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“HIS MASTERS YOICE

REG. U.S. PAT. OFF.

The best-known trade mark in the world

*The Victor talking machine’s design, ‘His Master’s Voice

has become a household word, and the quaint little fox terri
attention before the horn 1s familiar to more Americans «
of the world’s great masterpieces ”— Collzer’s VWeekly.
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INSTALLATION FOR THE AEOLIAN CO.

Unico Demonstrating Booths

INSTALLATION FOR NEAL, CLARK & NEAL CO.

Will Sell MORE Player-Pianos

These booths are built on the Unit system; can be taken down and put up again in a
few hours; made in multiples of three feet, so you can enlarge or reduce your booths as

desired, and without labor charges. Every

Unit is interchangeable.

Made in eight regular designs, and are both SOUNDPROOF and DUSTPROOF.

Woods furnished: Oak, Birch, Quartered Oak and Makogany. Special finishes on order.
Unico Booths increase the sales of Talking Machines, Player-Pianos, Music Rolls and
records, for customers always buy better goods—and more goods-
The cost of Unico Booths is less than you would pay in your own City, irrespective of

our Patent Construction and Superior Quality.
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What the Aeolian Co. says about
| Unico Booths.

Illustrated Catalog and Prices
Mailed Upon Request

Just look at this partial list of high-grade houses
where Umco Demonstrating Booths are selling more

Player-Planos.

Lyon & Healy

Rudolph Wurlitzer Co,
Frederick Piano Co.
Pease Piano Co.
Gimbel Brothers

John Wanamaker

Krell Piano Company
E. F. Droop & Sons Co.
Aeolian Company

Lyric Piano Company
Fulton Music ‘Company
Humes Music Company
Clayton Piano Co.
Cunningham Piano Co.
R. H. Macy & Company
B. S. Porter & Son
Neal, Clark & Neal
The Aeolian Company
The Aeolian Company
Koerber-Brenner Co.
The Allen-Johnson Co.

Blackman Talking Machine Co.

D. S. Andrus

Stewart Bros.
Bloomingdale Bros.

Block & Kuhl Co.

Paul, Gale Greenwood Co.
Jas. McCreery & Co.

Linn & Scruggs Dry Goods Co.

Steger & Sons Piano Co.
Story & Clark Piano Co.

Geo. W. Smith & Co.

Sloane Street and
Powelton Avenue

PHILADELPHIA

with artistic surroundings.

Chicago, Ill
Cincinnati, O.
Plttsburgh Pa.
Brooklyn, N. Y.
New York City.
Philadelphia, Pa.
Cincinnati, O
Baltxmore, Md.
New York City.
Cincinnati, O.

Waterbury, Conri.

Columbus, Ga.
Salt Lake City.
Philadelphia, Pa.
New York City.
Lima, Ohio.
Buffalo, N. Y.
New York City.
Cincinnati, O.
St. Louxs, Mo.
Eau Claire, Wis.
New York City.
Elmira, N. Y.
Columbus, Ohio.
New York City.
Peoria, Il
Norfolk, Va.
New York City.
Decatur, Il
Newark, N. J.
Chicago, IIL
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METROPOLITAN PHONO CO. FORMED.

New Concern Takes Over the Retail Business
of Benj. Switky—Headed by Wm. S. Fin-
berg, President, and David Kahn, Secretary
and Treasurer—Business to Be Developed.

The Metropolitan Phono Co., Inc., recently or-
ganized and incorporated under the laws of New
York, formally took over the retail business ot
Benjamin Switky, the Victor distributer at 9 West
Twenty-third street, New York, on October 5,
following Mr. Switky's announced intention of
confininng hiinself to the wholesale business ¢x-
clusively in the future.

The officers of the new company are William S.
Finberg, president, and David Kahn, secretary and
treasurer. Mr. Kahn is already well known to the
trade, having joincd the retail staff of Mr. Switky
about ten years ago as errand boy and working
up steadily to a position that represented what
was practically the management of the retail busi-
ness. 1lis knowledge of the talking machine busi-
ness in general and the retail cnd in particular
should ensure his success in the new venture. Mr.
Finberg is a prominent real estate man and is
amply supplied with capital.

Mr. Kahn, who will look after the actual man-
agement of the business, will retain the present
staff of the store and also make several additions
necessary to the development of thc business.

THE OPERA IN THE HOME.

In Lieu of Its Presentation in the Opera House
Emphasized by the New York Talking Ma-
chine Co.—Clever Window Display, Based on
Cartoon, Attracts Wide Notice.

The New York Talking Machine Co., 81 Cham-
bers street, New York, Victor distributer, intro-
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duced recently a special window display which is
attracting the atiention of all passers-by on Cham-
bers street. This display, which was conceived by
J. T. Owens,"of the company’s staff, embodies a
number of timely attributes which givc it unusual
distinctiveness.

The display is based on a cartoon which appeared
in a local newspaper entitled, “If the opera stars
can’t come back in time—why not this at the Met-
ropolitan?' and showing the wooden figures of
Caruso, Scotti and Farrar standing in front of
talking machines with notes issuing from their
mouths, which in this drawing arc thc big ends of
the phonograph horns.

Mr. Owens decided that the opera “Mme. But-
terfly” would well carry out the idea of the cartoon,
and a cut-out display of an opera house was de-
signed with the evening’s performance scheduled
as “Mmec. Butterfly” and the appearing artists as
Caruso, Scotti, Farrar and Homer. To carry out
the plan bulletin boards listing all"the Victor rec-
ords from this popular opera were placed on either
side of the opera house and actual scenes from the
opera clipped from the Victor Book of Operas

Grand Opera Window of New York Talking Machine Co.

were also displayed in bulletin form. The com-
pleted display was perfect in every detail and well
deserving of the praise it received.

POMMER BUSINESS TRANSFERRED.

Ellas Marx Co. Takes Over Talking Machine
Business of A. J. Pomner Co., Sacramento.

(Special to The Talking Machine World.)

SacraMENTo, CaL., October 9.—The A. J. Pom-
mer Co., one of the largest talking machine.houses
in the interior of California, has just closed a deal
whereby its business is transferred to the Ellas
Marx Co., a leading piano house of this city. The
name of A. J. Pommer has for many years bven
prominently identified with the piano and talking
machine business >f California, the piano depart-
ment having been -discontinued a few years ago;
while the Ellas Marx Co., whose standing is ma-
terially increased by this deal, 1s known as one of
the pioneers of the trade of central Califorma.

FORESEES END OF DEPRESSION.

Optimism, John Wanamaker Says, Is Great
Need in the United States Now.

(Special to The Talking Machine World.)
Puivaperpaia, Pa, October 8—John
maker expressed his firm belief that the present
business depression is only temporary in an address
at a luncheon at the St. James recently, attended
by members of the \Walnut Street Business Asso-
ciation, Rotary Club and AMerchants and Manufac-
turers’ Association.

“Business is in a condition of unpleasantness, un-
lealthfulness and fear,” he said. “Our present
need is to discover the best way to get business on
to the double track of safety, out of the darkness
into light, to find a way for couragcous feet and to
see a vision of returning good times.

“My great hope, in-
deed I may say my firm
belief to-day, is that this
condition is only tempo-
rary. W can shorten it
and it is our duty not to
talk down but to talk up.
We must first get our-
selves in an optimistic
frame of mind, for the
man who is discouraged
can discourage the man
who is next to him. Ifa
man has health and
strength he has no right
going about with a long
face, as he only malkes
things harder for himself
and for those about him.

“We have gone through
a hard time, but conditions that exist are here, and
are not simply the result of politics or of war in
Europe. The tariff has had a great deal to do
with the unrest, the mills closing because capital
cannot be had as usual.

“As for the income tax, it is good, sound sense
to make the rich men bring out their money, but it
touches all such as ourselves, for there is just that
much money less in circulation. I have no fault to
find. We elected splendid people who notified us
in advance what they would do. We are talking
now not of cause, but of effect.

“In all cities business men have been affected by
the present condition of banking capital. The Fed-
eral reserve act will work out great good. Money,
however, is like merchandise—the highest bidder
gets it.”

Wana-

The West Music House, one of the oldest
music houses in Joliet, Ill, has recently remod-
eled its quarters to make room for new demon-
strating booths in the Victor talking machine
dcpartment. This branch of the business is
steadily expanding,

MOVED TO NEW QUARTERS.

Humes Music Company of Columbus, Ga., Now
Has One of the Finest Talking Machine De-
partments in South—Install Unico Booths.

(Special to The Talking Machine World.)

CoLumBus, GaA., October 6.—In moving from
their old location to their new store at 1032
Broad street, the Victor talking machine depart-
ment of Humes Music Co. has undergone quite a
change. In place of the improvised display room
in the back of the store it is now in the front of
the store and is equipped with two sound-proof
demonstration rooms of Unico construction.
C. C. Gibson formerly of Phillips & Crew Co.,
\tlanta, is in charge of this department and is
anticipating quite a large increase in business this
season.

COLUMBIA MANAGERIAL CHANGES.

Recent Changes and Transfers of Managers in
the Various Branches of the Columbia Co.
Throughout the Country.

The Columbia Graphophone Co. announced last
week a number of important changes concerning
the personnel of the managers of its various
branches throughout the country. It is interesting
to note in this connection that the company in
making the changes and transfers has followed its
successful policy of promoting the men who have
been in its employ for any length of time in
preference to securing the services of outsiders.

Frederick Dennison, manager of the Baltimore
headquarters of the Columbia Co. for several
years, has becn placed in charge of the Detroit
branch, where he will be given a broader field for
development and expansion.

George A. Baker, assistant manager of the Co-
lumbia Co.’s wholesale establishment at 89 Cham-
bers street, New York, has been promoted to the
management of the Baltimore store, an advance
that he well deserves.

Kenneth Johns, formerly manager of the De-
troit store, will join the Columbia Co.'s offices in
New York, occupying an important post.

J. D. Westervelt, formerly agency supervisor
of the Dictaphone division of the Columbia Co.,
has assumed charge of the Dictaphone business of
the Pennsylvania Talking Machine Co., Philadel-
phia, Pa.

T. L. McManus, a special salesman from the
executive offices of the Dictaphone department,
has been placed in charge of the Springfield,
Mass., branch of the Columbia Co.

VICTOR CO. TO BUY 2,000 BALES.

Orders Bale of Cotton Through Every Victor
Dealer in Cotton Belt—A Big Total.
(Special to The Talking Machine World.)
AzLaNTA, GA., October 9.—The “Buy-a-Bale-of
Cotton” movement Monday morning is given an-
other big boost by a purchase of 2,000 or more
bales at 10 cents a pound by the Victor Talking

Machine Co., of Camden.

The company will buy one bale through each

of its dealers in the cotton belt, and it has at least
2,000 dealers and probably more in this section.
The cotton is to be bought by the dealers direct
from farmers and is to be shipped to the com-
pany's warehouse in Philadelphia.
- The Elyea-Austell Co., of this city, which is
a Victor distributer here, and the wholesale rep-
resentative. made the announcement of the com-
pany’s big purchase, which amounts to $100.000
or more. The purchase, in fact, is the direct re-
sult of solicitation on the part of the Elyea-
Austell Co. It took the “Buy-a-Bale” matter up
with the Victor Co. when the movement started
several weeks ago. It suggested that the Victor
Co. buy 250 bales, and the company responded by
buying 2,000 bales,
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PACIFIC COAST DEALERS PLACING LIBERAL ORDERS.

Jump in Wholesale Business Indicates Faith in Coming Holiday Season—Elaborate Colum-
bia Exhibit for Panama-Pacific Exposition—New Edison Shop Opens in San Francisco
—Encouraging News from the Interior—New Stores Recently Opened—News of Month.

