine trade, at any rate, seems to be hedged
around by patent monopolies and commercial poli-
cies which would not be tolerated this side of the
pond. Therein lies the difference. Whatever may
be said to the contrary, if one may reasonably
judge from existing conditions here competition
is all in favor of the public, and ipso facto, the
trade also. But there, I wander from the subject.
Interviews with London traders fully confirm my
previous forecasts of a great season. There can
be no doubt of it now; we are in the throes of a
real Yankee hustle.

Among the factors complaint is made of the
difficulty experienced in obtaining adequate sup-
plies of machines and records, but ever joyful and
optimistic, they are doing the best possible to meet
the dealers’ requirements. With our retail friends
things are, of course, as usual—want everything
at once. Few make advance preparations in the
direction of planning what lines they will carry,
and when sales begin in earnest, that is the time
in their opinion to rush the factors, expecting im-
mediate deliveries of any goods they order. The
reaction naturally affects all sections of the trade
and culminates in placing manufacturers in the
awkward predicament of having to refuse orders
a week or so before Christmas. Let us hope
things will shape out better this year.

I have not the space in which to review the great
amnunt of Christmas literature to hand from the
various talking machine concerns; let it suffice to

say that a particularly high standard of get-up and
attractiveness is manifest in this publicity matter,
which, properly utilized, will prove of great as-
sistance in support of the retailers’ efforts to boom
talkers in ideal Christmas gifts.

In the various record lists Christmas selections
are much in evidence. All vie with each other in
issuing of the best and most appropriate titles—
ragtime, waltzes, carols, hymns, etc., predominat-
ing.

Records of the Choir of St. Patrick’s Cathedral.

It is now possible to hear the choir of St. Paul's
Cathedral through the medium of “Marathon” rec-
ords. For such a young firm this is really a great
scoop, and is all the more acceptable, having regard
to the long rendition only possible with this make
of disc. Congratulations!

New Sound Reflecting Elbow Introduced.

The “Rayflex” sound reflecting elbow, designed
to purify and strengthen the tone delivery of every
machine to which it may be fitted, is the very iat-
est novelty placed on this market. A brief de-
scription is of interest. It represents an elbow
connecting the trumpet to the sound arm ahead,
but instead of being round on the top bend, is at
this spot shaped off flat in two angles, by which
means the sound waves are reflected direct out of
the machine without impinging against the walls of
the elbow and trumpet as in other instruments.
By this method it is obvious that just the full
musical expression as recorded is delivered free
from nasal echo and other foreign noises bred in
the elbow and trumpet of ordinary machines. A
test of the Rayflex elbow convinced me beyond any
doubt that it represents absolutely the most re-
markable device for the improvement of gramo-
phones produced in recent years, and I have no
hesitation in saying that it not only enriches and
clarifies the tonal quality of records, but lends an
added charm to mechanical music, and will exert
a great influence in further popularizing so-called
talking machines. The Rayflex elbow is made in
a variety of sizes to fit any machine, and sells at
an extremely reasonable price. Particulars may
be obtained from the Rayflex Co., Ltd., 42 Great
Marlboro street, London, W.

New Companies Organize.

Record & Gramophone Manufacturing Co., Ltd.,
capital £2,000. Office: 24-25-26 Featherstone street,
City Road, E. C.

Sidney Acott & Co.,, Ltd., musical instrument
manufacturers; capital £10,000. Office, 124 High
street, Oxford.

West End Gramophone Supply Co., Ltd. ; capital
£5,000. Office, Regents street, W.

Information Regarding Foreign Markets.

In reply to a question as to the advisability of
establishing commercial museums in suitable trad-
ing centers for the exhibition of examples of Brit-
ish goods which are in demand at different places
abroad, Mr, Buxton, president of the Board of
Trade, said: “The practice of the Board of Trade
in this matter is to exhibit at the Commercial In-
telligence Branch of the Board in the city, and
also from time to time at suitable trade centers in
the United Kingdom, samples sent home by His
Majesty’s consuls and trade commissioners in for-
eign countries and His Majesty’s dominions of
foreign articles which appear to be displacing Brit-
ish manufactured goods in those markets. For
example, at present a series of exhibitions of sam-
ples of foreign hardware which is competing with
British goods in the markets of self-governing
dominions is being held in London, Birmingham,
Sheffield and other important centers. These tem-
porary exhibitions, which have met with great suc-
cess, are, I think, a more effectual method of fur-
nishing information to manufacturers desirous of
finding markets abroad for their wares than
the establishment of permanent museums,
which it is practically impossible to keep

.

up to date in regard either to samples of
goods in current use to to current prices
and conditions. I may add that manufacturers and
traders requiring information as to conditions ob-
taining in particular foreign or colonial markets
in regard to their particular goods should apply
to the Commercial Intelligence Branch of the
Board of Trade in Basinghall street, E. C., which
branch has been established for the special purpose
of supplying such information.
Association to War on Price Cutters.

At a recent meeting of the executive council of
the British Gramophone and Phonograph Dealers’
Protective Association, Mr. Wilcox, president, in
the chair, supported by Henry Seymour, honorary
secretary, the importance of price maintenance was
strongly debated. The strong policy pursued by
the Columbia people came in for a deal of praise,
but several other concerns were strongly con-
demned for their apparent indifference to glaring
examples of price cutting, to which their attention
had been drawn. A suggestion to approach these
delinquent firms met with an enthusiastic response,
and in at least one case a subsequent meeting with
the manufacturer was considered to have produced
excellent results.

The association has been pretty quiet of late,
and there are not a few of its supporters who
would like to see it a little more active. Certainly
good work is beind done, but to make itself really
known, a salaried official should be appointed to
devote his whole time to further the society’s in-
terests and gathering in new members.

A recent letter to Edison dealers says, in part:

“From now on until December 31, 1912, we shall
extend the exchange so that dealers may accept
from their customers cylinder records of any other
make, allowing a credit of twopence for one rec-
ord of other make against the purchase of an
Edison Amberol record at full list price. In other
words, the allowance for a record of other manu-
facture will be the same as on an Edison Stand-
ard record, and dealers will receive from their
factor an allowance of three halfpence (1%d.) on
a record of other manufacture against the purchase
of an Edison Amberol record, at usual dealers’ price.
We suggest that you circularize your patrons and
if you will send us a list of their names and ad-
dresses we will be glad to communicate with them
direct and recommend them to your establishment
for further details.”
Big Season for ‘‘His Master’s Voice” Records.

1f this is anybody’s season it is a “His Master’s
Voice” one. In divers unexpected quarters the
famous dog meets the eye, and his mission along
the path of publicity has culminated in placing the
Gramophone Co. in a little difficulty not unrelated
to supply and demand. The tremendous number
of advertisements now appearing in the chief news-
papers and magazines has produced the inevitable
result of creating a demand for “His Master’s
Voice” goods which can only be described as un-
precedented. Despite the full working pressure
day and night, and what appeared at the time
ample factory preparation to handle this great de-
mand, machines and records cannot be dispatched
fast enough to satisfy the healthy appetites of
“His Master’s Voice” dealers. And to crown it all
the company has just issued such a splendid list
of records for December as is scarcely calculated
to relieve the situation. Here are some of the good
things offered: Double-sided reords, 12-inch—
“Lift Up Your Heads” (Messiah), Handel, and
“And the Glory of the Lord” (Messiah), Handel;

Messrs. Marcus Clark & Co., Ltd., Talking
Machine experts of Sydney, N. S. W., will al-
ways be ple'ased to hear of an'ything new in
Talking Machines, Records, or Novelties with
view to agéncy. Particulars to D & W. MUR-
RAY, LTD., 28 Finsbury St., London.
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“On the Road to Zag-a-Zig” (Finck), and “Japo
Maisene Ke-Sa-Ko” (Chapus). 10-inch—“Semper
Fidelis March” (Sousa), and ‘“La Kermesse”
(Faust), Gounod, by the Band of H. M. Coldstream
Guards; “Love’s Desire” (Rcposti), and “The
Light Watch” (S. Dickinson); “Baby’s Sweet-
heart,” Pizzicato Serenade (Corrijun), and “Pizzi-
cato,” from “Sylvia” (Delibes), Mayfair Orches-
tra. “Love at Sight” waltz (Henry Coates), and
“Moon Madrigal Dance” (Willeby), Bohemian Or-
chestra; “Oh, You Beautiful Doll” (Brown and
Ayer), and “The Gaby Glide” (Hirsch); “La Bo-
heme Fantasie,” Part 1 (Puccini), and “La Bo-
heme Fantasie,” Part 2 (Puccini), Jacob’s Troca-
dero Orchestra. H. M. V. single-sided records—
“Wedding March” (Mendelssohn); and “Noc-
turne,” “Midsummer Night's Dream” (Mendels-
sohn), New Symphony Orchestra; “Silver Threads
Among the Gold” (Danks), John McCormack;
“The People That Walked in Darkness” (Mes-
siah), Handel, Clarence Whitehill; (a) “Rose in
the Bud,” and (b) “It is Not Because Your Heart
Is Mine” (Lohr), Mme. Kirkby Lunn; “Sigh No
More, Ladies” (Aiken), Gervase Elwes; “The
Drum Major” (E. Newton), Charles Tree; “The
Sentry Song” (“Iolanthe”), Sullivan, Harry
Dearth; “At Santa Barbara” (Kennedy Russell),
Peter Dawson; “My. Dearest Heart” (Sullivan),
Miss Percival Allen; “Eily Mavourneen” (Bene-
dict), Miss Ruby Helder; “Sink, Red Sun” (del
Riego), Miss Marion Beeley; “Angels Guard Thee”
(Godard), Olga, Elga and Eli Hudson; “Humor-
eske” (Dvorak), Miss Marie Hall (violin) ; “Good-
night, Good-night, Beloved” (Pinsuti), Brass
Quartet; “Scherzo Capriccio” (Sabathil), flute,
John Lemmoné; “Gems from “Florodora”
(Smart), Light Opera Company; “Be My Com-
rade True” (“Princess Caprice”), Leo Fall, Miss
Clara Evelyn; “Robin Hood” (Rogers), George
Robey; “Pucker Up Your Lips, Miss Lindy” (A.
Von Tilzer), American Quartet; “When Uncle
Joe Plays a Rag on His Old Banjo” (Morse),
Arthur Collins; “Won't You Waltz With Me?”

(Naish), Tom Clare,
“Pathegraph’ for Use in Schools.

Apropos the growing use of the talking machine
for educational purposes, it is interesting to know
that Pathé Fréres intend to market what is styled
the “Pathégraph,” which I believe has already
won considerable favor on the Continent. An-
other line they have in view for introduction here
is a home picture machine, and having regard to
this firm's special facilities in this business, some-
thing of exceptional utility may reasonably be ex-
pected.

New Record Appears in British Market.

Gabrill, Paris, is the name of yet another new
record here which is being exploited under the
agency control of our old friend, Mr. Williams,
whose present offices are located at 15 New Ox-
ford street, London. Although at the moment
only records by the Le Garde Republicaine Band
have been issued, the company’s future policy will
embrace the issue of a big list containing up-to-
date English titles, upon which recording is short-
ly to commence.

Big Signs on Gramophone Co. Plant.

Situated on the fringe of the G. W. R. main
lines, the Gramophone Co.’s huge Hayes factory
offers exceptional facilities for publicity purposes,
and we are thercfore not surprised to learn they
have utilized the walls fronting the railway for
this purpose. A number of signs are already up
and the latest conception is a huge representation
of “His Master’s Voice” trade-mark picked out in
no less than six colors. The effect will be striking
and impressive and will furnish the minds of pass-
ing travelers with much food for thought.

Settlement in Tone Arm Suit.

For some considerable time past it has been
known that litigation over the Gramophone sound
arm was pending in Germany between that com-
panv and Messrs. Lindstrom. According to the
German trade press there appears to have been a
settlement of the matter in dispute without resort
to law. All of which is very satisfactory.

Interesting New Zonophone Co. Llist.

Of the different Christmas lists issued that to
hand from the Zonophone Co. is undoubtedly one
of the very best yet conceived. It is replete with
a particularly grand selection of seasonable titles
and a full meed of praise must be accorded to the
utilization of the services of so many prominent
artists, practically every one of whom is a top-
liner. I need hardly mention that orders placed
for these records reach a phenomenal figure, so
much so in fact that the company is experiencing
the greatest difficulty in fulfilling the trade re-
quirements. In addition to those mentioned below
there are innumerable seasonable selections which
the exigencies of space prevent my mentioning.
Ten-inch  double-sided records—"The Kerry
Dance” (Molloy), and “The Bird and the Rose”
(Horrocks), Mme. E. Jones Hudson; “Rocked in
the Cradle of the Deep” (Knight), and “It’s Nice
When You Love a Wee Lassie” (Lauder), Harry
Lauder; “Rosenthal and Harrigan at the Race
Track” (Friend and Downing), and “Rosenthal and
Harrigan at the Wedding” (Friend and Down-
ing; “A Christmas Party” (descriptive), introduc-
ing “The Mistletoe Bough” (sung by Herbert
Payne), and “A Christmas Ghost Story” (descrip-
tive), Harry Lambton; “Autumn Manceuvers
March” (Carl Keifert), and “Autumn Manoeuvers
Selection” (Kelman), Peerless Orchestra; “The
Church’s One Foundation” (S. S. Wesley), and
“Lead, Kindly Light” (C. H. Purdy), Besses o’
th’ Bairn Band; and “All Aboard for Girly-Land”
{Murphy and David), and “Let’s All Go Into- the
Ballroom” (Murphy), Florrie Forde.

Talking Machines at Music Trades Exhibition.

At a recent meeting of the Pianoforte Manufac-
turers’ Assosciation called to discuss proposals for
another music trades exhibition to be held next
year, such a strong feeling manifested itself in
favor of an all-British show that a motion to this
cffect was easily carried. The period of the ex-
hibition is from September 6 to 20, 1913, both days

(Continued on page 38.)

To T. M. the KING and
QUEEN OF SPAIN

To H. M. the SHAH

To H. M. the KING

OF SWEDEN OF EGYPT

‘His Master’s Voice’

Trade Mark is recognized
the world over as the

Hall Mark of Quality

To H. H, the KHEDIVE

. M. the KING
F ITALY

OF PERSIA AUSTRIA: Oesterr, Grammophon-Gesellschaft, m. b, H., 8, RUSSIA: Tbe Gramophone Co., Ltd.,, 45, Nevsky Prospect,

Irugerstrasse, Vienna, St. Petersburg; 9, Golovinsky Prospect, Tiflis; 30, Novia
BELGIUM: Cie, Frangaise du Gramophone, 51, Avenue de la Svit, Warsaw.

Porte de Hal, Brussels. ) SWEDEN: Skandinaviska Grammophon-Aktiebolaget, 52, Ap-
DENMARK: Skandinavisk Grammophon-Aktieselskab, Fri- pelbergsgatan, Stockholm,

havnen, Copenhagen. . EGYPT: The Gramophone Co., Ltd., 13, Rue Stamhboul, Alex-
FRANCE: Cie. Francaise du Gramophone, 15, Rue Bleue, andria; Rue Mousky, Cairo.

Paris. EAST AFRICA: Bayley & Co., Lourenzo Marques, 8 Beira.
GERMANY: Deutsche Gr SOUTH AFRICA: Darter & Sons, Adderley St., Cape Town;

Ritterstrasse, Berlin, $42.

) Mackay Bros., Rissik St., Johannesburg;
HOLLAND: American Import Co., 22a, Amsterd, Veerkade,

Mackay Bros & McMahon, 443 West'Street, Duban;
The Hague. ) Ivan H. Haarburger. Maitland street, Bloemfontein.
HUNCGARY: The Gramophone Co., Ltd., IV. Kossuth Lajos- INDIA: The Gramophone Co., Ltd., 139, Balliaghatta Road,
Utcza 8, Buda%est.‘ Calcutta; 7, Bell Lane, Fort, Bombay.
ITALY: Compagnia Italiana del Grammofono, 5, Via S. Pros-  AUSTRALIA: The Gramopbone Co., Ltd., Hoffnungs Cham-
ero, Milan, bers, Pitt Street, Sydne:
SPAIN: Cia. Francesa del Gramophone, 56, Balmes, Barce-
lona Road, E. C.

hon-Akti

llschaft, 35,

3 Y.
GREAT BRITAIN: The Gramophone Co., Ltd, 21, City

GREAT BRITAIN

The Gramophone Co., Ltd. -

21 CITY ROAD
LONDON, E. C.

BY APPOINTMENT
To H. M. QUEEN ALEXANDRA




38

THE TALKING MACHINE WORLD.

FROM OUR LONDON HEADQUARTERS—(Continued from page 37).

inclusive, and it appears such extensive support
has been promised that nothing short of the great
Olympia offers adequate space for exhibitors—
ail of whom will be allotted an “island” position.
A prominent portion of the main hall will be set
apart for a totally distinct talking machine sec-
tion, in which it is said each exhibitor will have a
separate soundproof enclosure for demonstration
purposes, etc. The All-British Pianoforte and
Music Trades Exhibition will in every way be a
tlloroughly comprehensive one, even to the extent
of exhibiting machines, etc.
Death of Distinguished Inventor.

The death is.announced of M. Charles Bourseul,
at the age of 83. It is said that he ended his days
poor and unknown, but is cntitled to lasting fame
on account of his share in the invention of the
telephone. Bourseul gave up many years to the
studv of telegraphy, and in 1854 propounded a
theory of the telephone in an important article
which he wrote about that time for the Paris
L’Illustration. According to Reuter, for the elec-
tric transmission of speech, M. Bourseul advocated
the use of a fexible plate at the source of sound,
which would vibrate in response to the varying
pressure of the air, and thus open and close an
clectric circuit, and of a similar plate at the re-
ceiving station, which would be acted on electro-
magnetically and thus give out as many pulsations
as there are breaks in the current. The difficulties
relative to transmission of the sounds so as to be
received similar in pitch, quality and relative in-

tensity were not dealt with by Bourseul, who, how-

ever, to a great extent anticipated the work of
Reis. The latter succeeded in constructing a tele-
phone furnished with a receiver which did actually
reproduce sounds, but intelligible and long-distance

talking by wire he just failed to make possible.
It was reserved for Graham Bell and Edison,
more than 20 years later, to perfect by their re-
spective inventions the practical and commercial
use of the telephone.

Latest Columbia-Rena List.

