OL. XIII. No. 5. SINGLE COPIES. 20 CENTS

PER YEAR, ONE DOLLAR

Victrola XVI, $200
Victrola XV, electric, $250
Mahogany or oak

The instrument by which the value of
all musical instruments is measured

Entered as second.class matter May 2, 1905, at the post office at New York, N. Y., under the act of Congress of March 2, 1879.
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The Highest Class Talking Machine in the World

gTHE INSTRUMENT OF QUALITY

THE public appreciates the many features
which are exclusive with Sonora and that make the

Sonora peerless. It is no unusual occurrence for a visitor to
inquire carefully about the technical features of this phonograph.

CLEAR AS A BELL

Some of Sonora’s foundations are:

(A) The beautiful, natu-
ral tone—rich, true,
clear—is a result of
splendid design, careful
workmanship and per-
fection of mechanical
details.

(B) The “Bulge’ (Curved)
Cabinet Design Lines
are extraordinarily grace-
ful and attractive.

(C) The Motor Meter
(on the higher priced ma-
chines) indicates how
many more records the

motor will play without
rewinding.

(D) The tone control is at
the sound source, the
correct place.

(E) The universality of
playing: Sonora is
designed (not adapted)
to play all types of disc
records.

(F) The sound ampl-
fier is constructed on cor-
rect scientific principles
to get a clear, accurate
tone.

Sonor? is bought for its beauty of tone and construction. It will pay you to
investigate the merits of this unequalled phonograph, the winner of the highest
score for tone quality at the Panama-Pacific Exposition.

Today write for complete information

Ten models

3§45 3860 875 38100 $150 8175 8190 8250 §350 $1000

SONORA PHONOGRAPH CORPORATION

GEORGE E. BRIGHTSON, President
Executive Offices, 57 Reade Street, New York City

BOSTON: 165 Tremont St. CHICAGO: 218-222 S. Wabash Ave.
PHILADELPHIA: 1311 Walnut St. SAN FRANCISCO: 616 Mission St.
DETROIT: 3 Madison Ave. TORONTO: Ryrie Building

------- perates and is licensed under BASIC PATENTS of the phonograph industry
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KEEPING TRADE ACTIVE DURING THE SUMMER MONTHS

Talking Machin.e Dealers Should Plan a Campaign to Make Their Instruments More Popular With
the Public and in the Home the Coming Summer—How This May Be Accomplished

An old-fashioned idea prevails among some
dealers that interest in the talk'ng machine ends
with the winter, or late spring, and therefore,
dealers should relax in their activity during the
summer and await the fall months for larger
business. As a matter of fact, now is the time,
w.th the near approach of summer and the ar-
rival of pleasant weather to prepare for the
inauguration of an active campaign for the use
of the talking machine in country homes, in
public parks, amusement places, and camping out
resorts. Where proper attention is given to busi-
ness during the summer months it will prove
as successful in the way of sales, with the live
dealer, as during the fall and winter.

Results, however, will'not come automatically
A campaign that is carefully considered and
properly developed should be prosecuted in
thousands of the small towns and cities, par-
ticularly those with small parks where concerts
are usually not given during the suminier
months.

What a rare opportunity for the dealcr to cali
upon the village trustees, tlie town counc!l, or
authorities of the city, and emphasize the fact
that the talking machine, as now developed, is
one of the great creations of the age; that to-day
the greatest bands and orchcestras and the great-
est singers of world-wide famc can be heard
through this medium; that it is not only enter-
taining but distinctly educational——that music for
the public is as necessary as music in the home.

How much better to hear the perfected talking
machine than the incompetent village band?
And if there is no village band, how pleasing
these concerts would be of a suminer evening
in the public square or park.

Of course, this cannot be brought about unlcss
the dealers start the ball rolling. It is necessary

to be aggressive and persistent in presenting

THE ATMOSPHERE OF A STORE

Has Much to Do With the Amount of Busi-
ness Which Will Be Done—Try and See It
Through Customers’ Eyes—Pointers of Value

We obviously ‘cannot see oursclves as others
see us and yet it is most important that we
should be able to make a pretty close estimate.
For no one is it more important than for the
talking machine dealcr.

Some stores, regardless of the state of the
thermometer, have an atmosphcre of chilliness
which is pos’tively repellent to thc customer,
while others radiate so much good will and
cheeriness that doing business is a pleasure.

To which class does your storc belong? Pos-
sibly to ncither extreme, but which way does
it lean?

It will quite possibly be difficult for you to
find out, merely because you are the proprietor
of it. Your clerks will be alive enough, cheery
enough when you enter it hecausc you are you,
but are other people coming into the store
similarly affected? It’s about up to you to
find out.

Pick out some friend of yours who is sensi-
tive to such things. Ask him to take mecntal
notes of other stores and of your own. You
must have some confidence in his judgment
and above all you must be willing to give his
criticism the utmost consideration. If you meet
his suggestions or criticisms with disbclief and
argument, then no good can come out of the
experiment. Depend upon it, there is a very
decided discrcpancy between the customer’s
opinion and the proprietor’s, and your success
depends to a very great extent upon your abil-
ity to see things in the light in which your
customers sec them.

the claims of the talking machine to the con-
sideration of those in authority. It will be found
in the end not only profitable for the dealer, but
for the community, for the music of the great
bands, orchestras or the singers of grand opera
of popular fame, cannot be heard without being
helpful, carrying pleasure, consolation and en-
lightenment in their train.

Last summer a number of talking machine
concerts were given in public parks throughout
the country. They proved to be so successful
that arrangements have been consummated for
their repetition the coming summer.

Now the same activity that is necessary to
bring the talking machine to the attention of the
town authorities can be displayed in the matter
of getting the talking machine into the home and
amusement resorts. There is nothing so in-
tercsting or so entertaining for the summer
home as the talking machine.

Spccial literature bearing upon this phase of
the talker should be sent out by the dealer or
jobber in his territory. People who leave town
for their summer lhomes at the seashore or
irountain should be tabbed and circularized.

The fact is the business will come to him who
seeks it; but, like everything else, it means hard
work. It is thc kind of work, however, that
brings compensation, and that is what the busi-
ness man is in business for.

Dealers must get over the old-fangled idea
that the talking machine is an instrument of
seasons. That might have been true ten years
ago, but it is not truc to-day. The talking ma-
chine is a necessity for all days of tlre year. And
this must be continually pounded into the
peoplc. But the dealers must wake up to the
conditions. They can't expcct the manufac-
turers to do everything. They have a duty which
they should not shirk.

The thermometer itself, by the way, must not
be overlooked. It undoubtedly costs something
to kecp a store comfortably warm in winter
and comfortably cool in summer, but the money
so spent pays big dividends.

Does the customer find your store cool and
refreshing in summer or does he hurry to gct
out of it as quickly as possible?

The personal comfort of your clerks and your
own personal comfort produces an effect, but
the effect on your customers is more important
still. It is easy to acquire a habit of dropping
into a storc that is really comfortable, but it
is just as easy to avoid the store where one
can scarcely endure the atmosphere.

These things all come under the head of
store service, and it is in store service that the
public most benefit by competition. We buy
things for thc satisfaction they give us, and
no less surely do we buy where there is the
greatest satisfaction in buying.

PHONOGRAPH SINGERS ON THE STAGE

Well-Known Record Artists Now Touring the
East and Entertaining the Public—W orking in
Conjunction With Various Dealers

The Plonograph Singers is the title of a new
singing act now touring the Eastern States and
featuring thc well-kiown record malers, Billy
Murray, Henry Burr, the Sterling Trio, Peerless
Quartet, Collins & Harlan, with Theodore Morse
as pianist. The singers have made records for
many years for practically all the talking ma-
chinc companies and their appearance in person
will serve to attract large audiences. Many live
talking machine dealers are co-operating with
the singers, realizing that the act affords the best
kind of publicity for the records.

CONVENTION FOR EDISON DEALERS

Large Attendance Expected at Meetings to Be
Held in New York on July 12 and 13—Im-
portant Trade Matters to Be Discussed and
Elaborate Tone Test to Be Given on July 13

It is expected that at least several thousand
Edison dealers from all sections of the country
will attend the annual convention to be held at
the Waldorf-Astoria, New York, on July 12 and
13, under the auspices of Thos. A. Edison, Inc.

Oune of the interesting features of the conven-
tion will be the question boxes. Each Edison
dealer will be allowed to submit one question
regarding some business matter that perplexes
him. Question blanks will be sent out on May 1
and should be filled in by the dealer and re-
turned between May 15 and June 15, so that the
answers miay be in readiness by the time the
convention is in session.

All addresses and discussions at the conven-
tion will be by the dealers, and the factory of-
ficials will not participate except to answer
questions. Among the topics to be discussed at
the convention will be: “How 1 Can Make Tone
Tests Pay,” “"How 1 Can Make Mechanical In-
spection Pay Profits,” “How I Made My Store
a Musical Center and Cashed In on It.” A list
of those who will handle the various subjects
will be announced later.

In addition to the addresses by the dealers,
M. M. Blackman, well-known jobber of Kansas
City, will deliver his now famous “Soul Talk.”
Then there will be staged a sales playlet similar
to the sketch, “Bought and Nearly Paid For,”
given last year.

The annual banquet which will be followed
by a show will be held on the evening of July 12,
and a number of prominent Edison artists will
be in attendance. On the afternoon of July 13
there will be a big tone test with several famous
artists participating, and on July 14 those dealers
who dcsirc to are invited to visit the Edison
factory.

