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“HIS MASTERS VOICE

REG. U.S. PAT. OFF

The best-known trddc~mark in the world

“The Victor talking machine’s design, ‘His Master’s Voice,’ has become a house-
hold word, and the quaint little fox terrier at attention hefore the horn is familiar
to more Americans than any of the world’s great masterpieces”—Collier’s Weekly.
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=4 oxpress the measure of their
devotion to the ideals which

have guided the country from its
discovery until now, and of their
determined purpose to defend
them and guarantee their

triumph.”’
—Woodrow Wilson

Only your conscience knows
whether you have bought all

the Liberty Bonds you can.
Have you?

This advertisement contributed by

$ THE INSTRUMENT OF QUALITY

CLEAR A3 A BELL

The Highest Class Talking Machine in the World
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TRADE SHOULD FIGHT NEW FLOOR TAX OF 10 PER CENT.

Clause in New Revenue Bill, Which Is Now Before the Senate, Works a Hardship to Dealers, and
They Should File Protests With Their Senators at Once

Talking machine merchants generally, it ap-
pears, in perusing the clauses of the new War
Revenue bill recently passed by the House of
Representatives and now before the Senate for
consideration, took it for granted that the 10
per cent. on the manufacturer’s price on talk-
ing machines and records, as provided for in
Scction 900, would be all the tax of that nature
they would be called upon to bear. By read-
ing along to Section 909 of the same bill, how-
ever, it is found that upon all such articles,
other than second-hand articles, enumerated in
Section 900, and upon which no tax was im-
posed under the War Revenue Act of 1917, a
special floor tax of 10 per cent. is to be levied
and paid by those persons in whose possession
the goods are held at the time the bill becomes
a law. In other words, on every talking ma-
chine, pipe organ, piano, music roll and record
in his store, when the new act becomes opera-
tive, the merchant must pay a tax of 10 per
cent. on the cost price.

The unfairness of the clause lies in the fact
that in the case of talking machines, piano
players, music rolls and records the dealer has
been called upon to pay indirectly and to the
manufacturer a tax of 3 per cent. on the manu-
facturer's price as provided for in the Revenue
Act of 1917. In other words, through ordering
early and getting the goods into his store he
will be forced, if the section is included in the
final law, to pay an additional 10 per cent. tax,

or 13 per cent. in all as against a flat tax of
10 per cent. on the manufacturer’s price should
he order after the law becomes operative. There
is no provision made apparently for paying the
difference between the two taxes, as provided
for in the case of tobacco and other articles
which have been taxed.

By referring to Sections 600 and 602 of the
Revenue Act of 1917, it appears that the fram-
ers of the new bill feel conscious that they over-
looked a bet in the 1917 measure by not placing
a floor tax on retail stocks, and seek to remedy
the situation in their own point of view in the
new measure.

The 1917 law, as is generally known, pro-
vided for the coilection of a floor tax amounting
to half the regular tax, or 1% per cent. only
upon talking machines, etc., in the hands of
wholesalers, thereby leaving the retailer
free.

It would be well for those retailers with large
interests at stake to file protests as individuals
with their respective Senatorial representatives.
pointing out particularly the fact that they ap-
parently will be penalized under the new law to
the cxtent of a 3 per cent. tax at least, through
the fact that in order to relieve the manufactur-
ing and transportation situation they ordered
carly, and have carried as much stock as they
could get hold of for several months in order
to meet the coming dcmand with as little con-
fusion as possible.

tax

VILE CONSPIRACY UNEARTHED

How Silas Bent Proposes to Bring the Melodies
of Tree-Toads to Harlem

One of the most entertaining columns of the
New York Evening Sun is that conducted by
Don Marquis, whose correspondents are always
presenting startling thoughts that stimulate the
mentality of readers. For instance, Silas Bent,
an old friend of the column, who just returned
from a sojourn among those familiar “birds”
of New Jersey, whose song may be termed a bite
and whose buzzing is like a war plane in full
action, pours forth his soul like this in a re-
cent issue:

“Sir: The idea came to me while spending
a night at Haworth. I reflected then, as I had
reflected often before, that the chief soporific
in country life is the song of the tree-toads at
bedtime; and in a flash, just like that! it occur-
red to me that the city dweller could as easily
as not have this vocal narcotic if only some one
would found a tree-toad farm and train the
beasties to sing on window ledges. This, you
must admit, was a master stroke, but it was to
be still further improved. Why not make a pho-
nograph record of the tree-toad chorus? Then
one could have all the somunolent witchery of
Haworth in any Harlem flat. The process
greatly reduces the tree-toad overhead, if you
get what I mean, and makes the serenade avail-
able for every home. It puts the kibosh on
commuting. It strips concrete and asphalt of
their horrors and brings the verdant voices of
the countryside to the city of dreadful night.
Is it not a world-shaking idea?”

This is reproduced in The Talking Machine
World simply because of its very “original” and
“striking” idea of bringing the “joys” of subur-
ban life to Harlemites via the talking machine
record. Harlemites are to he heard from.

John A. Hofheimer has recently taken charge
of the Victrola department of the Dry-Block

Mercantile Co., in Memphis, Tenn., having for- -

merly occupied a similar position with B.

Lowenstein & Bro. in the same city.

Price Twenty-five Cents

'CONCERTS FOR THE CHILDREN

How the Youngsters of Colorado Springs En-
joy Their Open Air Pleasures Through Aid
of the Victrola—Conveys Value of Music

CorLorapo SpriNGS, Coro., October 3.—An inter-
esting event recently in this city was the Vic-
trola concert given at Prospect Lake playground
by J. D. Falkenburg, manager of the Victrola
department of the Knight-Campbell Music Co.,
which, judging from the picture herewith, dem-
onstrates the interest that is taken by children
in concerts of this character. Victrolas have
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Victrola Entertains Kiddies
been installed in all the public schools of Colo-
redo Springs, and Mr. Falkenburg has started
a campaign to furnish music for the kiddies in

the local playgrounds. Mr. Falkenburg, by the
way, may be secn standing by the side of the
Victrola in the picture. The affair was attended
by a large number of children, who insisted on
hearing their favorite tunes over and over again.

DISTRIBUTION OF MUSIC A VITAL PATRIOTIC ACTIVITY

Music as a Factor in Maintaining the Morale of the Nation and in Stimulating Activity in War,
Emphasized by J. I. Carroll, Manager of Sales of the Emerson Phonograph Co.

War draws upon many sources for its suc-
cessful prosecution. It is fought behind the
lines vigorously, while men battle valiantly at
the front.

All thinking men concede that it matters little
how bravely men may fight, if the “morale” of
the people at home is not kept at full strength
the glorious sacrifice of the loyal sons in the
trenches is dangerously impaired, if not entirely
nullified.

It the public press we read much of the fast
ebbing “morale” not alone among the troops
of the enemy, but more particularly among their
folks at home. Right now in certain of these
countries the Allies see impending the collapse
of the armies battling for their respective sov-
ereigns, because of serious disturbances among
their people at home—the destruction resulting
from lack of moral support.

It is agreed by military authorities that moral
support by those at home is of the very utmost
importance; absolutely essential to ultimate vic-
tory; then:

That which will best encourage the continued
and unflagging “morale” of the people is a patri-
otic influence which must not for an instant be
allowed to diminish in the minutest degree.

What will produce that electrifying effect
that ever cheers, pleases and stimulates? There
is one answer all will agree on—music.

Witness the hundreds of thousands of boys
who have marched away from homes of com-
fort and love. Note their firm, manly steps,
their erect bodies, swinging stride and smiling
faces—and yet they are off to battle in a cruel,
trying war; and still they are happy. No de-
pression among them, nor among the thousands
of mothers, fathers, brothers, sisters, sweet-
hearts and friends. How do we explain it?
Simply by the mysterious and undeniable power
of music. They are inspired by the playing of
the bands that lead them.

Nothing is so soothing, comforting and in-

spiriting as the strains of sweet music. It crowds
sadness from the threshold, dispels gloom and
distress and fills the soul with joy and hope.

Songs bring messages of affection, bravery
and success. They arouse the finest spirit of
fortitude and patriotism. Throughout the land
they spread the gospel of liberty, and plant deep
in the hearts of men and women, old and young,
patience, courage, loyalty and the indomitable
purpose of victory. The influence of song pene-
trates to the trenches themselves, and is wel-
comed eagerly by our wonderful boys there.

So, I say, give the people and the boys music;
happy, lively, cheerful and soulful music. Keep
them in good humor. Never let them for a
moment at home or abroad give way to feelings
of dejection. Under all and every circumstance
hold up firmly and unflinchingly the “morale” of
the people and the troops. Music will do it.

Every man who aids in the preparation and
distribution of music is doing a patriotic work
of great force and value.

MAKE DISPLAYS AT READING FAIR

ReapiNG, Pa., October 4—Several styles of talk-
ing machines were in evidence at the annual
fair recently held in this city. The Metropolitan
Phonograph Co. had a fine display and gave
concerts at frequent intervals, while Arthur
Wittich, the well-known piano dealer, had a very
fine display of talking machines and pianos.
They report many sales. The fair was attended
by an enormous crowd from eastern Pennsyl-
vania.

TO HANDLE THE AEOLIAN-VOCALION

The Griswold, Richmond & Glock Co., of
Meriden, Conn,, have made arrangements to rep-
resent the Aeolian-Vocalion phonograph, which
is manufactured in that city. Arrangements are
being made to give a series of free concerts at
the company’s store on West Mai street.
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A House-to-House Selling Campaign That
Brought the Desired Results

Methods of getting business that are success-
ful are always interesting. R. L. Tamplin, the
Columbia dealer at Windsor, Ont., tells how he
operated a campaign of house-to-house calls
that brought direct business at a minimum cost
and that also netted him a live list of prospects.
In his own words the plan is described as fol-
lows:

“A letter (reproduced below), together with
the current record supplement and four records,
were inclosed in the usual record container,
and a start was made in the first street on the
outskirts of the city. The distributor was in-
structed to first inquire if any instrument was in
the house; if the answer was ‘Yes,” a parcel was
left with a few courteous words; if ‘No,’ a
Grafonola catalog was left and a short talk given
on the merits of the Columbia. No attempt to
sell was made by the distributor—that part was
left for the follow-up man. The name of any-
one at all interested was obtained, both of
machine owners and non-machine owners. The
first point is important, it being a well-known
fact that human nature in the mass is flattered
by the implied importance of being known by
name. On the following day I personally called
to collect the records, not forgetting to address
them by name. In practically every case I
was invited in, and was able to interest them in
my store and impress its location upon them.
Even when no sale was made, by unfailing cour-
tesy I made every effort to leave a favorable
impression.

“The results of a month’s trial of the scheme
are as follows: First, an inventory for mailing
purposes of every owner in the portion of the
city worked, together with the tremendous fu-
ture business possibilities of the personal touch.
Second, $832 of merchandise actually sold at a
cost approximately of $55.40 for distribution.
Third, enough machine prospects to keep me
employed for quite a little while. One other
point is of interest—600 records were used in
exploiting the scheme, and six only were dam-
aged or apparently rendered unsalable. The
returned records were carefully examined each
day, cleaned and sent out again. The letters
and containers also, if clean, were used over and
over, thus keeping down the overhead.”

The letter enclosed by Mr. Tamplin was as
follows:

“Dear Sir or Madam: There can be no ques-

tion that more music is needed at this time. It
is an indispensable food and tonic for your
spirits. It is the greatest influence in the edu-
cational world. In enriches our whole lives.
We are enthusiastic about Columbia records
and anxious to have you hear them and judge
them. Will you play the enclosed selections
on your instrument? The records selected from

at a LLow Cost

our latest lists are left with you on approval
and you are under no obligation to purchase,
but if you care to keep any or all, our sales-
man who will call to-morrow is empowered to
receive payment and give a receipt. It would
be a pleasure for us to supply you with any of
the thousands of selections covered by the cat-
alog enclosed herewith.”

LARGER QUARTERS IN MACON, GA.

Williams-Guttenberger Music Co. Hold Formal
Opening of Remodeled Store in That City

Macon, Ga, October 2—The Williams-Gut-
tenberger Music Co. recently held a formal
opening of their enlarged quarters at 168 Cot-
ton avenue, this city, and celebrated the occa-
sion in a most fitting manner. The company
spent some thousands of dollars in enlarging
and improving its store, and the result made an

New Home of Williams-Guttenberger Co.

excellent impression upon those who attended
the opening.

The store has two entrances, each on a live
street, one being at 168 Cotton avenue, and the
other at 365 Second street. The store is 150
feet long by 19 feet wide, giving plenty of room
for seven record demonstrating booths, a player
roll booth, offices, telephone booth, etc. A
balcony provides room for the main offices, and
also display space for about twenty pianos,
while the piano salesrooms proper are on the
second floor. The company takes full advan-
tage of display facilities offered by four large
windows, two on each street.

The main floor, as indicated by the accom-
panying picture, is given over chiefly to the talk-

ing machine department, which is under the
management of H. P. West, who reports a
steady increase in business.

The officers of the company are: F. W. Will-
iams, president; F. E. Williams, vice-president;
C. N. Guttenberger, vice-president, and R. H.
Williams, secretary and general manager. The
progress made by the company is indicated by
the fact that the staff has been increased from
five to fourteen people within the short space
of two years.

A HINT FOR NEXT SUMMER

Edison Dealer Used Novel Means of Attracting
Attention This Past Summer

Arthur McPherson, of Bridgeton, N. J., knows
how to make capital out of the romance of water
and canoes and music on a summer night. He
puts an Edison Army and Navy Model in the
bow of a skiff and pilots it skilfully around the
Bridgeton raceway, playing dreamy melodies.
He is sure of a sympathetic audience, especial-
ly on moonlight nights. And he has taken care
that his fellow-townsmen know the source of
the romantic strains which float out over the
waters to the listeners drifting about in canoes
on the still water of the lake.

Is there a lake or river near your town? Try
this plan next summer.

