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The best~known trade-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 before the horn is familiar
to more Americans than any of the world’s great masterpieces”’—Collier’s Weekly.
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The Highest Class
Talking Machine in the World

THE INSTRUMENT OF QUALITY

a7 I'TH the resumption of the normal peace-time -
/"Gufl production of phonographs, the wide-awake
dealer will immediately try to secure the
agency for the wonderful Sonora, internation-
ally famous for winning the highest score for tone
quality at the Panama Pacific Exposition.

With largely increased factory facilities we shall be
able to take care of more dealers than we have in the
past, but we desire particularly to emphasize.that the
Sonora 1s distinctly a phonograph of the very highest
grade and its matchless tone and improved features
of construction are our first thought; quantity manu-
facturing is never given precedence or placed on a
par with quality maintenance.

Sonora sets the highest standards and upholds them.

Write us regarding an agency in your territory. We
offer an unequaled line of standard upright and
period models at prices ranging from $50 to $1000.

Sonora Phonograph Sales Company, Inc.

GEORGE E. BRIGHTSON, President

Executive offices : 279 Broadway, New York
Demonstration Salons, New York: Fifth Avenue at53rd St. 50 Broadway (Standard Arcade)
Philadelphia : 1311 Walnut Street Canadign Headgquarters : Ryrie Building, Toronto
Export Department : 417 West 28th Street, New York, U. S. A. '

To get the best results use only the
new Sonora Semi-Permanent Silvered
Needles with Steel Needle Records

CAUTION: Beware of similarly constructed needles of inferior quality.
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HOW THE TRADE MAY PROFIT FROM LESSONS OF THE WAR

The War Has Been a Wonderful Though Strict Teacher—Has Brought About Improvements in
Selling Methods, Developments in the Matter of Economies, Elimination of Trade and Other
Evils—Editorial Comments in This Connection That Are Proffered With Best Intentions

It has been said frequently for generations,
but will still bear repeating, that “experience
is the best teacher”; but some people, including
a goodly proportion of business men, cannot
even learn through experience, due not so much
to lack of intelligence as to carelessness in tak-
ing due stock of the lessons thus learned.

For the men in the peace-time industries in
America, the war has been a wonderful, though
strict teacher, for war conditions brought about
overnight, practically, improvements in selling
methods, great developments in the matter of
economies, and likewise the elimination of trade
evils, all of which have been discussed for years
with a full realization of their importance, but
regarding which nothing was done in normal
times. < =

In the talking machine trade, for instance, as
a result of the war there was a general shorten-
ing of terms in the retail field and an insistent
demand for cash, due to two reasons: first, that
the dealer must have cash with which to dis-
count his bills and secure a larger percentage
of the limited supply of goods, and, secondly,
because the limited supply of goods developed
a buyer’s market and made it possible for the
dealer, to insist upon cash or terms that ap-
proximated cash, with the assurance that he
could get it without any great difficulty.

Revolution in Selling Methods

The war has also brought about some other
revolutions in selling methods. We have had
real salesmen and saleswomen in the trade since
its inccption, and their work stands out clear,
but there was, unfortunately, too great a pro-
portion of those who found that talking ma-
chines and records, due to the tremeudous ad-
vertising and exploitation campaigns of the
manufacturers, came close to selling them-
selves. This proportion of dealers and their
help therefore were inclined to let nature take
its course, seeing that they could do a suffi-
cient volume of business without exerting
themselves to any great extent.

While the popular models of machines and
the most popular records were pleutiful, this
system worked out fairly well, but when war
conditions came the careless ones found that
they really had to sell their goods, particularly
records. They had to delve into their racks
and bring forth records that had not seen the
light of day since first taken from the shipping
case. They had to study those records and
describe them so alluringly that the customer
simply had to buy. Many of them found for the
first time that intensive salesmanship really had
a place in the talking machine store. The re-
sult has been that throughout the country there
are smaller stocks of what may be termed
“slow-selling or dead records” than ever before
in the history of the trade.

