XiV. No. 3. SINGLE COPIES, 20 CENTS
PER YEAR, ONE DOLLAR
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Victrola XVI, $215
Victrola XV, electric, $270
Mahogany or oak

e instrument by which the value of
Jl musical instruments is measured

Entered as second-class matter May 2, 1903, at the post office at New York, N. Y., under the act of Congress of March 2, 1879.
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The Highest Class Talking Machine in the World
THE |NSTRUMENT OF QUALITY

the talking machine taught Galli-Curci!!

from an'interview with Amelita Galli-Curci in New York Times

HAD no training such as most opera singers have. I learned

all T know about the voice whlle studymv the role I was to

sing. . . . When tried to sing in New York several years
ago there were in my voice faults that worked against me, and |
now I know that these imperfections sent me away from the
wonderful city. To get rid of them I turned to the talking ma-
chine. 1 knew that I could correct them if T could hear them
myself. I used many, many records, each time listening for the
faults and the next time trying to correct them. [ may say that
my most paifstakihg teacher was the talking machine”

learning of foreign languyages, for the entertain-

ment of family and friends, for delightful dance
music, for cheering up the boys in camp and those
left behind, nothing can equal the phonograph.

1918 sales will break the 1917 big records.

The preference of the public is for

FOR the instruction of singers, for the

1 Sonora

the highest class instrument. The

h iaurtahlg Sonora with its sup€rb tone which won
$60 highest score for quality at the Panama

Pacific Exposition, its many superior

EIGHING only 13 and exclusive design and constructional
pounds complete, pos- features, dnd its unequalfed prestige, 1S

sessing to a marked de-
gree the rich, resonant, beautiful the phono'graph fOl" you to lrandle.
I tone for which the Sonora is Ak
famous, equipped with a dou- Sonoras sell with astonishing ease, they
c-spring motor playing almos g e
I five ten-inch records at one dEhg'ht the plIr‘cha-sErs and make s'p']en-
windieg, (ids SRR did money for the dealer.

phonograph for the soldier in

Invincible
cantonment or at the front, for

i ionist and al i ; : ' $375
wﬁomgffx:t“avch;ﬁ;’s; 3&;! Write today regarding your agency!
instrument, Plays. all makes of
| d‘S;h’“s"'df “‘L“‘t“; " $50 %55  $60 $90  $11S  $1S0  $180
[ (o] ra oriabie wi e
oxfu: hof tl?eo sensational sellers $200 $2-15 $.300 $375 $500 $1000
of the year. .
Art models riiade to special order to suit any taste. l

Sonora Phonograph Sales Company, Inc, |

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

| Sonora operates and is licensed under BASIC PATENTS of the phonograph industry
a l — <




‘

The Talkine Machine World

Vol. 14. No. 3

New York, March 15, 1918

Price Twenty Cents

VOCALION PROGRESS IN ST. LOUIS

Distributing Center for That Line Established
by the Aeolian Co. on Mareh -1

St. Louis, Mo, March 5.—Aeolian Hall, here,
became a wholesale station for the Aeolian-
Vocalion March 1. Arrangements for the es-
tablishment of the jobbing agency here were
completed during a visit of General Wholesale
Manager Alfring, of New York, last month.
Assistant Manager Stevenson, of the Famous &
Barr Co., Victrola department, has gone on the
road to establish retail dealers. The territory
is southern Illinois, Missouri, eastern Kentucky
and eastern Tennessee.

“This was, of course, very good news to us,”
said Manager Guttenberger, of the Aeolian Hall
Vocalion department, “for it means that an in-
creased supply of machines is assured. No such
step would be taken without assurance of ma-
chines to meet the greatly increased demand.

“We believe that this territory is ripe for this
move. For a long time we have been having
numbers of out-of-town customers come in and
inquire for our instrument. Some of these had
Leard of it from owners, others had been im-
pressed by our advertising and others had
learned of it through the gradual spread of the
fame of the machine. While we have been
working in the local field, we have created a de-
mand throughout a good-sized trade district,
and we have on file a number of requests from

merchants who are anxious to undertake the
distribution.”

Shipping conditions have been the bane of
Manager Guttenberger’'s existence recently. At
Christinas time he sold a number of machines
for which%e had bills showing that the ship-
ment had been started several days before.
These machines reached him late in February
and two others that he needs to settle all debts
were still missing the first of the month.

ENTIRE PLAY NOW ON RECORDS

Entire Production on “Why Marry?” Recorded
in Order to Facilitate the Presentation of the
Play in Other Countries—An Important Move

The members of the “Why Marry?” company,
playing at the Astor Theatre recently, completed
the recording of the entire play on talking ma-
chine records. One set of the records is to be
preserved in the offices of Selwyn & Co., man-
agers of the piece, and the other sets are to be
used later when the play is produced in Eng-
land, Australia, South Africa and other coun-
tries. It is believed that the records will great-
ly facilitate the training of the various foreign
companies, and will save considerable expense
in sending over special directors, particularly in
view of the upset condition of overseas trans-
portation. It is believed to be the first time
that a complete play has thus been recorded, al-
thouglh various actors have recorded their par-
ticular parts before.

A“TALKING” MECHANISM DEVELOPED OVER 160 YEARS AGO

According to John Wesley Mr. Miller, of Lurgan, Ireland, Anticipated Dr. Erasmus Darwin in Pro-
ducing a Device Which Formulated Articulate Sounds—Some Interesting Data Presented

In a recent issue of The Talking Machine
World reference was made to a letter written
by Dr. Erasmmus Darwin, grandfather of Chas.
Darwin, to Benjamin Franklin in 1772, in which
he said: “I have heard of somebody who at-
tempted to make a speaking machine. Pray is
there any truth in such reports?” Dr., Darwin
was interested, it seems, because he himself had
given considerable attention to the formation of
articulate sounds and was working on a mecha-
nism which, with the aid of pneumatics, would
pronounce some short words somewhat like the
human voice.

Meanwhile a correspondent informs us that
Dr. Darwin should have directed his inquiries
to Ireland, not America, for it appecars that
something in the form of a talking machine was
known in Ireland in 1758 (many years before
Darwin was interested), according to no less
authority than John Wesley, who, like our Wash-
ington, ‘“couldn’t tell a lie.” Writing in his
journal under date of Monday, April 26, 1762,
he said: ‘“‘In the evening I preached to a large
congregation in the market house at Lurgan,
Ireland. T now embraced the opportunity, which
I had long desired, of talking with Mr. Miller,
the contriver of that statue, which was in Lur-
gan when I was there before (May 16, 1758). It
was the figure of an old man, standing in a case,
with a curtain drawn before him, over against
a clock which stood on the other side of the
room. Every time the clock struck he opened
the door with one haud, drew back the curtain
with the other, turned his head, as if looking
round on the company and then said, with a
clear, loud, articulate voice, ‘Past one, two,
three,” and so on. But so many came to see
this (the like of which all allowed was not to be
seen in Europe), that Mr. Miller was in dan-
ger of being ruined, not having time to attend
to his own business. So, as none’ offered to
purchase it, or to reward him for his pains, he
took the whole machine to pieces.”

Under date of Monday, June 14, 1773, a fur-
ther entry occurs: ‘‘After preaching at Lurgan,
I inquired of Mr. Miller whether he had any

thoughts of perfecting his speaking statue, which
had so long lain by. He said he had altered his
design; that he intended, if he had life and
health, to make two, which would not only speak
but sing hymns alternately with an articulate
voice; that he had made a.trial and it answered
well. But he could not tell when he should fin-
ish it, as he had much business of other kinds
to attend to, and could only give his leisure
hours to this. How amazing it is that no man
of fortune enables him to give all his time to the
work.”

The above data is certainly interesting and
emphasizes afresh that there is “nothing new
under the sun.” Of Mr. Miller little is known,
but Dr. Darwin, who was a sort of prophet in
his own way, having crudely anticipated the
possibilities of many of our more modern de-
velopments, had undoubtedly given considerable
attention to the creation of some form of pre-
decessor of the phonograph. In a note on his
poem, “The Temple of Nature,” which was pub-
lished in 1803, the year after his death, the fol-
lowing appears:

“T have treated with greater confidence on the
formation of articulate sounds, as I many years
ago gave considerable attention to this subject
for the purpose of improving shorthand; at that
time I contrived a wooden mouth with lips of
soft leather, and with a valve over the back
part of it for nostrils, both of whieh eould be
quickly opened or closed by the pressure of the
fingers, the vocality was given by a silk ribbon
about an inch long and a quarter of an inch wide
stretched between two bits of smooth wood a
little hollowed; so that when a gentle current of
air from bellows was blown on the edge of the
ribbon it gave an agreeable tone, as it vibrated
between the wooden sides, much like a human
voice. This head pronounced p, b, m and the
vowel a with so great nicety as to deceive all
who heard it unseen, when it pronounced mam-
ma, papa, map and pam; and had a most plain-
tive tone when the lips were gradually closed.”

We present these interesting faets for further
consideration and enlightenment,

MME. GALLI-CURCI'S TRIBUTE

Noted Soprano, in Interview, Declares That
Talking Machine Enabled Her to Learn of
and Remedy the Faults in Her Singing

Mme. Galli-Curci, of the Chicago Opera Co.,
and who made a sensational debut in New York
recently, is one of the noted artists who pays
high tribute to the talking machine as a me-
dium for voice training. Mme. Galli-Curci, as
is well known, is under contract to make records
exclusively for the Victor Co., and her records
have been in tremendous demand.

In an interview in the New York Times fol-
lowing her appearance in opera, Mme. Galli-
Curci declared that the talking machine had en-
abled her to correct various faults in her sing-
ing, and was, therefore, largely responsible for
her success. She said in part:

“T had no training such as most opera singers
have. I learned all I know about the voice
while studying the roles I was to sing. The
master, Mascagni, helped me very much, but T
did not go through the long hours of vocal labor
that are the bane of most artistes. Always to
me singing was a joy. It was never work.
Perhaps that is why I was able to win New
York.

“My friends have always helped me. Of them,
Mr. Thorner, of the Chicago Opera Association,
has always been so kind. He heard me in Ca-
tania, Italy, five years ago and told me I had
a voice. When I tried to sing in New York
several ycars ago there were in my voice faults
that worked against me, and now I know that
these imperfections sent me away from the won-
derful city. To get rid of them I turned to the
talking machine. I knew that I could correct
them if I could hear them myself. 1 used many,
many records, each time listening for the faults
and the next time trying to correct them. T
may say that my most painstaking teacher was
the talking machine. I hope to go on improv-
ing, and shall work to do so, but I do not think
I shall ever have the perfect voice. For eight
years I have sung in public, and thcy have been
eight years of the most joyful work ever done.
Perhaps when I have sung eight years more I
shall have been able to improve! Who knows?
But no matter how long and where I sing, never
do I expect to have the thrill of that first New
York night in ‘Dinorah,” when I knew that the
New York which had once refused to hear me
had taken me to its heart.”

STUDYING FRENCH WITH THE TALKER

Uncle Sam’s Forces at Spartanburg, S. C., Mak-
ing Good Progress in This Direction

It is interesting to note that in the recent
news from the camps at Spartanburg, S. C., spe-
cial attention is paid to the fact that the mem-
bers of several regiments are studying French
with the aid of talking machine records. Notices
to this effect have been published in the local
newspapers, and have attracted considerable at-
tention. The use of records for the study of
French is another significant indication of the
importance of the talking machine in war times,
and the fact that it can be considered as a first-
line essential in the true meaning of the term.

IMPORTANT PURCHASE IN DALLAS

Darras, Tex,, March 2—The Phonograph Shop,
at 1300 Elm street, this city, recently purchased
from the Western Automatic Music Co. that cont
cern’s entire stock of phonographs and records.
The deal places the Phonograph Shop in the
position of controlling exclusive selling righ‘i’é
for Edison phonographs in this city and vicinity.

This war should teach us to do without many
things—except real loyalty.
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How Recognition of the Pride of Race Will
Increase Record Sales = =

Pride of race is something that will not be
downed even in these abormal times, and the ex-
istence of that fact should provide many op-
portunities for the talking machine dealer to
realize at least more than ordinary results from
his record-selling campaign.

We all realize that it is the Italian to whom
Italian records most appeal, or the Swede who
takes most interest in Swedish records, and so
on, but there are many records in the catalog
proper, records of the popular, or standard, type
sung in English, that will make a special appeal

to certain classes—something connected with

them, either the title of the piece, or the name
and nationality of the singer.

This fact has been emphasized particularly by
a live talking machine dealer in an Eastern city.
who has practically doubled his sales of Mec-
Cormack records. There is a large natural de-
mand for McCormack records from musical
people of all classes, but this particular dealer
realized that the voice of McCormack sounded
particularly sweet to the Irishman. He, there-
fore, sees to it that announcements regarding
the new McCormack records as they appear find
a place in the Irish and Catholic weekly papers
and in the bulletins issued by the Catholic
churches in his section. The success of the
plan is demonstrated by the fact that the sales
of McCormack records, even though good be-
fore, have practically doubled with this dealer as
a result of this special publicity: The same plan
was followed in connection with the publications
of the various Knights of Columbus Councils,
and with the same gratifying results.

Take the case of Caruso records, for instance.
Fractically everybody who buys records buys
one or more of the recordings of this famous
tenor, but even the lowliest Italian, unacquainted
with English to any extent, can nevertheless be
appealed to in his native tongue through special
publications reaching him by the fact that the
great tenor himself is an Italian.

There is a certain Polish singer who has re-
corded the songs of his native land for one of
the prominent companies, and who has stim-
ulated his royalty receipts tremendously by
bringing his records personally to the attention
of his compatriots. Not only that, but he has
increased the sale of several of his records in
English by that same direct means.

There are in the leading catalogs, and not all

11 the foreign sections by any means, records
that lend themselves particularly to exploitation
in certain fields. There are, for instance, rec-
ords that are designed particularly for use in
the ceremonies of various fraternal orders—rec-
ords that find a place in the ritualistic workings
of the Masons, Elks, Odd Fellows, etc. Just
simply to have these records on the shelf and
to call attention to them in a desultory way. is
not enough. All of these orders have special

T

“The Customer Has
a Prideful Interest In
the Records by a

Fellow Countryman™

SO T

publications issued at regular intervals and de-
voted to their interests. These publications of-
fer the logical mediums through which the talk-
ing machine dealers can call attention to special
records of the fraternal-order type.

By advertising in mediums that go direct to
the people most interested, there is a saving of
wasted circulation, and consequently of consid-
erable money. It is the same principle that in-
fluences manufacturers to advertise in trade
journals. They might advertise to the dealer in
national publications with circulations running
into the m:llions, but of all that circulation only
1 per cent. would be interested in the proposi-
tion, and the 99 per cent. remaining would be
wasted, even though paid for. In the trade
journal the manufacturer appeals directly to
those whom he desires to reach, and thus gets
the benefit, at a restricted cost, of 100 per cent.
circulation.

The talking machine dealer who studies racial
sympathies, and in his publicity makes a spe-
cial drive along that line, studying his records,
what they offer, who the singer is, and whom he
is most likely to appeal to, is going to get re-
snlts that count.

=

o By Frank E. Parsons

There are almost as many people who will
buy records because they are sung by artists of
their own nationality, and through pride of that
fact, as well, buy the records solely for their
musical value. It is the ability to appeal di-
rectly to those people on a logical basis that
will save exploitation expense and effort, and
produce maximum sales.

There are a great many dealers to-day who
have on their shelves. and classed as slow-sell-
ing records, selections that, if presented to a
special class of buyers and in a special way,
would move with a very satisfactory rapidity.
The question is worth thinking about and study-

ing.

MOZART PHONOGRAPH CO. RESUMING

Overcoming Effects of Recent Fire and Will Be
Working at Capacity Soon

St. Louts, Mo, March 4—The Mozart Phono-
graph Co. will be working to full capacity again
this month, according to a recent statement by
President Fitzgerald. One of the buildings of
the former Colonial Cabinet Co., which were
acquired for Mozart production, is now working
full time following the fire in January, and the
second and more seriously damaged building
will be entirely repaired and restocked soon.
“We are taking care of the orders now coming
in,” said Mr. Fitzgerald, “but business threatens
to get too good.”

CAN RECORD READINGS FROM NOVELS

Apparently the American law does not prevent
talking machine companies from making rec-
ords of readings taken from novels. It does
protect plays against such reproduction.

The question arose recently when records
were made of chapters from “Pollyanna,” the
reciter merely cutting out descriptive para-
graphs. The secretary of the American Pub-
lishers’ Copyright I.eague, after examining the
law, gave it as his opinion that there had been
no infringement of copyright.

SUFFERS HEAVY FIRE LOSS

The building occup’ed by the Emil Granberg
Mfg. Co., manufacturers of talking machines and
furniture, was the scene of a fire recently caus-
ing damage to building and stock of about $§,000.
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That’s the slogan back of every factor in
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Victrola VI-A, $30 Victrola IX-A, $57.50

Mahogany or oak

Victor
Supremacy
1s overwhelming

Musically, artistically, commercially,
Victor supremacy is always, everywhere,
in evidence.

Its universal recognition makes
success easy for every Victor retailer.

Victor Talking Machine Co.

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

Berliner Gramophone Co., Montreal, Canadian Wholesalers

Victrola XI-A, $110

Mahogany or oak

Victrola XVI, $215

Victrola XVI, electric, $270

$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 Victrola upon or in the promotion or sale of
any other Talking Machine or Phonograph products is misleading and illegal.
Important Notice. Victor Records and Victor Machines are scientifically
co-ordinated and synchronized in the processes of manufa_cture. and
their use, one with the other, is absolutely essential
to a perfect reproduction.
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Victor Wholesalers

Des Moines, Ia....Mickel Bros. Co.

Detroit, Micb Grinnell Bros.

Elmira, N. Y Elmira Arms Co.

El Paso, Tex W. G. Walz Co.

Honolulu, T. H....Bergstrom Music Co., Ltd.
Houston, Tex Thos. Goggan & Bro.
Indlanapolis, Ind.. Stewart Talking Machine Co.
Jacksonville, Fla..Florida Talking Machine Co.

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

Ross P. Curtice Co.
Little Rock, Ark..O. K. Houck Piano Co.
Los Angeles, Cal..Sherman, Clay & Co.
Memphis, Tenn..,.0. K. Houck Piano Co.
Milwaukee, Wis...Badger Talking Machine Co.
Minneapolis, MIlnn,Beckwith, O’Neill Co.
Mobile, Ala Wm. II. Reynalds.
Montreal, Can.....Bcrli[r:eJ Gramophone Co,,
td.

Gately-Tlaire Co., Inc.

Elyea-Austell Co.

Phillips & Crew Co.

The Talking Machine Co., of
Texas,

Cohen & Hughes.
E. F. Droop & Sons Co.
H. R. Eisenbrandt Sons, Inc.

Bangor, Me....... Andrews Music House Co.
Birmingham, Als, Talking Machine Co.

Boston, Mas Oliver Ditson Co. .
* The Eastern Talking Machine

Albany, N. Y....
Atlanta, Ga.......

Austln, Tex......

Baltimore, Md....

Lincoln,

Co.

The M. Steinert & Sons Co.
Brooklyn, N, Y...American Talking Mch. Co.

G. T. Williams.
Buffalo, N, Y.....W. D. & C. N. Andrews.

Neal, Clark & Neal Co.
Burlington, Vt.... American Phonograph Co.
Butte, Mont.....,Orton Bros.

Chicago, Ill......Lyon & Ilealy. ]

The Rudolph Wurlitzer Co.

Chicago Talking Machine Co.
The Rudolph Wurlitzer Co.
The W. I. Buescher & Sons

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, Inec.

(0]
0.

Cincinnati,
Cleveland,

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. i
The CIénight-Campbcll Music

H. Ditson & Co.
Landay Bros., Inc,
New York Talking Mach. Co.
Ormes, Inc.
Silas E. Pearsall Co.
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Mahogany or oak

HIS
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Omaha, Nebr A. Hospe Co.
Mickel Bros. Co.
Putnam-Page Co., Inc.
Pa..Louis Buehn Co.. Inc.
C. J. Heppe.
The George D. Ornstein Co.
Penn Phonograph Co.. Inc.
The Talking Machine Co.
I. A, Weymann & Son, Inc.
Pa....W. F. Frederick Piano Co.
C. C. Mellor Co.. Ltd.
.Standard Talking Machine Co

Portland, Me. Cressey & Allen, Inc.
Portland. Ore.....Sherman, Clay & Co.
Providence, R. 1...J. Samuels & Bro., Inc.

Richmond, Va...,,The Corley Co.. Inc.

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

The Talking Machine Co.

Salt Lake City, U.Consolidated Music Co.
The John Elliott Clark Co

San Antomio, Tex.Thos. Goggan & Bros.

San Franclsco, Cal.Sherman, Clay & Co.
Seattle, Wash Sherman, Clay & Co.
Sioux TFalls, S. D..Talking Machine Exchange.
Spokane, Wash,,..Sherman, Clay & Co.

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

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

Peorla, 11l
Philadelphia,

Plttsburgh,

MASTERS VOICE”
7
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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 {o meet the greater needed supply. Record Albums have proven themselves to be the best and most convenient,
as well as economie, method of filing and keeping disc records.

Nz

THE ALBUM

- soon pays for itself in time-
saving and preserving records.
The initial cost is really an
investment which comes back

fourfold.

eI

lllustrating the daily actual usage of the
Album, the most convenient and satisfactory

record filing spstem extant.

THE PERFECT PLAN

The pockets holding the records are substantially
made from strong fibre stock, firmly joined together
and bound in attractive covers.

A PLACE FOR EVERY RECORD AND EVERY RECORD IN-ITS PLACE

Albums are an Indispensable Requisite in the talking macliine business and wlierever records are sold.
Practical and handy. Save time and records.

and worth while.
Albums to file and preserve their records.

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

17 pockets.

A profitable adjunct to the business.

An accessory that is necessary
All owners of niachines and records want

We also make Albums containing

For durability, finish and artistic design, our Albums are unsurpassed. We lave unexcelled manufacturing facilities, and cousidering

quality our prices are the lowest.

Write us, giving quantity you may desire, and we will quote prices.

4
OUR ALBUMS ARE MADE TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE AND ALL OTHER DISC RECORDS *

NATIONAL PUBLISHING CO. :

239 S. American Street :

PHILADELPHIA, PA.

PROSPEROUS TIMES IN ATLANTA

Leading Establishments Make Cheery Reports
Regarding February Trade and Are Optimistic
About Outlook for March—News of Month

ATLANTA, GA.,, March 8—The talking machine
business in this city was very active during Feb-
ruary, and the outlook for March would indi-
cate that we are entering on a very prosperous
era in this section.

The Diamond Disc Shop, Edison retailers, re-
port that their February business was larger
than that of December, 1917, which is unusual,
as December is eyerywhere recognized as the
banner month in the talking machine business.
The Edison dealers, however, have been adver-
tising consistently and the results are now be-
coming apparent in their increased business.
The Edison from $165 up, including the $215 and
$265 models, has certainly taken the market in
a larger proportion than ever.

The Delpheon Shop, dealers in the Delpheon
phonograph, are meeting with fine success in
Atlanta, and they have qualified recently as Co-
lumbia dealers, having had such insistent de-
mand for Columbia product, as to necessitate
their taking on this old and popular line.

The Atlanta Talking Machine Co., Columbia
and Vocalion dealers, report a $200 cash sale of
records, this being one of the nicest sales of the
kind that your correspondent has heard of in
this city, for some time.

The Acolian-Vocalion records which have now
been on the market for some weeks are marvels

in respect to their smooth finish and beautiful
appearance.

The Cable Piano Co., large Victor dealers, are
enjoying a very satisfactory business. In many
cases sales are only limited by the ability of the
dealer to get the stock.

Mischa Elman, Victor artist, was recently
in the city, and entertained a very large audience
at the local auditorium.

Phillips & Crew, the oldest Victor dealers in
Georgia, report a large and growing business.
Some time since H. Phillips completely reor-
ganized this business and injected new life into
e

The Haverty Furniture Co., Columbia and
Pathé dealers, state that their February business

this year is about 25 per cent. larger than in
1917. Their initial payments are larger and
their monthly terms better. The cash record
business with them is at least three times larger
than during 1917.

The Columbia Graphophone Co., wholesale
distributing headquarters for several Southern
States adjacent to Atlanta, report that their
business is far ahead of anything they have ever
known, and is growing by leaps and bounds.
An interesting feature has recently developed
with them, in that they have employed a num-
ber of young women in their wholesale record
department.

All talking machine dealers in Atlanta antici-
pate a very large March business.

TALKING MACHINES FOR THE NAVY

Navy League Desires to Secure Machines and
Records for Uncle Sam’s Boys Who Go to
Sea—They Help to Entertain and Instruct

The Navy League of the United States is
making a special appeal for talking machines of
all kinds and records for the men who are go-
ing to sea, and in this connection Mrs. W. H.
Hamilton, publicity chairman, has sent out the
following letter:

“The men are subject to times of great de-
spondency, and one of the surest ways to fight
these spells of ennui is to place a musical repro-
ducing machine of some kind on board all ships.

“Several weeks ago a ship loaded with am-
munition for France was held up five weeks in

Lid Supports
Needle Cups
Needle Rests

BEST QUALITY

Talking Machine Hardware

We manufacture hardware for all styles of cabinets

Door Catches
Sliding Casters
Continuous Hinges

WEBER-KNAPP COMPANY -

Sockets
Tone Rods
Knobs, ete.

LOWEST PRICES
Jamestown, N. Y.

our harbor for lack of coal. No one could leave
the ship but the captain, according to regula-
tions. So there in sight of land an entire crew
stayed cold and idle. ‘We would have gone
mad if it had not been for the Victrola you gave
us,” one of the men said.

“A submarine chaser about to start has just
become the proud possessor of a Victrola given
it by the Navy Club,-and among the records is
a set of French ones made by the Victor Talk-
ing Machine Co., so the men can study French
on the way over.

“Another ship carrying many men goes over
in the near future. ‘We have no Victrola on
board. Do you think you could get us one?
said one of the men. It means cheer and homi-
ness, and gives a comfort where otherwise the
boys might grow homesick and discouraged for
lack of entertainment.

“You use your Victrolas but seldom; they will
nse them constantly. Tlere are three ships
waiting for a response to this notice; and the
response has always been so wonderful T feel
that many may be willing to make the sacrifice
to brighten up the days in crossing which are
s monotonous—those first days, the hardest for
the troops and the crews of the ships. Dona-
tions are received at the headquarters of the
Navy Club, 509 Fifth avenue.”
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Oak

! Victrola VIII-A, $45
‘ Oak

Victrola I1X-A, $57.50

Mahogany or oak

‘ Victrola X-A, $85

‘ Mahogany or oak

Victrola XI-A, $110

Mahogany or oak
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“Victrola’ jsthe Registered Trade-mark of the Victor Talking Machine

Warning : The use of the word Victrola upon or in the promotion or
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Important Notice. Victor Records and Victor Machines are scien-
tifically co-ordinated and synchronized in the processes of manu-
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Victor

Supremacy

1s universally
acknowledged

The Victrola has time and
time again demonstrated its
supremacy in the great
things it has actually ac-
complished.

And with genuine Vic-
trolas from $20 to $400 1t
is easy for every Victor
retailer to reap all the ad-
vantages that come with
such supremacy.

Victor Talking Machine Co.

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

Berliner Gramophone Co., Montreal, Canadian Wholesalers
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Victrola XIV, $165

Mahogany or oak
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Victrola XVI, $215
Victrola XVI, electric, $270
Mahogzany or oak

il el

Victrola XVII, $265
Victrola XVII, electric, $325
Mahogany or oak

Company designating the products of this Company only.

sale of any other Talking Machine or Phonograph
products is misleading and illegal

facture, and their use, one with the other, is absolutely
essential to a perfect reproduction.
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NEW YORK, MARCH 15, 1918

NOTHER month has gone by and still the talking ma-

chine trade, every branch of it, continues to be faced with
many problems involving both manufacturing and distributing.
The bright spot in the situation during the past month has been
the withdrawal of the fuelless Monday order, thereby giving
back to the industry several days in which to endeavor to meet
demands. It is steadily becoming more apparent that the ques-
tion facing the trade is one of adjustment, and quick adjust-
ment, to conditions that promise to continue for an indefinite
period and which will most likely become worse before they
get better. In other words, the companies, or individuals, in
the trade, who sit still and decry the situation in general and
wait for times to change for the better, are simply stirring up
trouble for themselves.

Conditions are real. They must be faced. and every endeavor
should be made to so regulate existing business demands and
practices that a minimum of inconvenience may be occasioned.
If stocks of machines and records are scarce, and there is every
indication that they will be scarce for a.long time, the prob-
lem resolves itself into doing the largest amount of business,
and the best class of business, with the stocks now on hand, or
that can be obtained. If the popular hits of the day cannot be
secured from the factories, feature the records lying on the
shelves, those selling at higher prices. If the leading styles of
machines are unobtainable, develop some salesmanship and sell
the styles that are in stock or can be secured from the factories,
those machines that will bring in more money to the house.

Shorten terms of credit and get after the cash business,
for there is plenty of it for the seeking. In fact, now is the time,
as old Omar Khayvam would say, to “take the cash, and let the

redit go.”

One genuine consolation is, if we may accept assurauces
irom Washington, that the talking machine trade, or for that
matter the music industry generally, will suffer no more than
hundreds of other mdustries in any action taken to counserve
fuel and metal supplies, clear up the transportation tangle, or
curtail production. Forceful arguments presented at \Vash-
ington have convinced the administration that there is really
no such thing as “non-essential” industry, the hysterical
economy talk of promiuent hankers and others to the contrary
notwithstanding. It has been found that one industry depends
so much upon the other, and plays such a prominent part in

the business and social fabric of the country that to cripple a
single line of trade would threaten wide disaster.

War conditions are not pleasant. \Ve are getting abundant
proof of that fact., but with the assurance of a square deal from
the Government, the trade is in a position to grin and bear it,
to make the most of the opportunities that are offered, and to
bring about an adjustment that will reduce possible loss to a
nuinimum.

N and after May 1, 1918, the subscription price of The

Talking Machine \World will be $2 per year. For a period
of twelve years, since 1906, to be exact, the subscription price has
been $1 per year, and has been maintained in the face of increas-
ing production costs, meaning a steadily growing loss on every
subscription. Pre-eminent in its field, and the representative
organ of the talking machine trade at large, it is but natural that
the circulation of The World should increase by thousands each
year. The size of the paper, too, has increased tremendously,
reflecting as it does the great development of the industry as a
whole, and the confidence of our advertisers based on profitable
returns. The steady rise in the cost of paper, of printing and
of all the elements that go to make a newspaper has placed a
burden on the publishers of The \World that can no longer be
borne and still observe good business practice.

For several years past members of the trade, as well as
other publishers. have marveled that we could produce and
offer a publication of the size and scope of The World at such
a small subscription price. Up to now, however, we have given
to our readers the full fruits of The World’s development at
the subscription charge fixed over a decade ago. At the new
price of $2 we promise to our subscribers, who have so loyally
supported us, still further development and greater value. An
announcement in another section of The World tells how the
present subscription rate can be enjoyed for some years to come.
It is worth reading and acting upon.

HE value of the talking machine as an entertaining factor and

gloom dispeller in the great army and naval camps in this
country, and in the American military headquarters and trenches
in France, is emphasized by the numerous letters sent by the sol-
diers to their folks at home and by the correspondents to the mag-
azines and to the daily papéers. \Week after week pictures appear
showing how the talking machine is utilized in the great social
centers which are fathered by the Y. M. C. A. and the Knights of
Columbus, and high tributes are paid to its power to bring joy
and pleasure into the lives of these men who are serving Uncle
Sam, and who are preparing to battle for the rights of man against
the rights of might in the great field of war in Europe.

While the piano and the plaver have aroused enthusiasm
among the soldiers, vet the talking machine, through its ability to
bring into the camp the voice and personalities of the great oper-
atic and concert artists, as well as the music of the symphony or-
chestras and the great bands of the nation, give a variety of music
that has made the strongest kind of appeal to the soldiers, be-
cause of its educational influence. Moreover. in connection with
popular army songs, the “talker” has proven a veritable song
leader, for “the boys™ have taken up these songs and joined forces
with the talking machine in making them still more popular.

Music in war times is truly a necessity, and not only i the
camps, but in the homes, the talking machine and its music ap-
peals to the emotions and stimulates the imagination. In these
dayvs of stress and strife the people who can weld music into their
daily affairs are blessed. for what can compare with the talking
machine in this respect? Through its medium even the very
poorest home can afford to have the best of music as well as the
palaces of the rich.

HE average business man cannot but view the provisions
of the income tax and excess profits tax sections of the \War
Revenue Act, which he will be called upon to meet very shortly,
with more or less misgivings. No matter how anxious a busi-
ness man 1s to bear his fair share of the country’s war expense,
he is bound to be troubled by the complexities of the law in
determining just what he should pay and how he should pay it.
Out of the darkness, however, comes one bright light, and
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that is the fact that in obeying the law and making his tax re-
turns even the most indifferent merchant will be compelled to
take an accurate inventory of his business for the inspection
of the Government. He will have to give the matter thought,
and is more than likely to come across facts that surprise him.

Taking an inventory for the purpose of making a good
showing for the year’s business is quite different from compiling
an inventory that will mean the basis for tax assessment. Facts
and not alone pretty figures will be demanded, and in the long
run perhaps it is a good thing that some merchants in our own
trade, for instance, will be compelled to find out just where
they stand financially and what their business amounted to
during 1917.

N an interview in the New York newspapers, following her sen-

sational debut in New York with the Chicago Opera Company
last month, Mme. Galli-Curci gave full credit to the talking ma-
chine for aiding her in training her voice properly. The noted
soprano emphasized the point that it was by means of talking
machine records that she learned of the various faults in her sing-
ing and was enabled to correct them.

