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THE TALKING MACHINE WORLD "

The Highest Class Talking Machine in the World
THE INSTRUMENT OF QUALITY

ONoT

CLEAR AS A BELL

Erom the New York Globe

 CANNED MUSIC
" MAKES ROUNDS

o, | Plays the Whole Day Through,
=-!  for Our Men and the Wounded

| French.

By JUNIUS B. WOOD.

(Cable to ths New York Globe and Chi-

cago Dally Newn. Coprright, 1917.) !

PHE AMERICAX ARMY IN;
' FRANCE, Decc, 11—In a certain un-
named spot A few miles back of thc
iFrench front are the long one-story
afframe~batracks of & regiment of
| American raflroad engineers. These
: ‘buildings, with those of a French hos-
1 | pltal, ncar which Is & cemetery that
- | is dail¥ growing larger, form a mush-
rooiniike military city. Day and nigbt
Lhe Arericsds take raing wp under:
firc and return to sleep and rcst in
the Larracks.

IEvery morning, and somctimes of-
| tener, according to how the fighting
goes, they bring in a long train which
stops at an equally long platform,
'livhne its- load of hclpless, sufféring,

and bandaged humanity is carried
| lnto the wards of thie adjoining hos-
{ pital. Fach onc who is more seriously
lwounded is taken farther to more
comfortuble and Dbetter equipped
permanent hospltais  in southern
Fran . The wounds have been
bandsged i the teinporary fieid dress
ing stations, but only in a few cases
Bas there bccn an opporiunity to

Sz AT

. BT 2 @

F orr eyt =

o A

fer® ths paticnts aro hurried to this
evacuated hospital. Tben starts the
41zh® {0 a1 back the flickering flamc
of life.

In that war born city Is one phono-
graph., Grand opera singers, amusing
actors, and entertaining speakers do

| not come to that hospital in the war
zone. A single box.of ‘‘canned music'
71 is all they have to reifeve tho monot-
ony of the puffing ijocomotives, the
stificd groans of thelr feilow wounded
-1 and their own gnawing pain. Ocea-
sonaily German homb dropping ma-
chines seem relugtant even to permit
these fragties of humanity escape.

It is Never Silent.

One thoughtful New York mother
sent this ray of brightness to her son,
& captain In a raiiroad regiment. He
turncd it over, records and all, to tho
hospitaf so that all might use it. Now
It 13 never silent day or night until
taps eounds. Early In the morning

Te

L starts on_ita rounds through the
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Mng from preumonia and still others

We=h off the dirt of the trencbes be-'is also spreading tlie good samaritan-

'gg'ho does not understand English.

‘war correspondent Amcrican Expedi-

1
hospital wards and by cyening il"
reaches the Y. M. C.” A. hut and|
finishcs the night on a 1ough pine X
board table in the officers’ qum-tersllz
grinding out the old, famiflar home-it
sick tunes. . t

Occasionally when woxk is slack tle ‘f
owner goes himself to run the mn_-.}-

chine. Here is hls descriptlon of a
Sunday afternoon in that strange
city sight:

“[ spent an hour and a half play-
ing the machine in a ward where two
men carried in the records. There
were from s!xty-five to seventy-five
men in the ward. Some were suffer-
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werc terribiy burned by mustard gas. ®
Nearly half of the remzinder had not |
seen daylight for a long time. .All i1
evcs seemed {o be bandaged and there |
was an everlasting coughing. it
“I started off with the “Mar-9
seillaise” and every last man whoi,
had an ounce of strength lett <in his:
system sat up on his cot at salute .7
and tried to raise a bandaged hand ,
if one was left. After that we had |
some American marching sougs, ‘Be
comic opera, grand opera. and everr-jgp
thing left o1x the wourn out racaris. 1 ¥
Records Nearly Worn Out. | ot
“We have used tliése records until .f‘r’

they sound like the proverbial tin can. ig;
I wrote to America a couple of
months ago for more, but £hey never i tl
materialized. The machine works all ,
day in the hospital and we use itjh
only when the patients haove gouns to .8
sfeep. It woudl bc a caiamity if they ;i
were deprived of its solace.” c

For military reasons I am not per-
mitted to give the name or location of
this Aerican regimcnt which, in
addition to its war work of carrying
forward ammunition and supplies and
bringing back the wounded and dying

ism of.music. However, anybody who
wjshes to answer tfie*appeal can send
them to me and the Aincrican post-’
office here wiii see that they are de-
llvered. Anyfhing in the line of
rhusic i3 & balm in the ears of the
wounded, even, of the Irench Pollu,
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Send them in caro of Juhius B, Wood,

—

tlonary Force in France.

1917 was the greatest in the history of Sonora. Each
New Year finds this wonderful phonograph
established more firmly in the public’s csteem.

The Sonora is of unequalled qgalityr. 1 ¢
and offers to you the opportunity for splendid proflt
and the development of a substantial valuable business.

Some territories are still open.

GBORGE E. BRIGHTSON, President

Executive Offices: 279 Broadway, NEW YORK

Write us for details.

N the trenches and battle

zone of Europe 25,000
Sonora Portable Style Phono-
graphs, distributed by our
London representatives, are
with the British army.

In thousands of American
homes the beautiful Sonora
is cheering those left behind,
while the pride of the house-
hold is serving in training
camp, cantonment, or over
seas.

The man leaving for war
should buy a Sonora for his
family because, especially for
the women and children, it is
needed for the mainfenance
of confidence and optimism,
for entertdinment and restful
pleasure, and as a conqueror
of loneliness; worry, and
“the blues.”

$50 $55 60 $85 §$105
$110 $140 $160 $180 $200
$275  $375 $500  $1000
The above are stock models.

Art Models made to
Special Order.

It is easily sold

Elite $180
Sonora operates and is licensed under BASIC PATENTS. of the phonograph industry

hJ

!

Cox ol



- The Talking Machine World

Vol. 14. No. |

New York, January 15, 1918

Price Twenty Cents

LIMIT FREE DELIVERY OF RECORDS

Dealers Inclined to Fix a Limit on Number of
Records That Will Be Delivered Without Ex-
tra Charge to the Customer—Cuts Into Profits

Retail stores throughout the country, particu-
larly the big department stores, have at the sug-
gestion of the Federal authorities, and as a re-
sult of the labor shortage, been making every
effort to cut down the volume of free delivery
-of goods, and at the same time much of the
expense of the system by educating the public to
carry away with them all small parcels. A num-
ber of talking machine men have fallen in line
with the campaign, with a view to cutting down
the volume of record deliveries. In St. Louis,
for instance, the talking machine retailers have
entered into an agreement to refuse to deliver
free less than six records. In other words, a
customer buying five records must carry them
home himself or pay additional delivery charges.
It would seem to be a move in the right di-
rection. Taking all factors into consideration,
the net profit on an individual record, particu-
larly of the popular type, is comparatively small,
and to pay out as much as 50 per cent. or more
of that profit to cover delivery doesn’t smack
of good business. The practice has been carried
on in the past under the broad term of service,
it being felt that the customer would carry away
!:tough records personally to balance it, but a
definite rule on deliveries, and the minimum set
on the number of records that will be delivered
without charge, eliminates the element of chance.
It gives the dealer what is due him as profit.
It is just one of the trade improvements that
can be laid directly to wartime conditions.