ENTERS THE SERVICE OF UNCLE SAM

L. A. Murray, of the L. A. Murray Co., Daven-
port, Ia, has just left for Camp Forrest. Mr.
Murray conducts an exclusive Victor store in
the Harned & Von Maur department store and
the management is left in the hands of his sis-
ter, Miss Dorothy Murray.

“Reputation makes profit,” therefore for repu-
tation’s sake handle goods of quality and repu-
tation.

main steadfast.

Oliver Ditson Co.
BOSTON

Conditions have changed and are
changing, but the principles back
of the DITSON SERVICE re-

THE FOUNDATION
IS RIGHT

There’s a Human Touch to Ditson Service That
is Particularly Valuable Just Now

Victor Exclusively

The Victor dealer is entitled to the
best service we can give him, and
he gets it without qualification
and regardless of conditions.

Chas. H. Ditson &Co.
NEW YORK
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Victrola X-A, $90

Mahogany or oak

“Will there be a

Victrola in your home
this Christmas?”

That is the question which will again be
put before the entire country through Victor
advertising.

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

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

Victor Talking Machine Co.

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

Berliner G hone Co., M 1. Canadian Wholesall
“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.
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Victrola XVI, $225
Victrola XVI, electric, $282.50 ,
Mahogany or oak§

Important Notice. Victor Records and Victor Machines are scientifically
co-ordinated and synchronized in the of f ¢, and their use,
one with the other, is absolutely essential to a perfect reproduction,

Victor Wholesalers
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. Mickel Bros. Ce.
.. Grinnell Bros.

Des Molnes, Ia...

Detrolt, Mich....

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.

Indianapolis, Ind..Stewart Talking Machine Co.

Jacksonviile, Fla..Florida Talking Machine Co.

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

Lincoln, Nebr Ross P. Curtice Co,

Littie 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, Mlnn.Beckwith, O’Neill Co.
Mobile, Ala Wm. H. Reynalds.

Gately-Haire Co., Inc.

Elyea-Austell Co.
Plillips & Crew Piano Co.

Tex......The Talking Machine Co., of
Texas.

Omaha, Nebr......\ Hospe Co.
Mickel Bros. Co.
Peoria, Putnam-Page Co., Inc.

Philadelphla, Pa..Louis Buehn Co., Inc.

. J. Heppe.

The George D. Ornstein Co.

Penn Phonograph Co., Inc.

The Talking Machine Co,

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

C. C, Mellor Co., Ltd.

Standard Talking Machine Co.
Portiand, Me......Cressey & Allen, Inc.
Portiand, Ore.....Sherman, Clay & Co.
Providence, R. I...]J. Samuels & Bro., Inc
Richmond, Va The Corley Co., Inc.

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

The Talking Machine Co.

Sait Lake City, U.Consolidated Music Co

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

Austin,

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

Bangor, Moe....... Andrews Music House Co.

Birmingham, Als, Talking Machine Co.

Boston, Mass Oliver Ditson Co. .

The Eastern Talking Machine
Co.

The M. Steinert & Sons Co.

Brooklyn, N. Y...American Talking Mch. Co.
G. T. Williams.

..« W. D. & C. N, Andrews.
Neal, Clark & Neal Co.

Burlington, Vt....American Phonograph Co.

Baltimore,

Buffalo, N. Y..

Montreal, Can

e, € o G G

E & &

et .

Butte, Aont.....,Orton Bros.

Chicago, Ill......Lyon & Healy. .

The Rudolph Wurlitzer Co.

Chicago Talking Machine Co.

Clnclnnatl, O.....The Rudolph Wurlitzer Co.

Cleveland, O The c\z’ H. Buescher & Sons
The Collister & Sayle Co.
The Eclipse Musical Co.

Columbus, O......The Perry B. Whitsit Ce.

Dallas, Tex......,Sanger Bros.

Denver, Colg..... The Hext Music Co. 1
The clsnigthampbell Music

Berliner Gramophone Co.,
Ltd.

Nashville, Tenn....O. K. Houck Piano Co.
Newark, Price Talking Machine Co.
New Ilaven, Conn. The Horton-Gallo-Creamer Co.
New Orleans, La... Philip Werlein, Ltd.
New York, N. Y,..,Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
é. Davega, Jr., Inc.

. B. Davega .
Charles H. Ditson & Co.
Bros., Inc.

Landa
New York Talking Mach. Co.
Ormes, Inc.

Silas E. Pearsall Ce.

S
MR T T

The Jobn Elliott Clark Ce.
San Antonio, Tex.Thos. Goggan & Bros.
San Francisco, Cal,.Sherman, Clay & Co.
Seattle, Wash Sherman, Clay & Co.
Sloux Falls, S. D..Talking Machine Exchange.
Spokane, Wash....Sherman, Clay & Co.
St. Louls, Mo.....Koerher-Brenner Music Co.
St. Paul, Minn....W. J. Dyer & Bro.
Syracnse, N. Y....W. D. Andrews Co.
Toledo, O The Whitney & Currier Ce.
Washington, D. C.(éohen & Hughes.

. F. Droop & Sons Ce.
i Roht. C. Rogers Co.
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AN IMPORTANT ACCESSORY—ALBUMS FOR FILING DISC RECORDS

¥ 0 ()

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

MAKING THEI

e

R SELECTION

S22

THE ALBUM

soon paps for itself in time-

saving and preserving records.

The initial cost is really an

investment which comes back
fourfold.

L7 AN

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

record filing system extant.

THE PERFECT PLAN

The pockets holding the (ecords 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 machine business and wherever records are sold. An accessory that is necessary

and worth while. Practical and handy. Save time and records.

Albums to file and preserve their records.

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

17 pockets. With the indexes they are a complete system for filing all dise records.

For durability, finish and artistic design, our Albums are unsurpassed.

A profitable adjunct to the business. All owners of machines and records want

We also make Albums containing

We have unexcelled manufacturing facilities, and considering

quality our prices are the lowest. Write us, giving quantity you may desire, and we will uote 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.

COLORADO SPRINGS IDEAL CITY FOR TALKING MACHINES

At Least So the Dealers Declare—Tourist Business Keeps Up Well—New Edison Shop Piling
Up Sales Total—]J. D. Falkenburg in Charge of Knight-Campbell Department

CorLorapo Springs, Coro., October 1.—Marked ac-
tivity was noted on all sides in the talking ma-
chine trade inr Colorado Springs the past sum-
mer. The tourist season was a very good one
despite the high rates for railroad fare and the
fact that transportation facilities were not as
good as in former seasons. However, all of
the talking machine dealers commented on the
fact that their trade was good and that their
customers were gradually increasing. J. D. Fal-
kcuburg, manager of the Victrola department of
th, Knight-Campbell Music Co., said: “We find
thi.c this has been one of our busiest seasons
an:1 that our sales of Victrolas and Victor rec-
oras have shown a marked increase over the
smwamer season of 1917.” Mr. Falkenburg was
formerly located at Albuquerque, N. M., and
is now taking the place of Lieut. Davis Allen,
who is in the United States service. Mr. Fal-
kenburg is very enthusiastic over the Victor
school room system of educational work and
stated that Victrolas had been installed in all
of the schools of the city and that he was di-
recting the attention of the public to the use

of Victrolas in the public playgrounds, having
given a series of Victrola concerts which were
keenly enjoyed by the little folks. Miss Mary
M. Burnap is the able assistant to Mr. Falken-
burg.

Mrs. E. G. Paster maintains an exclusive shop
for Victrolas at 22 East Kiowa street, and stated
to The World representative that “Colorado
Springs was an ideal town for the Victrola.”
Her demonstration rooms are attractively fitted
up. She is a great believer in judicious adver-
tising and has excellent results from it.

J. D. Hiltbrand and the Hext Music Co. also
handle the Victrola and inquiries there elicited
the information that sales were brisk.

The Grafonola Shop, under the management
of Alexander MclIntosh, located at 21 East
Kiowa street, is admirably fitted up with a
number of demonstration rooms and show-
rooms for the display of the Columbia prod-
ucts. Mr. Mclntosh is very sanguine regarding
the future of the Grafonola in Colorado Springs
and is anticipating a good fall and winter trade.

The New Edison Shop is located on Pikes

THE REGINAPHONE

A phonograph of the highest grade
with many exclusive features. The new
Regina Sound-box is the greatest im-
provement in talking machines in
years, reproducing all hill and dale
and lateral cut records equally well,
and in a manner unsurpassed.

Tenitory arrangements with active dealers. Send for particulars.

THE REGINA CO. 47 West 34th Street, NEW YORK

Sr1e900 Manufacturers of the Regina Music Box and other musical instruments for over 25 years.

New Regina Sound-Box

209 S. Wabash Ave., CHICAGO, ILL.

Peak avenue within easy access of the business
center of the city. Kenneth and Lieut. H. M.
Wyckoff are the proprietors. The latter is now
with the colors. Xenneth Wyckoff stated that
the firm was building up a large and constantly
increasing trade and incidentally mentioned that
over $20,000 worth of sales had been made since
the shop had been opened, it being comparative-
ly new in Colorado Springs. The interior of
the shop is tastily fitted up and can be utilized
for a recital hall should the occasion require.
The Peerless Furniture Co. are the sales
agents in Colorado Springs for the Brunswick
phonograph. Manager Bloom, of the company,
is looking for a brisk season this fall. =

ELECT OFFICERS IN CEDAR RAPIDS

The Music Dealers’ Association of Iowa, Re-
cently Organized, Elect Officers for the En-
suing Year—Discuss Matters of Interest

The Cedar Rapids Music Dealers’ Association
of Towa have just elected officers for the com-.
ing year, which are: President, J. J. Kuncl, of
the Kuncl Co.; secretary, F. H. Garner, manager
of the Geo. A. Mullin Victrola department;
treasurer, F. W. Slapnicka, of the Slapnicka
Music Co. The membcers are F. C. Miller, H.
C. Waite, F. H. Drew, C. K. Emerson, E. B.
Hiltbrunner, A. ¥. Niles, W. E. Dewell, B. D.
Jansa, W. O. Stepanek, W. A. McNaughton and
J. F. Miller. The association has been organ-
ized for several months and is having wonderful
success as to the regulation of records on ap-
proval, time payments, etc. It has the co-op-
eration of the Cedar Rapids Chamber of Com-
merce, and is represented at'all of its mcctings.

Thomas A. Edison made the very happy sug-
gestion recently in connection with the Fourth
Liberty Loan that business men in all their let-
ters should put above their signatures a phrase
somewhat like “Yours for the success of the
Fourth Liberty Loan,” or other words that will
keep Dbefore the rcader the importance and per-
tinence of subscribing to the Loan.
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Victrola 1V-A, $22.50
Oak
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Supremacy

—all the time
and everywhere

Oak

Victrola XIV, $175

Mahogany or oak
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Victrola VIII-A, $50
Oak

Viewed from the
standpoint of musi-
cal art, judged by
the character and
prestige of the stores
that handle 1t, meas-
ured in dollars for
its ability as a prof-
it producer, the
Victrola is supreme.

Victrola 1X-A, $60

Mahogany or oak

Victrola XVI, $225
Victrola XVI, electric, $282.50
Mahogany or oak

Victor Talking Machine Co.

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

1, Canadian Wholesal

Victrola X-A, $90
IMahogany or oak
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Victrola XVII, $275
Victrola XVII, electric, $332.50

Mahogany or oak
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“Victrola’ is the Regnslered Trade-mark of the Victor Talking Machine
C ing the prod; of this C 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
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Important Notice. Victor Records and Victor Machines are scien-
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ROBABLY there is no industry of its size that will be so

seriously affected by the workings of the new Draft Law as
the talking machine industry, for it is essentially an industry of
young men—men who entered the new field as youths.

There are, of course, very many men over forty-five in
the trade, but they are far in the minority. In fact, the average
age of the members of the trade. as calculated by an observance
of those who attend the various meetings. might well be fixed
at something between thirty and thirty-six or seven.

Of course, it will rest with the various local draft boards as
to how seriously the ranks of the employes in the trade are
depleted to build up the nation’s man power for war work,
and it is to be presumed that the executive forces will be dealt
with leniently in this respect. It must be expected, however,
that the sales staffs are going to be hit, particularly in certain
sections, 1if the workings of the first draft are to be accepted
as any criterion. It means that the various concerns must give
serious study to the conservation of the man power that is left
to them, through the rearrangement of work. and the instalment
of more efficiency generally where possible.

There must also be considered the more general employ-
ment of women, whose work in the trade, particularly as mem-
bers of the selling forces, and even in managerial capacities, has
progressed considerably beyond the experimental stage. Of
course, with less goods to sell, wholesalers and retailers can get
along with considerably reduced staffs, but at the same time the
first draft, together with enlistments and the entrance of employes
into direct war work, has made inroads that have more than off-
set the decreased necessity for help. The “work or fight” pro-
vision of the new Draft Law simply adds one more problem to

the many that are facing the members of the industry right at
the present time.

THE War Service Committee of the talking machine industry,
and particularly its chairman, H. L. Willson, are to be con-
gratulated upon the success of their ¢fforts in representing the
industry as a whole in various important matters before the
authorities in Washington. The working of the commitiee is
all the more remarkable in that it had no basis to start work on
—no organization from which to draw support, but was the

child of a hurried meeting, and sprang into activity almost over-
night.

Urged on more than one occasion to form a definite organ-
ization the talking machine manufacturers for one reason or
another hesitated until the time came when it was almost a case
of organize or disintegrate. ‘The rapidity with which the manu-
facturers came together—decided upon their plan of campaign—
and organized their commitiee, will afford some idea of the excel-
lent work that might have been done had a definite general
organization been formed when there was time for a leisurely
and careful building up of the association fabric. Once appointed
the committee moved with a rapidity and assurance that left
little to be desired.

It was found that individual members of the industry, or
groups of members, were unable to secure recognition in Wash-
ington, unless they came as representatives of the entire indus-
try. It was also found that duly authorized representatives
could expect little attention unless they were prepared to submit
facts, and not surmises, regarding the extent of the industry, its
output and its requirements.

