SINGLE COPIES, 20 CENTS
. No. 10. PER YEAR. ONE DOLLAR

T TALKING 2>
MACHINE-—

ublished Each Month by Edward Lyman Bill, inc., at 373 Fourth Ave., New York, October 15, 1917

“HIS MASTERS VOICE™

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 terrier at
attention before the horn is familiar to more Americans than any
¥ of the world’s great masterpieces"—Collier's Weekly.
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CLEAR AS A BELL ~_

HAT the public buys “The Highest Class Talking
Machine in the World” is shown by the tremendous increase in volume
in SONORA sales year after year. 1917 is more than 100 times greater
than three years ago, and SONORA dealers have grown with us.

For rlchness and beauty of tone the Sonora is unequalled (havmg won the

highest score for tone quality at the Pan-- .
ama-Pacific Exposition), and for the per- = T
fection of individual parts Sonora stands i
in a class alone.

Any one who is contemplating selling -
phonographs should be sure to hear the
Sonora and ask Sonora owners their

! opinion of this famous phonograph. It ~ |
| pays to handle the Sonora, because the =====
f

o Sonora practically sells itself.

ANNOUNCEMENT OF PRIZE WINNER

The $50 prize offered for the best essay on Selling Sonora Phonographs
has been awarded to J. Wesley Brown, Canton, Ohio

$50 $55 $60 $75 $100 $110 $135 $150 $175 $200 $250 $375 $S00 $100

Write today for full information

Sonora Phonograph Sales Company, Inc

GEORGE E. BRIGHTSON, President
Executive Offices: 279 Broadway, NEW YORK

BOSTON: 554 Little Building CHICAGO: 218 So. Wabash Avenue PHILADELPHIA: 1311 Walnuf Stre
. P

DETROLT, Mich.: C. L. Marshall, 3 Madison Ave. SALT LAKE CITY. Utah: Strevell-Patterson JMardware Co.

HARTFORD, Conn.: Electrical Supply & Equipment Co. SAN FRANCISCO, Cal.: Sonora Phonograph Co. 616 Mission Si.
INDIANAPOLILS, Ind.: The Kiefer-Stewart Drux Co, SAXTONS RIVER, Vt.: W, B. Glynn

LANCASTER, Pa.: Piersol Carpet Co. SELMA, Ala.: thern S Ph aph Co,

MILWAUKEE, Wis.: Yahr & Lange Drug Co. SYRACUSE, N. Y.: C. W. Snow & Co.

NEWARK, N. J.: Griffith Piano C(o. WHEELING, W. Va.: U. E, Hillman, Jeweler

PHILADELPHIA, Pa.: Smith, Kline & French Co. WICHITA, Kans.: Sonthwestern Drug Co.

DALLAS, Tex.: De Loache Phonograph Co. MINNEAPOLIS, Mhin.: Minneapolis Drug Co.

SAINT JOSEPH, Mo.: ¢. . Smith Drog Co. TORONTO, Can.: L. Montagnes & Co., Ryrie Bidg.

A few more choice territories open for distributors. Get our exciusive proposition.

Sonora operates and is licensed under BASIC PATENTS of the phonograph indus
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MAKING IT PLAIN TO THE DEALER

The Associated Talking Machine_Dealers of St.
Louis Issue Details of Agreements and Rec-
. ommendations Which Will Clarify Business

St. Louis, Mo., October 6.—The Associated Talk-
ing Machine Dealers, which is a part of the
Associated Retailers of St. Louis, have heen
engaged of late in clearing up the wording of
their trade rules and recommendations. The
necessity for this came when a number of
strange looking deals were investigated and the
dealer pretended great surprise that he was
charged with violation. The dealer would
gravely produce his set of recommendations and
plead that he read thein this way or that. The
desire of the leaders is to compose a wording
that can be read but one way. They think they
kave it now. The following is the last communi-
cation from the secretary to the members:
AGREEMENTS AND RECOMMENDATIONS OF THE

ASSOCIATED TALKING MACHINE DEALERS

AS REVISED SEPTEMBER 4, 1917

1: Allowances to be made on cylinder talking machines of
any type or make, also all horn machines, music boxes and
reginaphones with records as follows: Not to excced 10
er cent. of the price of the machine purchased.

2. It is agreed that no organs, pianos, piano players or
layer-pianos be accepted as part payment on talking ma-
chines, phonographs or records.

3. Allowances on talking machines listcd in latest catalogs
not to exceed 50 per cent. of the list price to apply on pur-
chasc of new machine.

4. No agreement shall be made with purchaser so as to
vade the allowance so that purchaser will realize morc for
rlicle traded than amounts here stipulated.

5. This agreement in no wise to affeet the article adopted
February 8, 1916, as follows: “That whenever a smaller
achine is traded in on the purchuse of a larger one full
value shall be allowed if cxchange is made
onths of original purchase, ctc.”

within  six

September 13, 1917.
alking Machine Dealers:

For your convenience we have prepared the following
wmmary of agrcemcents entered into by talking machine
ealers during the past two ycars. The agrecements are
aced in this form so that they may be more readily re-
erred to by yourselves and your employes. Very truly
ur's,

Tue AssociaTep Rerainixs or St. lLours,

ADOPTED NOVEMBER 6, 1914

6. That on and after August 5, 1914, no talking machines,
ecords and accessories he sold on deferred payments ex-
ept on contract bearing inlcrest al 6 per cent. per annum
om date of sale. All interest 1o be collected monthly.
7. (a) Records sent on approval are not réturnable if
‘kept in customer’s possession longer than forty-cight hours
Scept in the case of the original purchase of records with
machine, when a maximum of onc week will be allowed.

(b) At least 25 per cent. of the humber of records sent
on approval must be kept by the customer.

(c) Records purchased cither at the store or from ap.
povals are not returnable for credit, refund or exchange.

It is further, agrecd that a slip reading as follows he
furnished to deajers at cost 1o be inscried with each package
of records sention approval:

Records as shown on the accompanying list arc sent on
approval for the copvenjence of our customers. They should
Ibc carefully ‘handled and must be returned to the store
within forty-eight hours. Not morc than 75 per cent. of
the number of records sent on approval may be rcturned to
the store.

Ass50€1ATED TaLKING MacniNg Deavers.

8. It was agreed that the following basis of minimum
initial and monthly payments be adopted:

Machines Minimn 15t Minivuem Monthly
ulued at Payment Payment

$500.00 $50.00 $25.00
450.00 45.00 25.00
400,00 40.00 20.00
370.00 35.00 20.00
300.00 30.00 15.00
250.00 25.00 10.00
225.00 25.00- 10.00
260.00 15.00 10.00
150.00 10.00 8.00
100.00 10.00 6.00
75 00 7.50 5.00
60.00 6.00 5.00
50.00 5.00 5.00
40.00 5.00 4.00
35.00 5:00 4.00
25.00 5.00 3.00
15.00 5.00 2.00

ADOPTED JULY 9, 1915
- 9. It is agreed thal the question of service of adjusting

and oiling machines should be left to the discretion of the
dealer.
ADOPTED FEBRUARY 8, 1916

10. It is agreed that whenever a smaller machine is
turned in on the purchase of a larger one, full value will
be allowed if the exchange is made within six months after
original purchase. After six months they will be accepted
with the reduction of a rental charge of 5 per cent. per
month with a maximum of $4.00 per month.

IMPRESSIVE SONORA ACTIVITIES

Big Magazine Campaign—Dealers’ Sales Help
Book—Special Publicity—New Electric Sign

The plans for the fall and winter advertising
campaign of the Sonora Phonograph Sales Co.,
Inc,, which have just been announced, are of in-
terest to dealers in many parts of the country
because of the extensive use of magazine, bill
board and newspaper space which will be a
feature of the program. Not only will the na-
tional ficld be covered by the use of such maga-
zines as Century, Town and Country, Scribner’s,
Harper’s, Country Life, Vanity Fair, Vogue,
Harper’s Bazar, Delineator, Good Housekeep-
ing, Literary Digest, Life, Theatre, etc., but the
local fields will be reached by large poster ad-
vertising and by a steady hammering away in
the newspapers with differenf sized copy, in the
more important cities of the United States. In
New York City, Chicago and elsewhere, full
page space will be used in the holiday season in
handsome rotogravure sections.

What is probably one of the finest electric
signs in the world has just been switched on in
the heart of Broadway’'s White Light district,
and it wwill call Sonora to the attention of
millions.

A great deal of study and care has been put
into the dcalers’ sales help book which is confi-
dential and issued for the benefit of Sonora
dealers exclusively. This book has been en-
thusiastically received by those who have seen
the advance proofs and it will be ready for
private distribution shortly. The Sonora win-
dow and store display material for the coming
scason will be unusually handsome and elabo-
rate. The 1917-1918 Sonora catalogs both large
and small are beautiful specimens of printing
and will be of much assistance in the interesting
of the public and in making sales.

The advertising department of the Sonora
Co. has prepared special advertisements suitable
for use by dealers in their local papers. As
these have been so nicely arranged that all that
is necessary is to sign a name and address and
forward to the newspaper, they are proving ex-
tremely popular with the Sonora dealers every-
where who are using them as a means of linking
up with the advertising done by the main office
of the Sonora Co.

L. F. DOUGLAS’ LATEST INVENTION

Chairman of Board of Directors of Victor Talk-
ing Machine Co. Gives Public Demonstration
of Projection of Motion Pictures in Their
Natural Colors—Are Highly Commended

Leon F. Douglas, chairman of the board of
directors of the Victor Talking Machine Co.,
is achieving considerable fame in the motion
picture world through the West as a result of
the demonstrations of his latest invention, the
projection of colored motion pictures. By
means of the invention various scenes are pre-
sented on the screen in their natural colors and
he has succeeded in reproducing in a new form
the views of the Grand Canyon of the Arizona,
the Yosemite Valley and the Yellowstone Park
in all of their natural tones.

One of the recent exhibitions of the Douglas
pictures was before the Union League Club in
San Francisco, the proceeds being turned over
to the ambulance fund of the club, and the
money going to the Red Cross.

WANT RECORDS FOR THE SOLDIERS

New York Sun in Editorial Makes Strong Ap-
peal for These Necessary Supplies

The value of talking machines and plentiful
supplies of records for the entertainment of the
soldiers in camp was strongly emphasized re-
cently by the New York Sun in the following
editorial captioned: “Discs For the Soldiers.”
The editorial read:

“The appeals from Spartanburg and other
camps for phonograph records will undoubtedly
be answered with that generosity and speed
that characterize the American who wishes to
lighten the soldier’s hour. But what records
shall be sent?

“‘Those that have outlived their usefulness
and popularity in New York’ is the modest de-
scription of what one soldier asks. That would
be giving, to send records of which the owner is
tired, but it would not be sacrificing anything.
A step beyond that would be to learn what
records the neighbors are weary of hearing.
Canvass the folks mnext door. Let them act
as a drumhead court on the tunes to which they
have listened, willy nilly, these many weeks.
If they doom ‘Poor Butterfly’ to service in the
cantonments, away with her, no matter how
fond you may be of the gloomy ballad. Per-
haps the woman in the apartment across the
court is cracking under the strains of ‘Too Much
Mustard' or ‘Just a Little Bit of Heaven.” Pack
them carefully and send them off.

“A third step would be to give to the soldiers
the three-dollar record you have been wanting
for yourself. That would be sacrifice, particu-
larly if you let it go without playing it just once.
It would be discipline also for the neighbors,
who may have been waiting for you to buy it
and play it.”

A MARITIME TALKING MACHINE

Radiophone Fog Device Was Installed Off
Point Judith October 1

The groans of the famous whistling buoy off
Point Judith, in Block Island Sound, just this
side of Newport, will not be the only noisy
warning to mariners along that coast in the
future. Judith commenced to speak out her dan-
ger beginning October 1, when there was in-
stalled at the lighthouse there a radiophone fog
warning device. The apparatus will be in opera-
tion during fog, mist, rain and falling snow.

The warning consists of the repeating of the
words “Point Judith Light” every five seconds
over a range of cight miles. After every third
repetition the warning, “You are getting closer;
keep off,” will be sent out with a limit range of
two miles, Only an ordinary radio receiver will
be required to receive the warning signals.

NEW BOLWAY REPRESENTATIVES

Owing to the remarkable increase of their
business in \Western New York, Frank E. Bol-
way & Son, Inc., Syracuse, N. Y., wholesale dis-
tributors of the Edison line, have put two new
representatives on the road. John Essig, Jr.,
formerly with the American Can Co., will cover
part of the territory in the interest of the disc
phonographs, and H. G. Emmons has been
equipped with a Ford, with a specially con-
structed body to carry the Diamond Amberola,
and will devote his time exclusively to the ex-
ploitation of that line. 2

WHERE PARSIMONY IS NOT ECONOMY

Parsimony is not economy—more frequently
than not it is waste. It often forbids wise ex-
penditure in advertising, and lost opportunities
in that line invariably entail resultant financial
loss,
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A Field For Record Exploitation That is

Worth Cultivating by Dealers

\ field for record exploitation that is not
looked after as carefully as it might be by a
number of dealers, especially those in the small
cities of the country, is that offered by the
appearance of the various musical comedics and
operettas in the dealer’s city while en tour.
Retailers in cities like New York, Chicago and
Boston, where the majority of musical shows
have their first cxtended runs, look after this
business morc or less carefully, but dealers in
other cities are sometimes inclined to sell their
records of musical comedy numbers on the New
York reputation alone without looking for the
local appeal.

The dealer in the smaller city, where musical
shows play anywhere from one night to a week,
can develop considerable interest in the records
of the show by featuring the records in his
window with advance notices of the coming of
the production. In most cases this information
is readily obtainable through the medium of
the local newspapers, and if he wants still fur-
ther leeway in preparing his campaign, he can
follow the routes of the various productions
through the medium of the theatrical weeklies,
who makc a feature of printing such lists well
in advance.

The advance men and the press agents of the
shows are paid to get publicity for their pro-
ductions, and the dealer who takes the trouble
to inquire will find that they are only too anx-
ious to secure his co-operation in getting that
publicity, especially if the service is free.
Through this medium, and through the local the-
atre manager, it is possible for the dealer to se-
cure posters and particularly photographs of va-
rious scenes of the play that call direct atten-
tion to the suitability of the records. These
posters and photographs serve to make a very

attractive window display. If the window, as
it should be, is given over several days or a
week exclusively to the records of the musical
comedy playing, or about to play, the city, the
dealer will find that his record sales are going to
jump.

The time when musical comedy records are
sold is generally immediately after the pur-
chaser has seen the show and while its music is
still fresh in his mind. Therefore, anything that
will call his attention to the records while he
still has pleasant memories of the play means
sales'made. It will be found that the customer
who would not bother with a record on the
basis of the New York reputation of the mu-
sical piece, or on a demonstration, will take an
altogether different viewpoint after he has seen
the show in his own town. The music sounds
different over the footlights, and when he plays
it afterward he still has in his mind a mental
picture of just how the singer appeared on the
stage when the particular selection was ren-
dered.

By getting advance information about the mu-
sical productions that are to visit his city, the
dealer will have an opportunity of preparing
special circulars to send out to his customers,
on which can be printed the titles and infor-
mation regarding the records of various selec-
tions featured in the show, and if he has the
facilities he can arrange a series of informal re-
citals in his store at which the music of the
production is featured exclusively.

Where one of the big circuits maintains a
vaudeville theatre in the city, the dealer can
also build up record sales by calling attention
to records of the songs that are sung by the
performers appearing at that theatre. By cul-
tivating the friendship of the orchestra leader

X e
e o

By Henry J. Ellis

he can get information at first hand regarding
the songs used in the different acts before the
first show opens, as the rehearsal is invariably
held in advance in order that the orchestra and
performers may go over the music together.
Where acts play a full week this rehearsal is
held Monday morning and where split weeks
are the rule rehearsals are held both Monday
and Thursday mornings. The information will
give the dealer a chance to place in his windows
records of, or literature regarding, the featured
numbers.

PRESENT VICTROLA TO SOLDIERS

Employes of Retail Victor Department of
Schmelzer Arms Co. Raise Fund for the In-
strument and Supply of Records

Kansas City, Mo., October 5—L. Earl Elsham,
manager of the retail Victor department of the
Schmelzer Arms Co., this city, reported that
through the combined efforts of Mrs. J. P. Wil-
cox, mother of one of the salesladies in the de-
partment, and other members of the Schmelzer
Arms Co. staff, a fund was raised to purchase a
Victrola and a nice library of records for pres-
entation to the Third Missouri Infantry en-
camped at Camp Nichols near here.

ADVICE WORTH HEEDING

Simple language makes the best advertising
copy because it is easily understood by every-
body, says Fame. Words that are apt to send
many readers to the dictionary for their mean-
ings should be avoided. The days of “puzzle”
advertising are gone by long ago, let us hope
forever.

Top open—showing record tray in
position ready te lock,

Trunk closed and locked. Note pleasing
appearance and sturdy construction,

Announcing Our New Style
=™ VICTROLA TRUNKS

With Record Compartment

This latest addition to the popular Corley Line of Victrola Trunks is the acme of
convenience—safety—and ingenuity. Made from durable hard fibre, reinforced
metal corners, strong brass lock and snap catches.
handling. Strong, shaped handle makes carrying as easy as a suit case. Every-
body wants one! Dealers, be ready for the demand !

If You Haven’t Stocked Up

You’re Missing Good Business

Helps you sell more Victrolas—owners of cabinet machines want a port-
able Victrola and one of these handy cases for traveling. Simply-show
them—they sell themselves |

TWO STYLES—TWO SIZES

Style 4—Without record tray——for Victrola 1V—$5.50

Style 6— “ Vi— 6.50
Style 4-T—With record tray— * @ IV— 6.75
Style 6.T— « « . q *  VI— 7.75

Prompt shipment of all orders guaranteed. Be sure to order by number
and specify with or without Record Tray.

Mail your orders to-day-—Or write for descriptive circular

[he [orley [ompany

ORIGINATORS OF FIBRE VICTROLA TRUNKS

213 East Broad Street

Will stand the roughest

Richmond, Va.

Trunk used as stand for Victrola.
No other cabinet needed with
same.

Trunk open and record compart-
ment removed, Note how com-
pactly Victrola packs.

e —
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Oak

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

-“HQMASTER'S v E
= REC. U.S: PAT,-OFF,

An all-important question for thousands
of people all over the country—and for you.

. Back of it is the force of Victor advertis-
ing, creating the greatest Victor holiday
business ever known.

Victrola VIII A, $45
Oak

“Will there be a

Victrola in your home
this Christmas?”

The big question that gives impetus to
your holiday business.

Victrola X, $75

Mahogany or oak

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

Berliner G h

Wholesal

Co. M 1. Canad

lmporl&nt Notice. Victor Records and Victor Machinea are scientifically co-ordinated and synchronized by our special
processes of manufacture, and their use, one with the other, is absolutely essential to a perfect Victor reproduction.

“*Victrola” is the Registered Trade-mark of the Victor Talking Machine Company designating the products of this Company only

Warning: The use of the word
any other Talking Machine or

h

Victrola upon or in the promotio
h d o ead:

Victor Wholesalers—

Albany, N. Y.......Gately-Haire Co., Inc.
Atlanta, Ga......... Elyea-Austell Co.
Phillips & Crew Co.

Austln, Tex......... The Talking Machine Co., of
Texas.
Baitlmore, Md...... Cohen & Hughes.

E. F. Droop & Sons Co.

H. R. Eisenhrandt Sons, Inc.
Bangor, Me......... Andrews Music House Co.
Blrmlogham, Ala.... Talking Machine Co.

Boston, Mass...... .Oliver Ditson Co.
The Eastern Talking Machine
Co.

The M. Steinert & Sons Co.
Brooklyn, N. ¥.....American Talking Mch. Co.
G. T. Williams.
Buffalo, N, Y....... W. D. & C. N. Andrews.
Neal, Clark & Neal Co.
Burllngton, Vt......American Phonograph Co.
Butte, Mont. «sssOrton Bros.
Chicago, Ill........Lyon & Healy.
Chicago Talking Machine Co.
The Rudolph Wurlitzer Co.
Clnolnnatl, O.. The Rudolph Wurlitzer Co.
Cleveland, O........ The W. H. Buescher & Sons Co.
The Collister & Sayle Co.
The Eclipse Musical Co.
Columbus, O........ The Perry B, Whitsit Co.
Dallas, Tex... Sanger Bros.
Denver, Colo........ The Hext Music Co.
The Knight-Campbell Music Co.

Des Moines, Ia..... Mickel Bros. Co.
Detrolt, Mich.., Grinnell Bros.
Elmlra, N. Y... Elmira Arms Co.
El Paso, Tex... W. G. Walz Co.
Honolulu, T. H...., Bergstrom Music Co., Ltd.
llouston, Tex.......Thos. Goggan & Bro.
Indlanapolls, Ind...Stewart Talking Machine Co.
Jacksonville, Fla.... Florida Talking Machine Co.
Kansas Clty, Mo....J. W. Jenkins Sons Music Co.
Schmelzer Arms Co.
Lincoln, Nebr.......Ross P. Curtice Co.
Little Rock, Ar 0. K. Houck Piano Co.
Los Angeles, Cal.,,Sherman, Clay & Co.
Memphls, Tenn.....O. K. Houck Piano Co.
Milwaukee, Wis.....Badger Talking Machine Co.
Minneapolis, Mlnn. Beckwith, O'Neill Co.
Mobile, Alt......... Wm. H. Reynalds.
Montreal, Can..
Nashville, Tenn O. 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 Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
1. Davega, Jr., Inc,
S. B. Davega Co.
Charles H. Ditson & Co.
Landay Bros., Inc.
New York Talking Mach. Co.
Ormes, Inc
Silas E. Pearsall Ce.

Berliner Gramophone Co., Ltd.

n or sale of
and illegal.

Omaba, Nebr..,.... A. Hospe Lu
Nehraska Cycle Co.

Peoria, Il...,.,...., Putnam-Page Co., Inc.
Phlladelphla, Pa....Louis Buehn Co., Inc.

C. J. Heppe.

Penn Phonograph Co., Inc.

The Talking Machine Co.

H. A. Weymann & Son, Inc.
Plttsburgh, Pa.....W. F. Frederick Piano Co.

C. C. Mellor Co., Ltd.
Standard Talking Machine Co.

+.Cressey & Allen, Inc.
Portland, Ore. Sherman, Clay & Co.
Providence, R. J. Samuels & Bro., Inc.
Rlchmond, Va.......The Corley Co., Inc.

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

The Talking Machine Co.
Salt Lake Clty, U... Consolidated Music Co.

The John Elliott Clark Co.
San Antonlo, Tex... Thos. Goggan & Bros.
San Franclsoco, Cal.. Sherman, Clay & Co.
Seattle, Wash......,Sherman, Clay & Co.
Sioux Falls, 8. D...Talking Machine Exchange.
Spokane, Wash..... Sherman, Clay & Co.
St. Louls, Mo.......Koerher-Brenner Music Co.
St. Paul, Milnn. .W. J. Dyer & Bro.
Syracuse, N, Y.....W. D. Andrews Co.
Toledo, O .The Whitney & Currier.
Washington, D. C... Cohen & Hughes.

E. F. Droop & Sons Co.

Robt. C. Rogers Co.

Portland, Me....

———————— -
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THE ONLY BEST METHOD—“NATIONAL” RECORD ALBUMS

for filing and keeping disc records. These Albums have proven through long usage to be the most convenient and economic way.
An Album can be taken out of a cabinet and laid on a table under or near the light, or on one’s lap, always ready and easy to handle.

Record Albums are the only practical and best method.

and
2r12—for 12 inch Records

Our Numbers
2110—for 10 inch Records

THE PULLING TEST—THE STRENGTH IS THERE

RE-INFORCED
RIVETED BACK
ALBUM

STRENGTH AT THE STRESS AND STRAIN POINT

PRACTICALLY UNBREAKABLE FOR REGULAR USAGE

Albums are an Indispensable Requisite in the talking"machine business and wherever records are sold.

An accessory that is necessary and worth while.

adjunct to the business.

Practical and handy.

We manufacture disc Record Albums containing 12 pockets to fit cabinets of all sizes and styles.
the indexes they are a complete system for filing all disc records.

For durability, finish and artistic design, our Albums are unsurpassed. ‘We have unexcelled manufacturing facilities, and considering quality our
prices are the lowest. Write us giving quantity you may desire, and we will quote prices.

Save time and records.
All owners of machines and records want Albums to file and preserve their records.

A profitable

We also make Albums containing 17 pockets. With

’
OUR ALBUMS ARE MADE TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE, AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO., 239 S. American Street, PHILADELPHIA, PA.

BUSY TIMES IN THE SOUTH

Corley Co. Tells of the Demand for Their Fibre
Victrola Trunks—Popular With Soldiers

Ricumonp, Vi, October 4—The Corley Co.,
Victor distributor of this city, reports that busi-
ness conditions throughout the South are very
fine. Crops are good and dealers report a big
demand for Victrolas. The Corley Co.. who
are the originators of the fibre Victrola trunks,
state that they have been in heavy demand
throughout the summer months and are now be-
ing bought as exceptionally suitable gifts for
the troops shortly to go abroad. A new model
of this trunk which has just been produced con-
tains a record compartment, an improvement
that is bound to meet with great success. Miss
Bessie Gatbright, of this organization, attended
the meeting of the Victor Educational Depart-
ment held at Camden last month and has re-

‘turned enthusiastic over the possibilities in this

branch of the business.

CANADIAN COMPANY EXPANDS

Tillman Bros., dealers in talking machines and
records in Outremont, Quebec, have moved to
new quarters at 1078 Laurier avenue, that city
in order to take proper care of their rapidly in-
creasing business.

PREPAREDNESS ON LONG ISLAND

Talking Machine Dealers in That Section Ready
for the Heavy Trade That Is Coming That

Way-—Some Live Long Island Dealers

Local talking machine dealers are making
.preparations for an active winter trade, and in

G. Millard D. Antonio
the Brooklyn and Long Island districts particu-
larly there are unmistakable signs of a record-
breaking season. -

A. B. Tisch, of Elmhurst, L. I., one of the
most popular members of the retail fraternity
in his district, is a keen Victor enthusiast and
has adopted systems and methods which have
made his estahlishment the acme of efficiency

_329 BROADWAY

ROTTEN STONE

Equal to any ever imported. We are the only miners and manufacturers in America
AX GRADE. Made especially for and essential in the making of talking machine records
Used in the formulas of the leading record manufacturers. The finest texture filler made.
BG GRADE. For polishing and finishing, especially wood. A mild abrasive; very soft, fine

and smooth, No coarse particles. Use it on your cabinets.

Send for samples and prices

KEYSTONE MINERALS COMPANY

NEW YORK, N. Y.

and service. Mr. Tisch recently purchased a
Hudson “Super-Six,” which he states is a revela-
tion for speed and power.

George Millard, 1803 Myrtle avenue, Brook-
lyn, N. Y., handling the Victor line exclusively,
is the only Victor dealer in the Ridgewood sec-
tion, and through the use of aggressive sales
methods has built up a profitable and constant-
ly expanding clientele. He has a famous
"never come-off”’ smile, which may be properly
considered an asset in his business.

D. Antonio, owner of the Fifth Avenue Music
House, 202 Fifth avenue, Brooklyn, N. Y., han-
dles both the Victor and Columbia lines, and
during the past six months his business has in-
creased rapidly. He is thoroughly conversant
with the most advanced ideas in talking machine
merchandising, and his store is a Mecca for the
music-lovers in his district.

The Greenpoint Talking Machine Co., con-
ducted by the Messrs. Sherman and Solomon,
has shown splendid results the past few months.

A. B. Tisch

1t may be mentioned incidentally that Mr. Sher-
man demonstrated his prowess as a baseball
player at the recent outing of the Talking Ma-
chrine Men, Inc. r .

Mr. Sherman
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Victrola VI A, $27.50 Victrola VIII A, $45 Victrola IX A, $55
Oak Oak Mahogany or oak

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

That is the question which will be put before
the entire country in the extensive Victor advertising.

Victrola 1V A, $17.50
Oak

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 Victrola XI, $100 @
in your home this Christmas?”’ g Mingeny o cak !

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

4
Berliner Gramophone Co.. Montreal, Canadisn Wholesalers
Important Notice. Victor Records and Victor Machi are scientificall; di dand synchronized by ourspecial
processes of manufacture, and their use, one with the other, is absolutely essential to a perfect Victor reproduction.
‘*Victrola s the Registered Trade-mark of the Victor Talking Machine C v designating the products of this C v only.
. . . S
Warning: The use of the word Victrola upon or in the promotion or sale of il

any other Talking Machine or Phonograph products is misleading and illegal.

Victrola X1V, $150 §

Mahogany or oak

Victrola XVI, $200 Victrola XVII, $250
Victrola XV, electric, $250 Victrola XVI, clectric, $300
Mahogany or oak Mahogany or oak
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HE business outlook in the talking machine field for the
fall and winter is most satisfactory. Reports from all sec-
tions of the country indicate that the only cloud in the horizon
is the danger of a shortage of talking machines and records to
meet the demands of the purchasing public.

Of course the bumper crops are to be credited with much
of the optimism that now prevails, for there is enough food in
sight to win the war—enough to feed the world. The Govern-
ment reports the biggest crop of food products ever gathered
in the United States, which means the biggest crop ever gathered
by any country in the world. -

The army in the furrows has won the first battle, for ac-
cording to the figures of the Department of. Agriculture there
will be harvested 3,243000,000 bushels of corn, half a billion
bushels in excess of the average crop; 462,000,000 bushels of
white potatoes, a hundred million bushels in excess of the aver-
age. 'T'he same proportion of increase applies to practically all
other food crops except wheat. This is the result of the emer-
gency war work of American farmers in response to the appeals
of the President and the Department of Agriculture.

The expenditure of over eighteen billions of dollars for war
necessities by the Government during the present year, and the
enhanced value of labor, which means the dissemination of large
sums of money for the purchase not only of necessities, but of
so-called luxuries such as talking machines and other musical
instruments, will result in a business condition that must benefit
every talking machine merchant in the country.

We are in the midst of a great war, and now is the time for
strenuous action in the matter of business development.

Business health makes Government wealth. Hence every
merchant should rout the gloom and grouch out of his par-
ticular locality, for the men who are inclined to lay their tracks
along the pessimistic route are bound to journey into a mental
quagmire from which it is difficult to escape.

The great essential to-day is confidence, and it is confidence
in the future and the ability to surmount all difficulties that
makes for success. We must have confidence that the American
nation can accomplish all it has set out to do, and it must be
backed by the confidence of the people.

In this connection music can be a tremendous factor for
good. Nevertheless some of our legislators would impose a
tax upon talking machines and records for the purpose of rais-

ing war revenue, forgetting that music is a necessity of our
national life.

As a matter of fact, in these days of great war stress music
is in no sense of the word a luxury, but a prime necessity of
our spiritual and political life. Go where you will throughout
the country and observe the effect of music in the work of re-
cruiting, or in stimulating an enthusiastic love for our country—
it can’t be beat, for music is the common language which all
Americans understand.

During the present war the talking machine is a source of
stimulation and consolation to millions; it is bringing into the
home, as into the camp, a spirit of patriotism, and a helpful senti-
ment which cannot be cultivated in any other way.

T the present time practically all the leading talking ma-

chine manufacturers include in their lines specially elaborate
cabinet designs mostly in period styles and designed for the
consideration of those who demand something unusual and ex-
clusive in talking machine cabinets, as well as other things that
go into the house. These period designs are not to be considered
in the nature of an experiment, but have been produced 1o meet
a logical and insistent demand for something out of the ordinary.

It would not be wise to say that the talking machine has
to-day been developed to its highest point, for that would be to
declare that in the future it must either stand still or fall back.
It is safe to say, however, that so far as the mechanical construc-
tion and reproducing qualities go, the leading makes of talking
machines have developed to a point where they may be consid-
ered as standard with future improvements considered simply in
the light of details. With this status established, it is time {o
devote a greater amount of attention to the external appearance
of the machine, for the cabinet offers a boundless field for orig-
ination.

For the average person the present types of cabinet designs
answer the purpose admirably. They are as compact as pos-
sible, and the available space in the interior is utilized to the
utmost. A large percentage of the public, however, the rich,
and also be it said the near-rich, demand the exclusive. They
seek furniture and interior decorations that are unusual and dis-
tinctive. They demand pianos cased to special order, and it is
logical to assume that the same people demand something other
than fine musical qualities in their talking machines.

TTaving gone into the production of period styles the talking
machine interests have given full attention to the matter, with
results that machines are being offered at a range in price from
several hundred to several thousand dollars, and in designs to
fit the taste and the pocketbook of the great majority.

The prospect with a drawing room or music room decorated
in keeping with an established period style, whether it be Italian,
Tinglish or French, is now in a position to select a talking ma-
chine that will fit into the general decorative scheme without
jarring—that will blend with the general effect—instead of be-
ing the only piece of furniture in the room that is conspicuous.

Decorative talking machine cabinets, regardless of the make,
also afford unusual opportunity for the retailers to cultivate a
new clement of trade—to appeal to the man who perhaps has

held aloof from purchasing because he was opposed to having

a machine in his home the exact counterpart of which was to be
found in thousands of other homes. 'These special designs
should remove the last barrier before the exclusive but music
loving element. From the viewpoint of record sales, exclusive
cabinet styles are also to be viewed favorably, for an elaborate
cabinet naturally requires a record library in keeping therewith.

T was suggested recently by a prominent talking machine
man that live-wire dealers could reap considerable benefit
from the timely display of telegrams in their show windows.
In connection with this idea it is interesting 1o note that a
manufacturing firm in the Middle West recently sent out a
series of telegrams to the dealers dealing with appropriate bul-
letins or messages of interest that it deemed the dealer could
utilize to profitable advantage. Accompanying this series of
telegrams the firm sent out the following explanatory letter:
“The psychological effect of a telegram is too well known 10
explain here. ‘We have made inquiry of a number of our agents
to whom during the last month we have sent out telegraphic
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bulletins on the small regular telegraph blanks such as are
furnished by the telegraph companies. Those dealers who dis-
played these telegrams in their windows have been so enthusi-
astic over the results achieved that we have decided to send you
regularly a telegram similar to the one enclosed. Paste this,
with the stickers provided for the purpose, in your window and
watch the crowds stop and read. It will draw people, and once
you get them in your store it’s up to you.”

There is undoubtedly sound logic in this letter, as there is
a certain attractive influence attached to telegrams that make a
peculiar appeal to the general public. It is probably curiosity
that is the most powerful factor in this attitude, but whatever
it may be, it attracts crowds to the dealer’s show window, and
this in itself is excellent publicity.

The talking machine dealer can utilize this telegram idea
in divers ways. For example, he can simply give instructions
to his distributor to wire him at frequent intervals regarding
some new record or some particular feature of a forthcoming or
just issued supplement of new records. When these telegrams
are received the dealer should paste them inside the window, not
with care of position as if by design, but in a careless, off-hand
manner that will appear natural and unstrained. These tele-
grams will surely attract passers-by and prove an excellent pub-
licity medium if the object is to attract interest in the window
display.

ESPITE the strong fight put up by the talking machine in-
terests, as well as other factors in the music trade industry,

it is apparent with the publication of the full War Revenue bill
as agreed upon by the House and the Senate, that the members
of Congress have not been sufficiently convinced of the neces-
sity of music, and have, therefore, assessed upon certain instru-
ments and accessories thereto a special excise tax, over and
above the regular taxes that the industry will be called upon to
meet in the ordinary course of events.

Section 600 of the War Revenue bill reads in part: “There
shall be levied, assessed, collected and paid:

“(b) Upon piano players, graphophones, phonographs, talk-
ing machines and records used in connection with any musical
instrument, piano player, graphiophone, phonograph, or talking
machine, sold by the manufacturer, producer, or importer, a tax
equivalent to 3 per centum of the price for which so sold.”