The statement of Mme. Galli-Curci is important as coming
from an artist of recognized standing, and is practically in line
with the claims that have been made for the talking machine as
something more than a simple entertainer. Leading artists have
long ago learned that the talking machine record presents their
voice exactly as it is, with imperfections and all. Before an audi-
ence, and on the concert stage, personality may be made to coun-
teract existing faults in singing, but on the talking machine rec-
ord personality does not count. It is the singing itself that must
pass the test. When the artists reach the point where they can,
without prejudice, study the recordings of their voices and
profit thereby, then is the full value of the talking machine real-
ized.

'I' may be a difficult task to convince the average manufacturer
or dealer that when business is slow it is oftentimes advisable
to increase his advertising. Too many overlook the importance
of publicity as a prestige builder and as an educational factor in
bringing directly to the attention of the purchasing public the
fact that the house that keeps its name before the public is the
house that can supply the goods they require most promptly and
most completely. And even when a shortage prevails in certain
products, as now, the public expects from the “live” houses that
advertise, the best and quickest service when the opportunity
affords.

The accepted rule among a great many institutions is to re-
duce the advertising appropriation when trade quiets down a bit.
No greater mistake can be made. Experts in advertising who
study the game from a cold, scientific standpoint—that is for pro-

TO OUR SUBSCRIBERS

If your copy of The Talking Machine World does not reach you
on publication date, or a few days thereafter, do not assume that
it has gone astray. The existing railway congestion has had a
serious effect on the handling of mail, particularly second class
matter, and brought about unusual delays. Kindly wait a few
days longer than usual before writing to us, as the paper will
probably arrive safely. b A WY 4 W ¥R

ducing results—are a unit on the proposition that a lull should
mean increased advertising if anything.

With the professional advertising man such ways and means
are the best to adopt that have “pulling” power; they therefore
advise no curtailment of the publicity campaign when business is
slow. Then is the time to make still further efforts. Where this
plan has been followed success has always crowned the endeavors
of the advertiser. Quite a few talking machine men are wise
enough to pursue this course and are reaping the reward. Would
that there were more, and these observations apply with equal
force and cogency to every branch of the trade.

AMOST praiseworthy tendency to feature in an unusually

energetic manner the better class of records is noted among -
talking machine dealers in many sections of the country. In their
advertising they call particular attention to the records by the
noted artists--records that retail at $1 up, and at least one dealer
has gone so far as to publish in his advertising special articles on
the desirability of a library of records of the better sort. We all
know that records are scarce, and that it is the proper thing to
make the most of the records on hand, and the limited number
that can be obtained, by featuring them in an unusual way. The
logic of paying particular attention to the high-priced records is
that the gross amount received for their sale is much larger and,
therefore, serves to measure up with the total sales volume of
popular types of records in normal times from a mmonetary stand-
point. In other words, if a normal business cannot be done on
accumulated profits, the condition can be offset to a certain de-
gree by doing a smaller business on large profits.

F a bill before the New York State Legislature becomes a law,

it seems as though merchants in all industries in this State
will be compelled to observe a one-price policy regardless of
their personal desires. The bill seeks to amend the personal
property law in order to make it compulsory upon the merchant
offering goods on contract, or conditional sale, to place upon the
article both the cash price and the conditional sale price. If the
bill becomes a law it should preve of material aid to merchants
who are already observing the one-price policy, and it should
likewise serve to increase the number of cash sales by presenting
to the customer the saving he can effect by buying for cash.

Chase the Delay-Snakes Out of Recordland

1t is the delays in record deliveries that pre-
vent you from rolling up the big record busi-
ness that you are planning to do every month.
Start right now and be free from ‘‘delay-
snakes’’ by getting your

Victor Records thru |
PEARSALL SERVICE

This service is operated FOR your require-
ments. The definite purpose of getting records
promptly 1s all the “magic”’ there 1s to it.
March your record orders right in now.

SILLAS E. PEARSALL CO.

VICTOR DISTRIBUTORS

18 West 46th Street

New York, N.Y.
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( Today music is doing its part, a
tremendously effective part, in feeding
the soul of America and vitalizing the
spirit of her sons and daughters—in
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the pitch of efhicient living and doing—in
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( The Edison dealer who compre-
hends that, in Music’'s Re-Creation, he
has in his hands a power for great
good in his community, and who exer-
cises that power, is a true citizen
and a valuable member of the Edison
Organization.
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Why the Sales of High Priced Records Should

Be Featured Just Now o

The present record shortage is not a thing
to be dismissed in the belief that it is solely a
manufacturing problem and therefore impos-
sible of solution outside of the record factory.

As far as the present shortage affects the deal-
er’s profits, the real solution lies right with the
dealer himself. Here is what The World recom-
mends, and our suggestion is based on the pre-
mise that it is as easy to press operatic records
as to press records devoted to ragtime.

We recommend that every dealer get down to
brass tacks and utilize every possible idea that
is practical that will boom the sale of high-
priced records. In this way, it will be possible
for both wholesalers and retailers to do a greater
cash turnover than last year, but on a numerical-
ly smaller record stock.

In the past dealers have relied pretty much on
national advertising and other outside influences
to sell both talking machines and records for
them. The public has acquired the habit of
coming in, making its own choice, and taking
home whatever it pleases. Because of this prac-
tice there has been comparatively little hard pan
selling—selling that convinces the buyer he
wants what you want him to select.

Without doubt the national advertising of the
record manufacturers, the record bulletins, and
the numerous attractive store posters have gone
a long way toward creating a demand for spe-
cific records. But there are few dealers who
have taken up the problem in earnest where the
manufacturer is forced to leave off. Examples
are not over frequent where retailers are con-
scientiously engaged in devising ways and
means for increasing the sale of high-priced
records. There remains, therefore, a very broad
field for expansion along this line. Tt is folly
to think aggressive work on the part of the
dealer and his staff of salesimen will not mate-
rially augment the sale of high-priced records.
The personal element and the “home town” elc-
ment can certainly bc made to produce more
sales for high-priced records than is now the
case.

If the- dealer will inject into his entire sales
force the fact that every $3 record sold is equiv-
aient to selling three $1 records or four 75-cent
records, it is reasonable to suppose his sales
force will soon be offering good practical sug-
gestions for increasing the sale of the high-
priced stock.

At this writing we will not discuss in detail,
plans for selling high-priced records. DBroadly
speaking, however, there are five excellent chan-
rels to work through, five channels the possi-
bilities of which have to date been developed by
the dealer to a small degree only. They are:
one, newspaper advertising; two, window dis-
play; three, direct mail communications; four,
featuring of selected records after the- cus-
tomer enters the store and the booth; five, con-
versation engaged in by the salesmen and sales-
women. Considered in a general way here is

i

- “Five Channels to

Work Through In

Promoting Sales of
Expensive Records™

SO

what these five different ways and means of
selling high-priced records offer:

1. Newspaper advertising offers an opportunity
to introduce the pictures of famous artists. In-
dividual selections can be featured, and it would
mot seem advisable to run a list longer than ten
records in any one advertisement. The play-
ing up of specific pieces and of popular artists
will introduce a very newsy element into retail
advertising, and it will therefore be possible to
use small-sized space very effectively.

2. Window display offers the opportunity for
originality on an extended scale, with an option
between simplicity and extravagance. Just as
Hawaiian windows have, for instance, been built
around Hawaiian dance records, just so can win-
dow displays be built around famous opera
scenes, etc.

3. In direct mail communications to regular
and prospective customers, feature circulars, etc,
can be built around individual records of the
high-priced class, thereby helping the public to
sclect from the current record bulletins in favor
of the high-priced records and thereby offer-

ing the chance of bringing back to mind some of
the high-priced records of an earlier date.

4. Many plans may be devised for featuring
records inside the store and in the demonstra-
tion booth. Special racks, special posters, spe-
cial records left apparently carelessly on the
machine in the booth, special display tables in
the middle of the store, etc., etc.,, add the limit
o! human ingenuity.

5. Great things can be accomplished by having
the salesman carefully study the nature of each
client, so that he can suggest in an artful and
diplomatic way certain high-priced records.
Weekly meetings of the sales staff will help
bring out the effective ways of working along
this line. .

All in all, the present is a time when the talk-
ing machine nian who sits back and says “rec-
ords are short” and lets it go at that is a slacker.
The present is a time when men of action are
needed, men with ideas to promote the sale of
high-priced records. Every wholesale and re-
tail record department will profit by bearing this
thought firmly in mind, and the industry will
have the satisfaction of knowing it is making
good in spite of a numerical shortage and at
the same time will be definitely advancing pub-
lic appreciation for music of the better sort.

MME. GALLI-CURCI IN CONCERT

Amelita Galli-Curci, the great operatic soprano
and Victor artist, whose records are so much in
demand these days, gave her first song recital
in New York on Monday, March 4, at Carnegie
Hall, under the auspices of the Rubinstein Club,
of which Mrs. W. R. Chapman is president.
The club bought the entire floor platform seats
and lower boxes, and had as its guests 150 presi-
dents of women’'s clubs in Manhattan and
Brooklyn. Mme. Galli-Curci will give one other
concert, her last this season, on Sunday, March
17, at the Hippodrome.

JOINS MERCHANTS’ ASSOCIATION

The Blackman Talking Machine Co., Inc., the
well-known talking machine. distributor of 97
Chambers street, New York, has been elected
to membership in the Merchants’ Association
of New York. Several other talking machine
houses are also enrolled in the association.

THE BROOKS

Automatic Repeating Phonograph

Plays Any Kind of Record—Any Desired Number
of Times and Then Stops Automatically—
The Phonograph Sensation of the Age

MR. DEALER:—

You cannot duplicate the value we offer for twice
“Brooks"
compares favorably with Instruments retailing for

the price. In size and appearance the

$300.00 and up.”

In tone qualities it is unexcelled by any talking
In mechanical equipment and
automatic features it is years in advance of. its of
We have been building talking
last year our sales dou-
The BROOKS DEALER
The machine creates interest
Send for

machine on eartli!

nearest competitor.
machines for three years
bled every four months.

has no competition.
and discussion—it is self-advertising.
particulars, terms, prices. Do it Now.

BROOKS MANUFACTURING COMPANY

SAGINAW, MICH,, U. S. A.

Talking Machine Dept. -

View of Controlling Dial

This dial sets, -starts and stops
the machine. \Vill play any de-
sired number up to nine or con-
tinuous.

Simplest Machine to Operate

Instructions

Sct the necdle at the inner edge

record cutting and then move
pointer to the figure designating the
number of times you wish record
played.

That is all. You can nosw forget
the machine. 1Vhen the record has
been played as nmany times as set
for, the machine <will stop auto-
matically <with the tone arm sns
pended in the air above rceord.

HEIGHT OF CARINET 50
INCHES
FURNISHED IN OAK OR
MAHOGANY

SPRING OR ELECTRIC MOTOR
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< No. 351 Art-
Mission Top.

Mission Disc Record
Section for ten-inch
records.

Mission Disc Record
Section for ten-inch
records.

Mission Disc Record
Section for ten- and
twelve-inch records.

<«—«& No. 357 Art
Mission Base.

Section by section it grows with
the growing record library.

o No. 0328 Art-

6 No. 0328 Art-

-~ No. 0329 Art-

To the Talking Machine Dealer: HAVE YOU CATALOGUE No.317 TW?

Slobe-Wernicke

(BUILT-TO-ENDURE)

Sectional Cabinets
FOR DISC RECORDS

The better the facilities you furnish your customers
for housing records the greater the quantity of records you
will sell. 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, inviting you to fill them, and the records
too are always in sight, inviting you to play them. Any
record is so easily found and quickly replaced that this
cabinet adds an extra charm and fascination to the play-
ing of records.

Suppose each of your customers had this cabinet and
you had a sample on your salesroom floor to remind them
tc 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 Catalogue No. 317
T W describes and illustrates these goods fully.

THE UNIT IDEA

of sectional construrtion was originated and brought
to the highest state of mechanical and artistic per-
fection by the Globe-Wernlcke Co. It applies
equnlly to Bookeases and Disc Record Cabinets for
the home, aml to Filing Equipment of every kind
for the office.

The Value of G/W Sectional Construction

Service is the keynote of this idea. You buy only
what you need to-day—knowing that you can add
tn your purchase to meet the growth of your record
library.

The important thing is to start right—get the first
section or unit to matchb your furniture or furnish- The Unit idea
ings—of a style that will be permanently artistic
and useful—and one tbat you know you can duplicate at any future time.

The name Globe-Wernicke on any section is a guarantee tbat you can duplicate
it exactly this year or the next gencration. This assurance of permanent service
is inherently a Globe-Weruicke attribute.

For every talking machine made

Brown Disc
Record Cabinet

Every record right in front of
you always.
No searching—No confusion.

Records lie flat when drawer
is closed—No warping.

Records are vertical when
drawer is open. Every record
at your fingers’ ends.

A separate compartment for
every record.

No Scratching—Rubbing—Crack-

ing or Breaking.

The Brown Disc Record Cabinet
was devised to preserve arecord
perfectly and thereby insure
Perfect Reproduction of Sound.

Ask for Catalogue No. 317 T W

inches wide by 22! inches
deep.

ﬁBe Qlobei\s‘férnicke eo. CINCINNATI

Manufacturers of Steel Filing Cabinets, Wood Filing Cabinets, Sectional Bookcases aud Disc Record Cabinets, Globe Steel Portable Safes

DISC
Ilgo 4 T mt}b ’I‘nb}e {’F?I RECORD
'Or use wi ictrola
and IX. Columbia Grafo- LnuLy
nola 15, 25, 35 and 50. No. 4T
Aeolian Vocalion D and E, FOUR
3214 inches high. Top 1834 DRAWER

BROWN
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| bell-ringer.

“Over There,” “Keep the Home Fires Burn-
| ing” and six other great big war song hits
on one Columbia dance record—A6024,
“War Song Medley One Siep.”

Columbia Graphophone Co.
Woolworth Building, New York

An April

W

TRI-STATEVICTROLA DEALERS’PLANS

Officers of New Association Elected at Recent
Meeting in St. Louis—Will Assist Dealers in
Reaching Adequate Understanding of All
the Important Phases of Their Business

St. Louis, Mo, March 4—The Tri-State Vic-
trola Dealers’ Association, which effected a
temporary organization here November 21, has
been permanently organized and the temporary
officers continued. They are: President, Arthur
M. Magoon, Kieselhorst Piano Co.; secretary, C.
F. Lippman, Field-Lippman Piano Stores; treas-
urer, E. H. Lehman Music Co., East St. Louis.
These three, with Val Reis, of the Smith-Reis
Piano Co., and John A. Ditzell, of the Famous
& Barr Co., are directors.

President Magoon, following the permanent
organization meeting, said that he believed that
the Exchange Bureau, under the management
of John A. Ditzell, would be the big feature of
the organization, judging from the comment of
new members and the dealers in the district
that have inquired as to memberships. This
bureau, undertaken at the suggestion of Mr.
Ditzell, is modeled after the similar bureau of
the Victor jobbers. Any member dealer hav-
ing a surplus of records or machines can file an
inventory with Mr. Ditzell, and these will be
reprinted and distributed to all members, who
will then arrange an exchange among them-
selves. Mr. Ditzell will have nothing to do
with the actual exchange. His part is com-
pleted with attending to the prompt distribution
of the lists. It also has been decided that the
bureau will not attempt to pass on credits.
Prospective exchangers, wishing credit informa-
tion, can get such data by applying to the job-
ber. The association rule is that all exchanges
must be settled by cash for the balance due with-
in thirty days. Preliminary reports are that
there is much dead stock on ¢ertain shelves that
will prove very live stock on other shelves. In-
formal arrangements were made for extensive
exchanges at the last meeting.

The prime object of the association is to as-
sist the Victor Co. and Victor dealers in reach-
ing an adequate understanding of their business.
The territory originally contemplated was Mis-
souri, southern Illinois and Arkansas. But the
membership will extend beyond these lines, as
applications are coming in from eastern Ten-
nessee and the southeastern part of Kansas. It
may reach into Iowa, it is said.

Charles I. Taylor, an advertising counselor
who has had much experience with Victor ad-
vertising, spoke at the last meeting on the bene-
fits of organization and his co-operation with
the association is assured. ’

An employment bureau for experienced talk-
ing machine help will be organized under the
direction of Secretary Lippman. Blanks will
be drawn for the job seeker to fill out and these
will be open to members seeking experienced
help. The association has been incorporated.
Salesmen and other staff members will be ad-
mitted as associate members. Some of the
dealers elected to membership at the recent

meeting are: Highfill & Neifind Furniture Co.,
Caruthersville, Mo.; Vandervoort Music Salon,
St. Louis; F. S. Gravenhorst, Efaingham, Ill.;
J. F. Lechridge, Mayfield, Ky.; Boveris Store
Co., Ste. Genevievc, Mo.; Meach & Son, Mans-
hield, Mo.; R. V. Johnson, Memphis, Tenn.; W.
C. Daumueller, Lebanon, I1l.; H. A. Arsularis,
Ncisha, Mo.; Walter H. Rhiem, Belleville, Ill.,
and Frank H. Ferand, Granite City, 11l

TACOMA A BUSY TRADE CENTER

Rhodes Brothers Department Store Doing Big
Victor Business

Tacoma, Wasu., March 7.—Business of all kinds
in Tacoma is active these days, and the talking
machine pcople are gctting their share of it.
One of the lively Victor departments is that
conducted by the Rhodes Brothers Dcpartment
Storc, with P. F. Scva as manager. The volume
of business transacted has been growing so rap-
idly that it is planned to enlarge the department,
moving into a better floor location and making
it three times as large as it is at present.

The great complaint with this concern, as with
all the Victor stores, is the shortage of gooads,
but it is expected that with the improvement in
the weather, and the quicker railroad shipments
from the East, this condition will be overcome
lc some extent.

A recent acquisition to the sales force of
Rhodes Brothers is B. L. Miller, who was for-
merly with Sherman, Clay & Co. in Seattle. He
is making a good record.

RECORDS FOR “BOYS” IN TRENCHES

Emerson Phonograph Co. Sends 10,000 Disc
Records to the Y. M. C. A. for Entertainment
of Uncle Sam’s Boys at the Front

The Emerson Phonograph Co., New York
manufacturer of Emerson records, lias sent out
to the Y. M. C. A. 10,000 Emerson disc records
tc be forwarded to the boys in the trenches.
Forty of the most popular selections have been
selected for this purpose; the kind that the boys
in camp will like—catchy song hits, dance,
instrumental, humorous—thc kind of music that
will keep them in joyful spirits. Two hundred
and fifty sets made up of thesc fifty selections
are on their way, and will bc distributed from
the headquarters of the Y. M. C. A. Needless
to say they will be welcome.

In a chat with The World the secretary of
the Emerson Phonograph Co. said: “This is
just the first of a series of contributions which
we anticipatc making to the boys. We feel that
it is only our patriotic duty to do this, and that
every phonograph company, whether manufac-
turer or retailer, should send as many records
as possible to the boys in camp and in the
trenches. This should also apply to the music-
roll houses, to the sheet music companies, and,
in fact, to everyone whose product can afford
entertainment for the boys who are ‘doing their
bit’ for their country.”

When you “take time by the forelock,” be sure
it is your own timc you're taking!

CHUBFERT
PHONOGRAPH

FOR 1918

There will be some slight changes in the [—

cabinets of some of the models for 1918,
not very material, however, because the
Schubert cabinets have always out-
classed other phonographs in attractive-
ness, materials and workmanship.

Cuts are being made and as soon as
sheets are printed we will notify dealers.

Five Models, $60 Up
The BELL TALKING MACHINE CORPORATION

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

v,
[SZIS PO

I‘l |‘| :’: '.'
—_———

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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lee Them What They Want'

The tremendous demand for PATHE PATHEPHONES during
the past year is UNQUESTIONABLE PROOF that the people
are no longer satisfied with a ONE-RECORD machine.

The people have been educated regarding Records—They know
that there are good Pathe Records—They know that there are
good Victor Records—that there are good Columbia Records
and good Edison Records—

The people want to hear ALL makes of records and they must have a
talking machine THAT WILL PLAY all makes of records—

The Su¢ Pathephone

Is the Only Standard Talking Machine That
Gives You This Great Selling Advantage

This and other grand fea-

tures—the Pathe Sapphire
Ball and Pathe Everlasting S M (oo ol
Records — make Pathe the i DD

greatest of all phonograph
propositions.

R

Hook Up With the
Pittsburgh Pathephone Co.
for Real Pathe Service!

Pathephone $75 Model

Pathephone $100 Model Pathephone $110 Model Pathephone $175 Model

PITTSBURGH PATHEPHONE CO.

963 LIBERTY AVENUE, PITTSBURGH, PENNSYLVANIA
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It Isn't Wise to Judge Prospective Purchasers

by Their Outward Appearance

In the business of selling talking machines,
or in the music trade field as a whole, the out-
ward appearance of prospective purchasers is
not always a safe guide to judge of the:r pur-
chasing ability. There is a time-worn story in
the piano trade of a rural gentleman who entered
a fine piano wareroom, was side-stepped and
joshed by all the star salesmen, and finally was
turned over to a “rookie” for final consideration.
The old gentleman tried out the piano with
fingers knotted by earnest toil, and with finger
nails in deep mourning. The final outcome was
that he bought a magnificent grand and paid
cash for it, taking the money out of a greasy old
wallet dragged from the depths of one of his
overall pockets. The illustration is one that
draws deep laughter from the all-wise sales-
man.

One of the first pieces of advice which ca-
pable managers give to salesmen is to treat
every customer with equal courtesy and consid-
eration, regardless of their apparent circum-
stances. That this should be the natural atti-
tude without suggestion goes without saying,
but it doesn’t require a psychologist to note how
fine clothes and a suave, cultured manner win
the immediate attention of talking machine sales-
men, as compared with the indifference shown
the ill-dressed, uncultured visitor. An excellent
illustration of how this attitude works in an-
other branch of the industry is pointed out in
the experience of a man who related it to The
World in this wise:

Some years ago a salesman entered the em-
ploy of an up-State piano house and worked
hard to make a record. It was when player-
pianos were new and the selling of them was
hard work. ‘This salesman was lolling about
the warerooms hoping for the best, when late
one afternoon an old chap, who would have been
better off for a good scrubbing, and whose
clothes were not only unkempt but had the fra-
grance of the stable about them, entered the
wareroom. The salesman sized the visitor up
either as a poor farmer or a stable hand. He
was about to pass some bright and witty remark
when there flashed through his brain the story
of the old farmer. He said to himself, “Well,
I have nothing else to do this afternoon, I
might as well talk to this man.”

“I want to see one of these here piano play-
ers,” said the visitor. The salesman looked him
over, and finally decided that it wouldn’t do any
harm to let him look at them, so he conducted
him to the upper floor where the player-pianos
were displayed and proceeded to demonstrate.
As he played, the old gentleman’s feet began to
quiver, and finally ended by beating time to the
music.

“Pretty fine piano,” he said, “how much?”

“Seven hundred dollars,” answered the sales-
man.

“That so? Got any better ones?”

“Sure,” said the salesman, ard conducted him
to a large and massive instrument.

“This sells for $850.”

“How much for cash?” asked the visitor while
the salesman’s brain began to reel.

“Seven hundred and sixty-five dollars
cash,” was the answer.

“All right, deliver it to-morrow” said the cus-
tomer, and proceeded to draw from the inner
recesses of his coat a long black stocking, sim-
ply full of money of all kinds, small change,
bank notes and checks. The $765 was counted
out, a receipt given and the sale closed.

The salesman was naturally curious, and at the
first opportunity stopped at a nearby town
where the player was delivered, ostensibly to
see if it had given satisfaction, and found that
the man was a prosperous farmer and well off.
Moreover, he had come to the store direct from
the court house where he had settled an estate

for

for his niece amounting to something over
$100,000—hence the stocking full of change.

“After that,” declared this salesman, who, by
tre way, is now a successful executive of a
talking machine concern, “the rougher they
looked the better I treated them.”

During Christmas time in a town not far
from New York, two of the most expensive
styles of talking machines were purchased by
customers whose outward appearance would not
indicate that they could afford to buy a $15 ma-

T

“Treat Visitors, No
Matter What Their
Station, With
Utmost Courtesy”

00O

chine. The salesman was so unimpressed with
the appearance and supposed financial inade-
quacy of his visitors that the head of the busi-
ness, who happened to be around at the time,
was forced to the opinion that these people were
not being handled discreetly. He took them
in hand himself and sold each of them a $200
machine, much to the amazement ‘of the sales-
man who first dickered with them when they
entered the store. As a matter of fact, clothing
doesn’t always proclaim the size of the pocket-
book.

Needless to say that circumstances like these

. By Alfred Parsons

are unusual, for there are few businesses where
the salesmen are so efficient, so courteous, and
so attentive as in the talking machine trade.

But there are exceptions in this as in every
other trade, and these remarks are meant for the
“exceptions”’—the men who sometimes fail to
lkeep in mind the initial, elementary advice to
salesmen to treat visitors to the store, no matter
what their station in life may be, with equal
consideration. There are many rough diamonds
among talking machine buyers in this great
country of ours.

PROSPERITY PROOFS IN LOUISVILLE

LovisviLLe, Ky., March 4—H. V. Boswell, man-
ager of the Edison and Columbia department of
the Kaufman-Straus C¢;, ‘Inc., this city, reports
that business for February showed an increase
of 100 per cent. as compared with the same
month last year. In fact, at the present time
this house is doing the largest talking machine
business in its history, and judging from the out-
look at present it expects an increase of 120
per cent. in March. The demand ‘is for high-
class instruments, and 75 per cent. of the sales
made are for cash. Mr. Boswell is a hustler,
and believes that business can be secured if it
is gone after properly. A handsome new motor
truck has been purchased exclusively for the
use of the talking machine department.

WANTS PHONOGRAPHS FOR CUBA

S. Sarmiento, of Manzanillo, Cuba, has notified
the Foreign Trade Bureau of the Commercial
Museum. Philadelphia, that his concern is in
the market for phonographs and disc records
to be marketed in Cuba. It is stated that cor-
respondence should be in Spanish.

16-18 Beach Street,
Boston,

Gentlemen:

FLEXI-TONE

on my phonograph.
for it--and a lot more.

rich and beautiful tone,
necessary volume.

product.

by sending for a sample to

VICE-CONSULADO DEL PARAGUAY
WILMINGTON., DELAWARE
E.E. U.U. DE A.

New England Talking Machine Co.
Mass.
I am indeed pleased with the PERFECTION

Reproducer that you sent me for use ::
It does all that you claim

lateral-cut records that seemed thin before, full
and rich when played with your reproducer.

I tried it on --- - records, using an
"elbow" attachment that is adjustable, and by ;
centering the stylus properly to the --- - record

grooves, obtained with your reproducer a very
and of course,
It also plays the
records very clearly and beautifully.

I congratulate you on a most remarkable

Very truly yours,

N.B.—This is only one of many letters we have reccived praising the NEW PER-
FECTION FLEXI-TONE REPRODUCER. You can see and hear for yourself

NEW ENGLAND TALKING MACHINE CO., 16 Beach St., Boston, Mass.

January 28, 1918

It makes certain 1

all
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Columbia
Records
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Wonderful Choral Records Feature
Widely Varied April Program

Father Finn’s Paulist Choristers took New York by
storm; their tour i1s a triumphal success. These famous
boy singers, who make records exclusively for Columbia,

have two splendid numbers in the April list—Tschaikow-
sky’s “Legend’”’ and Bach’s “Sing Ye to the Lord.”

Stracciari, who won new laurels in his recent appear-
ance with the Chicago Opera Company, sings with
tremendous power and fervor for the Columbia April
program the heart-touching song to the courtiers from
“Rigoletto.”

Al Jolson revels in melodious ecstasy over a priceless
gem—his “Lump of Sugar Down in Dixie.”

A pair of song hits from Chu Chin Chow—swirling,
coaxing, compelling dance records by Handy Jazzers;
Jazarimba Orchestra; Jockers Brothers and Prince’s
‘Band—the very newest war songs—Cohen at the Tele-
phone Again—these give just an idea
of the straight-through superlativeness
of Columbia’s April offerings.

Give them half a chance, and
they’ll sell themselves. Order early.

ol Columbia Gra
$18 Woolworth Buily
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Columbia

Grafonolas
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0

LRI
TR

Sell the Joy of Good Music—Let
the Price Fix Itself

No matter how little money a customer can afford to
pay for good music, there’s a Columbia Grafonola to
suit his purse.

The one he can afford to buy is the one.to sell him.
For, though it is the instrument that is delivered at his
home, what he is really buying is the joy and comfort of

 music.

The low-priced model, at $18 or $30, will give him his
desire. A moderate expenditure for an instrument will en-
able him to buy more records than if he puts nearlyall his
available purchase money into a higher-priced Grafonola.

Acquaintance with the Grafonola, increasing enjoy-
ment of the wide variety and splendid quality of Columbia
music, will make your customer a regular purchaser of
Columbia Records, and an advertiser of his Grafonola
among his friends.

Some day he will buy a higher priced instrument.
That day will take care of itself, if
you take care of his present desire in
the right way.

Columbia superiority is as marked
in the lowest priced instrument as in
the Grafonola de luxe.

hophone Co. Columbig

Grafonola

12, New York , $30

0 00 O g
I|||||||||||||||l||||||||||||||||||||||||||||i|||i||||H||||I||!illlldllllllll||||||||||||||||||||||||||||||||||||i||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||!||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||{|||||||||||||||||||||||||||||||||||||||||||||||||lI||||||||l||||||||||||||||||||||||||||||||||||||||||||||||||||!|||||||||||||||||||||||||||||||||||||I|||||||||i||{||!|||||||||||||||||||||||||||||||||||||||||ll|||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||| LR




18 THE TALKING MACHINE WORLD Marcr 15, 1918

'THE LATEST

This album has heavy green envelopes, interlocked
so that each envelope forms an individual record con-
tainer. Both ends are finished with hrass metal tops
as shown in illustration.

Best Value on the Market for the Money

NYACCO METAL BACK ALBUMS

The Only Metal Back Album Manufactured. A Leader in the Albhum Field
Write for Samples and Prices

NEW YORK ALBUM & CARD CO. 23-25 Lispenard St., New York

= R
JAN RUBINI AND THE PATHE been very successful. His concert at the Curtis-
Colyear store was commented upon very favor-
Famous Pathé Artist Gives Informal Recital in  ably in the local papers, and this progressive
Curtis-Colyear Warerooms Pathé representative took advantage of the
opportunity to use some effective publicity in
Los ANGeLEs, CarL., March l.—Jan Rubini, the behalf of their Pathé department.
famous violinist, who records for the Pathé
Fréres Phonograph Co.’s library, was a recent KNOWING THE RECORD NUMBERS
visitor to this city, and gave an informal recital
in the establishment of the Curtis-Colyear Co.. Persons who buy talking machine records
the prominent Pathé dealer in this city. probably have noticed that most of the dealers
== i T > ——— possess the faculty of
' g - : remembering the num-
bers and do not have
to refer to the catalogs
when a record is asked
for by the title and not
the number, remarks a
writer in the New York
World. It’s all a mat-
ter of practice, accord-
ing to a Chambers
street dealer, who said:
“It’s all in the day's
work. You see, remem-
bering the numbers of
records is just about
the same as remember-
ing telephone numbers.
_ f - —a . Some are good at it
Jan Rubini’s Recital in Curtis-Colyear Co.’s Phonograph Department and some are not, but
Mr. Rubini, who is internationally prominent, the average dealer in records usually has the
has made a number of Pathé records which have numbers of the records at his finger tips.”

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

Qur 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” $7.39

Carvying Straps: No.1 $1.00; No. 2 $2.00; No. 3$3.50
ORDER SAMPLE COVER ON APPROVAL

With Name of Machine silk emhroidery on any Cover; extra,..25c.
With Dealer's Name and Address, first Cover; extra . ..-.-- $1.00
Same on additional Covers, cach extra———_...-... .____..__.501:.

Write for booklet

THE C. E. WARD Co.

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

Also Manufacturers of Rubberized Covers
Grade “D " Cover with No. 3 Straps. and Dust Covers for the Wareroom

VICTOR WIRELESS COURSE READY

Instruction in Wireless Telegraphy by Means
of Records and Instruction Books Heralded
as a Distinct Aid to the Government

The Victor Talking Machine Co. has just
announced a special course of instruction in
wireless telegraph by means of records and
accompanying books of instruction. In an-
nouncing the course the company says in part:

“Higher pay and better rating are two bene-
fits which the' Victor retailer may now help
our soldiers to obtain. He may also assist the
nation in overcoming a critical need.

“In co-operation with the Marconi Institute
in New York, we have prepared a course in
wireless telegraphy with that object in view.

“The United States Army and Navy are in
need of thousands of skilled wireless operators
and a.complete course of study may be carried
on by means of these records, in camp and at
home, at a very small fraction of the expense
that is ordinarily involved.

“The course consists of six ten-inch double-
faced records with book of instructions, all
securely packed in a special container in which
they’ may be transported readily. Our rerail
price is $5.00 per set.

“Here again the Victor retailer is in position
to assist solving one of the big national prob-
lems and enable the individual soldier to pro-
mote himself from the ranks.

“A special poster and descriptive folders will
be used to feature this new product, and to give
these records the widest circulation is a patri-
otic duty no less than a business proposition.”

Special posters and descriptive folders will
be issued for the use of the dealers in featuring
this latest Victor product, which should meet
with a ready demand.

Arrangements have recently been made
with the Marconi Institute in New York to
accept orders through Victor dealers for the
books on wireless, “Practical Wireless Teleg-
raphy,” and ‘“Military Signal Corps Manual,”
as well as subscriptions for the magazine, “The
Wireless Age.” A discount will be allowed on
the orders.