The committee first secured the support of the industry as
a whole, and next secured the recognition of the Chamber of
Commerce of the United States, and finally the Government
officials. Next came the question of compiling statistics regard-
ing the industry, a monumental task under ordinary circum-
stances, but one that was handled quickly under the spur of
wartime necessity. In the matter of curtailment of output, as
well as in the matter of steel and iron supply, the committee
has accomplished really remarkable work, especially when there
are considered the conditions under which its members were
forced to labor.

If these trying times have done nothing else, they have at
least brought the producing elements of the talking machine
trade together on a common footing, and have brought forth
the figures regarding production, invested capital and other
vital matters that have occasioned surprise even to those who
considered themselves well acquainted with the industry and
its scope.

Having come together in an emergency the talking machine
and supply manufacturers should find it a comparatively easy
matter to effect some sort of permanent organization that will
be able to handle trade problems in peace, as well as in war-
times—an association that will tend to weld the various inter-
ests of the trade into one common whole for offensive and defen-
sive purposes.

It took pressing danger to bring the members of the trade
together. It seems folly 1o assume that a separation will occur
after this particular time of trial has passed. The future holds
much for the talking machine industry, and many of its oppor-

tunities can best be realized upon through organization. Stick
together!

T is a noteworthy fact that despite wartime conditions and

the problems they present for the consideration of talking
machine manufacturers generally, there has been no slackening
in the efforts to develop hoth machines and records to a higher de-
gree of perfection whenever such results are possible. During the
past few months there have been introduced to the trade numer-
ous new models of machines, improved reproducing devices and
new types of records, all designed to mark a general development
in the art. In other words, talking machine manufacturers, un-
like the manufacturers of some other lines, have not stopped to
mark time and see what is going to happen, but have kept going
ahead. The result will be that when peace times come again
the talking machine trade will have shown distinct development
over pre-war standards, and will be better equipped than ever
to profit by that foresight.

HE great Liberty Loan rally at Carnegie Hall on the evening

of September 30 was without question one of the greatest, if
not the greatest, musical program of its kind ever staged. Think
of Galli-Curci, Caruso, McCormack and Heifetz, to say nothing
of Pryor’s Band, all on one stage for one concert. This galaxy
of artists, whose combined appearance at their regular. rates
would command a price that would put a noticeable dent in the
bankroll of a Rockefeller, might be said to be distinctly repre-
seniative of the part taken by the talking machine interests in
the local Liberty Loan drive of the Allied Music Trades. It
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was through the efforts of those interests that the artists con-
sented to appear, although credit must be given to the Victor
Talking Machine Co. directly for paying the transportation and
other expenses of Pryor’s Band as a part of that company’s con-
tribution. Surely the talking machine industry and everyone
in it can feel pride in the showing made, for it is these artists,
whose names have been made household words, largely through
the medium of the talking machine, that drew an audience to
Carnegie Hall that filled every nook and cranny of that great
auditorium, and resulted in an immense sum being subscribed
for bonds to back up the good work being accomplished by the
American army at the front.

ERIOUS consideration is being given by business men in all

lines of industry to the development of export trade, not only
now, but especially after the war. The past month forty-four
manufacturers whose domestic sales aggregate annually one hun-
dred million dollars came together in New York and formed a
combination to develop foreign trade, to be known as the Allied
Industries Corp. This is one of the first important moves show-
ing co-operative effort in the matter of export trade, which is per-
mitted under the Webb-Pomerene bill, which recently became
a law.

We have not yet as a nation fully realized the opportunity
which is now opening for American trade in foreign countries.
The demand is literally world-wide, and is bound to increase
naturally after the close of the war. The dullest mind must be
stirred by the possibilities of expansion and development through-
out the whole field of industrial activity.

To attain any measure of success in the exports of musical
instruments or any other products co-opcrative effort is most
essential, and manufacturers must work along constructive lines
in this matter. They must get together and plan unitedly, not
only to hold markets to which they are now sending musical
instruments, but must create and perfect new avenues which
will insure trade being developed when world competition is
again supreme.

Business men to-day are facing a great many annoyances
and interruptions to the development of their plans, but it is not
a time for pessimism—mnot a time to sit down and bewail their
lot, but rather is it the time for carcful, dcliberate planning of
business advance along new lines at home and abroad. Ameri-
can business sagacity is on trial as never before, and if we merely
assume a passive attitude and do nothing constructive we will
arrive nowhere.

In the talking machine industry, as in other lines, there is a
gratifying tendency among manufacturers to get together for a
common interchange of thought upon the needs of the industry.
Old-time prejudices have been dissipated and common sense
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rules. Thls is certamly a most helpful sign, and it means much
for the inauguration of a sticcessful policy in the matter of sup-
plying export demands. We can only do a limited export trade
to-day. We haven’t the goods. It is the future that we must
keep in mind, for, as Edward N. Hurley points out, we must
perfect such business plans as will enable us to utilize our great
merchant marine after the war.

F great interest to the talking machine trade throughout the
country is the letter recently sent out by Louis F. Geissler,
general manager of the Victor Talking Machine Co., in which he
tells in detail of the position in which the Victor Co. finds itself on
account of the demands made on its manufacturing resources on
account of war work. [t is a frank and honest statement which
from the viewpoint of the talking machine trade, is tinged with
optimism, because it holds out hope for at least a modest supply
of Victor goods until such time as the war comes to an end, which,
judging from recent developments in Bulgaria and on the West-
ern Front, may not be as long off as the wise ones originally esti-
mated. In this letter Mr. Geissler says: “\We have no doubt that
we shall bé able to continue the manufacture of machines and
records in fully as large a proportion to our last year’s business
as any other manufacturer can hope to do.”

Mr. Geissler emphasized a most important matter in this com-
munication when he said: “In this connection it will be interesting
to you to know that responsible administrative officers of the
Government have expressed themselves as regarding our products
as ‘prime necessities of peace times, and very important to the
welfare of the country in wartimes.” e are confident that the
talking machine industry will not be unnecessarily discriminated
against by the Government, but that its activities will be encour-
aged to the limit that can be done without interference with the
production of ships. aeroplanes, rifles, ammunitions, and the other
prime necessities of warfare.”

RE the business men of America to hold aloof when being

called upon to lend their assistance in creating that class of
credit instruments which is eligible above all others for purchase
and rediscount by the Federal Reserve Banks? asks J. H. Tregoe,
secretary of the National Association of Credit Men. Present
conditions point to the unwisdom of using other paths than those
indicated by the highest authorities as safest. Keep your busi-
ness as liquid as circumstances will permit. By so doing you are
in the best possible position to meet emergencies or sudden con-
tingencies. The acceptance mecthod—the method by which one
indicates that his borrowings are based on the actual movement
of merchandise—is the method of highest safety, because it
substitutes liquid instruments for frozen accounts. It is the part
of wisdom to adopt it.

CLEVELAND

SERVICE THAT BUILDS
CONFIDENCE

We work for and with the Victor Dealer
both in supplying him with Victrolas and
records and in helping him sell them to
best advantage. Our interest in a machine
or record ends only
of the customer, and we try to help the
dealer place it there. Our dealers’ con-
fidence in us makes this possible. We’re
partners to that extent.

ECLIPSE MUSICAL CO.

when it is in the home

OHIO
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THAT LIBERTY SHALL NOT
PERISH FROM THE EARTH

BUY LIBERTY BONDS
FOURTH LIBERTY LOAN
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m Lend the way they fight| /7%
1 Buy bonds to your utmost |
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BRILLIANTONE STEEL NEEDLE CO. fdbsises

Suite 655-657-659 Marbridge Building, Broadway at 34th Street
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NEEDLES
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Tvery dealer, it matters not whether he be
an exclusive dealer or simply one who handles
talking machines and records as a side issue,
wants to increase his trade. This is the most
natural thing in the world. He hopes to do
this, but at times is at a loss to proceed along
lines that might be called intelligent and that
demand more than a commonplace effort. Can
he hope to enjoy all the trade that he wants
when his department or his store does not at-
tract? Therein lies onc of the real secrets for
success or for its opposite.

The public might be aware of the store or the
dcpartment that does cater to their wants in the
sale of machines and records, but that does not
signify that this fact—a mere incident—is go-
ing to act as a reason or as an argument for
the prospective customer to enter and to make
a purchase. The reason for this lies in a deeper
and more well-founded argument. They want
to be given an extra reason for seeking your
store. They want to find therein a striking ar-
gument in order to induce many of them to
come to you, and to pass by the other man
whose place of business is nearer to them.

What is the reason if not the store that is
attractive? Not alone the store, but also the de-
partment itself? Here is where the public is
going to come, and where the sales are going
to be made. If you can offer an inducement in
this way, well, then, you can count it an argu-
ment and one that will prove its logic.

‘What would you deem an attractive store or
dcpartment? What would appeal to you in the
other man's store? Would you, if the store did
not appeal to you, enter when there was another
up the street that did? You would go farther
and enjoy this added pleasure, and you would
not feel that you had done other than the propcr
thing. Why then hope for the trade when there
is so little incentive?

Now the storc or the department that does
appeal is that which teems with a life that can
be made so apparent to the casual beholder.
The stock is arranged in a way that will show
it off to the best advantage. If there are shabby
booths, and if the machincs are badly displayed,
and the records stored out of sight or badly
arranged, how can® this possibly appeal to the
best class of trade? It does not. The better
class of customers do not even hope to find that
which will appeal to them here and they go else-
where.

Make your talking machine department at-
tractive. Make it alive, make it fairly teem
with life. Have the talking machines placed
in the best possible location to invite inspec-
tion. Keep them in trim. Make them look
like new machines, not like an old stock-worn
device or something that is only fit for the junk
pile. Can this appeal? Does it appeal to you?
No. It has its contrary effect, and the would-be
prospect turns aside and seeks the store that
gives this subject all the attention that it so well
merits.

Wherc are your booths? Are they easy of ac-
cess? Are they well lighted, airy, clean and fitted
with a good machine and easy chairs? Does the
prospective customer come here to be enter-
tained or to be bored with all that is uninvit-
ing? Therc is the double opportunity here to
make sales of both machines and records. But
there must be an inviting appearance to bring
this to mind, If the booths do not appeal then
the customer is not imbued with the idea of
making a purchase. These must be above the
ordinary type to attract and to hold the pub-
lic’s attention.

Where are the records? In the front of your
store, convenient to the booths, or located so

that the salesman has to dig into the waste and.

dirt to pull them out? Are they so arranged
that he can get to them without the annoyance

of a long wait? If there is a lack of this sys-
tem the customers turn away with a feeling of
disgust. They are looking for service. This is
not service and the poor substitute is not going
to help make sales.

Have you attractive signs about that tell of

E TR R T T

Shabby Booths
and Dusty and
Dirty Machines
- Have No Appeal

S

the latest popular hits, and of the new and time-
ly records that are just now all the rage? Can
you in this way offer a hint and a helpful idea

ADOPT RECORD APPROVAL PLAN

Talking Machine Dealers of Des Moines Make
Important Move in This Direction—G. E.
Mickel Returns From Eastern Trip

Des Moines, Ia., October 3.—The talking ma-
chine dealers of this city, including Chase &
\West, S. Davidson Bros. Co. Haddorff Music
Co., Heggen Furniture Co., Chapman Furniture
Co. and the Ginsberg Furniture Co., have lately
adopted a thirty-six-hour rccord approval plan
on all records and of which one-third of the
selcction scnt the customers must be pur
chascd. All dealers report very good success
so far. “This new plan,” said Mr. Chase, “is
bringing many peoplc into thc store who have
never come before aud our sales are as high as
ever.”

Geco. L. Mickel, geuneral manager of Mickel
Bros. Co., Des Moines, Ia., and Omaha, Neb.,
has just returncd from a trip to the Victor fac-
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Why the Dealer Should Make His Talking
Machine Department A ttractive

By J. W. Methune

that will enable cnstomers to come to a de-
cision? Are there any signs that make the de-
partment alive with helps and that act as silent
salesmen for you?

When we undcrstand that the talking machine
store or department should be rather in the
nature of a parlor. with the homelike atmosphere,
then we come to a full realization of the part
that is to be played by the man who is seeking to
make sales in an intelligent manner. Selling talk-
ing machines and records is not like selling dry
goods. There must be a different atmosphere.
The would-be customers want to see this
“homy” air about the store. They are looking
for it. They want to be entertained, and it is
hard to be entertained in a store that is lack-
ing in this essential. It cannot appeal to the
trade that you want to seek. It never will do
so.

You must make your talking machine de-
partment a different place. You must make it
a haven for the tired shopper—for the shopper
who is not tired, but who nevertheless enjoys
that feeling of restfulness and that comfy feel-
ing that makes the music or the story so much
more delightful.

tory. He also attended the meeting of the ex-
ecutive committee of the National Talking Ma-
chine Jobbers’' Association during his visit.

W. F. Fries, Jowa traveler for the Victor Co.,
called on Mickel Bros., Des Moines, la., recent-
ly. Mr. Fries has established a home in Mason
City, Ia., for Mrs. Fries and young “Bill” and
will use this point as his headquarters for this
season. Another caller was Mark W. Duncan,
of Albia, Ia, who was on his way to Hot
Springs for a vacation.

MANAGING LOHR & BRISTOL STORE

Robt. A. Nietzel has taken over the manage-
ment of the Lohr & Bristol store in Muscatine,
la., as both the owners have entered the serv-
ice of Uncle Sam. Miles E. Bristol has just
left for Camp Torrest, and Ralph G. Lohr is
with ouc of the Aero Construction Squads in

regon. This concern conducts an exclusive
Victrola store.

OVERCOME THE STEEL SPRING SHORTAGE I

BY USING

VEECO MOTORS |

exclusively for Talking Machine
action and practically fool-proof.

makes a complete motor unit for

fall delivery.

248 Boylston St.
THE ORIGINAL PRODUCERS OF

THE ELECTRIC WAY

The improved VEECO electric motor is designed primarily and

voltage from 100-125, A. C. or D. C., without adjustment.
models for any voltage from 6-250. Furnished mounted on 12
or 12% inch mahogany board ready to install, or without board,
all ready to mount on such board as used by the manufacturer.