IMPORTANT DEAL IN WHEELING

Newly Organized Company Takes Over Busi-
ness of Diamond Disc Shop, That City

WueeLiNg, W. Va, May 4—An important deal
was consummated in this city last month by
which a local company, with }. L. Baer, of
Pacr’s Pharmacies, as president, took over the
Diamond Disc Shop located at 44 Fourteenth
street, exclusive agents in this district for the
Edison Diamond Disc phonograph. The deal is
said to involve about $20,000, and the new com-
pany plans to push the business very strongly.
J. C. Gilts, from the Edison Laboratories, is
gencral manager and treasurer of the company,
and will have active charge of the business.
The directors are H. L. Baer, Clarence Feeney,
of the Geo. S. Feeney Co,, J. C. Gilts and A. L.
Francis.

THE TELEPHONE AS A SALESMAN

How a Dealer Promotes Sales of Records
Through This Convenient Medium

A World reader in a recent communication
advocates the use of the telephone as a business
promoter. He says that whenever one of his
salesmen has a few minutes’ leisure he rings up
some of the customers of the house and de-
scribes some new song by a favorite composer,
or a couple of good duets, or some new band,
orchestra or instrumental records, wlatever the
customer will be likely to be interested in. Of
course, this implies some knowledge of the tastes
and requirements of the customers, but it pays
the dealer to have this knowledge and to make
use of it suggestively as often as new goods
appear. \We reconmunend this suggestion to the
consideration of other dealers.
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When the “Prospect” List of the Talking
Machine Dealer Should be “Scrapped” sy s. L. Loomis

A rather interesting topic came up for dis-
cussion recently as to the length of time a pros-
pect card should be considered “live,” and the
conclusion arrived at in substance was that very
many prospects are being carricd on their lists
by salesmen which are no more or less than
an actual weakness thercto, by reason of being
really “dead.”

Now the difference between a live and a dead
prospect is, of course, the simple difference be-
tween the existence or the non-existence of a
chance to sell. Theoretically, of course, and
in the absolute sense, it may be argued that so
long as a person has not bought an instrument
from a concern or its competitor that person
is still a prospect. But the practical side of
the question is less accommodating. Practical-
ly speaking, it seems to be a true and tried
maxim that no single prospect is worth more
than a certain amount of time. When that
amount of time has been given, systematically
and after the method of good salesmanship,
the prospect should have responded; or should
be considered dead.

The statement last made sounds radical, if
not wild; but there is a growing school of ex-
pert sales managers who have come around
to the view here expressed; namely, that less
time should be given to the cultivation of old
prospects and more time to hunting up new
ones.

If a prospective customer does not buy at
the first interview and cannot be convinced by
the ordinary visit to the store, the salesman
should certainly nevertheless call again and per-
haps twice again. But, after so many calls,
any good salesman will have found out for him-
self one of two things. He will have found
that the customer was only “shopping” in the
first place, or he will find that some real rea-
son for not buying exists.

As a matter of fact, there always are a cer-
tain number of people who begin the prelim-
inaries to a purchase and then shy off; and such
persons are the hardest of any to close up ulti-
mately.

Apart from this, however, it is a fact within
the experience of every good salesman that pros-
pects, unlike wine, do not improve with age.
Of course, almost every one of us has had the
expcrience of the prospect who showed up two
years later, and proceeded to buy, remarking
that he had never forgotten our courtesy the

first time, etc., etc.; and most of us have had
the experience of selling finally to some one,
after whom, for some reason, we had unsuc-
cessfully run for just as long. But all these
are really extremely unusual cases; and to keep
one’s card drawer filled with old dead names on
any such account is not good business.

The important point is that we have only
just about so much time to spend and our big-
gest problem is how best to lay out our ex-
penditure of that time. When a prospect comes
in of his or her own accord, then the salesman
who knows his business may rightly regard that
prospect as not only live but certain, unless
impossible conditions immediately develop. But
when a prospect is dug up from the outside and
promises to come in some time or other, then
it is dollars to doughnuts that if that party
does not come in as promised after a little fur-
ther argument or persuasion the prospect is
dead; and should be decently interred without
further delay.

There is still another point. Every hour
spent in writing letters to, or making calls on,
cld prospects is an hour that might have been
given to developing new ones. The outside
salesmen who call on the persons whose names
have been secured know well that if they can-
not make the sale within a few weeks the
chances are slim of ever making it; and grow
slimmer with each month. It is actually more
profitable to canvass from door to ,door than
to spend one’s time running around with a
bunch of old prospect cards. For when the old
prospect has neither left town nor brought a
talker, the chances are pretty slim that any in-
terest or ginger can be infused into him or her.

Some of the best sales managers in the coun-
try are now putting a time limit on prospects.
Every name that is more than ninety days old
and has not yet shown signs of immediate ac-
tion is relegated to the discard. Where a pros-
pect hangs fire for definite reasons that can
be understood and that have some real business
meaning, the card may be retained; but where
three months have elapsed without producing
anything more than desultory conversation, the
funeral is performed quickly and quictly, and
without flowers.

It is a well-known fact that the greater part
of the talker business is done in sales to pros-
pects who have been dug up by the outside
men and who did not come into the wareroom

of their own accord at all. Such prospects the
outside man will not trouble much about, when
once he finds himself unable to land them at
the first store demonstration. If the prospect
is one which deliberately is set aside for a time,
for reasons that appear good to the salesman,
then the prospect may remain alive; but not
otherwise.

The writer has been in retail stores where the
prospect drawer seemed altogether to be too
much of a fetish. It is well to have system; in
fact it is necessary. We cannot run a business
successfully on guess-work. We must know
how to concentrate our selling efforts, and so
we must have some kind of system for finding
prospects as well as a system for selling them
if possible. But that is one thing; and the
notion that every name on a prospect card is
going to bring us in a nice little commission
“some day” is a notion that spoils many a good
salesman.

It takes courage to scrap a lot of nice-look-
ing names, just as it takes courage to scrap
a nice-looking lot of machinery that neverthe-
less is out-of-date. The reason in each case
is the same, however. It is that whatever pro-
duces friction and clogs the wheels of business
must be got rid of, and that quickly, if the busi-
ness machine is to travel smoothly and efficient-
ly along the road of commercial success.

H. E. SPEARE BECOMES MANAGER

Of the Columbia Co.’s New Retail Store at Fiith
Avenue and Thirty-seventh Street

R. F. Bolton, district manager of the Columbia
Graphophone Co., New York, announced re-
cently the appointment of H. E. Speare as mana-
ger of the company’s new store at Fifth avenue
and Thirty-seventh street. This store will be
ready for occupancy about the middle of this
month, and from present indications will be one
of the finest establishments in the city.

H. E. Speare is well known in local talking
machine circles, having been manager of the
Victor department at the Lord & Taylor store
for the past two years. He is thoroughly familiar
with handling a high class clientele, and is
ideally fitted for his new post.

Daner’s Standard Drug Store, Mt. Clemens,
Mich., has taken the agency for the Edison Dia-
mond Disc phonograph in that city.

]
DOES YOUR

Do you find your

deliveries?

steadily multiplying?
Do you get prompt

iVICTOR:SERVICE

continually help to build up your sales?

record OI‘C]CI‘S

secured from

THE EASTERN TALKING MACHINE COMPANY

177 TREMONT STREET

only gives complete
satisfaction  but
tually increases your volume of sales
through sales promotion plans

. Real Victor

Service which not

which ac-

"can be

’

BOSTON, MASS. IJ
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Victrola 1V, $15
Oak

e T

Victrola XVI, $200
Victrola XVI, electric, $250
Mahogany or oak

Victrola X, $75 Victrola VIII, $40
Mahogany or oak Oak

Victor supremacy

Victor supremacy is the surest index of which
way the trade goes.

It spells success for every Victor dealer.

Victor Talking Machine Co.,Camden, N.J.,u.s.A.

Berliner Gramophone Co., Montreal, Canadian Distributors.

Important Notice. Victor Records and Victor Machines are scientifically di d and eynchronized by our special
processes of manufacture, and their use, one with the other. is absolutely essential to a perfect Victor reproduction.

‘“Yictrola” s the Registered Trade-mark of the Victor Talking Machine Co. designating the products of this Company only.

Warning: The use of the word Victrola upon or in the promotion or sale of
sny other Talking Machine or Phonograph products is misleading and illegal.