There has been presented to the legislators in Washington
during the past few months absolute proof of the necessity of
music, and nothing should serve to so convince them of the
necessity of music in wartime as the fact that practically every
unit of the Army and Navy at present in service is equipped with
some sort of tatking machine or phonograph with records, and
that efforts are being put forth with the sanction of the Govern-
ment to secure machines and records for those organizations
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The Finest Service in New England

FROM OUR FINE NEW 10-STORY BUILDING

DEVOTED EXCLUSIVELY TO THE SALE OF MUSIC AND MUSICAL INSTRUMENTS

That’s the New Ditson Service

not already equipped. In the face of this it seems unreasonable
that the music trade should be singled out for this special burden.
The trade has always declared its willingness to stand its fair
share of taxation, as well as a full realization of its patriotic
duty to do so.

To group musical instruments with a few industries gen-
erally recognized as producers of luxuries is not only unfair to
the manufacturers in this trade, but likewise to the public to
whom music is needful at all times, and particularly during the
present period of strife.

It is also to be considered that the fixing of an excess tax
upon talking machines and records sets a precedent that may
cause further trouble in the future, and unless peace comes
unexpectedly we may expect to be called upon to bear more
and heavier taxes as the war goes on.

The features of the bill that are to be considered favorably
include the fact that, unlike the original draft, the law is not
retroactive. It does not tax the stocks in the stores of retailers,
unless they happen to be also wholesalers and manufacturers,
and places no tax upon articles sold before May 9, 1916, and in
which the vendor retains title as security for payment. These
features of the bill naturally tend to prevent complications in
carrying out its provisions. The same cannot be said of some
of the sections of the law covering taxes on excess profits, in-
comes and other matters.

VEN to the most optimistic members of the trade present

indications are that the supplies of machines and records,
and especially the former, that will be offered to take care of
holiday business will very likely be more limited than they were
last year. Despite the efforts of the manufacturers to increase
output, the fact remains that they have been seriously handi-
capped both in the matter of obtaining sufficient labor and sup-
plies, to carry on their work at the maximum.

In view of this probable shortage, which will be further
complicated by difficulties in freight transportation, it would
seem that the retail dealer who does not get a maximum of
cash for his machines is foolish indeed. With a limited num
ber of machines at his disposal he must, of necessity, select the
customers to whom those machines are delivered, and it is but
natural that he should select those customers who are able either
to pay cash or a substantial amount monthly.

Prosperity is abroad in the land, unemployment is at low
ebb, and everyone has money. The retail dealer therefore shrould
take full advantage of these conditions. In the face of the
present situation and future possibilities he cannot afford to
tie up his capital in long time instahnent contracts. By getting
big payments and discounting his bills when due, he puts him-
self in the position of having cash on hand where it will be most
needed.
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BROADER AND BETTER THAN EVER
The Service with An Ideal

You'll Appreciate Our Service When the Holiday Rush Is On.

Victor Exclusively
Get In Line Now
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OLIVER DITSON CO.,178-179 Tremont St.,, BOSTON
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C. H. DITSON & CO., NEW YORK
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“The eyes of all the world will be upon you, because you
are in some special sense the soldiers of freedom. Let it be
your pride, therefore, to show all men everywhere not only what
good soldiers you are, but also what good men you are, keeping
yourselves fit and straight in everything and pure and clean
through and through.

Let us set for ourselves a standard so high that it will be
a glory to live up to it, and then let us live up to it and add
a new laurel to the crown of America.

My affectionate confidence goes with you in every battle
and every test. God keep and guide you!”’

—President Woodrow Wilson
to the Soldiers of the New National Army.

We commend this message to all those members of the
extensive Edison organization who have been called to the
colors to do their very important part in ‘‘making the
world safe for democracy.” And when they return to
more peaceful pursuits may they continue to apply the
same sentiments daily in their social and business life.

THOS. A. EDISON, Inc.
Orange, N. J.

R O e O D R R R R G G BB

P PSR 4 VG AP QPR P AP 8 P R P P P P4 P D P P P 2 P23 B P A ) 4 S P g P P P P g 8 VS PR P e o e

R3]

]
by

RIS

(3

e R 50 0 2 0 0 e 0 e e e e e 0 ) B e e 0 e e S g R S R b S0 T

[

&




THE TALKING MACHINE WORLD 11

Certain Qualifications Essential to the Selling

of Talking Machines and Records

Selling talking machines, like many other
things, is an art. Now somec of the men who
have been making salcs of these instruments
might be inclined to doubt this statement, and
to aver that a fair knowledge of the device,
and a good line of argument, coupled with a
pleasing manner, is all that is demanded of
the man who essays to sell these instruments.
Perhaps this is sufficient in some cascs, and then
again it will be found that a salesman can at
times say too much. Not in so many words,
though ‘of course this is bad, but in the nature
of things which he says to the customer.

A realization that human nature is a peculiar
entity might help him to define the difference
at times among various people. Very few of
us are alike. We have our pcculiar tastes and
our notions of what is right and proper and the
opposite. Then, too, we are subject to whims,
and the opinion of others may have a tendency
to affect us to a degrce. The average man or
woman is not a mechanic. That is one thing
that must be understood by the salesman. Then,
too, the average customer is susceptible to many
things that are said by the salesman while a
sale is being made.

He is supposed to be well versed in the art
of salesmanship, and to have an intricatc knowl-
edge of the talking machine. e, in his cager-
ness to make a sale, might inadvertently say
something that would be remembered long after
by the customer, but at the time it was said,
might have been passed by on his part as a
clever talking point. So the plan that should
be adopted by him when seeking to make a sale
should be to say as little as possible and to talk
in very plain language. The talking machine
is not a very intricate deviee, that is, it does
not demand the services of an artist to operate
it.  1f it did there would be very few instead
of hundreds of thousands sold. So when this
fact is kept before his mind the salesman has
one point that he should observe with care in
seeking to make a sale.

Now the average purchaser does not under-
stand mechanism, and if he did he does not want
an instrument that will demand his servieces in
order to fix it should it become so disarranged
in any way. He purchases this device for his
pleasure and the plcasure of his family and
friends. So if you begin to tell him that there
are certain niccties that should be obscrved in
the opcration of the machine, that great care

should be taken in its handling, and the oiling
of the same will require particular pains, he
gets the idea that there is indeed a reason why
it should be handled with care, and when the
least thing goes amiss the services of an ex-
pert are demanded at once.

The result? Why, the firm that sold the ma-
chine is put to an unnecessary expense to ad-
just an imaginary evil or fault in the machine
that does really not exist. The repair man has
to go to the home and to play the part of the
magician and to wave his hands over the in-
strument and remove the trouble. This could
be avoided by talking in simple language and
by permitting the machine to do its own talking.
This is a rule that is often disregarded. The
salesman is so eager to make the sale and to
show how much knowledge he has of the work-
ing of the device that hc oversteps his bounds
and when the sale is made has simply laid him-
sclf or his firm open to costly annoyances that
arc only imaginary on the customer’s part.

These are facts. They have been experienced
by many firms and the losses, annoyances and
other elements thiat cut out the profits of many
sales can be laid to the door of the overeager
salesman who was so anxious to make a sale
that he did the talking that the machine should
have done, only that the latter would have said
far less that would have gotten it into trouble.

\When we realize that there is likely to be
many unreasonable faults found by many who
purchasc a machine, even in the best of the
sales, and that excuses are sometimes made that
are without justice, it should be a rule with the
salesman who secks to interest a prospect in a
machine to use great care in every statement
made. If he seeks to show his superior knowl-
edge, and, by way of comparison with other
makes, to hold them up to scorn, he has taken
the wrong attitude, and this will not be found
of help to him either in making a sale or, where
the sale is made, of doing away with the after
effects that are costly and troublesome.

Sifted down to their very fundamentals there
are rcally very few reasons for complaint on the
part of the purchaser of a good machine. Of
course abuse, even neglect, will bring about
cvils just as will be the case with many other
things and these cannot be expected to be
placed on the house that has made the sale.
Yet it is true that such things have been done
and that often in thesc cases, had the salesman

By Warfield Webb

used more tact in the matter of his talking
points they could have been avoided.

Where a purchase is made it would be well for
the salesman to offer a few simple instructions
in the opecration, care and treatment of the ma-
chine. There should be a realization on the
part of the purchaser that the talking machine
is not to be given the same treatment as the
gas range, or as the furnace. It demands rea-
sonable treatment. It is entitled to good usage.
It should be placed in the room where the heat
from sun or from radiator cannot harm it. The
location has at times something to do with the
injury that might be sustained. Still there is
a tendency at times to hold the dealer respon-
sible for these errors, and the safer way to
avoid them is to obviate the likelihood by fore-
stalling them when the delivery is made.

Prudence, tact, politeness, regard for the state-
ments made are some of the safeguards that
every talking machine salesman should keep
ever before him when sceking to make a sale.
Let his machine act as his speaking device. It
will not go amiss and it will not mislead the
purchaser. But it should be permitted to have
its say. It should be given every opportunity
of showing what it can do. Therefore the
salesman should be able to demonstrate it with
care, ease and deliberation.

When these rules have been adhered to and
the customer given a clear demonstration of its
power to render the records in a way that will
excite admiration and a larger interest in the
device itsclf, the sales will not be so difficult
and the after effects of the same will be much
less of the kind that takes all the profit from the
sale, and that otherwise injures the house that
has sold the machine. He, the salesman,
should do all that is possible to make a cus-
tomer satisfied, but in doing this let him be-
ware of his tongue, and be guarded in the char-
acter of statements that he makes that might
be misleading to the purchaser.

FORM SELLING ORGANIZATION

The Sonora Phonograph Sales Co., which was
recently incorporated with a capital stock of
$6,000.000, has been formed as the selling organi-
zation for the Sonora Phonograph Corp. It
will sell the products of this company exclusively
and the incidental detail
organizations have

of the sales company’s
en practically completed.

——
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How?

big one.

Blue Pumpkins—No!

Complete shipping of Victor orders—yes!

Putting your orders to 18 West 46th street,
New York, where Pearsall Service on Victor
Records takes efficient care of the small
order, the medium-sized order and the

v

Pearsall Service is a decided business assistance

SILAS E. PEARSALL CO.

18 West 46th Street

New York
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‘NO RECORD PILE
WITH READY-FILE”
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READY-FILE CO., INC.
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~ As Told By

scores of distributors of musical merchandise in America, who know of the
selling superiority of Ready-File over all other systems for filing talking-machine

v

As told by distributors who say that Ready-File is a source of unusual profit,
and a business booster for every retailer of talking machine sundries.

Ready-File is the most economical system on the market.—As
told by H. R. Eisenbrandt Sons, Baltimore.

Repeat orders have convinced us of Ready-File.—As told by
Eclipse Musical Co., Cleveland.

Our orders indicate an almost perpendicular increase in the use
of Ready-File.— As told by the Stewart Talking Machine Co.,
Indianapolis.

Ready-File is readily salable and a welcome adjunct to the dealers’
sundry line.—As told by Talking Machine Co., Birmingham.

We are more than pleased with Ready-File and predict an un-
usually heavy demand for it this fall and winter.—As told by E. J.
Chapman, Rochester, N. Y.

Many of our dealers have re-ordered Ready-File.—As told by
the Whitney-Currier Co., Toledo.

We look forward to a bright future for Ready-File.—As told by
the American Phonograph Co., Burlington, Vt.

We anticipate a steadily increasing demand for Ready-File as
the public becomes better acquainted with it.— As told by Hext
Music Co., Denver.

If you are not selling Ready-File you’re losing
dollars every day. We’ll prove it, if you give us half
achance. Ordernow, for raw materials are advancing
and freight shipments will be choked by war. Fall
business will be unusually good.

INDIANAPOLIS, IND.
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Columbia Records are available just when

your customers want them. Not too soon—
not too late—but just at the right moment.

Columbia Graphophone Co.
' Woolworth Building, New York

Eaa— — ———————

ARRANGE HANDSOME DISPLAY

Bringerort, CoNN., October 6.—D. M. Read &
Co., of this city, one of the best known furni-
ture houses in this section of the State, recently
arranged to handle the products of the Pathé
Fréres Phonograph Co., Brooklyn, N. Y, and
in order to feature the line properly installed
a very attractive Pathé department.

They advised the public that this line is dis-
played in their establishment through the

D W e . s - o
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D. M. Read & Co.’s Window Display
medium of extensive advertising in the local
newspapers, and also arranged a handsome win-
dow display which is shown in the accompanying
illustration. This display attracted the atten-
tion of all passersby and gave local music lovers
an excellent idea of the many distinctive qual-
ities of DPathephones and Pathé records.

ACTIVITY WITH DROOP & SONS CO.

E. F. Droop & Sons Co., Victor distributors, re-
port brisk business in both thcir Washington and
Laltimore headquarters. Orders are coming in
fast from their many dealers covering the big
season ahead which all expect. E. H. Droop has
just returned from a vacation spent among the
mountains in his summer home, and looks for-
ward to a very busy scason ahcad. Plans are
now under way to cclebrate the sixtieth anni-
versary of the founding of this firm.

While a man is trying to make a fortune, a
woman goes and gets hers told.

PLANS FOR NATIONAL ASSOCIATION

Max Landay Appointed by Talking Machine
Men, Inc., to Get in Touch with Local Asso-
ciations in Effort to Form National Body

At a recent meeting of the Talking Machine
Men, Inc, Max Landay, of Landay Bros., was
appointed a committee of one to get in touch
with all the various talking machine trade or-
ganizations in the United States with a view
to forming a national organization of retail
dealers in talking machines. Mr. Landay is
desirous of getting in touch with the various
organizations now in existence in order that
he may be able to communicate with them and
supply them with literature on the subject of
a national organization, including the plans for
its formation and the work it is desired to ac-
complish. Mr, Landay may be reached at his
address, 151 West Thirtieth-street, New York.

EDUCATIONAL DEPARTMENT POPULAR

The educational division of the Victor de-
partment of the Knight-Campbell Music Co.,
Denver, Colo., in charge of Mrs. May White
Stevens, is rapidly becoming more cffcctive and
daily better known throughout the city, accord-
ing to the Echo, the interesting littlc house or-
gan issued by the Knight-Campbcll Co. 1t adds
further: *“Splendid work has becn done during
the summer playground season, in all the parks.
Mrs. Stevens has prepared a wealth of interest-
ing lore for children and grownups, too, and
is most succcssful n creating interest in the
Victrola wherever she gives demonstrations.
Recently she has beer taking part in a series
of children’s dances at Berkeley Park, where
she used the school Victrola exclusively, and
materially assisted in working out the figures.
Everybody should become thoroughly informed
on the splendid work being done by this de-
partment. It is most unusual and uplifting, and
it will become a power that will open many
doors to the influence of music.”

“BLUES” MUSIC CAUSES TROUBLE

Leads to Arrest of Negro Soldier on Charge of
Stealing Machines and Records Valued at
$2,500 From Sonora Phonograph Corp. in
Chicago—Traced to Camp in Texas

Cnuicaco, Ite, October 4.—A trail of “blues”
from Chicago to Houston, Texas, proved the
undoing of Private Burch, Company G, Lighth
Illinois Infantry. Ile arrived here last week
under arrest for the robbery of the Sonora
Phonograph Corp. some weeks ago. Phono-
graphs valued at $2,500 and a quantity of rec-
ords disappeared. The list follows: one dozen
“Downtown Strutters’ Ball,” one dozen “Are
You From Dixie?”, one dozen “Livery Stable
Blues,” two dozen “Hesitation Blues,” two dozen
“It Takes a Long, Tall Brown-skin Gal to Make
a Preacher Lay His Bible Down.”

“There’s a dark man in the woodpile,” said
the sleuths. “We'll just keep quiet and listen
for the blues.” Then the towns bectween Chicago
and the Texas city began to syncopate and
groan. Various negro girls were found swing-
ing to the tantalizing melodies and all thanked
“my gentleman frien’, DPrivate Burch, of the
Eighth.” A detective was sent to Houston,
wherc Burch was quictly placed under custody
and smuggled out of town. “All jes' because o’
them dawgone blues,” he said.

A VISITOR FROM CHICAGO

A recent visitor to the talking machinc trade
in New York and vicinity was \W. J. O'Connell,
representing Chas. I1. Elting & Co., Chicago,
111, one of whosc specialties is motors for talk-
ing machines. Mr. O’Connell received a very
pleasing reception at all points and booked some
good orders.

No army can remain at the front unless there
is a still bigger army back of it, doing business,
making money, making guns, making shells, rais-
ing food and building hope.

Better Albums for Your Money—No Matter What Grade Albums You Sell

Metal Back

The Quality
Album

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

The Album opens easily, and lies ABSOLUTELY
flat. Practically indestructible where the strain is
greatest.

No. popular
priced ack.

1012—One of our
styles; not a metal

NYACCO
Back Alb:

Metal
um
Absolately
Guaraateed

New York Album & Card Co.,

Write for Samples of Our Three Grades

23-25 LISPENARD
NEW YORK

Every green record envelope is an
individual record  container, is
bound in cloth, and riveted at the

back. Weight of record therefore
ST. cannot weaken album. Best on the
market at the price. Guaranteed.
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Domesltic

Blue Records—

HE new DOMESTIC 10-inch blue record is now on the market. From every stand-
point it is a high-grade product and marks a distinct advance in the art of sound re-
cording.

In musical tone, volume, clear definition and wearing qualities the new DOMESTIC
challenges comparison with any record on the market. Every selection appearing in
Bulletin No. 1, which is now ready for distribution, is an artistic masterpiece, possess-
ing qualities hitherto classed as exceptional in sound recording.

Arrangements have been completed to record the highest grade talent on DOMESTIC
Blue Records and in Bulletin No. | appear vocal solos, vocal duets, vocal trios, vocal quar-
tettes, instrumental trios, bands, accordion solos, Hawaiian selections, orchestras and
banjo selections, all by well-known artists.

Bulletin No. 2 will be issued shortly and in it will appear 12-inch as well as 10-inch
recordings. Further bulletins will be issued at frequent intervals.

§uh In introducing our 12-inch records, we will incorporate an entirely new feature by
. having three selections on a 12-inch record. This new departure, together with the
exceptional tone quality of DOMESTIC Blue-Records, will insure attractive sales condi-

tions.

DOMESTIC Blue Records are made in vertical cut and reproduced with a sapphire ball.
In color they are a rich blue, giving a distinctive and attractive appearance. DOMESTIC
10-inch blue records contain two selections, list at 70 cents each. DOMESTIC 12-inch
blue records contain three selections, list at $1.25 each.

Machines—

The new Floor Model DOMESTIC TALKING MACHINES have created a sensation.

In appearance, mechanics, selling features and tone, they lead the market.

Domestic No. 100, $100.00
Domestic No. 135, $135.00

'frhere are four other DOMESTIC models, each possessing exclusive and attractive
eatures:

“Popular” $15.00 “Favorite” $20.00 “Premier’” $35.00 ‘“De Luxe” $50.00

If you are not already an established DOMESTIC dealer write for catalogue and full
particulars. .

eyl | DOMESTIC TALKING MACHINE | puctic Const soer Asen
CORPORATION Walter S. Gray

)a: HORACE SHEBLE, President 422 Chronicle Building

33rd and Arch Streets PHILADELPHIA, PA. San Francisco, Cal.

, nuutsm:_ |
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DOEHLER DIE-CASTINGS

SHEER MERIT has attained
for Doehler Die-Castings their
prominence as LEADERS
in their class in the talking
machine and kindred trades as it has
throughout the various branches of
the metal working industries.
consistent use of Doehler Die-Cast
tone-arms and sound boxes by the
leading manufacturers and supply
houses in the trade is the direct result
of the undisputed quality of our prod-
ucts and the efficient service our ex-
tensive resources make possible.

The

Do

EHRLER DIE

CHICAGO
4414 No. Campbell Ave.

BROOKLYN. NY
NEWARK.N.J.

SALES OFFICES
DETROIT ROCHESTER
9142Ford Building 159 St. Paul Street

TOLEDO. OHIO.

BOSTON
723 Oliver Building

FLAG FOR T. A. EDISON ASSOCIATION

Polishing and Grinding Department of Phono-
graph Works Present the Colors

OrANGE, N, J., October 3.—“Let’s get an idea of
the greeting that will go up when Old Glory
waves over Germany,” suggested W. R. Bartley,
superintendent of the polishing, buffing and
grinding department of the Edison phonograph
works, one afternoon last week when presenting
a flag to the Thomas A. Edison Association.
The several hundred men witnessing the pres-
entation on the terrace of the organization’s
club house in Valley road, West Orange, re-
plied with cheers that echoed for blocks as the
flag was raised.

The emblem is the gift of Mr. Bartley's de-
partment, and the first of any from the in-
ventor’s branches of industry to be given to the

PRESS the BUTTON
DISC RECORD FILE

Made in sizes to fit Edison, Victor, Co-

lumbia, orany machine. Takes any make

or size disc record,
$12.50

Established

Retail Price
Write for sample file—give style of ma-
chine. Regular dealers™ discounts,

FRANK J. HART
Southern California Music Co.
332-34 So. Broadway
Los Angeles, California

association, which took occupancy of its new
home recently. The flag was unfolded as a
pistol shot rang out, and a band played ‘“The
Star Spangled Banner.”” W. DeMills Telfair
accepted the gift. The flag pole also was given
by the department.

THE VICSONIA IN THE TRENCHES

British Officer Reports That the Reproducer Is
Very Popular and Is Being Widely Used on
the Battle Lines and in Hospitals

A British officer just arrived on furlough from
“Somewhere in France” visited the offices of
the Vicsonia Mfg. Co. the other day, and re-
ported to the company that the Vicsonia was
very popular with the boys in the trenches, and
that the soldiers, as well as many hospital units,
have equipped their machines with the Vicsonia
in order to enjoy the music of all types of rec-
ords. The news was naturally most gratifying
to the Vicsonia Co. officials.

With the assistance of the officer a list was
compiled of different regiments and hospital
units “over there” who are anxious to secure
Vicsonias and a supply of the reproducers will
be sent to them at an early date.

NEW POST FOR M. F. BORRIS

M. F. Borris, who has been associated with
the talking machine industry for the past six-
teen years, has been appointed head of the re-
pair department at the new Columbia Shop on
Fifth avenue. Mr. Borris has a thorough
knowledge of the talking machine industry, be-
ing familiar with every detail of manufacture.
He recently returned from Canada, where he
occupied several important positions, and he
brings to his new post an experience and knowl-
edge which should prove invaluable to Colum-
bia patrons.

It’s an easy matter to take a day off, but it
isn’t every man who can put it back.

THE PATHE POPULAR IN MINNESOTA

L. L. Lane Tells of the Progress of G. Sommers
& Co., Distributors, of St. Paul

L. L. Lane, advertising manager of G. Som-
mers & Co., St. Paul, Minn,, distributors of the
Pathé products in that section of the country,
was a visitor to New York this week. While
here Mr. Lane spent some time in the Pathé
factory in Brooklyn, N. Y. and he was greatly
pleased with the spendid manufacturing facilities
which are at the disposal of the Pathé Fréres
Phonograph Co. and its jobbers.

Mr. Lane stated that the company’s Pathé
business is progressing very satisfactorily, and
as the company has a corps of efficient traveling
salesmen, the Pathé dealers in the Northwest
are receiving splendid service.

G. Sommers & Co. recently prepared a very
attractive circular which displayed every model
in the Pathé line and called attention to the
many distinctive qualities of Pathé product. This
circular was well received by the trade and pro-
duced satisfying results in the shape of some ex-
cellent orders.

The Queensboro Music Shop, Inc.,, Jamaica,
N. Y, has been chartered to deal in talking
machines and musical instruments with a capital
stock of $20,000. The incorporators are D. A.
Wren, T. B. and E. Palisor.

UKULELES

‘“‘Hanalei Royal Hawaiian”

and

‘“Kumalae Cold Medal”’

Strictly hand made of thotoughly seasoned native Hawaiian Koa,
superior to any other wood in tone quality.

Exclusive agencies grsnted for Hanalei Ukuleles—write for terms.
Tllustrated circulars and wholesale price list on request.

SHERMAN, CLAY & CO.
Sole Distributers
San Franclsco

163 Kearny Street
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EVERY ounce of energy, brain, and skill of the entire
Columbia organization is working night and day for
just one thing:

To bring music-hungry men and women into your store.

We make Columbia Grafonolas just as good, just as beautiful, just as
honestly as we know how.

We make Columbia Records that we are absolutely certain the people
want,

We tell the people about Columbia products, we awaken desire in their
minds for Columbia goods, we give them the original impulse that lands
them in your place of business ready to buy.

You know how easy the rest is.

Columbia’s Third Mid-Month Record List On Sale October 10th

The wide variety which this list embraces and the big selling value in every one of these records is
another instance of how Columbia studies your market and gives you just what your market wants.

These records will also be included in the regular November Supplement so that they will have a
doubly large sale.

SEND ME AWAY WITH A SMILE. 0, SOLE MIO (O, SUN I LOVE). Giu-
11\33_55 /[ M. J. O’Connell. ?02350 seppe Agostini.
50 IMY SWEETHEART 1S SOMEWHERE 75c. | MARIA, MARI (AH! MARI, AH! MARI).
IN FRANCE. Sterling Trio. Giuseppe Agostini.
IVE GOT THE NICEST LITTLE Azsto L Y e, THE WEDDING—Part
A2356 HOME IN D-I-X-I-E. Peerless Quar- e ROV
75 tettel 75C LEVINSKY AT THE WEDDING—Part
e IN SAN DOMINGO. Sam Ash. e Jolana it
TRAMP, TRAMP, TRAMP THE BOYS
A2344 YOU CAN ALWAYS COME BACK TO ARE MARCHING. Charles Harrison
10oin, ME. George Wilson. ?3357 and Columbia Stellar Quartette.
75 | THE SECRET GF FOME JYiEIE 75c° | THE BATTLE CRY OF FREEDOM.
ME. Charles Harrison. Charles Harrison and Columbia Stellar
Quartette.
DEPARTURE OF AMERICAN TROOPS
FOR FRANCE. Prince’s Band and Co- CASTLE VALSE CLASSIQUE. (Waltz.)
A235 lumbia Male Quartette. A5989 Earl Fuller’s Rector Novelty Orchestra.
10n. 1 ARRIVAL OF AMERICAN TROOPS IN i2in 1 ONE FLEETING HOUR-—Introducing
FRANCE. Prince’s Band and Columbia “My Dreams.” (Waltz.) Earl Fuller's
Male Quartette, Rector Novelty Orchestra.

Columbia makes t

|

Columbla Graph

Weosolworth Building

L 0 000 00 1 0 M0 000000000 0
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p your store

The biggest $100 worth you can
offer your customers—

Columbia Grafonola 100

Your customer will find everything
he desires in this beautiful model.

He will find tone-quality unsur-
passed in any instrument at the
same price.

He will find beauty of line and finish
and the most expert cabinet maker’s
craftsmanship.

He will find an instrument that will
harmonize with his home and be a
constant joy to his eye.

And he will be able to secure this
wonderful Grafonola at a price that
is not prohibitively high.

Do not miss any of these strong
selling points of the Columbia Graf-
onola 100 when showing it to a
prospective buyer.

Any one of them may clinch the 3
sale. Columbia Grafonola 100

phone Company
New York City

O 00 0500 0 i
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COMPETITION AND CO-OPERATION

Is the Subject of a Most Stimulative and Helpful
Article That Should Be Studied and Remem-
bered by Progressive Talking Machine Men

Under the heading “Competition and Co-
Operation,” there appears in the book “Mer-
chandising Helps for Victor Dealers” an article
that is well worth the close attention of every
member of the talking machine industry. This
book is published by the New York Talking
Machine Co., New York, and the Chicago Talk-
ing Machine Co., Chicago, Victor distributors,
and the article reads in part as follows:

The first step toward making a sale is to create desire. If
a person doesn’t desire a thing he won’t buy it. Often he
desires it without being able to buy it, but he never buys a
thing he can afford without first having been made to
want it.

The big thing in business is to make people want the
article you are selling. Make them really want it and
sooner or later they’ll find a way to buy it. But to make
them want it you must constantly remind them of it—you
mustn’t let them forget it—you must keep its advantages,
the pleasure to be derived from it, constantly before them so
that when at last they are in position to purchase tliey’ll
still be keen for the thing you have to sell instead of having
lost interest in that through having become interested in
something else.

Every year increasing numbers of automobiles are sold
and every year people say: ‘Next year they won't sell so
many.” But they do—they sell more—and the reason is
that never for a single day is the public permitted to forget
the pleasure to be derived from automobile ownership.

There wasn’t the same craze to own a horse and carriage
thirty years ago that there is to own an automobile to-day,
when every man you meet has already decided on the car he
will buy when he can afford it. Horses ‘and carriages were
not nationally advertised—they were not pushed locally as
automobiles are pushed to-day. There was competition
among carriage manufacturers and dealers but no co-opera-
tion. When there were two or three concerns selling car-
riages in the same city each imagined that the other was
taking business away from him, that he would be better off
if he had the whole field to himself. The automobile busi-
ness teaches the contrary, Except in a very small town
one dealer cannot afford to do all the desire-creating work,
and that is what produces sales—creating desire. The num-
ber of people who persuade themselves that they want a
thing is very small compared to the number who can be
persuaded that they want it. Cut out the national ad-
vertising of automobiles, reduce the number of dealers to
one in each city, and the tremendous pressure on the public,

PERCY GRAINGER NOW RECORDING FOR THE COLUMBIA CO-

The Columbia Graphophone Co., New York,
announced rccently the consummation of ar-
rangements whereby Percy Grainger, the fa-
mous Australian com- s =
poser and pianist, will
record exclusively for
the Columbia library.
Mr. Grainger recently
joined the band of
the Fifteenth Regi-
ment of the Coast Ar-
tillery Corps, re-
nouncing an income
of $100,000 per year
to “do his bit” for
Uncle Sam and the
Allies. i

In company with & y

Grainger plays the piano, accompanied by his
band.
Percy Grainger has won international fame

this band, Mr 7
Grainger visited the
Columbia recording laboratories recently and
made several records which will be issued in
the near future. Some of these records are
solo piano selections and in the others Mr.

Band of Which Percy Grainger Is Member Making Columbia Records
x In Photograph Shows Percy Grainger at the Piano.

as a pianist and composer of remarkable ability
and originality. He is popular here and abroad,
and his compositions have won recognition from
the world’s leading musical critics.

the desire-creating pressure that resulted in the sale of over
a million cars in 1916 would be gone.

Make no mistake about it—the man who helps to create
desire for talking machines in your city is your friend even
though he be a competitor. Work with him—get him to
work with you. Get your advertisements on tbe same page
of the same newspaper the same day and have a talking
machine page in the local paper as well as an automobile
page. Make people as keen to own a talking machine as
they are to own an automobile and there will be business
enough for everybody.

Get together! Realize that your competition is not with
other talking machine dealers but with the fellows who are
persuading the people of your city to spend tbeir money for
things other than talking machines.

Everybody would want a Victrola if they only knew what
it meant to the family to have one. You’re not selling a
talking machine, man; you're selling entertainment—edu-
cation. You're selling season tickets to grand opera, to
vaudeville, to band concerts, to sacred concerts. You're
furnishing dance music for the family, played by the world’s
greatest bands. You're bringing the greatest living singers
to the humblest homes.

Make people understand what a Victrola in the home

really means and you won’t have any trouble selling it.
You don’t have to sell a thing a man wants—all you have
to do is to deliver it. Make him want it! The automobile
dealers have shown you the way to create desire. The
manufacturers of the Victor are spending more money in
national advertising than any automobile manufacturer is
spending. Get behind that big, deSire.creating campaign of
the Victor Co. Get the other talking machine dealers in
your city behind it. Don’t let the people of your city forget
for one minute that there is no investment that pays such
big dividends in pleasure and profit as a Victrola in the
home.

Don’t try to do all the educational work yourself. Get all
the talking machine men in your city working together so
that by your united efforts you can create a talking machine
atmospbere just as the automoblie men have by their
united efforts created an automobile atmosphere.

Create desire! And keep desire alive when once created.
Don’t let the man who once thought he wanted a Victrola
ever think he wants something else. Everybody wants
money, but they part with money every day for things they
want more. Make them want a Victrola more than they
want the amount of money that will buy one—and their
money is yours!

Install Motor Satisfaction

Your customer, Mr. Builder, will judge the value of the talking
machine you sell him by the performance of the motor.

It's the one moving part—hence the one part that must be perfect.

tical answer of the best engineering talent
to the demand of manufacturers who had

MOTORS—Three styles and

sizes; more coming.

TONE ARMS —Five styles

—all universal.

SOUND BOXES—Two

splendid reproducers.

to have ‘‘something better.”

Because it is made by the best mechanics
in “The City of Precision,” where National Cash Registers, Delco
Starters, Wright Airplanes and hundreds of other delicate products have

developed wonderfully skilled men.

Because it has made good everywhere and is proclaimed by the users

as ‘“the best motor in the world.”

Let us prove it's the best for you, too—in quality, price and service.
WRITE :TODAY FOR FULL PARTICULARS

The Thomas Manufacturing Co.

Dayton Motors, Dayton Tone Arms, Dayton Sound Boxes

322 Bolt Street

If it satisfies, your machine “goes
big.” No use risking your business
future by using an inferior motor.

Use a

DAYTON

and be certain you have

the best. Why?

Because it is the prac-

DAYTON, OHIO
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FIRST ANNUAL MEETING OF NORTHERN OHIO ASSOCIATION

Elaborate Banquet and Other Gala Features of Sessions Held in Cleveland Recently—Mrs. Heaton
Tells of Victor Educational Work—Some Prominent Speakers

CreveLanp, O., October 6.—Members of the
Talking Machine Dealers’ Association of North-
ern Ohio, with their wives or sweethearts, at-
tended the first annual banquet and mecting of
the association for the fall and winter season
in the lattice room of Hotel Statler the night
of September 19. It was a gala event. There
was plenty of fun, frolic, music and “eats”
from 7 until 11 o’clock. A cabaret added to
the enjoyment of the after-dinner affair. This
new organization of talking machine merchants
surely started its second season with a punch
that will be felt until the gong sounds for the
close of the association’s activities next May.

About 100 banqueters sat down to the big
array of food at 6.30 o’clock. The dinner lasted
until about 7.30. Between courses a real up-to-
date Broadway cabaret was staged. Song and
dance reigned until the coffee and cigars were
passed around. Then came the feast of speeches,
epigrams and toasts.

President L. Meyer, of the association, opened
the talk parf of the program, introducing John
Young as toastmaster of the evening. And Mr.
Young was well equal to all toast emergencies,
keeping the party in good humor with his pun-
gent introductions of the evening’s speakers,
who were Mrs. Henrietta Heaton, of the edu-
cational department of the Victor Talking Ma-
chine Co.; L. C. Wiswell, of Lyon & Healy, Chi-
cago; P. B. Whitsit, of Columbus, O.; Dan J.
Nolan, manager of May Co.’s piano department
and former president of the Cleveland Music
Trades Association; F. W. Buescher, local talk-
ing machine dealer; T. A. Davis, managcr of
the Wm. Taylor Son & Co.’s talking machine
department.

Sccretary Card, of the association, read let-
ters of regret that they were unable to bc pres-
ent from L. F. Geissler, general manager of the
Victor Talking Machine Co.; J. N. Blackian,
president of the National Talking Machine Job-
" bers’ Association, and from Henry Dreher, a
leading piano and talking machine merchant of
the State.