(Special to The Talking Machine World.)

San Francisco, Car., October 3.—There has
been a notable wholesale movement of talking ma
‘hines during the last few weeks. Dealers through-
out the country have been in the market for both
talking machines and records;: and the general ex-
pectation seems to be for a good lively fall and
winter tradc. The orders have not as a rule been
particularly large; but they have been numerous
and have been restricted to no particular section of
the Coast territory. With the close of the harvest
season and the advent of money received from tne
sale of these, country retail business has also begun
to pick up. though the heavy selling in the country
will not come till a little later. City retail trade
is also showing signs of the regular fall activity.
and thc general talk around the talking machine
departments is of the optimistic sort. The fact
that in practicaliy all cases where there is any re-
modeling being done at the music houses there is
also an enlargement of the space allotted to talking
machines shows what the dealers are expecting of
the fall and holidays.

Planning for Elaborate Columbia Exhibit.

W. S. Gray, manager of the Pacific Coast terri-
tory for the Columbia Graphophone Co., reports a
good start made on the fall trade, the volume
of the business done to this date being somewhat
larger than for the same date last year. The open-
ing of new talking machine departments by music
dealers and others in the smaller cities and towns
of the Coast being more noticeable than usual. Mr.
Gray is now beginning to give some little thought
to the exhibit which thc Columbia people will put
in at the Panama-Pacific Exposition. The expo-
sition buildings and grounds are now all complete
ang ready for the installation of exhibits, and ex-
hibitors are beginning to work out their plans in
detail. A fine showing of Columbia machines and
records was made by the Wasserman-Gattmann
Co.. of Sacramento, Cal, at the California State
Fair in that city last week.

Formal Opening of New Edison Shop.

The new Edison shop on Geary street has been
the big thing in the San Francisco talking machine
trade for the past two weeks. This store held its
formal opening on September 24, and on that day
and on each succeeding day has been offering
special concerts for the entertainment of visitors.
The new store and the daily concerts have been
given a liberal adverfising, running from half to
whole pages in the daily papers, and Manager

James 8. Baley reports that results have been of
the most cheerful sort. On the opening day con-
certs succeeded each other almost without inter-
mission from 830 in the morning until 5 at night
A total of more than ninety numbers were given.

Take Advantage of Los Angeles Fashion Show.

The Fall Fashion Show at Los Angeles during the
week of September 21-26 was utilized by the Los
Angeles music houses as a sort of fall opening for
the retail talking machine departments. Special
window displays avere made by nearly al] the larger
storcs. A number of the stores, including the Geo.
J. Birkel Co. the Wiley B. Allen Co. and the
Southern California Music Co., were given special
mention by the press in the write-ups of the Fashion
Show.

Remodeling Store in Santa Barbara.

The talking machine store of Ralph M. Paulin,
at Santa Barbara, Cal, is now in the midst of a
general remodeling and refitting. An artistic en-
trance has been put in connecting Mr. Paulin’s
store with the piano store of the Brown Music Co.
New demonstration rooms have been added, and
the reception room has been refitted.

More Space for Eilers Department.

Manager Rothermel, of the talking machine de-
partment at the Eilers Music Co., ‘San Francisco
store, has prevailed on the company to grant him
some valuable additiomral ground floor space in the
big Market street store. The growth of business
in his department and the prospects for a very busy
fall left the department a little short of demonstra-_
tion rooms. A special demonstration room for Edi-
son disc machines has now been completed.

Adds Talker Department in Modesto, Cal.

H. Hinz, a well-known music man of Modesto,
Cal., who has been in business in that county for
many years, has now added a talking machine de-
partment {o his store. In this, he has associated
himself with J. J. Morgan, of San Francisco, who
was formerly manager of the talking machine de-
partment of the Emporium department store.

Preparing for Big Season in San Diego.

The San Diego store of the Southern Califoriuia
Music Co., is preparing for a big season in the
talking machine department, partly as a result of
the uear-by opening of the Panama-California Ex-
position in that city, and partly as a result of nat-
ural growth. Arrangements are being made to
handle additional business. The management of
the San Diego store has now been placed in chaige
of Leonard Newton, for several years manager of

the talking machine end of the Los Angeles store.
Mr. Newton took up his new work about the
middle of September.

New Department in Visalia, Cal.

A complete talking machine department will be
installed in the new music store of the Wiley B.
Allen Co., at Visalia, Cal. A good location las
been secured on North Court street. T. F. Sibiey,
of. Visalia, will be in charge of the store, the special
talking machine man having not yet been selected.

Clark Wise & Co. Expand.

Clark Wise, of Clark Wise & Co., Geary street
dealers, say that they have again found it necessary
to take additional space for their talking machine
department. Some additional demonstration rooms
have been added in preparation for the normal fall
increase in business,

Increases Stock of Edison Products.

The Curtis & Henkle Drug Co., of San Jose,
Cal, has expanded its talking machine department
and is now carrying a larger stock of Edison
machines and records than ever before. Arrange-
ments have been made to get in shipments 6f new
Edison records each week.

New Stores and Changes.

L. C. Ackley, of San Fernando, Cal, has se-
cured a new location, which 1s now being put in
shape. He expects to get moved within a couple
of weeks,

W. D. Evans, of Antioch, Cal, will shortly or-
ganize the Contra Costa Music Co., to take over his
business with the idea 6f doing a little expanding.

R. Hosmer has opened at Berkeley, Cal, with a
line of talking machines and other musical goods.

The Burditt Piano Co., which opened a music
store at Pomona, Cal, a few weeks ago, has put
in a complete line of Columbia machines, and is
preparing to give this line a good representation
during the fall and winter.,

A. L. Gardner, of Bakersfield, Cal,, was a trade
visitor in San Francisco a couple of weeks ago.

DEALERS’ ASSOCIATION TO MEET.

J. G. Bremner, president of the Eastern Talking
Machine Dealers’ Association, states that, with
the opening of fall, the regular meetings of
that body will be resumed for the discussion of
various trade questions. The date of the first fall
meeting has not yet been announced, but will be
decided upon soon.

An American Consul in England reports a com-
pany in his locality desirous of securing names
of American manufacturers of talking machine
motors and fittings. Manufacturers wishing “to
communicate with this company should address the
Bureau of Foreign and Domestic Commerce, De-
partment of Commerce, Washington, D. C, re-
ferring to Foreign Trade Opportunity No. 13739.

The Success of Your Talking Machine Department

Is to a large extent dependent upon the service your distributor gives you.
This admitted makes it important that you secure the best service obtainable.

AND THAT IS EASTERN SERVICE

To use it is to swear By it not At it.

May we not have the opportunity to convince you that our service is exceptional?

EASTERN TALKING MACHINE COMPANY

177 TREMONT STREET, BOSTON, MASS.

VICTOR

EDISON

| FOR NINETEEN YEARS TALKING MACHINES EXCLUSIVELY l

L._m
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Victrola XI,

$100
Mahogany or oak

“Will there be a Victrola in your home this Chris

Victrola VI, $25
Oak

Victrola 1X, $50
Mahogany or oak

Victrola XVI, $200
Mahogany or oak

mas !’

This important question will confront the people of the whole country right on

until Christmas.

It is the key-note of our nation-wide holiday advertising campaign, and its force will send
thousands of customers into the stores of Victor dealers everywhere.
It will help to make this the biggest holiday season you ever had—even ahead of the

phenomenal business of last Christmas.

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—
There is no other way to get the unequaled Victor tone.

the combination.

“HISMASTERS VOICE"
REC.U.S PAT. O,

Victor Distributors

Albany, N. Y........Finch & Hahn.
Altoona, Pa. ......... W. F. Frederick Piano Co.
Atlanta, Ga. Elyea-Austell Co.
Phillips & Crew Co-
Austln, Tex. ........ The Talking Machine Co., of
Texas.
Baltimore, Md........ Cohen & Huihes, Inc.
Droop & -Sons Co.
Eisenhrandt Sons.
Bangor, Me. ........ Andrews Music House Co.

Blrmingham, Ala..... Talking Machine Co.

Boston, Mass.........Oliver Ditson Co.

The cEastern Talking Machine

M. Steinert & Sons Co.
Brooklyn, N. Y....... American Talking Machine Co.
Buffalo, N. Y......... W. D. Andrews.

Neal, Clark & Neal Co.
Burllngton, Vt........ American Phonograph Co.
Butte, Mont... .Orton Brothers.
Chicago, Ill............ Lyon & _Heali;I

The Talking Machine Co.

The Rudolph Wurlitzer Co.
Clnelnnatl, O......... The Rudolph Wurlitzer Co.
Cleveland, O.......... The W. H. Buescher & Sons Co.

The Collister & Sayle Co.
The Eclipse Musical Co.

Columbus, O Perry B. Whitsit Co.

Dallas, Tex.. .Sanger Bros.
Denver, Colo.......... The Hext Music Co.

The Knight-Campbell Music Co.
Des Molnes, la....... Chase & West Talking Mach. Co

Mickel Bros Co.

Detrolt, Mlch......... Grinnell Bros.

Elmira, N. Y... ..Elmira Arms Co.

El Paso, Tex.. ..W. G. Walz Co.
Galveston, Tex.......Thos. Goggan & Bros
Honolulu, T. H......Bergstrom Music Co., Ltd.
Indlanapolls, Ind..... Stewart Talking Machine Co.
Jacksonvllle, Fla..... Florida Talking Machine Co.

Kansas Clty, Mo..... J. W. Jenkins Sons Music Co.
Schmelzer Arms Co.

Lincoln, Neb......... Ross P. Curtice Co.

Little Rock, Ark O. K. Houck Piano Co-

Los Angeles, Cal..... Sherman, Clay & Co.
Loulsville, Ky........Montenegro-Riechm Music Co.
Memphls, Tenn.......0. K. Houck Piano Co.
Mllwaukee, WIls......Badger Talking Machine Co.
Moblle, Ala...........Wm. H. Reynolds.
Montreal, Can........Berliner Gramophone Co., Ltd.
Nashvllle, Tenn. ..0. K. Houck Piano Co.
Newark, N. J......... Price Talking Machine Co.
New Haven, Conn....Henry Horton.

New Orleans, La..... Philip Werlein, Ltd.

New York, N. Y..... Blackman Talking Machine Co-

Emanuel Blout.

C. Bruno & Son, Inc
1. Davega, Jr., Inc.

S. B. Davega Co.

Landay Brothers, Inc.

New York Talking Machine Co.
° Ormes Inc.

Silas E. Pearsall Co.

Benj. Switky.

Nebraska Cycle Co.
A. Hospe Company,
Feoliley 0 5o = aocoaaee Putnam-Page Co., Inc.
Phlladelphla, Pa...... Louis Buehn.
C. J. Heppe & Son.
Penn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Son, Inc.
..C. C. Mellor Co., Ltd.
Standard Talking Machine Co.

Omaha, Neb....... »

Plttsburgh, Pa

Portland, Me......... Cressey & Allen, Inc.
Portland, Ore. .. Sherman, Clay & Co.
Rlechmond, Va The Corley Co., Ine,

W. D. Moses & Co.
Rochester, N. Y...... E. J. Chapman.

The Talking Machine Co.
Salt Lake Clty, UtahConsolidated Musie Co.
San Antonlo, Tex....Thos. Goggan & Bros.
San Franclsco, Cal....Sherman, Clay & Co.

Savannah, Ga.. .. Phillips & Crew Co.
Seattle, Wash.. ...Sherman, Clay & Co.
Sloux Falls, 8. D....Talking Machine Exchange.
Spokane, Wash....... Sherman, Clay & Co.

St. Louls, Mo........ Koerber-Brenner Music Co.
St. Paul, Minn W. J. Dyer & Bro.
Syracuse, N. Y. .W. D. Andrews Co.
Toledo, O......... .The Whitney & Currier Co.