Lessons That Should Not Be Forgot

These lessons of proper terms and energetic
selling have been learned at considerable ex-
pense and under the goad of necessity. The
dealer had to get cash and move his old stock,
or shut up his shop, because he could not de-
pend for his turnover on new goods entirely,
as in normal times. Are these lessons going
to be forgotten or ignored with the return of
normal conditions? Are the dealers going to
neglect this great opportunity for putting their
businesses on the healthiest basis possible in
the history of the industry? Having learned to
clean house, are they going to let their books
be given over to long-time contracts and their
shelves given over to stock that sticks simply
because it isn’t sold and the customers don't
demand it? Ittis safe to say that some dealers

will forget this lesson, but equally safe to say
that so many of them will take it to heart and
will continue to practice the first-class selling
methods in vogue in other industries, where sell-
ing is a necessity rather than an accomplish-
ment, that the followers of the old-time methods
will be put to the test to hold on.
lasticity in Supply Situation Helps

The loosening up of the supply situation will,
of course, be welcome, but it is going to be a
gradual loosening up. The material markets
in the first place must be adjusted, so that manu-
facturers can get their normal supplies under
normal conditions, and this work can not be
done overnight. Then it is going to take time
to return war workers to the pursuits of peace;
to fit them into place in talking machine fac-
tories before all the machinery of production is
running smoothly again. This may take sev-
eral months or a year or more. Therefore, com-
plete relief cannot be expected on the first of
the year or shortly thereafter. The observance
of cash in short-time selling must therefore be
continued as a matter of self-protection. Like-
wise the practice of real salesmanship must
also be continued to keep stocks adjusted and to
prevent tying up of essential capital in the store-
room or the record shelves. After that, the

MONTHLY MEETINGS OF DEALERS

Frank E. Bolway, Edison Jobber, Adopts That
Plan in Preference to the Annual Convention
—Salesmen Demonstrate Their Methods

“Frank E. Bolway, of Syracuse, is trying out
a new substitute for the annual convention this
year,” says the Edison Diamond Points. “He
holds monthly meetings of the dealers in his
district for the purpose of comparing notes, giv-
ing suggestions and keeping everyone in touch
with the splendid ideas which any of the others
may have acquired. These monthly meetings
are held in the Syracuse jobbing establishment,
and the addresses are by members of the staff
of the Rochester and Syracuse stores. Several
dealers are invited each mouth as guests of the
establishment. The subjects under discussion
cover all sorts of problems of the Edison trade,
and are dealt with by Mr. Bolway's expert
salesmen.

“J. G. Brown, Mr. Bolway's right-hand man,
who was in the office the other day, informs us
that all their salesmen are A Number 1. If they
are not it is not Mr. Bolway’s fault, nor Mr.
Brown’s. They are two of the most wideawake,
up-to-date, enthusiastic salesmen who ever
went out after business. They give every man
in their employ full opportunity to benefit by
the combined experience of all their colleagues.
Co-operation is the keynote of the establish-
ment. The understanding between the sales-
men and their superiors and among the sales-
men themselves is complete. Mr. Bolway has
arranged frequent meetings among the staffs
of the different stores to provide for this un-
derstanding. At any time in the course of one
of these meetings any salesman may be called
upon to demonstrate his method of haudling a
certain problem, illustrated by another sales-
man who takes the part of a difficult customer.
Mr. Brown informs us that the men are keen
for these ‘rehearsals,” and derive a great deal
of benefit from their effective presentation.

“T. J. Leonard, who attended the ‘Bolway
Syndicate Meeting’ in Syracuse on October I,
is very enthusiastic about the monthly meeting
idea. ‘The dealers are not frighténed off from
attending by being asked to make talks or read
papers; that is done by various members of the

dealer who has learned his lesson thoroughly is
going to find that he will view every record in
stock as a liquid asset, not simply carried for
the sake of saying that he has a complete line
of records, but carried because he expects to
sell it with proper effort, and likewise expects
to put forth that proper effort.
Value of Cash Business

In the matter of terms, it can be said that the
foresighted dealer has learned the value of cash.
It has been a bitter lesson to some, but, never-
theless, it has been: learned. The public, too,
has without doubt received a new impression of
talking machine values; has learned that the in-
struments are worth something in actual cash
and must be bought on terms that will enable
the retailer to clean up the sale quickly. There
is no reason in the world why credit of eighteen
months or more should be given on a sale total-
ing approximately $100. The customer who de-
mands that much credit had better buy a lower-
priced machine or wait until such time as he is
financially in a position to assume the obliga-
tion in proper form. Likewise, machines selling
at $30, $50 or even $60 in these days of high
prices should not be sent out on terms that rep-
resent little more than bank interest on the
dealer’s money.