Mrs. Heaton on Educational Work

Mrs. Heaton told of the great work the Vic-
trolas are doing in the schools of the United
States, how they arc helping educate thousands
of boys and girls and how not many years ago
when the talking machine industry was yct in
its swaddling clothes Gencral Manager Geissler,
of the Victor Co., had a dream of the vast pos-
sibilities of the Victrola as an educational mec-
dium in the classrooms of the country. “And
that dream has become a recality,” said Mrs.
Heaton. “It was hard work at first, you may
believe, but we kept plugging away until now
the talking machine is one of thc most impor-
tant adjuncts to the educational curriculum in
all the great citics, and small as well, of this
nation. Yes, it was indeed difficult work at
first to convince the school supcrintendents and
education boards that the talking machine should
be installed in the schools as one of the tcach-
ing force. But after repeated dcmonstrations
to educators it was shown that the talking ma-
chine was equally cfficient as the regular flesh
and blood teacher in broadening the child's
life. So gradually we gained a foothold in the
larger centers of population and later in the
country districts.

“To-day the Victor Co. has talking machines
in 6,000 American inunicipalities and they are
welcomed in the schools. [ expect to do good
work in the Cleveland schools with the Victor

. instrument. Periodically we hold conferences
of an educational character at Camden, where
the subject of Victrolas in the schools is thor-
oughly discussed. e invite you Victor deal-
ers to those sessions. It is an annual event
that is greatly anticipated by talking achine
dealers and educators also. You talking ma-
chine merchants should install educational
booths in your stores at once. Have one or
two booths in which only records of an educa-

tional, pedagogical nature are played. Place
pictures of an educational nature on your store
walls. Help this big work along. If six
years have accomplished such wonders in the
talking machine educational line, what will the
next six years bring? That, in a large measure,
depends upon you and your brothers in busi-
ness throughout the United States.”
L. C. Wiswell Speaks on “Co-operation”

“Co-operation” was the theme of L. C. Wis-
well's address. He said in part: “You have
been talking a lot here to-night about charging
interest on instalment sales. Lyon & Healy
have always been strong for the interest game.
Our firm took in $25,000 in interest charges
alonc last year.

“But let us not forget that, although, of course,
we are in business to make money, yet money is
not all by any means. Service should be the
watchword of all us men in the talking ma-
chine business. Service and co-operation go
hand in hand if we would score the highest suc-
cess in the business world. The most service
really gives the most profit. I.et us pause in
this mad rush for dollars and look at the em-
ployes’ viewpoint.

“The law of cause and effect will work out
eventually. As ye sow, so shall ye rcap; don’t
forget that. You may fool your employes some
of the time, but you can’t fool them all of the
time. The employer and employe must co-
operate if the greatest succcss is (o come.”

F. W. Buescher’s Clever Verse

F. \W. Buescher recited an original bit of
verse in the alphabetical vcin. That is to say,
cach letter of the alphabet started the name of
a leading talking machine merchant in this ter-
ritory. And it all rhymed, too, what is more.
The jingle was really a clever piece of work
and received great applause.

Nolan Urges Music for the Camps

Dan J. Nolan trgced the dealers to send talk-
ing machines to the aviation army camp at Day-
ton, where scores of young men are in training
to whip the Kaiser via the airplancs. He said
e was down at Dayton not long sincc and
looked over the camp. He was impressed with
the neced of some music for the gallant boys
who are going to France to do their bit for the
Flag. The dealers pledged their word to send
plenty of machines and records to the camp
without delay.

Mr. Davis, of Wm. Taylor Son & Co., safd
that he was sorry he opposed the interest-charg-
ing proposition for so long a time, and that he
wished to apologize for the fight. Mr. Davis
now regards the interest charge as a vital part
of the success of the talking machine business
and he is pushing the system with all his might.
He told a number of funny stories in an enter-
taining style that caught his hearers’ fancy from
the start.

USING BILLBOARD ADVERTISING

PortLAND, Me., October 8-—The United Music
Stores Co., 550 Congress street, which conducts
one of the finest talking machine stores in the
State, has recently remodeled its warerooms in
order to handle its fast growing trade. The
company handles the Columbia line of grapho-
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United Music Stores Co.’s Billboard Publicity
phones and records exclusively and has built
up a splendid business with these products.

It takes advantage of every opportunity to
use timely and effective publicity, and the ac-
companying sign which appears on the ball
field of the local club gives a fair idea of the
far reaching scope of its publicity campaign.
Billboards and newspaper advertising are in-
cluded in its publicity work, and that they have
received excellent results from this policy is
evidenced in the company's rapidly growing
business.

GUTTMAN LOCATES IN SHEBOYGAN

John S Guttman has joined the forces of the
United States Phonograph Corp.. Shcboygan,
\Wis., and will have charge of the clectro-plating
department of that company. Hc will soon leave
for the \West with his family and establish his
home at Port Washington, which is convenient
to his new held of operations. Mr. Guttman
was formerly with the Pathé Freres Phonograph
Co., of Brooklyn, in the same capacity.

The future is ours—we have but to reach out
and take the title deed.

Sy

DEALERS who prefer to handle

a high-class machine that will it-
self back up any statement made
as to its quality and construction
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should apply to the SCHUBERT

Plays any disc record without attachments
S Models, $60 to $200

Oor plao is one dealer in a locality, with liberal newspaper advertising.

Prioted matter and information on request

THE BELL TALKING MACHINE CORPORATION

Offices and Show Rooms, 44 W. 37th St., New York

Factory, 1to 7 West 139th St.

LOCAL TERRITORIAL DISTRIBUTORS
Schubert Phonograph Distributing Co., 308 Lyceum Bldg., Pittsburgh, Pa.

J. A. Ryan, 3231 Troost Ave., Kansas City, Mo.

Smith-Woodward Piano Co., 1018 Capitol Ave., Houston, Tex.
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JOHN H. WILSON, MANAGER, 324 WASHINGTON STREET, BOSTON, MASS.

Boston, Mass, October 4.—~The month has
opened with a gencrally better fecling in the
trade. That dcalers share in the improved senti-
ment is evidenced hy the fact that they have
made unusually carly cfforts to get well stocked
up with goods before the heavy demand sets in.
Some dealers have been somewhat reluctant to
order as large a stock as they would like be-
causc of the limited storage facilities; but the
more daring ones sccured their stock first and
then hustled around to find adequate room in
their own neighborhood. In spite of the early
placing of orders jobbers feel that there is to
be a scarcity of machines in the coursc of the
next few weeks.

Boston Symphony to Make Victor Records

Quite the most important item of news this
month is the anunouncement that the Boston
Symphony Orchestra has finally been induced
to accept the flattering overtures of the Victor
Co. Accordingly this evening the entire body
of musicians left for Camden, N. J., to remain
until Friday. Elaborate preparations have been
made for the reception of the orchestra, which
will make records under the most improved
conditions. The Boston season of the Sym-
phony Orchestra has not yet begun, and the
players because of this Camden engagement
were called together one week earlier than
usual, and they ltave been rehearsing under the
direction of Assistant Conductor Schmidt. The
pieces chosen for reproductive purposes are
necessarily short and will be brilliant in or-
chestral coloring. Both Charles Ellis, the man-
ager of the orchestra, and Dr. Carl Muck, the
conductor, have been greatly interested in this
undertaking and everything possible has been
done at this end to make this one of the most
important events in the life of this famous
orchestra, which has no equal in the country,
this by gencral consent. Conductor Muck is
not leaving with the orchestra but will get there
in time to direct the work. Tt is expected that
these Boston Symphony records should be ready
for the public early this fall.

District Manager Bolton Visits Dealers

District Manager R. F. Bolton, of the Co-
lumbia Graphophone Co., spent a week in Bos-
ton recently and in that time visited many of
the dealers in this territory, especially the large
accounts. He expressed himself as well satis-
fied with the Boston situation so far as the
Columbia is concerned. Manager Fred E. Mann
was over in New York a short time ago to try

and hurry up the company’s product for which
he has had such a pressing demand for the past
few weeks. Mr. Mann says that the wholesale
business is far ahead of what it was a year ago.
Oscar W. Ray a Benedict

Oscar W. Ray, New Eungland manager for the
merson Phonograph Co., Inc, was married
a few wceks ago to Miss Maric B. Lyons,
daughter of Mr. and Mrs. Honore B. Lyons,
of Flatbush, Long Island, and long associated
with Vogue in the metropolis. The ceremony
took place at the Chateau Frontenac, Quebec,
and was performed by Rev. Andrew T. Love,
D.D. Following the wedding Mr. Ray and his
bride went to the wilds of Nova Scotia, where
they remained for a fortnight at the quarters of
the Kedgemakooge Rod and Gun Club, which
is thirty miles from Annapolis. The couple are
due back in Boston about this time.

Lively Demand from Army Camps

An interesting feature of the present war-time
activities is the demand for machines and rec-
ords that is coming from the various military
camps. Several of the camps are equipped with
Victor, Edison, Columbia and other makes of
machines, this provision having been made in
many cases by philanthropic individuals and or-
ganizations before the men went into training.
Now comes the urgent call for more records
and it has become quite the thing for young
women to hark to the "call of their soldiery
friends and send them the desired discs. There
is scarcely a local dealer in Boston that has not
lately been despatching good-sized orders to
cne or another of the several camps in this
State. These talking machines have been found
to be one of the pleasant kinds of diversions in
camp during the evenings.

W. A. Hines Captures Whitten Cup

The many friends of W. A. Hines are con-
gratulating him on being the winner of the
President Whitten cup, awarded for the big-
gest showing of the New York and New Eng-
land district salesmen; and what is even better
Mr. Hines, so they say, stands a good chance
of again coming out ahead for September, the
exact standing of the competing salesmen not
being known at this writing. Mr. Hines, it will
be recalled, is a comparatively new man in this
territory, having only come up to Boston from
New Haven a few months ago. As reflecting
pleasantly on Manager Mann’s competent force
it is of interest, too, that a close second in this
race for the premiership was C. C. Sheppard,

who also is a new man here, having come lately
from Philadelphia, where he is widely known in
the trade.

Cupid Does Wholesale Business

Cupid has been busy this summer in the talk-
ing machine business and his visits to the
Grafonola Co. of New England, of which Arthur
C. Erisman is manager, have bcen so frequent
that everyone is quite familiar with the little
youngster. Every time he has shot forth his
arrow it has struck the mark and among those
who have been hit (of course the injury wasn’t
serious) have been John O’Hara, Roy Sylves-
ter, James Halahan, Murton C. Barstow and
Miss Margaret Smith, now Mrs. Taylor.

Fred Erisman Pleased with Dallas

The friends of Fred Erisman, who lately left
the wholesale department of the Columbia Co.
to take charge of a store at Dallas, Tex., have
heard pleasantly from him. He likes Dallas
immensely and he says his store at 1011 Elm
street is centrally located and he is doing a
good business. The only trouble is the won-
derful hospitality of the people who have been
showering all sorts of courtesies on him and
Mrs. Erisman since their arrival.

J. F. Carr Joins Columbia Staff

J. F. Carr, who has been manager of a re-
tail store in Providence, R. I, has come to
Boston and is iu charge of the trade promotion
department of the Columbia Co. To-morrow
Mr. Carr is going to the Columbia factory
to make a study of conditions first-handed and
to consult with some of the head men. Since
being in town Mr. Carr has made many friends
among the Columbia dealers.

Hallet & Davis Co. Activity

The phonograph division of the Hallet &
Davis Co. has no time these days to watch the
many parades that pass by the warerooms, for
the manager and salesmen are on the job all
of the time. Orders are coming in rapidly, and
this, with the constant stream of travel to the
phonograph warerooms, keeps the staff pretty
busy.

The demand for the Solophone division model
of the Pathé is one of the things that is keeping
the staff busy, and the regular Pathephone styles
and Pathé records are running a close second
in attention.

Increased Call for Edisons

The F. H. Thomas Co., at 691 Boylston street,
is finding business very good these days, and
there is a greatly increased call for the Edison

HOSE New England Victor Dealers who are engrossed in
the “better business than ever” movement know, or will find
out on investigation, that the quickest way to secure LARGE
VICTOR TURNOVERS is through the co-operation offered by
Eastern Victor Service. We have made a specialty of filling orders
promptly and efficiently and of co-ordinating these filled orders
with the sales promotion suggestions of our experts i i

THE EASTERN TALKING MACHINE COMPANY

177 TREMONT STREET

BOSTON, MASS.




THE TALKING MACHINE WORLD

21

THE TRADE IN BOSTON AND NEW ENGLAND—(Continued from page 20)

-2

-

HIS MASTE:

Victor Distributors

Many talking machine owners are forming their
record buying habits now. Be sure they find what

they want when they come to your store.

Keep

your VICTOR record stocks complete.

We can help you for we have

The Largest and Most
Complete Stock of
Records in New England

Whrite, or Telephone Beach 1330

M. STEINERT & SONS CO., 35 Arch St., BOSTON

machines in which the Thomas Co: specializes.
On the Exeter street side of the building there
is a bulletin board with the words “Watch
this space,” and it daily is attracting much at-
tention, for everybody passing to and fro, thus
becoming familiar with it, realizes that there is
to be some intercsting announcement each day.
The display of Edison models shown in the win-
dows is an extensive and handsome one.
Arnold Feldman in Charge in Providence
Manager Hibshman, of the Vocalion Co.,
states that the fall business has made a good

start, and from the inquiries that are being re-
ceived in person and by mail there is every
indication that there are some fine prospects
to be heard from in the immediate future.
Arnold Feldman, who has been attached to the
Boylston street establishment of the Vocalion
Co. as floor manager, has been put in charge of
the Providence store. Mr. Feldman has made
a marked success since coming with the ware-
rooms and has made a number of friends in
Boston. Albert Feldman, his brother, who has
been with the Boston house for about a year,

bids fair to be a good salesman and already is
a well-informed man in the business.
Many New Sonora Agencies

The New England branch of the Sonora Pho-
nograph Co., of which Richard M. Nelson is
manager, has placed the machines in several of
the large furniture stores during the past
month, notably the Atkinson Furniture Co., the
Morse Furniture Co., which handles the Sonora
exclusively; the Shawmut Furniture Co. In
addition Manager Nelson has placed the ma-
chines in Taunton with the Bastock Furniture
Co., in Lawrence, in Everett with the C. F.
Faith Co., in Chelsea with the Garfield Co., and
in  Waltham in the Bassett Furniture Co.
Through Manager Nelson a sale of $10,000 worth
of Sonoras lately was placed for shipment to
Norway and Sweden.

Same Interesting Personals

Theodore Bauer, formerly of the publicity de-
partment of the Boston Opera Co. and now
connected with the Columbia laboratories, was
a recent Boston visitor, renewing old friend-
ships.

W. H. Waguer, of the Dictaphone department
of the Columbia, is making great headway de-
spite the fact that he has been here only a
few months. He handles the Back Bay ter-
ritory.

General Sales Manager George W. Hopkins
of the Columbia Co. is an expected visitor here
in the course of a few days.

Henry Dolan has severed his relation with
the Columbia Co. and has gone with the Grafo-
nola Co, of New England, where He is back
with Arthur Erisman, his old employer. Mr.
Dolan will devote all his time to window
dressing.

C. D. Rodman, of the Houschold Furniture
Co. of Providence, and A. H. Fuller, of Mans-
field, were recent visitors to Manager Mann, of
the Columbia Co.

Mr. Murphy, formerly in charge of the talk-
ing machine department of the old Henry
Sicgel Co. store in Boston, was a recent visitor
here from St. Louis, where he is now located.

Miss. Marie Morrisey, one of the Edison ar-
tistes, was a Boston visitor a few days ago, and
was pleasantly entertained at the Boston office
of the Pardee-Ellenberger Co., Inc.

The attaches of the Boston office of the Par-
dec-Ellenberger Co., Inc., have been made ac-
quainted with the marriage of T. E. Dean, the
company’s traveling man for the State of
Maine. His bride was Miss May Kelley of
Bangor. While Mr. Dean and his wife were

(Continued on page 22)
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on their honeymoon here they were entertained
by Guy E. Coner and Mrs. Coner.

Wallace Currier. whom everybody remembers
so pleasantly in Boston, has disposed of his
Fortland, Me., Edison shop and returned to this
city. Mr. Currier, who is well informed on the
talking machine business, has several excellent
propositions under consideration.

Emilio De Gogorza, the baritone, whose
records for the Victor are considered among
the most popular on the market, met with a
painful accident in this city ten days ago and
is now laid up at the Hotel Touraine. He was
near Copley Square when he was struck by
an. automobile and severely injured about the
body.

A Boston visitor a few days ago was Alfred
Telfer, of the Bayonne Talking Machine Co,,
of Bayonne, N. J, whose establishment is one
of the largest in his home city.

Jerry Spillane, formerly one of the Eastern
Talking Machine Co. staff, and who went over-
scas, has quite recovered from his recent illness,
so his old friends hear, and is now employed as
a cook at the front.

Miss Eva Young, a valued employe of the
Pardee-Ellenberger Co., Inc., who has been
with Manager Silliman at the Boston head-
quarters since they were opened six years ago,
was married September 25 to Aubrey R. Good-
win, and the best wishes of the bride’s friends
took very palpable form. Mr. and Mrs. Good-
win are to live in Meclrose where they are
building a new home.

Mr. and Mrs. Harry Rosen have sent out cards
announcing the arrival at their home, 6 Ivy
strcet, Fenway. Boston, on September 4, of
Harry Leon Rosen, who is already giving evi-
dence that he is a “talker” of some importance.

A man's memory proves that it is much eas’er
to forget what to remember than to remember
what to forget.

NEW DITSON BUlLDlNG OPENED

Victor, Department, Under the Management of
H. A. Winkelman, Conveniently Located on
Second Floor of Ten-Story Structure

P,osrbN, Mass., October 4.—The Victor depart-
ment of the Oliver Ditson Co. is now splen-
didly located in the new store, 178 and 179 Tre-
mont street, near the corner of Boylston street.
The building is of white marble and is one of
the handsomest structures along this thorough-
fare. The Victor department is located on the i
secontd floor and from the front windows there
is a splendid view across Boston Common.
Manager Henry A. Winkellman has a finely
cquipped office and he has been giving the most
careful attention to getting settled as soon as
possible after the company moved into the
building. On two sides of the floor are the
booths and these are as soundproof as it is
possible to make them. These rooms are all
open to the daylight. Persian rugs cover the
floor, and these, with the handsome furnishings,
p Ny = give a homey aspect to the rooms. The depart-
= m 4k ment is reached by excellent elevator service.

,ﬂ E Manager Winkelman and his competent staff are |
z to be congratulated on having so handsome, {

M IIMI Ilm M : : . convenient and well appointed a place. *

= ﬂ E&QE B TAKES OVER PROVIDENCE STORE

Arthur C. Erisman Now in Charge of Depart-
ment of Collender, McAuslan & Troup Co.

Provibexce, R. I, October 4—Arthur C. Eris-
man, of the Grafonola Co. of New England,
with headquarters in Boston, has taken over the
talking machine department of the Collender,
McAuslan & Troup Co. of this city, and he says
he is going to make that place the center of
good music and he will press hard for cultivat-
ing a better taste for the best in this field. The
department is on the third floor of the store
which is located in Weybosset street and is
The New Ollver Ditson Bulldmg kandsomely furnished and equipped.

2c. STAMP |

A.

MAIN AND GENESEE STREETS BUFFALO, N. Y.

will bring you all the information regarding an
agency for the

Pathephone and
Pathe Records |

Get a business of your own. :
Establish a profitable agency.
Drop us a line—a 2c. stamp will do the work.

VICTOR & CO.

Pathe Distributors
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK

FACTORIES, ELYRIA, O.—NEWARK, N. J.—PUTNAM, CONN.
CHICAGO ATLANTA SEATTLE CINCINNATI TORONTO

We announce the Amalgamation of the

Otto Heineman Phonograph Supply Co., Inc.

NEW YORK, N. Y.

John M. Dean, Inc.

PUTNAM, CONN.

Plant of John M. Dean Division, Putnam, Conn.

The world-famous DEAN NEEDLES will continue to be
manufactured under the present efficient management of

Messrs. Charles E. Dean and John M. Dean, Jr.,and this plant

will be known as the

JOHN M. DEAN DIVISION

of the

OTTO HEINEMAN PHONOGRAPH SUPPLY CO., Inc.
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NEW ORLEANS A BUSY TALKING MACHINE TRADE CENTER

Jobbers and Dealers Tell of Increasing Sales for Talking Machines and Records With Outlook for
Fall and Winter as Excellent—Now Concentrating on Records for Christmas Delivery

New OrLeans, LA., October 6.—Business con-
ditions in the Crescent City and throughout the
South generally are excellent and the outlook
is such as to incline talking machine men gen-
erally to believe that the present fall and coming
winter will be productive of splendid results in
a sales way. This is the opinion of dealers
Landling all makes of machines. The views of
the majority are to be found in the following
summary of conditions.

Howard Weber, manager of the wholesale
Victrola department of Philip Werlein, Ltd.,
reports unusual business for tlie present month,
although he has been considerably handicapped
by reason of the small machine shipments from
the factory. The outlook for fall is the most
promising in this section of the country for a
number of years, and the prospects for fall busi-
ness are excecdingly bright.

Ashton Music Co., Victor dealer, states its
business has increased considerably over corre-
sponding month of last year.

Grafonolas and records arc moving faster
than previous years and becoming more popular
every day in New Orleans, so says W. J. Wright,
manager of the Grafonola department of the L.
Grunewald Co., Inc. Patriotic records are in
great demand, and the large record sales are due
to the latest hit, “Where Do We Go From
Here?” Mr. Wright made a change in the de-
partment so as to be ready for the large Christ-
mas trade. He has included Mr. Lohit on his
sales force, and Miss Burton is holding down thc
stenographic end and taking in the cash.

The Victrola dcpartment at Maison Blanche
lias contributed a talcnted vocalist to the New
Orleans public in thc person of John DPolizzi,
a popular member of the sales force. Young
Polizzi made his professional debut at the Strand
Theatre, the highest class place of amuse-
nient in the city, last week and fairly took his
audience by storm with his fine tenor voice.

The week previous he sang behind the scenes
to add realism to a certain picture and made such
an impression that patrons demanded to know
his identity and to see him before the foot-
lights. Subsequently he came forth in “Vesti la
giubba” from “Pagliacci,” and because of his en-
thusiastic reception was promptly engaged for
another week.

The third night of his appearance in the
“sob song” was set aside as “Maison Blanche”
night at the Strand and a big representation of
his friends from the store turned out in compli-
ment to him. At the conclusion of his singing
Polizzi was presented with a massive loving
cup made of flowers, the gift of a coterie of his
admirers.

S. J. Schwartz, a firm member and son of the
general manager of the store, whose interested
hobby is theatricals, is guiding the young Italian
and predicts for him a brilliant future. Mr.
Schwartz looks to a future either in opera or
concert work angd intends he shall make a
diligent study to attain that end.

As a result of the newspaper publicity given
the event the Victrola department was up for
a focus, a decided impetus to business bcing the
result.

F. W. C. Hayes, manager of Philip Werlein,
Ltd,, retail Victrola department, reports a very
satisfactory business for the month of Septem-
ber, even though handicapped by a shortage
of machines. ‘“We have put all our efforts in
plugging the record business,” said Mr. Hayes.
“We have been using a few novel ideas to get
this business and the results have been very
gratifying. We have been featuring buying
Victrolas for Christmas delivery and this has
proven to be an exceedingly good business getter
even this far in advance of the holidays and we
can already report a fine business along these
lines.”

Miss Bernice Jalenak, of thc Dugan Piano

Co., Victor dealer, has just returned from an
extensive trip East, combining both business
and pleasure. She states that the problem with
her concern is not selling but getting enough
Victor goods to supply the demand. A lot of
additional, up-to-date, sound-proof, demonstra-
ting booths have just been installed. Miss Jale-
nak says the September sales have “broken all
records.”

Miss Edna Huff, manager of the Victrola de-
partment of the Collins Piano Co., reports that
their record business has increased to such an
extent that they have been forced to add two
extra boys to their delivery force, in addition
to their regular auto service. Some extra booths
and a mezzanine floor have been incorporated
into their store, the mezzanine to be reserved
for interviews with patrons as well as employes.
Three style XVII have been sold in the past
month and prospects for as many more in the
niear future. The record business has exceeded
tliat of September, 1916.

One of the most successful ideas of the Edi-
son Diamond Disc Shop is the dance studio in
connection with the store. They have engaged
Gladys Louque, who is well known as a
tcacher, to instruct the children. The Diamond
Disc Shop pays part of the child’s tuition. So
far a large number of children have enrolled,
and they all seem to be very enthusiastic. An-
other feature is the daily concerts, to which the
public is invited, and has proven to be quite a
drawing card.

THE RELIABLE “TALKER” MAN

Here's to the steadfast, reltable man,
The man with the tongue that’s true,

Who won’t promise to do any more than he can,
But who’ll do what he says he’ll do.

He may not be clever; hc is often quite blunt,
Without either polish or air;

Rut, though it’s not in him to “put up a front.”
When you need him he's always there.

So here’s to the man on whom one can reiy,
And here’s to his lasting success!
May his species continue to multiply
And his shadow never grow less—Chicago Trihune.

—“}ilS MASTERS VOICE=
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Victor Distributors
KANSAS CITY, MISSOURI

All orders shipped on the day received
if the goods are in the house.
are as complete as manufacturing condi-
tions permit.
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No. 25

For Victrola 1V, Columbia No. 15
or other small machines

33" High. Top, 17"x17"
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No. 20.
For Victrola IX and 1Xa
337" High. Top, 2234” Deep and 19” Wide
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The universal popu-
larity and demand,
each Fall and
Winter, for such
styles as these com-
pels us to ask that
dealers ‘estimate
their needs and
place their orders
for these models
immediately.

It may be impossible for
us to manufacture and
ship cabinets fast enough

to meet your needs later
on in the year.

Think it over and act now-
this very minute !

SALTER MFG. CO.

337-49 N. Oakley Boulevard
CHICAGO, ILL.

New Salter Cabinet, Model No. 27
For Victrola IX and IXa
331" High. Top, 2234"x19”

-TER

No. 111. Cabinet (Opened)
For Columbia “Favorite” $50.00 Machine
3315” High. Top, 23"x19%5”
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STRIKING EMERSON DISPLAY

At French-American Red Cross War Exhibition
Recently Held at Coney Island

The Emerson Phonograph Co., of New York,
installed an unusually effective display booth
in the French-American Red Cross War Exhi-

Emerson Display at Red Cross War Exhibition
bition at Coney Island, which received a great
deal of attention from visitors to the exhibit.

The numerous stirring patriotic selections
from the Emerson October records were played
from time to time and the excellent recording
of George M. Cohan’s big song hit “Over There”
was featured at frequent intervals, achieving
great popularity with the visitors. Judging from
the crowds around the Emerson music booth,
the public considered it one of the attractions
of the exhibit.

Between “Let the buyer beware!” and “The
customer is always right!” there are centuries
of difference—and ages of improvement.

VICTOR CO. OFFERS ASSURANCE

Advises Jobbers and Dealers That It Has Ob-
served All Provisions of the New Federal
Child Labor Act Recently Enacted

Under date of September 21, the Victor Talk-
ing Machine Co. sent to its distributors and
dealers the following letter regarding the com-
pany’s responsibility under the Federal Child
Labor Act. The letter was signed by Louis F.
Geissler, general manager, and was as follows:

“Several of our wholesalers are laboring under
the erroneous impression that the Federal Child
Labor Act, cffective September 1, 1917, makes it
incumbent upon us to stamp our invoices or
bills of lading that our goods are manufactured
in accordance therewith.

“We learn, after consultation with counsel,
that the pertinent provisions of that law are as
follows:

“‘No producer, manufacturer, or dealer shall
ship or deliver for shipment in interstate or
foreign commerce any article or com-
modity the product of any mill, cannery, work-
shop, factory or manufacturing establishment
situated in the United States, in which within
thirty days prior to the removal of such product
therefrom children under the age of fourteen
years have been employed or permitted to work,
or children between the ages of fourteen years
and sixteen years have been employed or per-
mitted to work more than eight hours in any
day, or more than six days in any week, or after
the hour of seven o’clock postmeridian, or before
the hour of six o’clock antemeridian. K-

“‘Provided, that no dealer shall be prosecuted
under the provisions of this Act for a shipment,
delivery for shipment, or transportation who
establishes a guaranty issued by the person
by whom the goods shipped or delivered for
shipment or transportation were manufactured
or produced, resident in the United States, to
the effect that such goods were produced or
manufactured in a mill, cannery, work-
shop, factory or manufacturing establishment,

in which within thirty days prior to the re-
moval of such goods therefrom no children
under the age of fourteen years were employed
or permitted to work, nor children between
the ages of fourteen years and sixteen years
employed or permitted to work more than eight
hours in any one day or more than six days in
any week or after the hour of seven o’clock
postmeridian or before the hour of six o’clock
antemeridian.’

“Therefore, we are advised that the law does
not provide that manufacturers shall mark bills
of lading to show that child labor has not been
employed or permitted in the manufacture of
goods covered, and we presume your desire
is simply to assure yourselves that you are
under no liability in respect to the law in han-
dling Victor products. To stamp our invoices
and bills of lading would involve much work

which we deem entirely unnecessary. We, there-

fore, suggest that you accept this assurance that
no provision of the Federal Child Labor Law
is violated in the manufacture of this company’s
products.”

ARGUES FOR RESALE PRICE FIXING

Wasnixcron, D. C., October 3.—Manufactur-
ers and retailers appeared before the ederal
Trade Commission to-day and urged measnres
to permit manufacturers to fix a resale price on
products. Theé Supreme Court has held that
contracts requiring retailers to maintain factory
marked prices violate the anti-trust laws. The
commission was asked to-day to support the
Stevens bill legalizing the fixing of resale prices.

ENTER THE ROLANDO RECORD FILE

Los AnceLes, Car., October 6.—F. J. Hart, of
the Southern California Music Co., of this city
announces the Rolando record file, which, by
pressing a button corresponding to the compart-
ment, delivers the record into the hand of the
operator.

Why Acme Die-Castings
Have Preference Among All
Leading Phonograph Makers

Nt = A e
e

In perfecting the Phonograph it became very necessary to eliminate the sharp angle
at the minor curve of the elbow of the tone arm because it choked and restricted the
full, round clear tone that the manufacturers and designers so much desired. The prob-
lem was brought to the Acme Die-Casting engineers, who designed and constructed
dies which produced a tone arm clbow with the former sharp corner changed into a
sweeping curve through which the tones when on the instrument flowed clear and

strong.

The above illustration shows.what the Acme service produced.

Of course

the manufacturers were delighted. Itjis significant, however, to add that Acme Die-

Castings are in growing demand by the foremost phonograph makers today.

We

shall be pleased to talk over any similar proposition with you and submit estimates,

BOSTON, 176 Federal Street
PHILADELPHIA, Widener Bldg.
DETROIT, 965 Woodward Ave.
PITTSBURGH, Empire Bldg.

15Y GTPOTG 1011
“ ' QS{ and 3d Ave.

CHICAGO, 549 Washington Blvd.
ST. LOUIS, 1023 Vandeventer Ave.
NEW YORK, 120 Broadway
ROCHESTER, 36 Morningside Park
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The Columbia Grafonola 100 is the biggest
$100 worth you can offer your customers.
It has everything they want in a talking
machine at a reasonable price. |

Columbia Graphophone_Co.
Woolworth Building, New York

_— g ——————

NOVELTY IN DEMONSTRATION ROOMS

Silverstone Music Co. to Have No Machines Vis-
ible, at Least in Operation, in Demonstration
Rooms in New Home—Novel Concert Hall

Sr. Lours, Mo., October 4—When the Silver-
stone Music Co. opens its new store some time
after Novembcr 1, President Silverstone hopes
to have in working order a decided novelty in
the way of machine demonstration rooms. In
these rooms there will be no machine visible,
at least no machine in operation. There may
be one there merely as a decorative feature, but,
if so, it will be made very evident to the per-
son that this machine is not producing the
music hc hears.

The same will be truc of the concert hall.
In this hall the stage and the machine will be
invisible and the auditors will be forced to pass
opinion on the music solely from a sense of
hearing, not in any part from watching the
machine that is producing it.

“The problem I am seeking to solve is one
of psychology,” declares Mark Silverstone,
president of the company and who worked out
the plans for the first of the Edison Disc ma-
chine tone tcsts on a large scale. “I have for
a long time bcen wondcring just how much of
the ‘canned music’ impression and the ideas
of comparison of the value of talking machines
was duc to sight. The prospect seces the ma-
chine and passes judgment on whethcr that ma-
chine compares in appearance with another ma-

chine and, I believe, carries this judgment into
his value of the tone or music value of the
machine. I want to determine how much this
is true.

“f am arranging a series of demonstration
rooms where no playing machine will be visible
but wherc it can be made visible at any time.
The idea will be to take the prospect into the
room and turn on the music from the invisible
machine without warning. Then it must be up
to the customer to pass judgment on what he
hears, not what he sces. I confess a strong
personal interest in this problem.”

Mr. Silverstone believes that he has worked
out the ‘‘stage sctting” of this problem in his
designs for the new building that he is equip-
ping as the futurc home of the Edison in St.
Louis. The designs and material will be in
keeping with the Edison product throughout.
The front of the main floor room is designed in
a gencral way in what is called “bank style,”
handsomc and dignificd. The woodwork on the
main Hoor will be quartered sawn oak, silver
gray finish, which is thc handsomest thing in
business finish shown here in a long time.

TO CONTINUE VICTROLA DEPARTMENT

Lord & Taylor, New York, have removcd all
pianos and player-pianos from their premises,
and while no definite announcement has been
made, it is understood that they will retire
from the piano business. The Victroia depart-
ment will be continued.

LANSING 2

Khaki

Protect from Rain and Dust

and will enable you to deliver your

all kinds. )

in all weather.

GRADE B $5_O_O
GRADE A $7_5_0 E.

your

Carrying Straps Extra

Moving Covers

phonographs free of blemishes of

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

Use the Lansing Khaki Moving Cover and

611 Washington St.

No. 3 Carrying Strap Shown in Cut, $1.00

delivery troubles will be over.

Write for booklet

H. LANSING

BOSTON

SLIP COVER

for the Wareroom and the Home.
they will be wanted. Write for Samples and Prices.

Now is the time

WHITE WITH THOS. GOGGAN & BRO.

Will Manage Wholesale Department of Promi-
nent Texas Music House—Formerly on Trav-
eling Staff of the Victor Talking Machine Co.

Houston, Tex., October 1.—\V. P. \White, for-
merly connected with the traveling department
of the Victor Talking Machine Co., has joined

P 7

W. P. White

the forces of Thos. Goggan & Bro., of this city,
and will manage the wholesale branch. Mr.
\White’s experience in both wholesale and re-
tail lines of a specialty selling, togethcr with
the most efficient training the Victor Co. gives
its travelers, has well fitted him to assist the
Victor retailers in this section of the country.
Thos. Goggan & Bro., who have establishments
at Houston and Galveston, are wholesalers of
Victrolas and records.

RECEIVER FOR E. B. JORDAN & CO.

A petition in bankruptcy was filed latc last
month against Ed. B. Jordan & Co., Inc, 129
Degraw street, Brooklyn, by the following
creditors: David Doland & Co., S. W. Connell
and Michacl J. Fogarty. Judge Veeder appointed
Oscar A. Lewis receiver in bond of $25000. E.
B. Jordan & Co. have long been known in the
talking machine trade as manufacturers of
cabinets.

Later Mr. Jordan, who, by the way, was for-
merly Collector of Internal Revenue in Brook-
lyn, filed a voluntary petition in bankruptcy in
the Federal Court, estimating his liabilities at
$465,242 and his assets at $104,500.

WHY HE SMILED

“Now,” began the careful buyer, “suppose we
get right down to bed rock prices.” The sales-
man smiled compassionately, “‘Home, James! ”
he murmured to the imaginary chauffeur. “Bed
rock is not where any prices loaf, just now.
Suppose we step into the hydro-airplane—and
see if we can catch up with these prices before
they reach Mars!”




“Gennett
Records”

65¢c to $1.25
Double-sided

Hill and
Dale Type

150 lines to
the inch

HAT have you to offer to meet the tremendous demand

for the phonograph record today?

The question with the dealer today is the record question. The phono-
graph cannot be sold without the record and the record is the backbone of

the phonograph business.