With the VITRALOID turntable, supplied with the motor, it

Send for a sample NOW and place your order at once for early

THE VEECO COMPANY

FOR TALKING MACHINE MANUFACTURERS’ USE

It is smooth and noiseless in
Standard models run on any

Other

S.

high class machines.

Boston, Mass.
A COMPLETE ELECTRIC DRIVE
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Edison Message No. 29

General Pershing Wants Our
Army Bands to Be the
| Best in the World

Walter Damrosch dined with General Pershing
| at the American General Headquarters in France
| only a few days before the recent big offensive at

the Marne. Said Pershing, “I would like our army
| bands to play so well that when we march up Fifth
| ) ¢ Avenue after peace has come people will say *
‘Here 1s another proof of the justice of military
tramning.”” During all the dinner our commanding
general spoke not a word of battles—only of music.

Edison dealers will find in this incident just
another proof of the essentialness of music to the
war. And what is true of the firing line 1s doubly
true here at home. The Edison dealer who talks
“not of battles, only of music” stands squarely on
his platform as a worker “for the welfare of the people.”

THOMAS A. EDISON, Inc.

Orange, N. J.
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The Application of Period Decoration to
Talking Machine Cabinets—The Adam Style

Period models of talking machines are now
plentiful enough to take them out of the nov-
elty class. During the past year or two the
trade has been treated to an interesting display
of period models of various types of machines,
vying with each other in elaborateness of de-
sign, and intended to place the talking machine,
already recognized as a musical instrument of
the highest type, well up in the list as a decora-
tive adjunct to the home.

The introduction of the period model is to
be accepted as a logical outgrowth, the machine
itself having reached a high point of develop-
ment, permitting of the paying of more atten-
tion to its housing. Period models are not to
be made and sold simply because they are period
models, for that in itself means nothing. The
ordinary talking machine cabinet of other days
placed in a Louis XVI room, for instance, might
not harmonize with the general decorative
scheme, but is nevertheless recognized as a
talking machine and, therefore, excused on that
account. When encased in a Louis XVI cabi-
net, however, the machine becomes an ambi-
tious piece of furniture, as well as a musical
instrument, and is to be regarded from both
angles. This point must be remembered both in
making and selling period styles, so that in the
designing thereof a full appreciation must be
had of what is being attempted and what it is
desired to accomplish.

Period cabinets are either good or bad. There
is no medium. ELither they follow the design of
the period closely and fit in well with the other
furnishings of that period, or they display a
lack of knowledge of the basis of period decora-
tion and the ideals back of it, and simply serve
to jar the artistic sense. Period designs should
not be attempted in a haphazard manner, for
faithfulness of detail is the secret of successful
work along that line. A brass wreath with the
letter “N” in the center attached to a cabinet
does not stamp it as an Empire Style, neither
does a bit of marquetry inserted at random
mark it as distinctly Sheraton. In other words,
one detail does not make up a period reproduc-
tion, but the whole thought must be in strict
accord with the ideas of the master designer,
or designers, whose style it is desired to repro-
duce.

We observe, for instance, that a number of
designers of talking machine cabinets are ad-
mirers of the Hepplewhite style and endeavor,
some of them with success, to adopt that style
for talking machine cabinets. It must be re-
membered that with the ordinary square-cor-
nered cabinet the adoption of these ideas would
be a rather difficult task, but inasmuch as orig-
inality is now being displayed in the creation
of talking machine cabinets, greater opportuni-
ties are presented to the designer to follow the
lead of the masters most effectively through
copying with some exactness actual models of
their work. The master designers themselves
frequently fail to follow definite styles in their
work, although there are certain ideas predom-
inating in the various designs that might be
described as key motifs, and which gave a char-
acteristic touch that identified the work of the
individual. )

An endeavor will be made in these columns
to set forth some of the characteristics of the
work of the most famous furniture designers,
which, together with illustrations of some other
authentic pieces, will serve to give the design-
ers of the day a definite idea of the details going
to make up any particular style.

Perhaps the most familiar decorative style
of the average American is the Colonial, and
this style can be traced directly to the work of
Robert and James Adam, the English furniture
designers of the middle eighteenth century. The
brothers Adam in all their work showed a strong

trend toward simplicity—a simplicity that has
made our own Colonial styles so popular and so
lasting. The Colonial style is a Greek deriva-
tive, and the Adam brothers never understood
anything but the purely classic. Finally, there
is hardly a detail in our Colonial houses that.

et

&ﬂwfm@@x@wmv

work resembles the Louis XVI and Empire styles
of Irance, this despite the fact that the Louis
XVI style was not created until 1774, twenty
vears after Robert Adam began his work in Eng-
land, and the Empire style was not created until
1804, twelve years after Robert Adam’s death,
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cannot be found in the Adam style in the same
form. Moreover, Colonial furniture, with its
highboys, its commodes and its chests of draw-
ers, presents outlines that can be easily repro-
duced with success for housing talking ma-
chines.

To appreciate the greatness of the brothers
Adam, it must be remembered how closely their

Some Dominating Details of the Adam Style

Although both Robert and James Adam are al-
ways mentioned in connection with the style,
there were really four brothers, Robert, James,
John and William, whose father was William
Adam, a noted Scotch architect. Robert Adam
was the great genius of the family, and chiefly
responsible for the style bearing the name.
(Continued on page 14)

Lid Supports
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APPLICATION OF DECORATIVE ART
(Continued from page 13)

The brothers introduced into England the
use of composition ornaments applied to wood-
work. Their decoration was generally in low
relief. They used all the Greek details, nearly
all of the Roman, and a few Renaissance scrolls.
Neatness and chastity were the prevailing fea-
tures. Mahogany was used almost exclusively,
but toward the end of the century they used
satinwood for inlays. Tables and sideboards
frequently had inlaid tops, while sofas and other
heavy pieces of mahogany were fitted with
brass mounts. In their work the brothers had
the help of some of the greatest artists of the
day, Cipriani, Pergolesi, Angelica Kaufmann and
others, who did beautiful work in inlay, painted
panels, etc. The Adam style can be summed
up in a few words. It was a light and simple
classic style, with low relief, delicate slender-
ness of detail, and Greek grace marking every
feature. If a thing was in itself massive, the
Adam style covered it with delicate details until
it was apparently light and graceful. Sheraton
and Hepplewhite both acknowledge their in-
debtedness to the Brothers Adam, for both drew
their charming simplicity from their work.

Some of the details of the Adam style in-
cluded: acanthus, circles, cupids, caryatides,
draped figures, eagles’ claws, eagles, egg and
dart moulding, festoons, fauns, frets, fan shapes,
griffons, garlands, goats, grotesques, hexagons,
honeysuckles, husks, lozenges, lions, lion claws,
lunettes, medallions, octagons, ovals, ox sculls,
paterae, panels, rosettes, ribbons, rams’ heads,
scrolls, sphinx, triglyphs, tooth mouldings, urns,
wreaths, and wave bands.

The plate shown on page 13 illustrates most
excellently the more important details of the
Adam style, applicable to various forms of fur-
niture and decoration.
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Herewith Are Shown Four of a Series of Six New Lantern Slides Prepared for the Use of Dealers
by Thomas A. Edison, Inc Which May Be Ordered From Jobbers at a Prxce of 25 Cents Each

LIEUT. OLSON CONVALESCING

Lieut. Arthur J. Olson, formerly Western
sales manager of Jones-Motrola, Inc.,, New York
City, has been wounded in action and is con-
valescing in a base hospital in Southern France.
He was wounded by a bomb explosion on

August 8 while taking his troops across a bridge.
In his latest letter he states that he is stead-
ily improving and expects soon to get back to
the front. He is in an American hospital run
by the University of Pennsylvania. Lieutenant
Olson has a good many friends in the trade who
will be glad to learn of his convalescence.
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Make your windows work!
way you can meet the rising cost-of-doing-

business.

Columbia Graphophone Co.
NEW YORK

That’s one

NO REASON FOR VIEWING THE FUTURE WITH ALARM

Illuminating Analysis of Conditions in the Talking Machine Industry by Ernest Urchs—Impor-
tance of Maintaining One-Price Principle—Tribute to the Policies of Victor Co.

In answer to the question “What of the Fu-
ture?” Ernest Urchs, treasurer of Phillips &
Crew Piano Co., of Atlanta, Ga. and Clark &
Jones Piano Co., of Birmingham, Ala., respec-
tively Victor jobbers and dealers, said to the
Talking Machine World:

“To prognosticate the future is of course im-
possible, but the industry in musical instruments
is now affected from so many angles that it
behooves us to give the question of the future
most serious thought, and I believe that the
majority of merchants who have the habit of
looking ahead are doing just that. Some view
the future with alarm, but I am not one of them.
True, production cannot be brought back to
normal until we have won the war and won it
on the premises so ably laid down by President
Wilson and so magnificently supported by the
people.

“But with production back to normal, the
principles of merchandising, 1 believe, will uu-
dergo some radical changes. While cost of
labor and material will not be as high after the
war as they are now, the pre-war basis, in my
opinion, is a thing of the past. Supply and de-
mand are, of course, always the determining
factors. DBut compare the cost of living of our
boyhood days with those, say, of 1904. Con-
sider the increased cost of living in 1914 over
1904, and in turn to the present day, and we
mnust arrive at the conclusion that the cost and
the staitdard of living will be higher after the
war than it was in 1914.

“We must also take iuto account the legisla-
tions which have been enacted, the court de-
cisions rendered and the psychological attitude
of our lawmakers and the people toward busi-
ness in general. Qur statesmen seem to fear
that the enactment of a law, for instance, like
the Stephens bill, might work injustice to the
consumer. That's the present mental attitude
in Washington, as I see it. The Victor Co. and
the National Talking Machine Jobbers' Asso-
ciation have done splendid work in throwing
light on the justness and advantages of that
bill, and I believe their activity has not been
in vain. However, its adoption is far from
accomplished, if, indeed, it will ever be.

“Per contra, Washington in its wisdom is con-
trolling prices and distribution on many articles
used for war purposes. The action of Congress
in thus fixing prices on what is regarded as ‘es-
sential’ is in marked contrast with their refusal
thus far in permitting price fixing on the so-
called ‘non-essentials.’

“Will the wise and far-seeing course of Con-
gress in fixing prices on ‘non-essentials’ show
its members ‘the light’ toward the end that the
Stephens bill will be passed, or will Congress,
with the close of the war, abrogate price fixing
even on commodities now regarded as ‘essen-
tial'?

“Have we who see the justice of the one-price

system, we who know the value of a contract
and who feel a contempt for anybody who does
not live up to it or who acts in collusion to break
it, enough force of character to bring our con-
victions home?

“We must show that the unprincipled mer-
chant who advertises cut prices is a menace to
any industry because he does more harm to
the army of men and women employed in that
industry than the benefit which a few hundred
people derive from buying at a cut price. \We

Ernest Urchs

must put a quietus on secret rebates, a practice
no less harmful than that of the avowed price
cutter.

“And now let me say right here parenthet-
ically, and as bearing on this discussion, that
the resignation of Mr. Geissler as general man-
ager of the Victor Talking Machine Co. has
occasioned widespread regret tempered only by
a sense of relief that he is to be retained on the
board of directors. The talking machine trade
needs men of Mr. Geissler's perspicacity, ear-
nestness and force, and I venture to say that no
man and no corporation in the music industry
have given more weighty and potent considera-
tion to the interest of the jobber, the dealer

and the consumer than Mr. Geissler and the
company of which he is the managing director.
Naturally, when there is so much at stake for
manufacturer, jobber and dealer from the in-
vestment standpoint, both in money and brains,
speculation is keen as to who will be Mr. Geiss-
ler’s successor. To make no mistake in the
major policies is the prerequisite. Human fal-
libility is a guarantee of errors, but so long as
they are minor the future general manager of
the Victor Talking Machine Co. will steer the
ship on the same safe course as did Mr.
Geissler.

“In the meantime the beneficent policies of
the Victor Co. in the past give assurance of
loyalty on the part of the Victor jobber and
dealer. \What was once a ‘rule,’ a ‘contract’ in
the trade is now a principle*aud a privilege with-
out a thought of compulsion because experience
has taught us that Victor merchandising is safe
and sane and the embodiment of the square deal.

“I have been all over this country during the
past three months and the expressions of opin-
ion were unequivocally to the effect that the
Victor policies are a benefit not only to the
Victor department, but every other branch of
our business. e are free to do as we please—
then why give up a good thing?

“But to continue. Assuming, then, for the
sake of argument, that legislation on the one-
price system will be adverse to the goal which
we have set for ourselves, why, then we will
adjust ourselves to existing conditions and find
a way that will give us the necessary protec-
tion with the approval of our lawmakers. New
distributing methods will have to be created
that will not affect the standing or the interest
of the jobber as an entity. Means will have to
be devised that will establish a wholesome co-
ordination of the activities of manufacturer
jobber and dealer—and, what is no less to the
point, the safeguarding of the purchasing public
in the economic as well as the artistic sense.

“All this, I believe, can be done, and at the
same time strictly adhering to the letter of the
law. I have some well-defined ideas along these
lines, but, of course, I cannot go into that now.
Besides, general policy outlined, the lawyer must
decide whether the layman's ideas are correct.
They may be revolutionary as compared to pres-
ent methods, but they must be logical and legal.

“Those are the thoughts that are agitating
the minds of the meditative merchant, and ample
food for thought is contained therein.”
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“B and H” Fibre Needle

U. S. Pat. Nov. 12, 1907

The Only Fibre Needle

Licensed for Sale Pointers
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The “B and H” Fibre Needle in

its now perfected state is the re-
sult of years of research and
labor for the best material and
results obtainable.

The fibre of the finest bamboo
wood in the world is of a texture
which never can injure the in-
dentations recorded on a record.

The oil in which each needle is
steeped gives out just that degree
of lubrication which will be
found a help in cleaning and
keeping records free from dust.

Wood is well known to be the
substance most responsive to the
vibrations of sound and the tex-
ture of these needles is of such
a perfect grain as to develop the
vibrations gathered as they enter
the indentations on the record in
the most perfect manner, and
with the most pleasing effect.

in the U. S.