The Columbia-Rena current list contains par-
ticulars of so many special issues as to make it
really difficult to know where to commence and
where to end in giving a selection therefrom. But
special mention should be made of their amazingly
fine ragtime repertory, which includes practically
every known success of the day. This class of
music has caught on wonderfully here, and in giv-
ing us the real American ragtime stuff the com-
pany has secured for itself a niche of popularity
alike among dealers and the public which will very
considerably enhance its reputation. Some of the
latest ragtime issues are: 10-inch records—"Hear
That Pickaninny Band” (Furth), Prince’s Male
Quartet, and “Waiting for the Robert E. Lee”
(Muir), Dolly Connolly (Mrs. Percy Wenrich) ;
“That Aeroplane Glide” (Israel), Prince's Male
Quartet, and “That Raggedy Rag” (Henry),
Prince’s Male Quartet; “Cabaret Rag” (Turney),
and “Black Diamond Rag” (Henry Lodge), King’s
Military Band; “Red Pepper Rag” (Henry Lodge),
and “Black and White Ragtime” (Botsford),
xylophone solos, Lawrence Coates. A real novelty
is the issue of a record pantomime entitled “Dick
Whittington.” Tt is announced in two parts on a
12-inch Columbia disc, and is treated in a most
realistic fashion—not just a disjointed story, but
a perfect presentment of a pantomime within the
limits of a record. Played by the Columbia Panto-
mime Company, including the cat, orchestra and
other effects, this remarkable record brings home

to one the unlimited scope of entertainment which
the “talker” can provide. Other records calling
for mention are: Columbia 12-inch records—
“When All Was Young,” from “Faust” (Gounod),
and “Softly Awakes My Heart,” from Samson and
Delilah” (Saint-Saens), Miss “Carrie Herwin;
“There’s a Girl in Havana” (Goetz and Sloane),
and “I’'m Going Back to Dixie” (Berlin and Sny-
der), the Two Bobs; “Fireside Minstrels,” Part 1
and Part 2, with orchestra; and “Glory to God in
the Highest,” from “The Messiah” (Handel), and
“Hallelujah Chorus,” from “The Messiah” (Han-
dal), Sheffield and Leeds United Choir. 10-inch
records—“My Heart Is With You To-night” (A.
J. Mills and Bennett Scott), and “That’s What the
Rose Said to Me” (B. F. Barnett and Leo Ed-
wards), Stanley Kirkby; “Desperate Desmond”
(burlesque, descriptive), Fred Duprey, and “Jimmy
Trigger; or The Boy Hero” (burlesque, descrip-
tive), Billy Golden and Joe Hughes; “Dutch Daly
omrLove” and “Dutch Daly’s Imitations,” by Dutch
Daly and his concertina; “Mister Cupid” (Weston
and Cunliffe), and “That’s What They All Say”
(Weston and Cunliffe), Whit Cunliffe; “The Fool
of the Force,” Part 1, and Part 2 (Carney), “A
Music Hall Sketch,” played by George Carney
and company; “Queen of the Scas Waltz” (John
Openshaw), and “Girl in the Taxi” waltz (Jean
Gilbert), Casino Orchestra; “On a Christmas
Morning” (L. Currie), descriptive, Casino Or-
chestra, and “Christmas Morning at Flanagan’s,”
descriptive, Steve Porter and company; “The First
Noel,” and “Christians Awake,” sung by the
Abbey Quartet and soloists, with organ and string
quartet; and “Rock of Ages” (R. Redhead), and
“Onward, Christian Soldiers” (H. J. Gauntlett),
cornet solos, by Sergeant Leggett.

TRADE PROGRESS IN THE SOUTH.

A Richmond Talking Machine Dealer Who Has
Won a Large Measure of Success Is James
Cowan, of Richmond, Va.

Southern progressiveness is well exemplified in
the remarkable popularity achieved by talking ma-
chines in recent years. Dealers and jobbers
throughout the South have all lent their utmost
energies to the promotion and furtherance of the

James Cowan.

talking machine’s popularity, and as a result of this
conscientious labor the South is now the home of
many handsome retail establishments devoted to
the sale of talking machines. These stores are
doing a splendid business with all the various
grades of machines, and a chat with representative
dealers of the South reveals unbounded enthusiasm
and faith in the future of the industry.
Prominent among the live-wire talking machine
dealers of this section of the country is James
Cowan, of Richmond, Va., who handles Columbia
goods exclusively. Mr. Cowan’s store is one of

the show places of the city, and is noted through-
out the State as being one of the best-appointed
establishments in any industry. Mr. Cowan oper-
ates under the name of the Talking Machine Co.,
and his success with the Columbia products has
been marked and emphatic from the first start
that he made in Richmond, some five years ago.
Mr. Cowan is not satisfied with merely having the
exclusive agency for the Columbia goods and wait-
ing for orders to come his way, but he is alert
and aggressive, and takes advantage of every effort
at co-operation extended by the home office. Tt has
been his constant progressiveness and energetic
work that has won for Mr. Cowan an enviable
reputation throughout Virginia as one of the suc-
cessful representative business men of the State.

PROMOTION FOR H. L. WILLSON.

H. L. Willson, of the Columbia Phonograph Co.,
who has for so long filled the responsible post of
ass’stant to the general manager with signal ability,
zeal and unfailing helpfulness, has been appointed
assistant general manager. Mr. Willson has been
so intimately identified with the duties of the office
that the appointment is but a logical recognition of
his worth and merit. He is assured of the con-
t nued cordial co-operation and support of the en-
tire Columbia service. '

RARE COLLECTION OF CELEBRITIES.

Otto A. Gressing, general manager of the Victor

departments in the two McCreery, Lord & Taylor

and O'Neill-Adams stores, is an enthusiastic col-
lector of autographed photographs of world famous
artists in the operatic and musical worlds. One
of his chief lobbies is the development and en-
largement of his already splendid collection, and
he was very much gratified the past fortnight to
receive the photographs of several prominent art-
ists which were missing from this collection.
Among those he secured recently were the photo-
graphs of Mary Garden, Leo Slezak, Olive Frem-
stad and Emmy Destinn. These new additions
are prominently displayed in Mr. Gressing’s office
in the sumptuous Victor department at Lord &
Taylor’s, and constitute a collection which prom-
ises to be most interesting.

Opening for Good Salesman.

WANTED.—Opening in the Middle West, for a good Re-
tail Talking Machine Salesman; straight salary—part salary
and part issi all ission—to charge
of department with live Victor and Edison dealers; good
opportunity. Applicant must come well recommended. Ad-
dress “B. H.,” care The Talking Machine World, 373
Fourth Ave., New York City, N. Y.

FOR SALE.—Well-established talking machine and small
goods business, with a fine growing trade; in the best and
largest city in the irrigated west; population over 24,000;
exclusive line and only one other store in the city; ill-
health compels retirement. Address “C. M. C.,” care The
Talking Machine World, 873 Fourth Ave., New York City,
N. Y.

CHAUFFEUR’S COMPLETE OUTFIT SACRIFICED.—
Consisting of elegant mink fur-lined coat, Persian lamb
collar, $33; pair of elegaut bear robes, $15 each; raccoon
cap, $5; pair of fur gloves, $4; pair of goggles, 50c.; 1
pair leather leggins, $3.50. Will sell separately or the lot,
all new; never worn. Original price, $225. C. CHASE,
118 East 28th St, New York City, N. Y.

Talking Machine Man Wants Position.

A Live Talking Machine man of consider-
able business experience, thoroughly conversant
with every detail of the line, business developer
and salesman, is seeking connection with a firm or
organization, who would appreciate a forceful,
conscientious and able worker and for whom a
future exists. Best of references. Address “100,”
care of The Talking Machine World, 373 Fourth
avenue, New York City.

Columbia Salesman Wanted.
Wanted—An experienced Columbia salesman for
road work; permanent position; splendid proposi-
tion for a steady man. Address “Salesman,” care
of The Talking Machine World, 373 Fourth Ave-
nue, New York City.

For Sale.

1,000 Edison 2-Minute Records at 8 cents; 1,000
Edison 4-Minute Records at 15 cents. Address
“Sale,” care of The Talking Machine World, 373
Fourth avenue, New York City.

FOR SALE.—5,000 Edison 2-minute records, 10c. each;
5,000 Zonophone 10-inch records, 15c. each; all new, clean
stock. DENINGER, 335 North St., Rochester, N. Y.
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FACTORS THAT DENOTE OUR GREATEST PROSPERITY.

Louis F. Geissler, Manager of the Victor Talking Machine Co., Makes an Able Analysis
of Existing Conditions and the Results Are Certainly Cheering for the Talking Ma-
chine Man and Every Other Merchant in This Country—Political Situation Discussed
—Tells of Immense Demand for Victor Talking Machines and Records.

Discussing trade conditions and prospects and
the general trend of the talking machine trade,
Louis F. Geissler, general manager of the Victor
Talking Machine Co., Camden, N. J., said:

“In January, 1911, I openly prophesied a good
year for 1911, a boom year for 1912 and, barring
cataclysm, at least two or three more boom years
to follow that period. Those prophecies, up to
date, have materialized. Many bankers and manu-
facturers foresaw what we ourselves predicted the
early part of this year, and that was that funda-
mental conditions were too strong to permit of the
usual Presidential campaign year’s deterring in-
fluences on our business. This is now a matter
of history. From twenty-six travelers whom we
have covering. practically every corner of Amer-
ica there is scarcely a report but speaks of pros-
perous conditions in practically all lines of trade.

“As concerning our own condition, your read-
ers in the trade are only too familiar with our
oversold condition and the difficulty of securing
Victor goods is all too apparent to them, but what
we must have, to remain continuovsly prosperous,
is a general, healthy, hopeful and prosperous con-
dition throughout our entire land in almost all
branches of human endeavor. To be sure, there is
never a period so prosperous but that our national
commercial failures continue, and there are those
who cannot see the prosperity and. regrettable to
say, many who do not enjoy it, but the large aver-
age prosperity is what we must deal with.

Our National Prosperity.

“Without referring to compilations of figures or
past statistical ‘diagrams’ or ‘curves, I believe 1
am right in stating that such an economic or fun-
damental condition upon which to hase hopes of
prosperity has never before existed in our coun-
try. Everyone must know of the phenomenal crop
of this year, and what is deeply encouraging, the
excellent condition of the ground, wlich promises
much toward another good crop for next year;
the widc distribution of money throughout our
land; the splendid—almost independent—condition
(barring panics) of the banks throughout the
country; this condition, which is so desirable and
means so much to business in general, is demon-
strated by the fact that every call that was made
upon Eastern financiers to assist in financing crop
movements and railroad necessities to take care
of such has becn met without causing a ripple
upon the surface of finances in the East. This
crop movement is now accomplished to a great
extent and the money is finding its way back to
our depositories, and this was done without drafts
upon the European credits.

“Qur national deposits, I read, have grown in
a far greater ratio during the last five years, or
since the panic of 1907, than in any other similar
period of our national history.

“Everything that this country has to sell—the
products of her mines, her forests, her lands or
her labor—is either abundantly produced or in
much demand at fair prices. Copper, which is
practically the basis of all metal values and for
which we have paid as high as 25 cents and as low
as 12 or 13 cents in the past six or seven years,
is now selling at 17% cents and in tremendous
demand the world over, and it costs less to produce
than ever in the history of that industry.

“The value of our crops in general approaches
closely the ten billion dollar mark. I note the
Southern Pacific Railroad reports that it will re-
quire 55,000 cars to move the fruit crop out of
California. Think of it—1,000 train loads of 55
cars each.

“The prosperity of America—in fact, of the
world—depends upon the generally prosperous con-
dition of the world; we are all more prosperous
when everyone is prosperous. Other nations are
exceedingly prosperous. The great bankers of the
world are busy financing the world’s industries.

“It is this condition of affairs which leads me

to hope that, notwithstanding the apparent readi-
ness of the armies and navies of England and
Continental Europe at the present time, the world’s
greatest catastrophe—which has been so frequently
referred to in casc of the embroilment of Euro-
pean powers over the imminent settlement of the
Balkan war and Balkan territorial questions—will
be averted, and that the world's prosperiity will
be resumed and continued.
Effect of Change in Administration.

“We have now to do with the possible influ-
ences of a change of administration. Personally,
1 look with composure toward the future under
President Wilson. ‘Whatever our political affilia-
tions or views may be, I think it is well to bear
in mind that the political and business views of
both the Democratic and Republican party have
changed considerably during the last few years
and that there are no longer the great and ir-
reconcilable differences between the parties. In
my opinion the Republicans are not so rampant

Louis F. Geissler.

as protectionists nor the Democrats as free traders
as they were a generation ago.

“The South is a wonderful producer and a
large manufacturer to-day.

“The North—and many of our manufacturers—
who have looked so long with anxiety at the tariff
wall, and more especially the tariff agitation, have
niade such a careful study of conditions both at
home and abroad (where the cost of living and
production has gone up just as it has here), that
they—the Northern factories—no longer scare as
formerly at the suggestion of a change, and even
the Republican party has committed itself to a
revision of the tariff downward.

“We have in the incoming President a man
born in the South, resident in the North; a strong-
minded, educated and refined gentleman; a deep
student, and whose convictions we have every rea-
son to believe will be based upon his belief rather
than pure party policy.

“He signifies his intention of calling a special
session of Congress immediately after his official
installation. I think this is a good thing to do.
Let us dispose as quickly as possible of the un-
certainty. He will have both Houses with him;
his Congress will be a new broom; they will be
prepared to sweep clean; they will come to the
subject with fresh minds; tariff bills have been
prepared galore, and Mr. Wilson says that he has
studied the question all his life, and I believe there

will be a very temperate revision and that the
Democrats themselves, now that they are able to
do what they please, will not do it, i. e, after a
fashion that should cause national alarm.

“A prosperity such as we have never before
seen has been bequeathed to the Democratic party
by the Republican. If they are foolish enough to
injudiciously destroy it, they will go out of power
again and probably not be returned for another
25 years.

“The situation under which the Democratic
party came into power is so absolutely unique that
the solution of the great responsibijlities which
they assume will be critically watched by voters
of both parties. v

“The tariff question, the currency question, the
railroad question, the application of the Sherman
act and the seemingly ever-present and malignant
attack upon corporations simply because they are
such, or because the brilliancy of their manage-
ment has brought them into the limelight; these
questions, of such great moment and so far-reach-
ing in their results, are presented for the Demo-
cratic solution and, if unwisely solved, may cause
the Wilson administration to be the rock upon
which the solid South may break, and, to my way
of thinking, it would be a good thing for the
country if we had more Democrats in the North
and more Republicans in the South.

Attending to Our Own Business.

“However, notwithstanding the truths in fhe
foregoing paragraphs relative to the great influ-
ence of general and political conditions in our
own specific circle of endeavor, there is no doubt
but that every merchant can by his personal effort
largely 'make or break' his own business in either
good or bad times.

“It is well for the smaller merchant to keep
closely in touch with forces outside of only those
which seem to have a direct bearing upon his own
business, but he must deliver that butter to Mrs.
Smith's on time and see that it is sweet.

“It is well for the manager of a concern to re-
ceive any suggestions relative to the betterment of
the business from his employes. but he welcomes
most the suggestions from a man relative to the
improvement of his own department, and so with
the dealers to whom you direct your journal, the
hard and intelligent worker will attract to him-
self, in times both good and bad, the larger per-
centage of the trade to be done in his particular
iine in his territory.

“I would take advantage of this opportunity to
explain to such of your readers as may read these
remarks that, notwithstanding our enormous prep-
arations and largely increased facilities and ship-
ments, they are totally inadequate and will remain
temporarily inadequate to take care of the enor-
mous demand which the generally prosperous con-
dition and our added advertising and efforts have
caused.

“We are beholden to many sources of supply—
much assistance must be had from the outside.
When that assistance fails us, it matures in our
factories and is naturally passed on to them. Our
deliveries of material from the mills have fallen
below our orders and hopes very materially.

“No one could have foreseen the enormous in-
crease in business which has occurred. We pre-
pared to take care of an increase of over 50 per
cent. this year, but it must be remembered that
not only has the Victor of itself naturally made
wonderful strides, but there has been a virtual
‘slump’ to the Victor, and I do not believe that
outside efforts will be able to take any great part
of that business away from us in the future.

“While we cannot take care of business at
present, I may say (I hope without betraying too
rmuch egotism) that all Victor dealers are to be
congratulated upon the fact that the Victor or-
ganization is a progressive one and is strong
enough financially and willing enough to put the
millions of dollars into extensions, which is now
being done, in the effort to take care of the trade
which is maturing,

“Our entire organization is alive to the condi-
tion and the tremendous shortage. We are doing
all that is possible in all sections to get help and
every other factory in the East is doing the same.
We are positively fighting for labor; are no doubt

(Continued on page 40.)
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FACTORS TO DENOTE PROSPERITY.
(Continued f;'o;;x page 39.)

robbing other factories and they are robbing us.

“We are refusing all new business and some of
the very best concerns in the country are en-
deavoring to secure dealers and distributers’ con-
tracts. We have ordered our travelers to cease
selling goods temporarily and devote their time to
development and educational work.

“When our new factories mature—which will

not be far off—we shall have an immense output
and have every hope of next year being able to
take care of a larger percentage of the demand—
no matter what it may be—than we are this year.
I extend to all Victor dealers a hearty invitiaton
for them to visit our factory and be shown through
by a competent guide at any time during office
hours.

“l am sure that they would return home more
fully enthused by this Victor showing than by any
other Victor factor.”

Shortage of Stock in All

MOST SUCCESSFUL HOLIDAY SEASON IN HISTORY.

Lines Causing Considerable Concern—All Houses Enjoying
Remarkable Business—Arrival of Edison Disc Phonographs Interests Trade—Various
Plans Pursued to Develop Business—McGreal Becomes Sheriff January 1—Victor for
Washington School at Fond du Lac—Happenings of the Month Worth Noting.

(Special to The Talking Machine World.)
Milwaukee, Wis., Dec. 11, 1912,

Milwaukee talking machine men in both the job-
bing and retail fields are finding themselves in the
midst of one of the most successful holiday sea-
sons in the history of the local trade. People are
buying machines and records in a manner which
they have not done in years, and thgre is every in-
dication that the close of the season will see a
record-breaking amount of business on the books.

The only matter which is causing all interests
considerable concern is the genuine shortage of
stocks in all lines. Demand has been so good from
all sources that dealers found themselves low on
stocks this fall and besieged jobbers with urgent
requests for goods. The jobbers in turn found that
the factories were unable to ship machines fast
enough to meet the demands of the trade. The
Wisconsin Talking Machine Co., jobber for the Vic-
tor; Lawrence McGreal, Edison jobber, and A. G.
Kunde, Columbia jobber, have done their best to
satisfy their dealers, but in many cases decidedly
more machines could have been disposed of.

“While the Wisconsin Talking Machine Co. has
been able to meet the demands of its dealers for
Victor machines in most instances, it has meant a
tremendous pull,” said Harry Fitzpatrick, manager
of the company. “There is no use denying the fact
that we could have disposed of more machines had
we been able to secure them. We have been fortu-
nate in one respect in that we have been able to
get plenty of records from the factory. Demand
for machines and records has been such that sales
will reach a new high mark this fall.”

Reports which are arriving in Milwaukee indi-
cate that dealers in the smaller cities and towns of

Wisconsin are securing a really remarkable busi-
ness. It would seem that this is-due largely to the
widespread prosperity which exists all over this
section of the Northwest because of the bumper
grain and corn crops. The last crop report just is-

sued by J. C. MacKenzie, secretary of the Wiscon- -

sin State Board of Agriculture, shows that the corn
crop- exceeded all expectations and that the early
frost did not create the damage expected. Live
stock and dairy prices are highly satisfactory, and
this has added to the wealth of the Wisconsin
farmer. When crops in Wisconsin are good and
prices in produce and. live stock come up to the
normal, there is every promise of a big business in
all lines of activity.

The first consignment of the new Edison disc
machines has arrived in Milwaukee and has aroused
much interest in local talking machine circles.
William P. Hope, traveling representative of
Thomas A. Edison, Inc., in Wisconsin and Upper
Michigan, has been demonstrating several of the
machines at the Hotel Pfister, where dealers from
all over the State have been inspecting the new
proposition. Everybody seems to think that the
Edison people have perfected a machine which will
increase their business right from the start. Nothing
but words of approval are heard, and dealers are
backing up their convictions by placing substantial
crders. Lawrence McGreal, Edison jobber, has
also received a few machines and is demonstrating
them to his dealers. Mr. McGreal is especially en-
thusiastic regarding the future of the machine, and
he is confident that Edison sales will now increase
by leaps and bounds.

The Milwaukee department store talking machine
people are meeting with an especially good business

No. 412 Udell Disc Record Cabinet.

Mahogany or Qak. Holds 272 Records.
List price $15.00.

You have sold the Talking
Machine and a nice bill of
records. Why not complete
the outfit and sell a Cabinet
from ““The Udell Guaranteed
Line”?

It’s easyv: All you have to do is to
show in an attractive way half a
dozen “Udell Designs.”

Then you say, “Of course, you waut a
Cabinet to properly house those fine rec-
ords, and also a base for the Machine.”
Elaborate a bit on the fact that the work-
manship and finish of every Udell Cabi-
net is Guaranteed and you will almost
invariably get away with the sale.