Let the lessons of the war be kept in the fore-
front. Make the cost of the lessons pay divi-
dends. It will mean a cleaner, healthier trade as
well as more profits, quicker assets and a local
business life for the dealer.

sales staff, and the papers that I heard were
brief and pointed. There were no long and
wearisome talks. In consequence, things moved
with a snap, and the evening passed very quick-
ly.’ he comments.

“The guests at the latest meeting were T. J.
Leonard, general sales manager, Thomas A. Edi-
son, Inc.; L. S. Wright, of the Sheldon School
of Salesmanship; E. A. Agens, dealer at Low-
ville, N. Y.; A. Stettenbenz, of the Utley Piano
Co., Inc., dealer at Buffalo, N. Y.; C. J. Hereth,
dealer at Buffalo, N. Y.; W. C. Morgan, dealer
at Fulton, N. Y.”

NEW VOCALION REPRESENTATIVES

Important Retail Houses Take Agency For This
Instrument—Arrangements Made By Aeolian
Co.’s Branch Located in St. Louis

St. Louis, Mo., Dec. 8.—F. F. Stevenson, man-
ager of the wholesale Aeolian Vocalion depart-
ment in the Aeolian branch in this city, stated
this week to a representative of The World
that a number of important deals had been
closed during the past few weeks whereby the
Aeolian Vocalion line will be handled by repre-
sentative dealers in this territory. Among
these new Vocalion representatives are the fol-
lowing: Parker Dry Goods Co., Charleston, IlL;
J. W. Milligan, Carbondale, Ill.; Leliman Music
Co., East St. Louis, Ill.; Tuxhorn Bros. Hard-
ware Co., Edwardsville, Ill.; Feraud Bros., Gran-
ite City, Ill.; Gemlich & Schmidt, Boonville, Mo.;
John N. Taylor, Columbia, Mo.; George Porth,
Jefferson City, Mo.; Park’s Music House Co.,
Louisiana, Mo.

Mr. Stevenson also stated that new dealers for
the Vocalion line have been appointed in Kansas,
Oklahoma and Arkansas, and the new Vocalion
record is meeting with an enthusiastic reception
from Vocalion representatives throughout this
territory.

SECURES SONORA AGENCY

The Fortune-Ward Drug Co., of Memphis,
Tenn., has secured the agency for the Sonora
talking machine, and will devote the entire sec-
ond floor of its establishment to its exploita-
tion.
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Maintaining the Efficiency of the Mailing List

By Eliminating All the Deadwood =

The advantages accruing to the talking ma-
chine dealer through having a live, up-to-date
mailing list have often been manifested, but
never in the history of the trade has it been so
necessary as now for the dealer to see that his list
is actually live, and that the deadwood is elim-
inated so far as it is possible to do so. In nor-
mal times the waste that comes from carrying
dead names on the mailing list is to be con-
demned, even though often winked at, but in
these days of paper shortage, increasing over-
head expenses, and the request of the Govern-
ment for conservation all along the line, to carry
a mailing list that is not up-to-the-minute is lit-
tle short of criminal. Mailing costs have gone
up, especially on first-class matter, and printing
is more expensive. The literature for mailing
is costing from 50 per cent. to 100 per cent. more
than formerly and every factor connected with
keeping the mailing list going has grown more
costly.

It must be remembered, however, that the
mailing list will not keep itself free from dead-
wood automatically. It must be watched, and
watched carefully, and thinned out at frequent
intervals. The dealer who keeps no record of
his mailing list, and the direct results it brings,
can tell almost offhand those names on the list
which represent live customers—those who
make use of the lists and other matter sent to
guide them in their regular purchases. These
names must, of course, stay on, and be carefully
guarded. Then there are those who make pur-
chases semi-occasionally, and of a nature to in-
dicate that some particular piece of literature
has appealed to them, and has induced them
to buy. By carefully checking up the purchasers
of this class, the dealer is likely to find he can
save a considerable part of his postage bill by
sending to them only literature regarding rec-
ords and other items in which experience tells
him they will be most likely to be interested.