.Robert C. Rogers Co.
E. F. Droop & Sons.

Washington, D. C..
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FAMOUS RECORD ALBUMS

AT VERY LOW PRICES TO MEET COMPETITION

These Record Albums will Pay for Themselves in a short Time by Preserving Records.

When Full the Albums are Flat and Even Like Books.
Cabinet or Book Case, or They will Lie Flat on One Another.

For Durability, Artistic
Design and Finish, our
Albums have no equal
They are made in the
most substantial manner
by skilled workman. We
sell our Superb Albums
at big discounts to meet
Shall we
send samples and quote

competition.

our very low prices ?
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They will Fit in a Library

DISC RECORD ALBUMS
ARE WHAT EVERY

Talking Machine Owner
MUST NOW HAVE

With the index they
make a complete system
for filing away all disc
Records, and can be add-
ed to, Album by Album,
as Records accumulate,
like books in a library.

THESE ALBUMS ARE THE BEST FOR VICTOR, EDISON,
COLUMBIA AND ALL OTHER DISC RECORDS

Write for samples of our Albums, which are superior to all others

‘address NATIONAL PUBLISHING CO., 235 South American St., Philadelphia, Pa.

ACTIVITY IN TWIN CITY TRADE.

Minnesota Phonograph Co. Opens Store in St.
Paul—Jobbers Report Heavy Demand for
Machines and Records—Talking Machine
Co, Giving Recitals—General News.

(Special to The Talking Machine World.)

MixneaPoLis and ST, Paur, MiINN, October 5.—
A new store opened last week in St. Paul under
the name of the Minnesota Phonograph Co. in the
triangle building at Sixth and St. Peter streets.
With fronts on three streets and in the heart of a
section that many students believe will be the com-
ing shopping district of St. Paul, the store is well
located for good business. William Lucker, the
manager, states that more than $5,000 has been ex-
pended in the demonstration booths and other
phonograph equipment, and the appearance fully
bears out the statement. While the store already
is occupied, it is not wholly completed and the
formal opening has been deferred. Edison phono-
graphs and Victor talking machines will be handled
on a large scale in this new place.

Victrola business is booming not only in Min-
neapolis and St. Paul, but throughout the entire
country, for which the Twin Cities are the job-
bing center, These houses know nothing about
war except that it brings them additional demand
for patriotic music records. There are ten Victor
stores in the two cities and all without exception
report their September business as the best ever.

The Talking Machine Co., Archie Matheis, man-
ager, inaugurated Thursday night a series of
weekly recitals. The plan which was tried last
season proved so attractive that it was resumed
again for the present season. The store was filled
to its utmost and the recitals will now be a regular
event until next summer. Mr, Matheis has pub-
lished a prospectus of his line which is" an attract-
ive little volume in every way. There was good
business since September opened, and things look
inviting for a good fall trade, A new crosstown

car line on Eleventh street is likely to bring a
great deal of additional trade to upper Nicollet
avenue, and the Talking Machine Shop will be in
line for its share.

Work is being rushed on the new Minneapolis
store of the Minnesota Phonograph Co. at 612
Nicollet avenue. The opening is set for Octoher
20. Manager Laurence H. Lucker is now in the
East, meaning Orange, N. J.,, to get additional
stock for the new shop. The old store at 515
Marquette avenue will be retained for general office
and storage purposes, but it is proposed to make

the new place the chief retail store, although it-

virtually will be a branch of the business. In cast-
ing up its records the other day it was found
that thirty-two pianos and three players had heen
taken in exchange for Edison phonographs during
the present year. The cylinder machines still sell
readily, but the people of means want the disc.

George W. Lyle, general manager of the Colum-
bia Graphophone Co., visited the Minneapolis and
St, Paul stores Saturday, October 3, and is believed
to have found business moving briskly.

DANCING EXHIBITION ATTRACTS

In Los Angeles, Where the Southern California
Music Co. Has Been Utilizing the Victrola
to Furnish Music for Two Prominent Artists,

(Special to The Talking Machine World.)

Los AnceLes, CaL., October 5—The Southern
California Music Co., of this city, live-wire Victor
dealer, has been utilizing the Victrola to furnish
music for two prominent dancers who have been
giving exhibitions in its store. These dancers,
Miss Norma Gould, assisted by Erwin Volze, have
been rendering interpretations of the latest dances
to the music of a Victrola with signal success. The
exhibitions have attracted crowds to the company’s
store, and the large attendance was so gratifying
that the company has decided to give instructions
and demonstrations twice a week to which the
public are invited to participate,

CONDITIONS IN THE SOUTH

Are Not as Favorable in a Business Way as
They Ought to Be Owing to the Farmers
Being Unable to Realize on Their Cotton,
Says E. N. Upshaw of the Elyea-Austell Co.
—Approves of World Editorial.

E. N. Upshaw, of the Victor department oi the
Elyea-Austell Co., of Atlanta, Ga., writes the editor
of The Talking Machine World under date of
September 20 as follows:

“Dear Sir:—We wish to express our approval
of your editorial in the current issue of The
World regarding the fallacy of the idea of armed
peace. It strikes the writer as quite a coincidence
that only last Sunday he heard one of the leading
ministers of the city in his sermon use almost
identically the same words in regard to this prop-
osition as your editorial uses.

“We consider that the demands of business men
and commerce in general will do more to promote
world peace than any other one thing, Even now
there is talk of the bankers and moneyed men of
Germany bringing pressure to bear upon the Em-
peror to force him into discussing terms of peace
with the other nations.

“General conditions throughout the South are
pretty much at a standstill owing to” the fact that
so far we have been unable to market our cotton.
The ‘buy-a-bale-of-cotton’ movement proposition
has done much to restore confidence, and very
likely by the time you go to press again the South
will be running along at least under normal condi
tions. Business is holding up to just about what
it was last September, and if the South can oniy
realize ou its cotton we will finish the fall with a
very decided increase over last fall: The South is
hit harder on account of the war than any other
section, owing to the closing down of the numerous
cotton mills in Europe, the Stock Exchange and
the tightening up of money which prevents the
disposing of its cotton at any price whatever,”
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Victrola 1V, $15 Victrola VI, $25 Victrola VIII, $40 Victrola IX, $50
Oak Oak Oak Mahogany or oak

“Will there be a Victrola in
your home this Christmas?”

That is the question being put before the entire
country in the extensive Victor advertising.

That is the question which is going to be settled in
thousands of homes—and settled to your satisfaction.

That is the question which will help to make a new
high record for Victor Christmas business.

So don't lose sight of the value to you of the Victor
holiday advertising and “Will there be a Victrola in your
home this Christmas?”

HIS MASTER'S VOICE" /4
L HEALE,

\ *
N

\
N

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 combination. There is no other
way to get the unequaled Victor tone.

Victrola X, $75 Victrola XI, $100 Victrola XIV, $150 Victrola XVI, $200

‘Mahogany or oak Mahogany or oak Mahogany or oak L Makogany or oak
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WINDOW TRIMMING FOR TALKING MACHINE DEALERS.

Ellis Hansen, the Well-Known Expert and Display Manager of the Wurlitzer Co., Chicago,
Says That Window Display Is the Best and Cheapest Kind of Advertising—Getting
“News Value' in Window Trims—Taking Advantage of Fads and Seasons for Display.

It was left to the youngest and, perhaps, the
most progressive branch of the music trade, the
talking machine dealer, to fully understand the
great advertising value of the show window. It
is now generally rcalized that a well-dressed
window display is the best and cheapest adver-
tising medwim at a retail dealer’s command. It
has grown stcadily and artistically until to-day it
overshadows in importance almost any other kind
of advertising. A successful display must not
only attract attention, but be pleasing and effi-
cient. Anything unusual will stop people, but un-
less it makes friends and sells goods, it is not a
successful display.

The talking machine dealers are fortunate in
having an article that is particularly well suited
for a successful window display. Talking ma-
chines and records are very suggestive. There is
always “something doing.’ Its close connection
with people .in the public cye makes it not only
possible, bat easy., to get that quality that news-
paper men call “news value” into a “talker”
trim.

Taking Advantage of Concert Tours.

To illustrate my point: Take the concert tours
of famous musical artists. Weeks before the ar-
tist arrives in your city the local paper contains
not only advertisements, but pictures and articles
about the concert. This is your chance to make

grateful hearts the joy and happiness contributed

by the famous composers of our sister nations

throughout the world. To all European countries

we extend our sincerest good fellowship along
= e

o¥ -
oA

concentrate your mind on the subject and have
a definite idea of the message you expect to convey.
It is not always beauty alone that counts, but the
idea that is behind the display. To illustrate
this, study picture Fig. 1. In this display I wished
to bring out strongly the wonderful versatility
of the Victrola. In the show window was placed a
collection of practically every modern musical in-
strument from a grand pia_no to a piccolo—harp,
violins,. ‘cellos, trombones, cornets, clarinets,
saxaphone, flute, bells, chimes, banjo, mandolin,

and' the Vac!
vy them il

@ ‘Wondlier 9

Fig. 1—A Striking
with our expressions of neutrality, fairness,
friendship and, n the undying words of our im-
mortal Lincoln, ‘With charity for all and malice
towards none’"”

Two American flags should be draped on either

Window Embracing a General Li

ne of Musical Instruments.
zither, accordeon, and many other instruments.
With each instrument was a Victor record made
by some celebrated artist on that particular in-
strument. Fifteen vocal records headed by Caru-
so and Melba and with pictures of each singer
were also used 1n the display. Con-
nected with each record and instru-
ment was a ribbon that extended to

a Victrola in the background. The
only show card read: “—— and
the V.ctrola contains them all.”” The
display demonstrated the point so
clearly that it attracted a great deal
of attention
Foreign Record Display (Fig. 2).
This display was put in recently

to advertise the new Swedish, Dan-
ish, Norwegian and Finnish records
used by the Victor Co. Hence the
Viking ships were used. These were
cut from heavy cardboard and
painted so that they stood out in
strong relief. A row of overlapping
records was placed along the side
of each ship in imitation of the

Fig. 2—Window Especially Devoted to Swedish, Danish, Norwegian and Finnish Records.

an effective display with the records of the ar-
tist. A large picture and a show card in connec-
tion with the records, plus the publicity in your
city papers will add a great deal of additional
mterest in your display, and, no doubt, result in
increased sales of that artist’s records. The only
expense a display of this sort will entail is the
cost of the picture and sign work.

News and Patriotism.

Another example of “news value’. Some
weeks ago President Wilson sent an appeal to
the American people to be strictly neutral and
careful in expressing opinions of the war in Eu-
rope on account of the many foreigners that
have made this country their home. This gave
me the idea for an unusual display. Make two
or three sfeps or shelves in your window and
arrange as many foreign records as there are
nations in Europe on the steps. Get small Eu-
ropean flags corresponding to the records (these
can be purchased in Jepartment storcs at 5 or 10
cents each). Have a sign made in the shape of
an American shield and fasten to this the record
of “The Star Spangled Banner.” Have the fol
lowing copy under the American record:

“All true Americans celebrated the one hun-
dredth anniversary of

“‘The Star Spangled Banner,

“written by Francis Scott Key, September 14
“1814 1914

“*‘The land of the {free’ also remembers with

side of the American sign and the small flags
should be arranged with each foreign record. A
display of this sort at the proper time will not
only make people acquainted with the fact that
you sell foreign records but also create a lot of
talk about your store.
How to Make an Interesting Display.

To make an interesting display you must first

; Worrzer B8

warriors’ shields that are always
shown in pictures placed this way.
On the sails of the first ship was written, “New
Victor Records from the land of the Vikings.” On
the second ship, “Victor Records in Twenty-six
Languages.” Notice the sea gulls flying in the di-
rection of the ships. These were painted on card-
board, cut out and extended by threads. The display
was considered very picturesque.
(Continued on page 9.)