Surely you need our Catalog No. 41
illustrating to splendid advantage “The
Udell Guaranteed Line.” Address_

Sales Department

The Udell Works

Indianapolis

this scason and all are highly optimistic. L. C.
Parker, manager of the Victor department at Gim-
bel Bros., reports that his business for the first ten
months of the year showed an increase of 78% per
cent. over that of the corresponding period in 1911.
Several additional sound-proof booths have been in-
stalled by Mr. Parker and he has increased his
sales force to handle the holiday rush, C. W. Ab-*
bott, the enterprising young manager of the Bos-
ton store department, says that Victor sales thus
far have even exceeded his expectations. Mr. Ab-
bott has conducted a decidedly up-to-date campaign
of advertising and 't is safe to say that every
patron of the big store has been notified regarding
the new Victor department. - The Boston store
quarters have been enlarged considerably during
the past two or three weeks. J. H. Becker, Jr.,
manager of the Espenhain Victor department, is-
sued a special list of Christmas records and the re-
sult has been a phenomenal record sale.

Proof of how a really good record can make a
sale is offered by Mr. Becker. A McCor-
mack record—“The Rosary”—was being played at
the regular afternoon concerts conducted by Mr.
Becker in the Espenhain concert hall, when a lady
from the store’s rest room came over and said she
would like to purchase that particular record. Be-
fore she had left, Mr. Becker had sold her more
than a dozen good records and a $50 machine, al-
though when she visited the department she had
no intention of making such a purchase. Mr.
Becker is a strong supporter of the daily concert
idea and he can directly trace good sales each week
to this source. Mr. Becker says that the circular
idea more than pays. Just the other day a lady en-
tered his department with a circular which she had
received last July and purchased a large consign-
ment of records. Mr. Becker keeps an extensive
card system of his customers, so that he can “fol-
low” them up and secure good record sales. Mr.
Becker is not in favor of selling a machine on the
approval scheme, but much prefers to send out a
man to demonstrate the machine and close up the
deal or have the machine brought back at once.

Miss Gertrude Gannon, head of the Wisconsin
Talking Machine Co., jobber for the Victor linc,
has installed several attractive sound-proof booths
at her retail store in the Merrill building. Attaches
of the store say that business was never better.

Among the recent visitors in Milwaukee were:
Roy J. Keith, of the Talking Machine Co., of Chi-
cago, and H. Franke, of the Pooley Furniture Co.,
of Philadelphia, who made some ﬁne sales of the
Pooley cabinets.

Paul A. Seeger, manager of the new Victor de-
partment at the Edmund Gram Music House, 414-
416 Milwaukee strect, has more than doubled his
Victrola sales during the past month.

Miss Elizabeth Hughes, assistant manager of the
talking machine department at the Edward
Schuster & Co.’s store at Third and Garfield streets,
is meeting with unusual success in the sale of the
Victrola XVI.

The F. Leslie Clarke Piano Co., recently incor-
porated by F. Leslie Clarke with a capital stock of
$25,000, has taken the agency for the Victor line
and is displaying a fine exhibit of Victrolas at the
new store at 710 Grand avenue. Special quartars
have been provided for the Victor by Mr. Clarke.

The Columbia store at 516 Grand avenue, owned
by A. G. Kunde, Columbia dealer and jobber, seems
to be one of the busiest places in Milwaukee this
holiday season. Mr. Kunde has made several
changes in the establishment in order to provide
more room for the display of his stock and has
again increased his sales force. Mr. Kunde says
that he is having troubles of his own in securing
machines in sufficient number from the Columbia
factory to meet the demands of his trade. A real
“live wire” advertising campaign carried on by Mr.
Kunde has done much to increase Columbia sales.

Pupils of the Washington school at Fond du
Lac, Wis., are very enthusiastic about a Victor
machine recently placed in that institution.

Lawrence McGreal, Edison jebber, who was
elected sheriff of Milwaukee County at the last
election, will enter upon the duties of his new office
on January 5, and is confident that he can fill the
office and carry on his talking machine business at
the same time.
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CALIFORNIA DEALERS PREPARED.

Talking Machine Men in Southern District
Complete Plans for Handling Holiday Trade
—Shortage of Stock the Chief Complaint—
Geo. J. Birkel Co. Gives Opening Recital—
Activities of Other Houses—Changes Among
the Salesmen—General News of the Month.

(Special to The Talking Machine World.)
Los Angeles, Cal.,, Dec. 5, 1912.

November closes a very busy month with dealers
throughout this entire district. Dealers have put
on the finishing touches in ordering goods ready
for the Christmas rush, which it is expected will
be tremendous. A shortage of goods will be the
only reason why this season’s business will not be
the greatest that has ever been experienced in this
section.

The opening concert for the season was given in
the elegant new hall on the fifth floor of the Geo.
J. Birkel Co. The hall was crowded with apprecia-
tive persons, who enjoyed music of the highest
order. Among other artists who had numbers on
the program were Mr. Hogan, the accomplished
organist, who rendered the solos on the new Estey
pipe organ, which has just been installed. He also
played the accompaniment to selections rendered
by the Victor Victrola. Much outside talent has
been procured for the season of concerts.

Schireson Bros., 349 North Main street, has had
splendid success with the Columbia Lyric, which
has proven to be a big seller.

Harold Jackson, the special traveling represen-
tative for the Southern California Music Co., has
retarned from the road reporting larger orders for
the new blue Amberol records daily received beyond
the ability of filling.

Miss Sullivan, whe has charge of the talking
machine department of the Thearle Music Co., San
Diego, Cal., has been doing splendidly by making
her department count.

T. B. Anderson, who has been one of the very
successful sales force of the Wiley B. Allen Co.,
has now joined forces with the talking machine de-
partment of the Fitzgerald Music Co. Mr. Ander-
son without doubt is considered to be one of the
best in the field, which his sales have already
proven.

R. Keefer, Victor dealer of the rapidly growing
little city of El Segunda, Cal., reports business very
good and is expecting great returns in the next
few weeks.

Mr. Sampson, the new manager of the Gray,
Maw, Thompson Music Co., Inc., of San Diego, is
doing splendid work in his department; in fact, is
more than holding his own of the trade in that
city.

The Andrews Talking Machine Co. has had
splendid success in the past month, which is only a
beginning of their expectations for the next few
weeks.

Bowman Merritt, Edison dealer of Filmore, Cal.,
made a trip to Los Angeles and placed his large
order for Edison goods. This enables him to sup-
ply the demand to the greatest extent.

The Wiley B. Allen Co, of this city, has fitted up
the reception room of the talking machine depart-
ment in a very elaborate style. Mr. Wolfinger,
manager of the department, reports good business.

Many changes of the talking machine salesmen
have taken place recently. R. W. Pittock, formerly
with the Birkel Co. for many years, and Harry
Vajer, of the Pasadena Music Co., Pasadena, Cal.,
is now located with the Wiley B. Allen Co., of this
city.

G. Stewart Pooler, formerly of the Southern
California Music Co., and W. H. Condon, of Prov-
idence, R. I, are now with the Geo. J. Birkel Co.

Guernsey S. Brown, of Santa Barbara, reports
business very good in his section, and his expecta-
tions for Christmas trade are great.

“Wherever you would persuade or prevail, ad-
dress yourself to the passions; it is by them that
mankind is to be taken. If you can once engage
people’s pride, love, pity, ambition (or whichever
is their prevailing passion), on your side, you need
not fear what their reason can do against you.”—
Lord Chesterfield.

MORE ROOM BECOMES NECESSARY

In Order to Enable the Vitaphone Co. to Keep
in Touch with Demands—New Factories in
the Spring—McMenimen Discusses Plans.

(Special to The Talking Machine World.)
Plainfield, N. J., Dec. 6, 1912.

Increased orders ’way over their production
obliged the Vitaphone Co. to start the erection of a
temporary structure 140 feet by 35 feet, adjoining
its precent building. Erection is being rushed
all possible, and when completed will give the
company a lot of additional room and thus re-
lieve congestion at its present plant. In the mean-
while plans are rapidly undergoing drafting for
the proposed large factory which will probably be
started in the spring.

Adjoining the company’s present factory is a
large amount of land and there is plenty of room
for expansion. The plant is located in the Nether-
wood section of Plainfield—a very beautiful en-
vironment-—one that is consistent of high-class
achievement. g

H. N. McMenimen, general manager, advises

The World representative that there has been con-
siderable interest manifested in the Vitaphone an-
nouncements, which have appeared in both The
Talking Machine World and The Music Trade
Review, and that the number of houses who are
securing additional information is many. “While
the present production of the company is sold,”
commented Mr. McMenimen, “we are increasing
it, and in a few months hope to be in a position
to fill orders. In the starting of any business as
large as the Vitaphone organization is destined to
be, the officers must work slowly, surely and suc-
cessfully. We have adopted this policy in the ex-
ploitation of the Vitaphone talking machines, and
the rapidity of our growth augers well for the cor-
rectness of our views.”

C. B. Repp, the inventor of the Vitaphone and
a well-known talking machine man, is likewise
enthusiastic over the receptions accorded the Vita-
phone. Mr. Repp is constantly experimenting, not-
withstanding that the Vitaphone is as near perfec-
tion as he believes it possible to produce.

If a man is smart he never has occasion to
mention it.

THE BLACKMAN POLICY “INSURES” DEALERS

SAFE INSURANCE COMPANIES DO NOT OVER-INSURE.

The “safety” of any insurance company lies in the ability of the company
to make good. There is also an obligation on the part of the insured to fulfill
the terms of the policy, otherwise the policy, though issued, becomes “Void” and

“Uncollectable.”

DID YOU INSURE YOUR HOLIDAY REQUIREMENTS?

Some time ago we advised Dealers to insure their ‘“Holiday Profits” by

taking out a “Blackman Policy.”

If so, you will profit by it.

YOU CAN'T INSURE THE RISK AFTER THE FIRE HAS STARTED.

A very “hot fire” not only started, but has continued and Dealers who have
“failed to collect” on policies placed with other Jobbers, are endeavoring to

insure with Blackman now.

We can’t over-insure or promise impossibilities.

That is not the “Blackman Policy,” for we owe service to those Dealers who
are our ‘“‘steady clients,” who “pay premiums regularly” in the form of “record

orders” and other goods which are not scarce and so difficult to obtain.

We

must pay particular attention to those Dealers, no matter how small, who are

loyal to us from January to December.

CAN YOU EXPECT US TO ROB “PETER” AND PAY “PAUL?”

“Peter” makes Blackman progress possible even during those hot July and

August days.

“Paul” in some cases apparently doesn’t know we are in business

and doesn’t care until his “regular jobber” has failed.

THIS IS AN EXPLANATION—RECEIVE IT KINDLY.

It is offered in that spirit and if you are as fair as you would expect us to
be, you will not “eondemn,” but approve the “Blackman Policy,” and probably
take out one for yourself when we are not over-insured.

HERE IS AN EASY PAYMENT PLAN. TRY IT.

We offer you “Blackman Service” on trial

Pay ‘“some record orders

down,” continue the same payment regularly, and you will eventually “have full

title” to the delivery of scarce Victrolas. thy
“The premium’ is very small when you consider the “divi-

first opportunity.
dends.”

Take out a “Blackman Policy” at the

TALKING
MACHINE Co.

97 CHAMBERS ST. NEW YORK

EVERYTHING ForR EDISON oR VIGTOR WHOLESALE OR RETAIL
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The average increase of Columbia busi-
ness banked by Columbia dealers during
1912 over 1911 was 40 per cent.
not an estimate, it is sfafistics.

Columbia Phonograph Co., Gen’l
Tribune Building, New York

EXECUTIVE CHANGES IN THOS. A. EDISON, INC.

With the Retirement of Frank L., Dyer Thomas A. Edison Assumes the Presidency—Will
Take an Active Part in Its Government—C. H. Wilson, Long General Manager, Be-
comes Vice-President—Mr. Dyer Entertained at Farewell Banquet by Associates.

Most members of the talking machine trade were
considerably surprised to lcarn, late last month,
of the resignation of Frank L. Dyer, as president
of Thomas A. Edison, Inc., and the other Edison
interests in Orange with which he has been con-

President Thomas A. Edison.

necied for some years, and the succession of
Thomas A. Edison to the presidency of the com-
pany, with C. H. Wilson, long general manager of
the company, as vice-president

Mr. Dyer is especially prominent in the legal

counsel for the Edison interests. It is understood
that Mr. Dyer will act 'as president of the Motion
Picture Patents Co.

In connection with the resignation of Mr. Dyer,
the accompanying statement was made to The
World by an official of the Thos. A. Edison Co.,
Inc.: r

“Mr. Dyer, besides having the executive manage-
ment of many of Mr. Edison’s companies, had

other mterests which demanded part of his time”

These interests have grown so extensive of laie
that he has felt {or some time that he was unabie
tc do full jus.ce to the multitudinous duties which
his various connect ons mvolved, and. as a duiv tn
himself, to Mr. Edison, and to the enterprises
with which he was cornected, decided ihat he niust
curtail his numerous responsibil.ties. After rc-
flection he came to the conclus on that he wouid
withdraw from his service with the Edison com-
panies, and, therefore, tendered his resignation to
Mr. Edison, who accepted it with regret.

“The details of the business of the Edison Co
at Orange have been in the hands of C. H. Wilsor
as general manager for a number of years, and he
will retain his position, and in addition has been
made vice-president of the company. Mr. Ed son
takes the presidency in order that he may direct
the policy. of the company in addition to the tech-

Dinner at Essex County Country Club in Honor of Retiring President Dyer.

field and is considercd one of the leading patent
lawyers of the country. He added much to his
reputation in that line in his capacity as general

nical details which he has always had charge of.
No other changes in official or personnel of the
company will be made.”

That’s

As a mark of the esteem of the Edison employes,
Mr. Dyer, upon severing his connection as head of
the Edison interests, was tendered a dinner at the
Essex County Country Club in Orange. “Follow-
ing the banquet and the many expressions of good
wishes for Mr. Dyer’s success in his new field, he
was presented with a handsome silver loving cup,
properly inscribed. The presentation speech was
made by Mr. Edison, a fact especially significant
in that “the Old Man” .is noted for his reluctance
and many refusals to make addresses at dinners

Vice-President C. H. Wilson.

and similar affairs. The dinner was an excellent
illustration of the deep regard held for Mr. Dyer
by Mr Edison and h's associates of the Ed’son
staff ‘

Among those present were the following:
Thomas A Edison, C H. Wilson, E. J. Berggren,
F. K. Dolbeer, L. C. McChesney, W. Stevens, N
C. Durand, E H. Philips, D. Holden, \V. H. Miller,
H G. Plimpton, \V. Maxwell, W. Small, J. Pelzer,
E E. Hudson, H. T. Leeming, H. H Green, J. T.
Rogers, H. F. Miller, M. R. Hutchison, R. A.
Bachman, \WW G. Bee, A Mudd, \. C. Ireton, F. S.
Brown, W. H. Ives, F. E. Madison, H. G. Thomp-
son, F. Lew:s, C J. Wetzel, P Weber, L. W. Mc-
Chesney. G. B. Redfearn, F. M. Burnham, C. E.
Churchill, I. \WV. Walker, D. A. Higham, W. H.
Waddell, \W. H. Meadowcroft, F. Bachman, H.
Lanahan, W. Hardy, J. Hardin, T. J Leonard, J.
W. Farrell, J. \W. Aylesworth, Thos. Graf, P. H.
Cromel'n, A. M. Hird, W L. Eckert, W. H. A.
Cronkhite. Geo. F. Scull, \V. §. Mallory and H.
H. Dyke.

IS SURELY ONWARD.

We can back and fill, we can talk and scold, we
can threaten and abusc; yet there will be but one
ultimate result, viz, progress and growth. We
can delay the onward movement for a time—we
can make it very costly; but, nevertheless, the
movement will be onward as surely as the electric
light followed the tallow candle.

When you have made a mistake don’t trust to
luck to pull you through without trouble. Cor-
rect the mistake just as soon as you can.
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VALUE OF EXHIBITIONS AT COUNTY AND LOCAL FAIRS.

Talking Machine Dealers Speak in Flattering Terms of the Results Received from Exhibi-
tions Made in Widely Separated Sections—Have Brought About a Greater Interest in
the Talking Machine, and Latest Issue of Records by Notable Artists—Have Also Been
Productive of Results in an Advertising Way That Have Paid for Outlay.

During the past few months there has been held
an exceptionally large number of State, county and
various local fairs in different parts of the -coun-
try. These exhibitions have drawn large crowds,
and their value to the community at large from an
industrial stand-
point is unques-
tioned. They serve
to introduce many
new products to
the people of the
various sect.oms in
which they are
held, and are also
of considerable as-
sistance to dealers
and retailers in
the neighboring
towns.

Many
machine  dealers
have been rcpre-
sented at these
fairs by splendid
exhibits, and the
attractive appear-
ance of the talk-
ing machine has
enabled  progres-
sive dealers to
present some of
the most artistic
displays that are
seen at the fairs.
Manufacturers
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fairs, for there is no doubt that these people who
ask questions regarding talking machines or rec-

.ords are excellent prospects for the dealer.

Two excellent examples of well-arranged, attrac-
tive booths are shown herew:th. One of these
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Columbia Co.’'s Exhibit at Texas State Fair.

have recently Te-

ceived many letters from dealers in differ-
ent sections of the country stating that by
paying partieular attention to the appearance
of their exhibits, they have mnot only at-
tracted considcrable favorable attention, but have
also closed many substantial orders for all types of
maehines. The growing popularity of these fairs
should impress wide-awake dealers with the ad-

shows the exceptionally artistic exhibit of Henry
Matern, of Sandusky, O., at the Erie County fair
held last September. The other presents the ex-
hibit of the Columbia Phonograph Co., General,
Daltas. Tex., used at the Texas State Fair, held in
Dallas the latter part of October. This fair was
one of the most successful ever held in the annals
of the State’s history. and attracted visitors from
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vantages to be derived from high-class exhibitions
when they are coupled with an aggrcssive follow-
up campaign on the lists of visitors who attend the

Henry Matern’s Exhibit at the Erie County Fair.

every State of the Southwest. The booth of the
Columbia Co. was the subject of unbounded ad-
miration, and many excellent sales were closed.

BUYS HAMILL’S INTEREST.

F. W. Finzer, of Finzer & Hamill, has pur-
chased the interests of W. R. Hamill in this busi-
ness, as the latter has withdrawn from the firm
and will be in charge of a new Victor and sheet-
music department to be opened by the Krausgill
Piano Co., of Louisville, Ky. The firm of Finzer

& Hamill has always done an excellent Victor
business, and Mr. Finzer will reorganize the per-
sonnel of his corporation amd continue the busi-
ness on the same high plane as heretofore.

There is no better place for getting new ideas
and good ideas than in the reading and advertising
pages of your trade paper,

WELL APPOINTED DEPARTMENTS.

Display of Victor Talking Machines Being Made
in the Two McCreery Establishments as Well
as Those of O’Neill-Adams and Lord & Tay-
lor—Manager Gressing Enthusiastic Over
the Success of These Departments.

The new Victor department recently established
in McCreery’s Thirty-fourth street store, New
York, was opened to the public the early part of
this month, and although there was no formal
opening it is meeting with remarkable success.
Situated in a store that is located in the heart of
the fashionable shopping section of the city, and
furnished according to the high standard that char-
acterizes the new Victor department of Lord &
Taylor, th.s new home of the Victor products
is a most tastefully decorated and comfortably ar-
ranged showroom.

The opening of McCreery’s Thirty-fourth street
store completes the four new departnients cre-
ated in the Claflin stores for the sale of Victor ma-
chines and records. The other three stores,
O'Neill-Adams, Lord & Taylor and McCreery's
Twenty-third street store, have been open since
the early part of last month, and Otto . Gressing,
who is general manager of all four Victor depart-
ments, is more than pleased at the business car-
red on at each Victor establishment, »

Manager Gress'ng made it a point to have each
department furnished and arranged with the ut-
most refinement, so that the prospective purchaser
of a Victor machine may examine and inspect the
machines and records with a maximum of conve-
nience. The Lord & Taylor showroom is a model
of tasteful decorat.on, and the new McCreery de-
partment presents a homelike and comfortable ap-
pearancc that gives the visitor an excellent idea of
the splendid quality of the products displayed.
Sound-proof demonstration rooms are features of
all four departments, and the McCreery store on
Thirty-fourth street hasra special room devoted
to the display of the thousands of Victor records
that are carried in stock.