Next. separate the old customers—those who
have been more or less regular in their buying in
the past, but who, for one reason or another,
have fallen by the wayside. By removing them
from the regular mailing list and giving them
special attention the dealer can either rejuven-
ate their interest in their machines and put them
back in the live class, or learn definitely if their
interest has waned entirely, which, under the
circumstances, means that as a matter of fact

it will be real economy to let them severely alone.
To the doubtful names—and every list con-

tains dozens. or hundreds—send a return post-

card enclosed in a circular, or folder, explain-
ing that the dealer’s list is being revised; that
he wants to put into it information that will
assist him in sending to the customer, or pros-
pective customer, material that will prove most
interesting, and asking that the card be returned
with that information. The general rule is to
have the name of the prospective customer

L N

This Is No Time
to Waste Effort
and Postage On
a Dead List....

e T T

already written on the return card, leaving space
for the present address, make and type of ma-
chine, and class of records in which the pros-
pective customer is most interested. Those who
do not return the cards can be taken off the
list. A careful survey of the information con-
tained on the cards that are returned will per-
mit the conservative dealer to eliminate even
some of these names ffom his list, to allow
room for some liver prospect.

Return postcards, together with a circular
letter and envelope, and the first cost of mail-
ing, may appear to be an expensive proposition,
but it will be found that the number of names
that cam be cut off the list after this work is
done will represent, in the saving of expensive
exploitation literature, a sum many times the
cost of the campaign.

Under present conditions the dealer finds that
he cannot afford to let his salesmen waste time
on doubtful prospects, for as a rule he has not
sufficient stock to take care of the live cus-
tomers. His mailing list is a salesman, and it
should have on it only the names of those who

are ready and willing to do business. The
other kind can wait until stock is more plentiful,
and salesmen have more time.

CANCEL INCREASED PRICE LIST

Columbia Graphophone Co. Issue Important
Announcement Regarding Cut in Curtailment
—Restore Old Prices on All Machines

The Columbia Graphophone Co. sent out on

November 16 to their dealers a copy of a tele-
gram sent to Columbia business managers an-
nouncing the fact that the new and increased
price list for Grafonolas which went into effect
on November 1 had been canceled, and that all
November shipments since November 1 will be
rebilled at the old prices. The telegram to Co-
lumbia branch managers, which was signed by
George W. Hopkins, general sales manager,
read as follows:
* “Due to the announcement to-day of the War
Industries Boarfd of the Government that the
curtailment of the production of phonographs is
cut from 60 per cent. to 30 per cent., we are
glad to be able to reinstate prices as in force
prior to November 1, 1918, with instructions to
you to rebill all November shipments at the old
prices.”

BELIEVES IN VALUE OF SERVICE

M. B. Silverman, of the Mandel Mfg. Co., of
Chicago, Ill, whose talking machine business
has been steadily expanding throughout the
country, was recently in New York on one of
his periodical visits. Mr. Silverman is of a
keen, analytical mind, and he has many con-
structive and advanced ideas regarding the talk-
ing machine business, particularly the sales end,
which have proven of great interest and advan-
tage to dealers handling the Mandel line.

GOOD SALESMANSHIP

It is not good salesmanship to sell a customer
what she doesn’t want—or can’t use. It is not
good advertising to sell goods by misrepresent-
ing. Good salesmanship is making the cus-
tomer realize the merchandise will add to com-
fort, or enjoyment, or convenience. Good ad-
vertising is telling the truth about goods so at-
tractively that readers will feel the urge to buy.

ITSON FEyident.

BOSTON

LEGERDEMAIN and VICTOR SERVICE |

E have no Magician’s Bag of Tricks—

We Cannot Pull Machines and Records
Out of Empty Hats—But We Are Here to
Give the Victor Dealer the Best Service Pos-
sible and With the Spirit of Sincerity Always

DITSON’S

The Wartime Service
VICTOR EXCLUSIVELY

ERVICE

NEW YORK

N
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Victrola X, $90
Mahogany or oak

I

Y

“Will there be a

Victrola in your home
this Christmas?”

il

Al

We do the questioning—in our adver-
tising which reaches every part of the country.

i

y

People do the answering—by going to
the stores of Victor retailers everywhere.