S

Fig. 3—Utilizing Effective Publi

city for Effective Window Display.
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All the way from the announcement on
the front cover to the new Columbia
Grafonola “Leader” on the back, the
Columbia Record Supplement for
November is as sure a money-maker as
the mint.

(Write for “Music Money,” a book “full of meat’ for those
dealers interested in quick and frequent turnover of capital.)

Columbia Graphophone Company
Woolworth Building, New York

An Effective Dance Display.

In the dance display (Fig. 3) I have made
use of the Victor Co.’s advertisements. For some
time the Victor Co. has featured Mr. and Mrs.
Castle in the daily papers, illustraung the differ-
ent dance steps introduccd by these clever dan-
cers. These dance pictures gave me the idea
for this display. Thc background consistcd of
a2 large gate well adapted for window dis-
play purpose, from a classic Italian design, and
made of heavy cardboard, rcinforced at the back
with wooden strips so as to be self-supporting.
It was colored by airbrush and stood out in
strong relief. This gate, which I have named
“The Prunella,” may now be obtained in Chicago
by dealers for window trims. The life-sized
figures of the Castles were made from photo-
graphs enlarged to the proper size by the “solar
print” process and tinted in natural colors. On
the bottom of the figures were signs with the
names of the dances: Tango, Hesitation and
Maxixe. The lanterns in American colors were
obtained in a 10-cent store. The copy of the
sign in the center read as follows: “After your
vacation. Go on with the dance. The great ex-
ponents of modern dancing, Mr. and Mrs. Ver-
non Castle, now supervise the making of Victor
dance records. Come in and get illustrated in-
struction book, ‘How to Dance the One-Step,
Hesitation and Tango,’ with our compliments—
Waurlitzer.”

Ten dance records and two fine Victrolas com-
pleted the display—one of the most effective I
have ever designed. It ccrtainly seems easy for
Victor dealers to get ideas for displays. The
splendid and high-class pictorial advertising done
hy the Victor Co. offers new and timely sugges-

tions to the wide-awake dealer. The Voice of
the Victor, their house paper, has contained for
the last few months a number of well-written
illustrated articles on how to get up inexpensive
window displays. Full information about Victor
artists’ concert tours and many other useful hints
for Victor display purposes are printed, so there
seems no excuse for Victor dealers not to have
what, in my opinion, is the greatest aid to a
dealer, wecll-dressed and interesting show win-
dows.
Displays for National Holidays.

Decorate your windows on all national holi-
days. A few American flags and appropriate
records on such occasions are always in good
tastc. No other flag lends itself better for decor-
ative treatment than the Stars and Stripes.

It is a good plan to have a list of special dis-
play occasions and then get busy two weeks be-
fore the date of the display. It is rather un-
pleasant to be reminded of a display date in your
competitor’s window. 1 would suggest the fol
lowing list:

Opcning day of new records, Washington's
Birthday display, Valentine display, St. Patrick’s
Day display, Easter, Decoration Day, Fourth of
July, Vacation display, School record display,
Opening of grand opera, Thanksgiving display,
and Christmas display.

There is, however, one rule that should never
be lost sight of and that is that whenever you
use window effects such as flags, flowers, ribbons,
and all those things which the holiday season
gives an excuse for, always remember that after
all these are to be used only as a means of
attracting attention to the goods. They must
not be permitted in any possible way to over-

shadow or obscure the goods you have for sale.
Price Tickets and Show Cards.

Some dealers refuse to put price tickets on
their instruments. There really seems to be no
sound reason for not using a neat, well-written
price card. Men, especially, like to see prices
on goods before entering a store. I consider
price tickets as one of the things that make' a
display interesting. Nearly all newspaper ads
contain prices. Why not the show window?

Use good sign work. It does not pay to spoil
an otherwise well-dressed window to save a few
cents and get a cheap looking display. If you
use a number of show cards have thc general
appearance of them alike no matter if the sizes
differ. In wording show cards use the simplest
and most direct language at your command. Be
brief and to the point, and don’t get your facts
complicated with big words. Avoid slang and
poetry. The science of window trimming consists
not alone in attracting the attention of those with
whom a dealer wishes to do business, but in at-
tracting pleasantly and in making a favorable
impression.

“BUY-A-BALE-OF-COTTON.”

The “Buy-a-Bale-of-Cotton” plan has met with
generous response all over the country, and with-
out doubt this move will have a beneficial effect
upon trade conditions in the South.

To our several friends in the South who have
written urging our support of the movement we
would say that the editor of The World pur-
chased his bale of cotton by wire from J. N.
Swanson, of the Houston Talking Machine Co.,
Houston, Tex. J

The DI'TSON Pledge

is to see that our clientele has a better service than ever—setting a new standard in
The demands of alert 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 proportions, and it will

Victor jobbing deliveries.

pay you to have

The Fastest Victor Service

which is a requisite in this hustling age.

We possess the largest stocks, the best organi-

zation and most up-to-date equipment in the Eastern half of the country.
This covers Victor machines, records and supplies of every kind.

Will you let us tell you more about Ditson co-operation?

information!

A postal gets this

OLIVER DITSON CO., Boston, Mass.J

"



THE TALKING MACHINE WORLD.

NOTE THE NEW ADDRESS:
CARLISLE BUILDING, 19-25 E. 24th ST., NEW YORK, N. Y.

BENJ. SWITKY

NOW IS

The Only “ONLY” Victor Distributor

IN NEW YORK

§ A

P 3,
& Vieor ONLY
W W/
W WV
\/  Wholesale ONLY i
W P 4

Several Distributors handle the Victor line ONLY. One Distributor
sells wholesale ONLY. But BEN]J. SWITKY is the ONLY Distributor

who combines both qualifications.

We sell wholesale ONLY, and handle nothing besides
Victor Talking Machines, Records, and Supplies!

BENJ. SWITKY - -  VICTOR SPECIALIST

CARLISLE BUILDING, 19-25 E. 24th STREET, NEW YORK, N. Y.
Telephone Madison Square 7531-7532,
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NOTE THE NEW ADDRESS:
CARLISLE BUILDING, 19-25 E. 24th ST., NEW YORK, N. Y.

—
—

BENJ. SWITKY’S
New Policy Appeals to YOU, Mr. Dealer!

Appreciation of your liberal patronage, a desire to merit your continued
good-will, and further proof of our friendship for you, prompt us to
cease being your competitor in the retail field.

N
W We Compete \\\'

WV With Jobbers

\V \
W ONLY vg
R} W
N i
\'.-\5.'&\ 1'24
DAL

You are cordially invited to visit our New Quarters. They are spacious,
up-to-date, accessible—in fact, selected for speed and comfort.

Come! Let us talk over your plans
for a successful business this season.

BENJ. SWITKY - -  VICTOR SPECIALIST

CARLISLE BUILDING, 19-25 E. 24th STREET, NEW YORK, N. Y.
Telephone Madison Square 7531-7532.
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SHERATON

Model Azgo, Ma-
hogany, Inlaid
Marquetry,
$290.00

Spell Binding and Sales Binding

You do not have to be an orator to sell
the Edison Phonograph. It contains in
itself all the eloquence needed to con-
vince the customer that here is the mu-
sical instrument which he must have
for his own.

Dealers who handle the full Edison line

Model Azs0, Ma-
hogany and
Oak, $250.00

Model Aiso, Ma-

LOUIS XV
Model Ag42s, Cir-
cassian Walnut,

$425.00 .
Model A375, Ma-

hogany, $375.00

will tell you that the Edison Phonograph
is easy to sell because it is so easy to listen
to. The minute you begin to play an
Edison Phonograph for a customer the
Edison inventions and all that the name
Edison means in the phonograph world,
are at work to bind your sale.

Thomas A. Edison, Inc,

hogany and
Qak, $150.00
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LOUIS XVI

Model A4s0, Cir-
cassian Walnut,

$450.00
Model Ag400, Ma-

hogany, $400.00

There’s the fact that the Edison repro-
duces those elusive overtones that the
others miss. There’s the tremendous ad-
vantage of the permanent point that ends
at once all needle troubles. There’s the
steady pitch that comes from the smooth-
running motor, the indestructibility of
the records, the beauty of the cabinets,
all working on the customer’s buying
instinct for your profit.

59 Lakeside Ave., Orange, N. J.

Model Azoo, Ma-
hogany and
Oak, $200.00

SHERATON

Model Az275, Ma-
hogany, Inlaid
Plain, $275.00

So much the Edison does for itself. But
when it has won conviction then comes
your part of the sale. You must be ready
to supply the convinced customer with
the type of Edison that best suits his
needs. And to do this you must carry
the full Edison line, otherwise you will
be forced to watch his conviction of
Edison superiorities find its proof in
some other store.

Model A3zoo, Cir-
cassian Walnut,
$300.00




14 THE TALKING

MACHINE WORLD.

T - TAL_KING >~
MA CHINE—
WORL.D »

EDWARD LYMAN BILL, - - - Editor and Proprietor.
J. B. SPILLANE, Managing Editor.

Grap. Henperson, C, Crace, L. E. Bowers, B. Britraiv WiLsoxn,
A. J. NICKLIN, AugusT i TIMPE, L. M ROBINSON.

Trade Represenlallves

Bo: slon Joun H. Wirson, 824 Washington Street.
Chicago Oltice: E. P. VAN HARLINGEN, Consumers’ Building, 220 South State Street.
Henry S. KinGwiLe, Associate. ‘T'elephone, Wabash 5774.

ondon, Eng., Ottice: 2 Gresham Buildings, Basinghall St. W. Lionel Sturpy, Manager.
Representatives tor Germany :md Ausirla:  Vertac Nec Sinit, Berlin C. 19, Ross-Strasse 6,
many. GEeo. ROTHGIESSER, Director.
The Talking Machine V\/orld has regular correspondents located in all of the prin-
cxpal cities lhroughout America.

Published the 156h of every month at 373 Fourth Ave o New York

SUBSCRIPTION (including pc<tage) United States, Mexico, $1.00 per Year;
$1.25; all other countries, $1.75.

ADVERTISEMENTS ;: $3.00 per mch single column, per insertion. On quarterly or yesrly
contracts a special discount is al]owed Advertising pages, $100.00.

REMITTANCES : should be made payable to Edward Lyman Bill by check or Post Office
Money Order,

Canada,

5 NOTICE TO ADVERTISERS. — Advertising copy should
reach this office by the first of each month. By following this rule
clients will greatly facilitate work at the publication headquarters.

Long Distance Telephones—Numbers 5982-5983 Madison Sq.
Cable Address: “Elbill,” New York

NEW YORK OCTOBER 15 1914

VERY business man should see to it that he is contrlbu'tmcr

1o the best of his ability to the maintenance of trade stability.

Business expansion can be accomplished when there is strength and
concentrated power behind the move.

Most of our troubles are largely mental, and if men permit
themselves to get into a frame of mind so that they indulge in pes-
simistic thoughts over business. there are ninety-nine chances out of
every hundred that they will succeed in undermining their trade
opportunity. A pessimistic condition of the mind foredooms men
to defeat. They start in handicapped, and they stand no show of
winning the race against an optimistic competitor.

We should have faith in the business future, and faith in this
country’s ability to meet all demands made upon it from every part
of the world—faith in its ability to produce prosperity for a hun-
dred million Americans.

The attention of our people is perhaps too much diverted to
the European war, when it should be directed to the development
of our own business affairs.

Through the concerted action of American business men the

benumbing conditions which followed the first declaration of war
is gradually being overcome and the alert Americans, manufactur-
ers and merchants are forming a line which cannot be easily turned
backward by any outside competitive forces. They are awakening
to the unparalleled business opportunities that are now knocking—
yes, pounding—-at their doors.