A new catalog recently issued by the Lord &
Taylor Victor department, and devoted to the dis-
cussion and illustration of Victor machines 1s a
neat example of typography. Special attention is
given to the value of the talking machine as a
reproducer of the best kinds of music,” including
operatic selections produced by world famous art-
ists in the opera and musical worlds. The booklet
is printed on heavy glazed paper, and the arrange-
ment of the text is calculated to impress the reader
with the adaptabil:ty of the Victor to use in wealthy
homes. Popular styles of Victors and Vietro-
las are shown. and the front cover presents a very
pretty design completely in harmony with the
beauty of the Victor products discussed.

“Our new Victor departments are all achiev-
g a large measure of success,” stated General
Manager Gressing in a chat w'th The World.
“Our sales forces have been carefully trained and
are highly efficient, and their sales to date have
exceeded all expectat ons. Qur eontinuous adver-
t sing in the daily papers is bringing excellent re-
sults. Victor records are :n great demand, and
the O’Neill-Adams’ Victor department, alone sold
over 2,700 records in the month of November.
The first part of this month has been a continua-
tion of this wonderful record. and we are greatly
pleased at the phenomenal amount of Victor rec-
ord sales. Another noteworthy feature of the busi-
ness consummated in our new departments is the
large number of Pooley record cabinets disposed
of in the short time we have been open. These
Cab’nets are meeting with universal favor, and as
soon as we demonstrate their merits to a prospec-
tive customer. the sale is practically closed.”

A recent addition to the selling staff of the new
Victor departments is Edward McLaren, who wil
have charge of outside prospects for all four
stores. Mr. McLaren is an aggressive, energetic
worker.

When you get into a discussion with a man in
doing business with him, don’t get mad until you
have looked the question over well from his point
of view. Be fair.
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Columbia Phonograph Co., Gen’l
Tribune Building, New York

' RESULT OF THE EDISON TRANSCRIBING CONTEST

On the Edison Dictating Machine at the National Business Show Held Recently in New
York—Miss Gertrude Adler and Miss Florence Smith Winners.

The result of the Edison transcribing contest on
the Edison dictating machine, held at the National
Business Show in New York, on Wednesday even-
ing, November 13, has afforded a great deal of
satisfaction and pleasure to Thos. A. Edison, Inc.,
Orange, N. J.

This contest, conducted under the rules and
penalties of the international typewriting contest,
and with the same judge, J. W. Kimball, was
divided into two divisions, one open for all, of
which Gertrude Adler was the winner, and the
other devoted to all Edison transcribers, of which
Florence Smith was the winner. In chatting about
the contest and the results thereof an official of
Thos. A. Edison, Inc., said:

“We are vastly pleased with this year’s transcrib-
ing records as above, which are about 50 per cént.
higher than last. Better dictation, better record-
ing, better reproducing, better dictating machines—
everything better—a grand year improvement ac-
counts for the brilliant showing. The big, im-
portant fact in this contest is its absolute fairness
and honesty. Otherwise it would not be worth
while.

“This company prepared the dictation (100
words to the minute); it was positively original
matter and unknown to all contestants. The ma-
chines and material were from stock and were de-
livered by truck from Orange and unpacked only
three hours before the contest.

“Here the part of this company ceased and J. W.
Kimball, with his counters, who are in charge of
the international typewriting contest, took up the
direction of the contestants and afterward marked
the copy in secret, according to the typewriting
contest rules (5 words off for each error).

“Anyone who appreciates the keen rivalry in the
typewriting contestants for the $1,000 Office Ap-
pliance Cup, in which Mr. Kimball was placed in
sole charge, will also understand the reasons of
this company in employing the same judge in
order to prevent any question of the value of the
records as they were fought out by the thirty-two
young men and women transcribers.

“The question has been asked ‘Why were there
two classes—the open-for-all class and the all-
Edison transcribers’ class—and two sterling silver
cups?’

“We desred to especially encourage entries for
these speed contests among our friends the regular
Edison transcribers. We also wished to allow any
dictating machine operator to contest. In arrang-
ing these two classes, with trophies for each, we
therefore accomplished three things: First, any-
one who could typewriter could enter the open-for-
all contest; second, Edison transcribers were as-
sured of a separate class not open to the more ex-
pert typists that might enter the open-for-all con-
test, third, we obtained higher records by the open-
for-all contest which gives just as true an adver-
tising value as otherwise, because the Edison dictat-

ing machine was the source of the dictation and
they talked the same for all. Furthermore to neg-
lect this possible chance for higher records would
be to leave our records open to improvement by
more enterprising contest managements in the
future.

“Gertrude Adler—record 83 words net per min-

Miss Gertrude Adler.

ute—winner of the open-for-all contest (Reming-
ton typewriter), is employed by the Law Reporting
Co., 115 Broadway, New York City, as a tran-
scriber. Like all transcribers for official stenog-
raphers, she uses and understands both makes of
dictating machines.

Miss Florence Smith.

“Five years ago, when Rose Fritz won the first
of the typewriting contests with a record of about
85 words net per minute, it was considered a mar-

Page 14 in the Columbia January Supplement
advertises a new reproducer to be known as
Columbia Reproducer No. 6.
~allowance of $3 for old reproducers.) That one

announcement alone will be enough to make
the trade sit up.

(Price $5, with an
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velous performance and the prediction of a record
of 100 words net per minute was declared a dream.

“This year Miss Wilson (Underwood) wrote
117 words net per minute, and Mr. Kimball, judge
of the contest, predicts a typewriting record of 140
words before the limit of speed is reached.

“It can be easily seen that Gertrude Adler’s rec-
ord of 83 words net in transcribing from the Edi-
con dictating machine is therefore no poor perform-
ance. Our contest employed two machines—not
one, Ours employed two senses—hearing and
sight—not the sense of sight alone. Ours used both
hand and foot—not hand alone.

“Gertrude Adler in writing 947 words in 10
minutes made only 24 errors, or 2.6 per cent. It
is calculated that this record called for eight type-
writing movements per second, not to mention the
additional movements of hand and foot in operat-
ing the dictating machine.

“Florence Smith, winner of the all-Edison
transcribers contest (Underwood typewriter), is
employed by the Equitable Life Insurance Co., New
York City, who use fifty Edison dictating ma-
chines. Her performance of writing 896 words in
10 minutes, with only 29 errors, or 3.2 per cent., is
also a remarkable feat, as can be seen by com-
parison with her winning record of last year, which
amounted to only 628 words.

“Too much praise cannot be given as well to the
thirty other contestants, who bravely worked for
the many other splendid showings which we can-
not enumerate here. The spirit of production was
exemplified in their work. This is the Edison
spirit, which these transcribers are showing in
their daily work and which is placing the Edison
dictating machine in the foreground as the greatest
modern office appliance for convenience, speed and
accuracy.”

A MOST COMPLETE PUBLICATION.

The November, 1912, catalog of talking ma-
chine records just issued by the Victor Talking
Machine Co. is one of the most complete publi-
cations of its kind ever presented to the public.
This catalog is the third edition of their new
style catalog, which contains many features cal-
culated to be of immense value to talking ma-
chine dealers and owners. The November issue
contains a list of all of the thousands of “live”
Victor records now in use, and includes the
new list issued last month.

The publication has many biographical sketches
of famous composers, new portraits of well-known
artists and several new features heretofore missing
from the average talking machine record catalog.
The records are not only listed under their re-
spective titles, but are also classified and placed
under various headings, so that a user of the
catalog may find a large number of records under
the particular classification that interests him.

The entire arrangement of the new catalog is
in keeping with the usual Victor policy of present-
ing to the public the best reference book they can
possibly turn out, and the November, 1912, issue
is a valuable publication for the use of all Victor
and Victrola owners and dealers.
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THE PROBLEM OF GETTING BUYERS INTO THE STORE.

Reputable Department Store Has Advantage in This Respect Over the Straight Legitimate
Music or Talking Machine House—Wurlitzer Co. States That Victor Conditions in
Cincinnati Were Never Better—The H. & S. Pogue Co. Making Great Display in Its
New Talking Machine Department—Grafonola Trade of Enormous Proportions with

l Columbia Co.—New Styles of Talking Machine Excite tnterest of Buying Public. |

(Special to The Talking Machine World.)
Cincinnati, O., Dec. 2, 1912.

No move in the Middle West talking machine
world has attracted so much attention as the plac-
ing of instruments with the H. & S. Pogue de-
partment store, at Fourth avenue and Race street.
The probable effect of a move of this kind is
causing some concern among strictly outright
agencies, some of whom handle talking machines
in connection with other musical instruments.

In this connection the views of President W. H.
Stever, of the Lyric Piano Co., this city, on the
subject are of interest. In speaking of the matter
he said:

“There is no question in my mind but what
good, reputable department stores are in a posi-
tion to get a class of trade that the straight, legiti-
mate music house would never touch, because they
have a large number of shoppers and provide rest
rooms and are offering every inducement to the
public to make the stores their headquarters.
Owing to the fact that so many articles which
they carry appeal to the house and home every
day, they are visited more frequently than the
straight music house would be, and it naturally
would be more pleasing and entertaining to shop-
pers to come into a talking machine department
and rest and hear the latest records of the day
than it would be if this opportunity were not of-
fered and, naturally, they will buy.

“This is just an opinion of my own, as I under-
stand from a conversation that I had just recently,
that the new Pogue department has been very
busy with callers most of the time. This is one
of the things that the music representatives of to-
day are trying to bring about and are spending
their money to get shoppers into their stores and
then taking chances of interesting them in the talk-
ing machine line which they represent. But if
this is to be taken away from them it will be a
question in my mind whether it will justify a man
that is in the music business to put forth his best
efforts along this line, and I think that if good,
strict agencies would be established that the future
results would be lots more satisfactory.”

The Rudolph Wurlitzer Co. is ready for the
Christmas rush. Manager Dittrich says:

“Conditions are very little different to-day than
they were thirty days ago, especially in regard to
the demand for machines and the scarcity of all
new styles. Shipments in the meantime have been
insufficient to even meet the current demand, and
we are being deluged with orders from all over
the United States, even from the Pacific Coast, but
are doing the best we can under the circumstances.
Shipments of records have been very heavy, and

with this attractive end of the talking machine
business to assist us we have made a very good
showing during the month of October.

“Dealers throughout the country are increasing
their record stock and orders have been invariably
filled complete owing to the exceptionally heavy
stock that we carry and our big reserve stock,
which is sufficient to carry us through several
months, even though no shipments were received
in the meantime.

“The Victor foreign record catalog is being
pushed very actively in both our retail and whole-
sale departments, and very good results have been
secured with greater possibilities offering them-
selves for the future.

“The Victor conditions in Cincinnati were never
better. All of the dealers roport a very big demand
for Victor records and new style Victor Victrolas,
and their orders go to prove that they are enjoy-
ing the greatest prosperity in the history of the
talking machine business. ;

“One of the big recent deals was the installation
of a beautiful Victrola department in the H. & S.
Pogue Co., one of the foremost and best ot Cin-
cinnati department stores. It stocked a complete
record catalog in quantities, and also as large a
stock of Victor Victrolas as factory conditions per-
mitted us to ship. The department is in charge
of C. S. Browning, for three years with the Victor
Co. and lately representing the Rudolph Wurlitzer
Co. in the wholesale department. The departmant
is well organized with efficient salesmen, and has
already achieved success in the sale of Victor Vic-
trolas and Victor records.”

Manager Whelen, local manager of the Columbia
Phonograph Co., General, states that he for one
has no complaint to make over present business
conditions. The holiday season is now well at
hand and the dealers have now commenced to buy
in earnest. Orders are simply rolling in and the
only apparent difficulty seems to lLe the inability
of the factory to supply the goods fast enough.
The day is all too shont and our men are working
at night to fill the orders. This rush is not con-
fined to local circles, as this satisfactory condition
seems to be fairly general, even the smaller deal-
ers being literally up to their eyes in orders.
People are beginning to realize more and more
every year the advantages of a Grafonola Christ-
mas, and as the ‘‘day of days” approaches the
greater the public demand for graphophones and
Grafonolas. One of the main drawbacks in filling
the orders is getting in the goods from the rail-
road companies after they are in the city; this is
probably due to a congestion of local freight.

The Dictaphone sales continue to grow and show

a marked increase over November of last year.
Business houses are realizing more and more
every day what the word “dictaphone” means to a
busy man, and the local sales force is right on
the job every minute putting in new installations.

Much interest is being shown in the new
“Colonial” Grafonola, which has been designed
and produced to meet a demand from those whose
homes are furnished according to the old Colonial
period, where, as a rule, no article of furniture
of any other design is at all appropriate. The
lines of this new instrument are strictly Colon’al
and it is now on exhibition at the local store.

According to Manager Ahaus, of the Victor de-
partment of the Aeolian Co., that company is seri-
ously handicapped through inability to secure a
sufficient number of the new model Victrolas. “We
can use fifty machines right now,” remarked Mr.
Ahaus, “and have signed orders for over a dozen.
With practically no machines in stock, we have
our official promiser ‘out in the front row’ trying
to hold onto the sales until the machines can be
delivered.”

SUGGESTIONS FOR PUBLICITY.

Some Stimulating “Pointers’” Sent Out to the
Trade by the Columbia Co.—Striking Adver-
tisements That Will Bring New Business.

The Columbia Phonograph Co. has just issued
its annual Christmas letter to the trade, accompa-
nied with its customary excellent suggestions for
desirable publicity during the holiday season. The
enclosures consist of a reproduction of the two-
page spread to appear in the December 14 issue of
the Saturday Evening Post, several concise selling
arguments to be pasted in the dealer’s windows
in conjunction with this advertisement, a card
bearing the inscription: “Here’s your merry Christ-
mas,” two copies of advertisements for use in local
newspapers prepared by the advertising depart-
ment of the Columbia Co., and a deta’led sugges-
tion for the arrangement of a handsome window
display during Christmas week.

Instructions for the use of this publicity matter
are given in detail, and the d'splay should not only
present a well balanced and attractive appearance,
but be the means of closing many sales. The ad-
vertisement to be used in the Saturday Evening
Post is one of the most forceful and artistic
pieces of copy used by the Columbia Co. in some
time. Every type of the extensive Columbia I'ne
is shown, with a very attractive scene depicted
on one page. The arguments are presented logi-
cally and clearly, and the arrangement of this two-
page spread represents the usual high type of
Columbia publicity.

Copies of this advertisement, with a blank space
for the dealer’s name and address, are furnished
in any quantity to Columbia representatives, and
should bring excellent results if used to good ad-
vantage. The Columbia Co. will furnish addi-
tional copies of this Christmas matter, and trusts
that the window display will be of immense value
in attracting many prospective purchasers.

Luxe
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Stuck!

If you get

‘stuck”

during the Christmas

rush, remember that

we ship all goods the

same day the orders

are received.

That’s the kind of
help that counts just

now—the kind you’ll

appreciate every day

in the year.

Victor Foreign Records

Our stock includes the en-
tire Victor foreign list—ready
for 1mmediate deliver /.

Arabian Greek

Bohemian Gregorian (Latin)
Chinese Hawaiian
Croatian Hehrew

Cuban Hungarian
Danish ITtalian

Finnish Japanese

French Jewish

French Canadian Mexican

German Neapolitan

Norwegian

Polish

Portuguese
Roumanian

Russian

Sistine Choir (Latin)
Slovak

Spanish

Turkish

Welsh

New York Talking Machine Co.

Successors to

Victor Distrihuting and Export Co.

81 Chambers Street

New York

BUSINESS IS SURPASSING ALL EXPECTATIONS

In Philadelphia and Now Limited Only by the Amount of Goods It Is Possible to Get from
the Factories—Interesting Facts in This Connection.

{Special to The Talking Machine World.)
Philadelphia, Pa., Dec. 6, 1912.

1f anyone were to make a tour of investigation
of the talking machine houses in Philadelphia at
the present time, they would be amazed at the con-
ditions that exist there. I doubt whether there are
any more busy beehives in this city. Even the
most optimistic person regarding the talking ma-
chine of a few years ago, could not have foretold,
even in his wildest imag nation, that within such
a short time so much business was going to be
done in this line of instruments.

The business during November has simply sur-
passed all expectations. It has been limited only
by the amount of goods that it was possible to
get. There is not a store in Philadelphia to-day
but is very short on certain lines of instruments
and with orders on their desks that cannot be
filled. In spite of every effort that the talking
mach/ne companies are putting forth, they cannot
get goods fast enough, and undoubtedly many of
these orders now in hand will never be filled.
Naturally, the biggest business has been done in
the Victors, but with that company swamped, other
companies have been stepping in and have been
getting a great deal of business at its expense.

Lit Brothers report that their talking mach'ne
department has been barticularly fortunate in be-
ing able to get several large shipments of Victors
lately, and they have a very goud stock on hand,
especially of the popular priced machines. They
will make a number of changes in their depart-
ment after the first of the year. At that time they
will discontinue the handling of the Edison ma-
chines entirely. They are having a very fine win-
dow display of the Victor—the opera display that
was first put on here at the Gimbel house. The
Gimbels are continuing this display, and the Wey-
mann firm i1s now showing it in its window.
Charles Bonawitz, a clever musician, has been
added to the selling force of the Lit department,

Gimbel Brothers have made a gain in their
talking machine department during November.
They are short of stock and are badly in need of
more Victors Nos. 11, 14 and 16. They have been
compelled to forego the building of their two ad-
ditional talking machine rooms until after business
siackens up after the first of the year. J. F. Sou-
den is ‘a new addition to the staff.

Manager Elwell, of the talking machine depart-
ment at C. J. Heppe & Son. reports business run-
ning way ahead of last year. Among their visitors
the past week were: Harry F. Cake, of Potts-
town, Pa.; J. Harry Holt, of Mt. Holly, N. ],
and Charles McLaughlin, Trenton, N. J.

H. A, Weymann & Sons have a very large stock
of talking mach'nes, and have been doing a very
excellent business in machines and especially in
records. F. K Dolbeer, sales manager of Thos.

Edison, Inc, was a visitor to the house—
in fact, called upon all the talking machine peo-
ple in this city. Mr. Dolbeer came to Phladel;
phia with his daughter, to attend the recent Army
and Navy football game. The Weymanns have
doubled up their rack space, and are carrying more
than double the number of records they did at this
time last year.

Louis Buehn & Bro. have been deing a very ex-
cellent business in November—considerably better
than last year—but they could have almost doubled
that of last year had they been able to get the
goods. Record shipments from the Victor Co.
they report as being very satisfactory.

Mr. Buehn says that the demand for the Edison
Blue Amberol records has been so very big that
ir has been difficult to get enough stock. Indeed,
the Edison business with the Buehn firm has been
something phenomenal. They have just closed
several large sales for Edison business phono-
graphs with R. G. Dun & Co. and with the
Bradstreet Co.

The Pennsylvania Talking Machine Co. reports
that November was the biggest month it has ever

had. In the past two or three months, since Mr.
Eckhardt has taken charge, this concern has been
establishing on an average of two or three new
dealers every day. It has been compelled to relax
its efforts in this direction on account of its de-
sire to do full justice to those already established.
It is waiting patiently the arpival of the $500 Co-
lumbia, and in consequence, has made no plans for
its usual elaborate holiday window display pending
the arrival of this instrument, which will be used
for that purpose. Business with the Dictaphone
has forged rapidly ahead. E. D. Easton, president
of the Columbia Phonograph Co., called at the
Pennsylvania Talking Machine Co.s store last
week and spent quite a time with Mr. Eckhardt.
He marveled at the business being done here in
the Columbia machine.

NUMBERED RECORD LISTS.

Thomas A. Edison, Inc., Introduces New System
for Designating Supplements in Connection
with the New Blue Amberol Records.

With the placing on the market of the new blue
label records by Thomas A. Edison, Inc., the first
list of which took the place of the regular Novem-
ber record supplement, the company discontinued
the practice of designating the new record supple-
ments according to month and will in future refer
to them by numbers. The November list is known
as supplement No. 1, the December supplement as
No. 2, the January supplement as No. 3, and so on.
It is expected that the new system will prove pop-
ular with the dealers in that it will not tie them
down to dates in referring to record lists.