You do the business—demonstrate the
Victrola and turn the prospect into a
customer.

i

I

Victor Talking Machine Co.
Camden, N. J., U. S. A. Victrola XVI, $225

Victrola XVI, electric, $282.50

“Victrola®’ is the Registered Trade-mark of the Victor Talking Machine Company Mahogany or oak
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.

e
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]mportant Notice. Vlclor Records and Victor Machines are scientifically
d and h din the of facture, and their use,
one with the other, is absolutely essential to a perfect reproduction.
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Victor Wholesalers X

Aibany, N. Y....Gately.-Haire Co., Inc. Des Molnes, Ia....Mickel Bros. Ce. Omaha, Nebr......A. Hospe Co.
Atlanta, d._"” .Elyea-Austell Co. Detrolt, Mich,.....Grinnell Bros, Mickel %ros Co.
Phillips & Crew Piano’ Co. Elmira, N. ¥Y..,...Elmira Arms Co. Peorls, INl,.,,.....Putnam.Page Co., Ine.
Austln, Tex......The Talking Machine Co., of | El Paso, W. G. Walz Co. Phiiadelphla, Pa..Louis Buehn Co., Inc.
Texas, Honoluly, T. H...,Bergstrom Music Co,, Ltd, T'he'Geo?ve-D Ornstein Co
Baltlmore, Md. ...(é?hlgng Huxgegons Houston, Tex..,..Thos. Gogzan. & Bro. . Penn Phot‘:eogra'ph e A 4
HE E:::r?brandt Sons Inc, |Indlanapolis, Ind. Stewart Talking Machine Co, The Talking Machine Co.
And M House 'Co Jacksonville, Fla..Florida Talking Machine Co. H. A. Weymann & Son, Inc.
BT, 2 Chooood Bt usfe ° * |Kansas Clty, Mo..J. W. Jenkins Sons Music Co. | Flttsburgh, Pa....W. F. Frederick Piano Co.
© 1]
Blrmingham, Als,Talking Machine Co. Schmelzer Arms Co Star(a:da%e'll‘glrkﬁoz'MI;‘c?:lne Co
Boston, Mass.,...Qliver Ditson Co. Lincoln, Nehr.....Ross P. Curtice Co. Por ’
. . tland, Me......
i T Talking Machine | Lj¢1e Rock, Ark..O, K. Houck Piano Co. | portlona orn . S e
The M, Steinert & Sons Co. |Los Angeles, Cal.,Sherman, Clay & Co. Provld R. X:.:J. < " & Bro., 'Ine.
Brooklyn, N. Y...American Talking Mch, Co. |Memphls, Tenn....O. K. Houck Piano Co. Rich 5 i
G, T. W:lluams. Mllwaukee, Wls.,,Bidger Talking Machine Co. I '“’I\;Vh.c I():.o‘i\lfgsesoi I(?:
Buffalo, N, Y.....W N. Andrews. Minneapolls, Minn.Beckwith, O’Neill Co. Rochester, N. ¥,..E. J. Chapman.
Neal, Clark & Neal Co. Mohile, Ala........Wm. H. Reynalds. The Talking Machine Ce,
Burllngton, Vt....American Phonograph Co. Montreal, CM,.,.,BerIiIl‘chr Gramophone Co., |Salt Lake Clty, U, Const:a,luliatel?:"MuIICIC«;K @
Butte, Mont......Orton Bros. e he John Elliott Clark Ce.
Chicago, Ill......Lyon & H Nashville, Tenn....0. K. Houck Piano Ce. San Antonio, Tex.Thos. Goggan & Bros.
Thc Rudolph Wurhtzer Co, |Newark, N. J.....Price Talking Machine Co, San Franclsco, Cal.Sherman, Clay & Co.
Chicago Talking Machine Co. | New Haven, Conn.TheHorton.Gallo-Creamer Co. Seattle, Wash......Sherman, Clay & Co.
g:""l“‘“‘"- O.....The Rudolph Wurlitzer Co. |New Orleans, La... Philip Werlein, Ltd. Sioux Falls, 8, D.. Talking Machine Exchange.
eveland, O..... Thecvz H, Buescher & Sons | New York, N, Y...g::ckmzlnB'Il‘auzng Mach. Co. Spokane, Wash....Sherman, Clay & Co.
an 4
The Collister & Sayle Ce. I Brno &"g’o,,_ Ine. St. Louls, Mo.....Koerher-Brenner Music Ca.
T The Eclipse Musical Co. IS ll);aveza, Jr.. Inc. St. Paul, Minn....W. J. Dyer & Bre.
olumbus, O......The Perry B. Whitsit Ce. Syracuse, N, Y....W. D. Andrews Ce.
Dallas, Tex,, . Sanger Bros. E:::]l:; g;:fl":n & Co. Toledo, O..........The Whitney & Currier Ce.
Denvar, Cole..... The Hext Music Co. . New York Tailnnz Mach, Co, | Washington, D. 0 Coben & Hughes.
The Knight-Camphell Music Ormes, Inc. E. F. Droop & Sons Ca.
Co. Silas E. Pearsall Ce. Robt. C. Rogers Co.
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ALL RECORD CUSTOMERS ARE ALBUM CUSTOMERS