But heretofore the dealer has not been able to offer a satisfactory
phonograph record without advertising the competitor’s phonograph.

The “Gennett Record”

is the first high class record offered to meet the increasing record demand
for all lines of instruments.

The “Gennett Record”’ Library offers an excellent
assortment of numbers which will enable you to build up
a strong record business, yet it is not so large as to require
a prohibitive initial investment.

The sale of ‘“Gennett Records” does not restrict you
to any territory nor to any make of instrument.

The “Gennett Record” is a safe investment inas-
much as we assume responsibility and assure protection
such as will permit of your stock being fresh and up-
to-date at all times. You have back of you a strong

company with unquestioned repute and an international
musical reputation.

“Gennett Records” at 65c to $1.25 will meet a
popular demand, and stocking our complete offering now
enables you to start a strong record business at the right
time and puts you in a position to supply a ready market.

“Gennett Records’ are of the Hill and Dale type,
150 lines to the inch. They should be played with a
steel needle. By the use of a small inexpensive attach-
ment that can be played on instruments not regularly
equipped for their use.

" The “Gennett Record” dealer is supplied free with monthly bulletins announc-
ing the release, and new supplements for the convenience of his patrons

The business of the dealer who wants to establish a permanent, profitable, unrestricted
record trade at a small outlay is solicited

“GENNETT RECORDS”

9 East 37th Street

NEW YORK. N. Y.

Division of the Starr Piano Company
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The Difference Between Helping a Customer

to Buy and Merely Selling Him = =

This article is taken from an address recently delivered
before the Advertisers’ Club of Davenport, Ia., by E.
Schmidt, of the Schmidt Music Co., and contains ideas
which are well worth the sesious consideration of all sales-
men in the talking machine industry.

Some one has aptly said, “Advertising is not
to sell goods, it is to enable people to intelli-
gently and economically buy goods.” There is
entirely too much selling in stores these days.
There is too little of helping the customer to
buy.

The other day I met a man who said to me,
“I like So & So's clothes, but one day I fell into
the hands of a salesman who simply talked a
suit of clothes on my back. I asked for a cer-
tain kind of suit. Had made up my mind that
it was what I wanted this time. The salesman
pulled out one such suit. He made no effort
to tell me the good in that article, but, on the
contrary, immediately started in putting forth
an array of unwelcome and flimsy arguments
why I should not have it and proceeded to pull
down another, saying ‘this is what you want.
I fell for the talk and unwillingly bought the
suit.”

You might say that it was the customer’s
fault that he took the suit. I say it wasn’t.
That suit was sold to him—he was under the
spell of a good talker. And to prove to you
that it was bad salesmanship I'll tell you that
the customer brought it back later!

You see, when he got away from the spell of
the salesman’s oratory, and he could judge
coolly, he didn’t like the suit at all. This proves
the positive reaction on such “bad service” and
discounts the pulling power of that store’s ad-
vertising.

Every sale doesn’t do a store good. If the
customer is not rendered a rcal service; if he is
unduly influenced; if no consideration is taken
of his natural taste; if the purchase is re-
luctantly accomplished—that sale is a failure.

A few moments devoted to finding out the
purpose and conditions under which an article
is to be used, before ever showing it, is a most
considerate and appreciative service to the cus-
tomer.

You must cleverly discover his likes aud dis-
likes; you must help him find what he wants—
and when he sces it he will experience a thrill
of satisfaction that will win for you a place in
his affections. Then he will begin to ask for
you by name,

And then you'll know that he thinks of you
as a friend who serves instead of a salesman
that sells.

Personally, I like the terms “scrvice-men” and
“service-women”—instead of “salesmen” and
“saleswomen.”

Salesmen differ in their ability to sense the
customer’s preferences. The prospective cus-
tomer hasn’t thc time nor would he have the
patience to see all things you have. You must
be able to find out quickly what the prospective
customer wants.

While you are busy sizing him up, he’s sizing
you up. If you secmn to “flounder”—if you im-
press him that you are undecided as to what he
ought to have—he will lose his confidence in
you, and when that happens—“Good-bye.”

Hc will then approach cvery article offered
with an air of suspicion. He will take sugges-
tions with a grain of salt—and you'll have a
much harder time selling him than if you had
won his confidence from the start.

Your approach is most important. As soon
as you put your foot forward the customer is
on the alert—he is beginning to size you up.
He is saying to himself something like this:
“Is this chap going to help me get the suit most
becoming to me or is he going to sce how quick-
ly he can sell me so he can have a ‘big Look’
to-day?”

Now understand that from the store’s stand-
point you sliould turn in as many sales as you

.ings.

can but not at the expense of a customer’s feel-
You must never give the customer the
impression that you are in a lurry.

Why is it many men come in and say, “I'll
wait for Mr. Brown"—or whoever it may be?
Is it because the salesman asked for can show
them different merchandise than any salesman
they may have selected at random?

Of course not! It is because the customer
has learned that Mr. Brown knows what he
wants. Questions well worth considering are:
How many stores have lost customers because
they did not render efficient service? How
many stores have you cut off your list because
you did not like the way you were treated?

I used to drop into a certain store pretty often
and 1 got so tired of the grouch behind the case
and the Sphiux-like way of slamming down my
change that I go elsewhere now.

The smile on the face or the “thank you”
given over the counter must not be mechanical
or merely for effect. The customer’s feelings
can sense it in a minute. It must be the spon-
taneous result of one really enjoying one’s
work and the patronage. A sort of “glad you're
living” spirit.

I have known men to give up good positions
because they simply could not stand the grouch
of the proprietor. And I have known men who
worked for less mioney because they enjoyed
the “pat-on-the-back” of their employer. That
is why so many small stores are prosperous—
because they hold their trade through the genial
personality of their salespeople.

Just a few days ago I heard one of our sales-
men wind up a sale with the remark, “Here’s
my card. If anything goes wrong I want you
to call on me.” That was a clever touch. He

. has established a bond of friendship between

himself and the customer. Note that he said,
“Call on me.” That makes it personal. That
injects the personal elcment into the sale and
that is what you should strive for all the time.
If anything goes wrong with that suit that man
knows some onc by name on whom to call,
and he likes that a lot better than going to no
onc in particular,

You should strive to build up a personal fol-
lowing. That’s the only way you will ever get
more money. That's the only way you will

By E. A. Schmidt

get more patrons for your store or department.

Don’t “knock” competitors’ merchandise; no
one likes to hear another store run down. If
there are differences in favor of your merchan-
dise use a little tact in pointing them out.

Don't use a hammer, use a pointer.

And don’t run away from the customer who
comes back with a “kick.” You took his money
cheerfully—now look into the trouble with just
as big a smile. Don’t make him feel as if he
had done something wrong when he has cause
for complaint. Give him the impression that
you are glad he called your attention to the de-
fect; in fact, you consider it a favor that he
has come back.

If many customers are not coming back ask-
ing for you personally, look out. There’s some-
thing the matter with your salesmanship. If
some things are good enough to bring folks
back again for them by name, surely salesman-
ship should have this “repeat” quality also. The
salesman who has the biggest line of customers
waiting for him is the salesman who will get
there. We must all bear in mind that while a
keen desire to “make a record” is natural and
creditable, it must not blind us to the fact that
far more important than to sell more is to sat-
isfy more.

The department manager cries “give-me-an-
ad-in-the-paper”—as if there were a sort of
magic in that. And it is indeed a relatively sim-
ple matter for an advertising man to string
words together to make pleasing mental pic-
tures that attract folks to the store—particularly
if the general reputation of the store is good.

But—when these people come to the store—
what then?

Will they find the merchandise right—the
prices right—salespeople capable of interpreting
the goods, and who have caught the spirit of
modern storekeeping; to be courteous, to be
helpful, to remember that the customer is al-
ways right? T say, will they find these things?
Because if they do not, then is all the advertis-
ing vain—yes, worse than vain—for then it will
surely recoil on the house—and on us.

You see, there’'s no particularly miraculous
power about advertising, after all. It's simply
telling the news of the store and its offerings

(Continwed on page 30)

Grade “D” Cover with No. 3 Straps.

Ward’s Khaki Moving Covers

PROTECT YOUR MACHINES FROM ALL
KINDS OF WEATHER

and will enable you to deliver them
free from dust, scratches, bruises
and all other finish destroyers

Our covers are faced with Standard Khaki,
lined with a heavy grade flannel, interlined
with an exceptionally good grade of heavy
cotton or felt, diagonally and closely quilted,
and manufactured according to the usual
superior ** WARD New London "’ quality.

Grade “D”$5.90 Grade “K” $7.30
Carrying Straps: No.1 $1.00; No. 2 $2.00; No. 3$3.50

ORDER SAMPLE COVER ON APPROVAL
With Name of Machine silk embroidery on any Cover; extra,..25¢.
$1.00

With Dealer’s Name and Address, first Cov:r, extra
Same on additional Covers, each extra_. oo

Write for boolzlet

THE C. E. WARD Co.

{Well-known Lodge Regalia House)
101 William St., New London, Ohio

Also Manufacturers of Rubberized Covers
Dust Covers for the Wareroom
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HELPING A CUST OMER TO BUY OR MERELY SELLING HIM

(Continued from page 29)

in an interesting way. Like other news w the
paper, it must be bascd on facts—facts truth-
fully and soberly presented, without even the
tinge of exaggeration—or both store and “the
paper” will in time be utterly discredited.

I am particularly keen on these matters be-
cause I feel myself to be in a deep seunse a
representative of the outside public. As the
public’s representative, I go about thc store—
watching—analyzing—criticizing—comparing. I
must be shown. Can you sell me? If you can,
then I can sell the public. But I must believe
myself, or I cannot convince others.

Now let's get down to “brass tacks.” How
can we make our advertising constantly more e¢f-
fective? First, I believe, by always rcmember-
ing that the house has an honored name, and
that it is both our privilege and our duty to up-
hold that name in every way that we can.

And this means extraordinary care on our
part that we ncver become careless, or super-
ficial, or discourteous. Care, above all else,
that we weigh our words and do not let our
enthusiasm beguile us into overstatements, into
claims that cannot be demonstrated, or pronrises
that we or the house cannot fulfil. For public
confidence is at best an unstable structure: the
slightest misstatement may topple it over.

Let’s be builders! Let's build confidence—al-
ways more confidence. And the only way I
know to build confidence is to deserve it.

Perhaps the above may sound a bit like
preaching. DBut this advertising problem seems
to me to simmer down to about this: A store
that rightly takes care of its customers will
have the right kind of customers to take care
of—whether it formally advertises or not.

But, of course, if it does advertise, and if its
advertising is newsy, informative, and truthful
through and through, that store will gain just
so many more customers, for folks certainly like
to learn about and patronize a store that treats

its patrons as friends, with all that this implies
—a store whose first and last consideration is
always——the customer!

One practice which I am utterly opposed to
is that of offering a bonus to salespeople to
move certain merchandise. While there are
some few arguments in favor of this practice
and which, if it could be carefully guarded and
guided, might produce favorable results, still
the practice is omne that so easily leads one in
wrong channels that it is best to steer clear
of it altogether.

In many instances there is no practice in busi-
ness which so creates selfishness on the part of
the salesperson; which so beclouds the cyes of
real service given to the customer as the prac-
tice of oftering a bonus for moving certain slow-

selling merchandise. It leads the salesperson
to take undue advantage of the customier by
selling things either which he is not in need of
or which are undesirable. The removal of such
merchandise is up to the buying end, and that
of special sales which do not exaggerate nor
force customers to buy.

Now in conclusion, and as a summary of the
whole thing, I think it can be boiled down to
this:

Always remember that it is the customer’s
privilege to decide where he shall buy and what
shall be bought. )

Further: Every sale doesn’t do a store good.
If the customer is not rendered a real service;
if lie is unduly influenced; if no consideration is
taken of his natural taste; if the purchase is
reluctantly accomplished—that sale is a failure.
The right way is to help a customer sell him-
self.

WINS QUICK SUCCESS IN TRADE

James F. Neece, Manager of Victor Department
of A. Herz, Terre Haute, Ind., First Entered
the Trade as a Traveling Man

St. Louls, Mo., October 5—One of the recent
and welcome visitors to the headquarters of the
Koerber-Brenner Co., Victor distributors here,
was James F. Neece, manager of the Victrola
department of A. Herz, Terre Taute, Ind. Mr.
Neece ranks as one of the most capable and
energetic talking machine men in the country,
and has advanced steadily in his chosen field.
His first experience in the trade was with the
Rollinger Music Co., Ft. Smith, Ark. distrib-
utors of Edison cylinder phonographs. He trav-
eled the State of Arkansas, selling cylinder ma-
chines and records. He ncxt went to Chatta-
nooga, Tenn., taking charge of the department
of the Rhodes Mahogany Co., where his success
as a Victor department manager attracted the
attention of Clecmons Dros., Chattanooga’s
largest Victor dealers, who also conduct a big

furniture house. From Chattanooga, Mr. Neece
went with Mr. Herz in Terre Haute, taking
charge of that department about March 1 of
this year. Since that time the Herz department
has developed in a way that has proven the suc-
cess of Mr. Neece’s management.

NEW QUARTERS IN BIRMINGHAM

E. E. Forbes Occupies Handsome New Store
and Takes Sons Into Business

BiRMINGHAM, Ara,, September 24—E. E.
Forbes & Son, piano dealers of this city, have
just moved to handsome new quarters at 1922
Third avenue, near Tiwentieth street. Mr.
Forbes recently took his sons into the business
with him, and appointed C. McLallin as man-
ager. The house handles the Kranich & Bach,
Steger & Sons, Pease, Jesse French & Sons
and other makes of pianos and player-pianos,
as well as Columbia Grafonolas and Vitanolas.

Expcrience is a good teacher, but is often a
slow paymastcr.

3176 i\%rnicke @o; offers |

Sectional Cabinets
For Disc Records

The better the facilities you furnish your customers
for housing records the greater the quantity of records you

<= No, 35| An-
Mission Top.

<<+ No, 0328 An-
Mission Disc Record
Section for ten-inch
records.

will sell.

<=« No. 0328 Art-
Mission Disc Record

Look carefully at the cabinet.

It invites you to fill it, in fact, you cannot resist the
temptation to fill it. No matter how many sections are
bought there will be empty compartments and these are
always in sight, and the records too are always in sight. ;
Any record is so easily found and quickly replaced that
this cabinet adds an extra charm and fascination to the
playing of records.

Section for ten-inch
records.

Suppose each of your customers had this cabinet and
you had a sample ofi your salesroom floor to remind them
to buy additional sections. Not only would the sale of the
cabinets increase but what a tremendous increase in the sale
of records would result and there is excellent profit in the

sale of both.

Each section has 90 compartments numbered con-
secutively from 1 up. Globe-Wernicke Catalog No. 317 T
describes and illustrates these goods fully.

<& No 0329 Art-
Mission Disc Record
Section for ten- and
twelve-inch records.

I g

< No 357 An-

Mission Base.

The GlobeWerpicke Co. £

CINCINNATI

Section by section it grows with
the growing record library.

- ]
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Filling the Heavy Demand Sell a Motrola too
for MOTROLAS

Your customer will appreciate this
service, and—but read what these Mo-
trola dealers say:

it e .
B8l JONES-MOTROLA .Ing

(Western Union Telegram)
“Send us 50 more Motrolas.”
Phonograph Company, Chicago, [ll.

The Home af Motrolan, yoo are gladly
welcome,

“I received your Motrola and was very pleased
with it. I sold it during the first two hours I
had it in the store.”

Ferd Imfield, Hamilton, Ohio

“For the last week we have had a Motrola in
the window attached to an $80 machine. Asa
result of this, a party came in late yesterday
afternoon and we sold a Motrola. While wait-
ing for the parcel to be wrapped the writer
sold him a $250 Edison.”

From One of the Largest Dealers in Boston

“l am quite positive I shall be ordering the
Motrola in lots of a hundred and later even in
lots of a thousand.”

Laurence A. Lucker, Mirmeapolis, Minn.

These and many more letters praising
the quick salability of the Motrola are
on file at our office.

You Can Now Get Motrolas
in Any Quantity

We now have five factories at work turning
out Motrolas. Not only our own factory, but
General Electric, Westinghouse, Arrow Mfg.
Co., and Kendrick ¢& Davis are under contract
and are delivering Motrolas now.

Here the parta of the Motroln are
assembled and tested,

We are therefore able to fill your orders for
Motrolas at once, thus enabling you to make a
much greater profit on the sale of every talk-
ing machine than ever before.

SPECIAL OFFER

SPECIAL TRIAL OFFER
Kindly send me a sample Motrola on ten days' trial. 1 For a limited length of time a Motrola will be
will attach it to my demonstrating e . <o phonograph. sent on ten days' trial. Mail the attached

I
|
|
|
Also send ............ folders describing the Motrola, for | coupon today_
|
|
|

mail distribution to my customers.
My voltage is .............. My current is .............
Name _._. =gl o1 =0 (et 1. - BB v 1 o 66 4 - JONES.MOTROLA’ lnc.
Price of Motrola §25 29-33 West 35th Street New York
Dealer Discount Address e v deaiom e SE A « - - § e d b )
g, EDACE. CHICAGO, 57 E. Boulevard KANSAS CITY, 702 Commerce Bldg.

Gty B B e sued . TRl M L e § e e ]
2 doz. or mure, 40° ]
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EDISON TRIUMPH AT HIPPODROME

Prominent Edison Artists Appear at Benefit for
Athletic Fund and Army and Navy Model
Phonograph Is Auctioned Off—Instrument
Delivered to Soldiers on Elephant Back

One of the most interesting and successful
benefits for the soldiers thus far held in New
York was that at the Hippodrome recently under
the direction of the New York Evening World
and for the Army Athletic Fund. A distinguish-
ing feature of the benefit was the prominent part
taken in the affair by leading Edison artists and
by the new Edison Army and Navy model pho-
nograph. The Edison artists who appeared at
the benefit were: Mme. Alice Verlet, the noted
coloratura soprano; Albert Spalding, the famous
violinist; Thomas Chalmers and Arthur Fields.
Messrs. Fields and Spalding have both joined the
army as privates, and when they appeared at the
benefit in khaki, they made a decided hit.

During the course of the benefit Raymond
Hitchcock, the comedian, auctioned off the Army
and Navy phonograph, which was bid in by Mrs.
Barney Bernard, wife of the Broadway favorite,
who paid $80 for the privilege of naming the
military organization to which the phonograph
should be presented. Mrs. Bernard sclected the
United States Signal Corps, enlisted reserves,
stationed at Forty-third street and Broadway.

Raymond Hitchcock, while he was auctioning
off the instrument and presenting its qualifica-
tions to the audience as a musical instrument,
said: “This is the famous war phonograph
made by Edison. You

HIPPODROME

Manogement
Charles Dallinghar

Benefit Program
September 16, 1917
ARMY ATHLETC FunD
AUSPICES OF
THE NEW YORK
EVENING WORLD

FIRST NEW YORK
REGIMENTAL BAND

SOPHYE BARNARD
Prms Doana.
of the Hippodsome

AUCE VERLET
oy
Thomas A. Edisoa, loc.

RAYMOND HITcHoOcK [l

THE EDISON BATTERY
BAND OF 60

JOE WEBER
and LEW FIELDS

WILL ROGERS

THOMAS CHALMERS

ARTHUR FIELDS
HARRY FISHER
EARL CARROLL

=L

\ [Ty T
mTOIBTOOT

= e S T

Crowds Entering the Hippodrome to Attend the Benefit

know whom 1 mean—our
Tom. This is the phono-
graph that is going
around the world and
will be found in the
trenches with our boys.
Here it is. Listen to it.
One of the singers, Alice
Verlet, will stand beside
it and sing while the in-
strument plays a record

of her voice. Listen to
it.” The instrument be-
gan to play. Miss Ver-

let sang with it. The
song was “Bonnie Sweet
Bessie” and, when
she had finished the
song and the instrument
had been stopped, Mr.
Hitchcock turned to her
and said, “Some singer,”
and then, turning to the
phonograph, said, “Some
phonograph.” Then he
began to ask for bids on
the machine, which were quickly forthcoming.

On Friday afternoon, September 28, before

THE EDISON

War Phonograph on Top of Hippodrome Elephant on Way to Signal
Corps Headquarters—Soldier With Hat Off Is Arthur Fields

an audience of several thousand persons gathered
in Times Square, the Army and Navy phono-

Scene From “Cheer Up” Showing Immensity of Hippodrome Where War Phonograph Occupied
Center of Stage (Insert) Alice Verlet Standing Beside Army and Navy Phonograph

graph was formally presented to the Signal
Corps boys and was installed in one of their
towers, forty feet above Broadway. When the
instrument was in position, the duplex tele-
phone system in use was called into serwvice, the
wires thrown open and the phonograph started.
Military camps within a radius of 100 miles were
given the benefit of this improvised concert, the
sound carrying through the open wires, giving
a remarkable demonstration of how the Signal
Corps can make use of the phonograph in their
dugouts “somewhere in France.”

The first song selected for transmission over
the wires was “Good-bye Broadway, Hello
France,” and Chas. Edison, chairman of the
Board of Directors of Thos. A. Edison, Inc., was
an interested spectator while the experiment was
being conducted. .

A theatre party made up of officials and em-
ployes of Thomas A. Edison, Inc.,, one hun-
dred and fifty strong attended the Hippo-
drome show. Among those in the party were
William Maxwell, vice-president and general
manager, musical phonograph division; Walter
Stevens, head of the export division; N. C.
Durand, S. B. Mambert, George Owen and R. A.
Bachman.

LIVELY DEMAND FOR LYRIC RECORDS

Trade in All Sections Orders Liberally From
Entire Catalog—To Issue Christmas Records
Next Month—Much Activity at Factory

The Lyraphone Co. oi America commenced
deliveries of their records last month and have
liad the best test that speaks for itself regard-
ing their products, viz, repeat orders in no
small quantities. It would be invidious to single
out particular territories as shipments have gone
to every State and particularly to the Dominion
of Canada.

The evenness of orders is another means for
congratulation to this enterprising concern, the
trade demanding every selection in their repre-
sentative catalog.

Managing Director Thomas Quinlan informs
u$ that he will issue his new Christmas num-
bers in November, giving the trade ample time
to get records for the holiday season. The
next supplement to be issued will contain at
least thirty new numbers.

Their factory is working double shifts and
they hope this will enable them to give prompt
deliveries throughout the trade in all sections of
the country.



32 THE TALKING MACHINE WORLD

|
-
]
4
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& § MODEL 175
= PRICE $1752°

MODEL 25
PRICE $25%

The Pathe Pathephone is the final
word in phonographs and it possesses
a dozen selling arguments that make
it an easy selling proposition for
dealers. '

A Few Pathe Pathephone Features

It has the sweetest tone.

It has by far the most artistic effect of any musical
mstrument.

It gives the most natural sound reproduction.
It plays all makes of disc records perfectly.

It uses a genuine, round, highly polished permanent
Sapphire Ball when playing Pathé Discs. This Pathé
Sapphire never wears out and does not injure the
surface of the record.

It is made with an all-wood Sound Chamber, ampli-
fying the music in the fullest manner.

It has by far the most superior record repertory in
the world, comprising selections recorded in every
musical center.

Its Pathé Discs are all double-faced—including all
operatic selections.

It has a perfect Tone-Control device for expression
and volume.

In playing Pathé Discs there are no needles to
change—no metal points to dig into and ruin the
surface of the records.

Secure the agency now and reap your
share of the winter and holiday talking
machine business

Write us for our dealers’ proposition.

Pathe Pathephones from
$25.00 to $225.00

G. Sommers & Co.

Wholesale Distributers

Full stock of Pathephones and records always on hand

ST. PAUL

MODEL 50
PRICE $50%@

e

MODEL 75
PRICE 3$75%

MODEL 110
PRICE$110%

MODEL 225
§ PRICE #2259
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E. J. DINGLEY SUCCEEDS FULGHUM

Becomes Manager of Order Department of
Victor Co. Upon Resignation of W. B. Ful-
ghum Who Will Become a Farmer in Indiana
—Mr. Fulghum Honored by Jobbers and
Associates With Testimonial of Appreciation

As was announced last month, W. B. Fulghum,
who for over twelve years had been manager
of the order department of the Victor Co.,
recently gave up his post with that company to
return to his home district in Indiana and engagc
in farming and cattle raising on a broad scale.
Mr. Fulghum was very successful in his work
for the Victor Co. and enjoyed the esteem of

@o MWalter Fulghum

BROTHER (s & PRINCE 0ad FELLOW
10 0 BEGGAR 1f b¢ b found WORTHY

nnr fricuds fn 1he lrade to which you
weee sueh ou hanse and tn mhich you

| wrre a ohining light take 1bts sccusion
\ to express ta you, in o substantial man-
ner, their appeeciation of gou as 2 man. a
{riend, ond a busineso associate of yrars,
€ Your naine has olunys stood fur what is best, most
onorohle, ond most upright tn your drallugs with your
rllow-mert ond mwe honor ourseines in teslifylng 1o this
fart. B4 g o
4q T8¢ regret exeredingly gour departuce from omongst
us, it now that you. o modern Clncinuatus. have re-
turned 1o the plow, we wish for you the best uf birssiugs
it the ralling 16 whirl you will devote your Hfe. Gand
fealth to you oud gours. Moy happincgs and prosperily
evrr wake gouc howe thelr obiding place. 32 g

Smerican Lolking Sochiuc Co. Tgon & Bealy
A €. €. Artior Co.
4 2@ N Andeemn Nrol. Clork % Nl @o.
um.e Golklng Hochine Co.  Nebrosko Cuelr

Blackmon Tolldag ﬂmhlnr Co.
Beckolth. ONelll €
Ewanurl Blont

€. Bruno & Bon

1. §. Burachre & Bons Co.
Touls Burhn Co.

Chicogn Totking Mackine Co,
Cahen & Hughro. Bullimore
The Corley Co.

Bllore Dll-mn Co.

Eaoteen Tolkiny Machine Co.
Erlipoe Fuoicol o.
Garely-Hatre Ca,

Bew ork Enlklng y e
®ruro,

Bilao E Vm-au Co.

YPean Phovograph Co.
Putnam-Poar Co.

Bchmelzre Aros Co.
Bhecman, Clay & Co.

£ Bretnert & Bnns Lo.
Biloadord Tatktng Biarblnr Co.
Biewart Talking Rachinr Co.
Whttary & Cueriee Co.
Yerry B, Whitsh Co.

G. . Mittiome Co.

Griunsll Brothero Budolph Wurltizee Co.Chirags
Voerebee-Brenner Co, Budolph Wurlitzee, So..Cineln.
Kanday Broo.

Engrossed Resolutions Presented to Walter Fulghum

both his associates in the company and the
jobbers and dealers with whom his work brought
him in contact.

As an indication of the regard in which he was
held by the jobbers, upon leaving the Victor
Co. he was presented with an engrossed resolu-
tion by the members of that branch of the trade.
The elaborate character of the resolution is
glcaned from the accompanying illustration, and

FACTS ABOUT THE

KENT ATTACHMENT NO. 1

. To Play Lateral Cut Records on the
|

Edison Diamond Disc Phonograph

Patented March 2, 191§

It has been recognized by experts the most perfect
| device of its kind on the market.
It has been on the market ever since the Edison Diamond
isc made its appearance.
It can be had with or without reproducer and is made

in two lengths
d by the Manuf: er in every way.

ltis
F. C. KENT & CO.

Manufacturer of Phonograph Accessories

24 Scott Street Newark, N. J.

the original was handsomely framed and sent
to him accompanied by a six-piece silver service
also with the jobbers' compliments. Mr., Ful-
ghum was also given a “round up” dinner by his
associates of the Victor Co. at which overalls,
big straw hats, bandannas and whiskers were
much 1in evidence.

Mr. Fulghum lias been succeeded as manager
of the order department by E. J. Dingley, who
was his able assistant for a number of years, and
who also is well and favorably known in the
talking trade.

WERRENRATH’S MUSICAL NEIGHBORS

The story is going around that Reinald Wer-
renrath, the celebrated baritone
and Victor artist, had a rather
unique cxperience recently while
rehearsing with liis accompanist,
Harry Spier, at the hoine of the
latter on University Heights. As
this is within a few blocks of Mr.
Werrenrath’s home on University
avenue, the Daritone frequently
runs over for an hour of practice,
and Mr. Spier’s unfriendly neigh-
bors have been heard to express
their dislike for these hours of
practice, and lhave manifested it in
various forms. Several times they
have played the piano in an at-
tempt to drown Mr. Spier’s accom-
paniment, and at other times they
have put their talking machine on
the porch, pointed it Spicrwards,
and played the loudest record in
their possession.

On the occasion mentioned
above, as Mr. \Werrenrath was
walking up the porch stairs, a

diminutive member of the family
was hcard to remark, “Say, there
goes the singer again: let’s get the
machine going and put on that new
patriotic record; it's good and
loud, and ought to kill any old
noise.”

I'he baritone continued on his
way, accustomed to the neigh-
borly criticism, and began singing.
After ten minutes’ work, the ma-
chine started in as usual, but so
loud that work had to bc sus-
pended. “Dixie” was heard shril-
ling above the drums, and a few
mcasures of the “Star Spangled Banner” given
out by the trombones. As the two men listened
attentively for what followed, Mr. Werrenrath
heard his own voice singing “Flag of My Heart,”
his latcst patriotic record. The small person
violently cranking the machine was heard to
say, “Guess I got him this tiine—he <topped.”

AN EDISON ANNOUNCEMENT

The Edison laboratories announce the issu-
ance this week of an Edison Re-creation of the
“Quartet from Rigoletto,” sung by Ciccolini, the
noted tenor, Alice Verlet. coloratura-soprano,
Arthur Middlcton, bass-baritone of the Metro-
politan Opera, and Merle Alcock, contralto.

Thos. A. Edison, Inc., has also becn prompted
at the request of a number of jobbers to bring
out the official laboratory model in walnut style.
This will be in the William and Mary design
and will be known as W-250. The new model
should prove quite popular.

\What a mercy it is that omniscient people
don’t happen to be omn’potent!

“NICHOLSON?”
New Catalog Showing New Styles

RECORD CABINETS

strictly high-grade construction at prices
I BELOW COMPETITION

' Write for a co(ry of the catalog and our
{

special free advertising help for dealers.
Chase City,

K. NICHOLSON FURNITURE CO0., V3550

Sectional Bookcases and Record Cabinets

No.
Victrola IX or Grafonola 50

498. Udell Cabinet for

Shipped with vertical wood rack
interior —flat horizontal shelves
or upright felt-lined shelves

RECORDS ARE
SELLING FAST

Of late there has been a very
noticeable tendency on the part of
both manufacturers and dealers to
advertise record music.
Sometimes publicity is devoted to
the records of a renowned artist,
sometimes to a particular class
such as Hawatian or dance music,
and sometimes to definite single
selections.

The answer to every bit of this
publicity, whether it be through
the newspapers, window displays,
mailing circulars or display bul-
letins is a bigger record busi-
ness.

But the wise dealer sees further
than this first result. The wise
dealer never forgets that a bigger
record business means a decided
boom in the sale of record
cabinets.

The celebrated Udell record cab-
inets are the dealer’s best selection,
because their high quality, their
moderate price and their fitness for
every individual need opens up the
maximum field of buyers for the
dealer.

In this single column we cannot do
justice to the extensive Udell line—
you need one of our handsome
new catalogs.

THE UDELL WORKS

1205 WEST 28th STREET

INDIANAPOLIS, IND.
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You Can All Sell Emerson Records Now

The U. S. Government has decided

Any and every dealer in the United States Emerson Records — real, live,
can now sell Emerson Records. There are
no more restrictions relating to the sale of

seven-inch
records of the finest quality retailing at 25¢

talking machines or records. The recent ;ai:’ ff)dur.for'til.thRecordstw1thd mu;ﬂi'ox:
action of the Federal Trade Commission is e S e Sy e
responsible for this change in the situation. selections straight from Broadway, recorded

This decision means that you, Mr. Dealer, by famous stars and by orchestras and bands.
can take advantage of the big demand for = Write for terms.

ADDRESS

EMERSON PHONOGRAPH COMPANY, Inc.
3 West 35th Street New York City
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Every Columbia Record that is made must
receive the approval of our Sales Depart-
ment before it is issued. That’s why
Columbia Records sell.

Columbia Graphophone Co.
Woolworth, Building, New York
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PITTSBURGH ASSOCIATION MEETS

Talking Machine Dealers Hold Annual Session
and Elect New Board of Officers With Leo
Half as President—Members Enthusiastic Re-
garding General Business Prospects

PirrsBurGH, PaA., October 3.—The annual busi-.
ness meeting of the Talking Machine Decalers’
Association of Pittsburgh was held at the Fort
Pitt Hotel recently and the usual year’s business
was summed up, and the officers for the ensuing
year were elected. Lco Half, of Half Bros,
Homestcad, Pa., was elected president to suc-
ceed C. L. Hamilton, of the S. Hamilton Co.
Pittsburgh, Pa. The other officers were clected
as follows: H. N. Rudderow, vice-president; A.
R. Meyer, secretary, and Jacob Schocnberger,
treasurer.

The mecting was a very intcresting one and
the enthusiasm shown over the work of the past
year and over the work of thc ycar to come was
very marked. Over fifty members were present
and a large portion of thosc present spoke very
optimistically regarding business prospects for
the coming fall and winter. ‘T'he general short-
age of machines was mentioned and discussed
to some extent and other matters of vital im-
portance to the falking machine industry were
taken up.

The new president enters upon his new dutics
not only with an understanding as to the big
job ahcad of him as president of the largest re-
tail talking machine association in the country,
but with zest and enthusiasm for the big possi-
bilitics to be accomplished.

Mr. Half's firm has becen in business over
cighteen years in Homestead, but started han-
dling talking machines in a very small way
about 1906. During 1914 they built four at-
tractive sound-proof booths and, because of the
success of this innovation, were enforced to
double this number last yecar. Although the
Half Bros.” furniture business is the largest and
most succcssful in this region, their talking ma-
chine trade has developed to such an extent that
this is now a very important part of their annual
sales.

Mr. Ialf, as representative of his firm in the
Talking Machine Dealers’ Association of Pitts-
burgh, has always taken a very active part in
its various activities and is a firm belicver in the
work it is doing, always quick to co-operate with
improvements which it suggests for the trade.
There is cvery indication that his administration
will be an active, aggressive and successful one.

F. J. TUCKFIELD IN THE SERVICE

F. J. Tuckfield, assistant to Managing Director
Thomas Quinlan, of the Lyraphone Co. of
America, was recently appointed by the War
Department to the Intelligence department of
the service, and it is expected he will shortly
leave for France. Maurice C. Rumgsey, who has
been connccted with one of the largest record-
ing organizations in the country, has succeeded
Mr. Tuckfield.

CHANGES IN PACKING RULES

Additions to Regulations in Official Classifica-
tion Territory Will Prove of Interest to Talk-
ing Machine Jobbers All Over the Country

Announcement has been made by the Official
Classification Committee of additions to the re-
quirements of Rule 2, contained in Supplement
15, Classification 44, which are as follows:

Beginning with October 1, 1917, all shipments
to points in Official Classification territory—
which generally speaking is that territory north
of the Ohio and east of the Mississippi Rivers—
forwarded in fibrcboard, pulpboard or double-
faced corrugated strawboard boxes, fireboard
or pulpboard pails or drums, fibreboard baskets
and fibreboard barrels, must show a description
of the contents of such containers.

This provision is made to facilitate the han-
dling of these shipments. The Western Classi-
fication Committce has found it very beneficial
to the lines operating in that territory, as it
climinates the nccessity for opening a package
tn order that its contents may be ascertained.

It is also expected that the handling of
“astray” freight will be greatly expedited by this
provision, as the necessity for prompt disposi-
tion of the package will be more readily seen
by the local agent of the carrier.

The description shown on the package should
conform to the description on the bill of lading
and members should avoid, wherever possible,
the usc of trade names.