WOULD MAGNETIZE NEEDLES

One Writer Believes That It Would Prove Con-
venience to Talking Machine Owner

A writer in “System” makes the following
suggestion regarding the handling of needles
that might prove of interest to some members
of the trade. He says: “I would magnetize my
steel reproducing needles so that instead of
lying flat in a tray and scattering all over its
surface they would bunch together. This would
make them much easier to pick up and would
prevent them from rolling out of the tray at
every jar.

“When any of them fell into the top of the
phonograph, instead of being compelled to pick
them out one by one, my customers could easily
brush them into a corner and remove them all
at once. The same would be true should the
tray containing them be upset.”

ON “GOING AFTER BUSINESS”

“Only about one sale in ten is a floor sale—
the other nine are accomplished almost entirely
by outside effort, by carrying the instruments
out for home demonstration,” remarks W. H.
Stoakes, Edison dealer at Grinnell, JTowa.

“There is more than a grain of truth in what
Mr. Stoakes writes,” says the Editor of Edison
Diamond Points. “There are many of them. We
have long preached home demonstrations and
outside canvassing. The man who stands behind
a counter all day and waits for customers to
come to him will wait a long time. You should
leave your counter and go after business.

“Time was when the dealer did not find it
necessary to go after business. Times have
changed.

“‘I hauled out eleven instruments into the
country and sold nine of them inside of two
weeks,” writes Chris Verwers, of Keota, Iowa.

“If you have a Ford all the better. As George
Silzer puts it ‘Crank her up and hit the high-
way for those sales that won't come to you.'”
This suggestion is well worth considering.

BERLINER'S LATEST INVENTION

Canadian Talking Machine Man Produces Fly-
ing Dirigible Torpedo Usable on Land or Sea

Which Has Attracted Considerable Attention
—_——

Emile Berliner, widely known through his in-
ventions in the talking machine trade, and whose
improvements in the telephone made long-dis-
tance talking over a wire practicable, is now the
inventor of a flying “dirigible torpedo,” utilizable
on land as well as on sea.

Dr. Berliner’s contrivance is in effect a small
aeroplane—a monoplane in miniature—run by a
little gasoline engine and motor and carrying
a propeller and a rudder that is set Dbefore
launching. It has other means of automatic
control, with a gyroscope to keep it level.

The machine is nothing more nor less than
an artificial bird that holds a torpedo in its
beak. More definitely speaking, the torpedo,
carrying a heavy charge of high explosive, is
held by spring arms in front of the little aero-
plane, so as to be set off on striking the target:

For use on the sea, the flying torpedo may
be modified by attaching beneath it a small plane
set at such an angle that the machine on strik-
ing the water will skip along over the waves to-
ward an enemy ship, the difficulty of hitting it
with gunfire being thereby greatly increased.

Dr. Berliner’s latest invention has been the
subject of considerable notice in leading papers.

MAKING THE TELEPHONE AID SELLING

Proper Use of Telephone Frequently Means Time
and Money Saved for the Talking Machine
Dealer Who Uses Some Originality in Work

With the price of printed matter still soaring
skyward and with mailing costs materially ad-
vanced by the war tax, the telephone may come
into more general use as a means of selling rec-
ords. Merchants in a great many lines of trade
outside of the talking machine field have been
steadily placing greater dependence on the tele-
phone as a means of keeping in intimate touch
with their patrons. In fact, it seems logical to
presume these merchants in other fields have
broken the ice, so that the increased use of the
‘phone by talking machine merchants will be
cordially received.

A certain talking machine dealer has adopted
the plan of mailing out the new record lists
each month and then instead of following up his
customer by mail, he calls each one by ’phone,
.runs over the list somewhat after the manner
of a giocer enumerating household necessities,
and, where the customer evinces interest,
he places that record on the group to be sent
up on approval. When the records are deliv-
ered on approval, a personal letter accompanies
them, outlining the individual beauty of each
record. Thus the dealer introduces a maximum
of the personal element at a minimum cost.

SOLDIERS WHO ARE REAL ARTISTS AS WELL AS ARTISANS

Members of Company B, 306th Infantry, Make Special Case for Popular Priced Talking Machine
Which They Find the Keenest Source of Pleasure and Entertainment in the Camp

The talking machine is undoubtedly the
greatest comfort to the men in the camps, as it
is to the men in the trenches at the front. No
other musical instrument affords them such
pleasure, because it brings into their lives the

placed it in a case which they specially built and
decorated themselves, with the result that they
have now something very unique in an outfit.

The outside of the cabinet shows as a dec-
oration the great seal of the United States, and
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© 1917, Underwood & Undericood, N. Y.
hest in song arnd music, and enables them, when
they are so inclined, t6 dance to its inspiring
music. The men in the camps, however, are just as
inclined to the good-looking talking machine
as are their folks at home, and the picture here-
with is of unusual interest in this connection.
1t shows how the members of Company B, 306th
Infantry took a popular-priced talking machine,

Company B, 306th Infantry Enjoying Themselves

other decorations which emphasize that the
men of this company are not only artisans but
artists. Around this talking machine the mem-

* bers of Company B gather in the evening and

spend hours listening to the music of the day,
including very often music of the better type,
for the men who are in camp do not leave their
musical taste and inclinations at home,
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Why 1918 Holds Great Possibilities For Every
One In The Talking Machine Trade <

ROM almost every angle 1917 has proven a most unusual

year in the talking machine industry. It has been a year to
test the stability and permanence of the trade and be it said that
the trade has not been found wanting under the test. War has
brought with 1t many problems for both talking machine manu-
facturers and dealers. Its effect has been first of all to curtail
supplies and labor, and to hinder the transportation of peace
products to an alarming degree. But, on the other hand, it has
brought with it a wide recognition of talking machines and rec-
ords as genuine essentials in the equipment of military units.
The coming of the New Year sees the talking machine more
firmly intrenched than ever in the hearts of the people, and as
a result the future looks bright indeed.