Victor Distributors

Albany, N. Y.......Gately-Haire Co., Inc. Des Molnes, Ia.....Mickel Bros. Co. Omaha, Nebr.......A. Hospe Co.
Atlanta, Gn.........Elyea Austell Co. Detrolt, Mich.......Grinnell Bros. Nebraska Cycle Co.
A %I‘:; 1 slﬁ Creﬁ C: @ ;| Elmlra, N. Y.......Elmira Arms Co. Peorla, Ill.......... Putnam-Page Co., Inc.
ustln, Tex........The Ta mg achine Co., o ﬁl 1,73‘[). ’l‘;x.l:{ W. G. Wa]hcq. - Bes Phlladelphla, Pa....Louis Beueh: Co., Inc.
onolulu, T, H. Bergstrom Music Co. b i
Baltlmore, Md......Cohf‘n Ig)‘rg:gge‘Som - Hon ot fTen Thos, Goggan & Bro, ’ Penn Phonog;‘aptho 'Clnc
H. R. Eisenhrandt Sons, Inc. Indlanapolls, Ind...Stewart Talking Machine Co. The Talking ac&mse °'I
A ' Jaoksonvllle, Fla... Florida Talking Machine Co. H. A. Weymann Snyinc
Bangor, Me.........Andrews Music House Co. Kansas CIty, Mo....]. W. Jenkins Sons Music Co. | I'Ittsburgh, Pa......W. F. Frederick P:ano Co.
Blrmingham, Ala..,Talking Machine Co. i .\(chmellzeé Arms ((:Io. g Ca Mde"'l?rll?o , M Sl (6
lncoln, Nehe.. oss P. Curtice Co. tandar alking ac ine Co.
ston RNaEec "'%','Z‘{.;ars’(‘::‘,’,“ Licing Machine Little Fock, A0 K Houek Piane Co Fortand, Me.......Cressey & Allen Inc.
08 Angeles, al... Sherman ay Portland, Ore.......Sherman, Clay .
The M. Steinert & Sons Co. l\\‘llelmphlks, Téﬁx.....g.dl(. H’lgu]ik Piano Co. . Providenoe, 3. e .hSaCmu]els % BN. Inc.
. c q wankee, ®.....Badger Talkin, 5 ich d Buie oee e Corley Co., Inc.
Brooklyn, N. Y.....American Talking Mch. Co. Minneapolls, Minn.. Beckwith, O‘N%nll Co. W. D. Moses & Co.
G. T Williams. Moblle, Ala.........Wm. H. Reynalds. Rochester, N. Y.....F. J. Chapman.
Buffalo, N. Y.......W. D C. N. Andrews. Montreal, Can......Berliner Gramophone Co., Ltd. he Talkm Machine Co.
Neal, Clark & Neal Co, Nashville, Tenn.... 0. K. Houck Piano_ Co. Salt Lake Clty, U..(‘onsolldat Music Co.
Burlington, Vt..... . American Phonograph Co. Newark, N. J......Price Talking Machine Co. The John Elliott Clark Co.
Butte, Mont.. +Orton Bros. New Haven, Conn.., Henry Horton. San Antonlo, Tex..Thos. Goggan & Bros
Chicago, lll.........L on & Healy. New Orleans, La.... Philip .Werlein, Ltd. San Franclsco, Cal.Sherman, Elny
Th ca od‘l‘]al‘l:m N]lat:hin:: Co. | New York, N. Y.....!lankmalnn'll‘alhng Mach. Co. Seattle, Vig'aslg...n ;hﬁ:lmanMCl; & CoN
e Rudol urlitzer Co. Ei ut. 8 Fi , 8. bl achin XC ange.
Clnclnnatl, O.. +The Rudo]ph Wourlitzer Co. C:ng:"\’x;o &OSon lnc. S:;&xane? ',Vash ;ermgn. Clay i Co. 3
Cleveland, O.. '?",e \\é e ueachser&ic Ségs Co. N .C 8t. Lol‘ﬁa.n}{o.. %’(vocrhelr)-?rerglesr Music Co.
e Lol lsler ayle % St. Paul, nn, . Y. er TO.
The Echpse Musical Co. Charles H. Duson & Co. Syracuse, N. w. Andrews Co.
Columbus, The Perry B. Whitsit Co. Landay Bros., Inc. Toledo, O.. The betney & Currier.
g::ll‘a:; T&“ .'?_;nge}rl B:-osM - gew Yoik Talking Mach. Co. | Washington, D. ..(éoh;_n%l{ug &eos .
v e e ex usic rime: . . 700 ons
’ The Knight-Camphell Music Co. Silas E. Pearsall Co. Robt. C. Rggcn Co.
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THE PULLING TEST

The Well-Known *“‘National”’
Record Albums
Are Always the Leaders

OUR NOS. 1310 FOR 10~
INCH RECORDS AND
1312 FOR 12-INCH

RECORDS

The only Safe and Conveni-=
ent Way to
Protect Disc Records

STRENGTH AT THE STRESS AND STRAIN POINT

We manufacture disc Record Albums containing 12 pockets to fit the Victrola Cabinets Nos. X and XI.
With the indexes they are a complete system for filing all disc Records.
THESE ALBUMS ARE THE BEST FOR VICTOR, COLUMBIA AND ALL OTHER DISC RECORDS

e S s 2O TEE. NATIONAL PUBLISHING CO., 239 s. American s, PHILADELPHIA, PA.

PATENT APPLIED FOR

THE STRENGTH (S THERE

THE STRONGEST ALBUM MADE AT ANYWHERE NEAR ITS LOW PRICE

PRACTICALLY UNBREAKABLE FOR REGULAR USAGE

For Durability, Finish and
Artistic Design

REINFORCED
RIVETED BACK
ALBUM

Our Albums Have No Equal

They are made in the most
substantial man-
ner by skilled workmen

We also make Albums containing 17 pockets.

S. ROLAND HALL TAKES CHARGE

As Advertising Manager of the Victor Talking
Machine Co.—Got Into Harness on May 1—
Has Had Wide Publicity Experience and Is
Acknowledged a Leader in His Field

S. Roland Hall, the new advertising manager
of the Victor Talking Machine Co., succeeding
Henry C. Brown upon thc advancement of the
lattcr to the post of assistant to the general
manager, comes into the talking machine ficld
with a record of long and successful cxperience
in all branches of the advertising work, as it is
expressed, on both sides of the desk.

Mr Hall entered the advertising field eighteen
ycars ago as office man in the New York officc
of the Washington Star, Baltimore News, In-
dianapolis News and other publications. After
three years he became connected with the Man-
hattan Reporting Co. which handled expert
reporting and published a magazine. Two years
later hc went- with the International Corre-
spondence School as a prospectus and special
writer on follow-up matter, and was later put
in charge of the School of Advertising in which
capacity hc prepared the present Intcrnational
Correspondence School Advertising Coursc and
the 1. C. S. Salesmanship Course. Ile was also
chief instructor of their Ficld Representatives’
Training School. Whilc in Scranton he also
worked for some time with the Lord Adver-
tising Agency.

In his early days Mr. Hall tried fiction writing,
but as he puts it: “I was not long in Jearning
that my descriptive skill, which some editors
had praised, would better be devoted to making
housewives see how much brighter life was
when they used Shincen for their pots and pans
and how Smith’s fertilizer made cabbages grow.
I still write a story or a general article now and
then, just for the fun of the thing, but when they

.come back as ‘unavailable’ I chuckle for I know

wlere the real market for writing ability is.”
After ten years with the Intcrnational Cor-
respondence School Mr. Hall went to Easton,
Pa., as advertising manager of the Alpha Port-
land Cement Co., one of the “big four” in the
cement field, and held that position with dis-

S. Roland Hall
t'nction until attracted by a broader opportunity
offered him by the Victor Talking Machine Co.

Mr. Hall has achicved considerable reputa-

tion as a writer of busincss and advertising”

articles for Printers’ Ink, Advertising and Sell-
ing, System, ctc., and started and ran for scveral
years the Class Room Department in Printers’
Tuk.

The heavy Green Pockets are guarded against
opening on the side by being both glued and stitched
to a hcavy piece of flexible Duck Canvas. Then in
turn the Envelopes are bound to a back consisting
of one piece of metal fastencd with wire rods.

The Album opens casily, and lies absolutely flat.
Practically indestructible where the strain is greatest.

An Album you can take pride in recommending,
as vou can guarantee it to your customers, and we
stand behind the guarantce.

BETTER ALBUMS FOR YOUR MONEY—NO
MATTER WHAT GRADE ALBUMS YOU SELL.

Write for Samples of Our Three Grades

New York Album & Card Co., *"REw YORK

Metal Back

The Quality
Album

He is the author of a number of books in-
cluding “Advertiscr’s Hand Book,” “Salesmen’s
Hand Book,” “Stenographer’s and Corre-
spondent’s Hand Book,” published by the Inter-
national Correspondence School; “How to Get
a Position and How to Keep It,” Funk & Wag-
nall Co., New York; “Short Talks on Retail
Selling,” Funk & Wagnall Co.; “Writing an Ad-
vertisement,” Houghton, Mifflin Co., Boston.

Mr. Hall is a great believer in carrying out
co-operative plans with retail dealers, and has
also put much cfort into ways and means for
improving the work of retail sales people. As
advertisng manager for the Victor Co. he
plans to carry out these policies which already
liave worked so successfully in the talking ma-
chine trade.

OPERAPHON—E—CO& MOVES OFFICES

Headquarters of Record Manufacturers Now
Located at 489 Fifth Avenue, New York

The Operaphone Mfg. Corp., maker of the
Operaphone talking machine records, has
moved its offices from 200 Fifth avenue to new
and more centrally located quarters in the De-
pew Duilding, at 489 Fifth avenue, near Forty-
second street. The new offices near the termi-
nal of the Queenshoro subway will facilitate
communication with the factory of the company
in Long Island City which is reached by that
route. :

The Operaphone Corp. is steadily increasing
the sizc of its rccord lists, as well as the record
production, and the factory is being equipped
to take care of the future growth of the busi-
ness without delay.