L. L. LEVERICH AS A WRITER

Assistant Advertising Manager of the Columbia
Co. Clever With His Pen—New Cohen Record

In the April list of new Columbia records will
be featured a record to be added to the already
popular “Colhen” series. This record will be
designated as A2488, and will contain two re-
cordings: “Cohen at the Real Estate Office” and
“Cohen Calls His Tailor on the 'Phone.” Tt is
interesting to note that the former selection was
written by Lester L. Leverich, assistant adver-
tising manager of the Columbia Co. Mr. Lever-
ich has achieved signal success as a writer and
composer of witty song and verse, and a num-
ber of his compositions have been published in
magazines and newspapers. It is said that his
“Cohen” record is well calculated to compare in
popularity with the original “Cohen” selection.
the sales of which have reached phenomenal
totals. Both sides of this new record are re-
corded by Joe Hayman, who has made all the
“Cohen” records to date.

FIRE IN ALBANY STORE

The stock of the Standard Phonograph Co.,
618 Broadway, Albany, N. Y., was badly dam-
aged by fire last week. After the blaze it was
found that several talking machines had been
stripped of their electric motors and an in-
vestigation is being made.

AIDING WAR STAMP CAMPAIGN

Charles K. Haddon, vice-president of the Vic-
tor Talking Machine Co., is directing the \War
Stamp sale movement in Camden County, where
it is expected $3.500,000 will be raised by the sale
of the stamps.
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$1,000,000 IN SONORA ORDERS

Frank J. Coupe Returns From Whirlwind Trip
in Which He Booked Big Orders for 1918—
Big Selling Campaign Now Being Planned

Swinging out from the executive offices in
New York, Frank J. Coupe, sales and advertis-
ing director of the Sonora Phonograph Sales
Co., Inc, jumped from city to city visiting the
trade, and after a two weeks’ whirlwind trip
(with fourteen nights on sleepers), returned
recently with over a million dollars’ worth of
1918 orders for Sonoras. The first stop was
Indianapolis, the next Chicago. Business in
phonographs in the Windy City is excellent, Mr.
Coupe reports, the local representatives, C. J.

Van Houten & Zoon, ordering very heavily for
the coming year’s business.

At Milwaukee Yahr & Lange, Sonora distrib-
utors, were the hosts at a banquet given to the
Wisconsin Sonora dealers.
is spending it

In this section every-

one has money, for talking

Frank J. Coupe
machines, and the prospects are splendid. Two
of the out-of-town guests at the Milwaukee
meeting were Sewall Andrews, of the Minneap-
olis Drug Co., and Oscar Maurer, of the Kiefer-
Stewart Co., of Indianapolis, two important
Sonora distributors. Many new dealers were
signed up, Sonora 1917 sales having been so
extensive that it was clearly apparent to every
prospective dealer that the Sonora is an
extremely easy instrument to sell, decidedly
popular, and in strong demand. Many dealers
were almost completely sold out and rush orders
for immediate delivery by express were com-
monplace.

At St. Joseph, Mo., a salesman’'s meeting was
being held by C. D. Smith & Co., and Mr.
Coupe outlined the policies of the Sonora Co.
for 1918 with reference to the plans for exten-
sive and unique dealer co-operation and assist-
ance which the Sonora advertising department
now has in preparation.

Business in Salt Lake has been phenomenal
and the Strevell-Patterson Co. were found to be
highly enthusiastic over the merits of the Sonora
and are preparing for a great year.

That the farmers are cashing in on wheat, corn
and other high-priced food products and are
buying Sonoras was attested by the Southwest-
-_.eg,n Drug Co. of Wichita, Kansas, who expect
that the coming twelve months will establish
néw high-selling records. Dealers everywhere
ﬁ}zre urged by Mr. Coupe to order early this
year because of extraordinary transportation and
manufacturing conditions.

The results of this short trip of Mr Coupe’s
were highly gratifying to George E. Brightson,
president of the eompany, who also visited some
of the dealers during this period.

"The distributors all along the line were at
stations to welcome “Frank J,” as he is popu-

“TALKING MACHINE IS THINKING MACHINE” SAYS LAUT)ER

Well-Known Singer Points Out That the Thoughts It Inspires in the Soldiers at the Front Are
Pleasant Thoughts of Home and the Dear Ones Left Behind

“When I was across in France seeing the
boys,"” said Harry Lauder, “I often thanked the
inventor of the talking machine for not having
lived in vain. A record out yonder, where the
mud is much deeper than even in the streets of
dear auld Glasca on the worst winter day, a
record brings back the sniff o the hills, the
wee ingle neuk, and the days o' auld lang syne.
It's graun, I'm tellin’ ye! \What an invention!
Voices o’ loved ones always wi’ you; sangs o’
the hameland, the mountain and glen to in-
spire you, to fill your heart and strengthen yous
arm. Aye, the talking machine is a thinking
machine, and the thoughts that it inspires are
pleasant thoughts—thoughts o hame and the
dear ones left behind.”

Such is Harry Lauder’s description of music
among the men at the front in an interview with
the London Phono-Record shortly after his re-
turn from his recent visit to the \Western front.
“T'll tell you a wee story,” he proceeded in his
own pawky and inimitable way, “‘an’ it's no' a
madeup yin, min, I'm telling ye! This is a
story of how a gramophone backed up the gal-
lant soldiers o’ a gallant Scottish Regiment.
The day’s duties had been long and arduous,
and for hours and hours the Jocks had been

under a fierce bombardment—withoot a rest and
withoot a halt. Then day gave way to night.
Shells were continually bursting; Lazy Lizzies,
Whistling Willies and a’ the rest o’ the devil's
messengers. Now the rain came on. Sheets
and sheets o’ it—rain that looked as if it never
would stop, and made one wonder where it all
came from. LEven the trenches were flooded.
That night passed and at dawn the Germans
were scattered and new positions were talken.
But still it rained.”

Harry at this stage quietly chuckled, puffed
away at his pipe, and went on. '‘'Several hours
later the boys were relieved, and tramped miles
back to their rest camp—amid mud to the knees
all the road, and with the water streaming down
their necks and squelching in their boots. It
was evening hefore they arrived at the place
where warm tea, warm clothing, and a good
dry bed awaited them, but, man, even before
a helmet was doffed one o’ the Jocks made for
the company gramophones. He slipped on a
record, wound up the machine, and started it
agoin’. And the discomforts of the past thirty-
six hours were sent into oblivion when the ma
chine calmly churned out, ‘When You Come to
the End of-a Perfect Day.””

larly known, and when this cheerful sales man-
ager told of the coming period models and out-
lined the new plans for aiding the dealers in
increasing sales (which for the present must
remain confidential), the Sonora dealers were a
vnit in declaring that in selling methods the
1918 Sonora program is bound to prove an eye-
opener to those who do not-realize that the
phonograph industry is one of the fastest grow-
ing and most progressive lines in the country,
and that despite all pessimistic tallk the war is
bound to increase and not decrease sales.

Mr. Coupe stated that the more expensive
models from $150 up are in surprisngly good
demand, and the Sonora officials are all grati-
fied that the Sonora idea of making the “High-
est Class Talking Machine in the World” rather
than the largest number of the lowest-priced
talking machines, is being emphatically approved
by the public.

Tt requires as much courage to go over the
top of a rut as to go over the top of a trench.

ADDRESS GRAND RAPIDS DEALERS

L. C. Wiswell and C. B. Gilbert Principal Speak-
ers at Recent Annual Meeting of Retail Music
Dealers’ Association in Grand Rapids

Granp Rarips, Micw., March 2—Among those
who attended and spoke at the recent annual
meeting of the Grand Rapids Retail Music Deal-
ers’ Association were Leslie C. Wiswell, man
ager of the wholesale Victrola department of
Lyon & Healy, Chicago, and C. B. Gilbert. rep
resenting the Victor Talking Machine Co., Cam-
den, N. J.

Mr. Wiswell dwelt at length upon present ex-
isting conditions in the trade and their effect
on the distribution of both machines and rec-
ords and stated that now was the time for the
development of closer co-operation between the
merchants in the various cities. Mr. Gilbert
also reviewed the present trade situation from
the standpoint of the factory man, and gave the
retailers some valuable information.

PROTECT VARNISH IN

in all weather.’

No. 3 Carrying
Strap Shown in
Cut, $1.15

Lansing Khaki Moving Covers

and enable you to deliver your phono-
graph free of blemishes of all kinds.

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

GRADE B

$5.00

Use the Lansing Khaki Moving Cover

and your delivery troubles will be over.

E. H. . LANSING
611 Washington St., BOSTON

SAN FRANCISCO OFFICE, Reom 530 CHRONICLE BLDG.

THE COLD WEATHER

GRADE A
$7.50

Carrying Straps Extra

Write for booklet

WALTER S. GRAY, Manager
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Dostox, Mass, March 5-—As emphasized a for her work here) featured these singers in  One is a little song book with words and music

month ago February was a very short month, their advertisements. of seven patriotic numbers; the other is an essay

the shortest one on record, because of the coal
shortage which closed up tight three successive
Mondays so far as business was concerned. As
to the advantages of this Monday closing, which

all told continued for five successive weeks,
there is much difference of opinion. Spring is
approaching, the weather is milder, the days

longer, and all this means the use of less fuel
for which the business interests certainly are
most grateful. It is not surprising, therefore,
that business has been rather light, but the
one thing that has acted as a welcome stimulus
has been the visit of the Chicago Opera Co.
which -is treated at more length in. the succeed-
ing paragraph. One thing that the talking ma-
chine men must be given credit for: they have
uniformly accepted the unpleasant conditions
gracefully; there have been no murmurings, no
complaints, and they have come forward gen-
erously in response to every appeal for assist-
ance, and there is not a week going by that
some new campaign is not inaugurated. Two
forthcoming whirlwind campaigns are to be the
second drive -for the Red Cross and the third
Liberty Loan. and the trade may be depended on
in advance to do its share. All honor to the
patriotic stand which the trade is taking.
Chicago Opera Co. Stimulates Trade
\Vith the appearance of the Chicago Opera Co.
in Boston for two weeks, its season at the Bos-
ton Opera House ending on March 2, the various
talking machine houses in Boston were keenly
alive to the importance of exploiting the records
of the various artists. Incidentally the com-
pany made a great success, a far greater one
than had been expected, and the publicity man-
ager, Rufus Dewey, showed himself an adept in
giving proper prominence to the company and
in working in effective unison with the talking
machine headquarters managers. At all of the
Victor distributing centers, notably the Oliver
Ditson Co., the Eastern Talking Machine Co., M.
Steinert & Sons, C. C. Harvey Co., George Lin-
coln Parker and A. M. Hume Music Co., there
was a great call for the Galli-Curci records,
for this artist made as pronounced a hit in Bos-
ton as in New York. The Columbia stores fea-
tured Stracciari, Baklanoff and Mary Garden, all
exclusive Columbia artists. The Pathé, which
does the recording for Muratore, Fitziu, Chenal,
Rimini and Raisa (the latter won new laurels

In the opera program there were advertise-
ments by the Vocalion Co., the Pathé Phono-
graph Co. with Hallet & Davis Co. mentioned
as one of the dealers; the Brunswick-Balke-Col-
lender Co., which used a picture of Muratore in
calling attention to the Brunswick machine; M.
Steinert & Sons Co., the Oliver Ditson Co., the
Grafonola Co. of New England. the C. C. Har-
vey Co. and the Victor Co. itself, which had the
whole of the back page.

Increases Executive Force

Oscar W. Ray, the New England manager of
the Emerson Phonograph Co., is rapidly filling
in his field with a staff of competent men, and
there is growing evidence of the value of the
school for salesmen which the parent company
has started over in New York. One of Man-
ager Ray’s new men is H. L. Coombs, who
comes from New York and will handle Con-
necticut and western Massachusetts. The local
headquarters also have lately connected up with
several important stores in the western part of
the State through which such cities as Fall
River and New Bedford and others will handle
the Emerson line. Copies of the first issue of
the “Emerson Spotlight” have reached this city
and dealers are delighted with its appearance.
Mr. Schwartz, who is in charge of the Emer-
son foreign department, was a visitor in Bos-
ton the latter part of February, making his
headquarters with Manager Ray. Mr. Ray, by
the by, was up in Montreal a while ago looking
over the Emerson business there. On his way
he encountered severe storms and cold and saw
no less than eight engines stalled between
Rouse’s Point and Montreal.

L. W. Hough Increases Line Handled

L. \V. Hough, of 20 Sudbury street, who is
well known as the representative of the George
A. Long Cabinet Co.,, manufacturers of disc rec-
ord cabinets, has added a general line of albums
for records which are manufactured by the New
York Album & Card Co,, in whose line of goods
discriminating representatives of the trade are
interested. Mr. Hough is ready at all times to
give prompt attention and service to his cus-
tomers, for whose inspection there will always
be a full line of goods.

Steinert Co.’s Patriotic Records

M. Steinert & Sons Co., Victor wholesalers,

have issued two booklets of a patriotic nature.

on “"Your Flag and Mine,” with reproductions
of famous pictures and colored facsimiles of the
various flags of American history. The Vic-
tor warerooms of the Steinert Co. at Arch
street and at the Boylston street stores have
been experiencing very good business these past
few weeks, despite the comparatively few busi-
ness days.
About Will Ellsler

Townsend Walsh, dramatic critic for the Bos-
ton Traveler, thus writes in his paper of a well-
known salesman at Arthur C. Erisman’s estab-
lishment in Tremont street, one, it may be
added, who has a great many friends in the busi-
ness:

"I ran across Will Ellsler on \Washington
street the other afternoon. No more road-
touring for him, he sagely said; at least not till
theatrical conditions regain their normal equilib-
rivm. Mr. Ellsler is the son of John A. Ellsler,
one of the pioneer managers of the Middle \West
who was responsible for launching Abraham L.
Erlanger in the business. Effie Ellsler, the one-
time favorite, is \Will's sister. Mr. Ellsler is
now located here in a trustworthy position with
tke Grafonola Co. of New England.”

Some Grafonola Co.’s News

Louis Besserer, who has been a valued mem-
ber of Arthur C. Erisman’s staff in ,the Grafo-
nola Co. of New England. is in service, and is
attached to the Charlestown Navy Yard, where,
as he is an experienced musician, the violin be-
ing his specialty, he has been placed in charge
of the orchestra.

Stanley B. Bowman, who left the Grafonola
Co. of New England some time ago to asso-
ciate himself with the Columbia distributor at
Portland, Me., has returned to his first love,
where his old associates are glad to again have
him with them.

Lillian Dunnigan has severed her connection
with the Grafonola Co. of New England after
having served as cashier for five years.

Makes “Hit” at Pilgrim Publicity Dinner

George \V. Hopkins, general sales manager of
the Columbia Co., arrived in Boston on the first
of the month especially to be present at the
dinner that night of the Pilgrim Publicity As-
sociation. Mr. Hopkins came here from Chi-
cago and at the conclusion of the dinner took
the midnight train back to New York, which
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made his visit here with Manager Fred E. Mann
a very short one. The topic of his address at
the advertising men’s dinner was “The Psy-
chology of Merchandise.” Mr. Hopkins got a
big reception from his Boston friends, who are
legion here, and he has fond memories of the
days he lived in this city.

Books Good Brunswick Phonograph Orders

F. H. Walter, of the Brunswick-Balke-Collen-
der Co.s staff, has just returned from a very
successful trip taken to Providence, Fall River
and New Bedford, in all of which places he was
able to quicken the spirit of dealers as to the
merits of the Brunswick line of machines. Just
now the Boston headquarters are pushing the
sale of Pathé records as well as Brunswick pho-
nographs and the demand throughout New Eng-
land is rapidly growing. Mr. Walters has the
sympathy of his friends in the loss of his mother,
which occurred three weeks ago in New York.

Recovered From Indisposition

A. M. Hume, head of the A. M. Hume Music
Co., Victor dealers, was confined to his home in
Melrose for a few days lately with a severe
cold. He is now back at the warerooms, we are
glad to say. Herman Baker, also of this house,
is back from a trip taken to Philadelphia a
while ago.

Perfects New Flexi-Tone Reproducer

The New England Talking Machine Co., with
which Charles Trundy is closely identified, has
finally perfected its new Perfection Flexi-Tone
reproducer, on which Mr. Trundy has been dili-
gently at work for some time. Demonstra-
tions are being given at the factory, and a num-
ber of talking machine experts are dropping in
to study this reproducer at close range.

Composite Victor Retail Publicity

The FEastern Talking Machine Co., Victor
wholesalers, has just worked out a scheme of
local advertising which is finding immediate
favor with those directly interested in the plan.
It is a sort of composite advertising in which
sixty or seventy Victor dealers are co-operat-
ing. The advertisement, which is two columns
wide, is to appear weekly throughout the year
in one or more of the Boston dailies, and each
week there is some special artist featured at the
top.

Visiting Columbia Artists

R. F. Bolton, who has lately been made sales
manager of the Columbia international record
department, was in Boston for a short time to-
ward the end of February. Another local caller
at the Columbia wholesale quarters was I.. L.
Leverich, the company’s assistant advertising
manager, who came here largely in the interests

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

Victor Distributors

Many talking machine owners are {orming 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

of some of the Columbia artists who at the time
were appearing with the Chicago Opera Co. at
the Boston Opera House. S. J. Pabske, a sales-
man of the international sales department, is
spending some time in this territory just now
looking over the local field.
Good Reason for His Pride

Wholesale Manager Billy Fitzgerald, of the
Eastern Co., is proud of the fact that he now
has three nephews in the service of the coun-
try. The last one to ally himself with the great
cause is now a lieutenant of engineers in the
10lst Regiment. Another nephew is a lieu

tenant in the Regulars, and the third one is a
radio inspector.
Good Showing for Shortest Month

R. S. Hibshman, manager of the Aeolian-
Vocalion, says that despite the short month
business nrade a good showing in the machines
which his house handles. Mr. Hibshman is re-
gretting the anticipated loss of one of his good
men, Albert Feldman, who is expecting to be
called any day now to enter the service. He is
to be connected for a time with the army and
expects to go to Dartmouth College for a course

(Continued on page 22)

The discerning wholesale buyer has

SPECIFY BAGSHAW
STEEL NEEDLES

Because Eof their quality, supremacy and reputation
: =

W. H. BAGSHAW CO.

Lowell, Mass.
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of training. Mr. Feldman has made a marked
success in selling Vocalion machines.
Closed an Excellent Month
The Pardee-Ellenberger Co., Inc., reported
having had a very good month in Edison phono-
graphs and records despite the brevity of the
working days in February. Manager Silliman
sayvs that March has made an excellent start, all
the traveling men are out and sending home en-
couraging reports of trade conditions, which
are rapidly improving, and the prospects, gen-
erally speaking. are rosy for a good spring busi-
ness. He states, also, that little difficulty was
expericnced from the coal shortage, that there
w ere onlv a fe\\ hours on one day when when the

steam got down to a point where inside work
was uncomfortable.
To Form a Victor Dealers’ Association

A Boston visitor, welcomed among the Victor
trade, has been J. A. Frye, a representative from
the home office who makes periodic trips to this
city. He is here at this time in the interests of
forming a Victor dealers’ association, a plan
which has met with considerable encouragement,
and of which there will be more to report in a
subsequent issue of The \World.

Well Satisfied with Results

The C. C. Harvey Co. feel well satisfied at the
business done in both Edison and Victor out-
fits in February. The early closing had some
effect on trade conditions but there always
seemed much to do in Manager \White’s depart-
ment from morning till closing time.

DEATH OF GEO A. WALDRON

Old-Time Talking Machine Man Who Has Been
Closely Associated With Its Mechanical De-
velopment Passes Away in Quincy, Mass.

Bostox, Mass., March 8—The talking machine
world will be sorry to learn of the death of
George A. Waldron, familiarly known as “Pop”
Waldron, which occurred recently at his home
in Quincy following an operation, which was
the first illness he had had in many years. His
relation to the talking machine business covered
a period of twenty-seven years, he having en-
tered it in 1891 as master mechanic for the
New England Phonograph Co., then located in
the Boylston Building at the corner of Wash-
ington and Boylston streets. He was one of
the original talking machine men in the country,
and invented many devices for cylinder ma-
chines which he never had the good fortune to
get patented, and these he held closely to him-
self to the time of his death. In those early
days he was associated with Carl G. Childs,
who to-day is manager of the Victor recording
laboratory at Camden. N. J.

Mr. Waldron was the originator of the first
dictating machine, which he installed in the Bos-
ton police department and in the offices of sev-
eral local lawyers, and from this beginning came
the more complete machines of to-day that are
in widespread use. The Eastern Talking Ma-
chine Co. possesses two of these original dic-
tating machines.

Mr. Waldron used the old wax cylinder rec-
ord and he used to shave these in a back room
at his home in Quincy. He had been associated
with the Eastern Co. for the last thirteen years
as master mechanic. He was a native of Quincy,
and is survived by his widow and two daughters,
both school teachers. He was fond of hunting
and duck shooting, and he often could be found
sailing his craft in the waters of Quincy Bay.

The man with money may succeed. but he
must have more than money; he must have
brains to handle the business in which that
money is invested.

ATTRACTIVE PATRIOTIC WINDOW

Buffham & Co., of Idaho Falls, Idaho, Make
Timely Display of Grafonolas

Iparo Favris. Ipamo, March 2.--The patriotic
window display of Grafonolas made by Buffham
& Co.. of this city, has attracted a great deal of

Buffham & Co.’s Window Display

attention and praise.
coloring is carried out in the National colors,
the central design being two Columbia machines.
The ribbon crepe paper is alternating red, white
and blue, and the floor is covered with red. white

The general scheme of

and blue crepe paper. Records of a patriotic
nature are displayed to good advantage. The
window is not an expensive one, but is very
attractive and effective. as may be judged from
the illustration herewith.

OFFERS PRIZE FOR WINDOW FEATURE

In a recent issue of “Printers’ Ink” there was
published over the signature of the Emerson
Phonograph Co. an announcement offering a $30
prize for the best suggestion with sketch or
drawing and color scheme submitted before
March 13 which would provide something per-
manent for the windows of the dealers selling
Emerson records. It is suggested that this sug-
gestion be something unique and telling which
FEmerson dealers can utilize to stimulate and
increase sales.

GRAPHITE PHONO

l L S L E Y ’ S SPRING LUBRICANT

lldey’s Lubricant makes the Motor make good
Is prepared in the proper consistency, will not run out, dry up, or
become sticky or rancid. Remains in its original form indefinitely.
Wrile for special proposition lo jobbers.
MANUFACTURED BY
ILSLEY-DOUBLEDAY & CO., 229-231 Front St., New York

Established 1853

FEATURING BROOKS PHONOGRAPH

Some Interesting and Informative Literature
Bearing Upon the Phonograph Made by the
Brooks Mig. Co.,, Saginaw, Mich, Recently
Sent Out to the Trade—Tells of New Model

The Brooks Mfg. Co., Saginaw, Mich., has
issued a very attractive large-sized circular de-
voted to a detailed description of the 1918 model
of the Brooks phonograph. This model embod-
ies a number of distinctive improvements over
the 1917 design, and in its present form is one
of the most attractive instruments that has been
offered the dealers during the past six months.

The Brooks phonograph has won considerable
comment from talking machine dealers through-
out the country, owing to the fact that it is the
only machine on the market that is equipped
with an automatic repeater that plays and
repeats any size and any make of disc records
any number of times and then stops automatic-
ally at the will of the operator. This is all con-
trolled by means of a small dial which sets,
starts and stops the miachine, and which will
play any desired number up to nine or continu-
ous. The dial is a mode! of simplicity. and when
a record has been played as many times as set
for, the machine will stop automatically with the
tone-arm suspended in the air above the record.
There is no necessity of lifting the needle off
the record to change records, as this is done
automatically. In operation the needle is lifted
from the inner edge of the record, and gently
deposited at the outer edge of the record cut-
ting, accurately and perfectly.

Other improvements in the 1918 model include
a counter-balanced lid support. Large nicke!l
or gold-plated casters replace the smaller ones
formerly used. The greatest improvement of
the 1918 model, however, is a lever that may be
moved with the finger which throws the repeater
on or off. \When this lever is placed in the off
position the phonograph operates the same as
the ordinary phonograph, thereby allowing the
user to utilize the repeater at will.

The Brooks Mfg. Co., which is one of the coun-
try's leading high-grade furniture manufacturers,
has a fifteen-acre plant at Saginaw. It has been
manufacturing the Brooks phonograph for three
years, and during 1917 its sales doubled every
four months. It manufactures only one size of
phonograph, retailing at $165 with the repeater
nickel-plated, and $200, with the repeater gold-
plated. ’

-\ salesman’s indifference will discourage the
most eager customer.
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Makes Records Instantly Accessible

Opecns automatically — remains open at the right
place — every record in plain sight —closes easily
and quickly.

No weight to handle — no more broken or mis-

placed records.

Files all records—simple—practical—durable.
Talking Machines.

AUTOMATIC CONTAINER CO.

5 NORTH LA SALLE STREET

shop rights —to equip your

CHICAGO

Holds 100 records.

Pleases your customer—sells quickly
—satisfactory in Parlor or Library.

Dealers, get prices on sample line.
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET,

FACTORIES, ELYRIA, O.—NEWARK, N. J.—PUTNAM, CONN.

NEW YORK

CHICAGO ATLANTA
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DEAN
Needles,

kindly tell us

“We are at your service”

The Dean Steel Needle is
the standard needle of
the phonograph industry
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TALKING MACHINE BUSINESS MOST ACTIVE IN ST. LOUIS

Great Record and Machine Demand—Educating Brunswick Dealers—Value of Window Displays
Emphasized by Columbia Co.—Victor French Course Admirably Featured—Art Models Popular

St. Louis, Mo., March 5.—The talking machine
business in this community is as good as the
trafic can bear. Both records and machines
are making high-water marks of sales where
the dealers, jobbers or retailers, have the stock
to meet the demands. Even the used-machinc
dealers report unusually good business. Col-
lections are reported very good from a retail
standpoint, although some of the jobbers and
manufacturers report that country dealers in
some instances are a trifle slow.

Manager Jackson, of the Brunswick agency,
is changing the method somewhat of introduc-
ing his machines to the dealers. - Traveling
Representative McGinnis will, hereafter, spend a
longer time with each dealer to better equip
him to meet the problems that arise. A good
many of the Brunswick dealers now being
signed are new to the talking machine business
and the idea is to prepare them to give service
from the start. The Brunswick distribution in
this district has exceeded expectations, but the
only embarrassment in meeting demands has
been the freight traffic situation.

One of the recent successes in retailing has
been the window displays distributed by the
Columbia Co. These have scored a decided
success in bringing to the front the records
named and dealers without exception note in-
stant increase in sales. C. R. Salmon, of the
Columbia wholesale department, says that while
there was much trouble in getting dealers to
order the displays at first, now they are signing
contracts for an entire year. Mr. Salmon, by
the way, has finished with the draft board.
After waiving all exemption and going in Class
1A, he has been set back to Class 5 because he
is too light for his height.

The effort to push the Victor French course
. created a good deal of interest. The Famous &
Barr Co. rather scored on this feature. Man-
ager Ditzell had obtained the approval of the
French Consul on the records before he began
his advertising campaign, and when the special
days came he had present at the record rooms
the consul and a visiting French airman, both of
whom added to the attractions of the sale and
gave their best efforts at showing the peoplc that
they were good records. An adequate number
of records were in stock but later demand
cleaned up even what was rcgarded as reserve
stock, but more arrived by the time it was
planned to make a second drive on them.

Ben Phillips, for two years retail sales man- "~

ager for the Columbia Co., has been trans-
ferred to the wholesale department and will
travel in north Missouri. His early reports in-
dicate that he is taking hold on his new job. L.
Tippen, who came to St. Louis from Pittsburgh,
where he has been in the employ of Columbia
dealers, is in charge of the wholesale store at
present. The Columbia Co. is planning a rather
energetic advertising campaign on behalf of
records by Helen Stanley, Bert Williams and
Eddie Brown, who are to be attractions here
shortly.

Guy Golterman, the former manager of the
St. Louis Symphony Orchestra, whose plan for
reproducing the addresses by President Wilson
and other notables by talking machine records,
returned from the East a few days ago and
brought some of his records with him. These
will be produced through “The People’s Forum.”
Soon after his return he called a meeting of the
local committee, consisting of Homer Bassford,
a local newspaper man, A. L. Condon, of the
Baldwin Piano Co. staff, and himself to try out
the records in the public buildings here. Man-
ager Irby W. Reid and C. R. Salmon, of the
Columbia Co., were called upon to accompany
the committee and they went to- the Coliseum
to try the records in his hall, the largest in the
city and in which something like 20,000 persons
can be seated. A $60 horn machine was placed
in the middle of the main floor and the records
could be plainly heard in all the galleries, Those

privileged to hear the records declared that
they were a most pronounced success.
President Silverstone, of the Silverstone Music
Co., Edison jobbers, has gone to French Lick
Springs, Ind., for an extended vacation. He was
ordered away from his business by his physician,
who declared that he was on the verge of a
nervous breakdown. Mr. Silverstone had been
working exceedingly hard since he began his
plans to remove his store to the newly opened
warerooms and the delays pertaining to build-
ing at present, the constant changing of plans

"to make the new warerooms more distinct and

the trouble of moving and the subsequent open-
ing plans were too much for him and he was
unable to attend any of the opening festivities.
When he left here he planned to leave the health
resort long enough to go to New York to the

Edison jobbers’ meeting and then return there..

Before going Mr. Silverstone installed Myron
Goldberg, of Philadelphia, as vice-president and
general manager of the Silverstone Music Co.

The Artophone Co. reports an excellent re-
tail trade and that the jobbing trade is all that
the firm can handle. Among the recent notable
shipments was one that went to Chile, putting
this comparatively new institution in the ranks
of exporters.

The last week in February the talking ma-
chine trade in the four department stores was
seriously disturbed by a strike of many of the
clerks in those stores, who sought recognition
of a clerks’ union. While none of the sales
folk in the talking machine departments “went
out,” the trade conditions in the stores were
very seriously disturbed and trade was more or
less slack all week, especially the record trade.
Many persons would not go into the stores for
small purchases whilc pickets were on duty.
The machine trade was less affectcd as persons
seeking to make larger purchases braved the

pickets and the ill will of organized labor. The
strike did not reach the violence stage.

Late in February considerable interest at-
tached to the window displays on Olive street
of high art models. The Silverstone Music Co.
displayed a $1,600 Edison machine, the Field-
Lippman Piano Stores the Brunswick Italian
Renaissance model and the Columbia Co. the
$600 model. One of these machines was put
into the window without signs and with all
doors closed, and it was amusing to stand out-
side the window during the period that it was so
exhibited and hear the speculations as to what
it was.

A. H. Curry, an Edison jobber at Dallas, was
a recent visitor. He wished to see the local
stores with a view of getting suggestions.

A recent peculiar circumstance was that Miss
Rose Marshal and Miss Bessie Platt, experi-
enced and efficient saleswomen with the Thiebes
Piano Co. talking machine department, resigned
to go into the millinery business. It has been
very seldom that the talking machine folk have
quit the game to go into something else here.
Usually, the talking machine trade draws from
other lines.

MAKING IMPROVEMENTS IN STORE

WiLKES-BARRg, Pa., March 4—The Landau music
and jewelry firm at 70 South Main street, this
city, are making important changes and improve-
ments in their store which will cost several
thousand dollars. Recently they closed a new
lease of the building for ten years, and plan to
install several elaborate Victrola salons on the
second floor, and also enlarge -their sales and
display rooms throughout the building. The
Landau firm, which is one of the oldest and most
progressive in the State. having been located on
South Main street since they began business in
1893, is composed of S. Landau, H. Landau and
H. M. Michlosky.

Never mind about the regular way of doing

things if you have a better way.

To the Talking Machine

Man Who

Is Not Selling

has helped the other.

out?

Talking Machines.

profitably.

money. For particulars address

NEW YORK CITY

The most successful
manufacturers of Pianos,
Player Pianos and Grand

Pianos in America.

When Piano Dealers started to sell Talking Machines with so
much success, did they do so at the expense of their piano business?
NO-—the combination proved to be an instantaneous success—each

Your business, selling talking machines only, is probably as big
as an exclusive business as you can make it.
You can do with Pianos what the piano man did with

With little additional investment and the same over-
head expense, you can sell Pianos and Player Pianos

Your piano business will help your talk-
ing machine business, and you will make moré

KOHLER & CAMPBELL, Inc.

11th Avenue and 50th Street

Pianos—Why ?

Why not branch
7/

/
/
/
/

// Kohler &
Campbell,
Inc.

11th AVE. and 50th ST,
NEW YORK

Dear Sirs: Kindly
send us full particu-
lars of your plan to
combine profitable Piano
and Player Piano selling
with our present business.
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TEAR OFF THIS COUPON AND MAIL
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BUFFALONIANS ARE CROWDING THE RECORD DEPARTMENTS

Impossible to Supply Demands for Grand Opera Records—H. A. Brennan With Vietor Co.—New
Brunswick Dealers—Some Changes in Sales Staff—New Pathé Dealers—Sonora Line With Goold

Burraro, N. Y., March 5.—Buffalonians are
crowding the record departments of the local
stores these days and are clamoring for ‘the
latest records. Their enthusiasm is unbounded
and their purchasing power seems to fall little
short of this standard, but everywhere the oft-
recurring report is made: ‘The supply of rec-
ords, like the machines, is far less than the de-
mand.” Jobbers and dealers say that unless
factory output and railroad conditions prove an
insurmountable handicap this will be a banner
year in the trade. Expanding business in ma-
chines and records has caused one concern to
seek larger quarters. New dealers are being
appointed in the Buffalo territory and the list is
to be augmented as the year advances.