NEW QUARTERS IN PEORIA

C. E. Wheelock & Co. Have Elaborate Victrola
Department in New Store in That City

Peoria, Iir., October 6—C. E. Wheelock &
Co.,” china, glass and talking machine dealers,
of 216 South Adams street, recently held a for-
mal opening of their elaborate new quarters at
that address. The front of the building has been
remodeled and an elaborate show window of the
island style installed. The company’s Victrola
department is located on the mezzanine floor
and a special concert was arranged for the open-
ing, with Sol. Colicn, a local violinist, playing
accompaniments to the various Victor records.

Heavily
padded
with
substantial
Felt.
Quilted,
fleece-lined,
strongly
sewed.

L & H. Khaki Talking Machine Covers

HAVE STOOD THE TEST

Special Inducement to Jobbers

LYON & HEALY,

=

We
specialize
n
making
“to-order”
Covers |
to fit any
make

machine.
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- THE TRADE IN PHILADELPHIA AND LOCALITY

PHiLaneLpHIA, Pa., October 8 —The dealers in
talking machines in Philadclphia have been hav-
ing a lively time of it in Septembér. It has
been a very good month for them, in spite of
the shortage of machines, and there is every indi-
cation to point to a very active fall.

Sonora Fall Opening on October 15

Manager F. D. W. Connelly, of the Sonora
Co., at 1311 Walnut street, reports that the busi-
ness at his place has been fine. On Tuesday
of this week the winter draperies were put in
place, and considerable repainting and redecorat-
ing is being done.

Mr. Connelly says: “We have had a fine Sep-
tember, and things are looking excellent for Oc-
tober. Our fall opening occurs on the 15th of
this month, at which time concerts will be given,
with the assistance of several Metropolitan ar-
tists.” :

Among the visitors at the Sonora recently
were Frank J. Coup, the advertising sales man-
ager, who stopped here on his way home from
Washington, D. C. William R. Keech, who has
been a salesman of the Sonora at their ware-
rooms from the time they were opened, nearly a
year ago, has severed his connection with the
retail firm to go with the Sonora wholesale de-
partment of Smith, Kline & French., A series of
unusually fine concerts will be given during the
season at the Sonora warerooms.

Busy Times With Penn Phonograph Co.

The Penn Phonograph Co. enjoyed a yery
satisfactory September business, and Mr. Barn-
hill says he believes that October is going to be
even more satisfactory from the way the month
has begun. He states that machines are com-
ing in much better, and that they anticipate be-
ing able to give-very satisfactory service from
now on upon the orders already placed.

E. G. Dare, of the Penn Co., who for some
time has been their crcdit manager, has been
drafted into the United States service, and is
now at Camp Meade, where he is doing clerical
work. He writes that he is being kept very
busy in the Quartermaster’s department.

September Was a Dandy Month

Herbert Blake, of the firm of Blake & Burkart,
says that September was a dandy month for his
firm, and was way ahead of last September,
which was also a very good month. They have
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1108 Chestnut Street

Musical Industry, in a Service not found elsewhere.

WEYMANN

Victor Distributors
EVERYTHING MUSICAL

We offer you our experience gained by 54 years in the t

Weymann Service

For many years we have helped Dealers to grow not only
in VICTOR TALKING MACHINES and RECORDS,
but also those Dealers who handle MUSICAL MER-
CHANDISE and SHEET MUSIC.

Philadelphia, Pa.

also started October very well. The firm are
putting in a larger bulk window on the Eleventh
street side of their building, near enough to the
corner to obtain a view in every direction. It
will not only be an attractive show window,
but will be the means of attracting attention to
every one passing that vicinity.

Blake & Burkart have received several of the
new William and Mary designs of the Edison,
aird they are most attractive machines. One of
them is being displayed at present in the Wal-
nut street window of their store, 1102. Mr.
Blake has taken this entire store for FEdison
purposes and recently has constructed three very
fine hearing rooms, and now has ten altogether.
They are unusually large and commodious.

O A

Penn Victor Service

is backed by a warm personal
interest in each individual ac-
count, which interest insures
our clients a maximum of
service attention.

PENN PHONOGRAPH CO.

[ | 17 South Ninth Street
|
ORI UTW U EREED PR

PHILADELPHIA [ |
|
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Blake & Burkart have sold quite a number of
their special Edison machines for the army and
navy, These machines are nicely boxed, easy
transportable, and contain as fine a motor as
the more expensive machines and only cost $55.
They are only sold to army and navy men, and
not to the general public.

To Give Edison Tone Test

The Edison dealers of Philadelphia will give
a tone test of the Edison at the Academy of
Mausic on October 22, and will have as assist-
ing artists Marie Rappold and Signor Cic-
colini. Complete arrangements for this event
were formulated at the regular monthly meet-
ing of the twelve Edison dealers here held at
the Binghain House on Monday evening of this
week. Blake & Burkart have taken on a new
salesman, Ralph Zieglcr. Mr. Burkart, who re-
cently severed his connection with the firm, has
gone into the jobbing and distributing of pat-
ent spring heels in shoes.

Closed a Big September Trade
Louis Buehn, of the Louis Buehn Co., states

that his firm has been kept very busy in Sep-

tember. Their record business was especially
good, and the machines are now starting in to
come from the factory in very much better quan-
tities. Two of the Buehn salesmen have been
enlisted into the Government service, L. D. Cal-
lahan and E. T. Bliss, Jr.
Some Recent Visitors

Among the out-of-town talking machine deal-
ers seen in Philadelphia the past week were J.
J. Steif, of Steif & Young, Mt. Carmel, Pa.;
Mr. Holland, of Roeblin & Co., Trenton, and
Mr. Davie, of the George W. Davie firm, of
Coatesville, Pa.

Doing Well on Market Street

B. B. Todd, who recently purchased the talk-
ing machine store at 228 Market street, and is
conducting it along with his former store at 1306
Arch street, reports that business has been
most excellent at both stores. At the Market
street store he has had all the upstairs booths
brought to the first floor, and is having it at-
tractively painted and decorated.

Attractive Weymann Window

H. A. Weymann & Sons have been devoting

their window displays of late almost entirely to
(Continued on page 38)
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Save Your Energy

1s a thought in line with to-day’s saving
suggestions. 1The conserving of the
country’s resources begins with MAN
POWER, and the elimination of all un-
necessary movement 1s essential for
success. It means to concentrate on
your bases of supply and to dig deeper
into your selling territory.

For example, Buehn Service concentrates on
GETTING and DELIVERING. If you concen-
trate your purchases of Victor Records it means
more efficiency in your store, for you can get from
us ALL Victor Records in any quantity. You know

how fast Buehn service is

growing; you know of its

B l I E H ’\‘ National reputation for
service; you know that

quality service 1is its con-

SER \/ ICE crete foundation, and that

many dealers absolutely

VICTOR =:..""

On You are assured of an
October Profit Harvest by

RECORDS adopting the above ‘‘saving

suggestion.”

The Louis Buehn Company

VICTOR DISTRIBUTORS

PHILADELPHIA
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THE TRADE IN PHILADELPHIA

(Continued from page 36)

the talking machine end of their business, and
having an expert decorator they have been hav-
ing some remarkably attractive windows. Last
week’s was especially novel. The decorator
had secured a number of old-fashioned school
desks and benches and had them arranged in a
class formation, and on the blackboard was a
list of every possible way that the talking ma-
chine was of value in the school room.

The Weymann business was very good in
September, and they received a great many ma-
chines, although not enough for thcir require-
ments. Their record stock, however, is in ex-
cellent shape. Their business in September was
considerably ahead of the corresponding month
of last year. Harry Weymann, the present head
of the firm, was in New York several days the
early part of this week.

BIG DEMAND FOR GIFT CERTIFICATE

Orders for Victor Christmas Certificate Assumz
Large Proportions

Since the Victor Talking Machine Co. an-
nounced the new Victor Christmas Gift Certifi-
cate, thousands of orders have heen received at
the Victor officc from dealers located in every
part of the country. The individual orders
have already totaled into the hundred thousands.
Many of the orders contained supplementary
remarks, complimenting the Victor Co. on the
issuing of such a thoroughly practical certifi-
cate, which, as many said, “is bound to mate-
rially boom the sale of Victor records.”

CO-OPERATING WITH THEIR JOBBERS

PuiLaneLenia, Pa., October 6.—At present the
Domestic Talking Machinc Corp., of this city,
is extending vigorous co-operation to two of its
jobbers. P. C. Adams, sales inanager of the
Domestic Co., is spending several weeks in Chi-
cago co-operating with Carson, Pirie, Scott &

HERE IS A PICTURE OF 3 “LIVE ONES”

Camera Snaps Baby and Her Dog Listening to
a Victor Talking Machine

Geo. L. Harway, manager of the DeRivas &

Baby Harway and Her lee Victor Dog

Harris retail store in Dover, N. J., does not
profess to be as good a photographer as he is
a piano man, but according to the accompanying
snapshot which he recently took of his little
daughter he seems to be holding his own with
the camera. One mlght think to look at the
dog that it is the regular
papier mache type listen-
ing to “His Master’s
Voice,” but three seconds
after this picture was
snapped this “Victor
trade-mark” was wagging
all there was left of what
was once a long tail. In
other words, the three
subjects of this picture
are all the real thing, a
real baby, a real dog and
a real Victor. Little Miss
Harway is already a Vic-
tor enthusiast, as the pic-
ture shows.

Co. in the devclopment of dealer accounts,
while E. Bauer, spccial representative of the
Domestic Co., is spending several days in New
York with the Frederick J. Bauer Co.

ISSUE TWO INTERESTING CATALOGS

The Rishell Phonograph Co., Williamsport, Pa.,
Sends Out Handsome Publications Bearing
Upon Their Line of Phonographs and Records

The Rishell Phonograph Co., Williamsport,
Pa., manufacturer of Rishell phonographs and
records, has just issued two interesting catalogs
featuring its products. These publications which
have been mailed to the company’s dealers give
a fair idea of the progress which the Rishell
phonograph has achieved since its introduction
in 1916.

The catalog devoted to the phonograph line
presents illustrations of the differcnt models,
together with adequate descriptions. Featured
in this catalog are models retailing at $250, $200,

$150, $100, $75, $60 and $50, together with a spe-
cial art model retailing at $300. Rishell phono-
graphs have becn generally recognized as repre-
sentative of artistic cabinet work and the com-
pany has always emphasized the fact that quality
is a paramount consideration in the manufac-
turing of these phonographs.

The Rishell record catalog contains 106 pages
and there is listed in these pages every type of
music that is in demand at the present time.
Rishell records are vertical cut and the com-
pany suggests that they be used with a Rishell
sapphire ball. Many well-known artists are listed
in this catalog, while the Rishell orchestral mili-
tary band and stringed orchestra have produced
a splendid library of rccords of this description.
This catalog is well worth the close attention
of Rishell dealers who can doubtless find a ready
sale for the records that are listed.

The builder of credit is and has bheen the
greatest single factor in the business world.

ILONG CABINETS

In all finishes. Specially adapted
for use with Columbia 50. Front
posts made to follow lines of posts
on Columbia 75.

Prompt deliveries on all orders.

FIRST and FOREMOST

In the cabinet field.
Why?

CONSTRUCTION
FINISH and
ADAPTABILITY

Our supremacy in these essentials
warrants your handling the perfect
line.

D 83 That’s why you should anticipate your D 79
wants NOW, when the season’s at
its height.

HANOVER, PA.

Because we’ve specialized in

Write for Illustrated Catalogue of complete line

THE GEO. A. LONG CABINET COMPANY

In all finishes. Shown with top
moulding and shelves,
Specially adapted for use with
Victrola IX.

e = e L
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Otto Heineman Phonograph Supply Co.

INCORPORATED

25 WEST 45th STREET, NEW YORK
FACTORIES, ELYRIA, O.—NEWARK, N. J.—PUTNAM, CONN.

CHICAGO ATLANTA

SEATTLE

CINCINNATI TORONTO

Meisselbach Motor No. 10

The Most Efficient Motor for Table Machines

(List of Parts on Reverse Side)

Meisselbach Motor No. 10

SPECIFICATIONS

Capacity—Plays any two 12-inch or three of the aver-
age 10-inch lateral cut records entirely through
with unvarying regularity of speed.

Frame Construction—Iixtra heavy gauge, high quality
flat stecl. General contour of frame and dispo-
sition of parts such as to facilitate installation in
any type of phonograph cabinet.

Springs—T'wo carefully tempered springs; completely
enclosed and operating in lubricant; intercon-
nected by our patented coupling.

The entire spring box shaft is readily detachable by the
removal of one screw, without disturbing the ad-
justment of any other part of the motor.

Transmission—Silent gears of special form cut by the
hobbing method.

Speed Governor Drive—\Vorin gear of most approved
construction with highly finished alloy steel
worm.

Turntable Spindle—Cylindrical shaft of special steel.
running in large, automatically lubricated bear-
ings. Fitted to take 10- or 12-inch turntable.
Tapered spindle supplied at small advance in
price.

Speed Regulator-—Knurled finger knob adjustment
with plain or graduated dial on motor-hoard of
cabinet. Most convenient and accurate.

Net Weight (motor as illustrated) 4 1bs.
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Meisselbach Motor No. 10—Parts List
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Parts List No. 10 Meisselbach

Top I’late.
Turntable Shaft  Lubrieating
Washer,
Winding Shaft DBraeket.
Winding Shaft Bracket Screw,
Winding Shaft.
Winding Iinion.
Winding I’inien Washer.
“:ju«}in;: {‘n\\l,g
imling Pawl Spring.
Winding Pawl !'?n. -
Winding Pawl Paper Wasler.
Winding Pawl Steel Washer.
Winding Shaft, Assembled.
Mitre Gear Shaft and Dracket,
(N
Shaft Rracket Serew,
1te Shaft. Complete,
Npeed Reunlator Lever,
Specd Regnlator Lever Shoulder
Screw.
Speed Regulater Lever Spring,
Speed Tegulator Lever Arm,
614" long.
Speed  Regulator Lever Arm,
A" long,
Regnlator TLever Arm
Serew,

40

Motor Suspeusiou Serew, 115”7
long.

Motor Suspension Screw, 114"
ong

Motor

"asher,

Nnspension Nerew Felt

Washer.

Motor Suspension Screw Fibre
\Yasher,

Tlottom Plate with Cross Dars.

Cross Bar.

Cross Bar Washer.

Crosx Rar Nut,

Turutable Shaft Iind Plate.

Tnrutable Shaft Kud Plate
Serew.

Turntable Shaft End Plate
Fibre Disk.

Boitom I’late, Asscmbled.

Spring Box Shaft.

Winding Gear, Ratehet, and
Sleeve with Spring Hook.
Main  Gear and Sleeve with
Spring 1look.

Spring Iook.
Main Spring.

)
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=
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Winding Side Spring Cup.
Driving Side Spring Cup.
Spring Cup Inside Washer,
Spring Cup Iook Pin.
Spring Cnp llook I'in I’late.
Spring Box Shaft, Assewbled.
Turntable Shaft with Worm
Gear and NSpur I’inion.
Turntable Shaft Pin,
Tunrntable Shaft Collar.
Turntable Shaft Collar Set
Serew.
Governor Worm Shaft.
Governor Worm Shaft Collar,
Governor Worm Shaft Collar
Serew.
Governor Disk with Bushing.
g vith Weight.
Governor Spring
Governer Spring Washer.
Governor Shaft, Assembled.
Governor Rracket,
Corernor Lracket Serew,
Governor Bearing Cylinder,
Governar Beaving Cylinder Set
Serew,
Governor, Assembled.
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I Happenings in the Dominion of Canada

“TALKERS” A BIG FEATURE OF NATIONAL EXHIBITION

Held in Toronto—]J. P. Bradt Enthusiastic Over Western Conditions—M. H. Matthews’ Interest-
ing Views—Music Supply Co. Entertain Columbia Jobbers—Christine Miller in Edison Recital

ToronTo, ONT.,, October 4.—A striking feature
of this year’s National Exhibition in Toronto
was the talking machine’s representation. This
was impressively strong, and the numbers of
makes were a surprise to the trade and bewilder-
ing to the layman. Many of the visiting dealers
confessed that they came to the exhibition more
because of this branch of the music trades than
to inspect the piano and player exhibits.

In view of the number of piano firms either
manufacturing or contemplating the manufacture
of talking machines, it was decided that this line
might be shown in the sound-proof rooms in
the rear of the music pavilion if desired. The
larger number, however, were shown in indi-
dividual tents erected for the purpose. The
prominence of the talking machine industry, and
the fact that no provision has hitherto been
made for it by the exhibition management sug-
gests that the manufacturers and distributors
should get together immediately to formulate a
plan to present to the Exhibition Association
if it is desired to exhibit collectively as the piano
manufacturers are doing.

Among recent out-of-town visitors to Toronto
and other points was D. R. Doctorow, manager
of the credit and sales department for Leonard
Markels, the New York manufacturer of talking
machine motors. Mr. Doctorow was calling on
firms who have already been using the Markels
motor, and others who have expressed their in-
terest in the firm’s new “Butterfly” motor. In
conversation with your correspondent Mr. Doc-
torow pointed out that he was arranging for a
service station in Canada.

This visitor from New York expresscd his
surprise at the greatness of the Canadian Na-
tional Exhibition, which he said was on a much
more extensive scale than he had any idea of.
He also expressed his pleasure at seeing the
high quality of talking machines and pianos
made in Canada.

“Anyone in the musical business in this coun-
try who fails to put it across in a big way this
year should take stock of himself or his prod-
uct,” said Jas. P. Bradt, general manager for
Canada of Columbia Graphophone Co., on his
return to Toronto from a trip to the Pacific
Coast. “One or both can safely be declared
to be unfit. There is just onc fly in the oint-
ment and that is the scarcity of labor. We
manufacturers who are doing a tremendously
increased business, and could do a lot more if
we could get product, are very hopeful that the
report that munition plants in Eastern Canada
are to close down is true and will quickly be-
come a fact. That would release many thou-
sands and enable us to fill our ranks.”

Mr. Bradt came back full of enthusiasm from
his personal survey of Wcstern Canada, his first
trip since returning to this country in his pres-
ent capacity after an absence of nearly five
years. “The craze of speculation in ‘city lots’
has disappeared from Western Canada,” he ob-
served. “Enough lots have been staked off and
sold in past years to provide for the growth of
the respective cities for the next fifty years.
Almost everybody invested, but practically all
have completed their payments or thrown over
the load. Now they are buying what they need,
and, of course, I am endeavoring to give them
largely increased quantities of Grafonolas and
Columbia records.”

“Music in the Home” Mr. Bradt noticed, is
becoming a strong feature of the newspapers,
and this he considered significant of the place of
music in the life of the people, and that fact
being recognized by the public, and therefore
the newspapers, the publishers of which are co-
operating with the trade as never before. The

enormous crops of the West made a strong im-
pression upon Mr. Bradt, who appreciated that
in spite of the districts in which drought and hail
did its deadly work, the yield will be enormous,
and at the.prices at which the grain will be
marketed the prospects are most alluring.

“My trip was full of pleasure,” concluded Mr.
Bradt. “My old-time friends, with whom I did
business years ago, were exceedingly good to
me, and it was pleasant to hear them thank me
again and again for putting them in the talking
machine business, and 1 was mighty glad to find
them prosperously happy and optimistic.”

The Lippert Furniture Co., Ltd., furniture
manufacturers of Kitchener, Ont., are entering
the phonograph field and will shortly show sam-
ples of a number of models to the trade.

F. J. Hill, Wingham, Ont., is featuring as his
leader the Pathé phonograph and records.

F. A. Schmidt, Kitchener, Ont., has been ap-
pointed Canadian distributor for the Phono-
graph Specialties Mfg. Co., of New York.

John A. Sabine, of the Music Supply Co.; H.
Rits, Toronto Grafonola Co., Toronto, and R.
L. Tamplin, Columbia dealer of \Windsor, Ont.,
recently motored from Toronto to New York
and return, and whilst there they had the pleas-
ure of inspccting the new Columbia home on
Fifth avenue, and also paid a visit to the Co-
lumbia recording laboratories where they met a
number of celebrated Columbia recording artists.

Max Landay, the well-known Victor distrib-
utor of New York, recently visited Toronto and
Montreal.

The Wright Piano Co., London, Ont., have
taken on the representation of the Brant-Ola
for London and district.

A Toronto gentleman who went the rounds
of the talking machinc tents at the recent To-
ronto Fair claimed to know good tone when he
heard it. Asked as to his occupation he said:
“Retired, and breeder of canaries.”

That the talking machine with nothing to rec-
ommend it but cheapness will have short shrift
with Canadian people is the opinion of M. H.
Matthews, president of the Thomas Mfg. Co.,
Dayton, O., manufacturers of motors. Mr.
Matthews with M. L. Baxter, vice-president of
the company, and superintendent of the fac-
tories, visited Toronto during fair week and
carefully investigated talking machine trade con-
ditions and prospects. They were most agree-
ably surprised and impressed with the standard
of the Canadian manufacturers and their appre-
ciation of the high-class motors that Mr. Mat-
thews announces has been his firm’s policy from
the commencement. As a result of the visit
of Mr. Matthews and Mr. Baxter, the company
are considering plans to give trade in Canada
closer attention and efficient service. They
foresee important phonographic developments
with the higher class articles predominant.

Fred Gennett, secretary of the Starr Piano Co.,
Richmond, Ind., which firm’s lines of phono-

graphs and records are being distributed in Can-
ada by the Canadian Phonograph Supply Co., of
London, Ont., recently paid that firm a visit.
Mr. Gennett expressed his delight with the prog-
ress Starr phonographs and records have al-
ready made in the Dominion of Canada, and
he predicts for them a large share of public
interest. R. M. Allen, of the same firm, took
in the Canadian National Fair, and like all
Americans on their first visit, was amazed at
the extent of this annual world-famous exposition,
the nature of the permanent buildings, streets
and sidewalks. His visit was during the first
week of the fair, when the crowds are supposed
to be much lighter than during the second week.

The Nordheimer Piano & Music Co., Ltd., To-
ronto, Canadian distributors of the Aeolian-
Vocalion, announce a free service to Vocalion
representatives throughout Canada. They have
prepared a series of advertisements in one, two,
three and four-column widths, and various depths.
These advertisements are illustrated, and the
matter has been carefully written. Plates of
the complete advertisements are supplied Vo-
calion dealers free of charge.

During exhibition week the Music Supply Co.,
Toronto, distributors of Columbia lines, enter-
tained a number of their dealers at a dinner at
thc Old Mill Inn on the Humber. By invita-
tion the guests of the company ‘met at the of-
fice of the Music Supply Co. and from there
adjourned via motor cars piloted by John A.
Sabine in his Haynes car. A chicken dinner
par excellence was surrounded in short order,
the guests all occupying one large table. Be-
tween courses the new records for October were
played over on a Grafonola brought along for
the purpose. This gave an opportunity that
none present had previously enjoyed of hearing
the records with other dealers and comparing
notes as to the selling possibilities of the dif-
ferent titles. Order blanks were provided, so
that any who dcsired could enumerate their
preference. Later the party adjourned to Mr.
Sabine’s flat, where they were royally enter-
tained. Owing to his absence in New York,
where he went on a motor trip, C. A. Leake, the
other member of the firm, was unable to be
present.

In this city recently Christine Miller, the noted
concert contralto, proved to a critical andience
that the ear cannot detect the slightest difference
between her own voice and her re-created voice
on the New Edison. Miss Millcr sang in direct
comparison with her re-creations, pausing now
and then to allow the phonograph to sing alone,
and in the words of the Toronto World the re-
sult was weird, for so wonderful was the re-
production that it was impossible to tell whether
the actual voice or the reproduction was sing-
ing.

C. W. Lindsay, Ltd., Ottawa branch, recently
ran an advertisement in the Ottawa dailies in
the interest of their phonograph department
headed C. C. C. and offering as a prize to any
one sending a correct wording represented by
the three C’s a Columbia ten-ich record of their

(Continued on page 42)

Talking Machine Supplies
and Repair Parts

SPECIALTIES:—SPRINGS, SOUND BOX PARTS,
NEEDLES

THE RENE MANUFACTURING CO.

HILLSDALE, NEW JERSEY
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THE UNICO SYSTE

ORDER YOUR UNICO EQUIPMENT NOW

Steinert Louis XVI Victrola Salons—General Interior

M. Steinert & Sons . .
Neal, Clark & Neal Co.
Nebraska Cycle Co. .
K. Houck Piano Co.,
Berliner Gramophone Co.
Grinnell Bros. )
E. F. Droop & Sons .
Frederick Piano Co. . .
Hertzberg Jewelry Co. .
Wm. L. Nutting . .
Gushard Dry Goods Co.
Leithold Piano Co.

Carney, Jackson & Enoch .

McManus Bros. .
Harry & Mowry Co.
Robelen Piano Co. .
D. Buchanan & Sons .
Calder Music Shop

Will Marlar .
Jones Bros. . .
Rogers & Wilson .
Wichita Showecase Co. .
Savolainen Co. 2
Collister & Sayle Co.
Hubert Huewe

and over 100 others (1n 25 states)

Equipment.

121-131 South Thirty-first &

U || NICO DEPARTME
are being installed dail
all sections of the country. Amc
the Departments equipped during ¢
past few weeks are the follow

U |l NICO EQUIPMENT ANE

Decorations are executec
both in Standard Unico Designs and also
Period Styles, such as Adam, Louis XVI, Empi

Colonial, or to exactly match Your Presen

UNICO SERVICE delivers

U|[NICO PLANNIN
Service promptly submi
Plans for Departments of Maxim
Efficiency at Moderate Cost. Simp
specify available space, number o
Rooms and Record capacity desired

THE UNIT CON

Boston, Mass.
Buffalo, N. Y.
Omaha, Neb.
Nashville, Ten
Montreal, Can.
Bay City, Mic
Baltimore, Md.
McKeesport, Pa.
San Antonio, Te
Nashua, N. H.
Decatur, lll.
LaCrosse, Wis.
Parkersburg, W.
Elizabeth, N. J.
Woonsocket, R.
Wilmington, Del.
Norfolk, Va.
New Haven, Coi
Flagstaff, Ariz.
Hobart, Okla.
Goshen, Ind.
Wichita, Kan.
Duluth, Minn.
Cleveland, O.

Remsen, lowa

RAYBURN CL]

LITERATURE UPON REQUEST

.
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- THE. SALES BUILDER

DOUBLE YOUR FALL AND HOLIDAY SALES

'\ NICO DEPARTMENTS
|

will establish new high water
marks during this Fall and Holiday
Season in the sales of both Machines
and Records.

You can still secure the advantages of Unico
Equipment for the present Season, but you
should act quickly and communicate with us
immediately.

NICO DEMONSTRATING

Rooms, Patented Elastic
Sectional Units, Cabinet Construction, Superbly
Finished and Appointed, Promptly Shipped from
Stock in Design and Finish to suit your Require-
ments. Prices start at $90.00, including delivery
East of Mississippi River.

ll U NICO RECORD COUNTER

(Patented) Eliminates Cashier
and VWrapping Departments, Speeds the Service,
Increases the Sales, Price $100.00 delivered.

U |INIcO RECORD RACK

System most practical yet
devised. Maximum capacity in Minimum
Space. Costs but 3 cents per record for any
capacity delivered.

ds, .at the right price, right away

!l Y | OUR REQUIREMENT,

whether a single room, rec-
ord rack or counter, or the complete
Equipment of a chain of stores, can
be immediately covered through
Unico Service.

“TION COMPANY

H, President
HILADELPHIA, U.S. A.
WIRE, WRITE, PHONE OR CALL TO-DAY

O

Steinert Louis XVI Victrola Salons—Record Department



42 THE TALKING MACHINE WORLD

TRADE CONDITIONS IN THE DOMINION OF CANADA—(Continued from page 39)

own choice. The correct solution was Cozy,
Convenient, Comfortable.

Howard Russell, the well-known Torouto bari-
tone soloist, has returned home from New York
City, where he sang for the Columbia Co., and
no doubt the music lovers of Canada will short-
ly have the pleasure of hearing his voice on the
records.

Torcan Fancy Goods, Ltd., 77 Bay street, are
exploiting the Melbaphone Emerson seven-inch
records and the Winner ten-inch records.

The Sherlock-Manning Piano Co., London,
Ont., have placed on the Canadian market a
piano and phonograph combined—a piano and a
phonograph that can be played separately or to-
gether, which is the newest development in the
Canadian piano industry. This instrument has
proved to be one of the most talked of prod-
ucts of recent years.

The Columbia Co. recently ran in good sized
newspaper copy a list of Columbia records which
got the most applause at the Toronto National
Fair,

Orme, Ltd.,, Ottawa, at the Ottawa Fair, had
a separate exhibit of Victor Victrolas and rec-
ords in the main building where records and
machines were demonstrated in their own sound-
proof room.

Matthew Webster & Co., 202 Gloucester street,
Ottawa, who handle His Master’s Voice prod-
uct, report a growing clientele for Victor ma-
chines and Victor records.

A new vocalist has arrived in Hamilton, Ont.,
She is the daughter of L. E. Eager, manager
of the Nordheimer Piano & Music Co., Ltd,,
branch here. He is thinking seriously of nam-
ing her Vocalion, a compliment to both the
young lady and the machine.

J. H. Wildfong, who for thirteen years was
sales manager for Gordon Mackay & Co., Ltd,,
wholesale dry goods merchants of Toronto,
Ont., is now manufacuring in Toronto the Mel-
baphone talking machine.

The Ottawa Typewriter Co., Ltd., 191 Queen
street, Ottawa, liave been appointed Pathephone
representatives.

MONTREAL AND PROVINCIAL TRADE HAPPENINGS

Sonora Line With C. W. Lindsay, Ltd.—Starr Phonograph Display at Sherbrooke Fair—Berliner
Gramophone Co.’s Generosity—Holland & Son Co.’s Display of Pathephones—Other News

MonTrEAL, CaNaDA, October 8.—C. . Lindsay,
Ltd., in addition to featuring the Columbia and
Pathé machines, have taken on the Sonora
agency and will retail this machine in Montreal
and at their various branches throughout
Canada.

Among the attractive exhibits in the Main
Building at the recent Sherbrooke,” Quebec,
Fair was that of Wilder's Music Supply Co.,
of this city, who exhibited three models of the
Starr phonograph, as well as a number of vari-
ous styles of Celeste phonographs of their own
manufacture.

Wm. Lee, Ltd., is handling a large amount
of Edison Amberola business in addition to
Columbia Grafonola sales which are growing
increasingly every day.

Edison week will be fittingly observed this
year by the various Edison dealers and even
at present writing much enthusiasm is rampant
in this regard.

I. Montagnes, of I. Montagnes & Co., To-
ronto, Canadian distributors of the Sonora, was
in Montreal the latter part of the month making
his headquarters with his local distributors,
Charles Culross and C. W. Lindsay, Ltd. “To
say that business is good,” said Mr. Montagnes.
“is almost superfluous, for all manufacturers of
repute are enjoying excellent trade. Our main
trouble is our inability to supply the demand
and keep up with the call for Sonoras from all
parts of Canada.”

Henry E. Braid, who has been manager of
the phonograph department of Layton Bros. for
some little time, has tendered his resignation
and will return to Toronto where he will be
associated with the sale of the Sonora. A host
of friends will regret his departure.

The Berliner Gramophone Co., Ltd., loaned
a Victrola and supply of records for the annual
occasion of the 30,000 or more children who
were in attendance at the Fruit Festival held
this year in Lafontaine Park. The rustic and
fancy dances by the children were done to the
accompaniment of the Victrola.

Charles Culross when interviewed was just

_JCHUBERT __
PHONOGRAPH
RECORDS

The greatest series of 75c. records ever made.
10-INCH DOUBLE SIDED
ALL STARS ALL SELLERS
New list by 15th monthly.
Dealers, write for list and prices

BELL TALKING MACHINE COMPANY
44 WEST 37th STREET, NEW YORK

on the point of closing the sale of a $150
Sonora machine. Mr. Culross reports that fall
business has opened up very nicely. He has re-
ceived his first shipment of Aeolian-Vocalion
machines and expects next week a supply of the
new Vocalion records.

The Canadian Graphophone Co., distributor
of Columbia Grafonolas and records in the
Province of Quebec, is keeping up to the high-
est point so far obtained this season and is
extremely gratified with present conditions and
the outlook for the immediate future.

J. A. Hurteau & Co., Ltd, is hustling for
Pathé business with great success locally and
the past month has booked many satisfactory
orders for the Pathephone, in addition to dis-
posing of an unusually large number of rec-
ords of this make.

The Outremont Record Exchange has opened
up at 1078 Laurier avenue.

N. H. Phinney & Co., Ltd., 454-56 Barrington
street, Halifax, N. S., find that the demand for
Edison and Columbia Grafonolas has overtaxed
their Barrington street store and for this reason
have opened a second store at 98 Gottingen
street, which will be devoted exclusively to the
sale of the above lines.

Victrola sales are adding much to their al-
ready wide popularity and all Berliner Gramo-
phone Co., Ltd., stores report heavy fall selling
both in machines, records and supplies.

The Ottawa Typewriter Co., Ltd,, 191 Queen
street, Ottawa, have been appointed Pathephone
representatives. .

Wilder’s Music Supply Co. is opening an ex-
clusive phonograph branch store on Bleury
street, near the corner of Ontario, another one
in Lachine and will shortly open other branches
in the leading towns and cities of the Province
of Quebec where they will feature Starr phono-
graphs and records and the Celeste, a machine
of their own manufacture.

The Pratte Piano Co., St. Lawrence boule-
vard, it is stated, contemplates the manufacture
of talking machines on a large scale.

The appearance of the opera ‘“Miss Spring-
time” in His Majesty’s Theatre considerably
increased the sale of Victor records from this
popular score.

W. J. Whiteside is now representing “His
Master’s Voice” products and is most enthu-
siastic over the prospects for the future of this
popular make of machines and records.

All the leading talking machine manufactur-
ers are using large newspaper copy in the daily
newspapers, especially those who have lately
introduced their product locally.

G. A. Holland & Son Co., 519 St. Catherine
street West, are pushing the sale of Pathe-
phones and have in stock on the floor models in

Circassian walnut, mahogany, etc., and a wide
range of Pathé records is always in stock.

W. D. Stevenson, of the Canadian Phono-
graph Supply Co., London, Canadian distribu-
tors of Starr phonographs and records, recently
paid Montreal a short visit and in conversation
with your correspondent stated that the list
of Starr records coming into Canada commenc-
ing with the October release would be increased
400 per cent. Mr. Stevenson is particularly well
pleased with Starr business and development
thiroughout Canada and prophesies great things
in the near future for this make. Hereafter
he says a still greater amount of attention will
be devoted to Montreal and the Province of
Quebec. Queried as to the demand for period
designs, Mr. Stevenson admitted it was first
class especially for Style VI, William and Mary
model, which is proving one of the most pop-
ular sellers.

George M. Reece and Harold Dewar, of the
retail staff of the Berliner Gramophone Co.,
Ltd., Montreal, have left Canada to enlist with
the American Marines stationed at present at
Paris Island, S. C.

The number of Victrolas kindly loaned to the
Street Fair by the Berliner Gramophone Co.,
Ltd., helped socially to make this society event
in aid of patriotic funds and local charitable in-
stitutions the biggest event ever pulled off in
Montreal, so much so that it will now become
an annual event.

The Montreal Symphonola Co. (registered,
A. K. Kempton and H. A. Bemister) have
opened up an office in Montreal in the Mappin
& Webb Building for the wholesaling of the
Symphonola, a Canadian-made machine.

TRADE CONDITIONS IN WINNIPEG

Stanwoods, Ltd., Secures Starr Agency—Edison
Demand Active—General Business Reported
Brisk by Jobbers and Dealers—Other News

WinnieEG, Man, October 6.—G. L. Stanwood,
of Stanwoods, Ltd., who has recently added the
Starr phonographs and records to his stock re-
ports a splendid month’s business in phono-
graphs.