GIVES UNIQUE MATINEE RECITAL

Miss Edna Bailey Provides Original Entertain-
ment at Hotel McAlpin—Is Assisted by New
Edison Phonograph and Re-Creations

Miss FEdna DBailey, well known as a society
entertainer and who makes a specialty of enter-
taining children, gave a unique matinee recital
at the Hotel McAlpin on last Saturday after-
noon, May 12. The program consisted of numer-
ous dramatic recitations, Southern negro and
fairy tales and dialect stories presented with
the assistance of the New Edison phonograph
and Edison Re-creations of Miss Bailey’s reci-
tations. The program was interspersed with
various musical selections on the new Edison,
including the “Meditation” from “Thais,” a vio-
lin solo by Albert Spalding, the “Ave Maria”
sung by Mme. Rappold with violin obligato by
Albert Spalding, and several other numbers.

Miss Bailey has for some time past been
recording for Thos. A. Edison, Inc., and the re-
creations of her recitations have been very
popular. One of Miss Bailey’s special talks to
children concerns “The Wizard Who Lives in
an Orange,” and naturally refers to Thos. A.
LEdison and his works, although the story is
presented in the form of a fairy tale.
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Victrola VI, $25 Victrola VIII, $40 Victrola IX, $50

Victrola 1V, $15
Oak Oak Mahogany or oak

Oak

Victrola supremacy
1s real

It is backed by its wonderful
musical achievements.

M | It 1s the power behind the success
“HIS MASTERS VOICE .
<™ of every Victor dealer.

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

Berliner G h Co.. M 1, Canadian Distributore

Important Notice. Victor Records and Victor Machi are scientificall di d and synchronized by our special
processes of manufacture, and their use, one with the other, is absolutely essential to a perfect Victor reproduction.
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Warning : The use of the word Victrola upon or in the promotion or sale of
Machine or Ph h d is misleading and illegal.
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OR the man in a luxury line—and let us consider talking

machines as at least semi-luxuries, for the sake of argument—
the problem during these stirring times is to differentiate for the
benefit of the trade between conservatism and false economy.
Waste at any time is a little short of criminal, but prosperity
almost invariably begets waste to a greater or less extent.

Now comes the cry of war-time economy, particularly econ-
omy in those lines that will tend to protect supplies used in
military movements. It is up to the talking machine dealer to
convince his trade that the cutting out of all expenditures, except
those for shelter, heat, light and clothing, is the worst possible
policy to pursue, for the reaction from such a policy will be
detrimental to the best interests of the nation.

If every one simply bought the absolute necessities of life,
the ultimate result would be that the greater part of the working
population of the country would be turned out of employment;
that their spending powers would be cut off; that they would in
fact become actual charges upon the community.

To pursue a normal course in spending; to enjoy, for in-
stance, the entertaining and educational qualities of music, means
that business keeps on in the usual way and every one is
protected.

It must be understood that the $7,000,000,000 war fund, part
of which will be loaned to the Allies, means that this vast sum,
and the appropriations that will follow, will come back to or
remain in this country in the form of payments for munitions
and the other supplies that are made necessary to war.. The
makers of such supplies will profit by the demand and in turn
their personal demands will have to be met, whether it be for
talking machines or records, or for other things. Every talking
machine dealer should make it his business to convince those
with whom he comes in contact that it is only by continuing in
a normal path and carrying out the “business as usual” slogan,
that the interests of the industrial world as a whole will be
protected and conserved. In other words, a false and hysterical
economy at this particular time is far worse than any normal
condition of waste.

A GREAT many dealers are overlooking the immense possi-
bilities that exist in developing the sale of foreign records.
There is no city, or town, for that matter, of any importance in
this country, that has not a large foreign population, and no

matter how these people may enjoy the popular “hits” by Ameri-
can composers, yet down deep in their hearts there is a sincere
love and keen appreciation of the simple folk songs, or classic
compositions of their home lands.

We know of a number of dealers who have twice doubled
their business in foreign records during the past year. They
have accomplished this by putting into being a well thought-out
campaign, whereby those people of foreign birth are approached
personally, or through the newspapers printed in their own
language, and also through circular work and window displays.

It means a little concentration, and a fair measure of work,
but the results show a profit that is beyond belief to those who
have not considered this field of operations. As a matter of fact
there is a ready demand for foreign records in every dealer’s
community. The way to get the best results is to first stock the
records and then make it known that you have done so.

Foreigners are clannish, live within a small circle as a rule,
and keep in close touch with one another. When they know that
they can hear in their own homes their favorite national songs,
dance and concert numbers by leading native artists, it will strike
them as a very happy thought, and they will pass the idea along,
with satisfactory results to the dealer.

The leading talking machine companies carry a very impos-
ing list of records that will appeal to those desirous of handling
a department devoted to foreign records, and it only needs a
little enterprise, which, by the way, will be backed very enthusi-
astically by the manufacturers, to build up a volume of sales that
will pay a good profit, compared with the expense involved.
The matter is worth considering.

UDGING from the results obtained by trade organizations

already in existence, it is difficult to see why any city, even
small sized, should be without its talking machine association
not only for the social atmosphere brought about thereby, but
for the actual business benefits that result.

The fixed price policy has served to protect the talking
machine trade from many of the difficulties that face manu-
facturers and merchants in other lines of business, but there are
still half a dozen questions that can only be settled by an agree-
ment between the dealers themselves.

These questions include those of the charging of interest on
instalment sales, the sending of records on approval and the
advertising of machine cabinet combinations in a way that gives
the impression of a special sale, and it has been proven that
dealers can solve these questions to their own benefit through
mutual effort.

Take the most recent case of an association in Washington,
D. C. A live wire man got the dealers together. The result was
a better acquaintanceship and an agreement to charge interest
and a discussion of the record approval plan that will result in
some definite action. As one prominent man of that city put it:
“One of my competitors with whom I cultivated only a bowing
acquaintance during his score of years in business, has become
a fast friend as a result of our meeting at two sessions of the new
association. That in itself is worth while.”

Local talking machine merchants need not enter into the
formation of a new association with fear and trembling, for the
secretaries of successful associations already existing have shown
a decided willingness to co-operate with their brothers in other
localities, when requested to do so.

The dealer who is prone to decry conditions as they exist
in his particular vicinity may find that the same amount of effort
directed toward organizing an association may serve to eliminate
the very evils of which he complains. At least the attempt is worth
the making.

N somewhat less than two months from the time this issue of

The World reaches its subscribers, the National Association
of Talking Machine Jobbers will be holding its annual con-
vention at its favorite convention center, Atlantic City, the
headquarters being at the Hotel Traymore, as was the case last
year. Victor jobbers should arrange to attend, or at least be
actively represented at the meeting, for the Arrangement Com-
mittee is now preparing an elaborate program of educational
matter for the enlightenment and benefit of the talking machine
men.
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The present trade and general situation would appear to
make it most desirable that the jobbers get together ihis year
with a particularly ecarnest spirit of co-operation and make
definite plans for accomplishing everything possible that will
insure the continued permanency and stability of the trade.

For those who desire to mix pleasure with business, and they
are in the majority, Atlantic City offers opportunities for enter-
tainment that are unsurpassed. For the man devoted to his
business, the convention offers a pleasing vacation that can be
made distinctly profitable in a business way.

This in itself should be sufficient cause to get away for a
few days in July. The dates are July 9, 10 and 11, and the place
the Hotel Traymore. '

TI‘IE talking machine dealer who has not already profited by
the demand for patriotic music as a result of the present
situation, or who has not made definite plans to take care of such
a demand, has little claim to be classed among the live dealers
of the trade.

The record companies have prepared large lists of patriotic
numbers for the convenience of dealers and the public, but the
retailer should not be satisfied with displaying or mailing out
these lists. He should go after the patriotic music demand on his
own hook. The primary appeal for the sale of patriotic music
at this particular time is of course the home. The dealer who
really wants to do business, however, should find an opportunity
for the sale of both machines and records developed through the new
situation.

In practically every city, town and village in the East, for
instance, as well as in many sections of the West, there have
been organized companies of Ilome Guards, various Home De-
fense Leagues, new Dattalions of Boy Scouts, organizations of
women as nurses, or for other purposes, all of whom are engaged
in drilling at regular intervals.

Such organizations, for the most part, have no facilities to
employ band music by which to conduct their drills and many are
forced to go through their maneuvers without the inspiration
of lively marches. If the dealer will look up these local organi-
zations he should find a fertile field for selling machines and
records.

Good business from a commercial viewpoint and likewise
good work in a patriotic sense, for the music of the talking
machine will tend to add interest to the work of drilling and
promote greater effort.

ITETHER the war tax program of the administration goes
through in its present form or not, the business world may
feel assured that it will be taxed and taxed heavily to provide
for the necessary funds to carry on the conflict in which we are
now engaged. It is to be hoped, however, that whatever the

final program may be, the talking machine trade, while un-
doubtedly figuring in it, will nevertheless receive just treatment
as compared with other industries. Ways and means for meeting
taxes must be considered when something definite is offered to
work upon, but inconsiderate assessments will present difficulties
that will require quick adjustment.

The manufacturers for the past two or three years have been
facing the steadily increasing cost "of materials, to say nothing
of unexampled difficulties in obtaining certain essential supplies.
These increasing costs and expense producing difficulties have
been met, except in a very few cases, without adding to the retail
prices of machines and records, but new and heavier taxes may
make it impossible for the manufacturer to absorb this additional
overhead. It will be necessary to pass along the tax to the ulti-
mate consumer, where all other war taxes will, in one way or
another, find their resting place. \Whatever the outcome, the
talking machine industry can be depended upon to adjust itself
to the new conditions, as'it has adjusted itself to unusual conditions
growing out of the actual development of the business.