It is reported that the recent performance of
the Peerless Record Makers in this city has
helped the local sale of records materially.

O. M. Kiess, manager of the local branch of
the Columbia Graphophone Co., has let con-
tracts for new Columbia quarters at 733-737
Matn street. There will be two floors, with
10,000 square feet of space. The place will be
ready for occupancy by May 1.

C. M. Wall, assistant manager of the Co-
lumbia, is spending the greater part of his time
on the road. G. B. Stacye, in charge of the Dic-
taphone, reports that that branch of the business
is increasing rapidly, and that he has equipped
some of the largest business houses in Buffalo.

Charles Powers, of Neal, Clark & Neal's ship-
ping department, and O. H. Williams, traveling
representative of that firm, have joined the
colors.

H. A. Brennan has resigned as manager of
the Victrola department of the William Hen-
gerer Co. to go with the Victor Talking Ma-
chine Co. Mr. Brennan successfully reorganized
the Hengerer Co.’s Victrola business, which in
1917 was the largest in the history of the firm.

J. R. Flynn is manager of the Buffalo branch
of the Brunswick-Balke-Collender Co., and Fred
G. Eigenbrod is in charge of the Brunswick pho-
nograph department of this branch. These
firms were recently appointed Brunswick deal-
ers: J. G. Seeger & Sons, Buffalo; E. W. Ed-
wards & Son, Rochester, and the Kane Furniture
Co., Kane, Pa. These concerns, as well as
Froess Bros. and Stafford & McArdle, both of
FErie, Pa., and the H. H. Roberts Trading Co.,
Blossburg, Pa., all report good business on the
Brunswick.

Arthur Gesser has been appointed a salesman
in J. N. Adam & Co.’s Victrola department. W.
R. Gardner, manager of this department, will
conduct shortly a spring Victrola week. He will
be backed by plenty of newspaper advertising
and window displays.

In the windows of Denton, Cottier & Daniels
are military posters advertising “new Victor rec-
ords of popular patriotic selections.”

Victor & Co., Pathéphone jobbers, have ap-
pointed McNamara & Sharro Pathéphone deal-
ers. This last-named concern is opening an ex-
clusive Pathéphone shop at 335 Elk street, Buf-
falo.

C. N. Andrews, O. L. Neal, V. V. Moody, O.
M. Kiess and T. A. Goold recently attended a
Cleveland meeting of the Talking Machine Deal-
ers’” Association of Northern Ohio.

Albert Schwegler, of Schwegler Bros., Vic-
trola dealers at 219 Genesee street, is building
an attractive bungalow in Butler avenue.

W. D. Andrews, of Syracuse, a member of the
firm of \WW. D. & C. N. Andrews, was a recent
visitor.

The H. D. Taylor Co., 99-115 Qak street, is
jobbing the Perfectrola talking machine in Buf-
falo and vicinity.

John G. Schuler, Sonora dealer, who received
considerable publicity last fall by taking a sen-

and the fullest co-operation.

The Delpheon Shop
117-119 Peachtree Arcade
Atlanta, Georgia

Walter Verhalen
Busch Building
Dallas, Texas

BAY CITY

e 190]1

n COIIIP{éIe’GZIG

Your nearest distributor will give you prompt service

DELPHEON plus DELPHEON SERVICE brings SUCCESS

Chicago Display
Sixth Floor, Republic Building

Or write direct to

The DELPHEON COMPANY

Delpheon Sales Company
25 Church Street
New York City

Verbeck Musical Sales Co.
435 William Street
Buffalo, New York

MICHIGAN

TALKING MACHINE DEALERS

READ THIS

‘“The finest and most delicate pieces of mechanism do mot prove
efficient unless properly luhricated. Skill, Genius, Invention
and Workmanship must have the proper Oil. Stop and con-
sider 1his when yon have 10 huy an Oil for household nse.””

¥ Oy,
IS BEST
FORANY TALKING MACHINE

I” Being made] in our Watch Oil
Dep’t, the same care given in re-
fining as in our ‘¢ Watch Oil,"’ as
all gums and impurities aré ex-
tracted, leaving it Colorless, Odor-
less and Stainless.

BEWARE OF SCENTED OILS

Machines will not clog if oiled with NYOIL,

NYOIL is used by the U. S. Gov't in Army
and Navy. A tra! order will make a perma-
nent customer of you. B

Ladies use NYOIL for Sewing Machines,
for itis stainless.

Sportsmen find NYOIL best for Guns, for it
keeps them from rusting.

NYOIL is put up in loz., 3% oz. and
8 oz. Bottles, and in Pint,
P& Quart and Gallon Cans.

For Sale by all Talking Machine Supplies Dealers

WILLIAM F. NYE, New Bedford, Mass., U.S. A.

sational ride in a Curtiss aeroplane, says he in-
tends to repeat the performance “as soon as the
frost is out of the ground this spring.”

The Hoffman Piano Co., Sonora dealer, re-
ports that embargoes have somewhat lifted
and that shipments are coming through more
promptly.

J. H. Hackenheimer, of C. Kurtzmann & Co,,
has returned from a Western trip. Roy S.
Dunn, representing that firm. is in the South.

Lawrence H. Montague, Columbia dealer, has
written a new “America,” which is being used
at the various military camps and by Billy Sun-
day choruses.

The Ediphone is being widely advertised in
the Buffalo newspapers. This machine is be-
ing handled by the Roach-Reid Co., 316 Mutual
Life Building, Buffalo.

Goold Bros., Inc, have taken on the Sonora
line. This is in addition to the Victor line,
which they have handled for some time.

The Boston Music Co., of 218 Genesee street,
features the Columbia. Harry Fairbanks, pro-
prietor of this store, has been a violin instructor
in this city for several years.

The Verbeck Musical Sales Co. reports active
spring business on the Columbia and Delpheon.

MUSIC FOR FORESTRY REGIMENT

Thirty-eight Grafonolas Ordered for Great U. S.
Regiment of Engineers Now in France

The Columbia Graphophone Co., New York,
received recently an order from P. S. Risdale,
editor-in-chief of the “American Forestry” maga-
ine. Washington, D. C., for thirty-eight Grafo-
nolas No. 13, enclosed in regular army trunks
for the members of the Twentieth Engineers
(Forest). These instruments were donated by
the Welfare Committee for Lumbermen and
Foresters in War \Work, and the American For-
estry  Association. The Grafonolas were
shipped to Chaplain Smith, headquarters, Twen-
tieth Engineers (Forest). Washington, D. C,
and will subscquently leave for France, where
the regiment will be stationed.

These Grafonolas are for the use of thirty-
eight scparate companies of the Twentieth En-
gincers (TForest), the largest regiment in the
world. This regiment is composed of the coun-
try's leading forestry cxperts, who are equipped
to rcnder invaluable service to the armicgs of
Uncle Sam and the Allies abroad. Some of the
companics in this regiment have already reached
the “other side.,” and their reports home arc
tyvpical of the cheery, optimistic spirit which is
characteristic  of  America’s  fighting  forces.
These forestry eugincers arc welded togetlicr in
an eflicient, result-productive organization which
is giving tremendous assistance to the “boys”
iu the trenches.



MarcH 15, 1918

THE TALKING MACHINE WORLD

25

Publisher of

THE STANDARD AUTHORITY
T~ T LKING >
WQQ__DM

OF THE INDUSTRY IT SERVES

A Price Announcement

For over twelve years, the size of The Talking
Machine World has steadily increased.

For over twelve years the editorial scope of The
Talking Machine World has steadily grown.

For over twelve years the circulation of The

Talking Machine World has steadily expanded.
To-day The Talking Machine World is triply

dominant—in circulation, in prestige of edito-
rial columns, and 1n the amount of advertising
carried.

For over twelve years there has been no in-
crease in the subscription price, but

With the May, 1918, issue the subscription
price of “The World” will become $2 a year

A Chance to Save Money

Subscriptions will be accepted at the existing rate of $1 a
year for one, two, or three years in advance, providing the
remittance 1s in the mail prior to May 15, 1918. Every
dollar spent now means a dollar saved. Act now if you
want to economize.

EDWARD LYMAN BILL, Inec.

373 FOURTH AVENUE
NEW YORK CITY

THE TALKING MACIHINE JVORLD
THE MUSIC TRADE REVIEW
E. L.B. TECHNICAL LIBRARY
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With every regiment that goes to the front, war songs
become more popular. Ten of them, splendidly sung,
in the Columbia April list.
Flag Flying at Our House,” sung by the Sterling Trio,
will go straight to thousands of hearts.

A2493, “There’s a Service

Columbia Graphophone Co.

Woolworth Building, New York

——————a————

INDIANAPOLIS TRADE COMPLAIN OF STOCK SHORTAGE

Business, Both Wholesale and Retail, Very Active—Conference of Pathé Dealers—Stewart Co.’s Big
Victor Business—Standke Boosts Brunswick—Ready-File Co.’s Expanding Trade

IxpIANAPOLIS, IND, March 5—Business for local
talking machine dealers picked up briskly dur-
ing the closing days of February and rounded
out a good month for most of them.

The wholesale dealers report their business
as exceedingly good with the chief difficulty be-
ing in getting sufficient machines and records
from the factories to supply the demand.

W. E. Pearce, of the phonograph department
of the Brunswick-Balke-Collender Co.’s branch
here, reports that the Brunswick business has
been exceptionally good since the first of the
year. George McCarty, of Fortville, Ind., is
making a record on the number of the higher-
priced Brunswick models he is selling.

J. E. Nash & Son, of Franklin, Ind., who also
do business in Greenwood and Edinburgh, are

showing good results with the Brunswick. Jen-
sen Brothers, who run the Brunswick Shop of
Terre Haute, Ind., are figuring on opening a
larger store soon. .

T. H. Bracken, manager of the Starr Piano
Co.’s branch, said that he is looking for a big
year for talking machines. Mr. Bracken is
planning to push this end of the Starr business
this year.

The Stewart Talking Machine Co., distributor
of the Victor line, reports that the dealers have
been doing a phenomenal record business, and
Emerson Knight, advertising manager for the
company, says that the national advertising done
by the Victor Co. continues to “pull like a team
of oxen.” ’

Miss Agnes Fryeberger, of Minneapolis, will

Three
Styles

Every manufacturer building talking machines knows that the success of his business
depends wholly upon the satisfaction his products give to the dealer and the user.
Therefore he realizes that only the best parts are good enough to put into his machine.
That’s the reason thousands of Dayton Motors are

Runs
i Silently

and satisfy the most exacting customers.

Dayton Tone Arms are universal, playing any disc record.
Dayton Reproducers are scientifically correct and thoroughly practical. Two styles.

Build satisfaction into your products by using the quality line—Dayton Motors,
Dayton Tone Arms, Dayton Reproducers.

being sold.
makes them

“The Best Motor
In the World”

Let us prove it’s the best for
you too—in quality, price and
service.

Their Superiority

Five styles—all good.

They will bring you more business

THE THOMAS MFG. CO., 322 Bolt Street, Dayton, Ohio

come to Indianapolis soon to talk to Indian-
apolis school teachers on the use of Victor ma-
chines in the schools. The Stewart Co. is
planning on calling a meeting of its dealers to
have Miss Fryeberger, who has written several
texts on this subject, address them.

A. H. Snyder, manager of the Edison Shop,
does not believe in letting conditions control
his business.

‘“The business is here to be got, just the same
as it was before the war,” said Mr. Snyder. “But
we have different conditions to meet and must
adjust our tactics to meet them.

“The dealer who sits in his store and ex-
pects the buyers to come in might as well close
up his shop. You've got to get out to the
homes and take your proposition to the homes
to do the business.” Mr. Snyder has been very
successful in working his salesmen in zones in
which he has divided the city.

George Standke, manager of the local Bruns-
wick Shop, gave the Brunswick a big boost be-
fore the American Club in the Chamber of Com-
merce. This club is composed of about sixty
business inen who meet every Monday and each
member is allowed a day to boost whatever
business he is in. Mr. Standke brought a
Drunswick machine to the meeting on his boost-
ing day and the machine did the work in great
style. He also gave souvenir calendars away.

M. C. Rosner, manager of the Vocalion de-
partiment of the Aeolian store, said that business
picked up during the last days of February, and
that the record business had been exceptionally
good since the holidays.

The Mooney-Mueller-\Ward Co., distributors
of the Pathé, are planning to invite their deal-
ers to a conference to be held within the next
two weeks. R. B. Goldsbury, in charge of the
company’s Pathé department, reports that many
contracts have been signed in the last month,
and that business for 1918 is looking fine. Lam-
bert. Bertha, of La Fayette, Ind., has been en-
gaged to assist Mr. Goldsbury.

H. A. \V. Smith, manager of Pathéphone Shop,
reports that February business was normal, and
that indications are for a good business.

H. E. \WWhitman, manager of the Victor and
Edison department of the Pearson Piano Co.,
says that the record business continues unusual-
ly brisk while the sale of machines runs only
fair during January.

Officials of the Ready-File Co. are highly
pleased with the way Edison dealers in con-
vention at New York recently took to the Edi-
son machine ready-files which will be ready for
the market soon. The company has been un-
usually successful with its file for Victor ma-
chines. .

Ben Brown, manager of the Columbia store,
reports that February business was satisfactory.
George W. Hopkins, general sales manager of
the Columbia Co., visited tlie store Tuesday.

The Ideal Phonograph Co., Rockford, Ill, has
been incorporated with capital stock of $5,000
by B. J. Swanson, John Kinge and M. H. Gus-
tafson,
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STEELCRAFT
NEEDLES

“MADE RIGHT TO PLAY RIGH1”

Harry R. Leithold, of the Fred Leithold
Piano Co., La Crosse, Wis., wins 100,000
Needles for sending us the ‘first choice’’
name for talking machine needles of

“STEELCRAFT”

What influenced Mr. Leithold in submitting the name

“STEELCRAFT’ was our recent announcement in
this publication in which we said:

““To assist in selecting the proper name we wish to state
that we will manufacture the best steel needles that can
be put on the market. Qur process of manufacture will
be such as to insure the reproduction of every delicate
shading and tone. Continued use of our needles by your
customers will mean contented patrons at all times.”’

“STEELCRAFT” means PERFECTION. This name
emphasizes that the Steelcraft Needle is the supreme
- achievement of modern craftsmanship.

Remember the nam.e “STEELCRAFT ” when ordering
needles from your wholesale distributors for Steelcraft

Needles are “Made Right to Play Right.”

RECORD NEEDLE & MFG. CO.

MANHA’TTAN BLDG. MILWAUKEE, WIS.
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Type B—40 in. high. $18.50 Wholesale

Playssall Record:

Double Spring Motor

Double Spring Motor Plays all Records

Phonograph

Type C—43 in. high. $20.50 Wholesale

Double Spring Motor Plays all Records

Type 15
Double Spring Motor

$8 Wholesale
Plays all Records

STEEL NEEDLES
65¢c per thousand. Immediate Delivery.

RECORDS
The “Popular” Brand, 10-in. double face, lateral cut,
all instrumental:
32¢ in lots of 100
30c in lots of 1000
29c in lots of 5000

3 East 12th St.

CO., NEW YORK

Type D—46 in. bigh.
Double Spring Motor

$26 Wholesale

Plays all Records

Type A, in Mahogany Finish—35 in. high
$15 Wholesale
Double Spring Motor

Plays all Records

MOTORS

No. 01— 8-in. turntable ..........c..... $1.25  10in. turntable.....$1.40 TONE ARMS AND REPRODUCERS

No. 1—10-in. turntable ......cc0eivennnn 2.65 12-in, turntable .... 2. N _T A N

No. 5—10-in. turntable, double spring, plays 2 records.............. 2.75 }\\,‘;‘ 12__%.3"‘12 }}\‘;fr‘; g"‘é Il\zfpfo(éucer gep sl pie 2pg o0 voenoa00s $l 292
No. 6—I10-in. turntable, double spring. ..$3.50 12-in. turntable 3.85 No. 6—T A ng Keproducer, for playing all records............ o4
No. 8—i2-n. turntable, double spring, plays 3 records ) No. 6—Tone Arm and Reproducer, for playing all records............ 2.25
No. 9—12-in. turntable, double spring, plays 3 records. ... ‘I\\vz. g—%;ﬁi f‘\;:; :Eg ¥°prgg“:°" §°r f’}“)'!"g 3}} "“°"gs """ 900000 ,2):,?§
N WS ) : . 8— Reproducer, for playing all records............ 2.25
o }?_}%;: tﬂ::::g%:: ‘ég‘l’lg]lg SS%‘;“!?I%’, f[’)ll‘?)’i ‘; ;ce%%‘;gsb e No. 4—Tone Arm and Reproducer, for playing all records............ 2.65

MAIN SPRINGS

22 gauge 7 ft. 20c ca.
1 . 20 gauge 8 ft. 6 in, 25c ea.
No. 1—% in. 25 gauge 10 ft. 39c ea.
No. 2—13/16 in. 25 gauge 10 ft. 39¢c ea.
No. 3—% in. 25 gauge 11 f{t, 49c ca.
INo. 4—1 in, 23 gauge 10 ft. 49c ca.
No. 5—1%-in. 25 gauge 11 ft, 90c¢ ca.

100 lots 18c ca.
100 lots 20c ea.
100 lots 35c ea.
100 lots 35c ea.
100 lots 44c ea.
100 lots 44c ca.
100 lots 85¢ ca.

GOVERNOR SPRINGS

$1.00 per hundrcd. Special price on large quantities for motor manufacturers.

SAPPHIRE POINTS AND BALLS

Sapphire Points
Sapphire Balls

................ 13c eacl in 100 lots
................. 15¢ cach in 100 lots

1000 lots 16¢ ca.
1000 lots 19c ea.
1000 lots 33c ea.
1000 lots 33c ea.
1000 lots 42c ea.
1000 lots 42c ea,
1000 lots 80c ca.

12¢ eaclh in 1000 lots
14c each in 1000 lots

NEEDLE CUPS

$20.00 per thousand, $17.50 per thousand in 5,000 lots.

4 Larger quantities
still lower,

NEEDLE CUP COVERS

$10.00 per thousand, $9.00 per thousand in 5,000 lots.

: Larger quantities
still lower,

We also manufacture special machine parts such as worm gears, stampings,
or any screw machine parts for motor manufacturers. .
Special quotations given for Canada and all other export points. Mer.
chandise delivered with custom duty, war tax and freigbt paid by us.

.Write for our 84 page catalogue, the only one of its kind in America.

Iustrating 33 different styles talking machine and over 500 different phono-
graphic parts, also gives description of our efficient repair department.
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Why Grand Opera Artists Are Heard at Their
Best Through Talking Machine Records

No greater tribute to the perfection of talk-
ing machine record making can be conceived
than the remarks of critical purchasers these
days when selecting records of noted opera
artists whom they have heard in New York, Chi-
cago and Boston, that their records are not
only equal to their voices, but in some respects
the numbers are sung with a perfection and
artistry that even transcends the work of the
artists in person on the operatic stage.

This is not surprising, for it is a well-known
fact that almost without exception many grand
opera stars would rather sing before the most
critical audience tham before a talking ma-
chine. The latter is a critic that records every
imperfection, and when the test comes it often
tells the story of slipshod work. The grand
opera singer must sing 100 per cent. perfect in
making a record, and this is oftentimes impos-
sible on the opera stage. Ience it is that talk-
ing machine records of the grand opera artists
are so absolutely perfect.

One would think that it is the simplest thing
in the world to stand up before a talking ma.
chine and sing, and it might be if the singers
did not have to use any more care than they do
before an audience.

In the first place it is rather uncanny, stand-
ing in a big empty room before a mmammoth horn
protruding from between curtains, with the con-
ductor away up high where he will not interrupt
the sound waves, and the orchestra made up in
number and instrumental quality especially for
this work.

The singer stands on a wooden platform at
the mouth of the receiving trumpet. A few
hurried directions are given, and then strict si-
lence is the rule. No human voice or sound

but that of the singer and the music must now
disturb the atmosphere, for the machine behind
the curtain relentlessly records every little
sound wave.

A red light is flashed, and the orchestra gets
to work. Then at the crucial moment the artist
has to sing to this strange little assembly with
the same zest he would under the inspiration of
brilliant lights, beaiftiful clothes, splendid set-
tings and an applauding audience. It is an or-
deal, because he has to sing with far greater
care in front of the talking machine than is
required when an audience is to be pleased. The
slightest variation means a start-over, a slight
clearing of a throat, a deep breath or slight
shuffle of the feet—and the revolving discs rec-
ord every onec of these faults—and the record
is spoiled. But these faults are all criticized by
an experienced record-director, and it is his
business to see that nothing short of the per-
fect records are produced—because from these
first moulds are made all of the thousands of
records that go into so many homes.

When the artist has finished, the record is
played over and the imperfections criticized.
The weak spots are rehearsed, and the whole
trying business commenced over again.

And so it is acknowledged by many of the
operatic, concert and music-hall stars that to
produce a record of pure and distinct tone is
far harder than to make their way successfully
through a whole operatic score. It is a tre-
mendous task to get a set of the perfect rec-
ords from the opera favorites. It has been
said that Caruso has been forced to spend over
four hours of untiring work before he was able
to perfect his “Ridi Pagliacci” in the opera of
“I Pagliacci,” and in that time was forced to

make over thirty fresh starts before a disc of
pure and distinct tone was obtained. This may
he fiction, or extravagance of statement, but
every operatic artist, whether Caruso or Mme.
Galli-Curci, knows that when they make rec-
ords they are singing to millions rather than to
the thousands in the opera house, and the most
particular pains are taken to have them right—
absolutely perfect.

EXPANSION OF DELPHEON BUSINESS

Sales Manager R. W. Gresser Says That the
Business of the Delpheon Co. Has Tripled in
Volume During the Past Two Months

Bay Crty, MicH.,, March 5.—The Delpheon Co.,
of this city, manufacturer of the Delpheon pho-
nograph, is making rapid progress in all parts
of the country, and R. W. Gresser, sales man-
ager of the company, states that the Delpheon
business has practically tripled itself in the past
two months. It has grown so rapidly that the
company is only able to barely keep up with the
demand, and it seems as though imimediate prep-
arations to provide for adequate expansion are
imperative.

Mr. Gresser states that the company is in a
better position to do this now than a year or
even six months ago, as the work in the factory
is now thoroughly systematized, and it is pos-
sible to turn out the completed Delpheon pho-
nograph with far less work than before, and on
a far more efficient basis.

Orders are being received daily from the Del-
pheon distributors ig the South, and, judging
from their reports, there is an era of stability
and prosperity in this section of the country.

Foreign Records, too,
—at Grinnell’s

WE HAVE A LARGE STOCK OF ALL
| THE FOREIGN RECORDS

Those of foreign birth, irrespective of country, are, almost without
exception, music-lovers, and if there are such in your territory you
are missing a fruitful source of added business and profits if you are
not provided with vecal selections in their own tongue or instru-
mental music characteristic of the country from which they came.

Glad to go into this matter with you further and give you fullest
information regarding any and all details.

Grinnell Bros

Disiributors Victrolas and Records

First and State Streets, Detroit

Let us add your name to those receiving our advance }ist qf Records likely to be the best sellers.
The service is free—and you'll find it of great value.

We are of course

ped to supply you
with any of the
other Records is-
sued by the Victor
Company.

eplendidly equip- -

You Should Have a
Stock of the Mar-

coni-Victor Wireless
‘Telegraph Records.

They meet a present, and
very great demand—they
provide a service that is not
only unique but of definite
value to the country—they
demonstrate your progress-
iveness and up-to-dateness
— they afford another
source of profit for you.

No better time to order
them than TODAY !




30

THE TALKING MACHINE WORLD

Marcu 15, 1918

Will you spend three cents to get rid of that vexing
sales problem? That’s all the expense necessary—
a letter to the Columbia Dealer Service Department
will bring you the answer you need.

Columbia Graphophone Co.

Woolworth Building, New York
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MAKING TOUR OF WHOLESALERS

W. P. White, Manager of Wholesale Victor De-
partment of Thomas Goggan & Bro.,, Hous-
ton, Tex., Making a Most Interesting Trip

A recent visitor to New York was W. P.
White, manager of the wholesale Victor depart-
ment of Thomas Goggan & Bro., Houston, Tex.,
who is at present on a tour that is taking in the
principal cities east of the Mississippi. Mr.
White is devoting his efforts to calling on Vic-
tor wholesalers, and negotiating the purchase,
sale or exchange of surplus stocks, and is meet-
ing with an excellent measure of success. On
the way to New York he called on a number of
Southern jobbers and also wisited the Victor
factory.. He also called on the trade in New
England, and on his way home will visit Pitts-
burgh, Cleveland, Detroit and nearby cities.

Mr. White, who took charge of the Goggan
department about a year ago, was before that

time connected for some months with the trav-
i

eling sales department of the Victor Talking
Machine Co., covering New England, and thus
has an excellent knowledge of the problems of
both the Victor wholesaler and the Victor dealer.

TO AMEND PERSONAL PROPERTY LAW

Bill Now Before State Legislature Provides
for Cash and Instalment Prices Being Shown

A bill has been introduced in the New York
State Legislature by Assemblyman H. W. Smith
to amend the Personal Property Law in rela-
tion to displaying the selling price on goods
sold under contract or conditional sale. The
bill (Assem. Int. No. 537, Pr. 580) adds new
Section 68 to the Personal Property Law pro-
viding that a conditional vendor who displays
or exhibits goods to be sold under conditional
sale, shall attach to such goods or chattels, sam-
ple or samples, in a consp.cuous place, a state-
ment of the selling price for cash and under
conditional sale. Violation is a misdemeanor.

Manufacturers—

obbers—Dealers

PERFECTION FLEXI-TONE reproducers attached to
PERFECTION ball-bearing tone arms No. 3 and No. 4
play all lateral cut records, on all types of Edison ma-

ines. Made in nickel and 24 carat gold finish, extra
fine quality.

Tone arms fitted to Edison machines only

The PERFECTION Flexi-tone reproducers will also
play Victor and Columbia records on all types of
Pathe machines, as they can be attached to the joint
that :;. being sold with the machine for playing these
records.

16-18 Beach Street

These reproducers and arms are the very finest made mechanically.
TION FLEXI-TONE reproducers are the most perfect phonograph reproducers built,
reproducing all lateral cut records, from highest pitched soprano, to lowest pitched
bass, as perfectly as the records were recorded in the recording room. Wonderful
clarity of sound. as well as great volume.
Manufacturers, jobbers and dealers will find in this line of reproducers just what they
have been looking for, as they are assembled by skilled workmen especially adapted
to this kind of work, producing a product built with watchlike precision.

All accessories in stock ready for immediate shipment.

PERFECTION FLEXI-TONE reproducers fitted to their machines., Werite for prices, information, etc.

NEW ENGLAND TALKING MACHINE CO.

PERFECTION FLEXI-TONE reproducers No. 3, No. 6
and No. 7 fitall types of Victor and Columbia machines.
Made in nickel and 24 carat gold finish, extra fine quality.

The PERFEC-

Extra fine quality of finish guaranteed.

Phonograph manufacturers can have

BOSTON, MASS.

L. M. COLE WITH GIBSON-SNOW CO.

Appointed Eastern Representative for New
York State Distributors of Sonora Line

I. M. Cole, the “Sonora Man,” whose well-
prepared booklet on phonograph merchandising

L. M. Cole
received favorable comment from the trade some
months ago when Mr. Cole was manager for
John G. Schuler, Buffalo, N. Y., prominent So-
nora dealer, has been recently appointed East-
ern representative for the Gibson-Snow Co., Inc..

New York State distributors for the Sonora
line.

Mr. Cole's thorough knowledge of the So-
nora line ideally equips him to render valuable
and efficient service to the Sonora dealers in
the territory he will visit, and there is no doubt
but that his previous retail experience will stand
him in good stead in his present post. The
Gibson-Snow Co. is planning an aggressive
wholesale campaign, and judging from their
business to date, it will be productive of excel-
lent results.

INCORPORATED

The Bolway Co., Inc., Syracuse, was incor-
porated in Albauny, N. Y., last wcek with a cap-
ital stock of $40,000 for the purposc of dealing
in sporting and athlctic goods. Thosc inter-
cstcd are F. E. Bolway, the well-known phono-
graph jobber, of Syracuse; A. \W. Fielder, New
York, and E. V. Powell, Chicago.
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Ohio Talking Machine Dealers
Hold First Annual Banquet

CLeEveLAND, O., March 4—The first annual ban-
quet of the Talking Machine Dealers’ Associa-
tion of Northern Ohio, Hotel Winton, the eve-
ning of February 20, marked a new era for the
niembers of the organization.

The spirit of the meeting reflected the deter-
mination of everybody present to make 1918 a
banner year despite handicaps imposed by the
European war. The attendance was representa-
tive, several out-of-town men prominent in the
talking machine business being guests.

The “messages” from the Victor, Columbia
and Edison factories delivered by representa-
tives of these big producing plants were stimu-
lating and assured retailers that the manufac-
turers are not discouraged but will drive straight
ahead turning out machines and records as fast
as physical conditions will permit.

Charles K. Bennett, general manager of the
Eclipse Musical Co., qualified as president and
acted as toastmaster. The other officers installed
are: First vice-president, A. W. Roos, of the
Columbia Graphophone Co.; second vice-presi-
dent, Elsie E. Baer, of the M. O’Neil Co., Akrot,
O.; secretary, James G. Card, of the Lakewood
Music Co.; treasurer, A. L. Maresh, of the
Maresh Piano Co.; assistant secretary, E. B.
Lyon, of the Eclipse Musical Co.

Mr. Bennett will not announce his standing
committees until the March meeting of the asso-
ciation—the third Wednesday of the month.

There was a splendid menu of eatables and
popular and patriotic songs, in which the diners
joined, helped to put every one in good humor.

President Bennett Reviews Conditions

President Bennett started the speech-making
with an excellent address, during the course of
which he said:

“I cannot help but feel that we all have been
well repaid for our efforts in organizing this
association, and which.I am quite sure will
develop into one of the strongest and largest
organizations in the country; first, because we
have represented here merchants from all over
this State showing the spirit and desire to co-
operate for the good of the business, and sec-
ondly, because we have a great number of large
cities and all within a comparatively short dis-
tance of each other, thus making it possible to
have these get-to-together meetings frequently.

“I am firmly convinced that it is the inten-
t'on of each individual membe: of our organiza-
tion to keep his shoulder to this wheel of prog-
ress and do his and her part to uphold t
policies and principles looking towards the up-
lift of the business, and as President Hart, of
the local Mus'c Trades Assoc'ation, said the
other evening, ‘the more open frankness an
the better acquaintance we have with one an-
other the more satisfactory will be our business,’
and I wish to urge that we adopt this slogan our-
selves and carry it out with a view of becoming
intimately acquainted with each other.

Many Changes Due to War

“It has been necessary for us to make a great
many changes in our business as well as our
social life during the past year, and undoubtedly
it will be necessary for us to make others in
the future, but in no case has the Government
interfered with our bus/ness, because Mr. Wilson
has no intention of so doing. If anything, the
President has made our business better because
he fully realizes that music is one of the most,
if not the most, essential in developing and keep-
ipg up the morale of this army and navy the
we are now building. Music is, therefore, in
more demand to-day than ever before, and that
in a measure accounts for the scarcity of ma-
chines and records, and with but few exceptions
every dealer here to-night showed an increase in
his business over 1916. However, he did no’
come anywhere near supplying the demand th
was made upon him.

“The war has opened up a world of new ma-
chine and record prospects, as we read in the
papers that nine billions of dollars are to be dis-
tributed among the working people in the United
States this year in return for their labors. These
same workers in the past never hoped to be
able to earn more than $15 or $20 per week, but
are now earning $35 and upwards. These same
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Cheerful, Optimistic
Messages Greet the
Talking Machine
Retailers of Ohio

SR R A

laborers never even dreamed of such a condition
and so shaped their lives to live within the $15
limit. To-day, with the prosperity they are en-
joying, they do not know as a matter of fact
just how to spend this money, and saving is
almost beyond their imagination. They do not
enjoy the fine luxuries, such as fine- homes and
fine clothing, and outside of the larger cities
they find it difficult to secure amusements such
as theatres, and the ‘booze’ question is being cur-
tailed to a most marked degree. The conclusion,
therefore, is a very plain one.

“This new field open to us now is that section
in the mill and factory districts. These work-

—

President Charles K. Bennett
ing people, like you and I, love music, and in
the past have been contented with the 10-cent
record and the $5 machine, and besides did not
feel that they were welcome in the exclusive
shops, and grand opera music was beyond their
comprehension. I had a personal experience
this last Christmas with an individual coming
into our retail store, dressed very poorly and
without even a collar on, smoking a big black
cigar, and his hat tilted on one side of his head.
He stated that he was looking for a Victrola,

something very good, and further explained that

they now owned a small $50 machine. ‘You sece
I am making more money now,’ he stated, ‘and
am traveling in better society, and we really
need a big machine.” That describes my thought
very clearly, and I want to ask if it is not a fact
that there are a great many more just such char-
acters in this city, and in fact, throughout the
entire country. They are plentiful, and like my

Important addresses made by President
Bennett, Geo. W. Hopkins, Henry C.
Brown, J. Raymond Bill, C. H Grinnell,
an Interesting Letter from Wm. Maxwell

old boss used to tell us boys on the road, ‘the
proposition is just like gold mining, you have got
to dig it out’—and so it is you must dig out
these fellows who are making good salaries, and
you will flatter them, offering them the popu-
lar-priced machines as well as to offer the service
of your up-to-date store. I could keep on
enumerating a lot of other ideas that could be
worked and given serious thought; however,
just take this little tip and go after the working,
class as you will find them ready buyers and
quite liberal spenders.”
Thos. H. Davies’ Pertinent Poem

Following Mr. Bennett, Thomas H. Davies
made a short address flavored with lots of good
humor along the line of existing machine and
record shortages. He closed with this poem:

Another year has now passed by,
The future greets us with a sigh.
_When e’er machines we try to buy,
The shortage reaches to the sky.
It stares at us as we pass by,

All we can say is, me, oh my.