James P. Bradt, Toronto, general manager for
Canada of Columbia Graphophone Co., recently
spent a few days with the firm’s Winnipeg dis-
tributors, the Western Fancy Goods Co. R.
Shaw, their Winnipeg manager, reports fall or-
ders coming along nicely with no cancelations.
Machine stock is also coming in more freely.

D. J. Young & Co., Ltd., and Gourlay, Winter
& Leeming, Ltd., Calgary, Alta, report good
Edison business following a tone test recital
given in that city lately by Miss Ellman.

Additions to the staff of the Melotone Talk-
ing Machine Co., Ltd., are evidence of progress.

An increased sale of Victor Flora Bella rec-
ords is reported by H. L. Conlin, manager of
the Western Gramophone Co., owing no doubt
to the recent visit of this opera to Winnipeg.

E. E. Nugent, of Heintzman & Co. Fort
William, Ont.; C. N. R. Still, of Neepawa,
Man.; W. J. Porter, of Gilbert Plains, Man., were
recent visitors to His Master’s Voice headquar-
ters here. Machine shortage is improving. for
which the branch is very thankful.

Phonograph trade is reported as “good” by
the Chopin Piano & Talking Machine Co. Mr.
Robinson, manager of the company, is at pres-
ent in Montreal looking after the interests of
the company there.

The Dominion Sewing Machine and Phono-
graph Co., 300 Notre Dame avenue, are han-
dling the Viola talker.

Joseph Tees has removed from 35 Portage ave-
nue to Room 514 Builders’ Exchange, Portage
avenue.

A fair month’s business for September is re-
ported by the Canadian Phonograph & Sap-
phire Disc Co. with excellent prospects for fall
selling.

“Business as usual” is the report of Babson
Bros., Edison phonograph dealers.
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Columbia Records.
dise begets more business.

Selling a man a Columbia Grafonola is giv-
ing him the squarest kind of a square deal.
That's why he comes back to you for
Satistactory merchan-

Columbia Graphophone Co.
Woolworth Building, New York

JOHN CHURCH CO. TO, MANUFACTURE TALKING MACHINES

Prominent Piano Manufacturers Will Enter Field, It Is Said—Reports From Leading Jobbers Tell
of Healthy Business Situation—Activity With Starr Co.—New Edison Dealers—Other News

Cincinnati, Q. October 3.—Formal announce-
ment is about to be made by the John Church
Co. of it having entered the talking machine
field, a certain part of the Harvard factory in
this district having been turned over to that
department.

Officials of the corporation now in the city are
reticent relative to the details of the new ma-
chine. None of its points has heen made
known, but it is believed that the invention of a
Cincinnatian, who claims to have perfected a
mcthod of developing sound through the use
of a special method of making the sound box,
is incorporated in the new product.

Vocalion Manager Byars spent a week the
last part of September in Ncw York and re-
turned full of enthusiasm over the fall and win-
ter plans of the Vocalion department of the
Aeolian Co. The September business was ex-
tremely gratifying and indicdtes that expecta-
tions for a tremendous holiday business are not
unfounded. The Aeolian store is putting in a
new suite of Vocalion demonstrating parlors on
their second floor, which have been carefully
designed to be commodious and acoustically
perfect. There will be one large parlor, with
a natural solid oak interior fitted out in a most
artistic manner, which will be used for the Art
Style Vocalion only. The old Vocalion rooms
on the first floor will also be retaincd and used.
Considerable trade was lost last year through
lack of decmonstrating room and the local store
is going to take no chances the coming season.
The Vocalion sales force is being augincnted by
several new experienced salesmen. Mr. Byars
predicts that October, November and December
will unquestionably be the three biggest months
in the history of the Vocalion business.

Manager Dittrich, of the Victor department
of the Rudolph Wurlitzer Co., summarizes the
situation as follows:

“The month of September has passed without
any noticeable change in the talking machine
business with the exception of the natural in-
crease in demand that should be expected under
the circumstances.

“Record business is showing the usual healthy
increase that always manifests itself with the
coming of cooler weather. Record stock is
available in large quantities and dealers are
stocking up because of the active record de-
.niand. There is promise of a phcnomenal fall
and winter business.

“Machine developmecnts will not occur until
the stock begins to be plentiful, but the natural
demand, which is always an indication of what
can be expected when the dealers get down to
hard work, is unusually good and would indi-
cate that the machine end of the business will
show the same heavy increase that the record
sales have demonstrated so far this year.

“The demand is running, we might say, ex-
clusively to high grade instruments and this is
always a healthy indication.”

The Fritzsch Phonograph Co. last week
opened its sales headquarters at 124 West
Fourth street, which has been placed in charge
of John F. McCarthy, who is a student of music
and is also of a mechanical bent, thereby com-
bining two qualities of salesmanship which may
shortly be featured in the talking machine field.
On Thursday the company invited musical
critics to hear the first public demonstration of
the Fritzsch machine, the event taking place at
Music Hall, the city's largest auditorium.
This resulted in the company receiving some
favorable criticism.

The Starr Piano Co.’s Cincinnati branch, the
headquarters for many of the subagencies in
the Middle West, is unable to secure a sufficient
stock of the popular styles of phanographs now
being turned out by the factory at Richmond.
This is the main complaint of Manager Pauling
who, during the past month, found it necessary
to put on a special delivery truck for the benefit
of the talking machine department.

Two new dealers have been added to the list
of Manager Peterson, of the Phonograph Co.,
those being Sam Pushing Bros., of Bowling
Green, Ky, and C. F. Wheeler Co., Danville,
Ky. The first tonc test recital of the season,
under the direction of the Edison rooters in
the Cincinnati district, will take place at Hamil-
ton, October 15, Ciccolini, the Italian tenor, be-

ing featured. He will also appear at Middletown
and Columbus, O.; Charleston and Bluefields,
W. Va, the same week. Miss Morissey, an
Edison favorite, is scheduled for recitals in this
territory in the latter part of November and De-
cember, including a visit to Newport, Ky.

ADDITIONS TO PEARSALL CO. STAFF

The sales staff of the Silas E. Pearsall Co.,
New York Victor distributor, has been aug-
mented recently by the addition of C. R.
Hutchins and Helmuth Kranich, Jr. Both of
these representatives are visiting the Victor
dealers in this territory and have been success-
ful to date in co-operating with the Pearsall
clientele and rendering dealers efficient service.

Mr. Hutchins is wecll known in musical circles
and was one of the entertaincrs at the dinner
of the Talking Machine Men, Inc., which was
held last April at the Hotel McAlpin. He pos-
sesses a pleasing baritone voice and his services
are in frequent demand in musical circles in
Westchester County.

Helmuth Kranich, Jr.,, is a son of Helmuth
Kranich, secretary of Kranich & Bach, New
York, one of the country's leading piano manu-
facturers. He has, therefore, inherited a love for
music which is finding a suitable outlet in the
Victor industry.

All of us should endeavor to keep ourselves
constantly at our .best. We should be ready
and willing to do our utmost for the business
at all times.

CLEAR AS A BELL

S THE INSTRUMENT OF QUALITY
e

ROMPT, careful, reliable

service and twelve unequalled

models of The Highest Class
Talking Machine in the World make
certain that this will be a sensationally
big Sonora year.

Send us your holiday orders immediately!

$50 $55 $60 $75 $100 $135 $150
$175 $200 $250 $375 $1000

C. W.SNOW & CO.

New York State Sonora Distributors
SYRACUSE, N.Y.
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It _Auomatically
Repeats Records

Wonderful invention. Plays any record over and over as often as you
wish. Furnishes continuous music for dances, dinners, card parties, kinder-
gartens and entertainments of all kinds. Go to any dealer in phonographs

and ask him to demonstrate the

\\.\\H././////

and see how it adds to the value of your phono-
graph. A handsome nickel plated or gold plated
device which you attach without interfering in
any way with any part of the phonograph. In-
sert the record in usual way and the Re-Pla-Stop
will repeat the selection from one to five times
or continuously as you determine in advance.

e-Pla-Sto

TRADE MARK

Stops automatically with needle lifted clear from
record. Only perfect stop yet devised. Can not
injure record or needle. No adjustment of tone
arm, and no attention to machine required while
Re-Pla-Stop is in operation. Try it for ten days
on the maker’s guarantee. See for yourself
what a wonderful device the Re-Pla-Stop is,

$5.00 is all you pay for the Re-Pla-Stop and your money will be
— refunded if it is not satisfactory after ten days’ trial
Almost any dealer in phonographs will gladly demonstrate this wonderful device. Ask
your dealer. If he cannot furnish it, write to us for the name of a dealer who can,
Dealers ‘Write to us today on your letterhead asking for demonstrating sample Re-Pla-Stop,
A stating what phonographs you handle, We will send it to you for free trial, with
discounts and terms to the trade. Show your customers what this remarkable device will do.

Re-Pla-Stop Company, Cincinnati, Ohio

The Above Advertisement Is One of a Series Appearing in
The Saturday Evening Post Starting Our Big Advertising Campaign

SALESMEN

Here Is a Wonderful Opportunity for You

Yes, here is a big opportunity to get in on the ground floor and make big money.
We are now organizing a nation-wide selling campaign for our Re-Pla-Stop and we
want at once a number of high grade salesman, salesmen with ability and integrity,
men who have a record of success back of them, men capable of earning $10,000 to
$15,000 a year. Will give exclusive sales rights of an entire state to right man who is able to
finance himself up to $2,500. Big commissions paid on first orders, thus insuring constantly increas-
ing income. Every Talking Machine dealer can be made a permanent customer for the reason our
device is a big money maker for the dealer, and beause also every Talking Machine owner who sees
it wants one. Our Re-Pla-Stop device can be attached to any free swinging tone arm Talking Machine
and sells both to dealers and to owners on sight.

Not only will our sales organization have this device to handle, but we have another exclusive
or non-competitive proposition for Talking Machine dealers which will be ready shortly that will
also be the greatest thing ever offered to the phonograph trade, something that will retail from
$300 to $400 and which will also be a big income maker for every member of our sales organization.
Opportunity will be given to salesmen who prove their ability to get an interest in our company,
thus assuring him extra big profits. Men at head of company are known successful business men of
highest integrity with vast capital. Therefore you can rest assured any agreements will be lived
up to strictly to the letter. Write now while best territory is open, giving reference, territory covered,
experience and past results.

RE-PLA-STOP CO., 325 Greenwood Bldg., Cincinnati, Ohio




THE TALKING MACHINE WORLD

45

Featuring the Musical Possibilities of the
Talking MaChine 52 g :: &

[Note.—This is the eighth in a series of arlicles ¢n the
general subject of the musical possibilities of the talking
machine. The aim of the series is to devclop these pos-
sibilities from: ail angles, thus opering up fields for sales
ex ion oftentimes lected wholly or in part.—Editor.]

OPPORTUNITIES IN RECORD FIELD

He who would write a faithful history of any
epoch in the career of a people must beware of
becoming so engrossed in the details of battles,
diplomatic quarrels and palace intrigues that
the great deep current of national life, flowing
steadily and silently over all the obstacles
thrust up from its bed, becomes wholly ignored.
Likewise he who would trace the true path of
any social or industrial movement must beware
lest he fall into the error of supposing that
the noisy incidents are always the important
ones, or the loud voices those which represent
the feelings, and guide the conduct, of the
crowd.

The tcmptation to preach to the people is one
not less common than dangerous. Nothing is
easier, in effect, than to assume as proved somc
idea that seems good to oneself; and then to
reprove the public for not falling in with it.
Nothing is easier; nothing more futile. Yet,
if. is just as true that there are true principles
of conduct to be recognized and that those who
do recognize them have the right, if not the
duty, to set forth their idcas about thcm to the
world. Articles and essays on business sub-
jects commonly fall under one of two headings.
Either they assume a principle and scold those
who do not agree; or thcy flec from all ideas
of principles in horror, and content themselves
with vague phrases about giving the public what
they want; quite forgetting that the public does
not, because the public cannot, manifest a want
or desire for that which is wholly new to them
and of which they have never heard.

The Business Analyst

The analyst of business, like the analyst of
history, must traverse a path surely surveycd
and solidly built if he is to cross the marsh of
opinion and safely reach the dry land of cer-
tainty. Just as the historian must possess ex-
traordinary powers of co-ordinating the mate-
rials that lie before him and be able to discern
the steady flow of national lifc beneath the
eddy and whirl of political strife, never mistak-
ing the one for the other, so also the Business
Analyst must be able to look beyond the inter-
csted opinions and partisan cries of those who
would puff their own warcs, to the underlying
facts of the popular mind, the popular thought
and the popular desirc.

With every great specialty business, with
cvery industry that depends upon the creation
of a public demand for something not actually
essential to the prescrvation of life, the great
and ovcrmastering important duty of all con-
cerned is to discover ways and means for in-
ducing the public to buy what is manufactured.
Of all these ways and means, none exceeds in
importance that of ascertaining the direction in
which public demand travels after it has once
been started into life. The act of creating the
original public interest is, of course, of the first
importance; but after the act of creation, the
demand will travel along lines largely deter-
mined by considerations entirely outside our
own control. No one can tell just how public
taste will run, nor can any one accurately pre-
dict the particular element in some advertised
article which will take the public fancy and
prove to be the mainstay of its success.

Sources of Taste

Just for this reason, all who have at heart
the best interests of the talking machine should
recognize the vast importance of finding out,
as far as possible, and in the most impartial
manner, the sources of the people’s tastes and
ideas in reference to that whole mass of as-

sociated likes and dislikes bound up with an in-
strument of this sort.

It is to the people then that we must re-
turn finally whenever we find ourselves needing
to know the truth about our business. We can
no more analyze the talking machine business
without basing our research on the people than
the historian can compose a valuable narrative
of any epoch in national development on the
basis of the intrigues and amours of a few
rulers and their ministers of state, while neg-
lecting the truths buried in the obscure records
of national commerce, customs, manners and
education.

Twenty years ago the entire talking machine
industry was a veritable infant. It had been
supposed by the pioneers that the commercial
value of a speech-reproducing machine would
be found in developing it for use in the office,
in the preservation of oratory. That it would
develop mainly along musical lines was not, and
could not, be foreseen. Yet precisely this has
happened. The talking machine has become a
musical instrument first and foremost. Can we
not discover in this significant fact something
of value to the whole trade?

Recording Demand

If T were asked to analyze the retail talking
machine trade I should naturally first turn to
the sales of records. The manufacturers would
be able to show me charts indicating the rela-
tive popularity of various famous recordings,
and the general trend of public demand. The
state of these indications does not bring much
comfort to those who would see the public tak-
ing real advantage of the wonderful instrument
they have at their command. But it would
also show that the public is really not to blame
for its apparcnt capriciousness and even stu-
pidity.

We cannot understand the truth about the
progress of the talking machine as a musical
instrument until we arc in possession of a body
of fact sufficiently claborate and complete to
justify us in drawing conclusions thercfrom.
Now, the manufacturers of records are, of all
people, thosc who most need such data, and they
have for a long timc past becen accumulating
and systematizing these. At the present mo-
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Unlike
Any
Other

A super - talking
machine for those
customers who
want “‘something
— different.”
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launched.

210 N. Ann Street

GABELOLA

Merely press a button and a continuous entertainment of 24 selections is
You can listen to a single record or a dozen, as you wish,

GABEL’S ENTERTAINER CO.

General Offices and Factory ==

Gabel’s Entertainer Sales Co., Suite 512, No. 117 N. Dearborn St., Chicago

By William Braid White

ment it is entirely possible, from direct observa-
tion of the public taste, from direct knowledge
of what records are bought in largest quan-
tities, and by whom they are bought, to discover
some general truths which are in the highest
degree interesting and to a very large extent
quite unexpected.

It is by such inspection of recorded facts and
not by any squaring of the facts to suit pre-
conceived theories, that principles alone can be
enunciated with confidence.

The Wonderful Catalog

The catalogs of the great record manufac-
turers show an enormous variety of names, of
types of music, of smaller groups within those
types; and they exhibit a desire, well carried
out, to provide something which shall please
every possible kind of taste for every possible
kind of speech, song, or instrumcntal music.
Rut above all, the great record catalogs are dis-
tinguished for the wonderful array of great mu-
sical names they present. Beginning with the
greatest singers of the day, and going on to
great violinists, 'cellists and pianists, the rec-
ord catalogs are blue-books of musical emi-
nence. All the great interpretative names are
in them. It is evident, from the most cursory
inspection of any record catalog, that no ex-
pense has been spared to render available to
the mass of the public an enormous amount of
the very finest efforts of musical artists. When
record manufacturers go to the immense amount
of trouble and labor, not to say expense, inci-
dent to the production of a classical violin duet
by Kreisler and Elman, it is evident that the
talking machine industry, at any rate, believes
in the best art and is willing to back its belief
with money.

The Real Public Interest

Now, if this proves anything at all, assuredly
it proves that the public has exhibited an in-
tercst in good music, and is continuing to ex-
hibit such interest. If the experience of thec
talking machine record men with the public had
becn parallel with that of the music roll men,
this would have shown readily enough on the
face of the catalogs. Nothing can be plainer
than that the public is really interestcd in good
(Continited on page 46)

TS

In Operation
Almost
Human

Plays without—
Changing needles,
Changing records,
Winding up.

G

CHICAGO, ILL.

=

S0 0 G L



46 THE TALKING MACHINE WORLD

THE MUSICAL POSSIBILITIES OF THE TALKING MACHINE

(Continned from page 45)

music well delivered, especially in the glory of
the human voice and the melting beauty of the
stringed instruments of music. Nothing is
plainer than that the public will pay to have a
fine voice or a fine violin “on tap,” as it were.
If this public demand did not exist, or if it
were impossible to keep it going, the record cat-
alogs would not show annually their wonderful
tncrease in the number and variety of their
high class numbers. So much is obvious enough.
The Meager Choice

Yet, it is unfortunately equally certain that
the enormous majority of the record buyers are
contented with a relatively very small selection
of numbers. Caruso’s “Celeste Aida,” the Lucia
Sextet with his voice in it, Galli-Curci in a
Verdi aria, Barrientos in the Mad Scene from
“Lucia,” Schumann-Heink in “Stille Nacht,”
Kreisler in his arrangement of the seventh
Humoresque of Dvorak; these are all known, all
asked for, all bought in profusion. Yet Caruso
has records of wonderful beauty that are rela-
tively ignored. So has Kreisler, so has Schu-
mann-Heink. The voice of the divine Nordica
has been preserved to future generations. Clara
Butt's marvelous contralto sings out “O Rest
in the Lord” in all its splendid sonority. And
there are hundreds of others in all the catalogs,
Victor, Edison, Columbia, Pathé; hundreds of
gems that the public ought to like and certainly

would like; if only some one would occasionally
demonstrate them.

What I ventured to suggest above about the
music rolls tells the story if one knows how to
solve the secret. The public neglected good
music on music rolls until the records of artists
playing that music became available. In short,
the public would not buy good music for player-
pianos till they had it demonstrated to them.
That is really what it came to.

Think, if you please, of the people who come
each day to the talking machine dealers to pick
out records. The vast majority of them are
wholly incapable of picking out for themselves
any but a very few widely advertised numbers
in all the enormous army of high class records.
Who then is to assist them to widen their
choice, who is to enable the manufacturers to
move slow-selling numbers, who is to put the
record departments on a broad basis of profit-
able usefulness, if not the salesmen and the
managers of those salesmen?

There is no escaping the fact. Too many
dealers do not take the trouble to study the
record catalogs or to acquaint themselves with
their contents. They hear that a certain Mec-
Cormack or Schumann-Heink record is a hit.
They demonstrate it to everybody. Everybody
buys it. Nobody buys other records, equally
good, by the same singers or players; because

RAGTIME RASTUS
An Automatic Dancing Doll

that does one hundred different
steps to music and can be put on
or taken off any Victor or Colum-
bia and other standard machines

CHRISTMAS

(except Edison) in 5 seconds.
Rastus is painted by hand in four
colors—dances well with any clog,
jig or dance record, and amuses
children and grown people,
Rastus retails $1.00

THE BOXERS
PATENTED MARCH 16, 1916.

Uncle Sam and Kaiser Bill

_Uncle Sam is booting Kaiser Bill in
vigorous Yankee fashion and boxing his
ears. Kaiser Bill is “Goose-Stepping” it
away as fast as he can go, dragging his
“U-BOAT PRETZEL” with him.

This Novelty is Timely and a Side-
Splitter

Uncle Sam and Kaiser Bill
retails at $1.25

These toys fit all standard machines
(except Edison) and can be put on or
taken off in 5 seconds. They do not
injure record or mar the machine. They
simply gerform, dance or box away as
the music plays.

281 Congress Street

SPECIAL COMBINATION—The Combination Rastus and B. i i
one mechanism, making the two toys in one. This is very popuI::e;:da::lalz‘l);hatse‘s of b gt

Talking Machine Stores and Departments find these Novelties attractive and good
sellers. Something to buy for the children during the Holidays will please your trade.

Packed for shipment in 1 dozen, 3 dozen and 6 dozen lots of one kind or assorted.
Each' toy Packed in individual box. Handled by Victor Distributors, Columbia Branches
or direct from us at 40% trade discount in dozen lots or more.

Kindly send Holiday Order now. Prompt Shipments.
3 Manufact I
National Toy Company, roys s s ss st mEs
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RAGTIME RASTUS
PATENTED MARCH 16. 1915,

TOYS

THE BOXING DARKIES

These little figures do all the
blows, swings, shifts, counters and
side-steps known—and then some
new ones of their own. Put on a
good lively record, and these little
men box away with wonderful
accuracy and speed.

The figures are painted in four
colors, and the Boxers retail at $1.25

$1.50

Samples $1.00 each.

.Boston, Mass., U.S. A.

RECORD ENVELOPES

STOCK RECORD POCKETS
J. L. CILLESPIE COMPANY

PAPER PRODUCTS PITTSBURGH, PA.

those other numbers are embalmed in the cat-
alog and there is none to resuscitate them. Yet
all that is necessary for this is a little energy
and a little interest. -

Induction

Deduction can only be verified by induction.
The other day I took the trouble to go shop-
ping for records. I called at several fine stores
in the middle of the city. Let them be name-
less. At each I asked for a good tenor operatic
number. All but one dragged out instantly
John Mec ; but why be cruel enough to
name names? Second choice of each was a
gentleman whom everyone of the obliging sales-
men referred as to “Crusoe.” He also appar-
ently had only sung one song. Never mind its
name. You all know it. None of them had
ever heard of Clara Butt, it seemed, or of Louise
Homer. The name of Julia Culp awakened
glimmerings of intelligence, but she, too, poor
girl, knew only one tune (yes, of course, it
was that one, you know).

I asked for a violin number, and out came—
well, you need not all speak at once. It was
Elman’s record, and they called it “Say, have
y' heard humerresk?” But the name of Powell
was familiar to but one in four, while that of
Parlow awakened nary a response. And there
were other horrors, involving such names as
Plancon, Tamagno, Werrenrath and so on.

But why prolong the agony? Each of the
salesmen was a nice young man. All were clean
fellows, obliging in their way and only average
in bad manners. Yet, would any man in any
other line of business consider that salesmen
whose knowledge of their stock is on this or-
der are competent? Surely not!

Up to the Retailer

I am not trying to be facetious or superior.
The matter is too serious for showing off my
personal likes and dislikes. But it is only too
well known to the recording experts, to the sales
departments, and to the advertising managers of
the manufacturers that the retail end of the
business is slack in its methods of selling rec-
ords. When you consider the amazing wealth
of the catalogs, their extraordinary variety of
music in every style, the astonishing opportunity
offered to live dealers to do something for the
music of their community—and ten times as
much for themselves—in broadening out public
taste, you can’only wonder at the blindness of
these men.

I want this thought to go forth to every re-
tailer; that the unexplored wealth of the record
catalogs should not forever remain unexplored;
that the fitting out of an exploring expedition
is easy, and the results certain.

If some house would only organize an inter-
salesman contest to run down, demonstrate and
popularize some of the lesser known numbers
by the great artists. Imagine a week devoted
to “selling” the voice of that remarkable young
American, Reinald Werrenrath, or to reviving
the marvelous tones of dead Tamagno. Imagine,
in a word, salesmen competent to sell their
whole catalog and not one or two isolated bits
from it.

These notions will be described in some quar-
ters as extreme, but I cannot help that. Im-
provement is purchased only at the price of rigid
self-examination and subsequent pruning away
of discovered faults and defects. Undoubtedly a
real fault is disclosed here; and one which
could and should be eliminated so far as may
be possible. The process may be lengthy; but
it can be begun any time, and carried to a suc-
cessful culmination.

In future expressions I shall hope to discuss
some gem-filled but neglected pages in the rec-
ord catalogs, with the view of helping those
who would like to become bettey acquainted
with the treasures they contain.

Ees
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APPOINT NEW SONORA JOBBERS

A Number of Important Companies Recently
Added to the List of Jobbers Distributing
Sonora Phonographs Throughout the Country

The Sonora Phonograph Corp., New York,
has recently added to its list of jobbers a group
of prominent houses in different sections of the
country who will merchandise the Sonora
products in their respective territories. The
company announced a few weeks ago that it had
decided to increase its list of jobbers and as
the result of this announcement applications
have been received from some of the most re-
sponsible wholesale houses throughout the coun-
try. Consequently Sonora products will receive
a splendid representation in all of the leading
cities, as every one of the new jobbers is ad-
mirably equipped to co-operate with dealers
handling the Sonora line in their territories.

Among the new Sonora jobbers are the follow-
ing well-known concerns: Hillman Phono Co.,
Wheeling, W. Va.; Southern Sonora Phonograph
Co.,, Selma, Ala; Southwestern Drug Co,
Wichita, Kan.; C. D. Smith Drug Co., St. Joseph,
Mo.; Strevell-Patterson Hardware Co., Salt Lake
City, Utah; Kieffer-Stewart Drug Co., Indian-
apolis, Ind., and the Griffith Piano Co., located
in Newark, N. J.

TO MAKE TALKING MACHINES

NewaARrk, O., October 6.—The Bader Chair Co.,
of this city, which is well known in furniture
circles, is planning to place on the market a line
of talking machines to be known as the “Bade-
rola.” The company’s plans are not yet complete
for official announcement but there will probably
be several models in the line, retailing at the
standard prices. The company, it is announced,
will make a specialty of distinctive mechanical
equipment,

NEW VICTOR SIGN FOR DEALERS

New Illuminated Sign of Attractive Design Of-
fered to the Trade at Less Than Cost

The Victor Talking Machine Co. has made
arrangements to supply its dealers with a
special new type of illuminated sign of original
design, featuring the well-known Victor trade-
mark and the word “Victrolas” in large letters
immediately underneath.

The sign is made of heavy metal, and the glass

The New Victor Sign
sections of the sign are fashioned with copper

cleats to insure permanency. It is double-
faced and can be read from both sides, and is
made to be fastened to the wall, being sup-
ported from the outside end by heavy chains.
The sign comes already wired for use, and with
sockets for seven lamps.

The signs are offered to the dealers at $17.50
each, complete with chains, etc, for hanging,
and this price is less than the actual cost to the
Victor Co. The general attractiveness of the
new sign may be gleaned from the illustration
herewith.

Be loyal to every interest of your employer,
give every detail your best endeavor.

Y. M. C. A. DISPLAY WINDOW

Introduced by the Grafonola Co. of New Eng-
land Wins Much Favor From Public

BostoN, Mass., October 6.—There recently ap-
peared at the store of the Grafonola Co. of New
England, 175 Tremont street, a Y. M. C. A. dis-
play window which attracted unusual attention
and which was the subject of general praise
from everyone who saw it. This store handles
the products of the Columbia Graphophone Co.
exclusively, and Arthur C. Erisman, treasurer
and general manager of the company, devoted
special attention to the preparation of a display
which would link the Y. M. C. A. and Columbia
product. He evidently succeeded in his effort,
for this special window contained a patriotic
appeal that was both timely and effective.

One unusually interesting feature of the dis-
play was the use of a blue card three feet long
and cighteen inches wide which stated as fol-
lows:

“An army of 1,000,000 men will require 200 as-
sociation buildings, 1,200 association secretaries,
200 moving picture machines, 268,000 feet of film
each day, 1,200 Columbia Grafonolas and grapho-
phones, 60,000 disc records, 3,000,000 sheets of
writing paper daily, 40,000 pounds of ice per day,
10,000 pens a day, 75 barrels of ink, magazines
and books by the hundreds of tons, 1,000,000
Bibles, one for each man.”

At the bottom of the card was a suggestion
that the public help the Y. M. C. A. War Work
Council provide these requirements.

JOINS C. E. WARD C0.’S FORCE

F. H. Cunningham has joined the forces of the
C. E. Ward Co.,, New London, O., manufactur-
ers of khaki covers for talking machines, suc-
ceeding P. M. White. He will look after this
important branch of the Ward Co.’s business.

Excellent Combination—Low Priced!

Any of the small ““Victrolas ”” set into a Converto Cabinet makes a very prac-
tical, attractive cabinet machine selling at a combined price lower than even the
And your customer has withal a genuine Victrola.

cheap cabinet machines.

into Cabinet

ments.

PATENT APPLIED FOR

Talking Machine
Cabinet

R T U Y, ek o . ey b

Branch Office: Flatiron Bldg.

Sound Doors Open for Playing

Converto cabinets improve the sound, protect the
machine, and provide dust-proof record compart-

They sell easily to present owners of small

Victrolas and to people who want Victrola cabinet
types but are tempted to buy other makes because
of low prices.

Converto cabinets have become standard stock with
many large and small Victor dealers.
send for sample, see it and play it, you will instantly
realize its possibilities for you.

The C. J. Lundstrom Mfg. Co.

If you will

LITTLE FALLS, N. Y.
New York City

Completely Closed
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United States Court Recognizes
the Exclusive American Rights

of the B & H FIBRE NEEDLE

N September 17th, 1917, the United States District Court at St. Louis
rendered a decree, by consent, in the suit brought by us for infringement of
our patents on fibre needles.

The case in point relates to some 80,000 Japanese fibre needles sold to the
Field-Lippman Piano Stores, St. Louis, Mo. The Field-Lippman Stores sold 50,000
of the needles, for which the court decreed they should pay our Mr. Frederick
D. Hall, patentee of the B & H Fibre Needle, all profits, gains and advantages
derived from the sale thereof, and to return the unsold needles. We have
received the check of the Field-Lippman Stores for $200.00. and have also
received the 30,000 unsold needles.

We give this publicity to the court décision in our favor by consent of Mr.
Andrew B. Remick, Attorney for the Field-Lippman Piano Stores, and for the
purpose of preventing other dealers from being imposed upon in a similar manner.

The B & H Fibre Needle is the ONLY fibre needle that can be legally sold
in America. [t is the Fibre Needle used by owners of Victor, Columbia and
all other machines on which fibre needles may be used.

“It Takes the Scratch
Out of the Record”

It Pays to Push the B & H Write for Samples and Prices

B & H FIBRE MFG. CO.

33-35 W. Kinzie St. Chicago, Il

%
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STEINERT & SONS NEW VICTOR SALON

Steinert & Sons Open New Louis XVI Victrola
Headquarters in Boston—Elaborate Installa-
tion Made by the Unit Construction Co.

Boston, Mass., October 4.—M. Steinert & Sons,
after many weeks of preparation, including ex-
tensive remodeling of their building, opened to
the public last month their new Victrola depart-
nient on the first floor of the Steinert Building,
160-162 Boylston street, the entire floor bemg
devoted to the sale and
display of Victrolas and
Victor records.

From standpoints of
efficiency, convenience,
sales capacity and serv-
ice arrangements Stein-
ert & Sons in their ex-
clusive Victor depart-
ment have attained
maximum results. Exe-
cuted throughout in
special Jouis XVI
period style, no detail
has been overlooked in
treatmeunt of interior
to produce a setting,
not only in keeping
with Victor standards
of guality but also satis-
fying the most critical
of the notably exact-

ing Boston musical
public.
The remodeling of

the exterior of Stein-
ert Hall as developed
by Desmond & Lord,
noted Boston archi-
tects, and executed by
the Unit Construction Co., provides an im-
posing entrance in bronze and plate glass finish,
while the display windows on bhoth Boylston and

Lookmg From Rear to Front of Salon
Carver street frontages have been enriched with
a treatment of black and gold African marble
and solid bronze mouldings.

The display windows, of majestic proportions,

are carried out in Circassian walnut, the back-
ground being formed by a semicircular screen
with French casement doors. The large circular
panels in this window screen are of peculiar
beauty even for Circassian walnut, and with the
other appointments combine to make these dis-
play windows among the finest in the country.

On entering the department one is first im-
pressed with the beautiful lines and proportion
of the display lobby. The lobby or foyer, which
is also semicircular in form at one end, is
the paneling

paneled to a height of ten feet,

Exterior View of Steinert Co.'s Store

being finished in two tones of French gray
enamel with ornamentation of pure Louis XVI
detail. ‘The impression of substantial quality
and perfect taste which is received on cntering
this foyer is the keynote of the successful treat-
ment carried out in the entire department. A
woodblock parquetry floor of specially selected
quartered oak is laid not only in the lobby but
extends throughout the department and is also
used in the display windows.

Concealed by the lobby panels on one side
are the desk spaces allotted to the department
salesmen and on the other the ticket office
used for the leading musical events of the Bos-
ton season.

Immediately adjoining the lobby is the
spacious private office of Russell Steinert, the
foyer screen at this point being fitted with large
plate glass panels, controlling a view of the
entrance. The offices of Manager Newman and
the cashier are conveniently located directly op-
posite.

The Unico demonstrating rooms, twelve in
number, are of unusually generous proportions
consistently carried out in the two-color French

Front View of Louis XVI Sa]on
gray Louis XVI detail and harmoniously fur-
nished.
The record department, centrally located, with
capacity of over 20,000 active records, is equipped
with the Unico system of record racks, record

counters and comnnter cases. Speed of service
has in this section been given exceptional con-
sideration and will undoubtedly result in a maxi-
mum record business.

‘I'he details of furnishings, hangings, lighting
fixtures, and floor coverings have been carried
out with utmost cousistency, even the Ifardware
which is used being of special design and fin-
ished in silver.

The entire work was executed under the per-
sonal supervision of Rayburn Clark Smith, presi-
dent of the Unit Construction Co.. in co-opera-
tion with Desmond & Lord, architects, and M.
Steinert & Sons Co. is indeed to be congratulated
on the exceptional results secured in its Vic-
trola salons.

INTRODUCE “INVINCIBLE” SOUND BOX

The New Jersey Reproducer Co., Newark, N.
1., has just placed on the market a new sound
box known as the “Invincible.” The company
has its executive oftices and factory at 10 Oliver
street, Newark, N. J., and is planning to produce
a sound box that has numerous distinctive qual-
ities

George S. Thompson, the secretary of the
company, is the inventor of the “Invincible”
sound box. He has been associated with the
talking machine industry for twenty-two years,
and therefore has a thorough knowledge of the
necessary requisites of a successful reproducer.
Hector Pocoroba, who has been identified with
several successful enterprises in Newark, is
president of the company.

JOINS THE NEW NATIONAL ARMY

A. J. Herman, a member of the wholesale staff
of the Sonora Phonograph Corp.,, is now at
Camp Upton, Yaphank, as a member of the new
National Army. His successor has not yet been
announced.

styles.

24 and 26 EAST 13th STREET
NEW YORK

“THE MUSIC MASTER OF PHONOGRAPHS”

Can now be seen in our warerooms. Manophone Models in beauty and finish truly indicate the artistic character
of Manophone musical qualities. The choicest specimens of the cabinet maker’s art are shown in the various
Write for Catalog and Proposition.

We will gladly mail illustrated Manophone Catalog and our Manophone Merchandising Plan, which will prove decidedly interesting to all dealers.