MAKING THEIR SELECTION

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

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. Practical and handy. Save time and records.
A profitable adjunct to the business.

We manufacture disc Record Albums to fit cabi-
nets of all sizes and styles. With the indexes they
are a complete system for filing all disc records.

We have unexcelled manufacturing facilities, and
considering quality our prices are the lowest. Write
us, giving quantity you may desire, and we will
quote prices.

OUR ALBUMS ARE MADE TO CONTAIN VICTOR,
COLUMBIA, EDISON, PATHE AND ALL

OTHER DISC RECORDS

THE PERFECT PLAN

GENERAL PROSPERITY NOW REIGNING IN THE SOUTHEAST

Talking Machine Dealers in Atlanta and Vicinity Look for Heavy Business With More Liberal
Supplies Available—Change in Control of Veteran House—Some Recent Happenings

ATLANTA, GA.,, December 8.—Dealers in talking
machines in this city report a very satisfactory
business for the month of November. While
there is undoubtedly some curtailment in the
volume of business on account of the shortage
of goods in nearly all leading lines, there is still
quite a large volume of business moving.

In general it can be said that the whole
Southeast is in a most prosperous condition.
While cotton planters and those closely con-
nected therewith have made money this year,
still Georgia, Alabama, Mississippi, and the
Carolinas are not as dependent on cotton as
they once were, and the diversification of crops
has helped wonderfully. The city of Atlanta
has made the most wonderful strides financially,
having come from about seventeenth place in
the weekly bank clearings during 1917 for the
whole United States, to tenth place at present.
The weekly clearings are now around $75,000,000
and exceed such places as Cleveland, Minneapo-
lis, Buffalo, Detroit and other cities of from
two to three times the population.

It is regarded as probable that Camp Gordon,
the local cantonment, will be continued as a
permanent camp, and this will have a beneficial
effect on all the territory near Atlanta.

The move to place all business, wholesale and
retail, on a cash or nearly cash basis is being
watched with interest by merchants and bankers
all over the country. It seems passing strange
that the South, the home of long-time credits,
should become one of the leaders and pioneers
in this movement,

The Atlanta Talking Machine Co., the oldest
Columbia dealers in Atlanta, also Aeolian-Voca-
lion dealers, announce through Geo. P. Howard,
owner of this business since 1915, that they have
sold their stock and transferred their tenantcy,
good-will, etc., to other parties, who are abun-
dantly able to continue the business, and no doubt
will do a substantial volume.

Manager Salter, of the Victrola department of
the Cable Piano Company, reports that they
have had quite as large a volume of business as
they could accommodate with their supply of
goods. Their cash business, cash record trade,

first payments and monthly terms are in more
satisfactory shape than ever before. They are

expecting a very brisk winter and holiday trade.

Mr. Salter reports that they have exceeded 1917
business in his department every month during
1918 except one, and the difference-in this one
month and that of 1917 was small.

Phillips & Crew Piano Co., the oldest Victor
dealers in Georgia, report an active demand for
all types of Victrolas, and the outlook to be ex-
ceedingly bright. They are fortunate in having
set aside a certain portion of their jobbing stock
for their retail demand, and are thus in good
position to supply the local call for Victrolas and
records.

The Haverty Furniture Co., Mr. Wilson, man-
ager of the talking machine department, an-
nounces that E. E. Thornton, for the past two
years in charge of their talking machine depart-
ment, has resigned to go with the Columbia
Co. as traveling salesman for the Atlanta
branch. Mr. Wilson, his successor, was for-
merly with Phillips & Crew Piano Co., and is
a thoroughly competent and able phonograph
man. Everyonein the local trade wishes him well
in his new position. The Haverty Co. report a
large and increasing volume of business as each
week passes. Their stores in Alabama, South
Carolina, Tennessee, other Georgia cities and
in Texas all say that their talking machine de-
partments are doing nicely.