The jobbers use their old excuse,
And make us all feel like the deuce.
They tell us all there is no use

To pester them, they don’t produce
They say they try to do their best
But that machines keep going West.

They told us this a year ago,

And we all thought that it was so.
We dealers do not want to crow

We all have made a lot of dough.
Machines came slow but fast they go,
Let’s hope it will be ever so.

And as we get down to facts,
I'm sure we'll all agree

We're lucky that we're living
And in a land that's free.

Our business has been very fine,
Let every one keep this in mind.

We’ve all made money in the past,
Now is the time we must hold fast.
Our ship is in a heavy storm

Our duties we must all perform.

Let’s help each other this year through,
That is the least we all can do.

A. W. Roos was the next speaker and he
dwelt briefly on the efforts to be made during
the comning year along the line of preserving the
present high merchandising ethics of the talk-
ing machine retail business.

A “Message From the Victor Factory”

Henry C. Brown, in his "“Message From
the Victor Factory,” declared the ladies are
largely responsible for the great demand for
talking machines and music. He drew a picture
of the early days of talking machines and said
the Victor Co. will continue to do what it has
done from the start—aid dealers in building up
business and placing it on a high basis.

“There is no limit to our business,” said he.
“Talking machines have added much to the life
of our people; tliey have added both pleasure
and profit to the world. Before the advent of
talking machines the voices of the world’s great
singers died when they passed away. We have
no way of comparing the voices of artists now
dead with those of the great living singers, but
the talking machine and its records have made it
possible to preserve the human voice, so that
when its owner dies posterity will be able to
make comparisons between the singing and
playing of living and dead artists.

“Before the coming of the talking machine
the great artist was silent forever after his or
her lifc was done. Now their efforts are pre-
served to posterity, like the sculptor’s or the
painter’s.”

“Our business is one of the greatest in the
world. We should look at it from a high view-
point. There is no place in our ranks for the
fellow who gets discouraged.

“The Victor Co. is probably the largest adver-

(Continued on page 32)
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Father Finn’s Paulist Choristers are taking the
country by storm; their New York appearance was
a triumph. Are you among the many dealers who
are sending in repeat orders for their exclusive
Columbia records? A new omne in April that will

go big.

Columbia Graphophone Co.

Woolworth Building, New York

OHIO TALKING MACHINE DEALERS HOLD ANNUAL BANQUET

(Continued from page 31)

tiser in the world and we expended on publicity
much more than $2,000,000 last year and are go-
ing to keep right on spending in 1918. "I believe
in uplift advertising. Ve are doing it and we
are going to keep on doing it. \We are optimistic
at our headquarters and are trying to spread this
optimism all over the country. Ve are appor-
tioning as much money for publicity in 1918 as
we expended in 1917. We are going to give you
the same support we did last year and want your
co-operation.

“We gave you more goods in 1917 than you
got in 1916,” said he. “\We are going to keep
right ahead giving you goods as long as it is
physically possible to produee machines. No man
can foretell the future cost of goods. Labor,
raw material—everything--has advanced and is
going higher. The price of some articles has
jumped 1,600 per cent. We have solved prob-
lems as they eame before us and will continue
to do so.” He cited an instanée where repre-
sentatives of the Victor went to a big brass een-
ter to get materials with which to build machines.
They were able to get the materials but could
not get them accepted by the railroads. Trunks
were bought, automobiles hired, and the goods
transported 2350 miles in this manner to the Cam-
den factories,

In referring to current shortages Mr. Brown
said:

“The higher ups set the pace for the buying
of talking machines, and naturally when the
better classes buy machines the lower classes
fall into line. The Victor people could vastly
increase their output and their sales if they al-
lowed inferior workmanship and put forth an
inferior grade of products, but we will not do
this. Every machine that leaves our factories is
tested. \We invite honest competition, but we
have no use for the thief in the dark. It is up
to you to defend and stand by the merchandising
principles whieh have made your business what
it is to-day. \We will protect dealers and the
trade as far as we can, if the Federal Govern-
ment will aid us.”

Mr. Brown also explained the needle shortage,
and deseribed the Tungs-tone stylus and its par-
ticular merits. He explained that the taper point
of the ordinary stecl needle wcars away so that
it does not fit down into the groove, while the
point of the stylus is of the same diameter its
entire lengtl, and wears away evenly and thus al-
ways fits into the groove. He recommended the
use of the Tungs-tone stylus as it will help re-
licve the needle shortage.

George W. Hopkins Talks on Safesmanship

George \W. Hopkins, general sales manager of
the Columbia Graphophone Co., who as
scheduled to deliver a “message from the Colum-
bia Faetory,” really delivered a most inspiring
address on salesmanship, in which line he ranks
as an expert. In opening his remarks Mr. Hop-
kins dcelared that the heart of Columbia em-
ployes, cach and every one of them, is in the
company they serve.

“T went to accept the resignation of a certain
man,” said Mr. Hopkins, *‘but when I saw a card
in his office-reading, "To hell with yesterday—
what's doing to-day? I did not ask for the resig-
nation, believing that this employe was de-
termined to overcome everything in his path.
This typifies the new spirit in the hearts of
Columbia employes. \VWe are seeking to put the
buyer in the picture with Columbia Grafonolas.
If a buyer is in a snap shot with a machine
the buyer is in the pieture.

“A retailer can start two ways—right or
wrong. The phonograph business is different
from other lines. Retailers, or many of them,
must learn how to merchandise their vares
properly in an honest-to-God way.

“It is unfair not to charge interest on instal-
ments. The eash buyer should have a discount
equal to the interest on instalment payments.

“The human eye is a finanee committee in
seeking selling goods. In too many stores goods
are not changed about. You find the same old
thing in the same old place from day to day
and the result is that no attention is paid to
such displays. The ways of our grandfathers
get us nowhere in business to-day. \We must
learn to look out—not in. We should get out
and talk business methods with other men to
get their viewpoint and to swap ideas. \When
two men swap dollars each has what he had be-
fore the trade, but wlen two men each swap
an idea each has two ideas instead of one.

“We are apt to look too much at big sales—
and not to watch the small affairs in our business.
The man behind the counter should have his
chance. The best advertised line of goods in
the world can easily be damned by elerks and
salesmen who have been offended.

“T would make the elerks of a retail store re-
sponsible for the store. Place these men on
their merits and their mettle. I would impress
upon this class of help why I engaged in busi-
ness and endeavor to have them look at the re-
sults through my eyes and with my ambition to
succeed.

“If Tom, Diek and Harry were my eclerks I
would give each one of them an opportunity to
run the store. Eaeh would vie with the other in
seeking new ideas, new ways to dress shop win-
dows, ete. In a short time this trio of clerks

*would be exchanging views with elerks all over

the city and gaining ideas to build up my busi-
ness. It pays to make thinkers and originators
out of mere clerks behind the eounter.

“T would pass from elerk to elerk when
patrons were in my store and offer suggestions
which would make tlic clerks know that I was
personally interested in pushing their sales. I
would impress my personality on every patron
wlien T could.

“Don’t play your game the way the other fel-
low plays it, for he will beat you; play it a new
way, one of your own. Six months is the usual
life of a talking maechine, so it is up to us to find
a way to prolong this life—that is, give the

machine a new lease on life by offering buyers
records which reproduce the proper musie—
melodies that are wanted. The better-grade
music, if reproduced at the psychological mo-
ment in trying to make a sale, will start a pho-
nograph on a new lease of life.

“Soldiers want music, yet wherever I go I hear
pleas for cigarettes for our boys—but seldom
a plea for musie.

“We will have more failures than ever this
yvear. The rich will buy less, but there is another
class making war wages that must be taught
how to buy. The fellow who up to now has
never had spare cash does not know really how
to buy. The two great themes for our educa-
tional propaganda are "“\What to buy” and “How
to buy.” By advertising the advantages of buy-
ing a talking machine we will educate the
greatly enrichened laboring class to long to own
a talking machine. In other words, teach
them what to buy. By advertising how to buy a
talking machine we will reach that class whose
income has been eut down by the war and who
therefore are now interested in spending judi-
ciously and with good reason, where heretofore
they spent freely and without special thought.”

William Maxwell Discusses Non-Essentials

Owing to the faet that he was called upon to
attend the annual convention of the Edison Dise
Jobbers’ Association in New York, William
Maxwell, vice-president of Thomas A. Edison,
Inc., was unable to be present at the local ban-
quet as expected, but sent a paper, whieh was
read by President Bennett. After a character-
istic introduction Mr. Maxwell, in his paper,
launched into the disecussion of the question of
non-essentials and said in part:

“A while back there was quite a number of
prominent gentlemen who were pulling long
faces and urging that the manufaeture and sale
of non-essentials be disecontinued. A great deal
of time was devoted to the preparation of a list
of non-essentials. Finally, however, it was dis-
covered that nobody knew what a non-essential
really is. I understand that one gentleman said
the only non-essential he could think of was
lager beer. I do not know why he did not in-
clude Bourbon whiskey. Perhaps he is a man
who packs a flask on his hip. Another gentle-
man thought that maybe perfume was a non-
essential, but we married men who are familiar
with the seerets of feminine toilettes know that
perfilme is regarded in certain quarters as quite
essential.

“The dollar-a-year man and others wlo were
railing against so-called non-essentials ap-
parently did not get very much encouragement
from President \Wilson. Mr. Wilson intends to

“NICHOLSON?”

New Catalog Showing New Styles

RECORD CABINETS

strictly high-grade construction at prices
l BELOW COMPETITION

Write for a co:y of the catalog and our
special free advertising help for dealers.

K. NICHOLSON FURNITURE CO0.,“Vivzini

Sectional Bookcases and Record Cabinets
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win the war and will go to any uecessary
lengths to accomplish that result, but it is very
evident he does not intend to hamstring busi-
ness. I cannot understand what ails some of the
men who have aired their views as to the proper
way to win the war. Take the following for
example:

“‘First, cut out the production of luxuries and
non-essentials. Second, cut down the additions
to permanent improvements and equipment, re-
stricting them to such only as will aid in carry-
ing on the war and essential industries. Third,
keep enough people employed upon the neces-
sities to support the country and the army and
put the others to war work. Fourth, turn into
the treasury, through taxes and loans, the money

““T'he spirit of cheery confidence, in spite of
what all the preachers of melancholy from
Frank Vanderlip down may.say, has been our
great national asset during the war.’

“Happily for the nation, many of the ‘preach-
ers of melancholy,” if that is the name to call
them, have experienced a change of heart. Tt
is no longer quite so popular as it was to preach
the wrecking of business as an aid in winning
the war, and I do not think the national instru-
ment trade needs to fear any drastic action on
the part of the Government. The musical instru-
ment industry, as an act of patriotism, stands in
readiness to take a back seat to war industry
whenever it is necessary. As soon as the freight
tangle is straightened out I believe we can look

up to the retailer to get in touch with his share
of the 9,000,000 families to compensate for his
share of the several hundred thousand families.

“Retail business depends upon the earnings of
money makers. The 1910 census showed that. at
that time there were 30,000,000 male money
makers in this country and that there were
8,000,000 female money makers. Of these 33 per
cent. were engaged in farming; 2 per cent. in
mining; 28 per cent. in manufacturing and me-
chanical industries; 7 per cent. in transportation.
In other words, about 70 per cent. of the money
makers in this country are making more money
than they ever made before, and, when I say
making more money, I am taking in full account
our old enemy—the high cost of living.

“I do not think I am naturally an optimist.
But I can say to you gentlemen that, in my
opinion, nothing short of some great calamity
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Annual Banquet Talking Machine Dealers’ Association of Northern Ohio, Hotel Winton, Cleveland
At Speakers’ Table, Left to Right: C. H. Grinnell, A. W. Roos, G. W. Hopkins, Louis Meier, Retiring President of Association; Charles K. Bennett, New President of Association;

Henry C.
released which was previously paid to these
people now released from private service to
war work.’

“I could scarcely believe my eyes when I read
the foregoing expression of an opinion. Is not

“that fourth proposition a corker? Let us assume
that a manufacturer of so-called non-essentials
has a pay roll of $100,000 a week. He discharges
all of his men, tells them to go out and get work
in the shipyards and munition factories. True,
he no longer has to meet his pay roll, but, on
the other hand, he would have in a very short
time no money to meet it with, or to pay his
taxes or to contribute in any other way to the
support of the Government. His employes, even
if they did find other employment, would be put
to great expense in changing their place of resi-
dence. All the distributors who sell the manu-
facturer’s products would be put out of business
or seriously crippled. For every dollar thus
‘released from private service to war work,” $5
would bc rendered unavailable. The particular
banker who expressed this opinion overlooks an
economic principle, which 1 once heard tersely
expressed by a mian who was running a drop case
layout on a country fair ground. The gambler
kept shouting, ‘come on, boy$, money won’t grow
in your pockets like the hair on your head.” We
need to grow money, otherwise new wealth, in
this country, and I am very thankful to say that
I believe the President and his trusted advisers
realize this necessity. There has been a great
deal of exaggeration in regard to the scarcity of
labor. Of course, there is a scarcity of labor in
certain quarters, but when you think of what
Canada has done, you will realize that if we do
anywhere near as well, we can do all that our
Allies expect us to do and still keep business
getting better than usual.

“A great many consider Mark Sullivan, editor
of Collier’'s Weekly, the best magazine editor in
the country. Certainly he has a clear grasp of
national affairs. Recently he said:

forward with absolute confidence to a year of
unusual prosperity. We must not forget, how-
ever, that conditions are somewhat changed.
The purchasing power of the country has been
shifted around considerably. At least 9,000,000
families are better able to purchase phonographs
this year than they were last year. Opposed to
these are several hundred thousand families
whose purchasing power has been reduced. It is

Brown, Leo. Half, President Pittsburgh Talking Machine Dealers’ Association; Thomas . Davies and J. Raymond Bill.

to the nation can prevent 1918 from being an
exceedingly prosperous year for every live mer-
chant in the musical instrument trade. Music is
not a nomn-essential any more than literature.
Accordingly, musical instruments are just as
essential as books. There are certain levels of
civilization where food and drink are the only
essentials, but thank goodness that is not the
(Continued on page 34)
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kind of civilization we have in this country.
In America food for the body is only a little
more mportant than food for the mind. Next
to religion music is the greatest mental solace.
Everyone of you members of the association
ought to be proud you are in the musical instru-
ment business and you ought to be insulted if
anybody hints that music is a nomn-essential.
We are going to win the war and we are going
to make every necessary sacrifice, but the Presi-
dent of the United States, in my opinion, will do
his best to see that no unnecessary sacrifice is
made. I have confidence in his wisdom and
the sincere belief that he possesses the courage
of his convictions at all times. I am not a Demo-
crat, but I take off my hat to Woodrow Wilson,
the greatest of all Democrats and perhaps the
greatest of all American statesmen.”
J. Raymond Bill’'s Address

J. Raymond Bill, associate editor of The Talk-
ing Machine World, spoke in part as follows:

“My sole message is to enter a plea that we
music men of America bend every effort toward
making our nation intensely optimistic. No
doubt mistakes have been made at Washington,
but many of the errors have already been rec-
tified and if the next six months are charac-
terized by as much forward progress as the last
six months have been, Uncle Sam will be in
line for hearty congratulation.

“These days it is important to look at things
from the very broadest viewpoint possible, if
we would not have our enthusiasm sapped by
that worst of parasites, pessimism. Viewed
with regard to the immediate present, the fuel
shortage, the rail congestion and the non-essen-
tial bugaboo might have offered grounds for
alarm. And yet we all know mild weather is
the certain solution of the fuel and transpor-
tation problems. During the last two months,

moreover, those in close touch with Washington
have seen a definite knockout delivered to the
non-essential bugaboo.

Banker Vanderlip, chief

exponent of what I choose to term irrational
economy, has subsided to California where, let’s
hope, history will repeat itself in that California
will not be heard from for some time. Along the
same line, I would call attention to two articles
appearing in the February issue of The Nation’s
Business, the official organ of the United States
Chamber of Commerce. One article is by Dr.
Garfield and the other by Mr. Noyes. Both are
important figures in the National Fuel Adminis-
tration and both in their articles directly refute
the idea that there is any such thing as a non-
essential. It, therefore, remains for us of the
music industry to convey to the consumer public
the common sense attitude that now prevails in
official Washington.

“There are many other signs of a highly en-
couraging nature. Take, for instance, the prac-
tice of the modern army. It has been definitely
established that the soldiers cannot and will not
endure the fearful waiting periods of modern
warfare without relaxation. The generals have
found that army morale seriously deteriorates
when the men are favored with only the so-

called essentials of life—food, raiment, lodging..

The military experts have found the modern man
is not a savage and that his list of essentials is
somewhat longer. To-day we, therefore, find
theatres, reading matter of all kinds and music
have joined the colors both with the American
Expeditionary Force abroad and with our troops
in the national cantonments at home. Three
things, which one not versed in human psychol-
ogy might imagine unnecessary, have proven to
be in fact bulwarks of army morale. And if the
fighting forces can’t do without these things, it
is folly to imagine the great civilian populace
will dispense with such obvious life-essentials.

“I do not hesitate to predict that the music
industry will come sooner or later to be recog-
nized as a war industry proper. In the mean-
time, as I see it, our slogan might well:be
‘Cheer  Up, America’ and our purpose, if the

ladies will pardon the reference to Sherman,
might well be to show Germany that Uncle Sam
can fight to victory and at the same time endure
the hell of war with a smile on his face.” -
What Pittsburgh Dealers Have Done

French Nestor, scheduled to tell about what
has been accomplished in Pittsburgh by the
dealer association in that city, could not attend,
and Leo. Half, president of the Pittsburgh
Dealers’ Association, spoke in part as follows: .

“First of all we got together and got ac-
quainted—both with each other and with each
other’s problems. We learned to call ourselves
and our mistaken methods by their right names.
We canned the spirit of antagonism and retalia-
tion and instituted instead a real honest-to-God
desire to help each other in trade matters, to
build up clean methods of advertising, etc.

“All that we have accomplished or hope to
accomplish we attribute solely to getting started
right and to maintaining the closest possible
friendly relations, to frank discussions in open
meetings, and genuine desire on the part of all
members to keep conditions and competition
clean. Do we believe in competition? We do.
We believe in more business just as strongly as
in better business and we have religiously
avoided from the start any ruling or policy that
would limit members. We favor.complete free-
dom to formulate and carry out one’s own sales
policies and to advertise them in his own way
—so0 long as-the essential principles of fair play
and trade betterment are observed.

“Tt is our policy to encourage initiative and
‘pep’ of whatever variety or kind.

“True, we believe in co-operation for trade
building, but we realize success of the individual
merchant depends solely on his own individual
effort, energy and foresight. We do not jolly
ourselves into believing that our association
guarantees us continued prosperity, unless each
member puts the right amount of effort and
energy into conducting his particular business.

“We believe in music as a prime human neces-
sity. We believe ahsolutely in the future of the
talking machine industry, because the talking ma-

-WHY-
Do You Use
Tone Arms

gn “off the shelf”? You spend time and money
freely on the design of a cabinet, why compromise on the
tone arm? Why don't you put the same thought into the
tone arm? Make it at least as distinctive as the cabinet.

We have experts who are specialists in designing tone arms that will blend with your cabinet in quality
and appearance—that will continue quality unbroken from sound chamber connection to stylus groove.

These men are ready to serve and prove to you by sketches and figures that “INDIANA" made tone
arms will increase the value of your machine and make it a better selling proposition.

Bear in mind that acceptance of this service does not obligate you in any way and anything developed
for you is for you exclusively, and is not sold or sampled to your competitors.

WE ESTIMATE FROM SAMPLE OR BLUE PRINT

“INDIANA” DIE CASTING COMPANY

East 11th Street at Cornell Ave. INDIANAPOLIS, IND.
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chine and records to-day are the most convenient
and satisfactory form of music for the average
American home. Talk -about industry having
reached the peak is all ‘bunk.’” More talking
machines and records will be sold this year than
ever before provided only they can be produced
and distributed under present conditions. The
dealer who lies down is on the wrong track. If
certa’n machnes or records cannot be procured,
he should push other types that can be procured.

“An important change coming out of the war
conditions is the development of higher service
standards. In the future the retail merchant
must give closer and more studied attention to
the actual helping and assisting of his patrons—
to rendering a distinct service value wholly be-
yond and outside the article of merchandise de-
livered. The customer is rightfully entitled to
this form of helpfulness in return for money
spent through the dealer.

“We believe co-operation should not be con-
fined to separate districts. We believe districts
should co-operate. For example, there should be
closer co-operation in trade matters between
Pittsburgh, Cleveland, Buffalo, etc.

“We believe trade organizations in important
centers should encourage the formation of
smaller local associations to co-operate with the
central association.”

C. H. Grinnell Talks on “Value of Co-operation”

The next speaker on the program was C. H.
Grinnell who made a special trip from Detroit,
and who discussed “The Value of Co-operation”
in the following interesting manuer:

“The Detroit Talking Machine Association
was orgainzed February 7, 1916, with a member-
ship made up of forty-two of the leading dealers
of talking machines in the city of Detroit and
Highland Park.

“To say that the association has been a tre-
mendous influence for good among the talking
machine dealers would be putting it mildly. In
my judgment the one great cardinal feature
which it has accomplished above all others has
been the personal element which has been in-
jected into the business.

“Previous to the organization of the associa-
tion the various dealers, located at their several
stations throughout the city, were practically
unknown to one another and as a consequence
irritation was very common among them and
it was with reluctance that they fraternized with
one another. After a period of two years this
heretofore disturbing element has been entirely
corrected. By the monthly meetings friendships
have been cultivated between the various dealers
and in many instances the prefixes of Mr. have
been entirely disposed of and John meets Frank
and Frank meets Bill.

“Much more could be said on this point, but
why should I continue lest I be called presump-
tious?

“In passing I wish to mention some of the
special things which the dealers of Detroit feel
have been accomplished through the efforts of
the association. There has been a noticeable
shortening of time of the life of contracts which
are now secured upon talking machines. The
approval business has been helped tremendously.
Previous to the organization of the association
it was not uncommon for records to be out for
at least seventy-two hours. Through the con-
certed efforts of the association at the present
time twenty-four hours is a maximum and prac-
tically one-third of the records taken are kept
by the various people who avail themselves of
the approval privilege.

“Further, the association has encouraged the
carrying of packages which are small and the
returning of small record orders, thus co-oper-
ating with the United States Government in this
world-wide war for democracy’s safety.

“The sending of records upon a Saturday and
days preceding holidays has been entirely dis-
pensed with and the ten days preceding Christ-
mas of the year 1917 no records whatsoever were
sent out on approval,

“A departure from the old-established prece-
dent previous to the organization of the talk-
ing machine association would have been im-
possible to "have accomplished—the upholding
of the interests upon contracts has been gener-
ally complied with. Previous to the organization
of the association it was found that department
stores failed to recognize the import of the in-
terest loss. Since the advent of the association
they have refrained entirely from newspaper ad-
vertising, bills, cards, etc.

“In conclusion, the one great thing that has
been accomplished by bringing the different
dealers together is an extremely kindly feeling
for one another. Honest differences that were
practically impossible to adjust previous to the
organization of the association are now ad-
justed to the satisfaction of all concerned.”

Send Protest to President Wilson

V. W. Moody was called on for an impromptu
report on what the dealers’ association in Buffalo
has accomplished, and following this a telegram
was sent to Woodrow Wilson as follows:

“Cleveland, O., February 20, 1918.

“To His Excellency Woodrow Wilson,

‘“President of the United States.

“The Talking Machine Dealers’ Association of Northern
Ohio, assembled at their annual meeting at the Hotel Win-
ton, raises a voice of protest against the ruling of the
Justice Court, prohibiting the recording of Bohemian, Pol-
ish and Slavish airs, on the grounds that the above-men-
tioned peoples are an alien enemy.

“These unfortunate countries, especially Bohemia, have
sent thousands of volunteers to the Allied armies to join
in the fight for freedom, from the tyranny of the Hapsburg
dynasty, so that the whole world will have everlasting peace.

“The Slavs in America, as records show, are the most
law-abiding and peaceful citizens. This law may create
unrest and bitter feeling if enforced.

“Therefore be it resolved, that the Talking Machine
Dealers’ Association of Northern Ohio plead with Your
Excellency to rescind this order and proclaim and place
these peoples upon an equal footing with all other true and
loyal Americans.”

Those Who Attended

Among those present at the banquet were:
Mr. and Mrs. T. H. Towell, Mr. and Mrs. P. J.
Towell, Mr. and Mrs. C. K. Bennett, Mr. and
Mrs. E. B. Lyons, Mr. and Mrs. Jack Kennedy,
Mr. and Mrs. Norman H. Cook, Arthur Donald-
son and Earle Poling, Eclipse Musical Co.,
Cleveland; Mr. and Mrs. Dan J. Nolan, May Co,,
Cleveland; C. J. Duncan, Massillon, O.; Sol
Goldsmith, Goldsmith Music Store, Columbus,
O.; F. E. Reinhardt, May Co., Cleveland; J. O.
Raeder, Caldwell Piano Co., Cleveland; G. W.

Hopkins, Columbia Graphophone Co., New
York; H. C. Brown, Victor Talking Machine Co,,
Camiden; J. Raymond Bill, The Talking Ma-
chine World, New York; Mr. and Mrs. Louise
Meier, L.. Meier & Sons, Cleveland; R. B. Carna-
han, Carnahan Music Co., Ravenna, O.; T. A.
Davies, William Taylor Sons’ Co., Cleveland;
William Bowie, and the Misses House, Terry
and Wilcox, B. Dreher’s Sons Co., Cleveland;
George C. Willie, George C. Willie Co., Canton,
O.; Jerry Fraiberg, H. Fraiberg & Son, Cleve-
land; J. A. Bartholomew, Ashtabula Phonograph
Co., Ashtabula, O.; W. E. Shay, Elyria, O.; John
Drake, Drake & Moninger, Alliance, O.; E. F.
Hunt, Alliance, O.; Miss Elise Baer, M. O’Neill
Co., Akron, O.; Mr. and Mrs. Hubert Day, Hubert
Day & Son, Elyria, O.; N. Borowitz, Akron, O.;
J. H. Gunn, Columbia Graphophone Co., Cleve-
land; Mr. and Mrs. Arthur Leopold, Leopold
Furniture Co., Cleveland; W. Buescher, and Ed.
Buescher, W. H. Buescher & Son, Cleveland;
Frank Cerne, Cleveland; J. J. Fedderman and
Mr. Zinner, Clifton Furniture Co., Cleveland;
C. A. Yates, Cleveland; R. E. Herschberger,
Cleveland; J. A. Tucker, Phonograph Co., Cleve-
land; James Card, Lakewood Music Co., Cleve-
land; Grant Smith, Euclid Music Co., Cleveland;
Mr. and Mrs. A. L. Maresh and Charles Maresh,
Maresh Piano Co., Cleveland; Philip Dorn, Col-
lister & Sayle Co., Cleveland; C. C. Lipstru,
Cleveland; F. C. Enoch, Carey, Jackson & Enoch,
Parkersburg, W. Va.; W. L. Kellogh, Whitney &
Currier Co., Toledo; A. Smerda and Frank
Smerda, Smerda’s Music House, Cleveland; Miss
Johnson, Taylor Co., Cleveland; Mr. and Mrs.
George Robinson, Steubenville; Miss Verna
Schaefer, Steubenville; Miss Kittenger and Miss
Wornell, William Taylor Sons, Co., Cleveland;
Mr. and Mrs. Curry, Hilliard & Curry, Wads-
worth, O.; Mr. and Mrs. Norton, Wadsworth;
O.; Miss Deshler; V. W. Moody and O. L. Neal,
Neal, Clark: & Neal Co. Buffalo; Mr. Switzer,
Caldwell Piano Co., Cleveland; Joseph Phillips,
Mr. Shriner and Mr. Dent, the Bailey Co., Cleve-
land; Frank Weigand, Barberton, O.; Miss
Groth, the Bailey Co., Mr. and Mrs. C. H. Ken-
nedy, Columbia Graphophone Co., Cleveland;
Mr. and Mrs. Svehla, Cleveland; Leslie King,
Morehouse-Martens Co., Columbus; C. N.
Andrews, W. D. & C. N. Andrews, Buffalo,
N. Y.; Leo. Half, president, Pittsburgh Talking
Machine Dealers’ Association, Pittsburgh, Pa.;
C. H. Grinnell, Grinnell Bros. Detroit; F. W.
Roos, Columbia Graphophone Co., Cleveland,
Miss Marie Hutton, Fairmont, W. Va.
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PHILaDELPHIA, Pa., March 6.—The talking ma-
chine business in Philadelphia during the month
of February has been as good as could reason-
ably be expected, from the general condition of
affairs. It was hardly as good as February a
year ago, but then this country had not entered
the war, and the February of 1917 was an ex-
ceptionally good month. and the question of
1neeting war demands did not enter into the
situation, tending to curtail the output.

During February the Victor Co. have deliv-
cred a fair percentage of the machines ordered,
but they have been shy on records, and many
of the most popular sellers have been hard to
obtain, and therefore the amount of business
has been somewhat curtailed. The freight sit-
uation has eased up a bit and the jobbers and
dealers are getting out their goods very much
more satisfactorily.

Larger Quarters for Geo. D. Ornstein & Co.

George D. Ornstein & Co.. recent retailers
and jobbers of the Victor talking machine, who
for a brief period were located at 9 North
Eleventh street, have taken very large and com-
modious quarters at the southeast corner of
Eleventh and Chestnut streets, where they will
occupy the second, third and fourth floors of
that large and spacious building. They began
to move in the past week, and are having the
place shelved and will have as much floor space
for the handling of machines and records as
any firm in this city. The offices of the firm are
on the second floor, and they will have fine ele-
Vator service, }

Two new Victor dealers in this city are Theo-
dore Presser, the big music publisher, and the
Estey Piano Co. at Seventeenth and WWalnut
streets.

Busy.-Times With Columbia Co.

The Columbia Graphophone Co., at 210 North
Broad street, report that their business has been
remarkably good for the past month. During
the early part of the month they were pretty
well tied up with freight embargo, but this was
lifted, thereby enabling them to get records from
the factory in sufficient quantities to keep the
dealers supplied, especially with the popular
sellers. Machines from the Columbia factory
have been coming through in fairly good volume.
Among the visitors at the company’s offices the

e

In your terntory.

We can do it.

1108 Chestnut Street

past week was F. K. Pennington, assistant gen-
eral sales manager of the Columbia Co.; \W. A.
Quint, of the office force, has enlisted in the
navy and has been sent to Fort Trumbull, New
London. Conn.
Solving the Freight Problem

J. E.-and W. H. Nace, Columbia dealers at
Hanover, Pa., took the freight troubles by the
horns the past week. They came to Philadel-
phia with four automobile trucks, loaded them
with Columbia machines and records and re-
turned home. The only trouble they experienced
being the running short of gasoline, one punc-
ture and one blowout. The drivers of the
trucks were \W. H. Nace, Allen G. Nace, George
T. Adams and C. B. Myers.

O A2

His Masicrs\oice

WEYMANN SERVICE

GIVES THE VICTOR DEALER WHAT
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war conditions by
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records, 1t will be pos-
sible to do the same
cash turnover with a
numerically smaller
stock.
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Good Report From the Louis Buehn Co.

Louis Buehn, of the Louis Buehn Co.. Inc.,
states that his business in February was very
satisfactory on the whole, but showed a loss
against February of 1916, due entirely to their
inability to secure goods from the factory. “The
record supply question,” Mr. Buehn says, “is
very serious at present, and it has been almost
impossible to secure the most popular of the
records. Machines in February came through
on a par with last year.” Mr. Buehn does not
believe that conditions will improve to any great
extent during the spring and summer, owing
to the supply and manufacturing situation.

Among the Bueln visitors the past week were
Ieon Wittich, of Reading, and Mr. Kleinhaus,
representing the Werner Co., of Easton, Pa.
Edward J. Bliss. of the Buehn sales force, who
recently enlisted in the navy radio service, has
been transferred from the Navy Yard here to
the Marcus Hook station, where he will be in
charge of the wireless plant.

Good February for Penn Co.

February was the best month the Penn Phono-
graph Co. has ever had, "strange as this state-
ment may seem to the trade,” said Mr. Barn-
hill. but it was due to a condition, the stating
of which would reveal a trade secret. Mr.
Barnhill states that business looks very prom-
ising for March.

Charles A. Reed. who has a large talking ma-
chine store at 3718 North Fiith street. has put
in two new hearing rooms, and otherwise im-
proved his store.

Minnie M. Hart, of Chester, Pa., has just
opened a new store and lixed it up with new
booths. and had a very satisfactory opening a
few days.

At “The Home of the New Edison”

Blake & Burkart, “The 1lome of the New Edi-
son’ in Philadelphia, are very much elated over
the business they done in February. “We are
going at it strong this month,” says Mr. Blake.
“Machines and records are coming through very
well, exeept the delay in shipments”™  If the
delay should vountinue they are contcmplating
bringing the goods liere by auto trucks.  They
have placed an attaclhment on the ldison ma-
chine in their ~tore whicli is called the C and E

(Continned on page 38)
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Four words only of the English
language end in CION.

But EVERY sale of a Victor
Record ends in COIN.

So we can create ‘‘Record-
coin,” which 1s most essential
for your business vocabulary.

Make this new word your
slogan for Spring record
sales.
been -telling you for years
about selling more records
and has been backing it up
with such efficient record
co-operation that altho it

operates locally in one sense, .

its reputation has become
National.