G. GENNERT, Manophone Distributor

CHICAGO SAN FRANCISCO
LOS ANGELES
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You know how Columbia Records have
sold in the past—well, they’re going to go
Our Sales Department says
so. And our Sales Department knows.

better.

Columbia Graphophone Co.

Woolworth Building, New York

TRADE NEWS FROM CLEVELAND

Dealers Report Great Business in September—
Eclipse Musical Co.s Display Attracts—Cic-
colini and the Edison Score in Recital

CreveLanp, O., October 5.—Talking machine
dealers of this city report the biggest business
for September in their history. The merchants
were quite taken by surprise by the large num-
ber of orders. They can by no means begin to
supply the machines to meet the orders, De-
liveries are way behind at all the stores. Some
of the dealers are selling machines for Christ-
mas delivery, hoping that the machines will get
here by that time anyway. A number of the
dealers have gone to New York recently to en-
deavor to dig up machines to supply the de-
mands in the retail stores. Such a condition
has not been known here before.

Passers-by on Euclid avenue last week were
attracted by a very striking window display by
the Eclipse Musical Co. The display consisted
of a large talking machine record about a yard
wide. Around it were placed a dozen or more
regular-sized records. These standard records
revolved around the mammoth record. The
display must have netted many sales.

The Edison Phonograph Co. gave the first
of a series of re-creation voice recitals at its
local headquarters, 1240 Huron road, Septem-
ber 29. The star performer was Guido Cic-
colini, the celebrated grand opera tenor, as-
sisted by Elias Breeskin on the violin. Cic-
colini sang a number of selections at the same
time that the Edison machine played the Cic-
colini record. When the tenor stopped singing
and the record kept on it was indeed difficult

to tell whether Ciccolini was not actually sing-
ing there on the platform. It was a remarkable
demonstration of the quality of the New Edison
machine. ’

Among the selections offered by Ciccolini were
“Vesti la Giubba”. (from I Pagliacci); “Elegie,”
by Massenet; and “Recondita Armonia” and
“E, Lucevan le stelle,” both by Puccini. They
were all rendered in matchless style by the noted
singer.

Other concerts of the same nature will be
given by the Phonograph Co. here from time to
time during the winter, with famous Ssingers as
the entertainers. Invitation to these concerts is
by special card.

PLANNING FOR THE GREATEST YEAR

Syracusg, N. Y., October 6—C. W. Snow &
Co., who are jobbers of the products of the So-
nora Phonograph Corp. in this territory, are mak-
ing plans for the biggest year that they havc
ever had with the Sonora line. The company
has a large stock of machines on hand and orders
are being received with exceptional activity for
the early part of the fall season.

In order to render Sonora dealers efficient
service, arrangements have been completed to
place another traveler on the road, and nothing
will be left undone that can add to the value of
the service which the company is prepared to
offer Sonora dealers.

People like to trade at a store where the
clerks show by their actions that they believe
in the goods they are selling and are working
faithfully and conscientiously in the interests
of every customer who comes to purchase.

ENJOYS VACATION AT LAKE MAHOPAC

Fred P. Oliver, vice-president of the Black-
man Talking Machine Co., New York, returned
to his desk last week after a belated vacation
wlich he spent at L.ake Mahopac, N. Y., where

Mr. and Mrs. F. P, Oliver

he had stayed for the summer. Mr. Oliver stated
that he spent the greater part of his vacation
getting thoroughly acquainted with the golf
course at Lake Mahopac, and although he made
exceptional progress, we fear that he has not yet
become a member of the privileged “80” class.
In the accompanying illustration Mr. and Mrs.
Oliver are presented, and from all indications
they were enjoying their vacation immensely at
the time they were snapped.
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: Eclipse Victor Service Defined ¢

The broader spirit of co-operation such as prevailed in
the recent Convention of the Northern Ohio Dealers’
Association, we believe, makes for the highest type of
efficiency in the retail talking machine business.
the same worthy co-operative spirit that we endeavor to
incorporate in Eclipse Victor Service, to the end that
a maximum of harmony as well as of constructive co-
operation may characterize the relations between Victor

Jobber and Victor Dealer.

It is

ECLIPSE MUSICAL COMPANY

CLEVELAND

0 0 L
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TALKERS MEETING WAR-TIME NEEDS IN INDIANAPOLIS

Heavy Demand From People Who, It Is ﬁelieved, Hesitate to Accept Burden of Heavier Invest-
ment at This Time—Formal Opening of Brunswick Shop—General News

InpranarpoLis, IND., October 5.—The first weeks
of fall business lead most of the local talking
machine dealers to express the belief that the
fall business this year will exceed that of last
year.

M. C. Rosner, manager of the Vocalion de-
partment of the Aeolian store, says that busi-
ness has been particularly good and that the
prospects point to a better fall than last year.
Mr. Rosner pointed out that the smaller musical
instruments are probably attracting many peo-
ple who hesitate, because of war conditions, to
tie themselves up with a long-term contract in
buying pianos or players. This situation ap-
plies, however, mostly in cases of young mar-
ried men subject to the draft.

Mr. Rosner expects the addition of the com-
ing Aeolian records to his department will tend
to stimulate the sale of the Vocalion.

H. E. Whitman, manager of the talking ma-
chine department of the Pearson Piano Co., re-
ports that his department has been doing a nice
Edison business in connection with an advertis-
ing campaign on the Edison. Both the Edison
and the Victrola business has been picking up
steadily and the prospects are for a large fall
business, Mr. Whitman said.

C. P. Herdman, manager of the talking ma-
chine department of the Baldwin Co. store, is
pleased with the way the fall business has
opened, saying that September has been the
best month the department has had. Mr. Herd-
man believes that busincss this fall will be so
good that the chief complaint will be getting
the machines fast enough.

The Brunswick Shop, which the All Records
Phonograph Co. is opening in North Pennsyl-
vania street, will probably have its formal opcn-
ing about October 10, Gecorge F. Standke, man-
ager, says. Mr. Standke, who designed the in-
terior arrangement of the shop, has been super-
intending the work of installing the booths and
fixtures. The front of thc shop will be devoted
to a sales display space in connection with the
large front windows and in the rear are three
built-in booths of sound-proof construction. At
the back of the shop a rest room will be fitted
out attractively and Mr. Standke is cxpecting
to make the slogan, “Meet me at the Bruns-
wick Shop,” popular among downtown shoppers.

Lester Burchfield, a well-known talking ma-
chine man, who is connected with Sanger Bros.,
Dallas, Tex., paid Mr. Standke a visit last week.
Mr. Standke has announced that he intends to
employ only Indianapolis people in the Bruns-
wick Shop.

Ben Brown, manager of the Columbia store,
has assumed charge of the tcrritory he used to
have when he was manager of the Louisville
Columbia store. The Louisville Columbia re-
tail business has been taken over by the Grafo-
nola Co.,, of which Ben L. Loventhal is pro-
prietor. This company will occupy the same
storeroom as the Columbia branch had. The
wholesale business formerly transacted through
this store will be handled by Mr. Brown.

Miss Susie F. Brown, a sister of Mr. Brown,
who was bookkecper in the Louisville branch,
has been transferred to the Columbia store in
Detroit, Mich.

Miss Carrie Althauser, who worked for the
Louisville branch for years, will remain with
the Grafonola Co. as a saleswoman.

B. C. Fletcher, the retail floor manager at
the Indianapolis Columbia store, has answered
the call of his country and is at Louisville in
the training camp. Dan Wheeler, formerly con-
nected with Bradstreet's, has succeeded Mr.
Fletcher in the Columbia store.

SPEED INDICATOR
SHOWS CORRECT TURN-TABLE SPEED AT ONCE
When used in any Room Lighted by Mazda Lamps sup-
plied with the usual 60-Cycle Alternating Current.

IMPROVED FIBERLOID MODEL NOW READY
$1.50 Per Doz. Retails for 25¢c. Each.
“*As Simple and Easy as Changing Records’’
THE PHANTOM-METER CO., NEEDHAM, MASS.

Frank J. Clark, manager of the Dictaphone
department, has been pleased with the sales rec-
ord his department is making.

S. H. Nichols, district manager, visited the
local branch last week.

The Starr Piano Co. made a window display
of six Starr phonographs that were sold to the
TIndiana Catholic Publishing Co., which pub-
lishes a local weekly. The phonographs were
bought for premiums in a circulation contest.

The Edison Shop has made ready for the fall
business by redecorating its rooms and it con-
tinues to be one of the show places of the city
in the talking machine field. The fall business
at the Edison Shop has started briskly.

The Carlin Music Co. has completed its work
of installing new sales and demonstrating rooms
which were destroyed by fire recently. The en-
tire storeroom has been redecorated and, as Mr.
Frank Carlin puts it, the company now has one
of the most attractive salesrooms in the city.

H. A. W. Smith, manager of the Pathé Shop,
reports that business has picked up wonder-
fully in the last few weeks and that prospects
are fine for the fall business opening up sooner
than usual.

The Stewart Talking Machine Co., distribu-
tors of the Victor line, reports that the fall
business is opening up much better than last
fall and that the number of applications for
the opening of new accounts is unusually large
for this time of the year.

E. R. Eskew, who has charge of the talk-
ing machine business of the Mooney-Mueller-
Ward Co., jobbers of the Pathé machines, re-
ports that he is getting his organization in shape
ayd expects to do a good wholesale business
this fall.

The Kiefer-Stewart Co. has taken on the
Sonora line and is beginning a campaign for
Sonora dealers.

One likes to trade at a store where the clerks
know where to find what he wants promptly
without unnecessary delay or keeping him
standing on one toe.

line of the

disposal.

one.

DELPHEON

25 Church Street

DELPHEON
The

Incomparable

( We have on display a complete
Delpheon Phonograph.
( Dealers should see the Delpheon

—hear it, and compare it with
other well-known makes, facili-
ties for which we place at your

( We are prepared to establish
Delpheon agencies with respon-
sible dealers in this territory.
Our proposition is an excellent

Write today for details

or drop in and see us.

Delpheon Distributers

Telephone—Cortland 4744

SALES CO.

NEW YORK
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Di d Amberol
Supreme in Comparison Tests
HE Edison line of Amber- talking machines costing three
‘ ola instruments and Blue to five times as much. Any
3 Amberol records posses- Edison Amberola dealer is
% ses two superlative features 1in a position to repeat these
: seldom found in testsin the home
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— quality and who can suc-
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: The New machine dealer
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3 the most severe prospect's home
o . THE NEW EDISON DIAMOND AMBEROLA . .
3 comparison MODEL 50 RETAILS FOR $50 where it will be
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£ quality between sound repro- comparison with the Amberola. ¥
’ ducing devices. &
Why not request conditions, ?\,
Repeatedly the $50 Model terms, profits, etc., from §
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comparison contests against  Amberola Dept. ORANGE, N. J. f
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Don’t forget that we are talking superior
“tone quality” in all our Columbia Grafonola
advertising. We are also puiting it into
every Grafonola that leaves our factory.

Columbia Graphophone Co.
Woolworth Building, New York

TWIN CITIES ARE BUYING MORE THAN EVER BEFORE

Talking Machine Jobbers and Dealers See No Prospects of Dropping Off in Trade During Balance
of Year—All Makes of Machines and Records in Steady Demand

Sr. PauL and MinneapoLis, Minn., October 5.
—One good wish for the entire world iwould
be that every one ou the old globe was as pleas-
antly situated as the talking machine dealers of
Minneapolis and St. Paul. Only the most en-
‘couraging reports are received in the rounds
of the dealers. Twin Cities are buying more
than ever before, while the country, proportion-
ally, is buying 1ore than the Twin Cities. The
outlook for a continuance of general activity
until* after the holidays appears to be excellent
at the present time. : :

The holiday pace already is the rule with
some of the jobbers and dealers. The Beck-
with-O’Neil Co., Victor jobbers, for instance,
have been unable to assemble any stocks what-
ever of machines, as thcy are sent out again as
soon as they are unpacked. .

Foster & Waldo are putting out machines at
‘a rate that the other Victor dealers pronoince
“phenomenal.” Archie Matheis, now one of’the
veterans in the trade in this part of the coun-
try, reports that talking machines are in much
greater demand at present than a year ago.

The trade lost one of its bright lights last
week when David M. Dycr, of the famops-house
of W. J. Dyer & Bro.,‘passéd away. As whole-
sale manager for his house he \vas. one of the
earliest phonograph dealers in the Northwest,
and immense numbers of Edison and Victor ma-
chines had gone through his hands in the past
twenty-five years. Frank Gunyo, manager of the
New England Furniture Co.’s talking machine
department, has been very ill, but now is re-
ported on way to recovery.

While the Dayton Drygoods Co. has pur-
chased the Victor stock of the J. Ii. Frank Music
Co., it has made no public announcement of
the opening of a talking machine departinent.

A steady increase in the public demand for
Edison machines and records is reported from
the Minnesota Phonograph Co.’s headquarters.
The jobbing end of the business has shown al-
most unprecedented activity, but the retail stores
in St. Paul and Minnesota hardly have done as
much business as had been expected. Notable
sales by the Minnesota Phonograph Co. for the
past month include a carload of instruimnents and
supplies to Watertown, S. D., and another car-
load to Sisseton, S. D., the latter a town of but
2,000 inhabitants.

The Edison people are featuring a tone test
tour of two months through the Twin City
territory. Marie Kaiser will be the star and
will be accompanied during a part of the tour
by Richard Szerwonky, concertmeister of the
Minneapolis Symphony Orchestra. They will
include in their itinerary such towns as Calumet,
Mich,, Virginia, Duluth and Mankato, Minn,,
Williston and Minot, N. D., Watertown, S. D,
Eau Claire and LaCrosse, Wis,, the tour end-
ing at Minneapolis and St. Paul.

The Minnesota State Fair gave the Pathé
lines a fine boost according to Department Man-

ager Wheeler, of G. Sommers & Co. Numer-
ous dealers visited the booth daily, and some
excellent country connections were nade.
Numerous sales and prospects were obtained
among the Twin City visitors. While the exhibit
was planned mainly as an advertising feature

Commissary department.

it proved that and a great deal more. On ac-
count of the immense stock put away last sum-
mer G. Sommers & Co. do not expect any dearth
of machines for some time and plan to go
through to the holidays without serious impedi~
ment.

S. A. Mcl.eod, who was in charge of the talk-
ing machine department of the Emporium, is
now in the national army as lieutenant in the

TO MARKET NEW PHONOGRAPH

Reed, Dawson & Co., Newark, N. J., Announce
the “Dolce-Tone” Phonograph as Being Ready
for the Trade—First Catalog Published—
Fabric Diaphragm One of the Features

Reed, Dawson & Co., 6 West Park street,
Newark, N. J.,, announce the introduction of the
Dolce-Tone” phonograph to the trade. This
machine is the invention of T. H. Reed, of the
company, and has been sold at retail locally for
the past_two years with good success. The
company delayed advertising their product until
their factory capacity was enlarged so to enable
them to deliver the instruments in quality lots.
One of the features of the “Dolce-Tone” is the
fabric diaphragm, which the Reed, Dawson Co.
announces is far superior ito mica. The ma-
chines will play all makes of records, being

‘cquipped with a universal tone arm.

‘A catalog of the new line of machines has
just been publislied, and the same will be mailed
to dealers throughout the country. The “Dolce-

Tone” line is composed of seven models rang-
ing in price from $50 to $275. The cabinets are
mostly in genuine mahogany, and there are
three models of Sheraton design which lends
extra richness to those styles. The cabinets
can also be obtained in oak. ~

DISPLAY THE SONORA SUPREME

$1,000 Sonora Phonograph Attracts Much At-
tention in Store of Warrick Bros.

Frixt, Micn., October 4.—Warrick Bros,, who
handle the Sonora phonographs with great suc-
cess at their store in this city, attracted much
attention recently by displaying in their window
the $1,000 model of the Sonora known as the
Sonora Supreme. The elaborate character of
the machine made a strong impression on that
section of the public who saw it.

Joe Goldman, a jeweler with a store on
Lleventh avenue, Milwaukee, Wis., has opened a
phonograph department featuring the Bruns-
wick phonograph.

Q. E. D.

If a man_buys something because a friend has
had experience with it, that proves that the article
must have been satisfactory.

If a visitor to New York spends several hours in
getting to our factory to obtain a

VICSONIA

that proves how much he wants it.

Within the past few days we have had visitors from Canada, France, Cuba, Louisiana,
Illinois, and California who had heard VICSONIA Reproducers play Edison Records
and who came to our address to obtain them.

Mr. Dealer: You should have made these sales. There is a lot of business waiting for
you but you cannot get it if you let yonr stock of VICSONIAS run out. Send your order
now and get prompt delivery.

If you don’t know the VICSONIA you can become acquainted without risk, by taking
advantage of the following offer.

We will send to any dealer, upon receipt of_$3.50, one N. P. VICSONIA with permanent
Sapphire point. If the reproducer is not satisfactory we will refund the money if same is
returned in good condition within ten days. State make of Phonograph.

Vicsonia Manufacturing Company, Inc.
313 East 134th Street NEW YORK
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FORTY-SIX MODELS OF PERIOD VICTROLAS ANNOUNCED

Long Expected and Welcome Addition to Vic{rola Line Embraces Case Designs in Leading French

and English Decorative Periods—Set Forth in Elaborate Catalog

For some time past Victor dealers throughout
the country have awaited the formal announce-
ment by the Victor Co. of the new period Vic-
trolas, and when the announcement came re-
cently it was found that the instrumecnts themn-
selvecs went far to cxceed expectations as to
their artistic qualities, faithfulncss of design,

and general attractivcness. Thc announcement
was made through the medium of a spccially
prepared catalog illustrating and describing the
entire line of forty-six distinct models covering
twelve of thc most popular decorative periods,
including William and Mary, Sheraton, Gothic,
Jacobean, Chippendale, Heppelwhite, Empire,
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Sheraton Victrola

Adam, Queen Anne, Louis XV and Louis XVI,

The new period models are notable for the
faithfulness with which the chief character-
istics of each of the period styles have been re-
produced in the case design. The result is
that those who desire period Victrolas to har-
monize with the decorative treatments of their
homes will find it an easy matter to select an
instrument that will fit into the decorative
scheme without a jar.

In order to give the dealers the proper con-
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No two songs ot'another day fit in so well now as
those on Columbia Double Disc Record A-2357.
“Tramp, Tramp, Tramp, the Boys Are Marching”

and “The Battle Cry of Freedom.”

going strong everywhere.

This record is

Columbia Graphophone Co.
Woolworth Building, New York

ception of the treatment of the various models
they are for the most part shown in the cat-
alog, through the medium of elaborate wash
drawings, as they would appear in surroundings
of the same period and in conjunction with
period furniture and wall decorations. This
factor alone should prove of material assist-
ance to the dealers in bringing to the attention
of prospects the particular period Victrola best
suited to their requirements.

The prices of the period Victrolas range from
$300 to $900, with the majority of the styles
priced around the $500 figure.

Owing to the elaborate character of the ma-
chine, it is not expected that dealers will carry
a full range of period styles, depending upon a
few samples and the catalog to bring the new
models to the attention of the public.

Victrolas in period styles will be made only
on special orders, requiring in most cases con-
siderable time to make shipments from the fac-
tory.

RECORD DELIVERY ENVELOPES SELL

DetroiT, Micu., October 8.—Lewis C. Frank, of
this city, who handles a complete line of paper
products, has achieved signal success in the in-
troduction of record delivery envelopes which
are marketed under the trade designation,
“Lufranc Quality.” These envclopes, which are
made of heavy “Kraft” paper, give adequate pro-
tection to the records and through the use of a
string and button fastener frame permit unusual
speed in wrapping. Mr. Frank has made it a
point that his envelopes should be unusually
strong and the fact that they are in universal use
speaks well for their quality and the excellent
service they give.

ATTRACTIVE WINDOW POSTERS

The Columbia advertising department has
just sent out to Columbia dealers a set of four
very attractive window posters, supplementing
the series which was mailed last week. These
four window posters feature the following four
Columbia records: Figaro’s aria from the “Bar-
ber of Secville,” sung by Riccardo Stracciari;
“Good-bye, Broadway, Hello, France”; “Lily of
the Valley” and “From Me to Mandy Lee.”

So many things go wrong that we are tired of
becoming indignant.

SPRING STEEL FOR SALE

We are overstocked with spring steel for
phonograph motor springs.

Ten tons or any portion of it will be sold at
a low price. Dimensions: 25/32" wide by
.027 thick in large coils. Or we will make
up springs to order, any length desired.
Wire or write for prices and details.

GARDEN CITY PLATING CO.
Tolman and Ogden Ave. Chicago, I,

OPENS NEW STORE IN PERTH AMBOY

R. Montalvo, Jr., Now Occupying Larger and
Handsomer Quarters in That City—Edison
Tone Test and Dance Features at Opening

Perta Ampoy, N. J, October .—Ramon Mon-
talvo, Jr.,, who about two years ago opened a
talking machine store in this city under the man-
agement of Norman T. Jones, has found his busi-
ness increasing to such an extent that new
quarters have become necessary. The result
was the opening of a handsome new store in
the Odd Fellows Building at 90 Smith street
on September 21.

The opening of the new store was marked
by a special Edison tone tcst, given under the
auspices of Mr. Montalvo in the Perth Amboy
High School. The affair was attended by about
1,200 pcople, all specially invited, and the fea-
turcd artist was Ciccolini, who also appeared
rccently under the Montalvo direction in New
Brunswick, where Mr. Montalvo also conducts
a talking machine store.

The opening of the store proper was heralded
witht a special dance to the music of the Edison
Diamond Disc phonograph. The front of the
store has the usual appcarance of a phonograph
shop, with its show window and stock of ma-
chines, but in thc rear therc is a long stretch
of floor highly polished and designed particu-
larly for dancing. It is Mr. Montalvo's plan
in thc near future to organize private dancing
classes in his store, using the Edison Diamond

Disc phonograph, and also the Columbia Grafo-
nola, which he handles, to furnish the music.
According to the plan, the people themselves
will form their classes. Mr. Montalvo will fur-
nish the instructor, the hall and the music at
a nominal figure, probably about $1 per couple.

DEMAND FOR SCHUBERT RECORDS

Bell Talking Machine Corp. Finds They Are
Popular—Hand Painted Window Signs for
Advertising Purposes Now Ready for Dealers

The new Schubert records, which were an-
nounced last month by the Bell Talking. Machine
Corp., 44 West Thirty-seventh street, New York,
arc making a distinct hit according to I.. Rom-
mc), of the company. To a representative of The
World this weck he said: ‘“\W¢ have had many
compliments regarding the new Schubert rec-
ords, which are being demanded by dealers all
over the country. Within the near future we
cxpect to have a large quantity of them on the
market, and will be able to supply the demand
regularly.”

In connection with its aid to dealers, the Bell
Corp. has preparcd a sciies of hand-painted win-
dow signs, which advertise the Schubert talking
machines and records. These signs are not only
attractive, but are most artistic in appearance,
and in every way lend an artistic atmosphere to
the window in which they are. Thcre are five
diffcrent kinds, each one as attractive and inter-
esting as the other.

248 Boylston St.

for the

Be Up-to-Date

Equip your high grade talking machines with our latest model

Veeco Electric Motor and Vitraloid Turntable

Runs on either current and is guaranteed by us for two years.

This motor is not a plaything thrown together but was designed and
made by one of the best mechanical experts in the United States,
who today holds a high position in the Government Service (U. S.
Arsenal) with a thousand machinists under his supervision.

Send for descriptive circular, prices and terms.

THE VEECO COMPANY

The Original Producers of a Complete Electric Drive
Talking Machine

Boston, Mass.

Use

Manufacturer’s
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10,000,000 well-to-do People

are reading STARR ads this Fall

Hundreds and thousands of them live in your locality.
Become a Starr dealer and you can invite them to

YOUR store.

Starr National Advertising

In addition to the use of leading national
periodicals, prominent metropolitan news-
papers whose circulations reach hundreds of
miles beyond the cities where they are pub-
lished are used each week for Starr Phono-
graph and Starr Record advertising.

Starr Local Advertising

Starr Dealers receive a monthly ad service
free of cost. Ten or a dozen ad sugges-
tions of a timely nature are supplied. Sorie
are small. Some are medium-sized. Cuts
of very attractive illustrations are sent free.
Movie slides, attractive display cards, form
letters, leaflets, booklets, etc., are also to be
had without charge. “Getting up” his local
advertising is very simple for the Starr
Dealer.

Starr “Singing Throat”

This heavily-advertised feature of Starr
Phonographs is a powerful factor in making
the sales easy.

Silver Grain Spruce is the wood of which
the Starr “Singing Throat” is composed.
It is a close, straight-grained wood, beauti-
ful to look at and beautifully vibrant.

Both eye and ear are won by this exclusive
Starr feature.

Starr Prestige

The greatest of all features about the Starr
is, however, that for a half century its crea=
tors have been successful as makers of high-
grade musical instruments. This is a guar-
antee that the Starr is properly designed and
properly made. And because each part is
Starr built, the uniformity of Starr quality
is a certainty.

With a Starr dealership the sale of Starr Records may also be had. Hundreds of the
most popular selections are now recorded on Starr Records at 65c, 75¢ and $1.00 retail.

We invite correspondence from representative dealers

THE STARR PIANO CO.

Starr, Richmond, Trayser and Remington Grand, Upright and Player-pianos—
The Starr Phonograph—Starr Phonograph Records

Established 1872

RICHMOND, INDIANA

0 000 00 o
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There’s the right kind of stuff in Columbia
Record A2356. Two songs that are sweep-
ing the country sung in the - Columbia
way. They are selling that way too.

Columbia Graphophone Co.
Woolworth Building, New York
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HIGH PRICED MACHINES HAVE CALL IN SAN FRANCISCO

Best Styles Will Be in Demand This Fall and Winter—Patriotic Records Have Great Vogue—The
Sonora in Los Angeles—New Domestic Agencies—Talking Machine Men Meet—Outlook Good

San Francisco, CaL., October 6.—The volume
of talking machine business in California, de-
spite numerous handicaps due to labor strikes,
is cliimed to be ahead of last year during the
summer months. More high-priced machines
were sold than ever before, and the indication is
that the fall demand for the best styles of stand-
ard instruments will be exceptionally heavy.
The people have become educated to the high-
priced machines. While the talking machine
business in the San Francisco downtown dis-
trict has suffered from the long-continued street
car strike, the smaller concerns in the outlying
districts report proportionately heavier business.
Dance music records sold heavily all summer
and are still going very well. Patriotic airs
have a splendid vogue, especially those which
are composed in dance time. Recent high-class
musicals and concerts in the city have boosted
the demand for classic records. Madame
Matzenauer is giving recitals in San Francisco
this week, and there are a French and an Italian
opera company here.

Sonora Jobbing Agency in Los Angeles

F. B. Travers, manager of the Sonora Phono-
graph Co., announces that the company is put-
ting in an exclusive jobbing agency at I.os An-
geles to cover the territory of southern Cali-
fornia and Arizona. The representative in
charge is E. M. Brunnell, a talking machinc
man of wide experience, and Mr. Brunnell is
making his headquarters in the Broadway De-
partiment Store of Los Angeles. This concern
has the Los Angeles retail agencies for Sonora
goods. For the present no wholesale stock
will be carried in Los Angeles, but it is prob-
able that a warehouse will be opened in the
near future. Mr. Travers says business has
been so promising in thc Southwest in the past
year that it has become necessary to take care
of the ‘wholcsale trade from a more convenient
point than San Francisco. He also reports a
very active opening of the fall season in the
Northwest. The past season in the Northwest
was the best the company has had.

Reports His Biggest Business

F. A. Levy, president of the California Pho-
nograph Co., says his biggest business in the
past month has been in Edison machines, due
to the increased output of Edison records. Ile
has had excellent results with the Edison ma-
chine, C250.

The Stern Talking Machine Co., of San Fran-
cisco, has opened a branch store at 721 Mac-
donald avenue, Richmond, Cal.

Open Many Domestic Agencies

W. S. Gray, Pacific Coast manager for the
Domestic Talking Machine Co., has just re-
turned from an extended trip through the North-
west. He placed jobbing agencies in Portland,
Seattle and Spokane. The Eilers Music Co.
will handle the jobbing from Portland and Spo-
kane, and the Pacific Music Co. is to handle
the business from Seattle. Mr. Gray has been

doing strenuous missionary work with the Do-
mestic line since he came to the Pacific Coast,
and he is well satisfied with the results obtained.
Business at High Mark of Year

August J. Bruhn, manager of the Emporium
talking machine department, says the high mark
of the year in the talking machine sales of his
department was reached in July, and that the
volume of business for the season shows a big
increase over last year notwithstanding the
numerous strikes and other setbacks. He is
not carrying on any special advertising cam-
paign, but is offering machines on very attrac-
tive easy-payment terms.

Talking Machine Men Meet

The Talking Machine Dealers’ Association
held a regular monthly meeting on Wednesday,
September 26, after a season of no meetings
during the summer. The dcalers met at the

Wiley B. Allen store in San Francisco and dis-
cussed plams for the holidays. With one or two
cxceptions, the members are agreed on general
policies of merchandising.
Returns From 1,500-Mile Auto Trip

Mr. Corcoran, of the Wiley B. Allen talking
machine department, spent his summer vacation
this month by taking a 1,500-mile automobile
trip through northern California. Jas. J. Black,
of the Wiley B. Allen Co., says he has most
of his holiday stock in already and is prepared
to supply a big demand.

Some Personal Notes

Frank D. Curtis, of the Curtis & Henkle
Talking Machine Co., of San Jose, Cal., has re-
turned from a six weeks’ trip in the East, during
which he visited New York, Boston, Baltimore
Cincinnati, Chicago and other cities and in-
spected the factories of the leading talking ma-
chine companies.

Everett Worthington, who succeeded Mr. Ger-
covich as manager of the talking machine de-

(Continued on page 58)
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INSTRUMENT STANDS

NOTE REDUCED PRICES

Praise
Any Home

They Sell

Easily as
Phonograph
Needles

Rubbed Finishes—

No. 594—Top 134" x 142" each—$2.00 No. 396—Top 204" x 24%"—each $2.75
No.S95—Top17 "x 17 " each— 2.25

ALL 30" HIGH

NET—F. O. B. KANE, PA,, IN LOTS OF SIX OR MORE.
CONSTRUCTED SUBSTANTIALLY—FINISHED ELEGANTLY.

The slide under the top is a ““third hand”’ for changing records. The shelf is convenient
Immediate shipments.

KANE MANUFACTURING COMPANY, Kane, Pa.

MAHOGANY; GOLDEN, FUMED,
OR WEATHERED OAK.

No. 597—Top 174" x 2078"—each 2.35

€
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TRADE NEWS FROM SAN FRANCISCO
(Continned from page 57)

partment of Kohler & Chase, resigned his posi-
tion on September 15. No new manager of the
department has yet been announced.

Martin Klein, of the Wiley B. Allen Co., is
the latest of the San Francisco talking machine
salesmen to be called to the colors. He left
a few days ago for the concentration camp at
American Lake, Wash.

Fred A. Denison, Pacific Coast managcr of the
Columbia Co., reports much extra record busi-
ness on the Pacific Coast by reason of the mid-
monthly record list now sent out to the trade
in addition to the regular monthly list.

Business in the Dictaphone department of the
San Francisco office of the Columbia Grapho-
phone Co. has increased to the extent that two
new men have had to be added to the sales force.
A. J. Rocca has been engaged to cover city
territory, and Albert T. Church was taken on
to work the fields of Oakland, Stockton and
Sacramento.

Larger Quarters for Sherman, Clay & Co.

The talking machine department of Sherman,
Clay & Co. has been enlarged by two new dem-
onstrating rooms which were made possible by
the removal of all the wholesale stock to the
wholesale warehouse and headquarters on Mis-
sion street. The alterations are now practically
completed, and the new rooms are finished in
harmony with the rest of the floor.

The Pacific Phonograph Co. and the Edison
Shop have been making a special feature of the
Matzenauer records of late. It is predicted
that by the way these records are taking with
the people that they will soon be among the
very best sellers.

Takes Charge at Thearle & Co.

John Gercovich, formerly manager of the
Kohler & Chase talking machine department in
San Francisco, and who recently went East to
accept a position as a traveling salesman, has
suddenly come back to the Coast to assume
charge of the talking machine department of

Thearle & Co., of San Diego, one of the most
prominent music houses in southern California.

New Colored Motion Pictures Win Praise

Leon F. Douglass, of the Victor Talking Ma-
chine Co., and inventor of some new colored
motion pictures, gave an exhibition of colored
pictures at the Union League Club, of San
Francisco, on the cvening of September 12. Mr.
Douglass was accorded high honor by the club
on account of the pictures and was gucst ol
honor at the dinner served. The exhibition was
given to raise funds for the Red Cross.

Busy Times With Byron Mauzy

The Byron Mauzy talking machine depart-
ment is doing a very nice business though they
would have done much better had not the street
car strike reduced the efficiency of their street
car advertising. Charles Mauzy, manager of
the talking machine department, says patriotic
records such as “Where Do We Go From Here”
and George Cohan’s “Over There” are big hits
in San Francisco.

INTRODUCE NEW MODEL

Neepuan, Mass, October 6.—The Phantom-
Meter Co., of this city, has just produced a new
model of their “Phantom-Meter” made of
“Fiberloid.” Many advantages are claimed for
this new material over the bristol board of
which the first model was made—neater in ap-
pearance, easier to operate. Early demands for
the Christmas season have already been felt.

NEW INCORPORATION

The Grafonola Co., Louisville, Ky., has been
incorporated with a capital stock of $10,000 to
buy and sell talking machines and records. The
incorporators are Ben L. Loventhal, H. B.
Loventhal and Gus. Boldt.

The man who dwells too long, thinks too
deeply, figures too far--defeats his own inten-
tion. He is a theorist. His brain has but a
single groove.

FANCY STUNTS IN HIGH DIVING

J. J. Davin, of the traveling staff of the New
York Talking Machine Co., Victor distributor,

has long been recognized
as an enthusiastic Victor
man, but few of his
friends in the trade
know that he is just as
adept in the watcr as he
is when pointing out the
merits of the latest Vie-
tor supplement.

Mr. Davin, in company
with Ernest Fontan, an-
other member of the

> 4 New York Talking Ma-

J. J. Davin Dwving  chine Co.’s staff, spent a
few days this summer at the Scranton Canoe
Club, Scranton, Pa., where he entertained the
members of the club with some fancy stunts in
high diving, as the accompanying photograph
will show. He also spent some time surf board
riding, which is one of his pet hobbies, and on
the whole his vacation was thoroughly enjoyed
and provided him with the necessary vigor for
the fall campaign.

GIFT FOR LEO E. G. SHATNEY

ProviDENCE, R. 1., September 24.—At the close
of business Friday afternoon, the employes of
the Vocalion Co., 336 Westminster street, pre-
sented their manager, Leo E. G. Shatney, with
a beautiful silver shaving outfit and a hand-knit
sweater before his leaving for the National
Army. The presentation was made by Miss
Helen V. Casey in behalf of the force, and Mr.
Shatney feelingly expressed his appreciation of
the gift.

Entirely too many people in this world are
making themselves cross-eyed looking for the
streak of easy money. This is as vain and
foolish as hunting for the pot of gold at the
end of the rainbow.
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Moderate priced machines will bring a world of business toa “‘live"’ dealer in every
fown. Our three mgdels cover 90 of the entire demand— they go to every home
The PerfectTong
Hom®
For Every
MODEL F
40 inches high, 18 inches deep, 15 inches wide MODEL MASTER
. N 50 inchee high, 20 inches wide, 20 inches deep
Retail Price $40 Retail Price $75
Big Selling Chances
Bifsellingllow pricedmaa N o Three Outstanding Features
not tie up your money for a long period.
Low prices cause Quick Sales—and Perfect Toqe— X
bring Quick Returns. Reproduction full, rich, natural
WRITE FOR OUR SPECIAL DISCOUNTS 41 inches high, ISNi‘rfz):ll?iLwiAde. 20 inches deep FirSt.CI?r?:: %:t::-i_-l'o
Rush d f 1. . . sfaction
can get ‘:rta::edor Pl <2 o Retail Price $50 High-Grade Finished Cabinets
OPEROLLO PHONOGRAPH CO. Inc.
Lightner Building, DETROIT, MICH.
(m) = []
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are all embraced in the new Cowan Classique
Gramophone. A truly artistic musical instrument,
such as is wanted and required in the home of
culture and refinement.