Review of Holiday Business in Machines and Records

Despite the war and despite the high cost of living and other
factors connected therewith, the holiday business in talking
machines and records reached proportions that swamped the
facilities of both producers and retailers. Conditions made it
impossible for many of the manufacturers to keep their output
up to a point reached the previous year. Transportation prob-
lems likewise have had their effect, and there really seemed to
be something the matter with the dealer who could say he went
through the month of December without suffering serious loss
of sales in some manner and through no fault of his own.

It was a noteworthy fact that the big demand was for ma-
chines selling in the neighborhood of $100, and therefore, the most
serious shortage was in that type of machines. Machines retail-
ing at from $20 to $40 were not such good sellers, and both
jobbers and dealers had the experience of seeing these machines
lie on their shelves without moving while at the same time they
were turning down orders for the more expensive models, or at
least endeavoring to install temporary substitutes.

Factories Couldn’t Turn Out Records Fast Enough

The record situation was similarly embarrassing. Aside
from the call for standard vocal and instrumental numbers, it
seemed that everyone who owned a talking machine or expected
to own one, wanted records of “Over There,” “Goodbye Broad-
way, Hello France” and the other hits of the day, and the result
was that the record supply in no sense met the demand. Of
course there were plenty of records, but while they were fre-
quently accepted as substitutes, they were not just what the pub-
lic were crying for. The factories could not simply turn out the
required records fast enough. It was impossible, and the result
was embarrassing.

In order to relieve the record situation and help clear up
the jobbers’ and dealers’ shelves and to enable the factories to
catch up with orders, several of the companies have shown an
inclination to cut down on their monthly lists of new records.
The Victor Co. has taken the first step in this direction, by in-
cluding only fourteen new selections in its January record supple-
ment, and it is stated that the same plan will be followed out for
several months to come at least. Several other companies have
arranged to adopt the same method, or are contemplating some
uch action, in an effort to clear the decks for the coming year.

The Industry on a More Permanent Basis
During the past year or so the industry may be said to have
tled into more or less permanent channels, and this fact also
augurs well for the future. Tn 19153, it will be remembered, there
was a great influx of new concerns into the trade. Hardly a day
passed without its group of new corporations setting forth their

intention of making machines or records. They apparently felt
that there was great wealth simply waiting to be grasped. There
were also many new concerns in 1916, but the number had
dropped oft materially from the previous year.

It is quite evident that many of these corporations were of
the fly-by-night variety. ‘Their object was to sell stock and
plenty of it and to offer machines at retail far under established
prices and for that matter far below established quality. Many
of these concerns dropped by the wayside without delay; 1917
has seen the clearing out of others, while the companies prop-
erly organized, and with the correct appreciation of the status of
the trade, have survived and established what may be looked
upon as permanent positions in the industry.

That the trade condition in this particular is more or less
settled is a matter of congratulation for both the trade itself
and the public, for it acts as a protection to both sides.

Must Have Courage to Plan Ahead

From present prospects it is safe to assume that 1918 holds
great possibilities for everyone in the talking machine trade, but
to take advantage of the opportunity, the trade members must
have faith in the future and the courage to plan ahead. If early
ordering was ever necessary, it should be doubly necessary dur-
ing the months to come. It is going to be harder than ever for
the factories to keep up production to a high pitch, and with the
war demands on the railroads, harder than ever for the whole-
salers and retailers to get the goods within a reasonable time
after they are shipped. It is only by working far ahead that even
a fair measure of protection can be assured. In other words,
the retailer who does not place his orders for holiday stocks in
the spring at least, is simply taking big chances on the future of
his business. It will mean tying up some capital, and perhaps
a little financial strain, but the sacrifice will be worth while, if
the trade members plan to stay in business.

Why the Talking Machine Is a Necessity

The big banking interests and some Government officials
are preaching the doctrine of rigid economy by the general pub-
lic, advising them to discontinue the purchase of anything not
ranking as a necessity of life. This doctrine in itself should revert
to the benefit of the talking machine trade. The fact that the
Army and Navy have already absorbed thousands of talking
machines of various types and thousands, if not millions, of rec-
ords, and are at the same time appealing for more with the full
endorsement of the officials, is the best indication that the talking
machine is a recognized wartime essential. From the viewpoint
of economy, it can also be viewed in a favorable light for it
requires a minimum of outlay in proportion to what it has to
offer. The machines themselves are comparatively low priced,
and record libraries can be built up by the expenditure of only a
few cents weekly. In fact, it can safely be asserted that the talk-
ing machine is one of the real “essentials” to the nation in war
times.

New Year Going to Mark Important Era

From every viewpoint, it would scem that 1918 is going to
mark a new era in the progress of the talking machine, as well
as genuine prosperity for those members of the industry who
have the courage to take full advantage of the opportunity that
is there. Certain it is that the manufacturers are not letting the
grass grow under their feet. \While frankly able to meet only a
percentage of the demand for their products, they have kept
up their advertising to the full limit, and in some instances a

Lid Supportc
Necdle Cups
Needle Rests

BEST QUALITY
WEBER-KNAPP COMPANY -

Door Catches
Sliding Casters
Continuous Hinges

Talking Machine Hardware

We manufacture hardware for all styles of cabinets

LOWEST PRICES
Jamestown, N. Y.

little stronger than ordinary, and plan to do
so in the months to come in order that the
public may be kept in close touch with talk-
ing machines and records until such time as

SaEkTey the industry can take full advantage of all
K:':{ss, ::cs the seclling opportunities that exist or will

exist. It is this spirit of building for the
future that is responsible for the present
strong position of the talking machine.
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Victrola lx-A, $57.50

Mahogany or oak

Victrola XI-A, $110

Mahogany or oak
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- Victor Talking Machine Co. 18

S Camden, N. J., U. S. A. 4 SIS
] H Berliner Gramophone Co., Montreal, Canadian Wholesalers Victrola XVI, $215 g'l i; !
gl ! “Victrola” is the Registered Trade-mark of the Victor Talking Machine Company Victrola XVI, Electric, $270 . =gl S ’[ = i,
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any other Talking Machine or Phonograph products is misleading and illegal. T NN ta