Buehn Service has

You would be surprised to
know about the many record
orders received by Buehn

Service from all over the
country; it does make deliveries if we
have a surplus, but our main efforts
are exclusively for the Victor dealers
of Philadelphia territory.

The Victor factory sends you many
good points on HOW to sell more
records and Buehn Service delivers
the records when you want them.

Create a prestige as ‘“‘the record house”’
of your city.
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Every Victrola in your city should have a Record-Lite. It corresponds to searchlight on

an automobile.
profit for your interest in his behalf.

It gives more light where the Victrola owner needs it and nets you a good
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Repeater. It is a very useful device for its
purposes, the attachment lifting up the arm of
the machine and carrying it back and placing
it in the proper starting position on the record,
making possible the playing of a record over and
over until the machine runs down.

Blake & Burkart have begun the issuing of a
little magazine of information, which is en-
titled “Re-Created Notes.” It is attractive in
appearance, is utilized for the advertising of
every part of their business, as well as the ex-
ploiting of the Edison machines and records.
They are preparing an elaborate c_elebration for
their Anniversary Week, which occurs April
14-20.

Pathé Shop Starts Publicity Campaign

The Pathé Shop here has started an advertis-
ing campaign in the local papers and with tell-
ing effect. In February Mr. Eckhardt says
there was a constantly increasing interest and
sale for the Pathé products, and notwithstand-
ing the limited number of days they were able to
do business in February, the month ended with

most satisfactory finish. Mr. Eckhardt says:
“The finish was even beyond our most sanguine
expectations, the month’s business having ex-
ceeded somewhat the quota that had been estab-
lished. It is quite evident that the local trade
and patrons in this vicin'ty are becoming aroused
to the advantages of the Pathé line, and we have
made some very valuable and high-class con-
nections.”

A new addition to the Pathé Shop sales force
is Louis Winch, the well-known singer. He has
been making records for otker companies for
some time. H. H. Smith. a former Columba
employe. has joined the sales force at the Pathé
Shop. * The Pathé is represented in this city
and vicinity by seventy dealers at present, and
others are being constantly added.

George \W. Lyle, of the Pathé Co., spent a
day in Philadelphia recently, his first visit to
the Pathé Shop. He was more than well im-
pressed with the institution and organization.

The New Pathé Recordings

Manager Eckhardt says that ke has only the
highest compliment for the Pathé Co. in its rec-
ord offerings, the April list representing a num-
ber of records which tkey bave been permitted
to put on special sale, and he says they are of
the class that cannot help biit make a deep im-
oression for the artistic interpretation as skown
in the recording.

Lively Demand for Dictaphones

C. A. Malliet, manager of the Philadelphia
Dictaphone Co., reports that they have had a
very good February in spite of the short num-

ber of working days. March looks fine to him.
They have at length gotten their school in thor-
ough operation, and it is in charge of Miss Belle
R. Kinsloe. Among the recent visitors was
William Kobin, of the executive offices of the
company. They have added several new men to
their selling force.

The Dictaphone Co. had a very interesting
exhibit of the machine at the Atlantic City con-
vention the past week of the National Educa-
tional Association. C. P. Hanson was in charge.

Cheney Machines Forging Ahead

The Cheney talking machine has been rapidly
forging to the front in this city. A number of
new agencies for the machine were created in
February. G. D. Shewell, who represents the
machine in this city, spent nearly a week at
the Chicago factory recently. One of the most
substantial of the dealers who started the han-
dling of the machine in February was the
Mather Brothers of New Castle, Pa. Marion

Cheney, a son of the inventor, whose home is
in Philadelphia, and who is a sergeant in the
army, was in Philadelphia on a ten days’ fur-
lough.
Victor Display at Weymann’s

The Weymann firm is this week making a
very fine window display of the Victor. They
have a miniature British tank with military sur-
roundings which is attracting a great deal of at-
tention. The Weymann business in February
was very satisfactory. They succeeded in se-
curing large orders for the Marvel Victor Rec-
ord Display Holders from firms who have come
to recognize in this the best device on the mar-
ket for the attractive display of records. The
dealers who have used it find that it materially
increases the sales of Victor records. The firm
have placed in their Victrola department the
past week Freda Robson and Leo Sandman to
take the place of their men who have gone into
the Government service.

'ONE OF H. A. WEYMANN & S0.

PriLapELPHIA, PA., March 4—There are a thou-
sand and one ways in which American business
has adjusted itself to war times. Among others
is the introduction of
the war motive into
window display, and
along this line a re-
cent window of H. A.
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SONS’ PATRIOTIC WINDOWS

include gas masks, the knives of the African
Chasseurs, a rifle, a ukulele, shéll noses, steel
helmets, and other paraphernalia of the battle-

\Weymann & Sons,
Inc., of this city, chal-
lenges all comers for
attracting the atten-

tion of passers-by.
The display shown
in the accompanying
picture was made pos-
sible through the co-
operation of a Phila-
delphian who recently
returned from active
service in France. A
typical fighting trench
has been built up by
the use of sand bags
and a foliage screen.
Beh'nd the sand-bag
wall a dummy man
clad in a British of-
ficer's uniform is
shown listening to a
portable model Vic-
trola. Several close-
up war photographs
are shown in the foreground and numerous war
trophies are appropriately placed in the trench
scene. ‘The war trophies are all genuine and

Window That Attracted a Large Measure of Interest

field. The effect is striking, so much so that
a photograph is inadequate to convey an idea of
its merits.

WESER PHONOGRAPHS

For 39 years the piano trade has recognized in Weser instruments the highest
piano and player piano value. It always has been our delight to invite com-

parison of the Weser products with those of other makers.

Many of our best

dealers have been acquired by such comparisons.

Weser Phonographs are making rapid headway in the same manner.
Compare them with the world’s most expensive makes—in tone quality—in

appearance—in reliability, and solidity of construction, and we are content to
abide by your decision.

The Weser Phonograph will play any record.
Made in satin finish mahogany.

order.

Electric motor will

Write for catalog.

WESER BROS., Inc.

520-530 West 43rd Street

Other woods on special

be furnished

NEW YORK

if desired.

AT IT SINCE 1879
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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

The achievements and progress in phono-

graphmotor manufacturing in recent years
are emphasized in the latest designs of

HEINEMAN and MEISSELBACH MOTORS

Heineman Motor No. 77 Meisselbach Motor No. 16

q’ HEINEMAN and MEISSELBACH Motors are recognized the world

over as the best horizontal and vertical spring motors that are produced.

They are offered to the trade with an iron-clad guarantee from
the world’s largest manufacturers of phonograph motors.
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Winter is gone, and people i)egin to linger in front ot
| the shop windows. Is your Columbia display one
‘ | that will bring them into your store?

Write today.

)

-

Columbia Dealer Service Department help you.

Columbia Graphophone Co.
Woolworth Building, New York

Let the
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BUSINESS VOLUME BREAKS ALL RECORDS IN MILWAUKEE

Comparative Figures That Are Most Impressive—Another Co-operative Advertising Campaign—
New Brunswick Dealers—Badger Co.’s Big Victor Business—Edison Popularity—News of Month

MirwAukee, Wis.,, March 12.—One of the most
remarkable things in these remarkable times is
the fact that talking machine business in Mil-
waukee during the first two and one-half months
of 1918 has been much greater in volume than
the transactions for the same period of any pre-
vious year. The situation is described as re-
markable because not a single talking machine
man in this city had looked for or even dared
to hope that 1918 would bring a business as
good as that of former years—probably because
of the general feeling that one must expect poor
business under conditions such as the trade is
contending with., But Milwaukee dealers started
out the new year with a firm determination to
throw off that feeling, and the results speak for
themselves.

January, 1918, showed a fine gain over the
same month of 1917 on the books of most
dealers. February showed up even better, and
the tone of business so far in March indicates
that the same will be true of the third month,
Trade is being accelerated in a really surprising
manner, and if local dealers are given the benefit
of ample stocks for the remainder of the year,
there seems to be no question that 1918 will
prove most satisfactory.

The co-operative advertising campaign con-
ducted from the middle of November until the
middle of January has stimulated business to a
remarkable extent. As a matter of fact, the
influence of the campaign really is only begin-
ning to be felt. It takes time to absorb such
things. The absorption period has ended and
the results are now becoming evident.

To keep the public mind alive to the meaning
of the campaign, and to follow up the advantage
already gained, the association has put into
definite shape a plan to undertake a second
campaign, which it is hoped to start next
week. It will not be so expensive or elaborate
a publicity drive as the first, but it is predicated
thereon and doubtless will serve to even improve
the present fine state of business.

About the most interesting item of news that
bas developed in the local trade during the last
few days is the appointment of Charles J. Orth,
504 Grand avenue, as distributor for Wisconsin
and Upper Michigan of the Puritan line, manu-
factured by the United Phonograph Corp., of
Port Washington, Wis.,, and New York. Dur-
ing the last two years Mr. Orth has earned a
place among the largest and most progressive
talking machine dealers by his success in retail-
ing the Sonora in Milwaukee and suburbs.

The Puritan already is widely known through-
out the country, and particularly Wisconsin,
where it is manufactured. The United Phono-
graph Corp. maintains large factories in Port
Washington, Sheboygan and Grafton, Wis., and
studios and recording rooms in New York City
and at Grafton.
and the records as well,

They make the entire machine"

The success of the Pathéphone departments
established December 1 in the four stores of
Kroeger Bros. Co., Milwaukee, has induced the
company to open piano departments in connec-
tion with each store. A. J. Bruett is manager
of the new departments and co-operating closely
with the Pathéphone. 5

The Brunswick-Balke-Collender Co.’s Mil-
waukee branch at 275-279 West Water street, of
which Thomas I. Kidd is manager, has increased
the number of its retail dealers in the city of
Milwaukee to nine, and is enlisting new dealers
throughout the State almost every day. Man-
ager Kidd says that business is so good that
the demand for Brunswick rights 'in Wisconsin
and Upper Michigan at this time is even greater
than during the recent holiday season, which is
considered excellent testimony that the Bruns-
wick is growing in popularity at a rapid pace.
Retail jewelers of Wisconsin are especially
anxious to represent the line, and Manager Kidd
ofttimes encounters many perplexing problems
in deciding which of numerous applications from
a single community shall be accepted.

At the Badger Talking Machine Co., Victor
jobber, The World representative found that
the same old problem—the question of obtaining
adequate stocks—continues to be the most per-
plexing. In fact, the problem is more acute
now than three months ago, when the retail
trade was swinging into the last lap of holiday
trade. Although practically as many machines
are being provided now as then, the demand is
much greater from all points in Badger terri-
tory. The situation is such that incoming stocks
rarely reach the wareroom floor, but are marked
up for the dealers practically on board freight
cars. Harry A. Goldsmith, secretary of the
Badger Co., says he has never experienced so
overwhelming a rush for goods as during Feb-
ruary and so far in March.

Yahr & Lange, Sonora jobbers for Wisconsin
and Upper Michigan, report that they are meet-
ing with a constantly increasing degree of suc-
cess in wholesaling the line throughout the ter-
ritory. The retail drug trade is taking a par-
ticular interest in the Sonora and, in addition,
retailers in many other lines are applying for
local dealerships in large numbers.

The New Edison is passing through the most

remarkable period since the first Edison ma-
chine was marketed in Wisconsin. The Edison
Shop, Edison jobber and retailer, is getting fur-
ther and further behind on its orders, although
it is getting practically the largest supply of
machines since its establishment. William A.
Schmidt, manager of the house, virtually has
been swamped with business for sixty days—
and the end is not yet.

H. B. Gibbs, traveling representative of the
Rudolph Wurlitzer Co., Chicago, recently spent
several very busy days in the local retail Vic-
tor trade.

Richard H. Zinke, manager of the Badger
Talking Machine Shop, Victor retailers, is back
at his desk after a siege with pneumonia, which
almost cost him his life. Mr. Zinke was taken
with an attack of the grip early in February
but insisted upon going about his duties as
usual. The result was that he was sent to the
hospital and for more than two weeks hovered
between life and death. His robust constitu-
tion pulled "him through, however, and while
still weak, he attends to his duties every day.

Theodore J. Mueller, proprietor of the Cen-
tral Drug Co., 6324 Greenfield avenue, West
Allis, is remodeling and enlarging his store to
accommodate a full-fledged Sonora department
being establistied along “big city” lines. Mr.
Mueller owns probably the largest pharmacy in
West Allis, the big manufacturing suburb of
Milwaukee, and is the first retailer in the city
to open a complete and distinct talking machine
store.

Henry Clusen, Victor dealer and jeweler,
Manitowoc, Wis., suffered a considerable loss
by fire and water on the night of February 21.

The Apollophone, the new creation of the Mel-
ville Clark interests, made its formal bow to
the public during the week of February 18, when
it was exhibited and demonstrated in a public
display of the Artapollo under the direction of
Miss Ursula Dietrich, New York, at the Hotel
Wisconsin, who was brought to Milwaukee by
the J. B. Bradford Piano Co., 411 Broadway.

Mrs. Anne Shaw Faulkner, of the Bureau for
the Advancement of Music, New York, spent
several days in Milwaukee late in February and
arranged with the National League for Women’s
Service to undertake the collection of talking
machine records for distribution among army
cantonments.

Frank F. Koch, manager of the photographic
department of the Voigt Drug Co., Appleton,
Wis., has been appointed a Sonora dealer.

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. e

VICTOR DISTRIBUTORS

135 Second Street
WIS.
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UNICO RECORD
DEPARTMENTS

are the

Sténdard of Service and
Sales Efficiency

T\ HE PURCHASING

Public quickly discrimi-
nates. Look for the busiest Record

Department in your community and -

you will usually find The Unico
System of Demonstrating Rooms,
Record Racks and Record Counters

MAXIMUM CAPACITY
MINIMUM SPACE
MODERATE COST

Record Sales in 1918 will surpass all
previous demands. Prepare now
to secure your share of this business
by installing

THE UNICO SYSTEM

Patriotic Records will help
win the War

DEMONSTRATING ROOMS
RECORD RACKS
RECORD COUNTERS
WALL DECORATIONS
COMPLETE INTERIORS
(Patented as to design and construction)

In six standard styles and in special
period design such as Adam, Louis

XVI, Colonial, Modern French,

etc.

Offer |—Individuality and Class
2—Highest Sales Efficiency
3—Most Economical

Investment

Follow the lead of the leaders.
Double sales and profits through

THE UNICO SYSTEM

oOnO—ZC

SALES BUILDER

THE UNIT CONSTRUCTION COMPANY

RAYBURN CLARK SMITH, President

Fifty-eighth Street and Grays Avenue, PHILADELPHIA, U. S. A.

Plans for a complete department
will reach you promptly

Send today dimensions of your
available space
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IMPORTANT COLUMBIA CHANGES IN PITTSBURGH DISTRICT

J. F. Henk Forms Columbia Music Co.—Wholesale Division Moves to Larger Quarters—Dealers
Connect Publicity With Noted Artists’ Appearances—Pittsburgh Association’s Advertising Plans

PitrssurcH, Pa., March 6.—The Columbia
Graphophone Co., Sixth street and Duquesne
way, has announced an important change involv-
ing both the wholesale and retail departments of
this branch, whereby the two departments will
be operated separately. The new arrangement
became effective March 6. Following out the

policy adopted in other cities, the retail agency

has been sold to the Columbia Music Co., which
concern is continuing that end of the business
at the present location. The Columbia Music
Co. is owned and managed by J. F. Henk, for-
merly assistant manager of the Columbia
Graphophone Co.

The wholesale department of the Columbia
Graphophone Co. is moving to new and larger
quarters at 632-642 Duquesne way, where it will
liave greatly improved facilities for handling its
trade. Manager E. H. Nichols states that the
change has been made necessary by the vast
increase in the business of this distributing
agency and to permit a still greater expansion.
The spacious building leased by the Columbia
Craphophone Co. is well adapted to the needs
of the business, and will be one of the finest
wholesale talking machine establishments in the
country. Further announcements of the reor-
ganization and rearrangement of the Columbia
wholesale branch are to be made in the near fu-
ture, Manager Nichols states.

The Pittsburgh Talking Machine Dealers’ As-
sociation is now carrying on a very aggressive
newspaper publicity campaign, in which the idea
is being effectively developed that music is a
vital wartime necessity. The seven leading
newspapers in the city, and over forty nearby
out-of-town newspapers are being used in this
campaign.

Leo Half, of Half Bros., Homestead, Pa.,
president of the Pittsburgh Talking Machine

Dealers’ Association, delivered an address be-
fore the Cleveland Talking Machine Dealers’
Association on February 20 on the subject of
“The Value of Association Work and Dealer
Co-operation,” in which he outlined in a graphic
manner the evidences of the successful further-
ing of this work from the history of the Pitts-
burgh Association. Mr. Half also outlined the
“wartime” campaign now under way here.

The Standard Talking Machine Co., local Vic-
tor wholesale distributors, aided the Victor deal-
ers of Pittsburgh and vicinity in the work of
connecting up their advertising with the ap-
pearance here of two of the foremost Victor
artists the week of March 4. One of these
events commanding wide attention is the ap-
pearance of Galli-Curci, the famous coloratura
soprano, at Syria Mosque, March 8 The other
is the appearance of Jascha Heifetz, the noted
young Russian violinist, at Syria Mosque,
March 11; and at the Nixon Theatre, March 12.
The Standard Talking Machine Co. supplied the
dealers with printed matter, cards, etc., and with
seats to sell to record patrons to still further
connect up their stores with these Victor artists.

John O’Melia, manager of the Standard Talk-
ing Machine Co.’s record department for several
years past, left on February 23 for Chicago,
where he enters a course of instruction in prep-
aration for Y. M. C. A. war work. Mr. O’Melia
is the fourth member of the Standard organiza-
tion to take up some line of war work, three
others having enlisted in various branches of
the service.

J. C. Roush, president of the Standard Talking
Machine Co., is spending several weeks’ vaca-
tion at Sea Breeze, Fla, accompanied by Mrs.
Roush and their two children.

Manager Brennan, of the Pittsburgh Pathé-
phone Co., reports continued active trade in this

territory, and the dealers in the midst of an ag-
gressive drive for spring business. The fol-
lowing additions have been made recently to the
list of live Pathé retailers in western Penn-
sylvania: Gross & Rosenblatt, Beaver Falls;
W. F. Beck & Son, 36 Belfont avenue, Iock
Haven; and A. D. Ritz, I'alls Creek.

Manager George Meyer, Jr., of the Bruns-
wick-Balke-Collender Co., First avenue and
Wood street, reports business quite active, the
only handicap being the shortage of machinés
and delays in transportation. The Brunswick-
Balke-Collender dealers in this territory continue
to show a nice increase in sales over last year,
Mr. Meyer states, and the outlook is quite fa-
vorable.

J. A. Endres, of the talking machine depart-
ment of the Brunswick-Balke-Collender Co., is
visiting for a week at his home in Buffalo, N. Y.

Cooper Bros., New Kensington, Pa., have just
completed an addition of six handsome demon-
stration booths to care for their rapidly in-
creasing trade. The Victor line is handled ex-
clusively.

EDYTHE GLADYS EPSTEIN ARRIVES

Epstein, Well-Known Victor
Proud Father of Bouncing Girl

Louis Dealer,

Louis Epstein, big Victor dealer of 2976 Third
avenue, New York, could hardly give his atten-
tion to business the past couple of weeks, owing
to his excitement over a new arrival in his
household in the person of a bouncing baby girl.
The young lady is named Edythe Gladys Ep-
stein, and was born early in the morning of
February 17 at Mr. Epstein’s home, 827 Cauld-
well avenue, the Bronx. Both mother and
daughter are in fine shape, and Mr. Epstein has
again come so close to normal that he feels safe
in having the various buttons replaced on his
vest.

The greatest master is master of yourself.

TWO Representative Stocks of Victor Records
In TWO Hustling Western Centres of Commerce!

Omaha and Des Moines!

Spots of Action on the U. S. Map.

If you are nearer

Omaha or Des Moines than to some other point, why shouldn't you serve your

own interests by putting the °

‘Source of Supply” question up to the Mickels?

Better look into this today—You'll gain nothing by staving the matter off!

Mickel Bros. Co.

15th and Harney Streets
411 Court Avenue

RZc.vLPaY, oFF.
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OMAHA, NEBRASKA
DES MOINES,

IOWA
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“The Greatest Move You Ever Made
WE'RE SELLING MORE and
MAKING MORE”

These are the words expressed just as definitely and even more
enthusiastically by dealers all over the country.

“At first we thought that the increase in price might temporarily reduce
our Emerson'sales volume,” said one of these dealers last week, “but
it has had quite the opposite effect.

“Th_ere must be something about human nature which makes people
readier to buy something for which they pay 35c or 3 for $1.00.

“We have sold more people 3 records than previously we had sold |
only one. ' '

“The number of people buying Emerson Records hasn’t decreased, but
the quantity purchased by each buyer has gone up.”

This is the reportsent in from all parts of the country concerning

merson Recor

'Retail 3 for $1.00 or'35c Each

But this is only one-half the advantages of the new scale of prices.
The new fact about Emerson Records now is that you make more on
every Record that you sell than you did before.

Emerson Records now cost you 21c in unbroken packages, and 22c¢ in
broken packages of less than 25 records of a selection,

The new list is the best we have ever issued. Included in it are most
eminent stars; backing it is some of the finest display material we have
ever printed.

Emerson Phonograph Companym

3 West 35th Street - - New York
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The Columbia Grafonola was “First in France” with our boys,
and more of them are going over with every transport. Call
the attention of your customers to the jolly, rollicking songs
of Al Jolson, George 0’Connor, Arthur Fields and others, in the
April list. They’ll want to send them to the camps in France.
There’s a Columbia Grafonola in every Y. M. C. A. and K. of C.

Army Hut.

Columbia Graphophone Co.
Woolworth Building, New York

W

.F LAG RAISING DAY AT EDISON LABORATORY, ORANGE, N.J.

Ceremonies Also Included the Flinging to the Breeze of a Service Flag Containing 362 Stars—
Stirring Address by General Sales Manager Leonard a Feature of the Celebration

Flag raising was the order of the day Feb-
ruary 22 at the Edison Laboratories, Orange, N.
J. Following the annual custom Old Glory was
raised to the top of the flagpole on the roof
of Mr. Edison’s laboratory. An added feature
of this year’s ceremony was the flinging to the
bréeze of a service flag containing 362 stars,
each star representing a man from the Edison
organization who has gone into the service of
Uncle Sam. The service flag hangs out of one
of the top windows of Mr. Edison’s laboratory
and faces Valley road, where it is in full view of
all passersby.

The Edison Employes’ Band participated in
the exercises by marching from their headquar-
ters in one of the buildings around to the front
of Mr. Edison’s laboratory and into the labora-
tory yard where they played the “Star Spangled
Banner” while Old Glory was raised on the top
of the laboratory, and “America” when the serv-
ice flag was run out of the window, all in the
midst of a lively snowstorm. Thomas J. Leon-
ard, general sales manager of the musical pho-
nograph division, was master of ceremonies and
made a most appropriate and splendidly deliv-
ered address following the raising of Old Glory
and preceding the breaking out of the service
flag. Mr. Leonard said in part:

“At the call of their country in its hour of
need and inspired by the example of their em-
ployer, serving the Government devotedly and
as modestly as the humblest soldier in the ranks,
362 Edison men stepped into the service of
Uncle Sam. This is a magnificent showing, but
probably not more than might be expected from
- the organization which set a standard for all
other manufacturing organizations in its re-
sponse to the Liberty Loan appeals and which,
through its individual employes, has contributed
with corresponding generosity to the successive
forms of wartime demands.

“We gather to-day to pay a simple honor to
our comrades and associates who have joined
the colors. The day is especially well selected,
for the principles for which the father of his
country fought the good fight are the same
principles that are to-day imperiled by the false
doctrine of Prussianism.”

After some eloquent comments regarding the
origin of the service flag and what it is intended
to typify, Mr. Leonard continued:

“There is another significance to the service
flag. It is a reminder of our duty to the boys
who are going to the front. Nothing is too
good for our boys in the service. These boys,
the chosen defenders of our flag, are willing to
suffer hardship and every inconvenience that you
and I may be permitted to live in peace and
security. Remember that they are no more
under obligation to risk their lives than you and
I are. It is our country as well as their coun-
try—our responsibility as well as their responsi-
bility. Yet these boys—our boys—are willing

to make the supreme sacrifice to protect our
homes and our wives and children——yes, they are
willing to go through hell itself that this great

—

.

y
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of that duty. Let it have this additional sig-
nificance. Let it inspire you to subscribe to the
necessary things which will help win the war
and make the task of our boys easier.

“All these will call for a sacrifice on your

_part, but this is the season of sacrifice and sac-

rifice is the least duty you and I can perform,
Let the service flag on the old '‘Lab’ wall be a

f
'S

Raising the Service Flag at the Edison Plant om Washington’s Birthday

Large Picture Shows the Edison Employes and the Band Gathered for the Ceremonies.
Leonard Delivering the Principal Address.

nation of ours may remain great and secure for
those who remain after them. It is our obli-
gation, therefore, to do our duty at home; and
let the service flag always be a reminder to you

1 T Upper Left Picture, Thos. J.
Upper Right, the Service Flag in Position.

silent reminder then of your duty to the boys
at the front who are fighting for the honor of
the flag that has never been unfurled save in a
righteous cause—your flag and my flag.”
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The Quality Phonograph

OMETIMES the pho-
nograph procession
changes over night.

Not like a Bolshevik
policy, but some new 1m-
pulse 1s 1njected into a
company’s plans.

Right now, any dealer
can profitably look 1nto
what Pathé has to offer.

PATHE FRERES PHONOGRAPH CO.
20 Grand Avenue Brooklyn, N. Y.

Pathe Phonograph $225
Other Models $25 to $225

No Needles to Change

The Pathé Sapphire Ball takes
the place of needles. It need not
be changed.

Records Don’t Wear Out

We guarantee every Pathé Rec-
ord to play at least one thousand
times with the Pathé Sapphire
Ball without impairing the unex-
celled beauty of tone.

The Pathe Controla

\Vith the Pathé Controla you can
increase or decrease the tonal
volume of the Pathé Phonograph
at will.

Each Pathe Phonograph

Plays not only Pathé Records.
but all other makes of records.
and plays them perfectly.
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The Quality Phonograph

N Principal Jenor
{N Clucago Opera

Recording for Pathe,
and most of them

exclusively

Muratore, Muzio, Didur, Thi-
baud, Ganz, Grace Hoffman,
Rimini, Ober, Cavalieri, Bis-
pham, Slezak, Urlus, Welil,
Fitziu, Sammarco, Ruffo, De

Cisneros, Journet, Chenal, Ma- H E retail Sale iS the
guenat and others. . . o .
final objective point.

And the ultimate user
of a phonograph 1is inclined
to buy the machine where
he need not change the
needle.

That’s only one Patheé

advantage.
. . ’ .
Me%‘,’ﬁ,z‘;g‘;’o,m | Write—we’ll give you
s ompan A
P> the others.

PATHE FRERES PHONOGRAPH CO.
20 Grand Avenue Brooklyn, N. Y.
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A $9000 ADVERTISEMENT SHOWING “VAN VEEN BED-SET” BOOTHS

(]

|

In a recent issue of the Saturday

interior of Hardman, Peck & Co.’s

Columbia Graphophone Co. used a 'back cover in
colox:s; an advertisement which cost $9000.
copy.the above photograph was featured, showing the

N. Y., where Van Veen booths are installed.

Evening Post the
In this

store in Brooklyn,
short time.

This store with its “Van Veen Bed-Set” installation was
selected from thousands of installations as_sufficiently
attractive to call to the attention of 10,000,000 people.
Let us prove how Van Veen Bed Set Booths¥will in-
crease your record sales and pay for themselves in a

WRITE FOR A COPY OF OUR NEW CATALOG

A.L. VAN VEEN & CO., Marbridge Bldg., 47 West 34th Street, NEW YORK

TALKING MACHINES AND PIANOS

Herbert Simpson, Vice-President of Kohler &
Campbell, Inc., Formerly in Talking Machine
Industry, Knows Requirements of Dealers—Is
Ready to Aid Dealers Who Can Handle Pianos

The results of harmony between the talking
machine and piano industries have been force-

Herbert Simpson
fully manifested during the last few years in
many instances where piano dealers have found

it profitable to handle talking machines in con-
nection with their piano business. There have
been many men who, previously connected with
the piano industry, have been very successful in
merchandising talking machines.

Believing that a greater harmony between the
two industries will promote even greater suc-
cess to both Kohler & Campbell, Inc., Fiftieth
street and Eleventh avenue, New York, one of
the largest and most progressive piano manu-
facturers in the country, have been carefully
studying the requirements of the talking ma-
chine industry, and have developed a depart-
ment for meeting the requirements of the retail
talking machine trade, so far as pianos are con-
cerned. Their familiarity with the talking ma-
chine trade has been greatly augmented by the
fact that Herbert Simpson, vice-president of this
concern, was at one lime assistant advertising
manager of the Victor Talking Machine Co.
Upon leaving this organization he became ad-
vertising manager for Kohler & Campbell, and
through his success in the field of merchandising
he has gradually worked his way up the ladder
to his present capacity. During his affiliation
with the talking machine industry, Mr. Simp-
son made many fast friends, who appreciate his
capabilities and who realize that he has a thor-
ough knowledge of the requirements of the talk-
ing machine dealer.

The tremendous manufacturing facilities of
Kohler & Campbell, lnc., places them in a posi-
tion not only to give the trade pianos and playcr-
pianos of lughest quality, but also an unexcelled
service both in deliveries and merchandising
aids.

The Jersey City Talking Machine Co., Jersey
City, N. J., was incorporated this week with a
capitalization of $10,000.

PRIZES FOR BEST WINDOW DISPLAYS

Emerson Phonograph Co. Make Announcement
Regarding Sales-Producing Record Displays

Prizes to the value of $200 in Emerson rec-
ords are offered to dealers in a new store and
window display contest just inaugurated by the
Emerson Phonograph Co. These prizes will
be given for the most original and best sales-
producing displays in either the interior or in
the window of the dealer’s store.

The dealers are asked to send photographs of
the displays to the offices of the Emerson Pho-
nograph Co. before April 15, and in order to
assist the dealers in every possible way the
company’s advertising department has prepared
a special package of hangers, announcements,
etc.,, which the dealer can secure upon request.

It is planned to print the various winning
photographs in early issues of the “Emerson
Spotlight,” the company’s house organ. The
first prize is $75 worth of Emerson records, the
second prize, $50 worth; third prize, $25 worth,
and five prizes of $10 worth of Emerson records
each. Ounly those records that dealers had on
hand before March 1 may be used in their dis-
plays.

WANT RECORDS IN NAVAL CAMPS

Phonograph records to be sent to the avia-
tion training camps throughout the country are
greatly nceded, says the aeronautic committee
of the Woman’s Naval Service, and its members
make an carnest appeal to the public to aid in
supplying them. Several thousand are required.
They may be sent to the Woman’s Naval Serv-
ice, 289 Madison avenue, in care of Mrs. Charles
A. Van Rensselaer, chairman of the aeronautic
committee
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TWIN CITY DEALERS ENDEAVORING TO MAKE ENDS MEET

Make a Strenuous Effort to Meet Demands Pending Improvement in Transportation and Receipt
of New Stocks—Machines Being Brought in by Express—General Trade Very Satisfactory

MinNearoLts and St. Paur, MiNN.; March 6.—
Between the shortage reported by manufactur-
ers and transportation delays the local talking
machine trade are much upset owing to their
inability to supply their customers with ma-
chines as rapidly as they sell them. They are

hopeful, however, that with better weather
.things will mend.
F. M. Hoyt, of the Beckwith-O'Neill Co,,

showed the writer twenty-six contracts on which
he had taken first payments, but has been un-
able to deliver Victrolas that the contracts
called for.

“It cost me $2,000 extra expense for express
charges in February alone,” remarked W. L.
Sprague, manager for the Columbia Co. in this
district. “With improved weather conditions
we are hoping for better service, but are some-
what consoled because of a growth of 80 per
cent. in the volume of business for February as
compared with the same month of 1917, and
also because we have become the permanent
owners of the $400 silver trophy which this
branch won in three successive months.”

“Six carloads of Edison machines, ordered
sent by express are being held up somewhere in
America,” said Laurence H. Lucker, president
of the Minnesota Phonograph Co. “Virtually the
entire shipment will be transhipped the moment
it arrives. Express is slower than slow freight
was a short time ago and we are ready to be-
come Bolshevikis or almost anything else if it
will help the industrial and railway situation.
The carload of records I obtained on my visit
to headquarters in January is all gone and not
as much is obtainable as we had hoped.”

“lI just dread it when we run out of a line
and must give the factory an order,” complained
Jay H. Wheeler, who manages the Pathé de-
partment for G. Sommers & Co. “It takes
from six to eight weeks to get an order through
by freight and fully twenty days by express, at
greatly additional expense. We hope for a bet-
ter showing now that the weather has im-
proved.”

The only jobber in the Twin Cities who is not
complaining is R. L. Kern, manager of the
Brunswick-Balke-Collender Co., manufacturers
and distributors of the Brunswick phonographs.
He has started four travelers through the North-
west and is opening new accounts almost daily.
Incidentally, although a recent arrival in the
field, he hopes to make some of his veteran
competitors move very lively.