U. S. PATENT DECEMBER 5, 1916

Suggested Retail Price, $2.00

It is the high quality of the
material used in the “B and H”
Fibre Needle, and the scientific
treatment and preparation to
which it is subjected, that gives
it the beautiful tonal effect so
much admired.

Its rare quality of tone is most
admired by those who appreciate
the artistically rendered selection,
rather than the harsh production
which may please the few with-
out music in their souls, and it is
among the former class that the
most liberal purchasers of rec-
ords will be found.

Dealers can not recommend the
“B and H” Fibre Needle too
highly to their patrons, for a
trial will substantiate our every
claim, and the pleasure of hav-
ing found a satisfactory needle,
free from rasping noise, will be
an incentive to the purchase of
new records, and usually the
choice and most profitable ones
to sell.
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The “B and H” Repointer Is A Valuable
% | Adjunct to the “B and H” Fibre Needle

By its use a needle may be repointed eight or nine times. This ex-
tended use of the same needle is not only a matter of needle economy,
but it will be found that repointing
of tone.

The sale of the repointer helps the user of needles and the use of

appreciably improves the quality

the needles helps the sale of records.

The Dealer Should be

“Band H” Fibre Manufacturing Co.

33-35 W. Kinzie Street, Chicago, Ill.
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How Business Success Is Augmented By the
Handling of Collections in a Tactful Way

Success in business depends very much upon
the personal relations of dealer and customer,
so that a dealer in a small community is likely
to suffer if he gets the reputation of being too
sharp after the money. On the other hand, he
certainly loses out if he is too easy, says a writer
in “The Voice of the Victor.” Much depends,
therefore, upon the tactful handling of cases in
which collection is slow.

As a general rule it will be found that slow-
pay customers can be divided into three classes:

Those who have money but are slack about
paying, either through carelessness or through
habitually living up to the limit of their incomes.

Those who are chronic kickers and like to
make trouble whatever they do.

Those who are in financial trouble of some
kind and unable to pay.

The first class is by no means uncommon in
spendthrift America, and people of this kind are
rather dangerous to handle. Money comes easy,
and therefore they do not realize its value, and
have no conception of the difficulties that crop
up when there is an actual shortage. They are
very irritating, and one may feel like “giving
them a lesson’; but is it worth it? They are
usually honest enough, and will pay sooner or
later, and once they have paid up they will
immediately get into debt again. Moreover, if
you irritate them too much they may feel like
giving you a lesson—in courtesy, and deliber-
ately put you to all the trouble they know how.
And in any case, they will say to their friends,
“Why on earth do you go to Blank’s for your
records. He’s an awful Shylock, and he never
has the records you want.” How about it?

No; these people are inclined to be selfish,
but they are human. If approached in the right
way they can be persuaded to pay their bills.
And what is the right way?

Well, suppose you were a careless person, of
a selfish disposition, and you received a state-
ment with the curt command on the bottom,
“Please remit”—would you feel like doing it?
Or, again, suppose you got a chilly letter, ob-
viously part of a regular, standardized system:
“Dear Sir: The inclosed account is very much
overdue. Unless a check is received by Friday,
the thirteenth of the month, we shall obtain
legal redress.”” Would you like that? No, in-
deed. It would most certainly “get your goat.”
Very well, then, how about this?

“Dear Mr. Jones:

“In order that you may enjoy the advantage
of a complete stock of Victor records from
which to make your choice, we are obliged to
maintain a very large quantity on hand. This
means tying up a considerable amount of
money. If we are to maintain the good service
which we aim to have at your disposal, we
cannot afford to give extended credit.

“The inclosed account has doubtless escaped
your notice, but by giving it prompt attention
you will enable us to simplify your shopping
very considerably.”

Surely it would do no harm to point out to a
selfish person that by paying his account on time
he is adding to his own convenience. And if
selfishness is the weak spot in his armor, aim
at it with your first shot; that is why we began
the letter with a suggestion regarding the cus-
tomer’s personal enjoyment of Victor records.
The chances are that along with thought of
these two things will come the remembrance of
his account, so that the rest of your letter will
serve to strengthen the impulse to pay. If
there was no impulse, a letter of this kind is far
more likely to create one than a threat; and it
does not irritate a customer who may have in-
fluence with other and better customers.

Customers of the second or “chronic kicker”
class are much easier to handle. By chronic
kickers we don't mean those sometimes very

estimable people who insist on getting value for
their money, paying every bill as if it were their
last—but paying. The proper way to treat a
person of this kind, of course, is to make a fuss
over him, listen patiently to his complaints, get
him flattered with the thought that he is a
mighty good judge who is hard to please—and
so make him run up another bill. No; the
chronic kicker is a bird of another kidney. He
works up a dispute for the very purpose of get-
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Approach People the
Right Way and T hey
Can be Persuaded to
Pay their Bills With-
out Much Difficulty

SO0

ting extended credit, and goes out of his way to
be disagreeable. Dealers are sometimes dis-
posed to be overpatient, but it really doesn’t pay.
The chances are, morever, that he has made
himself equally objectionable tc other trades-
people, and the whole community will rejoice
to see him get a jolt. A prompt threat of legal
proceedings will often bring him to order; if it

doesn’t, go straight to the legal proceedings. It

won't do any harm—especially if you have built
up a reputation for generosity in more deserving
cases.

The third class of non-pay customers—those
who are temporarily or permanently under a
financial cloud—needs the utmost consideration.
If after careful investigation you find that a
customer actually cannot pay, the most profit-
able thing left to do is to be magnanimous
about it. The world loves a good loser, and
will often go out of its way to see that he gains
by it in the end. Moreover, most people are
more honest even than they know themselves to
be.

The manager of large mail-order house
dealing with people all over the world in small
accounts told the writer that not more than 6
or 7 per cent. has to be written off for bad debts
each year, and most of this percentage is prac-
tically unavoidable—the result of sickness or
other misfortune. This house is particularly
generous in the matter of credit. When the
Dayton floods occurred a few years ago, cus-
tomers in that neighborhood were notified that
accounts might stand over until a later date, or
in certain cases were actually excused from pay-
ment. Did the firm suffer for its generosity?
Not so as you could notice it in the dividends,
which were higher than ever that year. It pays,
if on investigation you find a customer has been
hard hit, to go to him and say, “Look here, old
man, I know you'd pay your account if you
could; but I don’t want to add to your troubles,
so take your time.” If he is any sort of man, he
will see that you get paid in the long run; and
he won't fail to tell his friends that “Blank is a
mighty nice man to deal with.”

To sum up: “Be tactful with those who can
pay but don't; be strict with those who can pay
but won’t; and be merciful with those who
would pay but cannot.”
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VICTOR CO. ANNOUNCEMENT EXPLAINS WAR CONDITIONS

Comprehensive Statement From General Manager Geissler Tells What the Victor Talking Machine
Co. Is Doing to Help the Government—Reasons for Reduction in Output

The Victor Talking Machine Co. under date
of September 13 has issued over the signature
of Louis I’. Geissler, general manager of the
company, the following comprehensive statc-
ment regarding the present status of the com-
pany's affairs in the matter of production, and
what is being done at the Victor plant in the
line of Government work. The statement di-
rect from the company will no doubt be greatly
appreciated by all those who are interested in
the handling of Victor goods. It reads:

“Since war was declared in April, 1917, the
management of this company has, without hesi-
tancy because of the unavoidable loss to itself,
devoted its full energies towards the fulfilment
of two purposes, i. e., to assist the Government
in every practicable way and to provide for the
needs of the trade as fully as the circumstances
would permit. We have several times had it
in mind to address the trade on this subject, but
conditions have changed so rapidly and there
were so many elements of uncertainty involved
that it has not heretofore seemed wise to hazard
an opinion. Even now it is only possible to
review developments to date, to state present
conditions and indicate the probabilities for the
future as we see them.

“Upon the entry of our country into the
great war investigation was made to ascertain
whether the facilities of the Victor plant would
be required for the production of war materials.
It appeared that our facilities would not be so
needed and we accordingly prepared to continue
and increase our own manufacturing program,
with the result that during the first six months
of 1917 our shipments totaled a substantial in-
creasé over 1916.

“Towards the end of 1917 we were requested
to assist two branches of the country’s fight-
ing forces, in an emergency, by manufacturing
small quantities of very intricate and important
devices, which we are unable to specify be-
cause of the fact that the Government has not
published anything concerning its efforts and
results obtained along this line. The quality
of the work produced by the Victor plant in
these few cases evidently attracted attention,
and at the beginning of 1918 we were asked to
undertake larger manufacturing orders for ar-
ticles of most vital importance in the prosecu-
tion of the war. We were glad to do this, not
only because of the opportunity to serve the

Government in a very direct and real manner,
but also because many of our skilled workmen
felt it to be their patriotic duty to become en-
gaged in war work. It was obvious that the
interests of the Government, of the trade and of
this company would be best served by our giv-
ing these men an opportunity to do here, rather
than somewhere else, the kind of work they
preferred.

“A great deal of attention has been paid to the
utilization of female labor to replace that of the
more than one thousand of our men who have
actually entered the army and navy and the still
greater number who inevitably were attracted to
new industries resulting from our country’s par-
ticipation in the war.

“We have known of the insidious rumors cir-
culated by competitors to the effect that the
Victor Co.’s supply of materials was the cause
of our reduced output, but have made no an-
swer for the reason that we felt the trade would
do us full justice in forming their opinion as
to whether or not the Victor management had
been far-sighted in the matter of providing for
its ordinary requirements. However, we have
at all times paid strict heed to the rules and
the needs of the Government and have not taken
advantage of any opportunity to surreptitiously
acquire materials which the Government had
announced should be devoted to other purposes.
Short periods of embarrassment because of the
fuel situation, railroad embargoes, etc., have
been overcome; our situation with regard to
materials is at present good and we have no
doubt that we shall be able to continue the
manufacture of instruments and records in fully
as large a proportion to our last year’s business
as any other manufacturer can hope to do. In
this connection it will be interesting to you to
know that responsible administrative officers of
the Government have expressed themselves as
regarding our products as ‘prime necessities of
peace times and very important to the welfare
of the country in war times.” We are confident
that the talking machine industry will not be
unnecessarily discriminated against by the Gov-
ernment, but that its activities will be encour-
aged to the limit that can be done without in-
terference with the production of ships, aero-
planes, rifles, ammunitions and the other prime
necessities of warfare.

“We shall continue to cheerfully assume the
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sacrifices we are required by duty to make and
we have no doubt as to the willingness of our
trade to respond in fully as whole-hearted a
manner. We feel that our trade is entitled to
know that, in spite of all that we could, ¢on-
sistent with our duty, do to maintain the vol-
ume of production, our output of instruments
has been reduced to less than 50 per cent. of
our maximum capacity. We are very hopeful
that a period of a few months will suffice to
provide for the needs of the War and Navy
Departments in labor and material, and that
after regular production of war materials in
sufficient volume has been accomplished an im-
provement in conditions affecting industries
such as ours will be witnessed. Certainly, the
next few months will be the most trying period
of the war.

“Our output of records has been reduced a
little more than 30 per cent., but, as the manu-
facture of records can be carried on by women
and men who are not available for war work,
we believe that we may look for some increase
in the output of records.

“This plain statement of our position may or
may not be wise, when viewed from the stand-
point of our own interests, but we believe that
the issuance of such a statement to our trade
is the right thing to do and we, therefore, com-
mend it to your thoughtful consideration.

“Looking forward to victory and the cessation
of hostilities, we desire to assure you that we
will reach this point with fully matured plans to
lead the way in the development of our industry
and to greater prosperity than the trade has
ever known before.”

DENOUNCE BUSINESS ALARM

Credit Men See No Reason to Fear Post-War
Panic in the Business World

Under the caption “An Alarmist’s Note—Does
It Find.an Echo?” the September letter of the
National Association of Credit Men calls to task
a member who recently gave it as his belief that
the end of the war would witness a large num-
ber of business failures.

“We are satisfied,” the letter says, “that the
member who has recently been sending broad-
cast the alarming notice as to the large num-
ber of failures that is to be expected at the con-
clusion of the war might have exercised better
judgment in his choice of methods.

“We urge as strongly as does our alarmist
member that all be guided by principles of ex-
treme conservatism and prudence, analyzing
every proposal with extreme care. With this
spirit established we believe the period of de-
flation can be approached with equanimity, pre-
suming, of course, that that splendid co-opera-
tion that this war has given rise “to shall con-

tinue.

“T'here are many tremendously important
clements pervading our national and economic
life which we were not in possession of at the
conclusion of the Civil War. First, there has
been developed a more popular understanding
of economic principles, a business science has
been uncovered which has made for permanence
and stability; and second, we have been de-
veloping astonishingly the power of co-opera-
tion, not by sections as sixty years ago, but na-
tionally—we may almost say internationally.

“Again, we have the Federal Reserve system,
the like of which has never before been pos-
sessed by any country—a system which is prov-
ing itself not only a mighty financial factor,
but has become a leader in sound business life.”

REAL CAR INSURANCE

An automobile owner who fixed up his car so
that the horn with a talking machine attachment
uttered some very emphatic and not over-refined
language when a thief tried to start off with
the car is so well pleased with the invention,
according to the society reporter of The Hutch-
inson Gazette, that he is now working to per-
fect a device which will hit the thief over the
head with a monkey wrench. This is truly a
progressivc age.




THE RECOGNITION AND REPRESENTATION
of the

AEOLIAN-VOCALION
NEW VOCALION RECORD

HEN The Aeolian Com-

pany brought out the

Aeolian-Vocalion three
years ago, it marked the entrance
for the first time, of a real music
house into the field of phono-
graph manufacture.

Up to that time the develop-
ment of the phonograph had been
in other hands. Originally de-
signed as a ‘‘Talking Machine,”
scientific inventors and clever me-
chanics had brought it to a high
state of mechanical perfection.

Wonderful as it was, however,
as a machine, it left much to be
desired as a musical instrument.
And its perfection as such could
only be accomplished by men
who were not only skillful me-
chanics, but trained musicians as
well.

The staff of The Aeolian Com-
pany included such men—men
whose achievements in musical
instrument building had made
The Aeolian Company famous
throughout the world for the char-
acter and quality of its product.