The trade has the advantage of not being burdened with old
ideas—for instance those of a quarter of a century ago. It is a
new trade built on new methods and as such is quick to adjust
itself to any problem that may arise.

HE WORLD is right in line with the general sentiment of the

country in its desire to be of service to the nation, and last month
the following letter was sent to Grosvenor V. Clarkson, secre-
tary of the Council of National Defense, Washington, D. C.:

“After consultation with our board of directors, The Talking
Machine World has decided to offer to all departments of the
United States Government the absolute co-operation of our indus-
trial publications, both in the matter of editorial co-operation, and
the free use of advertising space, for the purpose of assisting the
Government in the mobilization of our industries, publicity in
methods of finance, and the promotion of any project under-
taken by the Government during the present condition of war.
We shall seek to interest the active co-operation of the important
business interests of the talking machine industry in their local
centers, and shall hope to establish assistance in placing the bond
issue without expense to the Government. In any of these matters
your commands will receive our prompt and immediate atten-
tion.”

VERY time a man or woman is misled by a false advertise-

ment, the selling power of all advertising is lowered. Every
time a false, exaggerated statement is printed in an advertise-
ment all advertising is discredited to a certain extent. As a
means of self protection every business man who advertises
and who is a believer in the value of publicity should help to drive
out the fakers.

The TRINITY of SERVICE

VICTOR
DITSON—BOSTON

Gets the Most Goods to the Dealer the Quickest

OLIVER DITSON CO.

BOSTON

Try
Ditson
Service

CHAS. H. DITSON & CO.

NEW YORK
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Every money-making reason for carrying
Columbia Records gets a 50% increase in
strength by the addition of the new records
listed in the June Supplement (out May 20th).

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

Columbia Graphophone Co.
Woolworth Building, New York

GREAT WISCONSIN TRADE FIRST THREE MONTHS OF YEAR

Slight Halt Following Severance of Relations With Germany, But There Has Been Quite a Pick-
ing Up in Trade Recently—Budget of Interesting News From Milwaukee

MiLwaukeg, Wis,, May 7—Music and microbes
must be divorced forever, according to the Mil-
waukee Association of Music Industries, which,
at a recent meeting, discussed the returned rec-
ord problem on the basis of its being an unsani-
tary evil. Many instances were noted and re-
marked on regarding the prevalence of disease
in certain homes of cities that practice the re-
turned record habit and the undesirability of
allowing any such practice to continue because
of the imminent jeopardy in which it places
the health of a comnmunity. Talking machine
records seem to be peculiarly suited to the con-
gregation of germs of variety. Be the disc one
of grand opera or of ragtime, it is said that
diversified germs, germesses and germlets dance
their dire dips of death in the needle tracks
of the musical disc.

“The talking machine business in Wisconsin
for the first thrce months in 1917 was by far
the biggest in the history of the state,” said
George F. Ruez, prcsident of the Badger Talk-
ing Machine Co. “This is true not only of the
Victor line, but others as well. Qur travelers
report greater interest and demand right now
than for any corresponding period.

“It is true,” added Mr. Ruez, “that immedi-
ately following thc declaration of war there was
a slight halt, but this merely gave dealers a
chance to catch up with deliveries on sales made
as long ago as last December. We are firmly
convinced that the present ycar is going to make
new records in the talking machine industry.
The people of this state are all employcd at
bigger wages than ever bcfore; general mer-
chandising has been profitable, and money is
plentiful. In the rural scctions our dealcrs ad-
vise us that they are selling machines just as
fast as we can deliver them,” continued the
head of the Victor wholesale business in Wis-
consin.  “The farmer is making more money
than ever before. 1 certainly am an optimist
on the future of our country, the outlook for
a prosperous year for Wisconsin, and the pros-
pects of the Victor in our community.”

Peter F. Piasecki, Victor dealer, 441 Mitchell
street, lieutenant-colonel of the Wisconsin Na-

Patented Apr. 17, 1917

Other Patents Pending

There is an increasing demand for
a simple attachment that will pla
Edison, Pathé, or other Hill an
Dale records on Victor, Columbja and
other vcrtical type reproducer.

“DeStiluS”  will o it perfectly
without changing either the repro-
duccr, lone-arm or machine in any
way. Is casily attached, inexpen-
sive, no trouble, no changing. Simply
attach “DeStiluS” as you would the
ordinary stcel needle. "With care will
last a lifetime.

Retail price with either Edison or
Pathé sapphire jewel, $1.00. When
ordering state which is desired. Lib-
eral discount to dealers on quantity
order.

Descriptive literature on request.
Send $1.00 for sample and try it out.

OMAR C. DeSELMS, Attlea, Indlana

Altached in Position

tional Guard, is expecting a call to active serv-
ice any day. Colonel Piasecki is one of our
oldest Victor dealers.

The Brunswick continues to be one of the
best little recruiters in Milwaukee. For five
weeks its snappy patriotic mclodies have put
spring and pep into thc pedal appendages of
Wisconsin youths. The advantageous location
of the store of the Brunswick representative,
Emil O. Schmidt, on the mezzanine floor of the
rotunda, gives the Brunswick every opportunity
to play its lively tunes to the crowds of visitors
to the military quartcrs in the Plankinton Ar-
cade.

L. C. Parker, managcr of the Victrola de-
partment of Gimbel Bros., was recently the prin-
cipal speaker at an enthusiastic meeting of thc
Salesmanship Club, of which hc was the first
president.

Lawrence McGreal, president of the Pathe-
phone Co. of Wisconsin, recently made an ex-
tensive trip throughout the cntire northern part
of Wisconsin.

The largest Grafonola department in the state
of Wisconsin is locatcd in Racine, at the depart-
ment store of Bloch’s.

The Phonograph Co., Edison dealer, has filed
an amendment to its articles of incorporation.

The Aeolian-Vocalion, representcd here by
the Edmund Gram Piano House, will make a
strong appeal at Oconomowoc this summer.
Oconomowoc is one of the leading summer re-
sorting cities in thc Middle West and the ap-
pointment by P. A. Secger, head of the dc-
partment at Gram’s, of a new represcntative in
the City of Lakes presages progress for the
Vocalion. Mr. Secger, head of the phonograph
department at Gram’s, rcports the business for
March, 1917, to havc been one hundred and
fifteen per cent. in cxccss of that for the same
month last year.

H. M. .Hahn, manager of the Edison depart-
ment, recently handed in his resignation, which
took effect May 1.

The Edison Shop,; 211-215 Sccond street, has
as its chief diversion thc conducting of tomne
tests. Thousands of people not long ago hcard
the Edison on the stage at the Majestic Thcatre
play a xylophone duct with Frisco, said to be
high among the wizards of that instrument. The
Edison Shop furnished the machine.

Mrs. William J. Voss, who for ten years con-
ducted a Victrola and sporting goods store in
Appleton, recently disposed of her entire stock
to M. L. Carroll, of this city.

Thc Popular Science Monthly, in a recent
issue, commented favorably on the Record-Lite,
the recent invention of George E. Bernecker,
the Milwaukee inventor, which is produced and
distributed by the Record-Lite Co., Inc., at 135
Sccond street, Milwaukee. This device which
protects records is growing in favor.

0. C. Jones, the musical instrument man of
Randolph, has openecd a branch store in Fox
lake; Wis. The Edison line is handled, with
Mrs. W. E. Hotchkiss as manager.

Among local talking machine dealers who will
again make the annual trip with the Merchants
and Manufacturers, is Albert G. Kunde, Colum-
bia dealer. The trip of the association through
Wisconsin’s little business, cities this year will
cxtend over five days, commencing June 11. It
is a great trade promoter.

Charles T. Caldwecll, who recently purchased
the jewelry business of Rudolph Kaempf, in
New Brillion, will install the Edison line of
phonographs and records.

The Brunswick will be handlcd in West Bend
by the Kapfer-Mocnning Furniture Co., who
have fitted thcir storcs with comfortable dem-
onstration booths.

A. Whuillcumier, Monroc, has built a new Edi-
son rccital parlor in his store.

M. W. Brand, piano dealer, Sheboygan, Wis.,
has been made the Sheboygan county represen-
tative for the Puritan phonograph, produced by
the United Phonographs Corporation of She-
boygan.

J. F. Meagher, engaged in the musical instru-
ment business in Madison, and Miss Mabel
Braun, of Sheboygan, were recently married in
thc University Chapel, Madison, by the Rev.
Father Henkle. Mr. Meagher is a partner in
the Forbes-Meagher Co., pianos and Victrolas.

Two dozen phonographs, several dozen rec-
ords, and several dozen boxes of needles, or-
dered from Germany before the European con-
fiict began, and which, according to foreign ad-
vice, Icft Europe on September 23, 1914, arrived
in Monroc, Wis., about a month ago. The ship-
ment was received by the Ingold Importing
Co. From the markings on the box it has
beenn deduced that the shipment had been
started and then recalled and had lain at Rot-
terdam, Holland, for over a year. “All's well
that cnds well”

PERSONAL SERVICE

The members of our Company are always available and
will gladly see you personally or write you at any time we
can possibly serve you.

Why not communicate at once with us?

BADGER TALKING MACHINE CO. i, s

VICTOR DISTRIBUTORS

P —
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK

FACTORIES, ELYRIA, OHIO—NEWARK, N. J.

CHICAGO ATLANTA SEATTLE TORONTO

We Announce the Amalgamation

of the

Otto Heineman Phonograph Supply Co., Inc.