T is but natural that our people should have been somewhat dazed

by the sudden outbreak of events which were considered im-

possible in Europe and that their business affairs should have
seemed for the moment commonplace and unimportant.

The quick and rapid events of the war have held them trans-
fixed, as it were, but it is high time that business men should break
away from war influences.

Most men realize the great part that Americans play in this
greatest of all world battles—the role of readjusters, builders, cre-
ators of the conditions that are to rule in the days to come.

When the end of this last great war comes, and the roll-call is
again read at the workshops, a million—yes, perhaps many more—
will be missing. and for these the call of the unfinished tasks will
be sounded no more through the long courses of the sun! The
world needs workers to take up their tasks—workers to carry for-
ward the banners of service. Therefore, Americans should see to
it that they heed the imperative call to duty in the industrial cam-
paiens which must again build up the fabric of civilization.

With our magnificent resources, the opportunities which are

opening before us become incalculably vast, and the live American
manufacturer will seek to make the best use of the commercial op-
portunities offered by the present European situation, by wedging
his way into the various markets of the world.

T N the meantime we should attend o those duties which lie near-
est to us and keep away as much as possible from war influ-

-ences and discussions.

The other day the story was told us of a talking machine sales-
man who had a number of excellent prospects in the morning, and
he lost everyone of them by commencing to discuss the war situa-
tion with his callers. It is needless to say that he was retired, and
his example should be a warning to other salesmen. When a cus-
tomer comes into a talking machine wareroom it is not for the pur-
pose of discussing the various phases of the European war, and
the minute a discussion is entered upon interest is lost in the product
which the party came in to see. Then, as the argument continues,
it may be that the tactless salesman will develop a feeling far from
pleasant in the mind of the caller.

It is so easy to ruin sales and so difficult to make them that
it would not be a bad plan if managers put in force a rigid rule in
which the salesmen were forbidden absolutely to discuss war with-
in the warerooms. We know of one establishment that has adopted
this plan, and to our personal knowledge it has been carried out
rigidly. The invariable reply of every salesman to an invitation
of a caller to discuss war conditions was: “We are neutral here.
We cannot discuss war conditions.” It is a very excellent plan and
one which is liable not only to make friends, but make business, and
just now every trade organization is mterested in adding to its
business profits.

HIS is harvest time and the business harvest should be good,

and it-can be if the talking machine men work with the

object in view of creating a hopeful and confident feeling in regard
to business.

The cultivation of economy is not at all times good. It means
restriction all along the line. We mean by that, rigid economy.
Conservatism, of course, is always wise, but to cultivate in the broad-
est possible manner the saving idea, by giving advice to people to
use extraordinary care in their expenditures, means nothing less
than the curtailment of business. If we could cultivate the well-
balanced side—to have people work along the same lines which
they have, provided they have been reasonably successful, it would
to a great extent cut out the uncertainty and it would get the de-
pression idea out of the minds of the:American public.

There is no reason why publicity methods should be abandoned
in the slightest. Keen advertisers realize that advertising is a pow-
erful force to stimulate business confidence.

Men who are on the fighting lines of business realize that it is
just at such a time when the weak and inefficient retreat and aban-
don the field to the stronger and more aggressive business forces.

If the talking machine men fail to do their share in the pub-
licity end of the business—fail to mold public opinion—fail to in-
terest possible buyers, then they are not contributing as they should,
by effort and example, to the maintenance of business prosperity !

DVERTISERS in The Talking Machine World receive good
A returns from their investment, and the paper as a business
builder is conceded to be a success.

We are in constant receipt of communications from advertisers
who have tested the columns of the paper and who most enthusi-
astically endorse it as a creative force.

Talking machine men, as a whole. do not appreciate the ad-
vantages which The World offers them as a business-building power.
It is the only paper which reaches talking machine men in every
part of the country—and every part of the world, for that matter.

Tt is read closely and men are influenced by what they see in
its columns.

One of the leading talking machine men paid The World a
high compliment in a communication when he said: “Your position
has been a most difficult one on account of certain conditions which
have existed in this industry ; and, while all may not agree with you
in your policy at all times, yet it is a fact that no one at any time
could deny your absolute fairness and impartiality in dealing with
the affairs of this industry.”
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* Certainly that kind of a communication is appreciated, because
we all like the approval of the men whom we respect.

Here is another communication which tells of the business-
building powers of The World. It is from J. B. Ogden, of Lynch-
burg, Va., who says: “I am greatly gratified that I have been com-
pelled to double the manufacturing capacity each month since I be-
gan to use space in your paper. I feel that you have very valuable
advertising space. Certainly it has produced wonderful results
for me.”

Be a business builder—one of the live ones.

F one can forget for a moment the awful solemnity of the pres-
ent Furopean conflict, one can run down many a grim caprice
it has played with lives whose general tenor is as far removed
from any practical connection With war as pole is from pole. Artists
in all ages have instinctively been held as more or less exempt. So
even have great political orators, leaders of their fellow citizens by
word of mouth, through the proved incompetence of some of their
number upon exchanging as a weapon the tongue for the sword.
Witness Demosthenes.

At the outbreak of this war the whole elaborate fabric of the-
atrical life, for instance, crumbled like a house of cards. On Satur-
day, August 1, the Paris Opéra was announcing “Les Huguenots”
for Sunday night, with “Faust” and “Lohengrin” to follow later in
the week. Saturday at midnight mobilization began. By Sunday
noon “Les Huguenots” was called off and the Opéra, which is sup-
posed to remain open all the year round, closed its doors till fur-
ther notice. Too many of the personnel had been summoned to
arms to make even the Sunday night performance practicable. The
next day the Comédie Francaise followed suit. In other capitals
the experience was similar.

Eugéne Ysaye, the king of violinists, has been reported anxious,
in spite of the exemption his fifty-six years give him, to follow his
three sons into battle. What tragic irony if he should encounter on
the field Fritz Kreisler at the head of his Austrian company! Could
Kreisler avow himself vanquished in arms as frankly as he has in
are by the greater Delgian? Georges Barrére. the admirable first
flute of the New York Symphony Society, was called to the defense

of France, but was excused, and is now in New York. That
charming pianist, Camille Decteus, is now on the firing line. Many
an American orchestra will lose men, and perhaps here and there
a leader, and many a musician may have made this last record for a
talking machine.

O one trait has contributed more to the success of America in
the domain of invention and manufactures than the use of
initiative and the complete abandonment of incense offering to that
bugaboo, “Precedent.” The development of ideas in European
countries has been greatly retarded by this stumbling block, this
rock in the road of progress—precedent. Those who live by
precedent still live in the atmosphere of the dark ages. Because
our fathers did so and so is no reason for our doing it. Modern
business conditions demand initiative qualifications on the part of
business men who would compete successfully, or at least willing-
ness to initiate modern, progressive methods.

Egotism and self-sufficiency are good qualities to brace ns up
in the competitive struggle, but they must not chain us to the post
of precedent or blind our eyes to the necessity of keeping abreast
of the times. As L. M. Hattenbach says we must cast precedent
aside and move with the procession, float with the tide, and sail with
the wind. Otherwise we will soon find ourselves alone, stranded
on the desert island of precedent while our progressive competitors
are basking in the sunlight of success on the shore of progress.

HIS is the day of broad methods in merchandising. The most
successful men in the talking machine or any other line are
those who realize that all the factors that go to make a business
establishment, whether large or small. are dependen: one wupon
the other. They recognize that no one can be successful alone,
that the proprietor must depend upon his department heads and
the department heads on the salesmen—that the entire force, in
fact, must work together in the mutual interests of he entire
establishment. And where co-operation between all the various
factors is cordial and complete, and where each factor is made to
feel that he in his way is responsible for the success of the whole,
then victory is bound to be achieved.

Make Two Profits on Every Talking Machine Sale

Udell cabinets are made to fit the following disc
talking machines

EDISON

Udell cabinets fit each machine in style and

VICTOR COLUMBIA

finish. Wherever possible we follow the
“lines” of the instrument—thus insuring a per-
fect match.

Back of each Udell cabinet is the Udell guar-
antee. It means satisfied customers. Write
for new booklet No. 45 to-day. -

UR New Booklet No. 45 which is now ready to come

to you shows you how to make a double profit on

every talking machine you sell—one profit on the instru-

ment itself—another on a handsome Udell cabinet to
match the instrument.

Write for this booklet.

Every customer who buys a talking machine wants a handy
cabinet for filing the fragile records and holding his machine.

Show him UDELL cabinets, which exact/y match standard instru-
ments in style and finish, and make an extra sale.

Udell cabinets are made in eight styles which dealers have found
from long experience to sell best with their customers.
No. 1417, shown at the left, come with either perpendicular or horizontal shelves
for filing records.

Christmas will soon be here, and with it the best ‘““talking machine
season’’ of the year.
cabinets on your floor.
which pictures and describes the Udell line, now.

THE UDELL WORKS, 1205 W. 28th St., INDIANAPOLIS

Six of these styles, like

Two have only perpendicular filing shelves.

Prepare to make the most of it by having Udell disc record
Get this double profit. Write for New Booklet No. 45,
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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, Mass., October 10.—The local trade
1s looking up considerably, and that dealers have
been anticipating a big fall business is evident from
the changes, enlargements and general improve-
nients in warerooms all about the city. Most of
the houses have large orders in for Edison, Victor

or Columbia goods, and in some cases for all of .

them collectively. In most cases only a propor-
tion of the orders can be filled, as the factories
are overrun with a universally large demand from
all over the country, a very good sign, truly. The
most important piece of local news is the installa-
tion of an immense Edison exhibit at the big Do-
mestic Science and Pure Food Exposition at
Mechanics building, which is treated separately
in this issue.
Business Ahead of a Year Ago.

The Pardee-Ellenberger Co. is reported by Man-
ager Silliman to be way ahead of this time a year
ago, and the trade throughout New England is
pretty evenly distributed. All the company’s trav-
eling men are out, and Mr. Silliman says he looks
for a big season from now on. Mr. Silliman’s
son, Horace H. Silliman, who has done excellent
work during the summer demonstrating the Edison
disc machines at the leading summer resorts along
Narragansett Bay, has begun his studies at Har-
vard University.

Bold Burglars Get Away with Victrola.

Three music-loving burglars made a haul in
North Cambridge a while ago when they broke
into the music store of W. E. Moore on Massa-
chusetts avenue and stole a handsome Victrola and
a bunch of choice records. They boarded a Bos-
ton-bound open trolley car at 2 a. m. and set up
their Victrola between the seats with some diffi-
culty, yet their actions never aroused the least
suspicion until an officer, who had learned of the
break, saw the men going off in the car. As the
officer was unable to get the car to stop the men
got away with their musical plunder, and the last
seen of them was when they left the car at Central
Square.

Swamped with Orders.

Manager Arthur Erisman of the Columbia Co.
has been over in New York conferring with the
home office with regard to new business, for he has
been so swamped with orders that he has not been
able to get the requisite amount of goods, and it
was to make strenuous overtures for a large con-

signment before the middle of October that took
- ==

Real Music

- At Last

BOSTON, MASS.

goods.

him over. Mr. Erisman reports that the prospects
look well for a banner year, far beyond that oy
1913.

Henry Tosti Russell with Columbia Co.

One of the latest acquisitions to the Columbia
forces is Henry Tosti Russell, a capable and versa-
tile young man and son of Henry Russell, manager
of the Boston Opera Co. Mr. Russell, who can
speak several languages and has a familiarity with
others, has been placed in charge of the foreign
language department of the Columbia, and al-
ready he has made some valuable associations with
leading schools about the city.