Thirty Sonora dealers in this territory, which
includes Minnesota, North Dakota, South Dakota
and Montana, attended the first annual North-
west Sonora Dealers’ convention and banquet
at the Hotel Rogers, Minneapolis, last month,
as guests of the Minneapolis Drug Company,
Sonora distributors. Sewell D. Andrews did
the honors as representative of the house and
made the dealers acquainted with the Sonora
officials. Those attending the convention and
banquet were George E. Brightson, president of
the company; Frank J. Coupe, general sales
manager; Superintendent Fahr, of the Saginaw
factory; Fred E. Yahr, of the Yahr & Lange
Drug Co., Milwaukee, and Walter J. Hamlin,
of C. J. Van Houten Zoon Co., Chicago. Sonora
distributors also attended the convention and
made themselves generally amiable to the deal-
ers. The latter returned to homes enthusiastic
Sonora boosters.

The Minnesota Phonograph Co. announces a
gross increase of 25 per cent in the volume of
the Edison sales in the Northwest for the year
1917 as compared with 1916. It may be said
that the company officials are contented with
the showing and hope that they will be able
to repeat.

Miss Salome Batton is to change her name
via the marriage route this week, but will not
retire from business at once, as she had ex-
pected. The lady selected to become her suc-

cessor as manager of the Victrola department
of the Cable Piano Co.’s St. Paul branch was
taken seriously ill just before the time for her
departure and Miss Batton consented to remain
until a successor was obtained.

Thirty-five salesmen are talking Pathé ma-
chines throughout the Northwest for G. Som-

mers & Co. Thirty are general salesmen and
also talk other articles, but four give their entire
time to Pathé products. The growth of the
business has quite exceeded expectations, accord-
ing to Manager Wheeler. The latter will leave
soon for the East to order stock for the coming
season.

F. M. Hoyt, with the Beckwith-O’Neill Co.,
returned last week from an Eastern tour, during
which he visited Victrola jobbers in Chicago,
Buffalo and New York and also the Victor head-
quarters in Camden.

FINDS CANNED PROPAGANDA

Chicago Official Discovers Praise of Kaiser on
Phonograph Record

A dispatch from Chicago says that United
States District Attorney Clyne is investigating
what he believes to be active pro-German propa-
ganda conducted through phonograph records.

The text of one of the German laguage rec-
ords seized by Federal officials, which was given

out yesterday without comment by the district
attorney, lauded the Kaiser and war lords of
Germany. The record in question, according to
the district attorney, was made for the Mozart
Lodge of New York.

Joseph Fischi, of 1442 Third Avenue, presi-
dent of the Mozart I.odge, New York, when seen
said that while the lodge had purchased such
records a long time before the war, the practice
had been discontinued as soon as the United
States entered the world conflict.

N

Originators and /’E i
Largest
Manufacturers of

Diamond Points

BUY LIBERTY BONDS
and THRIFT STAMPS

And then make your patriotism
complete by stocking and pushing

LORB S

SOFT—MEDIUM—-LOUD TONE

SEMI-
PERMANENT

NEEDLES

For their use conserves steel for Uncle Sam, democracy and
civilization, and they are a real convenience and spell the
beginning of the end of the old style steel needle.

SEND 30c. IN STAMPS FOR THREE SAMPLE PACKAGES (ONE
SOFT, ONE MEDIUM, ONE LOUD), DEALERS’ DISCOUNTS, ETC.

Jewel >

ompang

LANCASTER, PA,, U. S. A.

&

1§ 42 X5 Sapphire
Ball Jewels
Loud

and Half-tone
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Model B Elmbrola

The dealers who are selling the Elmbrola are making big profits because the ma-
chine is right and the price is right. You should be handling the Elmbrola right
NOW, and you certainly will handle it if you get our special low dealer prices.

Wonderful Improved Tone Regulator

This big feature enables you to get all the delicate shades of tone so necessary
in the perfect reproduction of sound. You can play loud or soft as you wish by

These 4 Beautiful Models
Make The Elmbrola Easy To Sell

There’s an Elmbrola Model for everyone—a low priced machine, a reasonably low

priced machine, a medium priced machine, and a very fine machine at a price way

below what you would expect to pay for it.

This is what makes the Elmbrola so

easy for dealers to sell—but there are still more exceptional selling features to the

Elmbrola.

Handsomely Finiéhed In
Beautiful Woods

There's a distinctive, high class appear-
ance to every Elmbrola. The appearance
is so out of the ordinary and the finish
i1s so beautiful that your customers are
surprised when you tell them the re-
markably low price. You feel proud to
display these wonderful Elmbrolas, be-
cause your customers are bound to be

pleased.
———LERFECTION
(70

(Sibiole

““Sounds Clear — Made Sound”’

simply turning the button.

Sweet And Clear In

"Tone

Sit down for a minute and listen to the
Elmbrola play. lts clear, sweet tone is
so delightful that you want to hear it
play for hours. Never before have you
heard a tone that surpasses the tone of

the Elmbrola. Thousands of people say

| that nothing can equal it, but judge the

machine for yourself.

Marcr 15, 1918

We Guarantee Prompt
Deliveries

When you handle the Elmbrola, your
orders will be shipped to you promptly
the same day we receive them. There's
no waiting—no delay. Our factory
turns out the machines as fast as you
can sell them.

This Is Your Opportunity
To Cash In

Now is the time to sell the Elmbrola.
Get our special proposition to dealers
and see what big profits you can make.
We have a Sales Plan for you that is a
winner. Worite us at once for full par-
ticulars—there’s no obligation what-
soever.

Write for our proposition to dealers NOW

ELMBROLA TALKING MACHINE CO.

Dept. A

ST. PAUL, MINN.

Model D Elmbrola
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SAN FRANCISCO BUYERS MEETING DEALERS HALF WAY

Show Willingness to Accept Available Styles of Machines or to Place Orders for Future Delivery
—More Commodious Quarters for Columbia Co.—General Trade News of Interest

San Francisco, CaL., March 4—The talking ma-
chine dealers are well satisfied with their Feb-
ruary business.
age in some makes and styles the dealers say
that their customers are accepting the situation
good naturedly, and either ordering the machine
they want, to be delivered when it arrives or
accepting a substitute that is nearest to the ma-
chine desired. During the past ten days of the
month several cars of machines, some of them
shipped almost sixty days ago, arrived, and
the dealers feel that the worst of the shortage
is now over. Of course, in those factories
where sufficcent help cannot be obtained the
shortage will continue. That is the manufac-
turers’ problem and one that must be solved by
each manufacturer for himself. The demand is
here and the people have the money. Now, if
the manufacturing end can be solved and the
transportation end improved 1918 will prove a
banner year in San Francisco. From the view-
point of the local merchant the number of trav-
eling salesmen who have been sent into this
territory during the past month is an indication
that the manufacturer is not worrying to any
great extent over his output, and San Francisco
rejoices accordingly.

Receives Records by Express

George T. Hively, manager of the talking ma-
chine department of the Eastern Outfitting Co.,
says that he has kept up his stock of records
during the period of the worst freight conges-
tion by having them sent by express. These ad-
ditions to the heavy stock he had on hand have
prevented him from feeling any serious short-
age. Mr. Hively says that he placed heavy or-
ders for future shipments nearly a year ago,
and he does not anticipate any shortage dur-
ing the present year.

Lease New Columbia Quarters

The Columbia Graphophone Co. has taken a
lease on more commodious quarters in the Hal-
liday Building at 130 Sutter street. The com-
pany will move by the first of April to its new
quarters, where nearly twice as much space will
be available as was provided in the old loca-
tion. The Halliday Building is a new struc-
ture erected by the regents of the University
of California, and is locally known as the “Day-
light” building. The entire front is of glass
and excellent light is provided everywhere with-
out recourse to electricity. The first floor of
the building i1s occupied by a clothing house and
a large office furniture store. The Columbia Co.

While there has been a short--

will occupy the portion of the second floor over
the clothier. The location is more desirable
than the old one and the additional space makes
the move one for congratulation.
Victor Business Exceptional

The California Phonograph Co. reports that
its business for February was exceptional. The
company does not complain of a shortage of
machines or records except of Victors. As it
was only recently that the company took over
the Victor agency, with the purchase of the talk-
ing machine business of Kohler & Chase, this
shortage is easily explained.

Andrew G. McCarthy’s Views

Andrew G. McCarthy, of the talking machine
department of Sherman, Clay & Co., says that
there is plenty of demand for talking machines,
but comparatively few are arriving. He has
placed enormous orders for Victors at the fac-
tory, but as his company are jobbing the Victor
as well as selling it at retail in their several
stores the business of the Victor on the Coast
passes through their hands. With such a de-
mand he finds it imposs.ble to keep everyone
well supplied.

Humphrey Making a Fine Record

Edward Humphrey, who was recently put in
charge of the talking machine department of
Byron Mauzy, 'is making a splendid record in
his department. Chas. Mauzy, the general
manager of the company, says that his depart-
ment is far ahead of the previous year despite
the fact that a real shortage of Victor records
and Victor higher-priced machines exists in the
store. Mr. Humphrey has had his department
redecorated and fitted up for the greater con-
venience of his customers, and the results are
showing themselves in the record of the sales.

Kohler & Chase Sell Stock in Oakland

Kohler & Chase have sold their Qakland
stock of talking machines to the John Breuner
Co., a furniture dealer of that city, and they
kave now retired definitely from the talking
machine business in both cities. By this pur-
chase the furniture company acquires the
agencies of both the Victor and Columbia ma-
chines. ;
Salesman Badly Injured

F. A. Smith, of the Brunswick-Balke Phono-
graph, says that his business for February was
very satisfactory. He has just received in-
formation that James F. Mahoney, salesman for
the company, met with a painful accident at
Fresno on February 27, which may incapacitate

him for some time. According to the infor-
mation in Mr. Smith’s hands Mahoney slipped
while boarding a train at Fresno and either
sprained or broke his ankle. An X-ray will be
necessary to ascertain the extent of the injury.
Noted Artists Coming

The announcement that McCorimack and Galli-
Curci will sing in this city at early dates has
already stimulated the demand for Victor rec
ord of their voices. It js expected that the sale
will increase still more and continue for some
time after their appearance.

Dealers to Hold Dance

The talking machine dealers of San Francisco
are making ready for their second annual dance
to be given at St. Francis Hotel on April
William Morton, of Sherman; Clay & Co., will
have charge of the dance as chairman of the
committee appointed for the purpose.

Some Trade Brieflets

F. B. Travers, of the Sonora Phonograph
Co., has just returned from a trip through the
southern part of the State. While there he
covered the territory in company with E. M
Bonnell, the company’s regular representative.

E. N. Clintsman, one time manager of the

wholesale talking machine department of Koh-
ler & Chase, and at another time in the gen-
eral talking machine business in the Northwest,
has recently been appointed deputy assessor of
Alameda.
. Charles S. Ruggles, who has charge of the
wholesale Victor sales for Sherman, Clay &
Co. at Los Angeles, has returned from a trip
East, where he visited with his son, Wesley,
who recently finished his military course and is
leaving for France.

The San Diego branch of the Wiley .B. Allen
Co. has greatly enlarged the floor space of the
talking machine department.

G. E. Morton, recently with the Columbia
Graphophone Co. in New York, has been ap-
pointed manager of the talking machine depart-
ment of the Emporium.

Serious Question of Labor

A. G. McCarthy, of Sherman, Clay & Co., says
that one of the difficult problems which the
dealers in talking machines have to solve is the
question of labor. The number of young men
wishing to go into the business in the past has
always been ample. Now, however, so many
have gone into the service of Uncle Sam that
the dealers have been taking on younger boys.
The call of the shipyards with pay of $5 or $6
a day is now depleting this supply and many
are having recourse to girls. Girls with any
experience are now scarce, and many dealers are
really short-handed because they do not feel
that they can take the time to train green girls.

000000 0

On Selling Records

ul

i

" There are many excellent ideas the Victor Dealer can
use to stimulate the sale of slow moving stocks.
of these ideas have already been put into practice, others
have not yet been discovered. We urge Victor dealers
to encourage their salesmen in originating new plans for
selling records, and along the same line our travelling repre-
sentatives will be glad to offer several good suggestions.

Some
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DROOP’S EDUCATIONAL PUBLICITY

E. H. Droop’s Campaign to Inculcate a Better
Appreciation of High-Class Music Excites
Commendation—Helps Industry as a Whole

WasHINgToN, D. C, March 8—E. F. Droop &
Sons Co., Victor wholesalers and dealers, have
been carrying on an original and most effec-
tive advertising campaign in the local newspa-
pers in the interests of high-class Victor rec-
ords. The advertisements are in the form of
articles credited to E. H. Droop, head of the
company, and give Victrola owners some new
angles from which to regard their record li-
braries. In one of the articles, for instance,
Mr. Droop says:

In our previous article we dwelt on the lack
of knowledge possessed by the average Victrola
user of the higher and better forms of music
known as “classic” or “semi-classic” composi-
tions.

It is not surprising that this condition should
exist, and it must be said in justice to the great
masses of our people that it is of comparatively
recent date that they have had made available
to them a medium through which every form of
music could be brought right into the home—
the Victrola—and then quite naturally they took
up with the more catchy and trivial things in
music, because these amused and entertained
them; little thought has been given to the more
serious forms of music—which are not only far
more beautiful and lasting than the catch-penny
airs that are whistled to-day and forgotten to-
morrow—but they have an educational value
which proves a great help as progress is made
in the study and understanding of music.

Again we make the statement that if we can
interest you to listen attentively for a little
while to a few good selections chosen from the
lighter classics—explaining what the composer
had in mind when he wrote his tone picture,
and helping you to clearly understand its rhythm
and “phraseology,” as it were—you will, if you
persist in hearing similar selections, rapidly
grow into appreciation of the masterpieces with
which the great minds in music have endowed
the world, and a realm of melody will be opened
which you will never cease exploring

Music is a vital force and from the cradle to
the grave plays an important part in our lives;
it entertains, refines, educates, soothes, com-
forts, and inspires, and now that the Victrola
records have made it available, the best music
by the best artists and musical organizations of
the world should find a place in every heart and
home.

We are at your service to help in building up
a library of choice records of which you will
not tire and which will always reflect credit
upon the owner’s taste.

\WVhether you want to buy or not—our Vic-
trola hbooths are at your disposal and we in-
vite you to call and try out the suggestion we
have made. Suppose you hear some or all of
the latest records.

It may be said that the articles have been
effective in bringing about increased sales of
the higher class Victor records, and it is planned
to continue the series of talks for some time to
come.

No matter how perfect a locomotive may be,
it takes steam to drive it. No matter how
‘lever a man may be, he will get nowhere with-
out hustle.

smoothly.

movement.

CASTERS.

Full Size—C-65

FAULTLESS

PIVOT BEARING

CASTERS

Casters that roll easily across the floor—and
No chatter—no unsteadiness.

Simple construction—no complicated parts
to get out of order, nothing to retard easy
Strong—plenty of metal in
required places to resist strains.

Silent—neat appearing—a real necessity to

YOUR talking machine, these FAULTLESS

Made with leather, fibre, felt, steel
and lignum-vitae wheels.
from you puts all our caster
experience at your service and

brings you a copy of Faultless
Catalog “G.”

CASTER COMPANY

EVANSVILLE, INDIANA

“Move the FAULTLESS Way”

A word

FAULTLESS

GIVES TALKER TO JAPANESE SCHOOL

PortLaND, OrE., March 5.—Away off in far-away
Japan will be felt the generosity of a music
dealer of Portland, Ore.,, Harold S. Gilbert, of
the Harold S. Gilbert Piano Co., who has pre-
sented a Columbia graphophone to the Dos-
hesha Girls’ School of Kyoto, Japan. Mr. and
Mrs. Gilbert have had as their guest Miss
Denton, a missionary from the school at Kyoto,

Eﬂ’ivgfg@pﬁ gv MA@E 654 Book Building

RECORD DELIVERY ENVELOPES

START THE NEW YEAR
WITH A GOOD SUPPLY °
by Placing Your Order Now

Samples and Prices Furnished Cheerfully
Write Today

Get the Best Always

LEWIS C. FRANK
DETROIT, MICH.

T.M.W.1217

which is a school supported by the Congrega-
tional Church. The interest which Mr. and
Mrs. Gilbert felt in the school after hearing
Miss Denton's description of conditions re-
sulted in the handsome gift.

. SECURES ORDERS FOR YEECO MOTOR

H. A. Robbins Has Most Successful Trip in the
Interests of His Product

One of the recent visitors to New York was
H. A. Robbins, treasurer of tlhe Veeco Co., Bos-
ton, Mass., manufacturers of the Veeco electric
motor for talk'ng machines. Mr. Robbins had
just completed a tour of the West, spending
some time in Chicago, and succeeded in secur-
ing orders from a goodly number of representa-
tive manufacturers. He also garnered a sub-
stantial bundle of orders in New York before
leaving for his Boston headquarters. Mr. Rob-
bins had with him the new model Veeco motor,
which embodiecs many improvements over the
older models.
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are the latest.
as the little folks.

Are you reaching the kiddies with Thornton Burgess’
stories for children, told in the author’s own voice
for Columbia records exclusively? “Peter Rabbit
Plays a Joke” and “Little Joe Otter’s Slippery Slide”
Parents enjoy them just as much

Columbia Graphophone Co.
Woolworth Building, New York

S =~ — =

IMPROVED TRANSPORTATION HELPS CINCINNATI TRADE

Although Conditions Are Far From Normal Retailers Can Get a Fair Amount of Stock—Auto-
mobile Deliveries Are Popular—Demand for Both Machines and Records Very Strong

CincinnaTi, O., March 8-—An opening of the
lanes of transportation in and out of Cincinnati,
which took place to a fair degree towards the
close of February, put pep into the trade and
exhilarated the retail situation. While certain
of the lines are still in the embargo class, enough
territory is open to enable the talking machine
merchants to do some shipping.

So crying is the need of Edison .machines
around Bellefontaine, O., over 100 miles from
Cincinnati, that J. C. Smucker, of Smucker Bros.,
representatives of the Phonograph Co., this
city, travelled with a truck to the Queen City
Friday to secure what goods he could get. It
was Smucker’s idea, and he benefited. Two
weeks ago Manager Peterson’s house secured
goods from New York City which had been in
transit since early in November. E. J. Stevens,
Middletown, likewise came to the city in a ma-
chine during the past week and secured Edison
goods.

Carload shipments are coming through to the
Columbia house. It has been doing some ship-
ping by express, and the breakage out of Cin-
cinnati has been so great in recent months that
R. L. French, trafic manager, came heré last
week from the Bridgeport, Conn., factory to
get a line on the situation. F. F. Dawson, who
took charge of the Cincinnati branch in Decem-
ber, expects to remain here several more months.
*He reports having an increase of almost 100
per cent last month over February of a year
ago. J. L. Dubriel, of the general sales depart-
ment, arrived in the city Saturday to temporarily
fill the position of assistant manager. G. W.
Hopkins, general sales manager, passed through
earlier in the wecek, en route to St. Louis. An-
other of Mr. Dawson’s visitors was W. C. Fuhri,
of the Chicago branch, en route home from a
Florida vacation.

C. W. Neumeister, local representative of the
Heineman Phonograph Supply Co., is spending
the week in New York City, attending a con-
vention of the outside agents. Just before leav-
ing he reported quite a boom in business in his
territory. : .

A. J. Swing, of the Crystola Co., is in the East
on several important matters in connection with
the local factory.

J. M. Dolby, manager of the Dictating Ma-
chine Co., left to-day for Nashville, where he
will open a branch office for the Ediphone.

Mr. Byars, Vocalion manager of the local
Aeolian store, reports a very gratifying volume
of Vocalion business for the month of February,
just closed. He reports that a number of the

. new period designs have been received, and sev-
eral were sold in the last few weeks. One of
the largest and most elegant of these models
is beihg shipped to one of Louisville’s most
prominent citizens. It is the Hepplewhite de-
sign, with the hand-painted front and inlaid
front and top. This instrument is going into

cne of the elegant new homes in Louisville, and
will unquestionably create considerable interest
in that locality among the members of Louis-
ville’s elite society.

Mr. Byars has just organized a new sales force,
and now has four new recruits in his selling
départment in training. These men are all very
promising, and from every indication the Voca-
lion forces are going to keep up a red-hot cam-
paign this spring and summer in spite of the
war and other handicaps. This is the spirit that
spells success.

Wm. J. O’Neil, formerly on the Vocalion sales
staff, is now in the Quartermaster’s department
of the U. S. Army, stationed at Camp Meigs,
Washington, D. C. Robert Casey, for two years
connected with the Vocalion sales staff, is now
taking orders for Buick automobiles with the
I.eyman-Buick Co. of this city.

“The tremendous demand for Victrolas and
records,” said Manager Rudolph Dietrich, of the
talking machine department of the Rudolph
Waurlitzer Co., “continues without any- diminu-
tion, and the demand, in fact, has been greatly
strengthened by the shortage existing during
the past sixty days. Better conditions, however,
are in sight, as the transportation companies
will undoubtedly recover to very great extent
and this will bring a corresponding increase

in delivery as well as less delay in shipments.

“Inasmuch as during the past year it has
been a question of supply rather than demand,
we can only hope for the future and trust that
the factory output will in a measure take care
of the requirements of the dealers.

“We find that the demand for the March
records was exceptionally heavy and, as this
list is a very good one, the demand will un-
doubtedly be lasting. The appearance of Jascha
Heifetz in Cincinnati caused a tremendous de-
mand for records of this order. His appearance
here about the time the records were released
was a very happy coincidence and the demand
was undoubtedly taken advantage of to its full-
est extent by all of the local dealers.”

NEW CONCERN IN TROY, 0.

The Mirrophone Co., Troy, O., has been in-
corporated with capital stock of $10,000 by
George M. Jackson and others, and it is stated
that the company has been formed to take over
the output of the Lorimer-Hicks Co.,, manu-
facturers of the Lorophone, which company is
at present in the hands of a receiver.

BUILD ON ROCK OF SOUND VALUES

Thy business is not built upon the sands of
speech, be it ever so well spoken; it is built
upon the rock of sound values. If ye have not
sought and found that foundation, seek it for the
good of thy house.

The NEW

VEECO

justment.
6 to 250.

boards, all ready to install.

to insure delivery.

248 BOYLSTON STREET

THE ELECTRIC MOTOR
WITHOUT A. FAULT

The improved Veeco Electric Motor for Talking Ma-
chines represents the last word in scientific development
with special regard for the purpose for which it is intended.

Runs on either A. C. or D. C,, 100-125 volts without ad-
Can be supplied to run on any voltage from

Supplied mounted on 12” or 1214” square mahogany

SEND FOR A SAMPLE AT ONCE
I Then, after testing it thoroughly, place orders at once

THE VEECO motor and the VITRALOID turntable
make a complete motor unit for high-class machines.

THE VEECO

The Original Producers of a Complete Electric

COMPANY
. BOSTON, MASS.

Drive for Talking Machine Manufacturers’ Use %

—_——
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A Mighty Strong Argument

FOR THE DEALER TO PUT
BEFORE HIS CUSTOMERS

Th B & H FIBRE NEEDLE and
Lo Needle REPOINTER

is a combination hard to beat—
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The one Saves the Record and the
other Saves the Needle

H A

The two together Save you Money

QLT

B & H FIBRE MANUFACTURING C0.

33-35 W. Kinzie Street, Chicago, Il
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PROTECTION OF TRADE NAME

Recent Decision in Favor of the Aeolian Co.
of General Trade Interest

The Aeolian Co., New York, was successful
recently in a trade-mark case which should prove
interesting to the talking machine industry as
indicative of the value of trade names. This
decision in the Aeolian Co.'s favor was handed
down by the Circuit Court of Appeals, from
whose decisions there is possible no further ap-
peal.

Some time ago a talking machine company
made application for the registration of the
trade-mark “Orchestrola” for a talking machine.
The Aeolian Co. filed a claim in opposition to
the granting of this trade-mark in behalf of its
well-known instrument the “Orchestrelle,” an
automatic pipe organ which has been on the
market for many years.

After the case had passed through the usual
trade-mark channels it reached the highest court
in the land, which handed down an opinion deny-
ing the talking machine company the right to
use the name “Orchestrola.” This decision is
clear and concise, one section, which gives the
most important factor influencing the opinion,
reading as follows:

“Assume that a person who had a good opin-
ion derived from use or otherwise of an auto-
matically-operated organ produced by the
Aeolian Co..and marked ‘Orchestrelle’ desired
to purchase a phonograph (the Aeolian Co., as
we have seen, now produces phonographs), and
is shown one marked 'Orchestrola,’ would he
not be likely to think it was produced by the
same company as produced the organ and buy
it on that account?

- “Perhaps if the two instruments were placed
side by side, one marked ‘Orchestrelle’ and the
other 'Orchestrola,’ he would be able to de-
tect the difference between the marks; bhut where

they were not so placed, and he was compelled
to rely upon his memory only, unless he pos-
sessed one remarkably accurate in its impres-
sions—the law considers the ordinary, not the
extraordinary in cases like this—we believe he
would not distinguish the one from the other.
To be sure, they have points of difference, but
the points of resemblance dominate and give
character to the terms.

“We entirely agree with the Assistant Com-
missioner that the two words are ‘confusingly
similar’ and would be likely to mislead not only
as to the goods themselves but :also as to their
source of manufacture, and hence his decision
is affirmed.”

DEBUT OF “EMERSON SPOTLIGHT”

The first issue of the “Emerson Spotlight.” the
new house-organ published by thc Emerson
Phonograph Co. for benefit of Emerson record
dcalers, made its appearance a fortnight since,
and has already won the enthusiastic approval
of the Emerson selling organization and Emer-
son representatives throughout the country. It
is planned to publish this house-organ monthly,
and there is good reason to believe that it will
be a pronounced success.,

The first issue contains a number of prac-
tical suggestions to Emerson dealers how to
boost Emerson record sales; these suggest.ons
appearing under the headings “Phone Custom-
crs,” “Attractive Packages,” “Special Bulletins,”
“Newspapers Free,” “Dance Programs,” etc.
There are some timely hints as to ad. helps, and
the dealers are acquainted with the likcnesses
of some of the most popular artists in the
Emerson record library.

When Service and Quality keep house to-
gether, Satisfaction hangs up its hat for a long
stay.

THE “TALKER” AT THE FRONT

Uncle Sam’s Forces Rapidly Learning French
Through the Talking Machine

The talking machine as an educator is prov-
ing quite a favorite with Uncle Sam’s forces who
are now in France ‘“doing their bit” to make
the world safe for democracy. As a means
of learning the French language they find the
talking machine invaluable. In a recent letter
from the front we read:

“The American soldiers attend a class in
French cvery day at the Y. M. C. A. or at the
Soldiers’ and Sailors’ Home, where an Ameri-
can volunteer or French professor gives les-
sons. The boys know a few set phrases when
they land, but they are adding to their vocab-
ulary all the while. Professors are rather
scarcc at the camps, but lessons are given by
the talking machine. The Amcricans have found
that a deep knowledge of French is not neces-
sary for the short time they are here, in Paris
and especially so since they trade only in shops
where at least one of the clerks speaks cnough
English to carry through a deal. Some of the
college fellows have carried on their reputation
of slang making, and they have invented funny
phrases both in English and French.

“The Americans like the talking machinc
method. Its voice may be metallic and the tone
monotonous, but the machine is a patient teach-
er and the pupils make it go over thc words
till they are satisfied. It is effective for pro
nunciation, for it does not vary, and the con-
stant.call on it for phrases does not wear on its
voice. No living teacher could be put through
such stunts.

To make this year one of the best you've ever
had in “making good”—is a good resolution to
make!

IT HOUSES A SMALL VICTROLA

)

The Lundstrom

“Converto’

““Victrola’ into a handsome cabinet type, completely en-
It takes the place of a stand and

closing the machine.

i ]

o

P - >

ST

Cabinet converts the small

.: Salting ; Victrole: inig, Cabinet

60

provides a dust-proof record rack for
records. It
records.

revives interest 1in
It helps you meet low-price

competition in cabinet machines and

Patented Dec. 11, 1917

Talking Machine
Cabinet

.

: f ,SOundmin for Playing

gives you a good profit.
customer no more than a good stand !
It has
many of the country’s leading Victor
dealers.

Branch Offices: Flatiron Bldg.

It costs the

proven very successful for

Prices and Particulars on Request

The C. J. Lundstrom Mfg. Co.

LITTLE FALLS, N. Y.

New York City

Completely Closed
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DETROIT TRADE BUOYANT REGARDING GENERAL OUTLOOK

Removal of Restrictions Helps Business Expansion—A. A. Grinnell’'s Interesting Views—Burton
Collver With Cheney Co.—Pathé Jobbers Pleased with Outlook—Some Noted Visitors

Derroir, Micr., March 9—The worst is over
so far as adverse conditions are concerned in the
talking machine business in Detroit. We do not
mean by this that-business has been dull, but
simply that certain conditions have prevented
sales being much greater. During the months
of January and February dealers were up against
the crisis in the coal situation—the extreme cold
weather, freight congestion, and the after-effects
of December holidays. On top of this came the
restrictions on business hours and workless
Mondays. Now, however, all this is over—there
are no restrictions on business hours, the crisis
in the coal situation is passed, and freight ship-
ments are improving. It’s a positive fact that
of all the lines of business investigated recently
by The Talking Machine World correspondent,
except those devoted to war orders, the retail
talking machine business is the very best.

A distinguished visitor was in Detroit the
last day in February—being none other than
H. C. Brown (and wife), of the Victor Talking
Machine Co., of Camden, N. J. The visit of
Mr. Brown was a combination of business and
pleasure. He spent a few minutes with A. A.
Grinnell and C. H. Grinnell, of Grinnell Bros.,
who are Victor jobbers, and E. P. Andrew, gen-
eral manager of the J. L. Hudson music store.
A part of his time was spent with Mrs. Brown
in motoring about the city.

At 247 East Jefferson avenue, Detroit, is the
wholesale branch of the Brunswick-Balke Co.,
State jobbers for the Brunswick phonograph.
F. S. Kratzet is in full charge. While the com-
pany handles the full line of Brunswick prod-

ucts, the window is invariably given over to-

the display of Brunswick phonographs, the
displays being changed very frequently so
as to show off the different models. In
Detroit the principal Brunswick dealer is
Wallace Brown, 33 East Grand River avenue,

who has a national reputation for hustling. But
Mr. Kratzet has other live dealers throughout
the state, and is gradually developing good
accounts in every town of 10,000 population or
over. A-large stock is always carried at the
Detroit branch, so that dealers can always feel
assured that their orders will be filled promptly.

C. H. Grinnell, manager of Grinnell Bros.,
wholesale Victrola department, was in Cleveland
the last of February to address the Northern
Ohio Talking Machine Dealers at their first
annual convention. The address was devoted
to the accomplishments of the Detroit talking
machine dealers’ agsociation during its two years’
existence.

A. A. Grinnell, treasurer of Grinnell Bros. and
who devotes a great deal of his time to looking
after the talking machine department, says that
“1918 looks mighty good.” Mr. Grinnell feels
that it may be a while before the business is
booming, still he feels that 1918 will be one of
the best years the industry has ever seen. He
continues that it is not a question of seeking
orders but that his company could more than
double the business now on its books if it could
only get the merchandise. “Collections are
very good,” he said. “Our stock is large,
although not quite as large as we would like
to see it.”

Ed Andrew, manager of the talking machine
department of the J. L. Hudson store, spent
the last week in February in Cleveland and
Philadelphia. He plans to visit quite a number
of other cities during March just to get a line
on local conditions in various sections and to
see where there is room for improvement at
the Hudson store. “It is a paying proposition
to the manager and to the department to get
out occasionally aud go to some other city and
see what the dealers there are doing,” he said.
Mr. Andrew, by the way, has been elected sec-

Tone Arms and

Sound Boxes
(Genuine Mica)

Our new universal tone
arm and sound box, No.
3, has proven a big suc-
cess. as all the desired
requisites in the way of
producing a clear, rich and
musical tone.

Price
In Lots of One Thousand

296 Broadway

KOCH-O-PHONE

The KOCH-O-PHONE is the FORD of the
Phonograph world. There is no charge for the
name or expensive advertising added to the cost.
Most people would rather pay $36 (resale price)
than $75 for the same amount of pleasure.
Plays all makes of disc records.
ing needed in exchanging from one make of rec-
ord to another.
change needle to suit make of record. This ma-
chine for tonal quality and volume is not excelled
by any $75 machine on the market.

No. 18—Height 40 in., width 18 in., depth 18 in.;
double spring worm driven motor; 12 in. turntable,
all metal trimmings are nickel plated; made in ma-
hogany finish. Weight about 100 Ibs.......... $18.00

Cabinet alone, complete with needle cups

ANDS KOCH, Manufacturer

$18.00

No disconnect-

Simply turn the sound box and

$10.00

Real Mica, $1.00
in 100 Lots
Imitation Mica, 85¢

NEW YORK

retary of the Detroit Music Trades Association.

That dealers believe that this is no time to
bec pessimistic is proven by the increasing
amount of talking machine advertising in the
daily newspapers. There is hardly a live dealer—
ves, we don’t know of a single one—that is not
using space either in the dailies, the street cars,
billboards or theatre programs. And the space
per dealer is larger than it has ever been at this
season of the year. The new concerns that
have entered the retail field are also going after
business by advertising so that the talking ma-
chine is brought forcibly to the attention of the
public, no matter where the people look.

Burton Collver, one of the leading salesmen
with the player-piano department of Grinnell
Bros., resigned sometime ago to become sales
manager of the Cheney Talking Machine Co.,
of Chicago. He has given up his residence in
Detroit to be near the home office. He spent the
month of February in Grand Rapids and Detroit
attending furniture expositions and conferences.

The Detroit Talking Machine Dealers are per-
fecting plans for the coming recital which is
scheduled for sometime in April or after Easter.
We previously reported that the proceeds of the
recital will be turned over to some patriotic
fund. President Sam Lind is working hard to
offer a program that will draw crowded houses.