I. M. & R. D. Bame, Victor and Sonora
dealers, are quoted as booking a substantial vol-
ume of business, and while they are, as are most
dealers in standard lines, suffering somewhat
from the difficulty in getting stock, they antici-
pate a large Christmas and winter trade. They
are receiving more cash in first payments, cash
sales and collections on installment accounts
than at any time in the past.

The feature of the month was the advance in
the price of the Columbia line on November
1, and the corresponding reduction about ten
days later. This move is explained by the fact
that the War Industries Board had ordered
such a drastic reduction in the output of talking
machines for 1919 that it was absolutely neces-

Extends to the Trade Sincere
Wishes for a

Merry Christmas
and a Happy New Year

We are preparing for the biggest phonograph year in history, and expect to give our dealers
maximum service in handling their album requirements

sary for even the largest manufacturers to ad-
vance prices in order to get the same profit as
heretofore. The moment word was received
that the Government would allow a consider-
ably larger production than had been expected,
this being as soon as the armistice was declared,
the Columbia Co. set the figures back to the old
prices.

The local Edison stores, Phonographs, Inc.,
and The Diamond Disc Shop are continuing a
satisfactory and aggressive business. The new
Edison has become well established here, and
is very popular with people who appreciate
“classy” goods. The Edison popular price rec-
ord is now $1.15 and those of higher prices have
advanced proportionately.

Now that the war is at an end Phillips &
Crew, Victor distributors in this city, are most
optimistic regarding the business outlook. They
feel that the Victor Co. will soon be able to
make increased deliveries, and this, of course,
will mean that the dealers in this territory will
be better provided with stock.

The talking machine dealers and all interested
in the industry in this city and section wish the
proprietors of the Talking Machine World and
all subscribers a Merry Christmas and a Happy
New Year. Surely we all have more to be
thankful over this year than at any time in this
generation, the end of the Great War.

Don’t judge a man’s loyalty by his inability
to sing the national anthem. Many a real pa-
triot is tone-deaf!

Ideal for Holiday Sales

In that period of uncertainty as to what
to give, show your customers the_

CORTINA
Phone-Method

Sell them the records, the talking machine and
thetext books. The Cortina Military French-
English course is especially adapted for those
going ‘‘over there.”’

Send for full information,
ter and window displays.

The Cortina Academy

12 East 46th Street :: New York

Advertising mat-

New York Album & Card Co., 23-25 Lispenard St., New York
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Victor
Supremacy

Victrola VI, $35

Mahogany or oak
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Victrola XIV, $175
Mahogany or oak
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' | The enormous
viesviso 1l public demand for
the Victrola, the
unparalleled success
of Victor retailers
everywhere un-
mistakably tell of |
b e xviteazs
Victor supremacy. [ “wanmenee

Victrola 1X, $60

Mahogany or oak!
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| Victor Talking Machine Co.
o ol Camden, N. J,, U.S. A.
Victrola XVII, $275

Victrola XVII, electric, $332.50
Mahogany or oak
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“VlCt"’lﬂ" is Lhe chlstered Trade-mark of the Victor Talking Machine
ing the prodi of this C only.
Wnrmng The use of the word Victrola upon or in the promotion or
sale of any other Talking Machine or Phonograph
products is misleading and illegal

Important Notice. Victor Records and Victor Machines are scien-
tifically di d and synchronized in the p: of manu~
facture, and their use, one with the other, is absolutely
essential to a perfect reproduction.

Victrola XI, $115
Mahogany or oak
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NEW YORK, DECEMBER 15, 1918

HE end of the war has brought relief to the talking machine

industry in more ways than one. Just as The World went to
press last month there came the news of the lifting of certain restric-
tions regarding the use of metal in talking machine manufacture.
Since then all restrictions covering curtailment of output, or pri-
orities in steet supplies, have been removed. This removal of all
restrictions has meant that manufacturers can now with perfect free-
dom carry on their business under normal, pre-war conditions, al-
though, of course, there will exist for some time the question of
sufficient labor and other problems that go with the period of read-
justment and which affect other lines of industry.