New Quarters for Conclave Co.

On Oct. 1 the Conclave Phonograph Co., which
has been located at 9 Portland street, near the
North station, has moved to a more uptown loca-
tion at 46 Cornhill, where it will keep as usual
a full line of talking machine records and will be
open evenings.

Pictures of President and Cardinal.

The show windows of the Eastern Talking Ma-
chine Co. are adorned now with two large oil
paintings which are attracting considerable atten-
tion. One is that of a full-length portrait of
President Wilson, and in front is an indorsement
of the Victor line of goods. In the other window
the gorgeous vestments of Cardinal O’Connell call
attention to the artistic full-length portrait of this
Roman Catholic prelate, also with his opinion of
Victor goods, of which he is a generous purchaser.
His palatial Granby ‘street residence contains a
high-priced Victrola with many records,

Since the Eastern Talking Machine Co. opened
up its newly equipped third floor it has found it
necessary to take on extra help, and not only have
extra clerks been added there, but the company
has had to add to the shipping force of the estab-
lishment. Manager Taft is among the many in
the trade, who sees a good business ahead for the
talking machine trade.

Proving Valuable Adjuncts.

Two additions to the Columbia forces in the
retail department are Miss Grace Dennis and Miss
Elvira Craigen, and they are proving valuable
adjuncts to the department. Miss Mabelle Jones,
who had to withdraw from the house in the spring
because of illness, is expected back shortly after a
long summer spent at her home in Maine. Miss
Jones will be welcomed back, as she has proved
herself most intelligent both in the demonstrating
and selling of Columbia goods.

New England has nearly 10,000 square miles more than England
and Wales combined, so you can see that there is sufficient territory here
for an unlimited amount of Edison Diamond Disc sales.
that the fastest selling model 1s the $250 style, to
say nothing of the excellent record list, and you
have a wonderful money-making industry.

We are exclusive Edison jobbers, our entire
efforts being confined to the promotion of Edison
There 1s no diversion of interests and you
are sure to get the closest co-operation and assistance in your business.
Ask us to day for the entire story.

THE PARDEE-ELLENBERGER CO., Inc.

Ne_gutiating for the Victor Line.

The Furbush-Davis Piano Co. has made arrange-
ments with Thos. A. Edison, Inc, for handling its
goods, and it is expected that the contract will be
closed shortly. The Furbush-Davis Piano Co. has
just opened new warerooms in Boylston street, near
Arlington street, up one flight. It is the newest
piano house in the city.

School Proposition Now Under Way.

The school proposition has started in well with
the Eastern Talking Machine Co., and with Ed
Welch in charge of this department the business
promises to be very good. Mr. Welch took hold
of this work when Billy Fitzgerald was advanced
to the wholesale department, and he has thus far
made a good record.

Good Start for the Fall Trade.

Manager Batchelder of the Victor department
of the Henry F. Miller Co. reports a good begin-
ning to the fall trade. A decided change set in
immediately the surface of Boylston street was
completed and the cars again began running. It
is hoped this thoroughfare is now completely fin-
ished following the two years’ interruption to
business incident to the subway construction.

Visits Boston on Way to Pacific Coast.

George W. Lyle, the general manager of the
Columbia Graphophone Co. at New York, was a
visitor to Boston yesterday and the day before.
Mr. Lyle was anxious to get over to Boston be-
fore going on his eight weeks’ trip to the PFacific
Coast, on which he will start soon. Mr. Lyle was
much gratified at the business of the company on
this end.

Automobiling to the White Mountains.

Edward D. Easton, the president of the Co-
lumbia Graphophone Co., is expected in Boston
shortly, following his custom for the past two
years of taking in this city on his way in his auto-
mobile to the White Mountains. Mr. Easton’s
route is along the Long Island Sound route
through Connecticut, Rhode Island and to Boston,
then on through Portland, Me., and into the moun-
tains. His trip home will be by way of Vermont
and down the Connecticut Valley.

Victrolas for Argentine Battleship.

From George Lincoln Parker’s warerooms in the
Colonial building there lately has been shipped
seven expensive Victrolas which were sent over
to the Charlestown navy yard to be installed on
the “Rivadavia,” the huge battleship of the Argen-
tine Republic, which has been at the yard for

Consider, too,

NEW HAVEN, CONN.
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several weeks prior to starting for New York for
its final equipment. These outfits were purchased
by seven of the “Rivadavia’s” officers, and the style
of music selected indicates these officers to be men
of high-class taste in music.

Pleased with Business Development.

H. A. Yerkes, the wholesale manager of the Co-
fumbia Graphophone Co. was in Boston a few
days ago, making his periodic visit here. He and
anager Erisman went over the books of the
focal branch, and Mr. Yerkes was more than
pleased with the way the Boston business has been
forging ahead.

Sending in Good Reports.

Geod reports continue to be heard from George
Krumschied, the Columbia traveling man for New
Hampshire and Vermont, and he is sending in
farge and frequent orders to Manager Erisman.

EUROPE IN WAR TIMES.

Joseph K. Nye, of Nyoil Fame, Returned Re-
cently from Europe After Undergoing Some
Remarkable Experiences.

Joseph K. Nye, of William F. Nye, the famous
oil manufacturer, of New Bedford, Mass., was
one of the thousands of American refugees who
arrived in New York during the past month from
Europe. Mr. Nye had some remarkable experi-
ences while abroad, and said that he wouldn’t take
$10,000 for the experience now that he had it.

There was a long interview in the New York
Sun with Mr. Nye, telling of his impressions when
the war started in Europe and how he at once
filed a message to his business manager to buy
all the European oil on the market at any price,
and the fact that they would not send the cable
because it had the word Russian in it. He en-
gaged passage on the “Caledonia,” but after all the
passengers had gone on board, and just two hours
before sailing, the Government took the ship and
the passengers were all dumped on shore. Later
the passengers were taken by the “Baltic,” 2,990
passengers being on board a boat which ordinarily
carries half that number.

There was a manufacturing concern that paid a
couple of hundred dollars in wages each year to
keep the brass door plates and rails about the of-
fice polished bright and clean. One day all these
shining surfaces were covered with a coat of
transparent lacquer such as was used in the plating
coom. No more tarnish; no more wages to brass
polishers.

ATTRACTIVE EDISON EXHIBIT

At the Domestic Science and Pure Food Show
at the Mechanics Building, Boston—Much
Interest Shown in Lectures and Demonstra-
tions of Edison Disc—Other Exhibitors.

(Special to The TmMachine World.)

BosToN, Mass., October 5.—The notable feature
of the Domestic Sclence and Pure Food Exhibit
at Mechanics building, which opened to-day. is
the Thomas A. Edison exhibit, which occupies the
interior of a big Swiss chalet erected on the large
stage of Grand Hall. The exhibit is in p>rsonal
charge of Harland R. Skelton, who is one of the
efficient attaches of the Edison Co., and who often
is singled out for special work for the company
at distant points. The Swiss chalet, because of
its elevated position, is most conspicuous, and the
interior, which resembles a good sized hall, is
filled with seats. Periodically Mr. Skelton gives
talks or lectures, both on the Edison disc ma-
chines and on the moving-talking pictures which
are thrown on a large screen beside his raised
platform. On two sides of the room are raised
platforms on which the  Edison disc machines are
exhibited. Outside of the Swiss chalet two other
of the Edison exhibits are those of the Telescribe,
which is a connection of the dictating machine,
and the Transophone, each of which has a place
on the floor of the hall close to the Swiss chalet.

At the rear of the improvised hall, on the stage,
are several rooms, each of which is devoted to
an exhibit of Edison dealers here in Boston. Those
who have these individual exhibits are George
Lincoln Parker, of the Colonial building; Chick-
ering & Sons, of 169 Tremont street; the Shepard
Norwell Co., on Winter street; the Shepard stores
of Providence and F. H. Thomas Co. of 691
Boylston street. It is said that the Edison ex-
hibit, which is one of the most-talked-of displays
of the show, cost in the neighborhood of $10,000.

In the parcel post exhibit the Eastern Talk-
ing Machine Co. makes an interesting showing by
way of illustrating the difference between the old
way of sending goods and the new one through
the medium of the parcel post. A card board box
shows the damages sustained in sending records
improperly shipped and another box shows the
inodern method of packing for shipment. In the
one case the records are scratched and otherwise
damaged, but under the more up-to-date method
there is not the slightest damage whatever ,and
the goods are received by the purchaser in perfect
condition.

The largest manufacturer of
Talking Machine Needles
is located in the United States

To be exact, the plant is at Lowell, Mass., one of the biggest
manufacturing cities of the country.
needle business of W. H. Bagshaw was established, and the
first talking machine needles were made by him. The busi-
ness has steadily grown, until our shipping record reached the
tremendous number of over 63,000,000 needles in 10 days,
and even then our capacity was not taxed to its extreme.
Every needle a Bagshaw-made quality needle—which means
the best in the world at any price.

W. H. Bagshaw, Lowell, Mass.

Pioneer Maker and Largest Manufac-
turer of Talking Machine Needles

It was in 1870 that the

Lansing
Khaki
Moving
Cover

is the only safe protection that you
can use for wrapping machines for

shipment, for it insures

delivery condition.

perfect

It is the same as packing each talk-
ing machine or record cabinet in four
thicknesses of heavy felt, with cotton
flannel on the inside to keep the var-
nished surfaces right, and Govern-
ment khaki on the outside to insure
wearing durability of the cover.

Gives Protection Against
Dust
Finger Prints
Bruises
Scratches and
Heat or Cold

You save all bother of refinishing
each machine, so each cover saves its
cost within a week after you buy it.

Place for your name and address on
the outside, so you also get adver-
tising value.

Ask us to send you a Lansing Cover
and test it yourself. Also get our
Booklet No. 6 giving you full details.

Better send for these to-day.

E. H. LANSING

611 Washington St.
BOSTON, MASS.
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(Write for “Music Money,” a book “full of meat” for those
dealers interested in quick and frequent turnover of capital.)

Right now is a remarkably appropriate time for
you to write us for particulars.

Now is the time

DETROIT DEALERS WELL STOCKED UP FOR HOLIDAYS.

Have No Misgivings Regarding Future Business Conditions—Increasing Facilities for Stor-
ing Records—Grinnell Bros. Developing New Salesmen-—Columbia Line for Cable
Piano Co., Stores—What the Various Local Houses Have to Report—Personals.

(Special to The Talking Machine World.)

Detrort, MicH., October 9.—The Detroit talking
machine stores are all pretty well stocked up for
the holiday trade, having begun to attend to this
important matter shortly before the Fourth of
July, and there is nothing in sight but big business
and optimism. Evidence grows everywhere that
the talking machine is a commodity of just about
the right price and attractiveness to sell whether
any other kind of merchandise is selling or not.
Even the best of them do not create a big liability
if purchased on time, so there is nothing to frighten
people who want them.

In addition to big stocks of machines nearly all
the dealers are enlarging their record racks, a
circumstance which, not important in itself, tells
an important story, for all the stores have aston-
ishingly large record racks now and wouldnt in-
crease them unless there was a very good reason.

Several of the stores have increased their sales
forces also. Grinnell Bros. have put on half a
dozen additional outside salesmen bringing their
sales force in the talking machine department up
to thirty-one, exclusive of managér and office force.
That gives an idea of how really active the Victor
talking machine business is in Detroit.

When Grinnell Bros. add new salesmen to their
talking machine staff they select men from other
lines of business, desiring to train them in the
talking machine field according to their own system.
It is a pretty big job to develop an expert sales-
man, but it pays better than obtaining an experi-
enced one from elsewhere, who may be very goo-,
but may have ideas not in harmony with the Grin-
nell organization. The new men are kept in ths
store several weeks, learning the ropes thorough'y
before being sent outside.