Williams, Davis, Brooks & Hinchman Sons,
wholesale jobbers in Michigan for Pathé, report
very good business, larger stocks than ever and
more orders than ever before. “Yes, business
is coming along just splendidly,” said Mr. Cham-
berlain, in charge of the sales of this depart-
ment. “Our business the first two months under
the adverse conditions has been far beyond what
we had expected and we have every reason to
feel that 1918 is going to be a good year, with
business improving each month.” The miniature
Pathé store in the company’s building is attract-
ing unusual attention and it is proving of great
help to dealers who are taking on the line. It
shows them just how a modern, up-to-date shop
should be laid out.

Max Strasburg, of the Strasburg Shops, judg-
ing from letters received, is having a very en-
joyable time in the South playing golf at every
opportunity. He expects to return to Detroit
the last of March. ;

A. F. Noble Piano Co., Woodward avenue
near Warren, is now retailing the Cheney talk-
ing machine.

Keenan & Jahn, who are retailing the Aeolian-
Vocalion, are going after business harder than
ever—even exceeding their efforts at Christmas
time. Sales have been growing in numbers, and
the new records that are coming in are proving
very popular. John DeAngeli is in charge of
this department.

Wallace Brown, Brunswick dealer, says this
is no time to sit back and wait for business,
but this is the time when the dealer must awaken
interest in the talking machine business by judi-
cious advertising, publicity and salesmanship.
He is giving his attention to all three phases of
business and is getting results.

The Edison Shop celebrated Thomas A. Edi-
son’s birthday in February by special recitals,
special vocalists and giving away gratis a book
containing the biography of Mr. Edison. The
year 1918 is going to be a big one for the Edison
Shop, judging from sales the first two months
and the number of prospects now in view. The
same statement can apply to the Phonograph
Co., of Detroit, state jobbers for the Edison.
Both firms are managed by R. B. Alling.

The number of international artists from a
musical standpoint who have been in Detroit for
recitals the past sixty days has proven a splendid
stimulant to the record business. In fact, there
is no better stimulant to the sale of records than
the noted artists who come for recitals. Before
and after their coming record sales are big.

The Majorana Graphophone Co., Louisville,
Ky., has been incorporated with capital stock
of $50,000 to engage in the manufacture and
nmerchandising of talking machines. The in-
corporators are G. B. Shumate, Peppino Majo-
rana and S. M. Raffo.
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BRUNSWICK OUTFIT FOR HOSPITAL

“Red Cross” Brunswick Machine and 400 Rec-
ords Donated to Lilly Base Hospital in France
by Brunswick Shop and the Public

InpranaroLts, Inp., March 5-—The base lospital
unit in France equipped by the Eli Lilly Chem-
ical Co., of Tndianapolis, and known locally as

from The
Brunsvick. Shop
T Qir

| INDIANA
BOYS
| PRANCE

I RED CROES

Brunswick for Lilly Base Hospital, France
the Lilly Base ITospital, will soon be enjoying
a "Red Cross” Brunswick machine with about
400 records.

George Standke, manager of the Brunswick
Shop, decided the Indiana men and women who
have patriotically donated their services to the
Government by joining the hospital unit com-
pany, were deserving of anything that could be
done for them. The owners of thc shop heart-
ily endorsed Mr. Standke’s idea of sending the
unit a “Red Cross” machine. The 400 records
representing all kinds and makes were dona-
tions from Indianapolis people who saw the ma-
chine in the window of the Brunswick Shop.

The machine is ready for shipment and will soon
be cheering the Indianaians who are toiling be-
hind the battle lines of France.

CLOSE IMPORTANT CONTRACTS

Southwestern Distributor of Delpheon Phono-
graph Tells of Company’s Progress—M. C.
Collier Joins Traveling Sales Staff

Darvras, Tex., March 5-~—Walter Verhalen, of
this city, Southwestern distributor for the Del-
pheon phonograph, has announced the appoint-
ment of H. C. Collier as a member of his travel-
ing sales staff. Mr. Collier is visiting the deal-
ers in this territory, and has alrcady closed a
number of‘ important contracts, among which
are the Durham Dry Goods Co. at Waxalachie,
and Ray Royell, of Waco.

Mr. Collier has had an extensive experience
in the musical business for the past twenty-five
years, having been State agent and wholesale
representative of one of the largest piano com-
panies in the country. He has also had several
years’ experience selling phonographs at whole-
sale and expressed himself recently as most en-
thusiastic regarding the musical qualities of the
Delplheon phonograph, which he states is cer-
tain to meet with success throughout this ter-
ritory and in all parts of the country as well.

A DEFINITION OF ECONOMY

A good definition of economy is that it is good
manageient. Economy carries with it the idea
of saving, of careful spending, but talking ma-
chine men should bear in mind that it does not
mean niggardliness. It relates as much to what
you get as to what you spend. In advertising
it is possible to spend a million dollars as eco-
nomically as it is to spend ten dollars. Many
times the expenditure of a small sum will prove
to be more extravagant than the expenditure of
a much larger sum, since the larger sum may
bring better proportionate results than the
smaller.

NINETY-TWO VICTROLAS IN ONE CAMP

Rhodes-Mahoney Furniture Co., Chattanooga,
Does Nearly $8,500 Worth of Machine and
Record Business at Camp Near That City

CHATTANO0GA, TENN. March 4—The important
position held by the talking machine as a means
of entertainment at the various military cncamp-
ments is strongly cmphasized in the record
just hung up by the Rhodes-Mahoney Furniture
Co., this city. ‘Through the efforts of H. G.
Ray, manager of the Victrola department of
the company, there were sold to various indi-
viduals and organizations at the army camp
hcre ninety-two Victrolas valued in all at $5,-
44865, together with over $3,000 worth of rec-
ords. The machines were bought in some cases
by officers, and in other cases by company units,
and Victrolas IX, X, XI and 14, were surpris-
ingly frequent in the list. The figures, as of-
fered, were compiled up to and including Feb-
ruary 26, and several outfits sold since that
time are not included. ’

Mr. Ray has made a complete list of sales to
the camp, including the name of the purchaser,
style of machine, and the price, and it makes a
most impressive showing, one of which the
company can feel proud.

k PUT ON YOUR DEDUCTION CAP

When a goose lays an egg, she just waddles
off as if she was ashamed of it—because she is
a goose. When a hen lays an egg—ah, she calls
heaven and earth to witness it! The hen is a
natural-born advertiser. Hence the demand for
hens’ eggs exceeds the demand for goose eggs,
and the hen has all the business she can attend
to.—Andrew Lang.

Arthur F. Odell, a jcweler of Quincy, III,
has bought out the Quincy Phonograph Co., at
411 Hampshire street, that city, and has placed
Theo. Arnold in charge as manager.

Victor
Records

How Scarce Records
May Be Obtained

TO VICTOR RETAILERS

Instruct us what records you desire us to hold on order and to
ship whenever received from the factory. We will thus be able
to fill in your stock on the good numbers.

Very often good numbers arrive after your order has been filled
and unless we have instructions to back order, the opportunity
of getting them is lost.

The retailer who places his order in this manner has the ad-
vantage over the one who doesn’t.

Get the advantage—Order NOW,

Magic-Tone

TRADE MARK

Needles

For Immediate Delivery

We are in a position to make immediate deliveries on loud Magic
Tone steel needles packed in envelopes of 100.

PRICES
In lots of 10,000 and up 65¢c per thousand.
In lots of 100,000 and up 60c per thousand.
We will also furnish them, if you desire, in tin boxes, packed
three hundred to the box, at the following prices:
In lots of 10,000 and up 75¢ per thousand.

In lots of 100,000 and up 65¢ per thousand.
In lots of 500,000 and up 60c per thousand.

Owing to the scarcity of needles, it would be to your advantage
to anticipate your requirenicnts and send us your order by
return mail.

VICTOR RETAILERS— WRITE FOR OUR TRADE NEWS SERVICE

| DAVEGA R..

VICTOR FACTORY WHOLESSALERS
125 West 125" St NEw YORK

. The House of Service |
VICTROLAS—SUPPLIES—NEEDLES
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Mr. Dealer: T i,
Do you know that if you seat your pros- .‘"‘ ._*!'_'"‘ l‘ P

pect in a comfortable chair before the || L_1_L_1_}

GABELOLA [

and Just Push the Button”

~ that it will sell itself?

.

“You can say with perfect frankness and
without fear of contradiction that—

~ “This super-talking machine is winning
its way in the thousands of homes where
something more than a mere talking machine

1s desired.”
STYLE 1

It is self-operating—you don’t have to THE GABELOLA
C/lﬂﬂge 71330’[3-5‘, I'CCOI'dS, or Wlnd 1t up be- Circassian Walnut—Height 66 inches, width 43 inches,

cause these things are taken care of auto- depth 20 inches
matically. Price, $600.00

The Needle magazine contains 600
needles, and a new one drops into place each
and every time a selection is played.

The record container (which contains a
repertoire of 24 selections) automatically
changes the record just as soon as a selection
is played.

The motor is electrically driven and con-
trolled.

It is ideal for the home, dancing school
and restaurant.

A personification of pleasure and enter-
tainment “with all the bother left out.”

You can say all this and more, but it
would be unnecessary.

“Just push the button” and then have
your order blank ready.

GABEL'’S ENTERTAINER CO.

GENERAL OFFICES AND FACTORY

STYLE 3 210 N. ANN ST. CHICAGO, ILL.

T o R GABEL’S ENTERTAINER SALES CO.
Oak Finish—Ileight 66 inches, width 43 inches, depth 22 inches Suite 512 No. 117 N. Dearborn St.

Price, $550.00
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The customer who is not asked to buy a more ex-
pensive Columbia Grafonola than he can afford will
come back for a higher-priced model, some day.
And he will spend more for records, in the meantime,
because he will have more to spend.

Columbia Graphophone Co.
Woolworth Building, New York

W

MANY NEW DEALERS ENTER THE FIELD IN BALTIMORE

Retailers Generally Have Fair Supplies of Goods Though Jobbers Are Kept on the Jump—Colum-
bia Co. Occupy New Headquarters—Motor Truck Service Proves Big Aid

BaLtimore, Mp.,, March 5.—Talking machine
business with the retailers is in fine shape in this
territory, but the jobbers are not as well off,
owing principally to the lack of goods to meet
the demand of their trade. As the month closed,
however, goods began to arrive in better shape,
but not quite sufficient to meet the demand of
the orders the firms have on hand. While
some of the wholesale houses went behind on
their shipments of goods the orders they have,
it they could have been filled, would have run
up a staggering total for increased business. At
the same time there is a strong current of opti-
mism among the dealers, who are looking for-
ward to better shipping conditions and finally
additional consignments of records, which have
been coming in very poorly.

During the month the Columbia Co. ran a
series of advertisements in one of the local
papers featuring the Burgess Bed-time Stories
for Children, which they have put on records.
This paper carries the Burgess feature and the
advertisements appeared on the same page. The
local Columbia headquarters expects some good
business from this plan, which was given but an
experimental trial.

Several talking machine dealers also took ad-
vantage of the new music page, which is being
conducted in The Star and appeared with the
other piano houses offering pianos and players.
The ads were attractive and all music dealers
believe the page will make an increased music
public and bring about business.

The Columbia Co. moved into its new head-
quarters at 16 South Howard street this week
and are just getting things in shape to handle
business for the coming season. W. S. Parks,
the local manager, is delighted with the new
home and is looking forward to big business,
which will be handled with more facility and
dispatch. Mr. Parks expects to devote most of
his time on the road, and the general office
work will be in the hands of S. Clifford Cooke,
the assistant manager. Mr. Cooke just now is
devoting most of his efforts to watching the
shipping department and making every effort to
get goods out. During the month A. B. Creel,
W. T. Sibbett and P. W. Peck, of the sales
force, were sent to the New York headquarters
of the Columbia Co. to take a special selling
course.

The Columbia Co. is using motor trucks to
ship machines and records to Washington and
points along the line. Many dealers in the
outlying section are driving to the Columbia
headquarters in their motor cars and obtaining
their supplies of machines and records. Mr.
Carlysle, of Gaithersburg, Md., who recently be-
came a Columbia dealer, grew impatient in not
getting his goods quickly and motored to Balti-
more and obtained his supply. Mr. Bullock,
of the Bullock Furniture Co., of South Carolina,
was a visitor to local Columbia headquarters

during the week. February business with the
city trade showed an increase for the Columbia
Co., but the territory did not go ahead, owing
to shipping conditions, and not the lack of or-
ders. For the past thrce weeks Mr. Parks and
Mr. .Cooke have been getting on the job at
daylight, and working until late in the evening
with the force getting things in shape.

The Brunswick phonograph is now getting es-
tablished in this territory, according to Mr.
Loesch, of the local headquarters of the Bruns-
wick-Balke-Collender Co. In Baltimore Bragers’
department store is handling the line exclusive-
ly and showing good results. The following
dealers have just been signed up to handle the
Brunswick: Ira Wright, Seaford, Del.; York
Record Exchange, York, Pa.; Hodnett-Chism
Furniture Co., Danville, Va. Mr. Loesch is
well satisfied with conditions and expects to
announce additional dealers next month, there
being several contracts in the making at this
time.

W. C. Roberts, of E. F. Droop & Sons Co,
Victor distributors, reports that business in the
retail department showed up very well, but the
wholesale end fell back 33 per cent. over the
same month, shortage of goods and inability
to ship being the cause. Mr. Roberts was made
Lkappy to-day, for while The World representa-
tive was speaking with him his shipping de-
partment reported the arrival of a shipment of
goods, but the amount received will not begin
to fill the orders.

Jesse Rosenstein, for the National Piano
Co., the Pathé distributor, reports business
fairly good, but held back for the lack of goods.
George W. Lyle, vice-president of the Pathé
Fréres Phonograph Co., was a visitor to him
during the month,

H. D. French, of the H. D. French Piano Co,,
V. W. Kimball representatives, is still han-
dling all of the Kimball machines that are sent
to him. He has not been able to properly in-
troduce them to the Baltimore public because
of the inability to obtain a sufficient nuinber of
machines to make a big drive.

H. M. Little, in charge of the retail depart-

ment for Cohen & Hughes, Victor distributors,
reports a wonderful business in his depart-
ment, despite the lack of back number records.
The wholesale business of this firm was also
held back because of lack of goods. During
the month I. Son Cohen, of the firm, made
weekly trips to the Victor headquarters in an
effort to obtain more goods.

Retail business with H. R. Eisenbrandt & Sons
Co., Victor distributors, was also good, and the
firm managed to do fairly well in its wholesale
department, being able to get out some ship-
ments. This firm could also use more goods,

William M. Mueller, the largest music dealer
in Highlandtown, and who handles the Victor
line, has been doing a good business, but has
not been able to meet the demands for either
records or machines. He has curtailed his
sales force about 50 per cent. and is thus able
to handle the business at a good profit.

Joseph Fink, of the Kranz-Fink Talking Ma-
chine Co., Victor dealers, is well satisfied with
business, and is planning to improve his de-
partment by installing three additional booths
and a new record room.

The jobbers received many orders from South-
ern merchants during the past month, for this
is the season that the Merchants’ & Manufac-
turers’ Association of Baltimore provides its
rebates to visitors, More than 600 merchants
from tlie South have registered with the bureau
up to this time, the influx of merchant buyers
to the city showing an increase of more than
100 per cent. over the same period for several
years past.

C. H. HOPPER VISITS NEW YORK

C. H. Hopper, president of Hopper, Kelly
Co., Seattle, Wash., was a visitor recently at
the executive offices of the Columbia Grapho-
plione Co., New York. Mr. Hopper, who is
recognized as one of the most progressive talk-
ing machine men on the Pacific Coast, spoke
optimistically of the business situation in his
territory, and commented upon the fact that
Columbia business is increasing by leaps and
bounds. Mr. Hopper was gratified to learn that
the Columbia Co. is making plans for a banner
1918, and was particularly impressed with the
plans which the company is making for a rec-
ord-breaking Columbia record business.

M
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CRYSTAL EDGE MICA DIAPHRAGMS

‘Let us send you samples zoday of our dia-

phragms and you will readily understand why
I the best talking machines are equipped with
Crystal Edge Mica diaphragms exclusively.

We use only the very finest selected mica,
the best diaphragm material in the world.

PHONOGRAPH APPLIANCE CO., 109 West Broadway, NEW YORK
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REE YEARS PROGRESS |

The last report of our Board of Directors to our Stockholders states that the increase of sales of (/
“HOFFAY” products during 1917 was 1,808 per cent over those in 1916.

-

Syl 4

Because we manufacture the perfect instrument. Because we manufacture the reproducer which has led the World for the last four
years—the “RESURRECTONE,” with its exclusive “Tuning-fork.” Because we have the next best reproducer—the “Half-fork-tone.” ¥
Because we manufacture the unique “Air-tight” mechanism from the Reproducer to the grill of the cabinet, which preserves the beauty (
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of the “HOFFAY?” tone.
If to a “wind” instrument you add or change the position of a hole or “key,” the tone changes. )
If a “string” instrument gets cracked the tone is lost. ' (
/ If a “singer” loses a front tooth his tone is lost.
If a “cigar” gets broken the flavor is gone. )
)

The same applies to a talking machine—that is why the “HOFFAY,” although playing' Victor and Edison types of records, is “Air-tight.” (

Spring (1) supports full weight of Tone-arm (2) and is insulated by
felt padding A. Part of weight of Reproducer (18) is allowed to bear on
Victor records, and this weight is just what it should he for this type of
record. Edison records require more weight than Victors and this is
automatically given hy the “HOFFAY" hecause Edison records are thicker,
and the principle of this form of spring is that the thicker the record, the
more weight there is upon it.
Tone-arm (2) is supported hy revolving hase (3) at pivots (4). The
Tone-arm is straight, there heing no curves or joints hindering the sounds.
Joint (13) is cemented and consequently air-tight.

Stationary hase (5) carries balls (6) upon which revolving hase (3)
turns around for the horizontal movement of Tone-arm. Revolving base
(3) is held hy halls (7), the adjustment of which is made by ring (8), the
weight of which is taken up hy washer (9), leaving the halls free; thus a

3 4 remarkahle anti-friction mounting is ohtained.

Flange (10) suspending from revolving hase (3) goes into groove (11)
in stationary base (5) without contacting with said groove, which is filled
with luhricating material, and is continually luhricated mainly hy capillarity;
thus a permanent air-tight and anti-friction joint heing provided.

Balls (6) and (7) are oiled through space (12) and as the end of
revolving base touching the halls is sunk into lubricating material, the air-
tight mechanism descrihed above is reinforced.

¥ Space (14) between Tone-arm (2) and revolving base (3) permits the
up and down movement of Tone-arm. This space is ahsolutely closed by
means of flexihle washer (15) supli_orted by ring (16) and hy end (16) of
Tone-arm, where it is fastened. his washer (15) leaves Tone-arm abso-
lutely free to move, and is guaranteed to last for several years—also, it
may easily he replaced. An ideal flexible and vertical air-tight device is
exclusively provided by the “HOFFAY.”

Equality of distance hetween stylus (20) and vertical axis (21) of
Tone-arm (2) when Reproducer (18) is in position to play Edison records
as shown in photograph 2, or in position to play Victor records shown in
photograph 1, is essential for good reproduction of sound and for length-
ening the life of records. This is afforded by the “HOFFAY” automati-
cally, no screws to fasten nor detaching of Reproducer heing necessary.

To obtain good tone it is essential that the diaphragm corresponds in
line with the vertical axis of horizontal movement of Tone-arm. Photo-
graph 3 shows a dotted line from axis (21) of Tone-arm (2) to diaphragm

(25) inside of Reproducer (18), thus demonstrating that this essential
requirement is fulfilled.

It is equally essential that stylus (20) he in line with axis (21) when
playing Edison records and in photograph 5 will be seen that this require-
ment 1s also fulfilled.

Perfect air-tightness is given by padding (26) in Tone-arm (2), and by
padding (27) in Reproducer (18). See photograph 3. These paddings
contact with flat surfaces (29) and (30) of elhow (31), respectively, when
playing Victor records. The two paddings contact with one another when

playing Edison records.

To play Edison records loosen up screw (40) and press clip (35), which
releases elbow (31). This elhow swings out of the way on steel pivots (32)
supported hy steel braces (33), thus permitting Reproducer (18) to be
swung on steel pivots (34) into the Edison position. Spring (17) locks up
Reproducer (18) hy engaging with the steel screw-heaa (19), and in this
way a fixed position for Edison records is ohtained.

To change from Edison position (see photograph No. 5) swing Reproducer (18) to position shown in
photo‘graph No. 4 and press elbow (31) against Reproducer until plate (36) springs hy itself over part (38)
of salfi elhow. Then tighten up screw (40) so as to hold more firmly Reproducer (18) against elhow (31).
.In lh.lS way a fixed position is furnished hy the “HOFFAY” for playing Victor records, and you know
it’s right because you hear it click. The hraced construction is such that nothing but perfection is attained.

Either in “fixed” positions which the “HOFFAY" gives (and which prevent mistakes heing made
by §hc user of the machinc); or in proper weights (for playing Victor and Edison records) given auto-
u‘lahcally hy the “IIOFIFAY”; or in an absolutely air-tight construction (free from rotary joints, which in
time loosen up, rattle and permit air to escape); or in an absolutely straight and air-tight Tonc-arm; or iw
the most remarkahle anti-friction and air-tight horizontal mounting for the Tone-arm, the “IIOFFAY” flls

alil and cvery rcquirement for attaining perfection of sound and for fool-proof aperation of the machine by
the user.

Our new cabinets are beautiful and distinctive, befitting the perfect instrument they
enclose.

SEND US A TRIAL ORDER TODAY

HOFFAY TALKING MACHINE CO., INC.,, 3W. 29th Street, N.Y. City

Hoflay products are protccted by patents granted and pending.  Infringemnents will be prosccuted

(3

NG



MarcH 15, 1918

THE TALKING MACHINE WORLD

59

PRICE: Nickel-plated $10. 22 karat gold plated
$12.50. To fit Victors, Sonoras, and attachinents
for Edison machines, etc. Money refunded if
reproducer returned within 3 days from receipt.

Naturalness of sound requires accuracy of diaphragm
vibration, which varies according to pitch. For in-
stance, when the Bass strikes “E,* there are 160
vibrations per second; when the Tenor strikes “C.”
there are 512 wvibrations; and when the Soprano
strikes “C” (high C) 2048 musical vibrations are
transmitted to diaphragm cvery second of time. The
terrific rapidity of wibration bends the one arm
lever which moves the diaphragm to the extent of
the resiliency of the lever, each bending adding
additional superfinous vibrations (on_account of the
“yreaction” of the one arm lever) thus making
sounds higher in pitch and “‘strident’’—in fact,
artificial.

THE WONDERFUL

“RESURRECTONE”

and the

“HALF-FORK-TONE ”

Here are illustrated and described the two
supreme reproducers, which are now sold to
fit machines of other makes, to show what is
the minimum tone that can be expected from
the “HOFFAY”—the unusual “Airtight-
phone.”

. In the “RESURRECTONE,” the diaphragm is
vibrated by a ‘“tuning-fork” working on both sides,
the resiliency of the two arms bein au!omatically
““taken up,”’ accuracy of vibration and “natiralness”

of sound being therefore accomplished facts.
In the “KESURRECIONE.

“tuning-fork.”

The “HALF-FORK-TONE” is still much better than reproducers of other makes because the lever is
supported by the other remarkable exclusive features of the “RESURRECTONE”—including the “‘flexed”
Piano Wire Mounting which “tunes-up” the sound, and which has the additional great value of being

“insulated” from the casing of the reproducer.

rder a sample; improve your machine; increase the value of your records, and 1 tual test
how much better the complete “HOFFAY" instrument must he t)l'lan any other &acelii?e.by Tone” re
quires “airtightness’’ and the “RESURRECTONE,” “HALF-FORK-TONE,” as well as the “HOFFAY” are

absolutely “‘airtight.”

Hoffay Talking Machine Co. Inc., 3 West 29th Street, New York City

. 1 SUR ' the connection of the two arms to the diaphragm is of the HOFFAY
flexible kind, which is another exclusive feature making this reproducer absolutely superior to all others.
In the “HALF-FORK-TONE” a one-arm lever rigidly connected vibrates the diaphragm, instead of the

PRICE: Nickel-plated $6. 22 karat gold plated
$7.50. To fit standard machines and attach-
ments for Edisons., Money refunded if repro-
ducer returned within flve days from receipt.

“Tone” re-

RETURNS FROM SOUTHERN TRIP

Abram1 Davega, general manager of 1. Da-
vega, Jr., Inc., 125 West 125th street, returned
around the first of the month from a pleasure
trip through the South. He was well pleased
with the business transacted during his absence
and has come back with great plans for the fu-
ture.

1. Davega, Jr., president of the company, and
Mrs. Davega have left on a four months’ tour
through the South.

RATHER PARTICULAR IN BOSTON

- BosToN, Mass, March 5-—Henry Schultz, a
talking machine dealer of 435 Broadway, South
Boston, and his clerk, Robert Prohska, were
fined $10 each in the South Boston Court on
Saturday on a charge of causing an obstruction
on the sidewalk by operating a talking machine
in the door of their store for advertising pur-
poses. Both men have appealed from the de-
cision.

VALLORBES NEEDLES IN DEMAND

The Vallorbes semi-permanent needle, which
was recently announced to the trade, has jumped
into instant popularity. The Vallorbes Jewel
Co., producers of this new needle, and who are
located at I.ancaster, Pa., are in receipt of orders
from practically every section of the country
and are industriously tending to their filling.

ROY MARSHALL AGAIN AT DESK

The many friends in the trade of Roy Mar-
shall will learn with pleasure that he has recent-
ly returned to his duties in the advertising de-
partment of the Victor Talking Machine Co.
Mr. Marshall has just recovered from a severe

-siege of pneumonia.

The Brunswick-Munn Music Co., of Waterloo,
Ta, has opened a new branch at Cedar Falls,
Ta., making the third store now operated by
that concern. The new store will handle the
Brunswick phonograph and Pathé records.

T. McCREEDY NEW VICTOR TRAVELER

Thomas McCreedy has been appointed suc-
cessor to Roger N. Lagow, on the traveling staff
of the Victor Talking Machine Co. Mr. Mc-
Creedy will travel in the Middle West, concen-
trating his energies as a business ambassador
in the State of Ohio.

JOINS THE NATIONAL ARMY

M. P. Fitzpatrick, who was formerly a mem-
ber of the traveling sales staff of the Silas E.
Pearsall Co., New York, Victor wholesalers, is
now a member of the National Army, stationed
at Camp Meade. Mr. Fitzpatrick is well known
in the Victor trade, having visited the Victor
dealers in the West before joining the staff of
the S. E. Pearsall Co.

Edward Quick, of North Milwaukee, Wis.,
has been appointed distributor for the State of
Wisconsin for the World phonograph, manufac-
tured by the World Phonograph Co.

IMPROVES ALL RECORDS

We will send you this ma-
chine on receipt of $54.00,
or satisfactory references.
It comes in either Oak or
Mahogany, with space for
five albums, and will play
five ten-inch records on
one winding. Accurate
Automatic Stop. Machine
mounted on Casters. First
grade throughout. Try it
out for five days, and if
you don’t feel that it is the
ideal machine and the best
you ever handled, return
it at our expense, and we
will refund the money at
once.

Banking references furnished
and required

that was put in.”
you immediately attain Prestige.

One has only to listen to and examine the Hoffay to
appreciate that the supremacy claimed is that supremacy
accomplished. The Hoffay Air-tight Reproducer, Hoffay
Air-tight Adapter; Hoffay Air-tight Tone Arm and Hof-
fay Air-tight Anti-friction tone-arm mounting are four
of the most important exclusive features which make for
the supremacy of thé Hoffay

Our Dealer A HOFFAY AGENCY $100
e means Profit and Prestige for you. Not only profit on the
P l'OpOSItIOll phonographs you sell, but on the continuous profits you He A

make on all records, for the Hoffay “Improves all Rec-
ords,” and as has been said, “Brings out of a record all
In being associated with the Hoffay

For Domestic and Foreign Business Address:

HOFFAY TALKING MACHINE
COMPANY, Inc.

3 West 29th St. New York City

Depth, 20V,

Other Models
$140, $190, $250
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New York gave Stracciari an ovation. Stracciari has
given the Columbia April program a splendid record
—the song to the courtiers, from “Rigoletto.”
opera lover will enthuse when he hears this one.

Columbia Graphophone Co.

Every

Woolworth Building, New York

FREIGHT CONGESTION CHIEF DIFFICULTY IN PORTLAND

Volume of Business Only Limited by Ability to Meet Demands—Dealers in Every Line Under
Stock Handicap—Early Relief Expected—Reserve Supplies Help Out

Portranp, Ogre., March 4.—\When the freight
congestion is relieved Portland, Ore., will have
talking machines in nearly every home—at least
it so appears from the demand. This demand,
by the way, is almost too great for the supply.
Talking machines and records are short in
stock in nearly every music house in Portland.
\Wheeler Dodds, head of the Victrola depart-
ment of the Ira F. Powers department store,
says it is impossible to get records enough to
satisfy customers. The Gadsby Furniture Co.,,
which has recently added the Columbia machine
to its stock, while pleased with the success of
the new department, regrets the freight condi-
tions which seriously handicap the business. C.
E. Moore is in charge of this department and
its success is largely due to him.

All the music houses that carry the Victor,
Columbia, Edison, Sonora, Brunswick and
Stradivara are feeling the effect of the railroad
difficulty. Eilers Piano House, which has one
of the largest talking machine departments here,
is selling the machines and records so fast that
a new supply will be imperative in a short time.
H. A. Raynor, manager of the phonograph de-
partment of this company, is cheerful in spite
of a growing shortage of goods and predicts a
good spring trade with plenty of goods coming.

Sherman, Clay & Co.s immense stock of
Victrolas is well looked after, but business is
so good that even this big stock must be ex-
hausted unless more Victrolas and records are
received.

P. B. Norris, of the Wiley B. Allen Co., is
also selling machines and records much faster
than they are coming in.

Business men, in other lines as well as in the
ralking machine trade, believe, however, that
there will soon be a great improvement in the
transportation problems for the Pacific North-
west. The car shortage in Oregon on the
Southern Pacific lines has been entirely wiped
out in the last few weeks and a slight surplus
recorded. few months ago there was a short-
a of more than 2,000 cars on this one line.
The Oregon \Washington Raiiroad & Naviga-
tion C s almost wiped out its car shortage
and the Northern Pacific and Great Northern
promise to have a surplus in a short time.

I Hyatt Talking Machine Co. has a big

supply of Victors, Columbias and Edisons, but

elling fast. Records are plentiful in

1 A houses, but there are certain popular
reco t are impossible to obtain

The irold S. Gilbert Piano Co., which is

1lso carrying the Columbia, is runuing short of

nachines

Bush & l.ane is cagerly awaiting the arrival

fac d of Sonoras which are on the way.
The G. F. Johuson Co., which carries the Vic-
rola, king for more goods, as is the Wake-
I Mu which is doing such a big busi-
with the Prunswick machine that the sup-

ply will have to be renewed in a very short time
or there will be a lot of disappointed customers.
The Edwards Furniture Co. has a big supply of
Brunswick and Unola machines, but these can-
not last all spring.

James Loder, formerly manager of the talk-
ing machine department of the Wiley B. Allen
store at Portland, Ore.,, is now manager of the
talking machine department for the Bush &
Lane house here. Mr. Loder is so well known
by Portland people and has such a big following
that his customers depend very much upon his
opinion. The Bush & Lane people consider
themselves singularly fortunate in securing him.
Mr. Loder is very much interested in the So-
nora talking machine, which is sold exclusively
in Portland by Bush & Lane. Mr. Loder says
the Victrola, the Sonora and the Columbia make
a splendid combination and satisfy the tastes
of all customers.

Taylor C. White, manager of the local Vic-
trola department of Sherman, Clay & Co., has
made this department of the well-known music
house one of the most efficient on the Pacific
Coast. Maud Powell, the famous violinist, has
been a Portland visitor for several weeks, giv-
ing a concert late last month. She visited
the Sherman, Clay store and expressed her de-
light at the beauty and excellent service shown
in the talking machine department.

Miss Powell said it was the most beautiful
Victrola department she had seen on the Pa-
cific Coast and she congratulated Mr. White on
the attractive surroundings. Miss Powell, who
makes records exclusively for the Victrola, may
well be pleased with the appreciation shown her
by Portland people whose demand for her rec-
ords, which has always been great, has enor-
mously increased since her concert.

Harry Lauder visited Portland, Ore., February
13 and gave a talk to the soldiers and gave two
concerts, one a matinee and the other in the
evening. Since then the demand for Lauder
records has been enormous. Even before
Lauder came to Portland the news of his ap-
proaching visit, which was announced as a final
one, caused a rush for records.

A handsome Victrola has been purchased from

Sherman, Clay & Co., Portland, Ore. by the
Jewish women of the B’nai B’rith Society and
sent to the Soldiers’ Club at Tacoma, \Wash, a
club established by this society for soldiers and
satlors of all creeds and denominations.
. I. W. Lane, manager of the phonograpl de-
partment of the Graves Music Store, Portland,
Ore., is visiting friends in Waco and San An-
tonio, 'I'ex. Mr. Lane will return in April.

Henry Schinidke, who has been traveling rep-
resentative of the local branch of the Colum-
bia Grapliophone Co., has been promoted to
the position of assistant manager. Charles V.
Jones, former manager of the San Francisco
branch, has be.en made factory traveling repre-

sentative covering the territories of the Portland
and Seattle branches. Mr. Jones has been meet-
ing with success in his first trip out of the Port-
land branch. R. C. Coltart, former assistant
manager of the Portland branch, now becomes
assistant manager of the San Francisco branch.

The Calef Bros. Furniture Store sold out all
except one of its Pathé machines. A carload
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