NEW YORK, N. Y.

A. F. Meisselbach & Bro.

NEWARK, N. J.

The Meisselbach motor will continue to be manufactured under
the present efficient management of Messrs. A. F. Meissel-
bach and Pliny Catucci, and this plant will be known as the

MEISSELBACH DIVISION

of the

OTTO HEINEMAN PHONOGRAPH SUPPLY CO. Inc.
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SEEKING A SOLUTION TO ANNOYING EXCHANGE PROBLEM

Milwaukee Association of Music Industries to Take Up Subject at Next Meeting—Exchange
Problems Should Be Solved as Easily in the Talking Machine as the Automobile Trade

MiLwaukeg, Wis,, May 5.—With all the pros-
perity that local dealers in talking machines
have enjoyed during the beneficent months of
the immediate past several bugbears to the busi-
ness have crawled about the “pie” to harass
and vex even the greatest optimists. One of
those bugbears is represented in the “exchange”
jinx.

“It is about time that something were done to
settle, or at least to offer a solution to, the big
problem of the talking machine business that
has threatened every dealer at various times; it
is the business of exchanging old instruments
for new,” said the manager of a leading down-
town establishment a short time ago.

“We have a list of about 100 people who came
to us in several months’ time and offered to take
a machine of the line we represent provided that
we would take their old machines in on the
deal,” said another musical instrument man.
“Surely, there must be a solution of the ex-
change problem. If we had but an outline sketch
of a plan or idea which we might follow we
would consider it a big step taward solving the
difficulty. Up to the present time there has not
been offered even the slightest ‘tip’ as to some
organized system of dealing with the subject.”

Would a clearing house solve the problem?

The Milwaukee Association of Music Indus-
tries will take up the matter at its next meeting.
The association has among its members nearly
every prominent dealer in musical instru-
ments in the city. It was organized last Febru-
ary for promoting the business and social in-
terests of the musical instrument element. Its
meetings are a kind of “open house” to expres-
sion. Since its inception only a short time ago
many matters have come before its rostrum. It
has done mueh to alleviate the evil of returned
records in Milwaukee.

Members of the association believe that the
exchange problem in talking machines can be

solved as easily as the used car difficulty in the
automobile ling is being coped with—and sucess-
fully. Talking machine dealers in all parts of
the country know that a home which is already
equipped with a talking machine is open to an-
other sale, provided the old machine is taken
into the deal. Could there be offered some
definite idea as to how the dealers might get
together on the subject and offer organized re-
sistance to the evil and thereby resolve it into a
solution, a great service would be rendered.
Not so long ago automobile dealers of some
parts were getting ready to give up in disgust
because of the exchange proposition in dealing
in automobiles. Now every dealer in America
has at his service a current weekly report on

the value of every kind of used car in every
important city of the United States.

"1t is not necessary that the solution of the
used talking machine problem be based in the
same manner as that of the used car difficulty,”
said a member of the association, “but certainly
there ought to be a step in the direction of
elearing up in the minds of the dealers just how
the problem should be handled, how much the
old machine is worth, where it should be resold,
and many other things known only to the
dealers themselves.”

“If the used car problem can be secttled there
is no reason why we should not expect at least
a few ideas as to how the used machine difficulty
can be coped with,” said Henry M. Steussy, of
the Steussy-Schulz Piano Co., Magnola and
Pathé, 525 Grand avenue, and secretary of the
association that is determined to blaze the trail
as a pioneer, believing that there is a solution.

TALKER TRADE BASIS FOR EDITORIAL

Increase of Columbia Graphophone Co. Business
in Canada During the War Referred to by
Literary Digest as Proof That Business in the
United States Has Nothing to Fear

The fact that the business of the Columbia
Graphophone Co. in Canada during 1915 was the
greatest in the history of the company, and that
the total business of the company in Canada for
1916 was just 100 per cent. greater than that for
the preceding year, has been used by the Liter-
ary Digest in an editorial argument to show that
business in the United States has nothing to fear
as a result of this country being at war.

Commenting upon the question of business
and war, the Literary Digest says:

“Canada has been at war for nearly three
years, sending great numbers of men to the
front, utilizing its available resources to the
utmost, bearing its full share of the struggle.
But these efforts have assuredly not spelled dis-
aster for manufacturers and Canadian business.
It is safe to assume that our participation in
the war, which is likely to involve a mueh

smaller sacrifice relatively than Canada has
made, will prejudice American business even less.
That, of course, is the attitude of the Ameri-
can business community. When Europe went to
war American business was anxious and uncer-
tain. When America went to war it was calm
and self-contained. It had had a chance to
understand the problem better, to take stock of
itself. As evidence of this state of mind we
may take the authentic statement that the great
national advertisers of America, far from con-
templating retrenchment in their expenditures
for newspaper and magazine space, are prepar-
ing in many cases to place larger orders.

“There is thus every reason for business con-
fidence. With an assured market for everything
that can be produced or manufactured, with a
financial organization fully capable of meeting
the needs of the situation and any special
emergency that might arise, and with the pos-
session of the largest stock of gold ever accu-
mulated in any country in the history of the
world, the United States is as well protected
against mischance as is humanly possible under
the circumstances.

A Talking Machine is known by the Motor it has.
Motor, and the satisfactory service rendered by

It is impossible for it to be any better than its

i
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We have done so much experimenting for you—thousands of dollars
being invested in laboratory work alone—that the Meisselbach motor is
as nearly perfect as human ingenuity and mechanical supremacy can

A. F. MEISSELBACH & BRO.

Factory: 29-31 CONGRESS STREET and 22-30 PROSPECT STREET

has prompted many phonograph makersto make the Meisselbach a part of their standard equipment.

handle.

this' motor.

We would like to say that you will have more time to SELL talking
machines if you have FEWER MOTOR TROUBLES. No motor
is yet perfect, but manufacturers have told us that the Mleisselbach
motor gives the least trouble and the greatest satisfaction.

This is onr No. 16 motor, which will play five 10-inch or
three 12-inch lateral cut records with one winding. Double
springs, made from the highest quality material. Worm
driven governor. Cast iron frame. One-piece forged crank

The lever shown on top of motor is the underneath gover-
nor brake stop.

silent running.

By the turn of one screw, the spring cup can be easily re-
moved. When you see this motor, it represents the highest
quality, for it has been made by a concern that has had thirty
years' experience in this line. We also manufacture TONE
ARMS, SOUND BOXES, and other parts.

Pioneers in the Development of
Quality Talking Machine Motors

A Speed Indicator and Dial is furnished with
Exceptionally silent winding mechanism and

Newark, N. J.

Offices: 29 CONGRESS STREET
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There 1s no higher standard than
the Edison standard. It was to
this exacting standard that the
New Edison was designed by a
master mind and wrought by
master hands.

Doesn’t the New York Globe call
the New Edison “The Phonograph
With a Soul”?  Doesn’t the
New York Tribune say “Edison
has Snared the Soul of Music”?
And doesn’t the St. Louis
Republic say that “The problem
of music in the home is solved
when the singing of the greatest
artists 1s made possible by an in-
strument that does not betray
itself in the very presence of the
artist herself’?

What more can we add?

THOMAS A. EDISON,;, Inc.

279 Lakeside Avenue, ORANGE, N. J.
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The Edison Hall-mark stands
for super-excellence. It i1s an
asset on which every Edison
dealer places the highest value,for
it means that any product bearing
it 1s already half sold.

U

Edison dealers operating under
the Edison Probationary Zone
plan have enjoyed almost un-
believable increases over all
- previous sales records. The Edison
Probationary Zone Policy 1s a
healthy stimulant that constantly
keeps the dealer keyed up to his i
best sales-producing pitch. @
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What 1s the Edison Probationary
Zone Policy? Address
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THOMAS A. EDISON, Inc.

279 Lakeside Avenue, ORANGE, N. J.
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How the TaTk-ir;g Machine Dealers Can Best
Do Their Duty to the Flag -

As 1 write this, on the morning of April 26,
word lias come that a little blue-clad sailor boy
crouching behind the U. S. S. "Mongolia’s” six-
inch gun has fired the first shot of the war, and
in doing so has sent to the bottom a German
submarine. This means that the conflict has
actually begun and that the stern reality of a
world conflict is upon us.

Have you given thought to the question, Mr.
Dealer, of doing your part toward hastening an
early and satisfactory solution of this terrible
problem which now confronts us?

Do you realize, ] wonder, that there are few
business men in a better position than yourself
to kindle the flames of patriotism and keep them
burning?

Upon your shelves are many records longing
for the opportunity to speak, sing and play their
way into the hearts of (until now) passive
Americans, who are but waiting for a final spark,
such as a patriotic song. superbly sung, can
light, to set their steps in the direction of a
recruiting station.

When postmasters throughout the country
are gathering recruits by the hundreds at the
request of their government, why should not
you, with your vastly superior facilities, do
more?

Patriotic window displays are already in the
field with their call to arms spirit. In one Wes-
tern city a prominent dealer has established
a talking machine at cach recruiting station,
and this is as it should be, but there is much
more to be done.

You should, by every means in your power,
hammer home the fact that every citizen must
assume a share in the responsibilitics of this
greatest of all crises. I know of no better way
to do this than through the medium of patriotic
records. Have them constantly in evidence.
Arrange no concert, however brief, without a
generous sprinkling of war songs, thrilling mili-
tary marches, and speeches by great men whose
oratory in days that are gone helped to lift our
beloved land to the peerless position she now
holds, that of the greatest country on the earth.