With Grinnell Bros. the last week in September

was the biggest week since last Christmas, and
September was comfortably ahead of the same
month of last year. In Detroit the demand still
runs to the higher priced machines. This trend
has been so persistent for the last two years that
it has become accepted as permanent, and faw if
any machines of a lower price than’ seventy-five
dollars are kept on the floors. The story is the
same in all the downtown stores, though in the
suburban stores, especially in the vicinity of the
various foreign sections, there still is a call for
the cheap machines.

The talking machine department of the J. L.
Hudson Co. has added to its staff of salesmen
Joseph J. Rogers and Harold Ballagh, both of
wlom formerly were salesmen with the American
Phonograph Co., Edison jobbers in Detroit. They
resigned their positions last spring to go abroad,
and were in Europe when the big war broke out.
Fate chased them from one country to another,
keeping them out of the way of the armies, until
finally they turned up at an Italian seaport and
obtained passage for home. They arrived in De-
troit only a short time ago.

The Columbia branch store is busy with both
wholesale and retail trade. Sales Manager S. E.
Lind recently sold complete lines to the Jackson
and Battle Creek branches of the Cable Piano
Company of Detroit. The Jackson business is still
on the books of the Detroit Columbia store, but
the Battle Creek store is in Chicago territory, and
had to be turned over to the jurisdiction of that
city. However, Mr. Lind does not care, as long
as the store keeps on handling Columbias.

September was ahead of last year’s September,
according to the stock-taking account, though the
exact figures had not been completed when the
Talking Machine World man called. In the Co-

The Columbia Educational Department is better
prepared than ever before to help you secure
school business in your locality.
to go after it.

Columbia Graphophone Company
Woolworth Building, New York

lumbia store there is a taking of stock on the first
of every month, so that a constant tab is kept on

the condition of affairs. This policy is especially
valuable in keeping the stock of records up to the
minute. The Columbia store, being a wholesale in-
stitution, keeps an unusually large stock of rec-
ords.. In spite 6f this, racks now are being built
which will care for an increase of one-third.

A feature of the record trade with the Columbia
is the call for patriotic records, such as the na-
tional airs of Germany, France, England and Rus-
sia.

Frank J. Bayley, who handles the Edison, re-
ports that the $200 and $250 styles of the Edison
sell the best. He confines lis stock almost exclu-
s'vely to these machines.

Max Strasburg, of the Max Strasburg Co., was
in Grand Rapids this week as a member of the
Detroit Rotary Club. The Detroit club has been
invited by the Grand Rapids Rotary Club, along
with the Rotary clubs of Saginaw and Bay City,
to attend an important function of the organiza-
tions in Grand Rapids, and so many members ac-
cepted that a special train of parlor cars was nec-
essary to transport them.

J. Henry Ling, head of the oldest piano house
in Detroit, has decided definitely to establish a
talking machine department, but his plans have
changed since he first took up the idea a month
ago. He will not be prepared to announce them
until next month. ’

COMER TALKING MOTION PICTURES.

(Special to The Talking Machine World.)

Cuicaco, IrL., Octobér 10.—The Comer Talk-
ing Motion Picture Co. has been incorporated with
the Secretary of State of Illinois with a capital of
$10,000 by John J. Comer, Frank Mayer and Guy
Van Schoick for the purpose of leasing, operating
and dealing in sound reproducing apparatus, motion
p'cture projectors and films.

Optimism and opportunity make a fine alliterative
combination,

DO YOU WISH
EDISON DISCS?

LEXTON SPECIALTY CO., 216 West 99th St, N. Y.

TO PLAY

Price $2.00

(Sample to Dealers $1.00)




We “Dote”

on “Shorts”

ES sir! We like to get orders for
Victor goods other jobbers are
“short” on. If you'’re having trouble
getting your orders filled, TRY US- -
for 1f anybody in the country has a
complete stock, WE have!

Take Records, for instance. Every-
body tells us we fill Record orders
more completely than any other
house 1n America. Lots of big deal-
ers send us their “short” orders only
and we’re glad to get the business.

If your regular Victor jobber can’t
fill certain 1items in vour list, ask us
to do it

Send us the orders others can’t fill.

We just “dote” on ‘“‘shorts.”

Koerber-Brenner Company

Victor Distributors

Saint Louis

Edwin C. Rauth
Vice-President & Secretary

|
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Saint Louis—
Shipping Center

T’S mighty important to you—the fact proven by the map
above.

Saint Louis, shipping center of the United States, sends out
daily over twelve hundred package freight cars—routed by fast
freight and arranged to break bulk at “destination. The circles
about Saint Louis on the map show when these cars arrive—each
circle representing one day from Saint Louis.

If we can send freight this fast—think how much faster we ship
by express and parcel post!

Saint Louis 1s at YOUR door.

And 1n Saint Louis is the BIG Victor Stock—so big a stock
that if anybody in the country can fill your *‘shorts’” we can.

From the shipping center of the country, we are able to deliver
with utmost speed.

Koerber-Brenner Company
Victor Distributors

Harry G. Koerber “His MasterVoice’ Salnt Louls “His M.s:er's\;oi; : Edwin C. Rauth

President & Treasurer T 9% B S.PAT.0fG Vice-President & Secretary
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For

VICTOR DEALERS

This Cabinet will put "pep" and “ginger” into your sales instantly. It gives the
appearance, effect and service of an expensive Victor-Victrola, and cuts the price

in half.

You_ don’t have to be a Sherlock Holmes to figure out its sales possibilities.
Cabinet No. 19 and Victrola No. 9, as illustrated, make a wonderful combination.

Show Them Together and A Sale Invariably Follows

The cabinet is built to match, and it harmonizes in every detail with the machine
itself. A counter-sunk top holds the machine firmly in place. The felt-lined
compartments insure the owner of valuable records against their damage by
scratching, warping, etc.

This and other practical, low-priced Salter Cabinets will draw a lot of new
lradq to your store. Write to-day for catalogues, folders, prices and
full information, and rush your fall and holiday orders.

SALTER MFG. CO.

339 N. OAKLEY BLVD.
CHICAGO

Salter’s Trade Maker, No. 19

A Great Combination!

SALTER CABINET
No. 19
With Victrola !X

PARKER AS A LIVE WIRE.

How the Ft. Meyers, Fla., Dealer Concentrates
the Attention of the Purchasing Public of
His Locality to the Fact That He Was Ap-
pointed a Columbia Representative.

RE-ENTERS THE WHOLESALE FIELD.

Al Edelstein to Cover Metropolitan District
for Benj. Switky—Well Known in Trade.

Al Edelstein, wholesale salesman for Benjamin
Switky for several years and more recently con-
nected with the Switky retail store, has again en-
tered the wholesale field with Mr. Switky, follow-

(Special to The Talkire Marhine Wnrid.)

ATLANTA, GA,, October 6.—Among the many re-
cent new accounts signed up by the local whole-
sale headquarters of the Columbia Graphophone
Co. was that of J. B. Parker, of Ft. Myers, Fla,
who conducts a rapidly growing business in that
city. To announce his acquisition of the Columbia
line Mr. Parker used a rather unusual advertise-
ment that attracted considerable attention, and
what is more important, produced gratifying re-
sults.

This advertisement took the form of a letter ad-
dressed by the Columbia Graphophone Co., of New
York, to the music loving people of Lee County,
Fla., wherein Ft. Myers is located, advising them

that J. B. Parker, its representative in that ter-
ritory was carrying a full line of Columbia prod-
ucts, and extended them a cordial invitation to
visit his establishment to hear any Columbia ma-
chine or Columbia records which they may care
for. The personal element in this advertisement
created a feeling of confidence which has aided
Mr. Parker in the development of an extensive
Columbia clientele.

REX SALES CO. ORGANIZED.

The Rex Sales Co., Philadelphia Pa. has been
incorporated, with capital stock of $100,000, for the
purpose of selling or disposing of talking machines
and records. The incorporators are A. G. Trout,
J. R. Friedman and A. G. Walsh.

The Ario Sales Co. has opened sales rooms at
228 Tremont street, Boston, under the management
of James Ashton Reid. This concern will handle
phonographs of popular price.

Al Edelsteln.

ing the sale of his retail business by the latter.

Mr. Edelstein has a large acquaintance among
the Victor dealers in the metropolitan district and
is very popular as a salesman. His experience in
the wholesale field has impressed him with the
opportunities in that department of the business,
especially under the new conditions, and he takes
up wholesale work again with renewed energy and
optimism.

Associated with Mr. Edelstein in the Switky
wholesale department will be Henry Kogan, who
has been with Mr. Switky for some time and has
met with much success.

ness letterhead.

e ____ 173 LAFAYETTE STREET
More dangerous than a little knowledge is much
knowledge of things that aren’t so.

Your Opportunity

50 cents stamps brings you a sample of our
highly perfected Standard Fibre Needle Cutter.
25 cents stamps brings you a sample of our
simple and accurate Standard Automatic Stop.

Samples sent only to bona fide dealers writing on their busi-
Place regular orders through your jobber.

STANDARD GRAMAPHONE APPLIANCE CO.

NEW YORK
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dealers interested in quick and frequent

(Write for “Music Money,” a book *“full of meat” for those

Tone plus tone control comes as near as
ever you will get to a nut-shell definition
of what the Columbia is offering and
what Columbia dealers are wanting.

turnover of capital.)

e —
NOW READY FOR AIVLER!CAN MARKET.

Pathé Fréres Phonograph Co. Makes Long Ex-
pected Announcement to the Trade—Has
Been Busy Perfecting Manuf.acturing and
Sales Organization—Details Regarding the
Line Offcred and How It Will Be Distributed.
The Pathé Fréres Phonograph Co., 29 West

Thirty-eighth street, New York, is advising the

trade throughout the country that it is now ready

for thc American market. For the past two years

Pathé Fréres hardly need any introduction to
the American dealer, as this concern is the
largest manufacturer of motion pictures in the
world and the acknowledged leader in this field.
The Pathé Fréres Phonograph Co. has been doing
business throughotit the world, with the exception
of this country, for many years, and the success it
has achieved abroad well qualifies it to handle
American trade with the same degree of perfection.

According to present plans the Pathé Fréres
Phonograph Co. will market a complete line of
cabinet, hornless machines, ranging in price from

this company has been perfecting every detail of its

]
3
3

=

$15 to $175, together with an adequate library of
TS records. Shipments of
both of these products
have already been made
to all parts of this
country, and during the
past few weeks ar-
rangements have been
consummated for rep-
resentation in various
territories.

The machines are
known as the Pathe-
phones and the rec-
ords as Pathé Discs.
All the records are
double-faced and re-
produced by means of
a smooth, genuine sap-
phire, which need never
be  changed. The
Pathé Discs are naw
being furnished in two
sizes 11% and 14

S Ny inches, and are cut on

Leo Slezak Recording for Pathé Fréres
manufacturing and sales organization, and in mak-
ing its first announcement the company does so
with the knowledge that it has carefully considered
every phase of the industry and arranged plans
whereby dealers throughout the country may handle
its products on a profitable and satisfactory basis.

Phon ograph Co. what is known as the
“hill and dale” principle. Later it is planned to
isstie 20-inch double-faced records.

It is announced that the method of distribution
is in accord with that used by ‘the other talking
machine manufacturers, namely, through jobbers
and dealers. Territory will be assigned the job-

Columbia Graphophone Company
Woolworth Bullding, New York

bers appointed, who in turn will close contracts
with the dealers in their territories.