Important Notice. Victor Records and Victor Machines are scientifically A 0 A N o~

co-ordinated and synchronized by our special processes of manufacture, ;
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and their use, one with the other, is absolutely essential
to a perfect Victor reproduction.
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Albany, N. Y....Gately-Haire Co., Inc. Des Moines, Ia....Mickel Bros. Co. Omalia, Nebr...... A. Hospe Co. i |
Atlanta, Ga....... Elyea-Austell Co. ' Detroit, Mich...... Grinnell Bros. Nebraska Cycle Co. =4
A Phillips & Crew Co. Elmira, N. Y...... Elmira Arms Co. Peoria, Il......... Putnam-Page Co., Inc. 2
o Austin, Tex...... The Talking Machine Co., of | E1 Yaso, Tex. ....\W. G. Walz Co. Philadelphia, Pa..Louis Buehn Co., Inc. N =3
Texas. fionolulu, T. Ii.... Bergstrom Music Co., Ltd. C. ]. Hepp h Co., I W=
— 1t Baltimore, Md....Cohen & Hughes. Houston, Tex..... Thos. Goggan & Bro. 'I;}e‘remT];f"]hﬁ:ggxl*&gchmoe cf,‘c —
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. M Andrews Music House Co. Jacksonville, Fla..Florida Talking Machine Co. |Pittsburgh, Pa....W. F. Frederick Piano Co. ;T
= B.am,.or. BEe00000;, IKansas City, Mo..]J. W. Jenkins Sons Music Co. C Mellor Co., Ltd. / =t
1 Birmingham, Ala, Talking Machine Co. Schmelzer Arms Co. Standard Talking Machine Co. =
‘ Boston, Mass..... Oliver Ditson Co. Lincoln, Nebr..... Ross P. Curtice Co. Portland, Me...... Cressey & Allen, Inc. :_
The Eastern Talking Machine | 1;1i1¢ Rock, Ark..0. K. Houck Piano Co. Portland, Ore..... Sherman, Clay & Co. ) =
! The M. Steinert & Sons Co. {Los Angeles, Cal..Sherman, Clay & Co. Providence, R. I...J. Samuels & Bro., Inc. | =
y— Brooklyn, N. Y...American Talking Mch. Co. Memphis, Tenn....0. K. Houck Piano Co. Richmond, Va..... The Corley Co., Inc. i =
G. T. Williams. ) Milwaukee, Wis...Badger Talking Machine Co. W. D. Moses & Co. l —
— [ Buffalo, N. Yy T W D& C. N Andrews. Minneapolis, Minn.Beckwith, O'Neill Co. Rochester, N. Y...E. J. Chapman. |l —
|‘ Neal, Clark & Neal Co. Mobile, Ala........ Wm. I{. Reynalds. The ’I‘alkmg Machine Co. |h =
—_— h Burlington, Vt.... American Phonograph Co. Montreal, Can..... Berliner Gramophone Co., |Salt Lake City, U.Consolidated Music Co. il‘; e
] !’i Butte, Mont...... Orton Bros. Ltd. The John Elliott Clark Co. 'ii|' —
{ Chicago, IIl...... Lyom. & 16zl Nashville, Tenn....0. K. Houck Piano Co. San Antonio, Tex.Thos. Goggan & Bros. ‘.;1| =
=il The Rudolph \Vurlxtzer Co. |Newark, N. J..... Price Talking Machine Co. San Francisco, Cal.Sherman, Clay & Co. i) =
Al Chicago Talking Machine Co. | New Haven, Conn.Henry Horton. Seattle, Wash...... Sherman, Clay & Co. 1o e =
Cincinnati, O..... The Rudolph Wurlitzer Co. | New Orleans, La... Philip Werlein, Ltd. Sioux Falls, S. D..Talking Machine Exchange. ‘, Ri=
) Cleveland, O...... The W. H. Buescher & Sons | New York, N. Y...Blackman Talking Mach. Co. |Spokane, Wash....Sherman, Clay & Co. ! ’
Co. Emanuel Blout. . ] i =
The Collister_ & Sayle Co. C Bruno & Son, Inec. s Ol D Koerber Brenner Music Co.  ff =
iy The Eclipse Musical Co. Davega, Jr., Inc. | St. Paul, Minn....W. J. Dyer & Bro. };
7 B//JfF| Columbus, O......The Perry B. Whitsit Co. | ghaljfe?gegﬁlggh .. Syracuse, N. Y....W. D. Andrews Co. ) =3
u Dallas, Tex....... Sanger Bros. {anday Bl:OS., Ine. 3 . Toledo, O.......... The Whitney & Currier. \ \ |
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AN IMPORTANT

ACCESSORY—-ALBUMS FOR FILING DISC RECORDS

The enormous demand for “National” Record Albums keeps apace with the ever increasing demand for machines and records, and
our output capacity has been enlarged to meet the greater needed supply. Record Albums have proven themselves to be the best and most
convenient, as well as economic, method of filing and keeping disc records.
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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.

We manufacture disc Record Albums containing 12 pockets to fit cabinets of all sizes and styles.

Practical and handy.

the indexes they are a complete system for filing all disc records.

For durability, finish and artistic design. our Albums are unsurpassed.
\Write us giving quantity you may desire, and we will quote prices.

prices are the lowest.

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

We also make Albums containing 17 pockets.

A profitable

With

\Ve have unexcelled manufacturing facilities, and considering quality our

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

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

WIDDICOMB PHONOGRAPH CATALOG

Handsome Publication Illustrating and Describ-
ing New Products of This Company

The \Widdicomb Furniture Co., of Grand
Rapids, Mich., have just published their first pho-
nograph catalog entitled “The \Widdicomb, a
Finished Product.” It has been prepared in a
very attractive manner and thoroughly de-
scribes and illustrates the eight Period models
constituting this attractive line. They embrace
examples of the Chippendale, Colonial, Adam,
Queen Anne and Early American Schools. Fine
coated paper is used throughout and perfectly
prepared half-tone work reproduces in detail
the fine architectural points of each model, which
ar¢ most distinctive. On each page the slogan
of the company appears. “Play it Yourself.”

The various constructive and individual fea-
tures of the Widdicomb phonograph are de-
scribed in detail. Among the many improve-
ments mentioned is the tone control. operated
from a distance, whereby the operator by means
of a decorative cord is able to give added ex-
pression to his records—the action of this modu-
lator is similar in effect to the devices used by
the manufacturers of player-pianos. The tone
control is found on all models of the \Widdi-
comb. The tone chamber, accessible record

les, balance cover support are also described.

DEDICATES TOAST TO FIGHTING MEN

Dr. M. Goldstein, of Boston Book Co., Writes
Some Patriotic Verse

Herewith is reproduced a little New Year’s
toast dedicated to our soldiers and sailors, the
work of Dr. M. Goldstein, who is connected
with the Boston Book Co., the prominent New
York manufacturers of record albums;

A Toast to our Boys in Khaki,
2\ Toast to our Boys in Blue,

A Toast to our Brave and Plucky.
A Toast to our Red. White and Blue,

-\ Toast to our Allies on Land,

.\ Toast to our Allies on Sea,

.\ Toast to those IHeroes in Command,
.\ Toast to the Brave and the Free.