If ever in all your life, Mr. Dealer, you were
glad to be an American, you should be so now.
When a country enters a world war, not for the
love of conquest, not for the high-flung hope
of mighty indemnities to be levied upon a van-
quished foe, but simply in order that civiliza-
tion and not barbarism shall triumph upon the
earth, then it is that the man who can claim
that country as his own should be proud indeed.
But we were speaking of records.

While, as I said before, there are many records
already listed which may be used to the greatest
advantage toward cstablishing patriotism in our
land, it is for the manufacturers to come to
the fore with great masterpieces along this line
that will, by their irresistible appeal, make your
labors easier.

1f T were a recording laboratory director to-
day, I would rush post haste to Washington and
arrange with General Joffre, the idol of the
French people and the hero of the Marne, for-
mer Premier Viviani, and other members of the
French War Commission now in this country;
to place upon ecverlasting discs a call from the
citizens of La Belle France to the citizens of
America. If it so happens that these gentlemcn
do not speak English, that necd not matter, for
upon the reverse side of the record I would
have engraved a translation by a competent
American artist.

Mr. Balfour, and his staff of doughty English-
men, some of them fresh from the trenches of
somewhere in France, who are also in Washing-
ton at this writing, would be asked to talk to
the recording apparatus about the war, making
clear the fact of how cagerly the entente troops
are waiting for the planting of the Stars and
Stripes along their battle line.

I would invite Irvin S. Cobb, that golden-
tongued gentleman from Kentucky, who knows
all the details of the horrors of the German ad-
vance at the begnning of the war, because he
witnessed them, to tell his gruesome story to the
disc lest we treat the persecution of Belgium
too lightly

Up to April 25, 123,000 volunteers, 10,000 of
them negroes, have signified their willingness to
go to France with Theodore Koosevelt, thus
proving his value as a recruiting agent and his
standing as a patriot. Mr. Roosevelt has made
records before and I would lose no time in hav-
ing him duplicate his performance before the
recording horns.© An earnest plea for enlist-
ment from the lips of this magnetic personality,
and widely circulated through the medium of the
talking machine, would be of the greatest pos-
sible assistance to the government at this time.

1 imagine there must be many British and
French military bands, now at the front, whose
records are listed in the foreign catalogs of the
various companies. Would it not be wise to
investigate tlis subject thoroughly with the end
in view of featuring selections played by them?
If ensemble photographs could be procured and
used for window display purposes, ctc., in con-
nection with the records, so much the better.

1 understand that the govermment is collabo-
rating with the moving picture corporations
toward the stimulation of recruiting, and 1 can
but wonder why the same thing has not been
done by Uncle Sam and the talking machime
fraternity. \Why would it not be well for a
famous soldier, like Gen. Leonard Wood, for
instance, to address the people through the
talking machine? Let us go still another step,
and ask the President of the United States to
show these people their duty by this attractive
method.

It is true that this has been done by the pub-
lic press, but there is a certain novelty and ap-
pealing force in the spoken word that carries
far above the written word; this is common
knowledge. A speech by Woodrow Wilson, de-
livered by a talking machine at a recruiting
station, would draw a crowd-—that goes without
saying. In that crowd tlrere would naturally
be a number of young Americans eligible and

By Howard Taylor Middleton

willing to enlist, and just such a dramatic appeal
as this call from the lips (not the pen) of their
President would send them surging into the
service.

Not only at the recruiting stations, Mr. Dealer,
but in your store as well, would a Wilson record
be popular. You should use your best endeavors
to bring this idea before your manufacturer at
once in order that such a record may be on the
market without delay.

The slogan upon every lip to-day is “Stand by
the President,” thus showing the faith his fellow-
citizens have invested with him; also their appre-
ciation of his splendid stand for the right.
Therefore, they would welcome a spoken word
from him with open ears. A record by President
Woodrow Wilson is nceded NOW! Tt is up
to you, Mr, Dealer.

Of course, everything you do for your coun-
try in the way of distributing patriotic records,
dressing your show window in the colors of the
pation, and talking preparedness, cannot do less
than stimulate trade, which means that your
business will enjoy an increase of prosperity.
This is satisfying in the extreme because there
will not be the attending hardships that loom
big when one sacrifices his earning capacity to
the cause. But pray remember, Mr. Dealer,
when your pockets bulge over much that the
Red Cross flag waves close beside the Stars and
Stripes, and that the care of your wounded
brothers in those grim days which the future
may unfold before our eyes, will take countless
dollars from good men and true. If this does
not give the proper stimulus, remember Louvain
and the Lusitania. )

FAVORS CLEAN CONSTRUCTIVE ADS

At the recent convention of the American
Newspaper Publishers’ Association in New York
Henry C. Brown, assistant to the general mana-
ger of the Victor Talking Machine Co., made a
strong appcal for honest advertising and pointed
out that for every $1,000 of dishonest advertis-
ing that will be thrown out of the newspapers
there will be a gain of $10,000 in clean, honest
and constructive advertising. Mr. Brown’s ad-
dress was listened to with much interest.

LANSING

Khaki

Protect from Rain and Dust

all kinds.

in all weather.

GRADE B $ 5 .00

Carrying Straps Extra

Moving Covers

and will enable you to deliver your
phonographs free of blemishes of

These covers are made of Government Khaki, interlined with heavy felt or
cotton, flecce-lined, quilted and properly manufactured. Perfect protection

Use the Lansing Khaki Moving Cover and
your -delivery troubles will

GRADE A $7_5.Q E.

611 Washington St.

No. 3 Carrying Strap Shown in Cut, $1.00

be over.
Write for booklet

H. LANSING

BOSTON

SLIP COVER

for the Wareroom and the Home.
they will be wanted.

Now 1s the tlme
Wrlte for Samples and Prices.
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TWO HUNDRED EDISON DEALERS MEET IN MINNEAPOLIS

[?ealers From Upper Mississippi Enjoy Hospitality of lﬁinnesota Phonograph Co.—Great Artists
in Recital—Musical Events at Dyers—Majority of Dealers Report Good Business—Other News

MinyearoLis and St. Paun, Minn, May 6.—
Two hundred Edison dcalers of the upper Mis-
sissippi Valley met General Manager Thomas J.
Leonard, of Thos. A. Edison, Inc., in Minne-
apolis last week under the general management
of the Minnesota Phonograph Co. It was a
great event for everybody, and Laurence Lucker
unanimously was elected the best arranger ever.
More than 2,000 people heard the great concert
in the Minneapolis Auditorium, where the Edi-
son phonograph, ably assisted by Marie Rap-
pold, Rudolph Polk and Guido Ciccolini, was
the star of the program. The concert was in-
troduced by Verdi E. B. Fuller. The dealers
were the guesis of the company at a neatly ar-
ranged banquet at the Hotel Dyckman, where
all manner of compliments were passed on
Thomas A. Edison, Inc., the Minnesota Phono-
graph Co., their representatives, and their deal-
ers. As Ring Lardner would say, “A good time
was had by all present.” This applies particu-
larly to General Leonard.

Business is excellent with the majority of the ~

dealers, whether they are jobbing or retailing.
Manager Mairs, of the talking machine depart-
ment of W. J. Dyer & Bro., reported last week
that the house is bchind in its orders to the
extent of several hundred instruments, and is
unable to give any assurance to their customers
as to when the goods may be expected. He is
not sure whether it is a sign of success to be
unable to satisfy the wants of one's patrons,
and is not disposed to argue the philosophy of
the proposition. I{e knows that he does not be-
gin to get the number of machines that he wants,
and that he is the goat for the country dealers.
‘I'he retail sales of the Victrolas by the Golden
Rule store arc far ahead of the volume indicated a
year ago, about 20 per cent. is Manager Pofahl’s
estimate. He cxpects the new style machines
to stimulate public interest materially when they

2y

you’ll find highly pleasing.

List of
Best Sellers

on request.

live numbers.

- DETROIT
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What Are
You Short

InVICTROLAS{RECORDS

Try us—we've a large stock. This, with our
unsurpassed facilities for quick filling of
orders and prompt shipment—and our un-
swerving aim to be of real assistance to you in
meeting the wants of your Victrola and
Record-buying public, assure you service

From the advance list of Records
gladly furnished free each month
The service doesn’t
obligate you in the least.
Records are selected by our com-
mittee of musical experts, and you'll find their recommenda-
tion of definite value to you. It helps you to stock only with

Grinnell Bros

Distributors, Victrolas and Records

First and State Streets

appear. In the meantime records are going
as fast as the clerks can pack them.

An increase of about 33)4 per cent. in the
volume of business for the first part of 1917
as compared with the totals for a similar period
in 1916 is noted by the Victor jobbing house
of the Beckwith-O'Neill Co. Under the circum-
stances the gain is most satisfactory.

The Victor recitals by W. J. Dyer & Bro. are
musical events of note, and are regarded as an
institution in St. Paul. Two weeks or so ago
W. Davidson Thomson, the remarkable Cana-
dian baritone, was prevailed upon to take part
in a Dyer recital. He astounded everyone by

the power and quality of his voice, and his artis-
tic singing. The grand opera stars in the city
at that time suffered by comparison with Mr.
Thomson in the opinion of ninety-nine out of
a hundred of his auditors. The Dyer recital
programs are models of their class of entertain-
ment.