After twelve months of unremitting toil, design-
ing, playing, testing and perfecting, a new and
absolutely perfect phonograph has been developed
—one which is admittedly in a class by itself. A
phonograph made in our own shops—not an
assembled product. The tone is marvelous and
unequaled, and the many unique and patented
features combine to make this instrument nothing
| short of musically perfect.

In every sense and from every viewpoint the

“Cowan Classique”

Hepzr No.16. marks the advent of a DISTINGUISHED phono-
graph.

Each instrument is equipped with our own
| patented tone arm and perfected sound box—one
which reproduces all disc records and gives a soft,
round, mellow tone—a distinct feature with this
instrument and a great advance over anything here-
tofore offered to the public.

The method of tone control is a component part
of the throat and sound chamber, and is absolutely
perfect and simple in operation.

The spring motor is of absolute precision, and is
equipped with a perfect speed indicator properly
registering the turn table revolutions. The turn
table is of hard rubber, true running and in har-
mony with the instrument. All the equipment
throughout is of the highest grade and unequivo-
callv guaranteed.

The cabinet work is made by recognized leaders
in the manufacture of fine period furniture for over
twenty-five years.

Distributor and Dealer contracts now ready—
also catalogue.

= The Classique =

Hooez No. 7. Phonograph Corporation Moner No2
401-405 N. Lincoln St.
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MILWAUKEE TRADE WELL PREPARED

Dealers in That City Succeed in Getting a Fair
Amount of Stock in Advance—Look for Rec-
ord-Breaking Business — Interest Charging
Campaign Under Way—Association to Meet
on October 18—News of Trade Interest

MiLwaUKEe, Wis,, October 12.—The talking
machine trade is prepared for the largest fall
and holiday business that Milwaukee has ever
known. Through herculean effort during the
past month or two, local dealers have succeeded
in collecting stocks which should fortify them
against any shortage, unless the demand for ma-
chines is far and away beyond that expected.
Shipments now on the way or in process of
manufacture will take care of the surplus. It
is going to mean a lot of hustling to break rec-
ords for volume of Christmas sales, with the
country at war and the public in a conservative
demneanor, but a well-filled public purse is be-
fore local dealers and it needs only to be in-
duced to be opened and send forth a stream
of gold.

Dealers in this city and vicinity have been
highly encouraged to look forward to a splendid
holiday trade by the results of their efforts dur-
ing the last few months, cvery one of which so
far has shown incrcascs over the same periods
of 1916. It should be remembered that last
year was the highwater mark for talking ma-
chine sales, and that dealers should be able to
better the mark is in itself a notable achieve-
ment. So it is not an ovcroptimistic feeling
that leads them to belicvc that they are going
to do things this month, and next, and in De-
cember, until the stores close on Christmas eve.

If it has been possible to improve 1916 rec-
ords in 1917, in which year the full effect of the
declaration of war broke upon thec people, it is
figured that there is no cause for alarm, inas-
much as business has heen improving every
month since April. September was the best
month of all. and October thus far shows every
promise of exceeding the volume of business of
the tenth month of last year.

The trade at this moment is absorbed in the
big problem of cffecting something like revolu-
tionary changes in the manner of doing busi-
ness, by placing all deferred-payment contracts
on an intcrest-bearing basis. The Milwaukee
Association of Music Industries has given the
subject more or less attention ever since its or-
ganization last February. With the decks now
cleared of other important matters, the interest
problem is receiving the bulk of attention. A
special committee of talking machine dealers
and piano merchants is working together to
frame a uniform plan whereby all members will
include interest clauses in their contracts. It
is hoped to be able to place the ncw regulations
in effect to cover all business during the coming
holiday season.

With one or two possible exceptions, every
talking machine and piano dealer who is a mem-
ber of the association feels that it is proper to
charge interest, and that it is not good business
to let their customers have the use of their
money for nothing, inasmuch as dealers pay
dearly for that same money at their banks. Yet
all have hesitated to make effective an interest
clause for fear that thc dcaler who does not

UTILITY and DURABILITY

Undisputed points of superiority that have
made The Crip-N Record Filing Cabinet a
NECESSARY PART OF ANY COMPLETE
TALKING MACHINE EQUIPMENT.-

SEND US YOUR ORDER
CRIPPEN-RASE CO,, Inc.

77 South Avenue Rochester, N. Y.

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,

VICTOR DISTRIBUTORS

135 Second Street
WwIS.

charge interest will have a better sales argu-
ment. Every dealer is anxious to charge inter-
est, and will do so if his competitor does the
same.

There probably has never been a more pro-
pitious time for making effective an interest
clause than now, when the entire nation is alive
to the urgent need for conservation and econ-
omy as necessary adjuncts to a victory in the
war. Itisadmitted that to neglect to charge inter-
est is a waste that no good business house can
afford to tolerate. Probably no ofher line of
business that exists fails to charge interest, and
it is felt that talking machine customers will
accept an interest regulation in the same spirit
that they have accepted such charges when
buying other goods on time.

The Milwaukee Association will hold its reg-
ular monthly meeting at the Hotel Wisconsin
on Thursday noon, October 18, and it is ex-
pected that definite action will be taken to com-
mit each member to the policy of charging in-
terest on every contract which covers a period
of three months or more. The experience of
the few dealers who have had such rules in
effect for two, three or more years is so favor-
able that there is little or no fear that business
may be adversely affected.

By the voluntary and self-sacrificing act of
Louis M. Kesselman, of the Kesselman-O’Dris-
coll Co., Victor retailer, the Victor jobbing trade
of this city has been recognized by representa-
tion on the board of directors of the Music In-
dustries Association. Mr. Kesselman has re-
signed as a director, and upon his suggestion
the association has elected Harry A. Goldsmith
secretary of the Badger Talking Machine Co. in
his place.

The proposed Milwaukee music show, which
the Milwaukee Association of Music Industries
intended to stage at the Auditorium during the
week of October 1 to 6, has been postponed until
next spring.

Each week that passes bears witness to the
fact that the retail jewelry trade of this city and
State is becoming more and more alive to the
possibilities of profitable handling of talking
machines, and new dealers are booked among
jewelers at a rapid rate. The jewelry trade
press has devoted much attention to the ques-
tion and the result has been an unusual stimula-
tion. In the smaller communities, especially,
it is to-day difficult to find a retail jeweler who
does not carry talking machines and the list is
growing daily. More dignified surroundings

could hardly be found for a phonograph than a
high-class jewelry store and a splendid type of
trade is to be garnered thereby.

John H. Becker, formerly associated with the

Victrola department of the Edward Schuster
Co.’s Twelfth street department store, is back
in this city after a lapse of about eight months,
and has cast his lot with the Columbia line. He
is now manager of the Grafonola department of
Espenhain’s.

Lawrence McGreal, head of the Pathephone
Co., of Wisconsin, has brought suit against the
New York Central Railroad Co. for damages
aggregating $52,515. Mr. McGreal claims that
while returning from New York last July with
his nine-year-old daughter he was obliged to
leave a train at Buffalo because the conductor
refused to honor his ticket. It is alleged that
a mistake was made by the company’s agent,
and recourse is sought for the expenses of a
two-day extra stop at Buffalo, and for mental
anguish, loss of business, etec.

Joe Goldman, jeweler, 459 Eleventh avenue, is
a new Brunswick dealer. Part of the store
is being remodeled to accommodate the new
department, which will be handsomely equipped.

Otto F. Leidel, manager of the talking ma-
chine department of the Lyric Music Co., Kim-
ball and Pathé dealer, presented an army model
to the young men who have been drafted in the
Tenth Milwaukee district for service in the new
National Army and are now quartered at Camp
Custer, Battle Creek, Mich.

The Lance Music Co., Bloomington, Wis., is
enlarging its store to accommodate its increased
business in the talking machine line.

Al Oehlers, Kilbourn, Wis., is disposing of his
entire stock of phonographs, jewelry, etc., as he
has been drafted into the military service.

E. J. Youngquist, Osceola, Wis., has added the
Pathé line to his jewelry business.

L. C. Parker, manager of the Victrola depart-
ment of Gimbel Bros., has been doing an excel-
lent business during the first ten days of Oc-
tober by reason of the big Diamond Jubilee an-
niversary sale conducted by the store. On Oc-
tober 1 Gimbel Bros. celebrated the seventy-fifth
anniversary of the founding of the first Gimbel
store, which was located at that time in Vin-
cennes, Ind. The Milwaukee store was opened
on October |, 1887, making a double anniversary.
The Philadelphia establishment dates back to
1894 and the New York store to 1910.

The S. W. Miller Piano Co., Sheboygan, Wis.,
is reported to have engaged in the manufacture
of phonographs,

Edwin Steussy, of the Levitan-Steussy Co.,
talking machines and pianos, New Glarus, Wis,,
has been certified for military service, but was
granted a six months’ extension in order that
he might arrange his business affairs.

Dan J. Parks has opened a new phonograph
and piano store at Rice Lake, Wis.

THE

INTERNATIONAL MICA COMPANY
IMPORTERS MANUFAMETURERS MINERS

MICA

for all purposes, and
d facilits

and a separate department with

MINES
AMELIA Co.
VA.

BRANCH
MONTREAL
CAN.

and regular delivery of satisfactory

" DIAPHRAGMS

Sales Depnrtment
1228 FILBERT STREET
PHILADELPHIA

BRANCH
CHICAGO

FACTORY
WEST PHILADELPHIA
ILL. PA.
(1nsulation Dept. Only)

Prepare for the inevitable scarcity and forward yoar DIAPHRAGM DIFFICULTIES to the Manufactarer For The Large Consomers
SAMPLES AND QUOTATIONS PROMPTLY FORWARDED UPON REQUEST.
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DO you know what “Guaranteed Without Time

Limit” signifies?

Can you picture yourself buying a phonograph and maybe not being
able to decide which you like best? One has one thing that you like, another
has something else, but still you are not just satisfied—you don’t seem to find
one in which are combined all the things you have wanted in a phonograph.
Finally you find one that for tone quality, completeness, workmanship and
beauty of design—yes, and price too—surpasses every other one—it’s just
exactly what you have been looking for—and then, besides, you learn that
it 1s guaranteed against defective material and workmanship without time limit.
Would it take you long to decide ?

Do you know that every customer coming into your shop feels the same
way? They are “up in the air.”  Wouldn't it be easy if you could offer
them this instrument that would wipe away their doubts at the first glance ?

There is just such a phonograph. You've heard of the Delpheon lots of
times.

AL

Perhaps, though, you can’t just make yourself believe all
you hear about this Delpheon. Somehow it seems too

good to be true. At that, you can’t be blamed, if you have never
heard it.

But now that guarantee—it begins to look as if there were some-
thing to this talk after all. It certainly doesn’t leave much room
for argument.

There is no need to argue. The Delpheon can take care of itself.
Here is what one dealer says:

“The test was made against the following machines:

$100 _______, $200 __.____, $225 ___  ____, DELPHEON
carried off the honors in every instance, and, as the matter stands
tr?gaRyAIIStLlE ’\'/ylthout a doubt ‘DELPHEON THE INCOM.

No question about it.  You'll say the same thing.

And by the way, you'll want one of the new Delpheon art cat-
alogs. You'll learn from it things about phonographs that will
help you lots, no matter what line you sell.

W ith it you will of course get full information on the Delepheon.
You'll want that anyway.

“The Dolphoon
DBay City), Mieh.

Chicago Display, Sixih Floor, Republic Bldg.

Delpheon Sales Co. Verbeck Musical Sales Co.
25 Church Street 435 William Street
New York City Buffalo
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GOOD PROSPECTS FOR RECORD HOLIDAY TRADE IN BUFFALO

Shortage of Competent Help, as Well as‘écarc'ity of Stock, Troubles Dealers in That City—Talking
Machine Stores Being Enlarged—Victrola Week Celebrated

Burraro, N. Y., October 3.—Plans for an early
holiday trade are engaging the attention of
Buffalo talking machine dealers and jobbers,
“Big business—better than usual” will be their
slogan for the next three months. “Three jobs
for every two men” indicates the unprecedented
activity in all industrial, commercial and other
lines in Buffalo. Women, too, can find an
abundance of work at wages they never before
received. All this means that money is flow-
ing freely through all merchandising channels,
and the talking machine trade is reaping the
harvest of a banner year.

Business at the Buffalo branch of the Colum-
bia Graphophone Co. is reported to be far ahead
of the trade of last season. There have been
several new dealers appointed in the territory,
among whom are Record Music Co., Inc., of
Rochester; W. J. McFarlane, Canandaigua; J. P.
& M. Sullivan, Elnira; and S. W. Atherton, Bel-
fast. The local branch was honored with a
visit from N. F. Milnor, Dictaphone sales man-
ager. George W. Hopkins, general sales man-
ager for the Dictaphone, visited here recently.

M. Turchin, who is handling Columbia Grafo-
nolas at his store, 160 East Ferry street, Buffalo,
reports that business is very much better than
last year, and he foresees a big fall and Christ-
mas trade.

The C. F. Adams Co., of which John Wells is
manager, recently opened a new four-story store
at 546-550 Washington street. In giving the
reasons for moving to new quarters the company
.made this announcement: ‘“Lots of customers,
lots of friends—more than we could accommo-
date. That’'s why we had to move to our new,
bigger, better store.”

The formal opening of the Pathephone depart-
ment at Adam, Meldrum & Anderson Co.’s store
was held recently, and several columns of news-
paper advertising announccd the fact. This is
one of Buffalo’s largest dcpartinent stores.

Unless charity works can prove that their
cause has been regularly organized and in opera-
tion for a year, they will not receive official rec-
ognition from the Buffalo Chamber of Com-
nierce. This new ruling is pleasing to members
of the talking machine trade, who have been fre-
quently pestered by collectors for various forms
of charity. -

“Victrola week” was recently celebrated by
the Williamm Hengerer Co. Extensive window
displays and many inches of valuable néwspaper
advertising were used to advantage by Manager
Brennan, of this department, to boom the suc-
cessful event.

At a mass meeting of employes of the Will-
iam Hengerer Co.. held recently, Edward L.
Hengerer, president of that company, announced
that hereafter the store hours would be 9 to
5.30 o’clock, daily, except during the Christmas
season, which hours will be announced later.

A careful analysis, made for a number of
months, of the shopping periods by hours re-
vealed that a very small percentage of cus-
tomers trade after 5.30 o'clock so that the
change will not seriously inconvenience Hen-
gerer customers.

The New Edison is being advertised, displayed
and sold cxtensively by C. H. Utley.

Lieut. Moessinger and A. J. Cordes, sons of
officers of the Kurtzmann Piano Co., Victrola
dealers, are both in the military service. Lieut.
Moessinger has been transferred from Camp Dix
to Fort Hancock. He is attached to the First
Pennsylvania Field Artillery. Mr. Cordes has
completed his ground school training in avia-
tion, and is now awaiting orders for service
abroad.

C. H. Heinike, manager of Denton, Cot-
tier & Danicls’ Victrola departmcnt, was recent-
ly visited by Oscar Saenger, the prominent vocal
tcacher of New York City. The Victrola section
at this store has been enlarged.

John Schuler and the Hoffman Piano Co. are
planning an important holiday campaign on the
Sonora.

A new musical arrangement of “America” has
been written by Laurence H. Montague, a local
Columbia dealer.

A successful “Victrola Week,” beginning Oc-
tober 1, was conducted by W. R. Gardner, man-
ager of the Victrola department of J. N. Adam
& Co. Extensive advertising and window dis-
plays were features.

Goold Bros., Victrola dealers, have added an-
other salesroom.

A New Edison tone test was successfully con-
ducted recently by Charles J. Hereth. A large
audience enjoyed the program. Selections
were given by Florence Ferrell. vocalist, and
Helen Jefirey, violinist.

WM. MILLER A BENEDICT

Wm. Miller, a member of the sales staff of the
G. T. Williams Co., Brooklyn, Y., Victor dis-
tributors, was married last Wednesday to Miss
Alice Kiel, formerly manager of the Victor de-
partment of the Armstrong Piano Co., Newark

J.  Mr. Miller, who is wcll known in the
local trade, met Miss Kiel while visiting the
Victor dealers in Newark. Mr. and Mrs. Miller
are now away on their honeymoon, which they
are spending far distant from the sounds of
any Victrola or Victor records.

TO DISPLAY EDISON PERIOD MODELS

Boston, Mass., October 4.—The Boston ware-
rooms of the Pardee, Ellenberger Co., Inc., arc to
place on exhibition beginning Tuesday, October
9, for one week the new models of the Edison
Period cabinets, including the famous $6,000
French Gothic model, which crcated such a tre-
mendous interest over in New York. Vice-
President F. H. Silliman is sending out an
nouncemcnts of the opening to the Pardee, El-
lecnberger Co.’s dealers and a large attendancc
is looked for during the week.

Use Louisville Built-up Stock
for Your Talking Machine Cases

and cut veneers.

able, prompt shipments.

We furnish the veneered or built-up stock that 1s required for
the Sides, Backs, Doors, Domes, etc., sawed to your dimensions
and sanded smoothly, ready for finish. Mahogany, Quartered
Oak and American Walnut.

All materials carefully selected and tested, face veneers of good
figure, properly matched; well glued and workmanship first
class 1n all respects.

Our facilities are strictly modern, and enable us to give depend-
We manufacture all of our sawed

WILL GLADLY QUOTE PRICE, PER SET, ON YOUR SPECIFICATIONS

MINIMUM ONE HUNDRED SETS IN ANY ONE MODEL

THE LOUISVILLE VENEER MILLS

Makers of Good Veneers and Panels for More Than Quarter of a Century : LOUISVILLE, KY.
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UNIVERSAL

A Light That Fits Every Phono graph

:

Announcing the

Universat Lire on
AEOLIAN

Universatr Lite on

BRUNSWICK

UniversaLlite on

COLUMBIA

Universac Lite on
EDISON

Less than a year ago the ‘original
Record -Lite made its bow to the
phonograph buying public. Victrola
dealers throughout America know the
result. For the Record-Lite proved
to be the fastest selling music specialty
in America.

But the original Record-Lite was constructed to
fit Victrolas only. There was an insistent demand
for a Record-Lite that could be used with every
make of phonograph.

So, we now offer the

UNIVERSAL RECORD-LITE—It Fits Every
Phonograph—Makes Money for Every Dealer

The illustrations on this and the opposite page
show six different makes of phonographs equipped
with the Universal—also the SImp11c1ty and
beauty of its construction. Great as was the
success of the Record-Lite, we know that a far

greater success is awaiting the UNIVERSAL
RECORD LITE —with resultant profits for the

dealers who are ready to cash in quick.

UNiversaLLite on Patre  UniversaL Lite on SonoRrA

i
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2 Products-
Complete Line of High-C(lass,
Fast Selling Phonograph Speual‘ues

Here is pictured THE ORIGINAL RECORD-LITE—
the handsome little Victrola flashlight that found a real
need among Victrola owners—and filled it, with satis-
faction to these owners and extra profits to the dealers
who sold them. The smaller cut shows the comp]ete

RECORD-LITE outfit—light,
bulb and battery. Is sold in
either a nickel or gold finish.
T hese lights are ioday moving rap-

~ idly from the shelves of every wide-
RECORD-LITE OUTFIT awake Viclor Dealer in America.

HERE IS THE UNIVERSAL RECORD LIGHT—the light that
bids fair to outsell even ils fore-runner, the Record-Lite. The demand is
waiting—you can’l afford lo disregard it.

Another Winner—The Record-
Lite NEEDLE CUTTER

Built entirely on a new principle, 51mp1er, more durable, absolutely perfect.
The Record-Lite Needle Culler is another new profit-opportunity for
phonograph dealers.

The Record-Lite Cutler does away with the old force-cut principle found
in other cullers. With a slicing, shearing cul that leaves a permanent edge
on the blade, it clips the fibre needle cleanly and sharply. The cutting
blade lasts many times as long as the blade of any other cutter, but it may
be changed as easily as a safely-razor blade.

AN AN R MRS NN ER oo

sawamn;

Yty

FE AR A S AT RS A RS RS w———

v

) i B s

IIRARILEIAA AR ATARENOVASM LA N DR

o 0 e S Y PV @ e e = e e o

Another imporiant advanlage lies in the facl that the needle is placed in
the slot far more easily—a groove enables the operator to slide il in with-

oul trouble. THE RECORD-LITE NEEDLE CUTTER i-F
No wide-awake, aggressive, profit-seeking dealer can afford to be without the i
Record-Lite line. These products sell themselves. i
Your jobber will supply you—mformatzon and prices will be mailed the day you Ej
write—do it right away—today. FH

The RECORD-LITE COMPANY |

(IjNCORPORATED)
SOLE MANUFACTURERS AND PATENTEES

MANHATTAN BLDG. -~ < MILWAUKEE, WIS. U.S.A.

The Record-Lite is being added as standard equipment on many instruments. Manufacturers and Jobbers
should get in touch with us at once.
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We will be glad to correspond with high grade foreign representatives.

A I L L LT T T T T O
TR TP T O




s

64 THE TALKING MACHINE WORLD

BUFFALO VICTOR JOBBERS ACT AS HOSTS TO DEALERS

C. N. and W. D. Andrews and the Neal, Clark & Neal Co. Entertain Talking Machine Dealers’
Association at Elaborate Banquet at Hotel Statler—Some Prominent Speakers

Burraro, N. Y. October 3.—Irom the stand-
point of instructive interest and educational
value the meeting of the Talking Machine
Dealers’ Association, which was held at Hotel
Statler on September 28, was considered one of
the best yet held.

The large number in attendance, the cnthusiasm
manifested and the long distances which many
of the dealers traveled in order to be present
were proof of the great amount of good ex-
pected and received. Mcmbers and dealers
came from Ohio, from Pennsylvania and all over
New York State.

T. A. Davies, head of the talking machine de-
partment at the big store of William Taylor Son
& Co., of Cleveland, was present, and W. D. An-
drews, of Syracuse, represented the interests
from that city.

The program was preceded by a dinner at
which one hundred dealers and their friends sat
down. Selections were given during the dinner
of classical and popular musical numbers by
Miss Lillian Rose Veatch.

Introducing Oscar Saenger, the lecturer of the
evening was W. H. Daniels, of Denton, Cottier
& Daniels, of Buffalo. In his introduction Mr.
Daniels emphasized the value of the meetings
of the association and also the privilege of
hearing as able a man as Oscar Saenger and
the practical advantages of the trade in listen-
ing both to the lecture and the demonstration.

Oscar Saenger, who is one of the most promi-
nent of the music teachers of New York, and
who is responsible for the Oscar Saenger Course
in Vocal Teaching, issued by the Victor Talk-
ing Machine Co., gave a lecture and demonstra-
tion of the value of the Saenger records in
vocal instruction, placing of the voice and its
general development to perfection of tone and
phrasing. The audience was delighted with the
splendid results not only of Mr. Saenger’s
method, but the ease and accuracy with which

each and every tone was reproduced on the
machine.

He was ably assisted by Miss Melvona Pass-
more and F. A. Delano, both of whom are his
pupils. Miss Passmore’s voice is of remarkable
clearness and resonance, and it was difficult in
listening to many of the intricate vocal exer-
cises to know when Miss Passmore’s voice had
ceased and the record begun. Thoroughly reso-
nant and quite as perfect in phrasing was Mr.
Delario’s demonstration. i

Following the demonstration Miss Passmore
and Mr. Delano presented a special program of
music.

On the following afternoon at the Hotel Stat-
ler Mr. Saenger gave a public demonstration,
repeating the lecture in substance, but more
briefly describing in detail his vocal method.

There were 175 persons present, consisting of
vocal teachers, vocal students, members of
clioirs and others interested in music. The
audience greatly appreciated the recital, from
which they derived considerable benefit.

A plan was worked out by Mr. Saenger and
Mr. Delano whereby a lecture and demonstra-
tion could be given in smaller towns at a very
nominal figure. Anyone interested may corre-
spond with the Buffalo jobbers.

W. H. Daniels on Charging of Interest

During the course of the meeting W. H. Dan-
iels, head of Denton, Cottier & Daniels, made
the following interesting talk in which he urged
the charging of interest on all talking machine
contracts and gave his reasons. He said in
part:

The charging of interest on instalment sales is a sound
business proposition. It is equally fair to all. It is fair
to the cash purchaser. It is fair to the instalment pur-
chaser and it is fair to the dealer.

The dealer who sells goods on instalments, without
charging interest, at the same price that he does for cash,
does a great injustice to the cash buyer—his best cus-
tomer.

I believe the man who invented interést was one of the

greatest inventors the world has ever known. l.arge sums
of money are continually being made throngh interest.
Banks and trust companies make all their profits through
interest. Insurance companies make large sums through
interest. Many people do not work at all, but get their
living from interest on their money.

Why should not talking machine dealers participate in
interest profits?

An interest account is a wonderful account. It works
while you sleep. )

It works 365 days in the year. It works 365 nights in
the year.

It never takes a vacation. It continually keeps on pro-
ducing profits, like a good gas or oil well, practically with-
out expense.

I cannot understand why some dealers should spend
their time selling needles at 10 cents a package and not
charge interest on instalment sales.

Interest is a product of the brain and not manual labor.
No man ever hecame wealthy through manual labor alone.
Most of us should use our heads more than we do in
business.

Do not say ysur business is too small and the interest
doesn’t amount to anything. Your business will grow if
you attend to it properly, and an interest account will
help it grow. If you have no use for the money you might
give it to your employes by raising their salaries. They
will be perfectly willing to take it. Start an interest ac-
count a-going and in a short time you will be surprised
what- it will amount to.

If you have $10,000 out on instalment paper at 6 per
cent. you will receive $600 per year, or $50 per month.

If you have $20,000 out on instalment paper you will
receive $1,200 a year, or $100 per month.

If you have $100,000 out you will receive $6,000 per
year, or $500 a month.

If you have $300,000 out you will receive $18,000 a
year, or $1,500 a month.

There are many sound reasons why you should charge
interest on your instalment sales. If you should die, or
wish to retire from business, you will receive more for
your assets if your paper draws interest. If you should
go to a bank and want a loan, you will find the first
question the banker will ask you is “Does your paper draw
interest?” If it does, you will get a larger loan on it.
There are a great many reasons why your paper should
draw interest and there is not one sound reason why it
should not.

My house is a fairly large establishment and the rent
account is quite an expense. We pay every cent of rent
out of money which we receive on piano and Victrola in-
stalment paper—every cent of it. I do not mean the rent
of the talking machine department only, but on our entire
establishment.

If you wish to eliminate your rent account, or reduce it,
charge interest on your instalment paper. For many years
we have paid spot cash for our goods. '

We have not borrowed a dollar from any bank, or from

U

Position of drawer when pulled out

are in vertical position.

The Globe-Wernicke Co.

Position of drawer with spring pressure re-
leased and every record instantly accessible.

Brown Disc Record Cabinets Solve All Difficulties of Finding andjReplacing Records
When not being played records lie flat, absolutely preventing any possibility of warping and to be easily accessible they
S0 many advantages does this cabinet offer over others that it has proven to be a quick seller.

The new Globe-Wernicke Disc Record Cabinet Catalogue illustrates and describes four styles—a two-drawer, four-
drawer, six-drawer and twelve-drawer.

Ask for Catalogue No. 317 T.

The GlobeWerpicke Co. CINCINNATI

I

Offers an entirely different
disc record cabinet
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anyone else to carry on our business. I attribute this

financial condition solely to the fact that our accounts draw.

interest and are, consequently, paid more promptly. There
is an incentive for the people to pay promptly.

During the past fifteen or twenty years our house has
bought out rio less than eight or ten piano dealers—dealers
selling pianos on instalments, The aggregate amount of
these assets was over a quarter of a million dollars. We
purchased these assets at a discount of anywhere from
17% per cent. to 35 per cent.

The assets of those dealers whose paper did not draw
interest we got at the largest discount. The assets of those
dealers whose accounts did not draw interest were in the
worst condition. The reason for their being in bad con-
dition was the fact that their paper did not draw interest.
There was no incentive for the people to pay promptiy.

I have had a great deal of experience in the instalment
business.

I have been in it all my life and I am giving you facts

Those present at the banquet included: C. C.
Andrus and Miss Marcellene Austin, Tona-
wanda, N. Y.; W. D. Andrews Co., Syracuse,
N. Y, W. D. Andrews; W..D. & C. N. Andrews,
Buffalo, Mr. and Mrs. C. N. Andrews, C. M.
Logan, A. W. Fiscus, F. C. Kraft, F. \WW. Arm-
strong, Wm. B. Herbert, Miss Rose Heyler;
Alger & Hart, Alden, N. Y., A. G. Hart, N. A.
Alger; J. N. Adam & Co., Buffalo, S. V. Simon,
W. R. Gardner, E. A. Stenner, Robert Rodenberg;

.C. G. Bushnell, Gowanda, N. Y., . G. Berger;

A. RBellanca Co., Buffalo, Chas. Bellanca; Bar-
low Hardware Co., Corry, Pa., Mr. and Mrs. R.
Barlow; Burley & Biesinger, Buffalo, A. V.
Biesinger; Bieda Bros., Buffalo, G. M. S. Guy;

Ostheim; H. B. Kurtz, Conneaut, O., Mrs. R. E.
Lane; Kaeppel Piano Co., Buffalo, Carl Kaeppel,
Martin Kaeppel; Mrs. A. E. Lawless, Seneca
Falls, N. Y., Mrs. A. E. Lawless; Leopold Fur-
niture Co., Cleveland, O., Arthur Leopold;
Landauer Bros., Medina, N. Y., Jesse Landauer;
R. L. Loud, Buffalo, R. L. Loud, R. C. Schermer-
horn, H. G. Towne; 1. Melzer Co., Inc., Buffalo,
1. Melzer, Louis Melzer; M. Doyle Marks Co,,
Elmira, N. Y., J. C. Langeland; Music Lovers’
Shop, Rochester, N. Y., G. M. Richter, H. A.
White; Moore & Kimball, Brockport, N. Y., A.
L. Kimball; Neal, Clark & Neal Co., Buffalo, O.
L. Neal, B. E. Neal, H. B. Clark, W. J. Bruehl,
O. H. Williams, Miss M. E. Forrestel, Miss

Banquet of Talkmg Machine Dealers Association of Buﬁalo, September 28, 1917

based on experience, not theories. Some men have a
theory that they can make just as much moncy in selling
goods on instalments without interest as they can by
charging interest. But from my cxperience I find that is
enly a theory and not a fact, and when a fact disputes a
theory it is time to do away with the theory.

At the conclusion of Mr. Daniels' talk Mr.
Andrews stated that all the Buffalo dealers
charge interest at the present time, and that
since the preceding mecting thirteen dealers out-
side of Buffalo had been induced (o add interest
charges to their instalment contracts.

The dcalers present at the meeting and ban-
quet were the guests of the Buffalo jobbers, \W.
D. and C. N. Andrews and the Neal, Clark &
Neal Co., and the entire expense of the singers
and demonstration was borne by these firms.

ALSO JOINED IN RESOLUTION

Reynolds Music House Among Jobbers Who
Paid Tribute to Walter Fulghum

On another page of I'he World this month is
reproduced an engrossed resolution presented to
Walter Fulghum, long head of (he order de-
partment of the Victor Talking Machine Co.,
upon the occasion of his resignation recently.
Through error the name of the Reynolds Music
llouse, of Mobile, Ala,, did not appear on the
resolution at the time it was photographed, but
was duly engrossed upon later.

ENTHUSES OVER DELPHEON PLANT

J. D. Manton, Delpheon Distributor in New
York, Returns From Visit to Bay City

J. D. Manton, head of the Delpheon Sales
Co., 25 Church street, New York, distributors
for the products of the Delpheon Co. in this
territory, visited last week the Delpheon factory
at Bay City, Mich. Mr. Manton spent several
days at the plant in order to gain a first-hand
knowledge of the manufacturing methods.

When he returned to New York he expressed
his enthusiasm regarding the Delpheon plant,
stating (hat he was greatly impressed with the
splended facilities it has in every department,
and that he was particularly impressed with the
veneer plant. It is stated that the company has
one of the finest lines of selected mahogany ve-
neer in the conntry, which is indicated in the
beauty of Delpheon cabinets.

Mr. Manton is planning to take care of an
active fall trade in (his territory, and quite a
nmnber of responsible dealers have evidenced
their desire 1o handle the Delpheon line in the

Clark Music Co., Buffalo. H. R. Green; Denton,
Cottier & Daniels, Buffalo, W. M. Daniels, J.
H Huber, C. H. Heinike, Frank N. Farrar, Pat-
rick Feeley; Geo. H. Graf & Co., Dunkirk, N. Y.,
H. B. Graf, Mr. and Mrs. G. H. Graf, Miss
Esther Ginther, Miss Mary A. Crowe; W. F.
Gould, Buffalo, \W. I. Gould, L. G. Brown;
Hall’s Music House, Warren, O., G. B. Hall;
M. H. Hansel & Co., Williamsport, Pa., M. H.
Hansel; Houck & Emens, Buffalo, A. D. Houck,
E. C. Emens; Wm. Hengerer Co., Buffalo, H.
Childs; A. C. Hollenbeck, Akron, N. Y., A. C.
Hollenbeck, George Tyler; A. H. Jenks & Son,
Mt. Morris, N. Y., Alonzo Jenks, j. M. Stull;
Paul Kuehn, Buffalo, Paul Kuehn; Kurtzmann
Piano Co., Buffalo, S. A. Owenhouse, Wm. T.

Dorothy Rockiord, Henry Stein, Miss Thelma
Weber, Miss Frann Cobb; C. \W. Parker, Dans-
ville, N. Y., C. W. Parker, Mrs. C. W. Parker;
Schwegler Bros., Buffalo, A. F. Schwegler, S. J.
Schwegler; H. Steuber & Son, LeRoy, N. Y,
L. W. Steuber; Schmidt Co., Buffalo, Mr. and
Mrs. A. G. Clark; Richardson & Hammond,
Middleport, N. Y., C. H. Hammond, C. R. Rich-
ardson; Wm. Taylor Son & Co., Cleveland, O.
T. A. Davies; H. C. Webster, Silver Creek, N.
Y., Mr. and Mrs. H. C. Webster; Chas. Willard,
Olean, N. Y., Chas. Willard; Watrous & Rum-
sey, Perry, N. Y., C. M. Rumsey; Winter Piano
Co., Erie, Pa, Miss Mae A. Kelly; T. Floyd
Young, Lackawanna, N. Y., T. Floyd Young, C.
A. Hausman.

Metropolitan district. As Mr. Manton has been
associated with (he talking machine industry
for a number of years, he fu]]y understan(ls thc

will easily learn why

superior.

piano and violin

THE MASTER
Instrument of the 20th Century

Compare all other makes of present-day
phonographs with the Stradivara and you
it is marvelously

Stradivara is made complete in ONE FACTORY.
Not assembled in furniture factories

It is the only phonograph in the world that contains a

spruce sound board, being built on the principle of the

"This high-grade phonograph truly

reflects the genius of the world’s greatest violin inaker.

7 MODELS FROM 345 TO $225 % '
E———— Special Notice m———
TO WIDE AWAKE DEALERS

STRADIVARA is absolutely the last word in phonograph tone perfection.
QOur competitors actually admit its superior tone.
Selling is exceptionally strong in the trade—our dealers report good busi-

ness. Are you a STRADIVARA dealer? If not, write for the most liberal

discount proposition ever offered. SEND FOR IT TODAY.
BIG SCHILLING PIANO CO., Inc. REPEAT
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