TG MAKE AN EXTENSIVE TRIP.

T. C. Schaffus, of the Schafford Album Co., 26-
28 Lispenard street, New York, is planning an
extensive business trip shortly after the first of
the year, which will cover all the important spots
between New York and the Pacific Coast. Mr.
Schaffus is well acquainted with the talking ma-
chine fraternity and in many instances will be re-
renewing friendships.

Unused floor space, or floor space used to poor
advantage, is an expense, not an investment.

You need the Heise System for the best
keeping of your records.
Ahove is shown a small muitiple of the system.

Made for 10” and 12”7 records; built of heavy,
strong wire, plated and lacquered. Furnished in
2 to 7 tiers, each tier holding about 250 records.
Cost about $2 a tier. An immense space saver;
keeps records clean and accessible.

Write for 20-page catalog
giving details and informa-
tion on record systems.

The Syracuse Wire Works, Syracuse, N. Y.
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THE EVOLUTION OF THE TALKING MACHINE.

Its Remarkable Progress, Its Inspiring Mission and Its Future Full of Promise, the Sub-
ject of a Keen and Able Review by George W. Lyle, General Manager of the Colum-
bia Phonograph Co.—Says Business Conditions Are Excellent and the Industry Is on
a Higher Plane, Commercially and Artistically, Than Ever Before in History.

George W. Lyle, general manager of the Colum-
bia Phonograph Co., is always prepared to give
substantial reasons for the faith he so abundantly
manifests at all times in the future of the talking
machine industry.

Having spent so many busy years of his life
in the successful development of the industry, and
having been so closely associated with the men who
have contributed so largely to the mechanical and
scientific growth of the art of sound recording and
reproduction he is naturally in a position to speak
authoritatively on the subject. The views which
he expressed to our representative recently are
therefore of great interest.

“It is now some ycars since perfected instru-
ments for the reproduction of recorded sound com-
pelled the recognition of cultured people every-
where,” said Mr. Lyle. “Like all other truly great
inventions, these instruments had to pass through
a long p:riod of development, and while at some
stages the progress was slow and hampcred greatly
by prejudice, and, in some quarters, organized op-
position, thc fundamental merit, usefulness, and
charm of the subject was too great to be over-
come by obstacles of this character. Conscquently,
after years of persistent effort, lavish expenditure
of time, intelleot, money and patience, to say noth-
ing of unflagging devotion on the part of several
large companies, thc industry emerged triumphant
and strong.

“In countless ways the talking machine has demon-
strated its right and its entire fitness to be reckoned
one of the great necessities of modern civilization.

“As media for imparting instruction to students
of vocalization; of instructing school children in
the rudiments of music, and harmony; for acquir-
ing languages, and for perpetuating folk songs and
Indian and other languages and dialects which
otherwisc would becomc ¢xtinct in course of time,
it has been extensively employed. This demon-
strates its usefulness and utilitarian possibilities.

“As a musical instrument—in which capacity it
has met with the strongest, bitterest opposition—its
triumphs have been greatest, and its victories most
noticeable and far reaching. In bringing to the
homes of rich and poor alike all that is good in
the music of all lands; in perpetuating for the use
+f this and succeeding generations the vocal and
1strumental beauties of the world’s greatest com-
ositions rendered by thc greatest artistes of this
generation it has conferred a b:nefit upon humanity
which can not be estimated in dollars and cents or
adequately portrayed in words.

How the Art Has Enriched the People.

“While achieving these triumphs for itself the art
has vastly enriched the pcople by education; by
demonstrating what is correct and what undesirable
in music; by creating and fostering a love for
higher ideals in things musical, and in familiarizing
the people remote from the great centers with the
beauties of grand opera as sung by the great
artistes.

“These are not idle achievements. They are too
substantial to be ephemeral or fleeting. They make
for permanency and durability. They impel and
compel advancement and further progress. An art
which has accomplished so much in so short a time
cannot do otherwise but continue. An art which
has contributed so much to the happiness, comfort
and enlightenment of humanity will not be permit-
ted by the world to fall into decay or to be neg-
lected.

“The public—the supreme court of popular judg-
ment—has approved of the talking machine and
from that judgment no appeal can lie. The in-
terests which a few years ago misguidedly opposed
and derided it have not only seen the error but
have become its most ardent supporters and ad-
vocates and- not solely because of commercial rea-
sons. They are enthusiastic admirers of the ma-

chine and the records for the very qualities in-
adequately described above.
The Future Full of Promises.

“In the history of this art one thing stands out
very prominently and is a guarantee of the future.
As has happened with respect to many other great
discoveries so with respect to this one it was the
“pee-pul”—the great majority—who were its first
supporters and champions. They have never fal-
tered in their allegiance to the taking machine and
they never will, because it offers them the one in-

George W. Lyle.

comparable means of enjoying in the truest sense
those pleasures which music alone affords and
which would otherwise be unattainable.

“Its popularity is not confined to that class alone,
however, but is now quite as much in evidence
among that other portion of society where economy
is not so formidable a word. This latter class are
quite as enthusiastic and quite as extensive users
of the machines and records, but are more exacting
as to the appearance and embellishments of the

machines and more critical as to records and the
artiste by whom sung.

“This condition has opened up a market which is
constantly growing in importance wherein ma-
chines and records de luxe are most in demand—a
demand which the manufacturers are striving to
meet. The rivalry for control of this market de
luxe is of a character to compel closest attention
to quality in every detail. It has been responsible
for the production of a number of machines of
artistic and decorative excellence not even con-
ceived of in the earlier years, and the movement
in this direction is only fairly under way.

“Every great artist of renown is under contract
with one or the other great companies and as new
stars appear in the firmament they are secured and
placed under contract to cater to the amusement
and edification of the eager public always ready
to acquire the new selections issued by the manu-
facturers.

Industry on a Higher Plane.

“The introduction of thesc more elaborate ma-
chines and these more artistic records has had an
effect upon the industry as a whole not unexpected.
It has lifted it upon a higher plane commercially
and artistically and increased its prestige enor
mously. Houses which formerly felt themselves com-
mercially too important to cater for the trade of
talking machine patrons and users now rival each
other in the magnitude and elaborateness of the dis-
play of machines and records stocked, in the prom-
inence and frequency of their advertisements of
this line. This condition of affairs is growing
stronger day by day. The more desirable instru
ments and the more artistic records are being
shown the preference in constantly increasing vol-
ume notwithstanding the greater expense involved.
This is indicative of a healthy growth of the in-
dustry and an awakening of the public's apprecia-
tion of the better product offered which can mean
but one thing—increasing demand for the product
and augmented profits for those who have the fore-
thought and the judgment to profit by it.”

A VALUABLE POINTER.

A very excellent item of value to dealers appears
in the current issue of The Voice of the Victor,and
that is a table showing the concert engagements of
the Victor artists on tour. In this way dealers
are apprised in advance of the coming of prominent
artists to their locality and thus they can prepare
special recitals or window displays to augnient
interest in the records which they carry of the
voices of these celebrities.

needle.

Write your jobber for samples
and attractive proposition.

BELL-HOOD NEEDLE CO.
‘ 777 Chapel Street,
NEW HAVEN, CONN.

The NEEDLE with MONEY in It! |

Money for the dealer.

| It’s easy to get; and there’s
more of it than in any other

People are willing

to pay for real merit.

Bell-Hood Needle

purchasers are not merely
the rich; they are the dis-
criminating of all classes.

25¢ and 50c¢ Boxes




48 THE TALKING MACHINE WORLD.

good year.

Nothing but the moving picture business ever
grew as the Columbia has been growing this
But we shall never be satisfied until
our friends who have not yet seen their way
e clear to take on this beautiful, money-making line
of musical merchandise have all seen hoth
sides of the dollar.

Columbia Phonograph Co., Gen’l
Tribune Building, New York

A MONTH OF ACHIEVEMENT IN CLEVELAND.

No Matter Where One Visits or What Line Is Handled Talking Machine Men Are as Busy
as Can Be Endeavoring to Meet the Needs of Their Customers—Complaints Heard on
All Sides of Shortage of Machines and Records—Puzzled How to Supply the Unparal-
leled Demand, Which |s Overwhelming in Its Volume and Continuity.

(Special to The Talking Machine World.)
Cleveland, O., Dec. 7, 1912.

A survey of the local field clearly demonstrates
that the talking machine trade is in a prosperous
condition, notwithstanding the universal complaint
of a shortage in the Victor line of goods, es-
pecially of the four new types of Victrolas. It
is anticipated the holiday business will be the
largest in the history of the trade, many sales
already having been made for Christmas delivery.

Dealers in Columbia goods are well supplied to
meet the activities of the holiday season, but
it is more than likely their stocks will be depleted
by the first of the new year,

The new Edison disc machine is in high favor
and is meeting with universal commendation,
though their inability to meet the demand will
curtail the sales. The Edison Blue Amberol rec-
ords are meeting with meritorious favor and large
sales are reported.

An evidence of prosperity in the trade is in the
fact that the leading talking machine dealers are
substituting automobiles for ‘horse delivery
wagons. Some of the motor vehicles are of most
elaborate character.

C. A. Routh, in charge of the educational de-
partment of the Columbia Phonograph Co. here,
has made sales of several fine equipments to the
Cleveland public schools. He says he has never
witnessed any business increase so rapidly as the
sale of Columbia goods to schools. Mr. Routh,
who has been a supervisor of public school music,
is thoroughly competent to give the teachers prac-
tical information and demonstrations of the value
of Columbia machines and special records.

F. B. Guyon, for a long time in charge of the
talking machine department of the B. Dreher’s
Sons Co., has severed that connection, and is now
with the Lewis Jewelry Co. in the Colonial Ar-
cade.

Arthur L. Parsons, formerly with the Eclipse
Musical Co., is now with the W. H. Buescher &
Sons Co.

The Hall Music Co., Warren, O.,, gave a talk-
ing machine recital in their new store on Satur-
day, November 30. The company has just put in
a full Columbia line of goods and is introducing
them to the public by a series of recitals.

Frank A. Bowman, local agent for the Colum-
bia machines and records at the suburban town of
Collinwood, installed a Grafonola at South School
recently. He says the faculty were pleased, the
teachers enthusiastic, and the pupils delighted with
the demonstration. The principal decreed that the
Columbia should remain the property of the
school, which, of course, pleased Mr. Bowman.

Conditions at the Columbia Co.'s store are re-
ported in the highest degree satisfactory. Geo. R.
Madson, manager, says November was the best
month in the history of the Cleveland store.
“During the past month,” he said, “we were com-

pelled to enlarge our wholesale quarters and cleri-
cal force, as our business is constantly increas-
ing.”

Busines§ is also reported very good at the Col-
lister & Sayles Co., where Miss Bessie M. Grab-
ler is in charge of the talking machine department.

The department of the talking machine line of
Wm. Taylor Son & Co. is doing fine. The man-
ager stated good sales of Victrolas were being
made daily. The company makes a fine display
of machines and tlie demonstration rooms are
visited daily by scores of customers.

T. H. Towell, of the Eclipse Musical Co., re-
ports business as good as could be expected, con-
sidering the shortage of machines. P. J. Towell,
brother of the president of the company, and man-
ager of the wholesale department, is finding it
difficult to supply the demands of the dealers, but
his ever-smiling countenance and jovial manner
always keeps the dealer hopeful and free from the
grumbling stage.

Fred E. Lane, who has recently taken charge
of the retail department of the Eclipse Musical
Co., has been giving lectures in the Cleveland pub-
lic schools on the use of the Victor in the schools,
and has met with much success. On the evening
of November 27 he gave a concert demonstration
of the new December records in the parlors of the
Eclipse Co. As it was the night before Thanks-
giving the attendance was not large, but those who
were present were very appréciative. Mr. Lane
expects to make several sales as an outcome of
the demonstrations. He is going to continue the
concerts each month, as he says he knows of no
better way to reach the prospective buyer.

At the Edison jobbing house of Laurence A.
Lucker business is rushing. A. O. Peterson, man-
ager, said that with the advent of the new Edison
disc machine he was overwhelmed with orders for
the machines and the Blue Amberol records. He
stated orders from dealers were coming in steadily,
in increasing numbers, preparatory for the holi-
day trade.

Trade conditions with W. H. Buescher & Sons
Co. are reported very satisfactory in all respects.

The Hart Piano Co. reports business is good,
and considering the difficulty in procuring goods,
is doing as well as could be expected in the talk-
ing machine line. The company handles both the
Victor and Edison lines and is giving close at-
tention to the department.

That the dictaphone has enthroned itself thor-

TRADE MARK

oughly within the last few years is an established
fact. It has been adopted by the principal big
business offices in this city where time counts
along with dollars. It has come into decisive favor
with the railroad systems, and within the past
month thirty additional instruments were installed
in the local general offices of one of the principal
railroads. During the past week the Columbia
store gave a fine, large window demonstration of
the hundreds of products of the Mechanical Rub-
ber Co., of this city, who recently equipped its
office with dictaphones. G. J. Probeck, manager
oi the dictaphone, says it is coming to be ap-
praised by business men at its true value as an
up-to-date office equipment as a time and money
saver. The work of the instruments, as daily illus-
trated at the company’s offices, is little short of
marvelous.

The music department of the Bailey Co. is one
of the busiest spots in the city. The demonstra-
tion rooms are all almost constantly in use, the
piano rooms also, and with the small musical in-
struments being tested, one can get any shade
or color of musical entertainment he desires. Mr.
Friedlander stated the volume of business in the
talking machine department was never so large as
at present. He has just added the Columbia line
of goods, and with the Edison Hlome Kinetoscope
and the new Edison disc machine, he is submerged
in the multiplicity of his activities.

W. H. Hug, representative of Thomas A. Edi-
son, Inc., spent a week the first of the month
demonstrating the new disc machine. Daily con-
certs were advertised and were largely attended.
Everyone pronounced a favorable opinion of both
the machine and records, and a number of sales
were made.

O. E. Kellogg, secretary of the H. E. McMillin
& Son Co, is indisposed with nervous breakdown,
induced, he states, chiefly on account of the Vic-
trola shortage and also a shortage of Vose player-
pianos. He is recovering and will soon be him-
self again.

Wm. G. Bowie, now in charge of the talking
machine department of the B. Dreher’s Sons Co.,
reports business very satisfactory, demand being
excellent for both machines and records.

The talking machine business is reported satis-
factory by the Caldwell Piano Co. The manager
stated he was making sales of large numbers of
Victrolas and that the record trade was fine. The
company handles the Edison Home Kinetoscope,
for which a considerable demand is anticipated.

QUESTION AND ANSWER.

A dealer in a town of about 400 population
asked the best method of advertising for his store.
Several volunteered the information that his show
windows ought to take excellent care of that.

CHEMISCHE
raris. e SAUERLANDT e apoids & Ths Germany
The largest manufacturing plant in the world devoted exclusively to the
manufacture of Master-Waxes and Master-Blanks for

Gramophone and Phonograph Recording

Sole Manufacturer of  Wax ** P,” the best recording material for Berliner-cut.
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WINDOW DISPLAY DRAWS PUBLIC.

The Victor Automatic Window Display 1s Prov-
ing a Big Interest Catcher at the New York
Talking Machine Co.’s Establishment.

The New, York Talking Machine Co., 83 Cham-
bers street, New York, is deriving considerable
valuable publicity from its recent installation of
the Victor Automatic Window Display, which is
attracting large crowds to the company’s show
window each day. This display, which was first
introduced in Gimbel’s Philadelphia store last
month, is one of the handsomest and most at-
tractive window displays ever shown. It achieved
remarkable success in Philadelphia, where it re-
ceived considerable attention from the daily news-
papers, and according to Manager Williams, of the
New York Talking Machine Co., it is one of the
most valuable displays ever introduced.

This latest acquisition to the extensive Victor
line of window displays presents scenes from grand
opera, light opera, and scenes which suggest the
best of band music, dance music and vaudeville.
There is a proscenium arch in miniature with a
full orchestra and detailed arrangements of a high-
class opera house. In the construction of this
unique display the closest attention was paid to
every detail, regardless of its relative importance.

As a result, a display has been evolved which
holds the attention in addition to being attractive,
and whose advertising value cannot be questioned,
as it serves as an excellent illustration of the ver-
satility and wide range of the Victor line of rec-
ords, which is noted for its completeness and meri-
torious attributes. ’

The New York Talking Machine Co. has always
paid particular attention to its window arrange-
ments and is known throughout the trade for the
unusual good taste and perfect balance evident in
all of its displays, but this latest window display
surpasses anything shown in recent years.

CANNED VOICES IN THE SUBWAY.
They Are to Announce ‘What the Traln Is and
“Watch Your Step!”

You “watch your step” in the subway station
these days to the order of a mechanical caller out.
They are “trying it on the dogs” at the place of
greatest rush, the Grand Central Station, at Forty-
second street.

There, if you happen to be around when the
canned voice is at work you will see above the
platform what looks to be a double-ended mega-
phone. One big opening points in the direction
of the express trains, and the other toward the
locals.

When a train appears the canned voice appar-
ently starts up of its own accord, and requests the
passengers to mind their steps, announces the
Broadway, Bronx Park, or whatever the train is.
The calls are not spontaneous, however, but are
telephoned up tv the machine. At present it is a
great source of amusement to both the station men
and passengers.

The new announcer, or at least one of them, is a
magniphone. There are two or three companies
trying for the contract of putting them in, and so
far the instruments have not been able to make
themselves heard at any distance above the roar of
the station traffic. Another one is to be tried
later, hoping to have better results.

MANY INQUIRIES FROM SCHOOLS.

The educational department of the Columbia
Phonograph Co., which is under the capable man-
agement of Prof. Frederic Goodwin is accomplish-
ing excellent work in the realm of school-room
music. “Our national advertising campaign is
bringing us splendid results,” states Prof. Good-
win in a chat with The World. “We are receiving
many inquiries from school principals and teachers
in every section of the country, and our policy of
impressing upon the teachers that we want to as-
sist them in their work is gaining us many friends
in the scholastic world.”

USIC
ASTER

Solid Wood Horn

supremacy and success.

ask for improvement.

will make a better one.

-

Myr. Dealer !

TRADE 1MARK

REGISTERED

The greatest feature about these horns is the
unequaled tone which has given the

MUSIC MASTER

to a point where not even the most critical could

Sometime, Somewhere, Someone “MAY” make the
equal of the horn; NEVER, ANYONE, ANYWHERE

Only Horn Guaranteed.
Write for samples, giving name of Jobber.

SHEIP & VANDEGRIFT, Inc.

PHILADELPHIA, PA.

SOLID WOOD (NOT VENEERED)

More Beautiful
More Artistic
Unequaled Tone

Having brought this horn

There is a reason.
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EXPORT TRADE PUBLICITY.

The Minute Shine Co., of Providence, R. I,
manufacturers of the Dustoff talking inachine
record cleaners, has recently issued an export
circular written in four languages for distribu-
tion in their active export campaign. The new
circular illustrates the two models of the Dustoff
in addition to their regular line, which includes
outfits for many purposes. The Minute Shine
Co. is paying particular attention to the develop-
ment of their export clientele and their progres-
sive and energetic work is bringing excellent re-
sults.

THE PHONOGRAPH IN RESEARCH.

The high usefulness of the phonograph in the
study of primitive languages and primitive music
is commented on by Charles S. Myers in the Musi-
cal Antiquary. Mr. Myers has investigated the
chants of the Veddahs of Ceylon and of the Mur-

ray Islanders, and declares that without the phono-

graph it is impossible even for the accomplished
musician to transcribe with sufficient accuracy the
exact pitch and tempo of the tunes heard in the
field. The phonograph enables him to listen rc-
peatedly to the song at his own convenience, and
to gain such familiarity with it as is unobtainable
by other means. It enables him—though with more
difficulty, and perhaps with greater chance of error
—to analyze music which he has never heard in its
native atmosphere. For example, the analysis of
the Veddah songs which is given in Mr. Myers'
article has only been possible by means of phono-
graphic records, obtained by Dr. and Mrs. Selig-
mann in the course of their ethnological research
in Ceylon, which they transferred to the writer
upon their return to this country.—The Phono-
gram.