From the first the Aeolian-
Vocalion demonstrated that The
Aeolian Company had built a new
and superior type of phonograph,
musically as well as mechanically,
far in advance of those on the
market.

Recognition from various
sources came quickly. Musicians,
tone experts and the public did
not hesitate to accord the Vocalion

the recognition it so obviously
merited.

Recognition by the music deal-
ers of the country has also fol-
lowed. The list of those handling
the Vocalion today is large and
rapidly increasing, and contains
the names of many of the best-
known and most progessive mer-
chants in the trade.

The 1introduction of the new
Vocalion Record—as superior and
revolutionary in its way as was the
Vocalion itself-—together with the
extension of service to include an
increased number of convenient
distributing centers throughout
the country, has greatly increased
the advantage of Vocalion repre-
sentation.

The following page contains a
full newspaper page announcement
of one of the new dealers to take
the representation of the Vocalion.
The name of this house is too
well-known to require explana-
tion, and the significance of the
event cannot be overlooked.

The third and fourth pages
following, reproduce two of the
advertisements that are part of
the strong Vocalion publicity cam-
paign running in different parts
of the country.

Representative music dealers
are invited to investigate the sub-
ject of Vocalion representation
while territory for this valuable
and increasingly important instru-
ment and record 1s still available.
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LHave taken the Representation of~ the

AL OLLAN-VOCALION
And the New Vocaliorr Fecord.

HE AEOLIAN COMPANY takes not
I only pleasure but pride in making
this announcement. Any industry

flourishes or languishes, depending on the
power and integrity of the firms and individuals who
foster it. The music industry is no exception to this law.

Denton, Cottier (& Daniels have been established since
1827. Since then, the entire effort of this house has been
public and institutional —immediate profit always being
subservient to public confidence and permanent success.

But—Denton, Cottier (® Daniels is far more than a mere
music store. This famous old house is not only recognized
as one of the strongest constructive forces in the music trade;
but enjoys the confidence and respect of its public today, ina
measure rarely equalled in the music or any other industry.

Therefore, The Aeolian Company is proud to have the
Aeolian-Vocalion represented by such a house.

The AEOLIAN-VOCALION has made a success—a
phenomenal success. The public— that great jury of award
—has passed upon the Aeolian-Vocalion and accorded it the
premiership of the phonograph world.

The same jury is now passing upon the new VOCALION
RECORD — that wonderful companion of the Vocalion.

\

e = Even now the verdict is rendered— for the Vocalion Record
- T W ey e is already taking the position to which rightfully entitled, as
v . o the most musical, most perfect, and most satisfactory phono-
Dento ) Cottzer % Danzels graph record ever produced.
2 lion, i h ill t
32-38 Court Street Its success, and that of the Vocalion, is due to the will to

excel, the spirit of initiative, the vast and unparalleled ex-
perience and equipment that have enabled The Acolian

’l \ N Company to produce musical instruments that dominate,
/le New AbOd@ Of Z/I/e through sheer superiority, the markets of the world.

SEOLIAN~VOCALION

And the New Vocalionn Record

ERE, im this splendid establishment, where the world's the Vocalion far surpasses the manufacturing capacity of its
finest products in musical instruments such as the makers.
Steinway Piano and the wonderful Duo-Art Pianola Piano are
displayed, the Aeolian-Vocalion has taken its permanent lian-Vocalion, make this pledge: Despite present conditions,

abode. despite the difficulties with which all manufacturers are faced,

The Aeolian Company backs and pushes its products with the warerooms of Denton, Cottier & Daniels will never be
all the power and resource of its immense organization; so without an adequate representation of the best types of Voca-
that, today, in spite of its relative newness, the demand for lions within the power of The Aeolian Company to produce.

YOU ARE INVITED

The exhibition of Aeolian-Focalions is now open.
The public is cordially invited to visit the warerooms of
Denton, Cottier & Daniels, to listen to a demonstration
of this wonderful phonograph and record.

THE AEOLIAN COMPANY

NETW YORK LONDON PARIS SYDNEY MELBOURNE'

But, The Aeolian Company, as manufacturers of the Aco-
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Hear he New

VOCALION RECORD

of the famous
“MARCHE LORRAINE”

The Favorite March of the Allies

so thrilling as a big military

band sounding its martial
call to patriotism and valor?
Everywhere, nowadays, splen-
did brass bands are swinging
through the streets playing, and
behind them,keen-eyed,straight
of shoulder, soldiers are march-
ing, marching.

Unconsciously, as we look
and listen, we square ou7 shoul-
ders; and while our feet keep
time to the soul-stirring rhythm, our hearts
beat fast with high and deathless resolve!

We lesser ones here at home cannot have
always a great military band to fire us with
the spirit of strength and sacrifice, but we
may have the miracle—so used to it are we
now, that the miracle of it almost escapes us
—of the phonograph.

You do not know phonograph music in its
perfection unless you have heard the Aeolian-
Vocalion playing the new Vocalion Record.

You do not know how completely the thrill
of a full brass band can be transmitted to
you by means of disc and needle until you
hear one of the Vocalion Band Records.

The “Marche Lorraine”, played by the
Vocalion Military Band, has been given daily

IS there anything in the world

during the recent demonstra-
tions of this new Record at
Aeolian Hall, and hundreds of
people have been amazed at the
glorious realism of this great,
new system of music-reproduc-
tion. So complete is the illusion
that with one’s eyes closed it
seems as if the actual band were
;}laying but a few feet away.
he bold, clear fanfare of horns
at the beginning; the melodi-
ous beauty of the second part;
the boom of drums—the crash of cymbals
and brasses—every instrument, from delicate
piccolo to double bass is as clearly outlined
for your musical ear as it is on the retina
of your eye when they pass before you.

- - - * * -

The Aeolian-Vocalion plays all records
and brings out beauties and depths of sonor-
ity unrevealed by other phonographs. Every
artist or body of artists who has made
records for any phonograph may be heard
to unequalled advantage on the Vocalion.
But the final perfection of phonograph
music is to be found only in the Aeolian-
Vocalion, playing the New Vocalion Record.

Come to Aeolian Hall and hear the new Vocalion Record. Your own ear
for music is the best demonstration we could wish you to have. You will
be able to detect at once the superiority of this latest Aeolian achievement.

THE AEOLIAN COMPANY

In MANHATTAN In THE BRONX
29 West 42d St. 367 East 149th St.

InBROOKLYN In NEWARK
11 Flatbush Ave. 895 Broad St.
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VOCALION RECORD’S
Tone Portrait of a Rich

Baritone Foice
THE subject is Giacomo Rimini’s masterly

interpretation of the ever-beautiful *“‘Eri
Tu?” (Is It Thou?) from ‘“The Masked Ball.”
This number, one of Verdi’s great inspirations,
requires vocal and dramatic ability of the first
rank—and Rimini’s fine voice and appealing
temperament render him peculiarly well-fitted
to sing the music of his famous compatriot.

As a tone-picture, the Vocalion Record of
this great aria is faultless.

Every note and phrase is natural and true to
life. Every shade of tone-color and expression
is caught and retained by this advanced process
of recording. It is recognized among musi-
cians that such portrayals of human and instru-
mental tones have never before been heard.

GIACOMO RIMINI

This young Italian Baritone has al-
ready won an enviable reputation in
operatic circles, both in Europe and the
Americas.

For the past two years Rimini has
been one of the leadiug baritones of the
Chicago Opera Association, having been
conspicuously successful in La Tosca,
Aida, The Barber of Seville, Isabeau,
and the Jewels of the Madouna.

Rimint’s woice is of rich, sonorous
quality and is reproduced with the nt-
most naturalnesson his Vocalion Records.

Pay a visit to the Record Depart-
ment, Aeolian Hall, and ask to hear
“Eri Tu?” from‘“The Masked Ball.”

THE AEOLIAN-VOCALION

——

Besides the opportunity

to play the glorious new

Vocalion Record, this versa-

tile phonograph offers many
other unusual advantages.

It plays all standard disc
records — plays them with
fuller, clearer tone.

The Graduola tone-con-
trol feature offers you the
privilege of indulging your
own fancies as to tone-color,
accent and expression.

Price 115,

THE AEOLIAN COMPANY

In MANHATTAN
29 West 42nd St.

I» THE BRONX In BROOKLYN
367 East 149th St 11 Flatbush Ave.

The Vocalion case designs
are distinctive. In appear-
ance it has no equal.

Jts mechanical features,
such as the Automatic Stop,
Volunome, etc., are the
most effective on the mar-
ket today.

The Adeolian-Vocalion is prices
from $50 upward. Models con-
taining the Graduola from $115.
Sixteen beantiful period styles from
$240.

In NEWARK
895 Broad St

Buy more
Bonds now
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EDISON CONVENTION AT NEW ORLEANS A GREAT SUCCESS

A. P. Burns, Assistant Genéral Sales Manager of Thos. A. Edison, Inc., Tells of the Very Impor-
tant Gathering of Edison Dealers Recently Held in the Crescent City

A. P. Burns, assistant general sales manager
of Thomas A. Edison, Inc., recently represented
the company at the Edison convention at New
Orleans, which was referred to briefly in our
last issue.

In an interview with our representative im-
mediately after his return Mr. Burns had the
following to say:

“There is something about the city of New
Orleans and the people that live in and about
it that radiates a spirit of cordial hospitality,
noticeable to a visitor immediately upon his en-
trance to that charming Southern city. This

terest, and from then on to 12 o’clock there was
an open discussion from which the dealers pres-
ent secured very interesting information. At
12 o’clock the convention adjourned, and we had
luncheon at the famous Galatoire French Res-
taurant in the French quarter of the city, and I
don’t mind saying it was some luncheon. Our
photograph was then taken. During the after-
noon several informal speeches were made and
the business was completed by 4 o’clock.
“About 4.30 we all went sight-seeing in a
Packard Rubber-Neck bus. We all had a very
good time, even though the bus did break down

Delegates to Edison Convention in New Orleans

spirit of hospitality, combined with the spirit
of co-operation, was very evident at the New
Orleans convention of Edison dealers.

“The convention itself was altogether infor-
mal, like a meeting of brothers—there were no
sct speakers—whoever wished to emphasize or
inform his brother dealers of new methods of
securing business, of building up prestige, of
making money with the Edison product, did so
impromptu.

“The convention was opened by Mr. Donnelly,
manager of the Diamond Music Co., with a
message of welcome to the dealers in his zone.
Then I spoke on a few subjects of pertinent in-

and could not be started. A hurry-up call was
sent to a mechanician, and although he received
advice from everybody present he was unable
to start the machine. A second hurry-up call
was sent for a couple of autos and our trip con-
tinned. We saw many interesting sights simi-
lar to those you have all seen if you have ever
visited New Orleans. Then came the banquet
at La Louisianne, one of the most famous res-
taurants on the continent. In short, the New
Orleans convention was a success from start
to finish.”

Don’t tell all you know or guess.

DISPLAY RED CROSS PHONOGRAPH

The Crafts-Starr Phonograph Co., of Richmond,
Va., Show Very Beautiful Instrument

RicaMoND, Va., October 3.
Phonograph Co., of this city, report an enor-
mous demand for the Starr phonographs and
Gennett records which they handle in a whole-
sale way. In fact, the demand is so great that
their two traveling salesmen have discontinued
soliciting trade and are only covering their ter-
ritory now to see that proper service is given
and to keep up acquaintances. This company
supplies some of the oldest and largest music
houses in Virginia, North Carolina and part of
Maryland and West Virginia, who are most ap-
preciative of the service which is given them by
the establishment.

A recent feature of the window display of the
Crafts-Starr Phonograph Co. at 230 North Sec-
ond street was a Red Cross Starr phonograph
which was made to the order of a wealthy citizen
in Richmond. It is a perfect Starr instrumrent
with a large motor and heavily gold-plated. The
entire case of the phonograph is enameled white
with a large red cross on the front. A gold
plate bearing the name of the donor will be
placed on the instrument just before it is given
to the Red Cross Society. It is a most unique
and attractive gift and has cost the patriotic
donor a neat sum, but he wants it to be a per-
tect thing of its kind, and Mr. Crafts ordered
every detail carried out in the best materials
that could be had, and no trouble or expense
has been spared. It is on display for a time
and it certainly makes one of the most attractive
windows in the city.

MAY NOT IMPORT MAHOGANY LOGS

War Trade Board Prohibits Further Importa-
tion for Non-War Use

By a new ruling of the War Trade Board (W.
T. B. R. 222), all outstanding licenses for the
importation of mahogany logs and mahogany
lumber have been revoked as to ocean shipment
after September 10, 1918. Hereafter no licenses
for the importation of these commodities will
be issued, except to cover such shipments as
the Director of Lumber of the War Industries
Board shall certify to be suitable and necessary
for Government use.

The Hyatt Talking Machine Co., of Portland,
Ore., has moved to 350 Alder street, where it
will have greatly enlarged floor space, which
is necessary to accommodate its constantly in-
creasing business.

FIREARMS  TYPEWRITERS,
CHINES,SEWING
OLS. MAGNETOS
Musn:u.msmum:uvs LOCKS,
ODING MACHINES, LIGHT
MACNINERV ETC. PIANOS, FUR.
NITURE ANDaLL NOUSENDLD
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NYOIL is put up in the following sizes:

yon,

is the last word in the refining of high-grade oils, for every im-
purity is taken from it, leaving nothing but what is required to
keep machines in perfect condition, being combined of four oils
perfectly blended.

Will not Gum, Chill or become rancid;
no sickening smell, being absolutely odorless.

is free from acid.

It is colorless and has

Workmanship must have the proper Oil.
when you have to buy an Oil for household use.”

*“The finest and most delicate pieces of mechanism do not prove
efficient unless properly lubricated. Skill, Genius, Invention and
Stop and consider this

Hundreds of satisfied customers have written us that they would never use anything else for

TALKING MACHINES, GRAPHOPHONES, PHONOGRAPHS AND

SEWING MACHINES

NYOIL will lubricate the machinery and polish all woodwork

and can be obtained of any ‘‘ Up-to-date ’’ Talking Machine Dealer in the world,
and is manufactured by Wm. F. Nye, who for 50 years has made 80% of all the
Watch, Clock and Chronometer Qil that is used in America.