REFRAIN
Hurrah for our Boys in Khaki,
Iurrah for our Boys in Blue,
Hurrah for the Brave and the Plucky,
IMurrah for our Red. White and Dlue.

JORDAN CABINET WORKS ORGANIZED

The Jordan Cabinet Works, of Brooklyn, was
recently incorporated with a capital stock of
$§25.000. Those interested are E. E. and E. B.
Jordan, Jr., and A. B. Wilson.

The Phonograph Clearing House, Inc., of

Manhatian, has been incorporated.

Retail Price, $1.25

Announcing

“Music in the Home”
By ANNE SHAW FAULKNER,

A book of the utmost importance to the trade at this time

ASK YOUR DISTRIBUTOR REGARDING IT!

Author ot “What We Hear in Music”

Dealer’s Price, 65 cents

RALPH FLETCHER SEYMOUR, Publisher, Fine Arts Bldg., CHICAGO

BARTLETT MUSIC CO.’S DISPLAY

In Window Dressing Contest Conducted by Los
Angeles Express and Tribune

l.os AxGeLEs, CAr., January 6.—The Los .\n-
geles Express and Tribune recently conducted a
window dressing contest which was unique in

[ -

Bartlett Music Co.’s Window Display
many particulars, and which scored an emphatic
success. The contest embraced many indus-
tries, and each house participating presented its
display in the window of the Los Angeles Ex-
press and Tribune. Herewith is shown the win-
dow display prepared by the Bartlett Music Co.,

Columbia dealers. During the week of this
display a number of people called at the
offices of tlie newspaper to inquire on what
floor the phonograph department was located,
as they wished to buy a Grafonola and records.
These inquiries were directed to the nearest
Columbia dealer, and the display thereby served
a dual purpose.

\We hear a lot of “necessary evils,” but did
you ever hear of an unnecessary good?
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Victor
Supremacy
1s lasting

Victrola XIV, $165

Mahogany or oak
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Victrola VIII-A, $45
Oak

N
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It 1s built on the solid
foundation of great things
actually accomplished.

And the success of every
Victor retailer increases
with every new develop-
ment of this wonderful
instrument.

Victrola I1X-A, $57.50

Mahogany or oak

Victrola XVI, $215

Victrola XVI, electric, $270
Mahogany or oak
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Victor Talking Machine Co.

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

Montreal, Canadian Wholesalers
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Berliner Gramophone Co.,
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Victrola X-A, $85

Mahogany or oak

Victrola XVII, $265
Victrola XVII, electric, $325
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“Victrola® i the Registered Trade-mark of the Victor Talking Machine
Company designating the products of this Company only.

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

Imiportant Notice. Victor Records and Victor Machines are scien-
tifically co-ordinated and synchronized by our special processes of
manufacture, and their use, one with the other, is absolutely

Victrola XI-A, $110 essential to a perfect Victor reproduction. itm"
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“HIS MASTERS VOICE
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USINESS during the holiday season so recently closed more

than exceeded the prognostications indulged in the early
part of December. Christmas trade opened up slowly, but the
closing days showed tremendous activity in the demand for
machines and records. Reports from correspondents in different
parts of the country vary considerably as to the volume of trade,
for it was most uneven in many respects. Some States showed
an activity that equaled the same period of last year, while
others had quite an increased trade in records but a falling off in
the sales of talking machines due to local conditions and the
lack of stock. But taking the holiday business of the Nation
as a whole, it was, in the face of war conditions, in the main
satisfactory.

Record business has assumed formidable dimensions, and
this was demonstrated not only during the holidays, but during
the first weeks of the New Year. While the demand for popular
numbers, and particularly patriotic numbers of all kinds was
large, yet there is no question but that the demands for records
of standard vocal and instrumental numbers, especially the stand-
ard operas, is becoming an increasingly important feature of the
record business.

Leading jobbers and dealers inform The World that this
aspect of the business is as marked as it is pleasing. The growth
in popularity of records of high class instrumental and vocal
numbers can be greatly aided if the dealers or salesmen concen-
trate on bringing these records to the attention of their cus-
tomers. In this way they can help to move what is usually a
slow moving section of their record stock and help to elevate
the musical taste of the owners of talking machines. They can
do this more effectively if they know something about these high-
class songs or instrumental numbers themselves—if they know
the composers and the character of their compositions and 1m-
part this knowledge to the buyers of these records. In this way
they give these records an interest that would be lacking were
the customer induced to buy one of the records without giving
it the consideration which it would receive if the buyer was prop-
erly interested in the selection and its composer.

HERE is a big field to be developed here—one that un-
questionably means much for the musical advancement of
America, and one that will help in a trade way as well. The
popular and patriotic records will always sell, because they are

seasonable, but the standard conipositions, the classics so to
speak, do not sell in as large numbers as they should, largely
because of the lack of attention given them by a large army of
salesmen. This neglect is entirely due to their lack of real
knowledge of these numbers.

While the leading manufacturers of records tell something
about the high-class records in their bulletins every month, yet
the salesman should have a wider knowledge of the composers
and of their compositions if he desires to appeal to high-class
trade.

This is well worth while, for there is no question but that
the artistic and musical merits of the talking machine are being
more widely recognized to-day than ever before. Evidence of
this fact is to be found in the records now on the market of the
great symphony orchestras and of leading artists both instru--
mental and vocal, who are known and esteemed throughout the
world. '

The dealer and salesman should make a resolution this first
month of the year to give more attention to their record depart-
ments—to learn more about the goods they are handling, not
merely in a commercial way, but also to know the composers and
their works. In this way they will be able to meet the require-
ments of their particular customers, and help educate a large
number of people who are ambitious to expand their record
hibrary by including records of distinct and enduring musical
merit.

T no time in trade history was it so necessary to cultivate an
optimistic viewpoint as far as business is concerned as to-
day. The abnormal conditions brought about through the war
have a tendency to bring about a hysterical state of mind that is
as harmful to the individual as it is to an industry and to the
nation. Now is the time to cultivate that desirable quality in the
world of business which we call confidence, and which is also as
great an essential in the winning of the war.

We must not give credence to every rumor that is put out
portending to calamity or trouble, for there is nothing that
weakens the morale of our business forces quicker than the in-
sidious annoying little rumors that incline one to pessimism and
indifference to necessities whether of war or business.

One thing that we must keep in mind is that the Govern-
ment of the United States is not wilfully or willingly desirous
of bringing disaster to the business men of this country despite
the constant flow of “non-essential industry” news which is
reaching the daily newspapers throughout the country from cor-
respondents in Washington.