“What are you crying for, my poor little boy?”
said a man to a crying boy. “Pa fell downstairs.”
“Don’t take on so, my boy. He'll get better soon.”
“That isn’t it. Sister saw him fall—all the way.
I never saw nuffen.”
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THE SHORT-CUT IN HANDLING CORRESPONDENGE.

The Dictaphone System as an Efficiency Means Conserves the Time and Energy of the
High Official, Executive, Clerk and Typist Alike.

By J. C. BUTTON, Asst. Mgr. Dictaphone Department, Columbia Phonograph Co., Gen’l.

There is a continued and ever-increasing activity
in modern and up-to-date business organizations
with a view to raising the individual efficiency of
executives and employes and thus effecting
economy in administration. The great demand for
effective facilities for accomplishing this end has
necessitated the introduction of all kinds of labor-
saving devices and office machinery designed to
make detail work as far as possible mechanical
and automatic. In fact, this demand has brought
into existence one of the greatest industries of
which our country can boast.

Carefully worked out filing systems and equip-
ments for their operation are indispensable in
modern business organizations. The adding ma-
chine, letter duplicating devices, addressing ma-
chines, and many other similar appliances are to
be seen in use in every busy office, and each one
is a substantial factor in reducing operating ex-
pense through its ability to save the time of em-
ployes.

Perhaps the most efficient office system, however,
is that which eliminates the time wasting method
of handling correspondence through shorthand
note-taking. The Dictaphone system, unlike other
office appliances, for the reason that it conserves
the time and energy of the high official, executive,
clerk and typist alike, is undoubtcdly one of the
greatest time and money saving systems in use
to-day.

The advantages of the Dictaphone system over
the shorthand method in handling correspondence
are many and obvious. Shorthand is an imperfect
and at times dangerous system, and if used, ac-
companied as it usually is, with annoying delays
and inconvenience for the dictator, and on the
part- of the stenographer the dead loss of time
consumed in taking notes followed by the nervous
strain of reading imperfectly and hurriedly written
arbitrary signs, cannot possibly be productive of
high efficiency, and must soon be entirely discarded
and replaced by the dictating machine system in
every carefully operated business where corre-
spondence is an important part of the work.

To the uninitiated it may be explained that the
Dictaphone itself is a small, compact phonographic
instrument composing three fundamental parts.

The heart of the instrument, so to speak, is a
cleverly designed carriage which encloses a mica
diaphragm holding two sapphires; one the record-
ing jewel with a keen edge, and the other the re-
producing balt ground round and smooth. By the
use of a remarkably small number of parts, con-
trolled by a single lever, this mechanism accurately
records the human voice on the surface of a wax
cylinder, instantly and clearly reproducing it at the
will of the operator. The transmission of the
voice is accomplished either through a mohair cov-
ered tube equipped with a sanitary and removable
glass mouthpiece, or a metal horn attached to a
swivel joint, which permits it to be placed at any
angle for the dictator’s convenience.

This recording and reproducing carriage is
driven by a feed screw which is so geared that
although the screw itself is machined only 67
threads to the inch the cylinder is engraved 160
threads to the inch. Each cylinder surface, there-
fore, will take approximately ten minutes of dic-
tation which, at ordinary speed would make a total
of 1,200 to 1,500 words. After the cylinder has
been transcribed it can either be retained for future
reference or be shaved and re-used as many as
125 times.

While the Dictaphone can be supplied either with
spring or electric motor, the electrically driven type
is more satisfactory for officc work. The elec-
trically driven Dictaphone is equipped with an 8-
inch Westinghouse motor built especially for this
machine and operating on cither direct or alternat-
ing current. This motor has been found very ef-
ficient for its purpose, and the small amount of
current required to run it satisfactorily proves it

a most economical proposition. A Dictaphone may
be rum continuously for an eight-hour day at a
cost of a fraction over one cent.

In the operation of the Dictaphone system the
dictator turns to the machine by his side, at any
moment he is ready to dictate, raises the speaking
tube to his lips and talks naturally and easily as
to a telephone. When his cylinder is filled he
places it, together with the correspondence if he
chooses, in a nearby rack and proceeds with the
next cylinder.

The dictated cylinder is given to the typist who
places it on her machine, hangs the hearing tubes
lightly in her ears, presses the foot control and
begins typewriting. When the dictation goes too
fast for her she releasss the foot control until she
catches up.

One business man will best appreciate the Dicta-
phone as a means of getting through his regular
mail earlier; another as an amanuensis that is
ready at his elbow every minute; aunother as a
money-maker and a time saver pure and simple;
another as a producer ‘of better letters; another
as a godsend in work that has to be done over-
time, early or late; and still another as a means
of supplementing his work at the office with dicta-
tion at home, night or day. Its advantage in ac-
commodating occasional dictating by one or two,
or a dozen men to one operator is equaled by its
opposite advantage of submitting all day's dicta-
tion by one dictator to several operators.

Beyond the increased efficiency of the dictator,
through the saving of his time by the elimination
of delays, re-reading of letters, etc., and the un-
mistakable 50 per cent. increase in the number of
letters produced per typewriter due to the fact that
the operator Is typewriting all day from the mo-
ment the first cylinder is ready, the one feature of
interchangeable transcribing is a most important
one in many establishments.

As is true with many labor-saving devices and
systems, so to speak, still in the infancy of com-
mercial development, the Dictaphone encounters
some prejudice ; and, strange as it may seem, often-
times on the part of men who pride themselves
on their ability as scientific managers, as well as
stenographers, clerks and private secretaries. Un-
fortunately, the busiest man, who feels that he
hasn't the time to discuss the merits of such a
system, is the very man who probably is in direct
need of an unfailingly accurate amanuensis at his
elbow every instant, while the clerk, after cire-
ful deliberation, cannot fail to realize that pro-
duction is what earns the salary, and, given the
choice of two systems, both of which are simply
the means to an end, the wisest decision is to grasp
the facilities which will be the best means for in-
creasing his or her usefulness.

It will be interesting to cite a few actual in-
stances where the installation of the Dictaphone
system has been responsible, not only for greatly
increased efficiency, but a - substantial reduction in
the payroll of the correspondence department.

In the office of W. J. Wright, auditor of freight
receipts of the Missouri Pacific Railway, St. Louis,
seven Dicfaphone transcribers are to-day producing
100 per cent. more work than ten stenographers

formerly turned out; netting a saving of $235 per
month or $2,820 per annum.

A certain department in the Central Railroad of
New Jersey up to the time the Dictaphone system
was installed maintained an average turn-out of
sixty letters per day per operator. Shortly after
equipping the department with Dictaphones the
number of letters per operator increased to 120.

The latter part of last year, at the request of
President Taft’s Commission on Economy and Ef-
ficiency, the Dictaphone system was installed in a
branch of the rural free delivery department of
the post office in Washington. After a very care-
ful record of the work done with the aid of the
machines as compared with the results obtained
by the former shorthand method in his recommen-
dation that the machines be purchased, George C.
Thompson, then superintendent of the division of
rural mails, said: “With the installation in this
division of a suitable number of dictating machines
at a cost of less than $2,500, I can reduce the force
of my division immediately by six persons, which
will effect a saving in salaries of about $6,000 per
annum.”

An installation of 121 Dictaphones was made in

the freight claim department of the Illinois Central
Railroad in Chicago. There, in line with the
methods used by the Dictaphone railroad experts,
all the typists were segregated under the supervi-
sion of an efficient head operator who assigned the
dictated cylinders in such a way as to distribute
the work evenly among the force. A dictating
machine was given to each correspondent so that
immediately he had finished gathering his data,
etc., from the vast amount of correspondence which
usually accompanies each claim, he could turn to
his machine and dispose of the matter without any
of the delays which formerly necessitated the re-
reading of many of the letters. Under the able
supervision of Freight Claim Agent C. M. Kittle,
recently appointed assistant to the president, the
cost of letters turned out from that department
formerly by 34 stenographers was reduced from
5%c. each to 2%c, and the monthly output in-
creased from 35,000 to 55,000, after a reduction
in the typing force to twenty operators, the claim
clerks themselves disposing of 40 per cent. to 50
per cent. more claims per man with two-thirds as
many operators.
" The Westinghouse Co. shows its endorsement
of the Dictaphone system by the fact that, through-
out its organization, it makes daily use of over
500 Dictaphones.

DECEMBER VICTOR PUBLICATIONS.

The advertising department of the Victor Talk-
ing Machine Co. is sending out to its extensive
dealers list proofs of the Victor advertisements
which will appear in the local newspapers during
the month of December. The advertisements
scheduled for the first four weeks of the month
bear the familiar and catchy headline, “Will there
be a Victrola in your home this Christmas?” As
was the case with the November advertisements,
cuts of the various models of the Victrola appear
in one section of the advertisement; and, accord-
ing to the Victor dealers, this style of advertise-
ment has brought excellent returns during the
month of November. The advertisement sched-
uled for the last week of the month bears a dif-
ferent heading than the others owing to the pass-
ing of Christmas, but the headline is equally as
attractive as that used in the other four weeks of
the month.

Write To-Day

attachment.

6%e ELECTROVA COMPANY

117-125 Cypress Ave.,, :: New York

for their new illustrated booklet, “ The Money Magnet,” describing
the most perfect and satisfactorily Coin-operated Electric Player on the
market. 88 note, with automatic expression device and mandolin

Just the player for the better class of places




51

THE TALKING MACHINE WORLD.

THE PARCELS POST AND THE TALKING MACHINE TRADE.

Evident That a Large Proportionof Men in the Talking Machine Trade Have Not Yet Awak-
ened to a Realization of How the Parcels Post Will Further Their Interests—Will Be of
Special Utility in Supplying Stock to Dealers Who Handle Small
ments as Well as Player-Piano Rolls, Talking Machine Records, Sheet Music, Etc.—
Interesting Analysis of the Situation Written for The World by Waldon Fawcett.

Musical Instru-

The new United States Parcels Post is to begin
operations on January 1 next and the interim be-
fore that date is none too long for the prepara-
tions of manufacturers and merchants who desire
to take advantage in the fullest measure of this
important new method of distribution. The very
system on which the parcels post is to operate—

)
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Transferring Parcel Mail from Wagon to
Trolley Car.

rates varying as to distances—will necessitate a
tlose study of local and national geography by
firms and individuals that desire to make the most
advantageous use of the new institution, whereas
a close comparison of parcels post rates with ex-
isting express rates will be essential if a shipper is
to put himself in a position to pick the most econ-
omical service at all times.
Trade Not Yet Awakened.

There is reason to suspect that a large propor-
tion of the men in the music trade have not as yet
awakened to a realization of how much the parcels
post can do to further their interests. Indeed,
some piano merchants have been heard to say that

Mail.

Postman with Parcel

since the parcels post with its eleven-pound limit
cannot handle pianos or player-pianos, nor yet any
of the principal individual parts that enter into
the manufacture of these instruments, they can-
not see how the new postal utility can be of much
use to them. Now this is an erroneous and short-
sighted view of the situation, even in the case of a
dealer handling only pianos and players. And
how many dealers thus restrict themselves in this
progressive age? Nine chances out of ten your
representative dealer handles in addition to pianos
and players, one or more of the important sup-
plementary lines, such as small instruments, talk-
ing machines, disc and cylinder-records, player-
piano rolls, sheet and folio music, etc., etc. And if
any or all of these are carried, either as side lines
or as the main stock, it ought not to take half an
eye to foresee how the parcels post is going to
benefit the purveyor in the music trade.
Shipments of Piano Parts and Player Rolls.
But let us look at the situation first, supposedly,
from the most unfavorable angle and take as a
case in point the situation of a retailer who re-
stricts himself absolutely to the piano line. Ad-

mittedly the parcels post as it is inaugurated can
do nothing to further the delivery of instruments
but who knows what may happen some day, if the -
plan is the success that is anticipated. In scme
foreign countries parcels post packages are al-
lowed in all weights up to 110 pounds and should
the limit be thus extended here and manufacturers
meanwhile pursue their present policy to produce
smaller and smaller organs and baby grand pianos
and boudoir players for use in flats and apzrt-
ments who can predict what may come to pass
some day. But seriously, in the meantime, the
exclusive piano dealer can receive much aid from
the parcels post. It will afford quicker and more
economical carriage for all manner of small parts
and for player piano rolls and it will facilitate in-
terchange on these items not only between dealer
and customer but also between dealer and factory.
Great Help in Emergency Wants,

This last is one of the significant possibilities of
the parcels post and one that seems to have been
strangely overlooked by the business community in
general. You will find plenty of people in vari-
ous lines of trade who are enthusiastic over the
prospects of the parcels post as a marketer of

Parcel Postal Delivery in Winter.

manufactured goods, either direct from producer
to consunier or via the usual manufacturer-jobber
retailer channel, but comparativ:ly few have awak
ened to the aid that the parcels post can give as a
connecting link between manufacturer or jobber
on the one hand and retailer or sales agent on the
other. And it is just here that the music trade
stands to be especially benefited. The very char-
acter of many musical commodities is such as
cause the customer to be impatient for prompt de-
livery. A new string for a violin; the latest popu-
lar “hit” in sheet music, talking machine record
or player-roll form: an operatic libretto; an instru-
ment to complete a band outfit—all these and a

The Postoffice Department at Washington, D. C.
—Headquarters of New Parcels Post.

dozen other classes of articles of everyday de-
mand are in the category that most emphatically
are wanted when they are wanted. Theoretically,
of course, the dealer ought to have all these in
stock all the time but practically it is all but im-
possible and the parcels post is going to serve as
the next best thing.

It is a foregone conclusion that for such emer-
gency wants the new postal carrier system is going
to prove speedier than the express route. Espe-
cially is this likely to be the case during “rush

. seasons” such as the Christmas holiday when,

with all due respect, the postal service of the

Tri-Car for Postal Delivery.

country does not get quite as hopelessly congested
as the express service. Furthermore the fact that
city post offices are open at almost all hours of
the day and night will facilitate the dispatch of
such emergency orders as compared with the rou-
tine that would be followed were it necessary to
await the collection of the parcels by an express-
man on his regular round of the business district
where the shipment originates. And while on the
jobber-wholesale end of the proposition it may be
added that the parcels post is liable in many in-
stances to have an advantage over express service
as a means of placing in the hands of the dealers

Modern Mailing Room for Packing and Mailing
Parcels.

bundles of circulars or catalogs designed for
local distribution. Especially will this be the case
with reference to special circulars, new lists of
music, etc, which it is desired to get into the
hands of the buying public just as promptly as
possible after they come from the hands of the
printer. g

As has been said the obvious mission of the par-
cels post is as a distributor of merchandise to the
“ultimate consumers.” And many music men will
be surprised when they discover what a variety

Delivery of Parcels by Post.

of their standard items of trade may be trans

mitted in this fashion. Violins, mandolins, gui

tars, horns, drums, flutes, all the smaller models of

talking machines, light-weight piano stools, music

racks, etc, are a few of the eligibles in addition

‘0 the already-mentioned indispensables—rolls, rec-
(Continued on page 52.)
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THE PARCEL POST AND THE TALKING MACHINE TRADE—(Continued from page 51).

ords, folios and sheet music. All thse latte have
heretofore been admissible to the mails in weights
up to four pounds, but under the new system
there will be a proportionate saving in the cost of
carriage and the tremendous convenience of being
able to place in one package all the items of any
ordinary order.
Parcel Post as Sales Aid to Trade.

Considered as a sales aid in the talker trade the
greatest virtue of the parcels post lies not so much
in what it will do as in where it will go, if it may
be expressed in that way. The new system ought
to convert into live customers throughout the
year millions of people whose purchasing power
has been more or less dormant for weeks or
months at a time. Reference is made, of course,
to the farming class of the community, particu-
larly the rural residents not located in close prox-
imity to any town, and to such more or less iso-
lated music lovers as miners, lumbermen, ranchers,
etc.—persons who have money to buy what they
want if only they had the opportunity to make
purchases. It has been easy enough since the
establishment of rural free delivery, for most of
these persons to order by mail any small instru-
ments, music, rolls or records that might be de-
sired to help beguile the weary hours of winter
isolation. But to get possession of purchases has
usually been quite another matter. If the weight
of the musical merchandise ordered exceeded four
pounds it could not be transmitted by mail but
must needs come by express. This latter is apt
to mean all sorts of inconvenience. In the coun-
try districts or in the sparsely settled districts (for
example in the South and West) the nearest ex-
press office is likely to be located many miles from
the home of the long-range musical customer and
to secure a package that has come by express thus
involves a long, cold drive—an ordeal that may,
worse yet, devolve into a fruitless quest if the cus-
tomer has been misinformed as to the time an ex-
press package should arrive. In many localities
the country roads are virtually impassable for long
periods so that a trip to the express office is out
of the question whereas on the other hand dur-
ing active season such as the spring planting time
and the autumn harvest season all hands are so
busy that it is equally out of the question to spare
time or the use of a team for a trip to the express
office.

Getting Close to the “Ultimate Consumer.”

The result of these conditions, as many musical
men well realize, is that farmers have simply given
up the attempt to order staples such as rolls and
records at the very time when their interest would
be keenest and when, having the most leisure to
enjoy mechanical music, they might be expected to
order most liberally. But with the advent of the
parcels post a transformation should be worked.
This means an era of mail delivery as well as mail-
order business. With the farmer, the rancher, the
miner, the lumberman or other isolated resident
enjoying the boon of the delivery of his purchases
at his very door, there will be no reason why his
indulgence in this line should not extend to the

limitations of his pocketbook, provided the mer-
chants in the music trades will reach out after
such business. And to help this new trade cause
there is the circumstance that the parcels post
system is to have the C. O. D. feature. Hereto-
fore all business of this kind had to be done on
the cash in advance plan but under the parcels
post scheme a customer need not pay until the
goods are delivered at his door. Uncle Sam will
charge a little extra for this service, but it will be
well worth it to the merchant if it stimulates trade,
as it undoubtedly will.
Helps Trade at Winter and Summer Resorts.
What the parcels post will do to encourage a
mail trade in winter in the farming and isolated
districts it will acomplish in like measure in the
resort region and the vacation country in sum-
mer. Musical instruments have, thanks to the lib-
eral advertising of the past few seasons, been
placed in the position of indespensables for sum-
mer camps and cottages and yachts and house-
boats. Only heretofore, the dealer has usually
had to content himself with such business as could
be garnered ere the vacationist set out for his
summer headquarters. Not so in future, however.
The parcels post will carry musical merchandise to
the depths of the wilderness; into the mountain
fastnesses or to the most remote seashore village;
and a steady flow of orders may be expected if
the exiles on pleasure bent be kept informed of
the “new things” that appear during the dog days.
Specializing on Rules and Conditions.
There can be no doubt but that every music
house which expects to do a volume of business
worthy of the name under the parcels post system
will do well to detail one or more employes to
specialize on the rules, regulations and conditions
obtaining in this new field. For there will be
many pitfalls for the unwary, the penalty of which
will be those delays in delivery which are almost
as serious as an outright loss of trade. By way
of illustration of the points to be bprne in mind
by shippers it may be pointed out that aside from
the general rule that no parcel shall exceed 72
inches in length and girth ecombined, there will be
regulations regarding the amount and character
of packing that can be used. These latter regu-
lations have not as yet been formulated by the
postal officials, but will be in due course. It will
also be exacted -that metal parts, etc, can be sent
by parcels post only when so wrapped that there
is no possibility that they will do injury to any
postal employe or to other pieces of mail in
transit. Yet another point to be watched is that
the regular issues of postage stamps must not be
used on parcel mail. . Special parcels post stamps
are to be placed on sale at the opening of the new
year and these must be affixed to parcels deposited
in the mails. Shippers will also be called upon to
decide in the case of each parcel dispatched
whether or not it is desired to insure the pack-
age. The parcels post law provides that Uncle
Sam may reimburse shippers for articles lost or
damaged in transit but at this writing the postal
officials incline to the belief that a small addi-

tional fee should be charged for this insurance
feature, just as in the case of registered mail at
present, and consequently it will be up to the ship-
per to decide in each instance whether or not to
invoke the safeguard.