No. 16 (Cnnu) 1 Pint 0. ‘“::‘:‘ ounce
Mg oo 1 WM. F. NYE, NEW BEDFORD, MASS., U. S. A. o 4 " 3 S,

NYOIL is put up in the follow-
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olumbia
rafonola i

THE greatest operatic music was beauti-

ful before it was great—and Columblai
Records bring you the best of that magical
beauty. .

Haunting melodies, exquisite catches and
snatches of song, music of joy and of laugh-
ter, glorious marches, the fanfare of;
trumpets, majestical choruses—all that and
more have Columbia Records.

SUCH great artists as Lazaro, Stracciari, e
Barrientos and Mardones make records
exclusively for Columbia. But the music
they choose for recording is always the
truly great music of beautiful and inspiring
melody. Beautiful melody — that is the
distinguishing quality of both Columbia
Records and the Columbia Grafonola.
Music you really like, played as you like to
hear it—that’s what they give you always. A

To make a good record great, play
it on the Columbia Grafonola.

OLUMBIA Records on the
Columbia Grafonola bringthe
best music of all Jands and all ages
into the friendly intimacy of your
own home. They make good
music what it ought to be in every
family —an enduring source of
pleasure and inspiration, a solace
in time of trouble, an added jox
in happy days.

[ —
~ IROMED AND/
~, Junter -

A very human sort of an instru-
ment is this Columbia Grafonola.
A big, handsome, musical friend
with a voice that is sweet and clear
and strong, bringing good cheer
to every home he enters. You
need his cheerful voice in yours.

Buy War Savings Stamps r Graforolas—Standard Models up to $300,

. Period Model! t0 $2100. Prices in Canada plus duty,
Columoia Graphophone Co , New York riog Medels uptod nLegaca 2
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Bring the Opera}Season
to Your Town

WITH the opening of the great opera seasons in New York,
Boston and Chicago; with concerts, recitals, symphonies and
philharmonic societies getting started everywhere for the winter,
the thoughts of music lovers turn to the more classic in music.

That is why the Columbia full page advertisement shown on the
opposite page 1s devoted to operatic artists who make Columbia
Records. ILazaro, Barrientos, Stracciari, Mardones and other
world-famous stars soon will be singing their great roles. This
advertisement will bring the fact that they make Columbia Rec-
ords to the attention of millions of people—thousands of whom
are or should be your customers.

Bring the opera season to your people. ‘This advertisement
appears in many of the leading national magazines. Millions of
people will see it. Make it work for you! Tie up your local pub-
licity with these great Columbia artists—have a good assortment
of the great operatic arias—and bring the opera season to your
town.

Columbia Graphophone Co., New York
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THE TRADE IN BOSTON AND NEW ENGLAND

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

Boston, Mass., October 1.—All the talking ma-
chine shops have more or less suffered from
the prevailing epidemic the past few weeks, but
at this writing it is believed that the worst is
over. Not an establishment in the city but was
badly hit for a time and some places were
crippled for several days at a stretch because
of absent employes, sufferers from the grip.
During the past few days the weather has been
very good and this has helped materially to stay
the disease.

Liberty Loan Campaign in Full Swing

The Fourth Liberty Loan campaign is on in
full force and the trade has been making plans
for some time to make as good a showing in
volume of subscriptions as it has on the previous
loans. On one of the committees which will
canvass the trade is Thomas W. Hindley, man-
ager of the Aeolian-Vocalion’s Boston headquar-
ters. Business with the various houses has been
very good of late, and September as a whole ap-
pears to have made a good showing, while the
trade is optimistic over the prospects for the re-
mainder of the year. The curtailment of prod-
uct is felt everywhere and dealers are reconcil-
ing themselves to receiving only a percentage of
their orders.

More Men to the Front

Robert Steinert, who is capably managing the
Victor business of the M. Steinert & Sons Co.,
with headquarters at the Arch street store, has
just lost two more men in the draft, James
Graham and Herman Fleischman, both outside
men. Graham has entered the navy and Fleisch-
man has been taking a course in aeroplane en-
gineering at the Wentworth Institute. - Because
of the shortage of men the house is thinking
seriously of giving young women an opportunity
of seeing what they can do in this particular
line of work, that is, in the wholesale end of
the Victrola business. A new man in the stock
room is Douglas Collier, who has had a sound
experience in the talking machine business be-
fore he joined the Steinert house.

Why Mr. Fitzgerald is Proud

Wholesale Manager Billy Fitzgerald, of the
Eastern Talking Machine Co., is justifiably
proud of one of his young nephews who is in
service in France. The name of the young man
is John J. McCarthy. He is a resident of Somer-
ville, a graduate of Tufts College, and twenty-
three years of age. He went overseas with the
101st Engineers and one year to the day he was

appointed an instructor in the chemical warfare
service with the rank of first lieutenant. Mec-
Carthy has a medal for bravery, which he carries
in his pocket, and his superior officers say he
knows no such thing as fear.
Eastern Co. Men All Doing “Their Bit”
Speaking of foreign service, Billy Fitzgerald
tells The World correspondent that he expects
to be overseas himself within a few weeks.
Just now he is busy filling out his questionnaire
and is claiming no exemption. George McDon-
ald, of the Eastern’s staff, is in the aviation serv-
ice, and John Dockery, another of the staff, has
just been put in class 1-A. In all, the Eastern
has lost about twenty-eight men and a service
flag may soon tell passers-by what this popular
house has done for the country by way of fur-
nishing men for service. The Eastern’s busi-
ness continues good, but the scarcity of ma-
terials continues to be felt.
“Thrift Model” Aeolian-Vocalion
With the admonition to buy Fighting Fourth
Liberty Bonds the Vocalion Co. announces from
its Boylston street warerooms a special offer
in ‘“the beautiful new thrift model Aeolian-
Vocalion with twelve record selections.”” This
advertisement, attractively prepared by Man-
ager Thomas W. Hindley, appeared almost si-
multaneously with the Liberty Bond propaganda
and created a big hit with the public who were
quick to ‘‘catch on” to the significance of the
ad. Manager Hindley states that business has
been coming along very well, for which credit
is due in no small degree to the capable staff
with which he has surrounded himself, each
member of which is familiar with the talking
machine business.
W. A. Batchelder Making Good
Warren A. Batchelder, who resigned as the Vic-
tor manager of the A. M. Hume Music Co. early
in the snmmer to take charge of a branch of the
Community Motion Picture Bureau at Newport
News, Va., has been making good in his new oc-
cupation in a very marked degree. The bureau
supplies motion picture films for the soldiers at
the front and army cantonments on this side,
and Mr. Batchelder has got right into the at-
mosphere of the work.
H. L. Coombs Getting Settled
H. L. Coombs, mentioned last month as the
successor to Oscar W. Ray in the local man-
agement of the Emerson Co., has brought his
family to Boston and is soon to establish him-

Brunswick Dealers

Our PUR-I-TONE reproducer No. 9 is
fitted to machines that have tone arm, with
detachable reproducer. Sell this reproducer
to your machine customers, as if reproduces
an extra smooth quality of sound from ALL
lateral cut records. No blast or other ex-
traneous sounds. Write for prices.

NEW ENGLAND TALKING MACBINE CO.

16-18 Beach Street Boston, Mass.

self in the Back Bay section of the city. Mr.
Coombs has just received a large consignment
of goods for which he will find ample use among
the dealers.
Frank S. Horning New Victor Representative

Frank S. Horning, who is not altogether a
stranger to Boston, is now settled in this terri-
tory, where he is to be the Victor representative
for Boston and vicinity. He succeeds James
M. Frye, who is planning to enter service. Mr.
Horning has had a long experience with the
Victor, and has represented the company at
various leading centers, lately being in Chicago,
where he had a large territory to look after.
For some time following his arrival in town
Mr. Horning was bemoaning the loss of a trunk
filled with valuable goods which got side-tracked
en route, but it turned up in due time, so Mr.
Horning was able to don some well-fitting new
suits of clothes which he had purchased before
coming to Boston.

Add New Lines of Machines

The Iver Johnson Sporting Goods Co., at 155
Washington street, which on its fourth floor con-
ducts a fine talking machine department, is tak-
ing on a new line. This department, as the trade
well knows, is managed by A. W. Chamberlain,
who has been in the business for a number of
years, and he is among the best-known men in
the local trade and is thoroughly familiar with
the technic and mechanics of the business.

Visitors to Columbia Store

R. E. Rea, assistant to the general sales man-
ager of the Columbia Co., spent several days
in Boston recently and was entertained by Man-
ager Mann. He came to study the branch office
system of this department, which is standard-
izing its method of handling detail work. As-
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. Behind the Co-operation |

: we are now extending in Eastern Victor Service
5 lies the hope, that when the great world war has
: come to a victorious close we may look back on a
s period during which we attained a reputation among
: Victor dealers for giving practical help to them in
o the solution of their war-time problems.

. EASTERN TALKING MACHINE CO.

E 177 TREMONT STREET
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THE TRADE IN BOSTON AND NEW ENGLAND—(Continued from page 22)

send for Descriptive Circufar

DEMONSTRATION BOOTHS
AND REcorD CAsES
IN STOCK OR TO ORDER _

FRANK B. CURRY
19 Wareham St. Boston, Mass.

sistant Manager M. C. Perkins went over to
New York this week. This is Mr. Perkins’ first
visit to the Columbia’s executive offices since
he associated himself with Manager Mann’s
headquarters.
Columbia Business Expanding

Manager Fred C. Mann reports the Columbia
business for September as an eminently satisfac-
tory one and on the whole his wholesale de-
partment is taking very good care of the Co-
lumbia dealers. He says that the automatic
non-set stop, introduced to the public only a
short time ago, is meeting with surprising suc-
cess and all the dealers are placing large orders
for it. Mr. Mann early in the month was away
for ten days, going first to New York and then
into the western part of this State and sections
of New Hampshire and Vermont, where he got
a cordial greeting from Victor dealers every-
where. The portions of New Hampshire and
Vermont which he visited is territory which re-
cently was turned over to this department and
will henceforth be handled from Manager
Mann’s headquarters.

R. O. Ainslie Perfecting Sales Plans

R. O. Ainslie, of the Pathé line, has mapped
out a most comprehcnsive plan of action for
the large field of workers under him and some
splendid results should be observed cre long.
Lately business has taken quite a spurt and deal-
ers report many promising Pathé prospects.

Combined Business and Pleasure

J. F. Carr, managcr of the dealers’ service de-
partment for the Columbia Co., combined busi-
ness with pleasure while away a while ago, for,
after completing a vacation spent in New York
State, he started up into Vermont, where he
visited the State Fair at Rutland, at which the
United Talking Machine Co. had a creditablc
exhibit, which resulted in a number of good
Columbia sales.

Cheney Phonograph Grows in Favor

The Cheney proposition which Herbert L.
Royer has taken for New England has been
very well received by the dealers everywhere,
and it is Mr. Royer’s wish that all who con-
template laying in a stock of these machines
make an early application, especially as thc local
author.ties have insisted that the stores begin

-~ CH

GhHe
ENEY
PHONOGRAPH

“Plays all records better”

Dealers

are invited to inspect this instrument which is so
distinctly different from all others.

Attractive agency proposition.

Write for catalog and full particulars

H. L. ROYER

New England Representative

77 SUMMER STREET, Room 59 - -

Liberal advertising plans.

BOSTON

their Christmas sales earlier than usual. Davis
Brothers, who have four large stores, in Boston,
Brockton, Lowell and Lawrence, have taken on
the Cheney line and are finding it a rather easy
thing to introduce it to customers.
New Brunswick Models Admired

Some handsomc new Brunswick models have
been received at the warerooms of the Bruns-
wick-BRalke-Collender Co. which dealers are ex-
amining with thc closest mterest. F. H. Walter
has severed his association with the Brunswick
department, of which he has been manager, and
is considerhig several good propositions. Mr.
Walter made quite a success of the Brunswick
proposition while with the house.

Demand is Greater Than the Supply

Manager Silliman, of the Pardee, Ellenberger
Co., in Oliver street, says that the demand for
the Edison line is far greater than the supply,
and the men on the road find no difficulty in
keeping the goods going out as fast as they
come from the factory. H. R. Skelton, who does
a good deal of travcling nowadays for the Edi-

son, is in town this week, making his headquar-
ters at the Pardee, Ellenberger establishment.
Sympathy for C. E. Sheppard

Those in the trade who know C. E. Sheppard,
of the Columbia forces, are full of sympathy for
him in his bereavement. Both he and his wife
and small child have been down with the epi-
demic, and a few days ago the wife died, and
both he and the little one are still seriously ill.
The family was face to face with the problem
that has had to be met by so many people, the
inability of securing a nurse. Mr. Sheppard is
one of the valued attaches of Manager Mann's
staff, and those of the Columbia force have been
doing all they could to lessen Mr. Sheppard’s
burden.

Remodels Talking Machine Department

Henry L. Kincaide, of Henry L. Kincaide &
Co., of Quincy, whose large establishment is
known to everybody in that nearby city, has
lately remodeled his talking machine depart-
ment, and under the immediate supervision of

(Continned on page 24)

—— Oldest and Largest
Manufacturers of Talking

Machine Needles in the

| World—There are several reasons

W. H. BAGSHAW CO., Lowell, Mass.
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Miss Mabel Swift it is better than ever before
to meet the wants of customers.

Steinert Co. Buys $50,000 Worth of Bonds

The subscriptions to the Fourth Liberty Loan
were considerably enlarged by the generosity
and patriotism of the M. Steinert & Sons Co.
on October 2, who made a request for $50,000
worth of the governmental securities. This large
subscription immediately focuses attention on
this large Boston piano and Victor house and is
in line with its attitude toward previous loans.