E may be in the position of an industry that is not entirely

essential to the military conduct of war, but our industry is
one that is wholly essential to civilization. e need not become
panic stricken because one man in the U. S. A. might do without
musical instruments. They said in England, when war came,
that no one must dream of buying anything new, whether motor
cars, pianos, talking machines, or clothes. But the folks went
on buying just the same; and yet the war loans have been floated
over there with complete regularity and success. Why? Be-
cause the people have found they need music almost as much as
they need food; and a good deal more than they need rich, expen-
sive food and drink. ;

Despite the enormous sums which the Liberty Loan Cam-
paigns, past and future, will bring into the national treasury, the
Government will still depend principally upon taxation to raise
money for the purpose of financing the extraordinary expenditures
of war. Unless the industries of the country are kept going on a
profit-making basis, the-Government will not be able to levy taxes.
The more profit an industry makes, the greater will be its tax
returns to the Government, and the larger will the war-chest
become. Therefore no sensible man will believe for an instant
that the Federal authorities are going to hinder any line of busi-
ness arbitrarily, or will place stultifying restrictions around a
business that otherwise would be able to contribute a quota
towards keeping the war-funds at high-water mark.

OME what may, we are in war, and in it to win. To obtain
our purpose, we shall keep business going all the time; but
that does not mean that everything must go on just as it did be-
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fore the war. That is impossible; and so much the better.
Whatever comes in the future, every bit of brains, nerve and skill
in our industry will be needed.

We must continue to make talking machines and records,
and continue to sell them and sell more of them than ever before
to a people who will be working, planning, organized and organ-
izing; to a cheerful, to a purposeful, to a victory-making people.
We must inaugurate and maintain a campaign of publicity that
will awaken the people of America to the value of music as a
necessity—as a companion that will bring comfort and cheer in
days of sorrow as well as victory.

Music by means of the talking machine is a necessity. It
supplies the fighting forces as well as those who are working at
home for the success of the Nation with that force that re-
plenishes and freshens. For it is hard to define the mysterious
power of music in a great crisis such as we are now going
through. It is the food that nurtures the Nation’s soul, that
stimulates brave deeds, and that increases the determination to
surmount all difficulties.

HE development of export trade not only during the war,

but after peace is declared, is considered by every student
of the nation’s needs to be absolutely essential to the progress ot
our country. A forward step in this direction was the passage
recently by the Senate of the Webb Export Combination Bill,
which it is expected will be enacted into law at an early date.
This measure is a highly desirable recognition of the principle
of co-operation in foreign trade which has had the support not
only of the National Foreign Trade Council but of the leaders
in all branches of industry. American exporters have long been
greatly hampered in their efforts to compete with foreign ex-
porters in the markets of the world by their apprehension that
the Sherman Act forbade combined effort, including even the
organization of joint selling agencies. The Webb Bill removes
such disadvantages as may now be imposed by our anti-trust

laws to the end that American exporters may be free to utilize

all the advantages of co-operative action in coping with com-
binations of foreign rivals united to resist American competition
and a combination of foreign buyers equipped to depress the
prices of American goods.

The passage of the Webb Bill will mean the definite recog-
nition by Congress of the principle of co-operation, and it should
prove a very substantial benefit to the nation’s export trade.

URING the past year talking machine dealers in various
sections of the country through local organizations have
taken steps to eliminate entirely or at least control within reason-
able bounds the practice of sending out records on approval, and
it is to be hoped that the elimination of this practice or at least its
curtailment to a negligible point will become general throughout

the country during the present year. As a matter of fact present
conditions offer to the dealer an excellent opportunity for taking
the bull by the horns and eliminating bad business practices that
have grown up with competition. Stock is going to be short both
in records and machines, and with such a situation the retailer
can come pretty near to picking his trade. If he has the record
the customer wants make the customer buy it outright. If the
records don’t suit, the approval plan is not going to sell them.
At the same time under that plan the records may be out of the
store when somebody else is ready to buy them. Taken from
every angle this is the time to clean house without facing the
danger of serious loss of business to competitors.

UST at this time the presentation by the Musical League of
Philadelphia of detailed figures showing that nearly $102,000,-
000 are spent annually in that city and vicinity in various forms
of musical activity, should serve to interest every member of
the trade, no matter in what part of the country he is located.
The additional fact that there is a permanent investment of
approximately $20,500,000 in musical establishments and musical
instruments in that one city alone must also not be overlooked.
Figures of this sort go far to emphasize the necessity of music
and the part it plays in civic life. The citizens of a city the
size of Philadelphia, whose population is approximately 1,700,000,
do not spend an average of $60 apiece annually on a mere fad or
hobby, but demand value for their money.

Talking machine men could do good work for the industry
by compiling, or assisting to compile, similar figures for their
respective cities or towns. The aggregate amount spent for
music annually, as compiled by such means, would undoubtedly
impress the country to a staggering degree. A few authentic
figures are better than hours of wild conversation in securing
public recognition for music and the things that make music.

T least 50 per cent. of the war rumors that are abroad these
days should be summarily dissolved into thin air. Among
those rumors which should receive scant attention are those pur-
porting that this or that plant has been anywhere from 60 to 100
per cent. commandeered by the United States Government. The
Washington policy as expressed by such men as Willard, Gif-
ford and Garfield does not include drastic action against any in-
dustry. Where individual plants are utilized for war work,
moreover, the manufacturer will have no reason for concealing
the facts. When his plant has been taken over a manufacturer
will immediately inform his clients with respect to his inability
to supply them with goods, because there would be nothing to

gain in a business way by holding back the truth and there is good
will to lose. ‘Therefore, unless direct word is given out by the

manufacturer in person, rumors bearing on commandeering
should be discountenanced.
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HAPPY NEW YEAR!

*PEARSALL *
SERVICE

0000000 S

This big calendar pad has over 300 sheets of record profits.
As you start to tear them off, day by day, keep

in mind.
proved methods and greater profits because the efficient
dealer is specializing on record sales as THE business
foundation.

Full of hope, ambition and prosperity—1918.
—Pearsall Service.

18 West 46th Street
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Pearsall Service
for Victor Records

Every day in 1918 means more business; im-

i

Full of pep
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SILAS E. PEARSALL CO.

VICTOR DISTRIBUTORS

New York
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Edison Message No. 15

WHERE MUSIC STANDS

The merchants in your
street who sell food, clothing
and fuel are selling essentials
to the body. You who sell
music sell an essential to the
mind and body. '

From Confucius down
through the ages practically
every philosopher of note
has declared that music i1s a
human essential.