Some Suggestions Worth Noting.

Aside from all these details to be ever borne
inn mind the parcels post shipper should have always
before him a large scale map, or, better yet, a
mental map, that will familiarize him with limita-
tions of the various “zones” of our parcels post
territory. For, as all our readers doubtless know,
the parcels post is not to be operated on a flat
rate per pound basis as is the case in so many
foreign countries but on a zone plan whereby the
postage charge on each package will be determined
not only by the weight but also by the distance it
is to be tramsported. The law prescribes seven
zones with radius respectively of 50, 150, 300, 600,
1,000, 1,400 and 1,800 miles. In reality, though
there are nine zones, for everything outside the
1,800 mile zone (including the Philippines and all
our new possessions) forms another zone added to
those above listed and there is a special low rate
for delivery within the limits of the city where a
parcel is mailed or delivery on any rural mail
route leading out from such city so that each
local community in the country will, in effect, con-
stitute a parcels post “zone” for the business men
of that particular locality. -

This special rate of five cents for the first pound
and one cent per pound for additfonal pounds for
local delivery is likely to prove a boon to local
music houses everwhere and particularly those
having a heavy trade in the agricultural districts
surrounding their city. Just by way of suggestion
of the possibilities imagine what it will mean to
both farmer and dealer when the former can call
up the latter on the rural or long-distance tele-
phone in the morning and receive by parcels post
that same afternoon a package of talking machine
records or player-piano rolls, selections which, may-
hap have been decided upon in equally up-to-date
manner, namely by listening to them over the
telephone when the order was given in the morn-
ing. Some dealers, in anticipation of the parcels
post are already preparing special cartons or con-
tainers to be used as receptacles for parcels post
packages and the idea is assuredly an excellent one,
esecially wher, as in the music trades, the com-
modities would be liable to damage in transit un-
less properly prepared.

A lamentable spectacle in business to-day is the
routinist, who likes to do things the same old way,
is averse to change, detests innovation and goes
to seed mentally. Why? Because he finds routine
easy and comfortable, while it is wearing and
exhausting to grapple with the fresh problems and
formulate a new and better system of doing things.

H A. Yerkes, manager of the wholesale de-
partment of the Columbia Phonograph Co., is at
present away on a short trip through the New
England territory.
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RECORD BULLETINS FOR JANUARY, 1913

VICTOR TALKING MACHINE CO.

.BLACK LABEL RECORDS.
Earl Cartwright and Victor Light Opera Co.

No. Size

5871 Natoma—Vaquero’s Song (Ilarp by Lapitino)..

Victor Herbert
Victor Light Opera Co.
31875 Gems from “Merry Countess” (Fledermaus).
Unger-Anderson-. Strauss
35263 Souvenir de Beethoven—Fantasia (Arr. Moses-
Tobani) ......ovvvunn.. Arthur *Pryor’s Band
Crcme de la Créme—Fantasia (Arr.” Moses-To-
.................. rthur Pryor’s Band
DOUBLEFACED BLUE LABELS.
Frank La Forge, Pianist.

55030 Adagio from 5th Concerto, Op. 73 (Beethoven)
with orchestra ............. rank La Forge
Scarf Dance—Air de Ballet (Pas des E’charpes)
Op. 87. (Chaminade)......... Frank La Forge
17200 Insh Names (Ludlow-Hilton-Turvey..........
Reinald Werrenrath
Qut on the Dee[iﬂ(Cowan-Lohr) .Frank Croxton
17201 National Spirit March (Hager) (Drum effects)
Arthur Pryor’s Band
Let Me Like a Soldier Fall—QuleksteQ (Lin-
den) (with drums)....... Arthur Prg r's Band
17202 You’ re Just as Sweet at Sixty ou Were
at Sweet Slxteen (Heelan- Helf) (with Quar-
tet Chorus) ...t .ueeenn.. Walter J. Van Brunt
Oh, You Silv" ry Bells (Jingle Bells) (Havez-
Il {2 00) 2000000000 BOOA0000 Peerless Quartet
17203 I'm VVeanng Awa’ (Nairn-, Foote) .John B. Wells
Daddy (Behrend) ..... Elizabeth VWvheeler

17204 \Nherg the Moonbeams Gleam (Jones-Daniels). .
Albert Camphell-Ilenry Burr

Mocking Bird Rag (Walsh-Straight)..........
American Quartet

17205 Row, Row, Row, from “Follies of 1912" (Jerome-
onaco) ... g ..Ada Jones

I've Got the Fi .
ones

J

17206 Spanish Dance, Op. 68, No. 1 (Rehfeld) Violin
Maximilian Pilzer

Petite Valse (IIollman) Violoncello..........
Rosario Bourdon
17207 When the Rainhow Shines Bright at Morn (Bo-
hannon)....Wm. Hooley with Male Chorus

Tennessee Moon (Mahoney-&/ennc .....
eidelberg Quintet with VVlll Oakland
17213 The Funnr L:ttle Melody (Irving Berlin)
ter J. Van Brunt-Maurice Burkhardt
You May Be Irish, Murphy, but I Think You're
in Dutch (Bryan -Fischer)....... Billy Murray
17214 Waiting_for Me from “Two Little Bndes" (Je-
rome- on _Tilzer) .Eddie Morton
Fahles (Branen Helf)..ooouevennnnn Boh Roherts
17215 Bahy's Sweetheart—Serenade (Curn) ..........
Conway’s Band
A Farmyard Caprice (Thurban)..Conway’s Band
17216 Samson and Delilah—My Ileart at Thy Sweet
Voice (Saint-Saens) Cornet ................0
Michele Rinaldi and Vessella’s Band
(1) Farewell to the Forest (Mendelssohn); (2)
Spring Song (Pinsuti). ... Victor Brass Quartet

17217 ’Tis But Little Faded Flower (Howarth-
Thomas) .oe-vvveeennsn Anthony and Harrison
Emmet(s Lullaby (J K. Emmctt) with Will
iland) g o +.-..Heidelherg Quintet

a
17219 Temple Bells, from New York Hlp odrome pro-
duction “Under Many Flags” lein)
yrlc Ouanel
Rosalie (Weslyn-Spencer) ....That Girl Quartet
17220 A Lmle Girl at- Home, from '‘Lady of the Slip-
per”.. Marguerite Dunla? & Harrf' Macdonough
Bagdad from “Lady of the S lpper
Billy Murray
85264 Tennessee Minstrels, No. 24..Victor Minstrel Co.
College Overture (Tohani). Arthur Pryor’s Band
85265 Rondo Capriccioso (Mendelssohn). .
Vessella's italian” Band
idida—Grand March (Verdi)...........
Vessella’s Ifalian Band
35266 Say Not Love is a Dream—Vocal Waltz, from
‘Count of Luxembourg” (IIood- Lehar)....- .
Olive Kline
Oh! Oh! Delphine Medley Waltz (Caryll)..
Victor Concert Orchestra
PURPLE LABEL RECORDS.
60090 Fascinating Base-Ball Slide .....Elsie Janis
60091 Fo’ de Law’d’s Sake, Play a Waltz. .. .Elsie Janis
Florence Hinkle, Soprano
60079 From the Land of the Sky-Blue Water, from
merican Indlan Songs” adman
da Sassoli, Harplst.
70088 Valse de Conce
ED c;EAL RECORDS.
Titta Ruffo, Baritone. In Italian.
88391 Barhiete di Siviglia—Largo al factotum (Barher
of Sevu le—Room for the Factotum) Act 1,
Sce! 17 050050 . 00000SS .Rossini
88392 Paglxacel—Prologo, ‘Part I—Si puc (A Word)
o i Iéeoncaval]o
88393 Pagliacci—Prologo, Part II—Un nido di memarie
¢ Song of Tender Memones) Leoncavallo
88394 Gioconda—Barcarola, ‘‘Pescator, affonda l'esca”
(Fisher Boy, Thy Bait be Throwmg) Act II,

.Hasselmans

ol P B8660, 008508 5800 o e Ponchielli
88396 Gioconda—O mnnumemo' (Oh Mlghty Monu-
ment!) Aect I................ ‘onc]uelll
88395 Dai_canti damorc—Canzone (Ballad—'A Song
O TR B 0 0.0 00,00 T Ettore Titta

AL RECORDS.

Enrico Caruso, Tenor. (In Ttalian.)
88346 Ballo in Meschera—Ma se m’ é forza perderti—

Romanza (Forever to Lose Thee!) (Pre-

ceded hy remlahve Forse la sogha— “This

Affair Must End!”) ..........c.oot erdi
Marcella Sembrich, Soprauo

88390 Comin' Thro’ the Rye (Scnlch VNG oo 00000009 |
Charles Dalmores, Tenor.

front, portes

88397 Griselidis—QOuvres-vous sur mon
du Paradise (Open Now to Mine Eyes) Pro-
logue. In French. Massenet

Ignace“ Jan Paderewski,

8401 La Campanella .

8 Franccs‘oAgda, Soprano. 5

11 Manon—GavoMe, ¢ eissons, quan eur voix

' e” (The Voice of Youth) Act ITI, Scene

E ln French. . 28 fMa(s’i’e‘lEt
99 Contes d’ Hoffmann—Romanu_ le a fui (Tales

ges ° § Hoffman—The Dove Has Flown) Act IV.

In French cecoeeoiececcocconsccnns Offenhach
H]erbﬁrtl W therspoon Bas: J -
27 Mary of Allendale ...... ..Hames 00

748 £ g’[aud l!:’owel] R A -

25 }Iave Plty, weet Eyes ir y ntonio Tenag-

43 1'q, 16560) (Accomp. by Falkenstein)........

John McCormack, Tenor,

10
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10
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10
10
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64253 A Child’s Song, from “A Masque.” In English. .
Moore-Marshall 10
Ernestine Schumann-Heink, Contralto.
88400 (1) Barbchen (2) Schlafliedchen. In German..

Hermann 12
EDUCATIONAL RECORDS.
17208 How Lovely Are the Messengers (Mendelssohn)
Lyric Quartet 10
A Merry Life (‘“Funiculo, Fumcula") (Denza)
from “Laurel Musnc Reale C. C. Birchard
%uartet 10

.Lyric

17209 1, summer Night's
Dream’ (Mendelssohn) (fmm ‘‘Natural Music
Reader”). .Elizaheth Wheeler-Marguerite Dun-

lap-Elsie Baker 10

Summer Now Hath Come Among Us (Pinsuti)
Elizaheth Wheeler-Marguerite Dunlap 10

17210 (1) I Wish You a Very Good Day (Hall-

Palmer), (2) The V\’nshmg Stone, from “Every-

Day Songs and Rhythms”) (Hall- Palmer). (3)

Young Night Thought, from “Thirty-Six Songs

for Children,” C. C. Birchard & Co. (Grant-

Schaefer) ................ Elizabeth Wheeler 10
(1) See-Saw, Margery Daw (Grant-Schaefer);
(2) Boat Scng, from “Thirty-Six Songs for

Children,” C. C. Birchard & Co. _(Grant-
Schaefer) (3) Nursery Song (Badlan-Bullard)
piano accomp. ............ Elizaheth Wheeler 10
17211 Gently Fall the Dews of Eve, from ‘‘Melodic
4th Reader,” American Book Co. (Verdi) un-
Dunlap-Elsie Baker 10
Lift Thlne Eyes, from “Elijah’ (Mendelssohn)
(from ‘““Melodic 4th Reader,”” American Book
ColENES V&heelenMarguente Dunlap-E. Baker 10
17212 Sleep Little Baby of Mine (Dennee).Elsie Baker 10
Slumher Sea (Chisholm) Elsie Baker 10
17218 Golden Slumhers Kiss Your Eyes, from ‘'Har-
monic Second Reader”..Elizaheth Wheeler-
Marguerite Dunlap-Elsie Baker 10
Swing Song (Bm;zham _6hr) piano accomp......
Elizabeth Wheeler-Marguerite Dunlap 10
35254 gypsy Life 12

(SChumann) ........ Lyric Quartet

Ttalia, Italia, Beloved (Donizetti).........
Victor Chorus 12

GERMAN RECORDS.

65007 (a) Andalusiens schone Frauen (Walzer von F.
Schneider-Boppy) .......... Apollo Orchester 10
(b) Triume siss—Intermezzo ..Apollo Qrchester 10
65008 (a) Sternen—Marsch ......... Apollo Orchester 10
(b) Standartengruss .......... Apollo Orchester 10

65009 (a) Fascination (Walzer von Marchetti).....

Apollo Orches!er 10

(b) Mein Schatzchen braucht nicht reich zu sein
(Lied von Paul Lincke) WA ollo Orchester 10

65010 (a) Im Volkston (Folk Song) {, No. 2
(Hildach) .................. ert Jan olski 10

(h) Gute Nacht, du mein herzuzcs Kind (Good
Night, My Child) (Franz Abt).............

Alhert Janpolski 10
(a) Tannhauser — Lied des Hirtenknahen und
Chor der Pilger (I. Teil) (Shepherd’s Song
and Pilgrim’s Chorus, Act I, Part I) (Von
Wagner) ............ Gertrud Runge, Weimar,

und Nehe-Quartet, Berlin 12
(b) Tannhauser — Lied des Hirtenknahen und
Chor der Pilger (II. Teil) (Shepherd’s Song
and Pilgrim’s Chorus, Act I. Part II) (Von
Wagner) ........... Gertrud Runge, Weimar,

und Nebe-Quartet, Berlin 12

COLUMBIA PHONOGRAPH CO.
SYMPHONY DISC RECORDS. Single.

A5432 l\lartlla (Flotow). “Ah! So Pure.” Orville

arrold, Tenor. In English, with orch.. 36425
L’Elisir d’Amorc (Donizetti). na furtiva
lagnma" (A Furtive Tear). Orville Har-
old, Tenor. In Ttalian, with orch....... 36424
AS5431 Nocturne in E Flat (Chopin-Sarasate). Kathleen

Parlow, Violinist. .
Liehesfreud (Kreisler). Violin-

A5429 Grand Waltz (Venzano). Part 1. Adagio Con-
tahile. Bernice de Pasquali, Soprano. In

68352

Douhle.

Kathleen Parlow,

Ttalian, with orch ..............c..c... 30813

Grand Waltz (Venzano). Part 2. Mouvement

e Valse. Bernice dc Pasquali, Soprano.
In Italian, with orch. .................. 0874
A1235 Pagliacci (Leoncavallo). “Vesti la gunhha (On
with the motley). Giovanni Zenatello, Tenor.

In TItalian, with orch.

Siciliana (Oh,

Cavalleria Rusticana (Masca ni).
Lola fair as the flowers§ Giovanni Zenatello,
nor. In Italian with orch.

Boheme (Puccini). “Musetta’s Waltz Song”*

As Down the Street I Merrily Stray). Fely

Dereyne, Soprano. In French, with orch.

Manon (Massenet) “Je marche sur tous les
chcmms (Gayly T March On My Way). Fely
e, Soprano In French, with orch.
A5428 Sapho (Gouno ). “O ma lyre immortelle”
(Oh lyre immortal). Rose Olitzka, Con-

A1234 La

tralto.  In French, with orch............ 30995
Agnus Dei (Lamh of God) (Bizet). Rosa
Olitzka, Contralto. In Latin, with orch.. 30837

12-IN. BLUE'LABEL DOUBLE DISC RECORD';
A5427 Lohengrin (Wagner). “Elsa’s Traum” (Elsa's
ream). Gertrude Rennyson, Soprano. In

German, with orch.
Tannhauser (Wagner). “Dich Theure Halle (Oh,
all of Song and Joy). Gertrude Rennyson,
Soprano.  In German, with orch.
A5430 Tosca (Puccml) Te Deum and Monologue of Scar-
pia—Act 1. Cesare Alessandroni, Baritone and
Grand Opera Chorus. In Ttalian, v.lth orch.
Thais (Massenet). Selectios Prince’s Orchestra.
10-IN. BLUE-LABEL DOUBLE DISC RECORDS.
A1230 The Harp that One Through Tara’s Halls (Words
b, l’oore) Charles W, Harrison, Tenor, or-
chestra accomp.

Lamem of the Irish Emigrant (Dempster). Harry
McClaskey, Tenor, orch accomp.
A1231 That’s How I Need You (Pmntadosn) Manuel

Romain, Counter-Tenor, orch. accom,
Always Think of Mother (Haller and Stafford)
Manuel Romain, Counter-Tenor, orch accomp.
IN. DOUBLE-DISC RECORD
A1236 Take Me to That Suwanee Shore (Mmr and Gilbert).
Byron G. Harlan, Tenor, and Arthur Collins,
Baritone, orch. accomp.
Ilitchy Koo (Muir, Gilhert and Abrahams). Byron
G. Harlan, Tenor, and Arthur Collins, Baritone,
orch. accomp
A1237 When I Get You Alone To-Night (Fischer). Ada
Jones, Soprano and Walter Van Brunt, Tenor,
orch. accomp.
Come Back to Me, My Melody (Ber]m) Walter Van
Brunt. Tenor, orch. accom

A1232 Temple Bells, from New York Hippodrome produc-
tion “Under Many Flags” Kpm) Harry La
Farge, Tenor, and Columhia Mixed Chorus, orch.
accomp.
Sweetheart Lets Go A- -Walking, from the New York
prpodrcme production, “Under Many Flags”
(Klein). Miriam Clark, Soprano, Harry La
Farge, Tenor, and Columhia Mixed Chorus, orch.
accomp,
A1233 California For Mine (Armstrong).
orch. accomp.
Here’s Love and Success to You (Ball). Henry Burr,
Tenor, orch. accomp.
A1240 On a Beautiful Night with a Beautiful G:r] (Ed-
wards). Peerless Quarte( orch, accom:
Good-hye, Eevryhody, from “Modern Eve” (lehert)

Peerless Quartet,

Henry Burr, Tenor, orch. accomp.
A1238 Auld Lang Syne (Words hy Rohcrt Burns) Co-
lumbia Mixed Chorus, orch. accom,
A Jolly Sleigh-Ride Party (Chwatal) Descriptive

number. Prince’s Orchestra.
A1239 Fxreflles {Idyll) (Lincke). Prince's Orchestra.
Aloha Oe Waltzes (Lilioukalani).Prince’s Orchestra
Al1229 Waiting for the Rohert E. Lee (Muir). Guido Deiro,
Accordion Sol
12-IN. DOUBLE DISC RECORD.
A5433 Die Walkure (\Vagner) Ride of the Valkyries.
Prince’s Band.
Toreado‘xi' and Andalusian (Rubinstein).
and.

Prince’s

U-S PHONOGRAPH (0.

FOUR-MINUTE RECORDS.
1597 The Dixie Belle and the African 400.....

U-S Mi Band
1591 'Till the Sands in the Desert Gmw Goldis
- Elsie Baker
1557 I Will Love You When the Silver Threads are
Shining Among the Gold........ ..Manuel Romain

1595 Where the Edelweiss is Blooming
gnes“l(lmhall Harry McClaskey and Chorus

1206 Love's Last Word........ -S Peerless Orchestra

1519 The Girl T'll Call My Sweetheart Must Look
LTIIREIS G 5 5000 0bRaca0r o5 100800000 Will Qakland

1594 Keep Away from the Man Who Owns An Auto-

mabile

«+.+...Ada Jones and Ch
1590 The Brookside Inn. 2 dgne oo

.........Edward M. Favor
Forever I'll Call to Thee.. 0 ..Geo. W. Ballard
1592 Kuyawiak (Concertina Solo) .I. Piroshnikoff
1604 Grand Selections of Scotish Melodies. ... ......
U-S Concert Band
1546 Murmurmg Zephyrs............ John Barnes Wells
1589 You’re Just as Sweet at S ty as You were at
Sweet Sixteen . H. Thompson
1551 Tell Mother I'll he There. "Henry Burr and Chorus
1573 Legende (Violin Solo) .H. L. Spitalny
1609 Row, Row, Row...... lins and Harlan
When T Get You Alone .Jones & Van Brunt
1596 Ideal and ngxples of the Allegheny (Bells and

Xylophone) ....ceiiiiiiinn... ..Alhert Benzler
1588 Uncle Josh’s Arrival in New York......Cal Stewart
1599 That's How I Need Y 5006 0co 00 Mable Barney

1593 Sounds lrom Englan U-S Concert Band
TWO- MINUTE RECORDS.
514 Moonlight Dance U-S Peerless Orchestra

515 Iffa-Saffa-Dill—Xylophone . . Benzler
516 The Admiral March . US M:lnary Band
517 Who's Going to Love You When I'm Gone.....