Excellent business is being registered by
Foster & Waldo. This house handles Victor
and Edison goods of all kinds and in large
quantities. Mr. Foster, the dynamo of the plant,
concedes that he has been obliged to turn on
some more “juice,” but whatever has been done
is bringing results. He is not of the type to
repine because business might have been bet-
ter if this, that or the other had not happened
or was about to happen. He just turns on more
juice or takes another road.

THE ENDORSEMENT OF A POLICY

Resolution of Talking Machine Men, Inc., Em-
phasizes the Justice and Popularity of The
Talking Machine World’s Stand Against the
Price-Cutter Since Its Inception

The Talking Machine Men, Inc., at their an-
nual meeting held recently in the rooms of the
Merchants’ Association in the Woolworth Build-
ing adopted the following resolution:

“Resolved, That our secretary be and he is
hereby instructed to engross upon the minutes
of this meeting a vote of thanks and a word of
commendation to the various publications inter-
ested in the talking machine industry for the
admirable stand they have taken in upholding
the general principles of the industry, and also
the determination on their part in upholding us
by eliminating all undesirable advertising mat-
ter from their columns, and also the position
they have adopted with respect to ‘price cutters,’
particularly those handling general merchandise
who have in the past sought to make ‘bargain’
talking machines the new bait for a gullible pub-
And it is further resolved that an extract

I

lic.

(T

of this resolution be forwarded to the various
publications interested in the talking machine
industry.”

The Talking Machine World, since this pub-
lication was first started, has been a consistent
and strong advocate of the policy of price
maintenance in the talking machine trade, and
an enemy of the price-cutter. This policy has
been carried out in the advertising as well as
the editorial columns of The World, sometimes
at the sacrifice of revenue, but always up-
holding the principle we have believed right for
the progress and permanence of the trade, and
for the protection of everyone, even the smallest
dealer. Talking machine dealers long ago rec-
ognized the policy of The World by giving it
their unquestioned support.

FEATURING COLUMBIA DEPARTMENT

DarLas, Tex., May 3.—The Will A. Watkin
Co., of this city, has been using successful pub-
licity in the local newspapers to feature its Co-
lumbia Grafonola department. The company
recently announced the inauguration of a “Red
Starr” service for Columbia records.
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Our Exclusive Wholesale Building

To Help Supply Your Needs

—Building 80 x 100 feet; six floors.

—Matchless shipping facilities.

—Complete stock of Records at all times.

—Experienced, efficient employees.

—Mechanical experts, familiar with every detail of Victor
and Victrola construction.

—Complete stock of Victor and Victrola parts always on hand.
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A Columbia list is not just a list ¢

. one, not a few, but every record in

—artists, selections, all the way th:'

Take the June list, for instance. {
end and you won’t hit one record!
list of records as sure to ‘“‘go big.'
last record. In this list—and in e
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Al Jolson, Anna Wheaton, Charle

do big business with these favorites

exhibit at the Music Show in Chic
believing” —the best of proof!
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Listen to Harry C. Browne's record (for instance) of “When §

Used To Work Upon The Levee' “and “‘Kingdom Come''—two irre.
sistible darkey jollifications, They have the reaf old “‘plantation days”
swing. banjo )ink-a-plinking. jolly laughing chorus, and 3 regular
old-ume "brealfdown “Lat the end!

Then listen to Don Richardson fiddling 2Way at “Old Zip Coon "
and “The Arkansas Traveler,” and see i 04 can keep your feet from
keeping time! Qr ¢njoy that Miniature rehestra gem, *The Music
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THE TRADE IN BOSTON AND NEW ENGLAND

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

BostoN, Mass, May 6.—There probably are
few lines of business wherein the war spirit
has had a better opportunity of demonstrating
itself than in the talking machine trade. Em-
phasis everywhere is placed on records of a
patriotic character, the Stars and Stripes are fly-
ing from the buildings or are displayed con-
spicuously inside while the window displays
themselves are such as to stir the feelings of
every man, woman and child who pass. It is
interesting to study the novel effects that are
devised by some of the dealers, for there is in-
genuity and real artistry displayed in many
cases. In several stores there are men who
already have enlisted, and now with the draft
facing others there is a grave possibility of many
establishments losing a number of their em-
ployes. In the meantime business is fairly good
in most places, and this is equally true of the
wholesale and retail departments.

Eastern T. M. Co.’s Handsome Quarters

Following radical changes at the Eastern
Talking Machine Co.’s warerooms in Tremont
street the public is now privileged to enjoy
the luxuries and comforts of one of the hand-
somest stores and series of demonstration
booths to be found in Boston. The entire sec-
ond floor, which is reached by elevator service,
has been done over in the style of the Adam
period, and robin’s egg blue is the prevailing
color, this being admirably set off with ecru,
touches of gold and mirror effects. The floor
is handsomely carpeted, the furniture is in har-
mony with the color scheme and the architec-
tural style, in fact naething has been left un-
done to make the department the acme of per-
fection. The booths for purposes of demon-
stration are in keeping with the general effect
aud the entire scheme is most harmonious.

Building Up New England Trade

When it was announced that the retail store
of C. F. lHovey Co. in Summer street had
opened a phonograph department there was
aeneral surprise among the patrons of this old-
tinle store, which has long been one of the
most conservative of the Boston establishments.
However, Richard M. Nelson, who had come to
Boston with a valuable experience in the talk-
ing machine business, was able to persuade the
honse of the advantages of suchh a department
with the result that the Ilarmonola was soon in-
stalled in the basement. The wisdom of the

arrangeiment soon bccame apparent, and from
the start Mr. Nelson, who is in personal charge,
and at the same time the general manager for
New England for the Harmonola, has worked
up a most creditable business. Recently he was
in Portland and closed arrangements whereby
William Emerson & Co., distributors of Emer-
son records, will handle this machine in that
territory. Phe Gamble-Desmond Co., of New
Haven, which has been handling the Har-
monola since November, has been meeting with
marked suecess, says Mr. Nelson, and the same
is true of such places as the I. H. Morse Co. at
Worcester, where a department was opened in
the middle of January and branch places in
Lowell and Taunton. With headquarters in
Boston it is Manager Nelson’s intention to de-
velop a large business throughout the leading
centers of New England.
Have Most Attractive Quarters

The Royer Talking Machine Co. has evidently
started in upon an era of great prosperity, and
the Victor line is being shown under excellent
and attractive conditions. Manager Herbert L.
Royer, whose retirement from the head of the
Victor department of the M. Steinert & Sons
Co., was announced in The World recently, has
surrounded himself with an intelligent group of
employes who are familiar with the business,
one of these being Meyer Price, who lately was
with the Eastern Talking Machine Co. Mr.
Royer has made a few changes, the demonstra-
tion booths, for instance, coming in for some
interior adornment which adds to their attrac-
tiveness; but this is only a small part of the
elaborate plan which Mr. Royer has for beau-
tifying and generally improving the establish-
ment at the corner of Summer and Chauncy
streets.

Making Patriotic Displays

Manager Arthur Erisman, of tlie Graphoplone
Co., of New England, will shortly start in upon
the changes and improvements of his store
which will make it among the most attractive
ones on Tremont street. The patriotic element
has played a conspicuous part in the develop-
ment of Mr. Erisman’s business, for the music
which always makes a quick appeal in times
of war is having a great sale. A window which
has been arranged in the store is among the
most noticeable ones in the city. It features
the “Star Spangled Banner,” and a picture of

President Wilson in the center is surrounded
by a group of waving flags, while the foreground
is filled in with “Star Spangled Banner” rec-
ords and other patriotic selections. A recent
addition to Manager Erisman’s staff is R. H.
Spencer, a young man, who promises to make
good in the business.
Looks for Poor Summer Business

W. O. Pardee, head of the Pardee, Ellenberger
Co,, Inc, when he was here from New Haven
a few ‘days ago spoke rather encouragingly of
the business outlook. He said that while there
was a disposition i1 some quarters to await
further developments in the war situation there
were those who were willing to see good busi-
ness shortly, and were placing large sized or-
ders for delivery in a month’s time. He said
that all the enterprising dealers with whom he
had come in contact were looking forward to a
good spring and summer demand, and were pre-
paring for it accordingly; that many dealers
even were enlarging their quarters and making
inmprovements all with an eye to the business
that was confidently looked for.

Mr. Pardee, in citing instances of progressive
business, mentioned several dealers who were
making ready for positive developments. He
said that Orville Stillman, who has a very suc-
cessful Edison business at Westerly, R. 1., has
opened a new place at Norwich, Conn., which
promises to duplicate the success of the other
shop. The establishment is located in Main
street, and is in charge of E. B. Stillman, his
son. The senior Mr. Stillman has an old-es-
tablished business, conducted on splendid
principles and full of honorable traditions.

The establishment at 204 Worthington street,
Springfield, conducted by B. L. Conchar has
lately been undergoing sevéral advantageous
changes. Tt has been refitted with new booths,
and is now an extremely attractive Edison store.

Quick Recovery From Fire

Despite tlhie fact that the Fulton, Driggs &
Smith Co. at Waterbury, Conn,, had a serious
fire two months ago, the store to-day is ready
for business under the most improved condi-
tions. Almost completely rebuilt it is now one
of the leading phonograph and piano houses in
that city, and the entire huilding is devoted to
musical goods. Tasteful, comfortable and at-
tractive are the words that best describe the

(Continued on page 20)
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Music’s Re-Creation 1s Edison’s latest con-
tribution to the arts and the sciences. It has
inspired more than two hundred music
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