When you meet a man
or woman who thinks a
phonograph 1s an extrava-
gance ask that man or
woman if good books are an
extravagance. T here is
scarcely anyone who would
dare say that books are an
extravagance, vet books
have limitations that music
does not have. Music, next
to religion, 1s the world’s
greatest solace.

Thomas A. Edison. Inc Don’t be afraid to stick
. . . .
Orange, New Jersey up for music.
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War Problems in the Field of Salesmanship

and How Best

“The worst thing about having to employ so
many new clerks,” said a tired talking machine
dealer, as he looked about at a number of “new
beginners” attempting to wait on the trade in
his store during the holiday rush, “is training
them. It's a job that I haven’t much time for,
and one that takes a lot of steam.”

Yet, without question, the new clerk who is
not given the advantage of sympathetic coach-
ing is sure to make a lot of mistakes, and will
fail to render the sort of service customers of
the store are demanding.

The soldiers who go to France are given
several months of intensive training before they
get on the firing line. They receive instruction
in the methods of warfare which are being used
in the world conflict, so that when they take
their places in the trenches they are prepared
for all developments. _

The new salesman, especially the one just
starting out in selling work, is green timber. He
needs coaching and instruction. He needs to
have confidence instilled into him, so that he
will not lose his nerve when a tough proposi-
tion is presented.

The best way to improve work in the store
is to have a weekly conference or “round table.”
This can be made so interesting and enjoyable
that the clerks, instead of dodging the meeting,
will welcome it. It should be accompanied by
“eats” of some sort, so that the social spirit
will be developed, and bashful clerks encour-
aged to speak their minds.

The boss can be the chairman of the meeting,
and can outline subjects for discussion, but it is
a good idea for him not to attempt to monop-
olize the conversation.

Let salesmen, especially those who are expe-
rienced enough to be able to give good advice,
discuss the problems of their everyday work,
because such discussions will give the new-
comers an idea of what they may expect.

The merchant ‘can devote some of the time to
the description of new models of machines and
the new records, comment on changing prices,
etc., and he should also explain the policy which
is back of the store, so that customers will get
from sales people an expression in line with the
actual policy of the establishment.

Just now, when most prices have been in-
creased, explanations of high prices should be
made intelligently, and advances not simply ex-
cused “on account of the war.” There is a
good reason for the advance in price of every
commodity which is carrying an increase, par-
ticularly talking machines, and it is a good idea
to inform the sales people on this subject. Cus-~
tomers frequently inquire about these things,
and they should be given an intelligent answer.

In the smaller store, where there are only a

Record Cleaners

The“Standard”Circular
Cleaner grips the sur-
face and clings as if on
rails. A cleaner that
has ‘‘made good.”’

PRICE, 50 CENTS, LIST

XVe also manufacture the
Simplex’’ Record Cleaner, 15
cents list price.

SEND 10 CENTS FOR A SAMPLE CLEANER

to Meet Them

few clerks, the proprietor can put in odd mo-
ments to good advantage in explaining to the
new employes the methods which it is intended
they shall use and something about the features
of the line handled.

In this connection it is well to note that
with new sales people having to be trained, now
is a good time to study the arrangement and
marking of record stock. Obsolete methods in
this respect, which were tolerable when experi-
enced salesmen, familiar with all of the retails

o

“To Improve Work

in the Store Have a

Weekly Conference
Round Table”

0 0 A A

of the business, were in charge, make the work
of new employes doubly difficult.

The arrangemeént of record stock in. some log-
ical way (there are several good systems in use)
will enable the rawest recruit in the sales army
to take care of his own work without having
constantly to ask questions of the dealer or one
of his assistants.

The dealer who is training his help should be
possessed of lots of patience. He must expect
mistakes to be made, and be ready to correct
them without animosity. In the case of em-

_ployes who are just being broken into business

harness, reproofs are often taken keenly to
heart, and the dealer can afford to be generous
in his attitude on this subject.

If he shows that he does not demand infalli-
bility, but only earnest intelligent effort, he
will win confidence and loyalty that will go far
to keep the mistakes from being repeated.

The new clerk who is made to feel that com-
mitting an error is not fatal, but that making
the same mistake twice is a capital offense, will
develop a spirit of determination to do things
right, and will soon display ability that will
nean less need for supervision.

One mighty good way to improve the work
of new clerks is by enlisting the aid of traveling
salesmen representing both the jobbers and the
manufacturers.

The travelers are often just as good retail
merchants as those who have stores, because
they are constantly calling on the dealers, and

Automatic Stops

Automatic

Stops are in use every-
where. They give ex-
cellentservice, are easily
installed and are abso-

lutely guaranteed.

SEND 50c FOR SAMPLE STOP

KIRKMAN ENGINEERING CORPORATION, 237 Lafayette St., New York

By G. D. Crain, Jr.

they know good methods when they see them.

Furthermore, they are nearly always more
than willing to co-operate with their customers
in every possible way, and if they are asked to
help in coaching a new hand, they will be glad
to do so.

Many "of these old-timers have seen service
behind a counter themselves, and their sug-
gestions are based on practical experience, and
consequently are worth more than a lot of fine-
spun theories.

Sometimes a traveling man will jump in and
do a little sales work himself, if there happens
to be a lot doing on a busy day. An ounce of
demonstration is worth a pound of argument,
and this is especially true of sales work. 2

After the new clerk has seen how his friend
Bill, the traveling man, handles a difficult cus-
tomer, and how quickly he gets under the hide
of the grouchy individual whose bark is usually
worse than his bite, he perks up considerably.

Use the traveling man in the clerk’s training
school, but don’t forget that, no matter how in-
formal, there should be a training school.

(Copyright, 1917)

COLUMBIA AUDITORS MEET

Second Convention of Auditing Department of
Columbia Co. at Hotel McAlpin a Great Suc-
cess—Important Matters Were Considered

The second annual convention of the auditing
department of the Columbia Graphophone Co.
was held at the Hotel McAlpin, New York, on
December 28 and 29. The two-day session was
devoted exclusively to a discussion of problems,
methods and systems of branch auditing, ac-
counting, stock keeping and inventorying.

Henry C. Cox, comptroller of the company,
brought to the attention of the conference a new
manual of instructions for the guidance of the
company's bookkeepers, which will shortly be
ready for distribution to the branches, and ex-
plained such of its provisions as are new. The
discussion of these new features and of branch
accounting generally was highly interesting and
beneficial to everyone in attendance.

At the conclusion of the dinner at the hotel
on December 28 the entire party were the guests
of the company at the Century Theatre.

The convention adjourned late in the after-
noon of the 29th, every one expressing apprecia-
tion of the benefit derived from the free dis-
cussion of so many topics of special interest.