A complete library of records is now being of-

fered to the trade, including grand opera, semi-
classic, popular and dance selections, together with
any other class of records desired. A feature of
the record library is the presentation of complete
grand opera scores sung by artists of international
prominence, including Slezak, Titta Ruffo, Giorgini
and others.
* It is stated that the war abroad has caused ab-
solutely no delay to the company’s shipments, and
shipments are being received daily. The Pathé
Discs include both European and American record-
ings, all of the dance selections being supervised
by Maurice and Miss Florence Walton, two of the
best known interpreters and teachers of the modern
dances in this country.

The Pathephones embody a numbzr of distinctive
features, including a tone modifier which enables
the listener to have absolute control over the tone.
This and other features are being fully presented
to the trade in this country in the company’s most
recent literature.

In an interview with The World, an officer of
the company remarked as follows: “Our jobbers
and dealers need have absolutely no fear of litiga-
tion of any nature, as their and our interests are
fully protected. We are planning to give our trade
every possible co-operation in selling and publicity,
and are now completing plans for an extensive ad-
vertising campaign on behalf of our products.”

A socal event of importance in the trade was
the marriage, on September 24, of Miss Anna
Kahn, sistcr-in-law to Benjamin Switky, who for
some years looked after the retail sales in the
Switky store at 9 West Twenty-third street, to
Benjamin Rabinovitz, who is well known in
the woolen trade. The wedding took place at the
home of Mr. Switky and was largely attended.
Miss Kahn was well known and popular in the
trade, many members of which extended con-
gratulations and best wishes.

|
BUSINESS

IS

Fdison and Victor Distributer

GOOD-THERE”

A TRIAL ORDER WILL SHOW YOU

VWHY

THE GOODS AND THE SERVICE IS THE ANSWER

The DOME RECORD

should be in your stock. Holds 20 records.
Equipped with lock and key. Order samples to-day, with the list of records
and that particular style or finish of Victrola you are unable to get elsewhere.

The completeness in filling-and promptness in shipping your order will
convince you we have both goods and service.

W. D. ANDREWS, Buffalo, N. Y.

S A REASON

CASE

Made in 10" and 127 sizes.
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them going like “hot cakes.”

COLUMBIA DEALERS
Salter’s Trade Maker, No. 112=

Everybody gets the “buy fever” when they see this handsome combination
set up on your sales floor or in your window.
sive than it really is that people are easily sold when they find out the low price.

This Machine and Cabinet Match Perfectly

in design and finish. Felt lined compartments afford protection, records are easily
accessble, there is a convenient filing index and many other features that simply
argue ther way in your prospective customer’s pocketbook.

This is already a very popular combination, and the holidays will see
Protect yourself against forgetfulness by
getting out your catalogue and ordering Now.
logue your postcard will bring one.

SALTER MFG. CO.

339 N. OAKLEY BLVD.

CHICAGO

It looks to be so much more expen-

If you haven't a cata-

A Sales Booster!

i l’

SALTER CABINET

No. 112
With Columbia “Favorite”

REPORT BUSINESS IMPROVEMENT IN CLEVELAND.

Popularity of the Various Lines of Machines and Records—Many New Dealers for the
Edison Disc Line—Grafonola Co. Takes on Line of Pianos and Player-Pianos—Gen-
eral Enthusiasm Regarding the Outlook for the Holidays—Interesting Personal items.

(Special to The Talling Machine World.)

‘CLEVELAND, O., October 8—Deterent influences,
aside from the war, have affected general business,
but apparently not so seriously the talking ma-
chine trade. Dealers report business during the
past month as having been very satisfactory, con-
sidering the situation, and many schedule an in-
crease in trade. Notably the Eclipse Musical Co.,
the manager stating there was a considerable in-
crease over former months and over the same
period last year, both in the wholesale and retail
departments. The company is enthused with the
prospects of the ensuing season, and is looking
forward to the best year in the history of its
business with much enthusiasm. F. E. Lane, man-
ager of the retail department, has resigned, and
his place has been filled by C. H. Denslow, who
has been connected with the company for several
years, as outside calesman. He is well known,
popular and a first-class talking machine man.

The populirity of the Edison phonographs is
increasing as is manifest at the store of The
Phonograph Co., Edison distributors. L. N. Bloom,
secretary, says business fo: September was excep-
tionally good. “Trade throughout the State,” he
sa‘d, “has largely increased. A number of high-
class concerns have recently taken on the Edison
disc line and are well pleased with the results
already shown. We have averaged over 200 people
at our four last recitals, and in the interest shown
by the public in the worlk it is reasonable to expect
a big holiday business.”

Business of the most satisfactory character con-
tinues with the Grafonola Co. The company has
recently added the Packard pianos and players and
the Bond pianos to its line. Mr. Routh said:

“We are very much pleased with the September
business, especially with the fact that payments
are coming in ahead of time. Aledium-priced goods
are selling well. which indicates money conditions
in Cleveland are easy, otherwise the working peo-
ple would not be ahead with their payments, nor
would we be selling to the working men. We are
expecting the largest winter’s business ever ex-
perienced in this store.”

The H. E. McMill n & Son Co. also report busi-
ness in the Victrola department as having been
exceptionally good. Mr. Kellogg, manager, is well
pleased with the outlook for the fall trade, and
is making extensive preparations to take care of
the holiday trade. The company recently received
a large shipment of machines, and owing to altera-
tions in the Victor department, was compelled to
occupy the fourth floor of the building for their
storage. Mr. Kellogg is much elated over the
splendid results which were accomplished through
the exhibition at the recent county fair, resulting
in the sale of several Victrolas of the more ex-
pensive types, proving that these machines are be-
com:ng more popular with the farming community.

G. R. Madson, manager of the Columbia store.
is quite enthusiastic regarding the fall outlook as
foreshadowed by the inflow of present orders and
accomplished results of the past two or three
months, *Business is good,” he stated. “We find
that throughout this territory during the past few
weeks business has picked up very materially and
is practically normal at this time. All indications
point to an exceptionally heavy holiday trade.”

Recent new Columbia dealers are: C. T. Hoose
105th street, Cleveland; W. A. Bammerlin, Mas-
silon, O.

The indication of dull times is not very notice-
able at the store of the Brainard Piano Co., which
claims the best equipped Columbia department in
Ohio. *Our business,” said Mr. Morton, manager
of the department, “has suffered somewhat during
the summer months, along with other talking ma-
chine people, but the past month showed a very
nice increase, while, so far, this month has been
quite satisfactory. Ve are preparing for a good
business during the coming winter, and I am satis-
fied we will get it. Our school business is opening
up in good shape. and Mr. McClelland, who has
charge of this end of the business, is reaping the
benefit of the hard work he did last spring and at
the play grounds this summer. He also has been
quite successful with many out-of-town schools,
among the more important of those was a sale to
the State Normal at Kent, O.

Trade is reported fairly good. and improving at
the W. F. Frederick Piano Co. The outlook was
said to be very encouraging. H. Cook, who
for some time has been manager of the Victrola
department, has res'gned and is now with Boggs
& Buhl, of Pittsburgh. Mr. Stafford, manager of
the piano department, has assumed entire manage-
ment of the store, and W. J. Breyenzer is assistant
in the talking machine department.

In the talking machine department of the Col-
lister & Sayle Co. improved trade is manifest, con-
current with the approach of the holidays. This
is especially manifest in the wholesale department.
Good sales of records are reported.

The B. Dreher’s Sons Co. is busy in the talking
machine department, as well as the piano. Mr
Bowie, manager of the Victrola department, says
business is good, growing better and foreshadows
continued prosperity. There is a special call for
high-priced styles.

T. A. Davies, manager of the talking machine
department of William Taylor, Son & Co., W. H.
Buescher & Sons Co., the May Co., The Bailey Co..
and other dealers are all optimistic as to the
fall trade,
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RECORD OF NAVAJO INDIAN SONGS.

Latest Novelty in the Edison Catalog Made
Possible Through the Efforts of Geoffrey
O’Hara, Who Occupies a High Place in
America as an Exponent of Indian Music.

One of the great novelties in the list of Blue Am-
berol records issued by Thos. A. Edison, Inc., for
=l e November, is No. 2451,
«’3"“3" "~ | devoted to Navajo In-
;ﬁfﬂ dian songs, each pre-

K faced by an explanatory
talk by Geoffrey
O’Hara, that adds
greatly to its interest.
It is a novel and inter-
esting record that con-
stitutes a valuable ad-
dition to the library of
every one interested in
American music. The
Navajo Indians have

. thousands of songs that
Geoffrey O’Hara. have been handed down
for centuries from father to som, from teacher
to pupil. They have a number of ceremonies,
each one lasting nine days and nights, each con-
taining more than six hundred songs.

Several of the best of these Indian songs were
selected from a large number taken on the Edison
recording phonograph. The accompanying picture
shows several Indian boys making such a record.

All these songs have been made a matter of
special study by Mr. O’Hara, who was appointed
Instructor of Native Indian Music by Franklyn
K Lane, Secretary of the Interior. He himself has
learned several, and having harmonized them, is
enahled to reproduce them with novel and interest-
ing effect.

Col. Theodore Roosevelt, speaking of Mr.
O'Hara's woik, says: “Among the visitors at the
snake dance was Geoffrey O'Hara, whom Secre-
tary of the Interior Lane has so wisely appointed
Instructor of Native Indian Music. Mr. O’Hara’s
purpose is to perpetuate and develop the wealth of

(Write for “Music Money,” a book “full of meat’ for those
dealers interested in quick and frequent turnover of ecapital.)

It may be well to remind you again that
the Columbia policy is the “open shop”
policy—iree competition, a fair field and
no favors.

Indian music and poetry—and ultimately the rhyth-
mical dancing that goes with the music and poetry.
Many well-informed and well-meaning people are
apt to protest against the effort to keep and develop

Columbia Graphophone Company
Woolworth Building, New York

preserve the Indian’s only as national bric-a-brac.
This is not so. We believe in fitting him for citi-
zenship as rapidly as possible. But where he can-
not be pushed ahead rapidly we believe in making
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Navajo Indian Schoolboys, Fort Defiance, Arizona, belonging to the Government Indian Schoo.

], singing their native Indian

songs into the Edison Recording Phonograph, for Geoffrey O’Hara, Instructor of Indian Music,

what is best in the Indian's own historic life as is
incompatible with making him an American citizen,
and speak of those of opposite views as wishing to

progress slowly, and in all cases where it is possible
we hope to keep for him and for us what was best
in his old culture.”

WHOLESALE TRADE EXPANDS

With Landay Bros. Since They Announced the
Extension of This Division of Their Busi-
ness—Expect Big Fall and Winter Trade.

Referring to their recent increase of facilities
for the handling of their wholesale business, Max
Landay, of Landay Bros., 563 Fifth avenue, New
York, prominent Victor distributors, remarked:

“I am very pleased to state that our wholesale
business the past few weeks has increased in pro-
portion to the extension of our facilities for
handling this division of our business. Our whole-
sale trade has taken quite a spurt recently, and I

Price, 50 Cents, List
Patented June 2, 1914.

173 LAFAYETTE STREET

ARTISTIC AND ATTRACTIVE

Grips the record surface and
clings as if on rails.

Extended brush area cleans rec-
ord with one sweeping circuif.

Send 10 cents in stamps for a sample cleaner. Write on your busi-
ness letter head only. Place regular orders through your jobber.

STANDARD GRAMAPHONE APPLIANCE CO.

NEW YORK

am looking forward to a very satisfactory fall
and winter trade in our wholesale department.
“Although we are signing new dealer accounts
daily, and are still in a position to take care ot
the wants of additional dealers this coming season,
we are carrying out our policy of handling only
that amount of wholesale trade which we can co-
operate with in every way. We wish to feel that
our dealers can depend upon us to fill their orders
at all times, and in addition we are placing at the
disposal of our trade the results of our many
years’ experience as retailers of Victor products.”

PARKER “AT THE FRONT.”

According to advices received by his former as-
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