REMODEL “TALKER” DEPARTMENT

Keeng, N. H., October 1.—G. H. Tilden & Co.,
of this city, have lately reconstructed their talk-
ing machine department so that to-day it is one
of the most artistic and convenient places of
its kind in the State. In this store there was a
basement, apparently quite useless, which to the
fertile imagination of the manager struck him
as a most desirable place to fit up for the use
of his graphophone department. What one sees
to-day is little like the neglected basement of
old. In one corner is a fireplace and there is
everything about the interior that suggests a
homey atmosphere. Under better conditions
than ever before is the Columbia product
brought to the attention of the public. Miss
Bertha Mitchell is in charge of the department,
and Mr. Kingsbury, who is head of the whole
establishment, circularized the city so that every-
body now knows of this Columbia headquarters.

A GO-AHEAD SPRINGFIELD DEALER

SpPRINGFIELD, VT., October 1.—A talking machine
dealer in this town who has rapidly come to the
front recently through a clear understanding of
the business and a knowledge of how to deal
with his public is F. W. Wheeler, of F. H.
Wheeler & Son, whose Columbia headquarters
has come to be recognized as the rendezvous

of those seeking good music. Mr. Wheeler has
very fully equipped his department and he is
making many good sales.

CO-OPERATION IN RECORD SALES

How Denholm & McKay Co. Have Developed
Their Service on Records in Worcester

The Victrola department of Denholm & Mec-
Kay Co., Worcester, Mass., is having a very suc-
cessful fall business, which is due in part, to the
large following of record customers they have
secured by guaranteeing all records new and
unused. They will not exchange or sell on
approval, but will gladly play in their large
demonstration booths, of which they have nine,
any record desired.

The manager, F. E. Russell, is endeavoring to
give the best service possible by co-operating
with the other dealers in Worcester, in a record
exchange of special orders. Once a month
each retailer sends a list of records he is un-
able to secure from the jobber of specials or-
dered by customers to each of the other re-
tailers. These lists are checked as to what can
be filled and returned, then the exchange is
made, one for one. This is the only store in
Worcester selling a record library plan with
machine sales, and this adds practically $1,000
to their record sales a month.

'HAS EDISON AND COLUMBIA LINES

CraremonT, N. H., October 1.—Ray Kinne, one
of the older Columbia dealers, who is manager
of Wheeler’'s Pharmacy, has given his talking
machine department unusual treatment, and the
establishment is now admirably adapted to ex-
hibiting and demonstrating both the Columbia
and Edison lines, which are carried. J. M. Bu-
zell, the outside man for this house, is doing a
rapidly increasing business.

Perfection Universal Tone Arm and Reproducer
No. [ set in positlon for playing ‘‘lateral” cut
records.

Our PERFECTION line of tone arms and repro-
?ucers are now complete and are attachable as fol-
lowWS :

Nio. 3 tone arm and PUR-I.-TONE reproducer plays
Victor and Columbia records on Edison Disc Machines.

No. 4 tone arm and Nos. 4, 7 and 8 PUR-I.TONE
reproducers play Victor and Columbia records on
Edison Disc Machines.

No. 5 tone arm with PUR-I-TONE reproducer plays
all makes of hill and dale records on Edison Disc
Machines.

No. 6 UNIVERSAL tone arm and PUR-I-TONE
reproducer plays ALL makes of records on Edison
Disc Machines.

Nos. 3 and 7 PUR.I-TONE reproducers are fitted
to Columbia machines for playing {}ic(or and Columbia
records,

No. 7 PUR-I-TONE reproducer is fitted to Victor

16-18 BEACH STREET

MANUFACTURERS—-
JOBBERS—

Manufactured by

New England Talking Machine Co.

The Largest Manufacturers of Phonograph Accessories in the World

Write for prices and information as to how these accessories are attached and used on the leading
makes of phonographs

DEALERS

Perfection Universal Tone Arm and Reproducer
No. 6 set In position for playing *hill and dale’
eut records,

machines for lraIying Victor and Columbia records.

No. 11 PUR-I-TONE reproducer plays all makes
of hill and dale records on Victor machines.

No. UR-I-TONE reproducer plays all makes
of hill and dale records on Columbia machines. No.
11 and 11-A reproducers are especially fitted to Victor
and Columbia machines, and are easily the finest built
in the world. Guaranteed not to blast on any record,
and_will reproduce Edison Disc records with perfect
clarity of sound, also with excellent volume and reso-
nance of sound.

Nos. 9 and 10 UNIVERSAL tone arms with PUR-I-
TONE reproducers are fitted to any make phonograph
where arm is required tbat measures 8 inches from
center of diaphragm to center of motor board hole.

First-class bigh-grade product, finely plated and
carefully assembled, making this line the leading
phonograph accessory line of the world.

BOSTON, MASS.

ILSL EY’ GRAPHITE PHONO
— 2 = ¥ SPRING LUBRICANT
lisley’s-Lubricant makes the Motor make good

Is prepared in the proper consistency, wiil not run out, dry up, or
become sticky or rancid. Remains In its original form {ndefinitely.

Write for special proposition to Jobbers.
MANUFACTURED BY
ILSLEY-DOUBLEDAY & CO., 229-231 Front St., New York

Established 1853

PROGRESSIVE LOUISVILLE STORE

Large Business Built Up by Talking Machine
Department of Kaufman-Straus Co. Store—
Under Management of H. V. Boswell

The Kaufman-Straus Co., of Louisville, Ky,
have, under the management of H. V. Boswell,
built up a very large talking machine business

Partial View of Showrooms
which is steadily expanding, thanks to the un-
tiring efforts of all connected with this enter-
prise from the manager down. The photograph
herewith shows only a partial view of the sales
section of this establishment.

TO SECURE A REFUND OF TAXES

How to Get Relief in Payment of War Revenue
Taxes on Exported Goods

The Treasury Department has recently issued
the following information regarding the proper
method to pursue to secure a refund of War
Revenue taxes paid on goods which have been
exported.

The Department says: “Articles sold in for-
eign commerce under Section 600, sub-division
(b), Act of October 3, 1917, are not subject to
tax if they are sold direct to the consignee and
not through export agents located in the United
States and where actually delivered to consignee
located in foreign countries.

“In order to recover the amount paid as tax
on articles sold in foreign commerce it will be
necessaty to execute claim for refund Form 46,
and furnish the following evidence in connec-
tion with such sale:

“(1) An affidavit setting forth the names and
addresses of the foreign consignees, together
with a statement under oath, if in accordance
with the fact, that the goods alleged to have
been sold in foreign commerce were sold di-
rect to the consignee mentioned and not to ex-
port agents located in the United States, and
that the goods were actually delivered to con-
signees located in foreign countries.

“(2) Copy of invoice covering the goods sold.

“(3) Copy of true bill of lading if such ex-
ists, and either a clearing out certificate or ship’s
receipt showing that the goods were actually
shipped for export.

“The evidence called for above should be filed
within thirty days, so that the claim may be
acted upon promptly.”

GOING AFTER THE BUSINESS

F. F. Howard, manager of the R. W. Tyler
Co.’s branch store in Clarksburg, W. Va,, is fea-
turing the Aeolian-Vocalion phonograph with
great success and is using very successfully a
large motor truck loaded with phonographs and
pianos in order to bring them to the attention
of the country folks.

A PERTINENT QUESTION

If everybody said “I’d like to buy some bonds,
but—" who would win the war?
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BUSINESS IN SAN FRANCISCO IS GOVERNED BY SUPPLIES

Complaints Continue Regarding Shortage of Machines and Records—Mrs. Howard Promoted—
California Men in the War—Western Phonograph Co. Expand—New Columbia Manager

SaN Francisco, CaL.,, October 3.—Several ex-
tra holidays, rainy weather and the shortage of
standard stock mitigated against business on the
Pacific Coast during the month of September,
yet the average for the month is fair. Unless
supplies come in faster than they have been
there will not be as big a fall business as was
hoped for. Victor goods cannot be obtained to
the full requirements no matter how far ahead
the dealer orders. Other lines are not always
easy to secure either. The record situation is
about on a par with the machine situation. Un-
der the circumstances no special selling cam-
paigns can be inaugurated. There is plenty of
money in circulation and no doubt the talking
machine business is getting a fair share, but with
judicious advertising a much greater business
could be done, provided the dealers had com-
plete stocks of machines and records. For a
few weeks at least the new Liberty Loan drive
will probably have the effect of curtailing pur-
chases. San Francisco will make a great effort
to go over the top in record time.

Romance is not a stranger to the business
world, not business romance. The elevation of
Mrs. Helen Plummer Howard, formerly man-
ager of the talking machine department of the
Hauschildt Music Co., Oakland store, to the
managership of the whole store does not come
as a surprise to those who know Mrs. Howard’s
special abilities as a business woman. She is
said to be the only woman manager of a large
music house in the West.

Byron Mauzy, who recently returned from an
Eastern trip, and Charles Mauzy, both of whom
are loyal Shriners of Islam Temple, marched
with their order in the big Liberty Loan parade
last week. Byron Mauzy is on the commit-
tee of directing captains for the Bond drive, and
Charles Mauzy is doing his share on one of the
teams also.

The Irvine Music Co. has just received large
shipments of Stradivara and Pathé machines.
Mr. Irvine says he is pretty well supplied now
for the fall trade, but will continue to get new
stock in anticipation of the holidays.

The latest representative of the California
trade to distinguish himself at the front in
France is John MacArthur, who is a lieutenant
in the American Aviation Corps. He chased a
flock of German flyers who were attacking three
American airplanes and succeeded in returning
without mishap. He was honored with a medal
and the congratulations of General Pershing.
Lieut. MacArthur was formerly connected with
the talking machine department of the Oakland
establishment of Sherman, Clay & Co.

R. E. Wolfinger, formerly of the Emporium
talking machine department, has joined the sales
force of the Wiley B. Allen talking machine de-
partment.

D. Creed, of the Chicago Talking Machine
Co., has been visiting his brother at Camp Fre-
mont the past week and has called on some of
the local trade.

One of the most popular records in San Fran-
cisco at present is Caruso’s “Over There.” Pa-
triotic records head the list for popularity, yet
classic selections are holding their own.

Walter S. Gray is laboring assiduously to-
ward securing needles for his trade. He left
last week for a business trip in southern Cali-
fornia.

Sinews of war in the form of a quarter of a
million of dollars have been secured by the
Western Phonograph Co., of San Francisco.
This company is now incorporated and will
carry on as usual the business of distributing
Pathé merchandise to the trade of California,
Nevada and Arizona. The new capital will
enable the concern to do business on a far more
efficient and extended scale than heretofore,

though as it was no grass was growing under
the feet of Omer N. Krutsche, the manager. No
change in the management is reported, though
probably the force will soon be increased.

H. N. McMenimen, managing sales director
for the Pathé Co., was in San Francisco during
the month on business in connection with the
reorganization of the Western Phonograph Co.

The Sonora Phonograph Co. has been much
handicapped by employes leaving for the army
or war industries. F. B. Travers, the manager,
expects to spend some time in the East visiting
the factories this month. Conditions at the
store have delayed his trip time and again.

Between trying to conciliate customers
clamoring for Victor goods and serving on
the federal grand jury, Andrew G. McCarthy,
treasurer of Sherman, Clay & Co., and manager
of the company’s talking machine business, is
having his hands full. Goods are reshipped as
fast as they come from the factory, but the
wholesale trade on the Coast is large and the
supply is always inadequate.

W. E. Henry, formerly a popular figure in
the San Francisco trade, has just been visiting
the city. He is now in the foreign record de-
partment of the Columbia.

The trade learns with regret that Fred Den-
nison, Pacific Coast manager of the Columbia
Co., is leaving San Francisco. As manager of
the company’s office at Buffalo he will undoubt-
edly shed new light and exude vital energy in
that quarter as he has done on the Pacific
Coast. Nathan Millner, general sales manager
of the Dictaphone department, has taken Mr.
Dennison’s place here.

SHIPS A GRAFONOLA TO AFRICA

B. G. Harriott, a music dealer of Concord, N.
H., recently filled an order for a Columbia
Grafonola, which he received from Montiaba,
Central Africa. After its long sea voyage the
Grafonola will have to be carried 700 miles in-
land before it reaches its owner, Ray Crowell, a
former Concord boy.

LLONG CABINETS

No. 83

In all finishes. Specially adapted for
use with Columbia 50, Model ¢“D,”
Front posts made to follow lines of
posts on Columbia 75, Model "'F.”

FIRST and FOREMOST

In the cabinet field.
Why?

CONSTRUCTION
FINISH and
ADAPTABILITY

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

That’s why you should anticipate your
wants NOW.

Prompt deliveries on all orders. Write for Illustrated Catalogue of complete line

THE GEO. A. LONG CABINET COMPANY

HANOVER, PA.

Because we’ve specialized in

No. 79

In all finishes. Shown with top
moulding and shelves.
Specially adapted for use with
Victrola IX-A.
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Three Big Values—Three Big Sellers |

Model No. 3 |
$125.00 Y
A Model No. 6

$90.00

Model No. 5.
$75.00 !

MANDEL PHONOGRAPHS—made by one maker—backed to

the limit by the manufacturer, means a service that guarantees your success.

The MANDEL embodies massiveness in cabinet design, efficiency in
mechanical construction and richness in tonal quality. These three factors |

are the making of a good talking machine. And the MANDEL is a

good machine.

The three models  here illustrated are producing big results for I
MANDEL dealers. Three popular-priced phonographs — each model

giving the consumer greater value for his money than he could ordinarily |
obtain.

And to the dealer we offer a wonderfully attractive proposition—a co-
operative plan that makes it pay him to sell MANDEL Phonographs.

Werite for full details—today

MANDEL
MANUFACTURING CO.

501-511 So. Laflin Street, Chicago, Ilinois

A Letter from Missouri—Name and Address on Request

MANDEL MFG. CO.,
Chicago, IlL
Gentlemen:
Please book my order for immediate shipment by freight, the following:
Two Style No. 3 MANDEL Phonographs, Oak finish.
Two Style No. 3 MANDEL Phonographs, Mahogany finish.
Each purchaser of the MANDEL 1s delighted with the rich tone value and each
sale draws more sales. I sold the last MAN%)EL today, so please rush out this <ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>