Those present and assisting were: M. Dorian,
chief auditor, and E. O. Rockwood, T. Allan
Laurie, Homer Reid, H. 1. Moorey, F. S.
Binger, W. G. Wustenfeld, W. E. C. Heym, F.
M. Snell, S. S. Gilroy, R. A. Grant, C. Klebart
and Harry P. Victor. Hayward Cleveland, one
of the veterans, was not able to be present, ow-
ing to his detention on the Pacific Coast, but
he sent a helpful telegram which was read to
his associates, and his place at the conference
table as well as at the banquet was marked by
a vacant chair.

A most gratifying and highly appreciated in-
cident of the conference was the reading of a
letter from H. 1. Willson, general manager of
the company, congratulating the auditing depart-
ment on its fine work during the year and
wishing each member of the staff continued suc-
cess and a Happy New Year.

TAKES CHARGE OF DEPARTMENT

H. V. Boswell, formerly with the Rudolph
Waurlitzer Co., of Louisville, Ky., has taken
charge of the Kaufman-Straus Co.’s talking ma-
chine department in that city. He succeeds
Robert Duffy, who is now with the Columbia
Graphophone Co., of Indianapolis.
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ANNOUNCEMENT
To Talking-Machine Trade

557 E. take great pleasure in announcing the opening i
2@ of our offices. To our New York friends we ex- ‘*
S\ tend a cordial invitation to call upon us, and to our 1
out of town friends an invitation to make our offices their
headquarters when in the city. We are now booking
orders for the highest quality uniform pointed steel talk-
ing machine needles manufactured.
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MADE IN AMERICA
By AMERICAN LABOR

Deliveries Begin Feb. 1st, 1918
Soft, Half-Tone, Loud & Extra Loud

PRICES AND SAMPLES ON REOQUEST

Brilliantone Steel l‘fecedle Co. of America

B. R. FORSTER, President
Marbridge Bldg., Broadway at 34th Street, New York

ROOMS 657-659
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Columbia advertising recognizes the im-
portance of the dealer. To make people
test a Gratonola in your store—that is the
focus of Columbia advertising. |

Columbia Graphophone Co.
Woolworth Bujlding, New York

o ————

INDIANAPOLIS REPORTS A PROSPEROUS HOLIDAY SEASON

Large Percentage Did Cash Business—Dealers and Jobbers Report Trade Increases as Compared
With Last Year—Optimistic Regarding New Year—Interesting News Budget of the Month

InpraNaroLis, IND., January 5.—The holiday busi-
ness came up to the expectations of most of the
local talking machine dealers and apparently is
keeping up. The retailers are still busy selling
records and machines and the wholesale men re-
port that orders from dealers have come in al-
most as steadily as before Christmas.

A noticeable feature of the business was the
large percentage of cash business and the size
of the down payments. Nearly all the dealers
comment on this.

Ben Brown, manager of the Columbia store,
said that the total increase in business over De-
cember of last year would run nearly 50 per cent.

Increases in the business of dealersin the smaller

towns in his territory were especially noticed
by Mr. Brown. Mr. Brown is making arrange-
ments to go to New York to attend the confer-
ence of the Columbia managers.

At the Stewart Talking Machine Co., distrib-
utors of the Victor line, business was reported
as far ahead of last year. Emerson Knight, ad-
vertising manager, said that he believed the Vic-
tor Co.’s advertising on the ground that music
was more essential during war than in peace
had proved effective in stimulating the business.

Jewell Cartmill, secretary of the Kipp Phono-
graph Co., said that business was not only big-
ger than last year before Christmas, but that it
was keeping up and that dealers throughout
their territory continued to send in orders after
Christmas. The demand for a few styles caused
a shortage, but the company was able to handle
its Christmas orders nicely.

R. S. Goldsbury, of the Pathé department of
the Mooney-Mueller-Ward Co., said the de-
mand for records had almost depleted the stock.
The new art models of the Pathé have proved
popular and many orders are coming in for
these, Mr. Goldsbury said. The entire supply
of electric Pathés was sold out.

O. C. Maurer, in charge of the talking ma-
chine departiment of the Kiefer-Stewart Co., said
there appeared to be a strong demand for the
oak finish cabinets in the Sonora machines.
Business in the Stewart phonograph, which the
company also distributes, was remarkably good,
Mr. Maurer said. Dealers also made heavy
demands for the Emerson records. Mr. Mauver
said the outlook for business in the coming
year was exceptionally good.

A. H. Snyder, manager of the Edison Shop,
said that there was an increase in total busi-
ness over last year; and that from December 15
the daily sales record showed a marked in-
crease over any previous ones for the same
period with larger down payments and a tren
toward the higher-priced machines. '

Mr. Snyder used an especially attractive win-
dow display just before Christmas. He had
the window fitted out like a living room and
had a woman and a five-year-old girl knitting
while two small children played on the floor

near an Fdison machine. The Christmas spirit
and the showing of the place of the talking ma-
chine in the home were well brought out.
Newspaper advertising featured a similar idea.

George Standke, manager of the DBrunswick
Shop, is highly pleased with the first holiday
business of his store, which ran above his ex-
pectations. Mr. Standke said he was pleasant-
ly surprised at the size of the cash payments and
added that he believed in selling goods and
not terms. Prospects for a good year look
bright to Mr. Standke. '

“I did not run short of machines because I
have been in the talking machine business long
enough to know how to get around that,” said
Mr. Standke. “I did my buying early. I have
never been able to understand why experienced
talking machine men should ever complain of
any shortage. They know what the demand for
machines is during the holiday season and they
ought to get their orders in early. ILet them
start ordering in the spring for their Christimas
business. They should not expect a factory to
be able to turn out their orders at the last
minute.”

Mr. Standke has a number of the new DeLuxe
models of the Brunswick on the way and al-
ready he has sold the first sample model he
got.

H. A. W. Smith, manager of the Pathé Shop,
said that nearly one-third of the large Christ-
mas business was cash, and that the record
business was unusually good. The new Pathé
art models which Mr. Smith has on display are
attracting much favorable comment, and indi-
cations are that they will prove popular sellers.
The Pathé Shop has been using animated pic-
ture advertising in local theatres, showing peo-
ple dancing to a Pathé machine and this ad-
vertising is proving worthwhile, Mr. Smith said.

H. E. Whitman, manager of the talking ma-
chine department of the Pearson Piano Co,
said that the holiday business showed a demand
for the larger Edisons and Victrolas. The rec-
ord business was so large the clerks were
worked overtime in caring for the customers.

A. E. Pfeiffer, manager of the Starr Piano
Co., said that the Starr machine enjoyed a good
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