Burr and Campbell
518 Let's Buzz .....ccoeeveecceccannnss Peerless Quartet

519 Somehody Else is Getting ur Collins
SWEDISH AND ITALIAN I‘OUR MINUTE RECO DS.

21578 Tafang Onskan (Swedish)........... Arvid Asplund
21579 Sangaren pa Vandring (S“cdlsh). Ahvid Asplund
21142 Tiempe Felice (Ita]xan) Lega
21143 Non Ti Scordar Di Me. . Lega
THOS. A. EDISON, INC.
No. 3.
BLUE AMBEROL CONCERT.
28101 Barcarole “The Tales of Hoffman” (Offenbach)
Soprano and haritone, orch. accomp. In
English. . Mane Rappold and Thimas Chalmers

28102 Medltahon— ‘Thais” (Massenet). Violin solo,

piano accomp. hy André Benoist. ... Alhert Spalding
BLUE AMBEROL GRAND OPERA.

28113 Il Trovatore—"Ah! si hen mio” (Verdi). Tenor
solo, in Italian, orch. accomp....Rlccardo Martin

28114 Cavalleria Rusticana—*“Voi lo sapete’—Racconto

di Santuzza (Mascagni). Soprano solo, in
Ttalian, orch accomp................. aria_Labia

25115 La Trav:ata—"l)| Provenza il mar” (Verdi).
Baritone solo, in Italian, orch accomp. Carlo Galeffi

28116 La Gloconda— iCielo e mar” (Ponchielli) Tenor
solo, in TItalian, orch. accomp...... ..Carlo Albani

28117 Der Freischitz—''Wie nahte mir der Schlum-

mer” (von Weher). Soprano solo in German,
orch. accomp...... Marie Rappold

28118 Thais — “Alessandria (Massenet) Baritone
solo, in Italian, orch. accomp..... iovanni Polese

Tannhiuser—"Q du mein holder Ahendstern’

(Wagner). Baritone solo, in German, orch
accomp. l.-rltz Feinhals

28123 La Sonnampula—**Come per me sereno ’—Cava-

tina (Bellini) Soprano solo, in Ttalian, orch.
accomp. aria Galvany

28124 Die Meistersinger—"Preislied” (Wagner) Tenor
solo, in German, orch. accomp...... Heinrich Knote

28125 l\hgnon—”Polonanse” (Thomas) Soprano solo, in
French, orch. accomg .Blanch Arral

28126 Prophete—Ah' mon fils! (M y becr) Con-
tralto solo, in French, orch. accomp...Marie Delna

28127 L’Afncana*“() Paradiso!” (\Ieyerbecr) Tenor
solo in Italian, orch. accomp....... Carlo Albani

EDISON'S DAUGHTER TO WED.

Miss Madeleine Edison, daughter of Thomas A.
Edison, the inventor, is to be the wife of an in-
ventor, John Eyre Sloane, son of Dr. and Mrs, T.
’Connor Sloane, of South Orange.

Mr. Sloane is a young man, but he has already
obtained a number of important patents, from
which he derives an ‘ncome. He worked for some

28119

time with Edison, but met Edison’s daughter in a
conventional social way.

Miss Edison is an earnest worker in the Orange
Methodist Church, while her prospective husband
Roman Cathelic

is a devout member of the

Church.
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LATEST PATENTS RELATING TO TALRING
MACHINES AND RECORDS

(Special to The Talking Machine World.)
Washington, D. C., Dec. 9, 1912

Neepre ror TALKING Macuines. Walter B.
Nichols, Lexington, Ky. Patent No. 1,045,593.
This invention relates to improvements in needles

r use in talking machines, and the object of the
invention is to provide a needle which may be
made of wood or fibrous material and at the same
time have a number of needle points, thereby pro-
viding a multiple needle.

In its preferred embodiment this invention has
a plurality of indi-
vidual points con-
nected together by
curved  surfaces
whereby a file or
tool of the proper
character may be
employed to file or
grind the curved
surfaces so as to
renéw the needle
points when worn.

In the drawings
accompanying and
forming part here-
of: Figure 1 rep-
resents part of a
talking  machine
having a needle made in accordance with
the invention connected with the sound-box there-
of Fig. 2 is a perspective view of the needle
detached. Fig. 3 is a view partly in section of
the multiple needle in a sound-box. Fig. 4 is a
view of a modified form.

ProNoGRAPH-REPRODUCER.  Thos. A. Edison,
Llewellyn Park, Orange, N. J., assignor to Thos.
A. Edison, Inc. Patent No. 1,046,159.

This invention relates to reproducers for phono-

graphs and more

P’ ‘ ‘“ particularly to that
Sl 1 type which is

I \ adapted to operate

a2 /ﬂ\ upon a sound rec-

7 L'—i‘“f‘: r t]J ord in the form
o - of a groove hav-
T RN ing elevations and
Ty \\ depressions corre-

—/ sponding graphi-

H cally to the orig-

# || inal sound waves.
The object of
the invention is to
: secure a louder
\‘_-—/j -~ and more perfect
— reproduction than
can be obtained from the ordinary form of re-
producer, or to secure a reproduction of equal
loudness with less wear upon the record. Wth this
end in view there
is employed a pair
2 of reproducer styl-
s uses arranged one
slightly in advance
of the other, with
z respect to the rec-
ord groove.
~ In an application

Fir s —. for letters patent
“ 7z )| filed concurrently

P 21 ! herewith, there is

= L described and

4 broadly claimed a

| reproducer con-

&_"/ = % structed on this

principle and spe-

cifically claimed that form in which both styluses

are carried by single lever which is mounted on
a single floating weight. .

The present invention relates to an improved re-
producer in which the two styluses are mounted
upon separate stylus levers, which are mounted
preferably upon separate floating weights, pivoted
so as to have independent movement, and said
stylus levers may be connected either to the same
point of a single diaphragm or to different parts

of a single diaphragm, or they may be connected
to separate diaphragms if desired.

Fig. 1 is a side elevation, partly in section, of a
reproducer constructed in accordance with the in-
vention, and showing the two stylus levers con-
nected to different parts f a single diaphragm;
Fig. 2 is a bottom plan view of the reproducer of
Fig. 1; Fig. 3 is a similar view of a reproducer in
which the two stylus levers are connected to the
center of a single diaphragm; Fig. 4 is a plan
view of the diaphragm of Fig. 1, and Fig. 5 is a
section on line 5—& of Fig. 4.

PaonoGraPH DEeTerMiINING Device. Thos. A.
Edison, Llewellyn Park, Orange, N. J,, assignor by
mesne assignments to Thos. A. Edison, Inc., West
Orange, N. J. Patent No. 1,046,414

This invention relates to determining devices for
phonographs or talking machines, this application
being a division of application Serial No. 180,998,
filed November 13, 1903, for apparatus for record-
ing sounds.

The object of the invention is to provide a de-
vice for supporting the body of a phonograph re-
corder upon the surface upon which a record is
being made, and to provide suitable means for ad-
justing the relative position of the supporting de-
vice and the body of the recorder while the ma-
chine is in operation and the record surface is re-
volving.

The supporting device is preferably a ball of
sapphire or other jewels. It is’ to be understood
that the weight of the recorder is borne by this
ball which rides upon the surface of the rotating
record blank, the depth to which the recording
stylus may enter the surface of the blank depend-
ing upon the maximum distance the stylus may
project below the
5 supporting ball. Tt
is important in re-
cording that the
position of the

n supporting ball or
Zod @ determining device
may be adjusted
while the machine
is running, since
the depth of cut
of the recording
stylus may require
readjustment dur-
ing operation to
conform to the varying conditions which may be
met.

Fig. 1 is a bottom plan view of a record show-
ing the preferred form of this improved deter-
mining device. Fig. 2 is a sectional view thereof
taken on line 2—2 of Fig. 1. Fig. 8 is a sectional
view taken on line 3—3 of Fig. 2; and Fig. 4 is a
front view of the body of the recorder.

Sounp Recorp TaBrer. Jacob B. Moses, Dallas,
Tex. Patent No. 1,046,418.

This invention has reference to improvements
in sound record tablets and is designed to provide
a sound record tablet in which the sound grooves
may be in the form of a volute and in which space
for a label is provided without interfering with the
extension of the volute groove close to the center
of the tablet.

In accordance with the present. invention the
tablet is made substantially square; that is, either
with right angle corners or with ‘rounded or cut-
off corners, while the record receiving surface an
either one or both faces of the table, which latter
is made thin and flat, is so disposed that all the
space within a circle nearly or quite reaching the
sides of the tablet may be utilized for the sound
record groove while the label may be applied to or
produced in the spaces between the outer edges
of the sound record zone and the corners of the
tablet. Such a tablet cannot roll when set on edge
and the labels are more readily observable than
when located within the inner turn of the sound
record groove The inner turns of the record
groove may approach much closer to the axis of
rotation of the tablet than is possible with the
form of sound record tablet whgre the label is in-

terior to the sound record groove zone. Such a
form of sound record tablet is especially adapted
to be lodged in a

suitable case or

cabinet or other

holder, said tablets
may be brought
into close and par- /
allel relation and |
by being arranged
in spread count
order the labels
are readily visible
at all times, mak-
ing it unnecessary |
to remove the tab-
lets in order to |
observe the labels.

Figure 1 is a |\
face view of a
square sound rec-
ord tablet made in
accordance with the present invention, show-
ing the corners of right .angle shape. Fig.
2 is a similar view showing the corners
rounded. Fig. 8 is a detail section through a por-
tion of a tablet of one form. Fig. 4 is a detail
section through a portion of a tablet of other con-
struction than that shown in Fig. 8.

PronocraPH. Chas. L. Hibbard, East Orange,
N. J., assignor by mesne assignment to Thos.
A. Edison, Inc., West Orange, N. J. Patent No.
1,046,188.

This invention relates to phonographs, and more
particularly to that type of phonograph in which
the use of an end gate is dispensed with.

The principal object of the invention is the pro-
vision of novel and efficient means for supporting
the mandrel of a phonograph with sufficient rigid-
ity without the use of an end gate. In conformity
with this object, a rigid stationary tube is sup-
ported outside the mandrel of the phonograph and
extends therethrough, the mandrel being rotatably
supported upon the periphery of said tube, while at

the same time the driving shaft to which power
is applied to rotate the mandrel extends through
the stationary tube and is connected to the man-
drel rigidly or otherwise to drive the latter pref-
erably beyond the outer end of the stationary tube.

Referring to the accompanying drawing, form-
ing part of this specification, the figure represents
a vertical longitudinal section through the man-
drel of a phonograph equipped with the invention,
certain parts of the phonograph being shown in
side elevation.

CATALOG IN PORTUGUESE.

The Columbia Phonograph Co.’s export depart-
ment has just issued a handsome Portuguese cata-
log of 160 pages for distribution in Portugal and
Brazil. The first 41 pages are devoted exclusively
to Portuguese records, and the remaining pages to
Spanish, Portuguese and operatic selections. A
prominent feature of the catalog is the combina-

.tion alphabetical and classified index that occupies

several pages in the back of the booklet, and which
is of great value to Columbia dealers. The catalog
is adequately illustrated and is an admirable ex-
ample of Columbia export literature,

HOW TO MAKE BUSINESS.

It isn't the store that advertises and hustles
that complains of lack of businesss. Business is
in vour town—to be made. Advertising makes it.

The S. Hamilton Co., of Pittsburgh, Pa., is now
featuring the Victor line on the main floor, where
a number of special booths have been erected.
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Leading Jobbers of Talking Machinesin America l;

HARGER & BLISH

JOBBERS

VICTOR
EDISON

It's worth. while knowing we never
dubstitute a record. If it’s in the catajog
we've got it.

Dubuque, Des Moines and Sioux City
IOWA

Try Our Hurry-Up Service
on VICTOR,
EDISON and
REGINA.

We make a spacialty o petting
the order out on time—every time.

The Rudolph Wurlitzer Co.

Cincinnati and Chicago

% Twe points of supply; order Jrom.ths neorer

CHASE & WEST

DES MOINES, IOWA

Machines u Everything
Records Ic o r in stack all
Cabinets the time.

A&
Exclusively Victor Distributors

wioesae TO lowa Trade  rena

Send us your name and addressand we will mail you
postpaid | ill d fal giving etailed
information concerning all Victor pmduds Showing the
yaripus styles 8l Victor Machines, list ol all Victor Records.
the enlire line ol Victor Cabinets, Repair Parts-and all Ac-
cessories.  Dealers, let us help you build a Viclor business.

! PERRY B. WHITSIT
PERRY B. WHITSIT CO.,

|| 213 South ‘High Street,

wsgisens. JOBBERS

Phonographs
#nd Rewords

Columbus, Ohlo.

lnd Raeord-

i

L. M. “’EL.LE!j

|
fl
I
i
|

Vlo!or I'-Illlng |

OLIVER Largest VICTOR Talking
DITSON Mhine Distributors  E£mi
COM:_ANY Sraar, "L..'——'n‘ o Vicioe
B o s T'-o N about our um:e- 5 ety

Every Jobber in this coun-
try: should be represented in
this department. The cost
is slight and the advantage
is great. Be sure and have
your firm in the January
List.

Where Dealers May Secure

COLUMBIA

Product

Ready, Full Stocks, and Prompt Deliveries
from Convenient, Shipping Centers all
over the United States.

Distributors
Atlanta, Ga., Colnmhia Phonograph Co., 132
Peachtree St.

Baltlmore, Md., Columbla Pbonograph Co., 204
W. Lexington St,

Birmingham, Ala;, Columhia Phonograph Co,,

1818 Third Ave,

Boeton, Mass., Columbla Phonograph Co., 174
Tremont_ St.

nuﬂnlo, N Y., Columhle Phonograph Co., €22
Alal

Chlcngo, lll, Colnmhla. Phonograph Co., 101 N.
Wa Ave,

Clncinnatl, 0., Columhia Phonograph Co., 117-
119 W, Fourth St.

cle\'eland, 0., Columhlu Phonograph Co.,, 913

Euclid Av
Dullul. 'I‘ex «y Cofumhla Phonograph Co., 1403 Main

Denvc:r, Colo., Columhia Storea Co., 503-507 Six-

oth £t
Detro!t. Mich., Colnmhia Phonograph Co., 114
Broadway.
Hnlit(org. Conn., Columhis Phonograph Co., 719
Mal

Indlanapolls, 1nd., Columblu Phonograph Co.,
271 N. !’ennaylunl .

Kannnl Clty Mo., Coluwhia Phonograph Co.,
1112 Grand Ave

Livingaton, Mont., Scheaber Drug Co

Lows Angeleu. Cal., Colnmhis Phnnozuph Co.,
420-422 8, Bmaduly

Loulnvllle. Ky.. Baldwlo’a Store, 4235
South Fonrth S

Memphis, 'K‘enn «» 158 South Maln St.

Milwnukee, Wis., Albert G. Kunde,

Muslc

516 Grand

Ave,

)llnnenpoll-. Minn., Columhla Phonograph Co.,
424 Nicnllet Ave.

New llaven, Conn.; Colnmhia Phonograpd Co.,
23 Chureh St

La., Colamhia Phonograph Co.,

New York City, Columhia Phonograph Co.. 89
Chambers St.; Columbia Pbonngrapb Co., 33-37 W.

23¢ Bt.; CSlumhla Thonograph Co., 80 W. u:m:
8t.; mrooklyn) Columbla 1'honograph Co., 1372
Rmndnnv

Omnhn, ):br. Columbla Phonograph Co., 1311

Farnam
l’hlludelnhla, Pa,, Peonaylvanla Talking Mach,
Co., 1100 Cheatnut St.

l‘lt(uhur:, Pa., Colamhia Phonograph Co., 101

S xth St.
Porﬂund, Me., Colnmbla Thonograph Co., 530
Congress St.
Portlanfl, Ore., Columbla Phonograph Co., 871

Washington St.
Ellers ’lana Honse, Portland, Ore.
Providence, R. I, Columhla Phonograph Co.,
119 Westminater St,
Rochester, N. Y., Columhla Phonograph Co., 88
South Ave,
Sacrnmenta. Cnl.. Kirk, Geary &
Salt Lalke City, Utah, Daynes B(-ebe Maate Co.,
45 Maln St
San Franclaco, Cal.. Columbia Phonograph Co.,
834 Sutter St,
Senttle, Wash., Columhia Phonograph Co., 1311
Firat Ave.
Ellers h\Jush‘ Honse, 3d and University Sts., Secattle,
Was
Spokane, Wash,, Colomhla Phonograph Co., 818
Sprague Arve,
Springfleld, Mnss., Columbia

Phonograph Co.,
208 Worthington St.

St. lLounis, Mo.. Columhia Phonograph Co., 1008
Olive St

St. Pnul, Minn., Columhia Phobograph Cs., 20
E, Seventh St.

Terre llante, Ind., 23 N, 6th St

Toledo, 0, Colnmhla Phonogrnph Co., 229 Snpe-
rior St.

Washington, D C., Colnmhia Phonograph Co.,
1210 G Sf., N.

Wlillmington, Del Phonograph Co.,
810 Market St.

DEALERS WANTED—Exclusive selling rights
given whare we are not actively represented.

Write for particulars to the Columbia Phono-
graph Co., Wholesale Department, Tribune Building,
New York.

Colnmbia

Headquarters «for Canada:
Columbia Phonograph Co., McKinnon Building,
Torento, Ont.

You should
get this

sample package
of

Puritone Needles—
sent free wmm—

Puritone Needles should pay you a
good profit. It costs nothing to
sell them because you have your
orgamization,

To help you we will print special en-
velopes with your name and busi-
ness; every envelope gives you
profits and free advertising.

You will be advertised, too, by the
satisfaction-qualities of the needles;
owners of machines will regard
yours as the best needle store; this
will build your business.

Get this sample package, telling us
who’s your jobber, and find out the
goodness of Puritone Needles, built
of experience, material and brains.

JOHN M. DEAN

PUTNAM, CONN.

[

PACIFIC COAST
Victor Talking Machines ,.223,¢
STEINWAY PIANOS—LYON & HEALY

| Sherman, Cl:Ly & Co.

DISTRIBU-
TORS OF

"OWN MAKE"” BAND INSTRUMENTS
San Francisco Portland
Oakland Les Angeles

— e

NEW ENGLAND ﬁ‘
JOBBING HEADQUARTERS 1

EDISON AND VICTOR

Machines, Records and Supplies.

THE EASTERN TALKING MACHINE CO.

177 Trement Sireel . :

| T

BOSTON MASS l’

Edison Phonograph Distributors

Houston Phonograph Co., HQUSTON.

for the SOUTHWEST
Al Forelgn Records in Stock

STANDARD TALKING MACHINE CoO.

PITTSBURCGCH,

PA.

Exclusive Victor Distributors
‘“If it’s made we ship it the same day order is received ™
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Amberola [II—the latest
EDISON PHONOCRAPH

THERE are people near you who have not

bought a phonograph because they pre-
ferred an Amberola—but cquld not afford it.

; ANYONE who really wants a superior
Z ‘instrument can afford Amberola [l at

$125.00. It 1s profitable for the dealer because

it is both an aristocrat and a bargain.

W Get yours from your Edison jobber.

THOMAS A. EDISON, Inc., 59 Lakeside Ave., Orange, N. J.