The trade as a whole is to be congratulated on the manner in
which it has withstood the stress of war and how the various factors
have surmounted tremendous difficulties and kept things going even
when the outlook was most unfavorable. The attitude taken toward
the industry by the Government officials has been largely due to the
educational campaign conducted by members of the trade showing
the essentiality of music during wartime. The cries of the radicals
and the unthinking that all industries not actually engaged in the
making of war munitions or clothing, or in distributing food, should
be eliminated for the period of the war, were fortunately not heeded,
or even taken seriously in Washington. The curtailment of pro-
duction in non-war industries was recognized as a matter of prime
necessity, for the winning of the war was the nation’s first busi-
ness, but curtailment orders were issued only after careful investi-
gation, and were designed to aftect industries only to such an extent
as was absolutely necessary in the view of the officials. The idea
was not to cripple one industry at the expense of others, but en-
deavor so far as possible to allow all industries to carry on and keep
going even though on a limited scale.

The importance of the talking machine in maintaining the morale
of our fighting forces, as well as of the civilians at home, during
the dark hours was fully recognized by both civilian and military
authorities, and that had much to do with the consideration shown
the industry, and the arguments presented by those elected to repre-
sent it in Washington. A number of plants as a patriotic duty
turned a large percentage of their facilities over to direct war work,
which was the proper thing. This fact, coupled with the observance
of certain curtailment orders naturally reduced the output both of
machines and records to a considerable degree, but the more serious
curtailment orders that would have still further reduced the output
of the manufacturers had hardly been promulgated before the sign-

ing of the armistice with Germany made possible their withdrawal.

The action of the Government officials in lifting restrictions at
the first possible moment is to be accepted as .an indication of the
attitude of the Federal authorities toward industries generally,
among them this of ours, and an indication of what may be expected
in the matter of Government assistance during the reconstruction
period.

FROM Washington comes the good news that the Senate Finange
Committee in redrafting the War Revenue bill has fixed the
war excise tax on talking machines and records at 5 per cent., ds
compared with the 10 per cent. tax provided for in the original House
bill. This reduction in tax on talking machines follows the removal
from the bill of the sections providing for a floor tax on talking
machines and records, as well as other musical instruments in the
hands of manufacturers, wholesalers and also retailers at the time
the law became effective. As the measure now stands the manufac-
turer will be called upon to pay what means an actual increase of
only 2 per cent. over the tax provided for in the existing law—a
much more equitable increase than was originally proposed.

The various representatives of the industry have worked faith-
fully in Washington to bring about the reduction of the proposed
tax on talking machines and records, emphasizing particularly the
importance of those products to the nation, as a force for the build-
ing and maintenance of morale, and also pointed out that the 10 per
cent. tax as originally proposed would preve ruinous to the trade as
a whole. The Senate Finance Committee has finally accepted these
arguments at their full worth, due perhaps in some measure to the
change in the war situation, and the belief that the amount of reve-
nue originally intended to be raised by the new bill will not be
necessary.

Members of the trade, however, must still keep on.their guard
until such time as the new War Revenue bill in its final form and-as
agreed upon by both the House and the Senate reaches the Presi-
dent for his signature. It is still possible, although not at 4ll prob-
able, that the bill may again be changed perhaps to the disadvantage
of the industry, and this possibility must be guarded against. B

The elimination of the floor tax represents a genuine victory,
for it has been frequently stated that a goodly number of dealers
who have gathered together substantial stocks of machines, and
particularly records, as a matter of precaution, straining their re-
sources to finance the purchase of stock, would be unable to meet
the Government’s demands for the payment of .10 per cent. tax
over and above the purchase price of the goods. It is doubtful
if any attempt to reinsert the floor tax provision, or a similar tax,
will be made in the final draft of the bill.

SALESMEN often overlook, opportunities not only to secure
new prospects, but to develop their business along.new and
profitable lines by failing to call upon customers to whom they
have sold talking machines and records. In normal times, of
course, this would be to some extent impossible, but in these
war days, when a shortage of ‘certain types of-talking machines
is prevalent, and there is a little time to spare, advantage should
be taken of this condition by dealers and salesmen to visit owners
of talking machines, and ascertain whether the machines add
records purchased are giving satisfaction—in other words, segk
to find out what might be done to further enhance the pleasant
relations that should exist between the dealer and the customer.

This display of interest on the part of the salesman, or the
dealer, is certain to bring its reward in the near future, when
sufficient stock is procurable, and when trade will be revsumed in
a vigorous way. It is a move that will result not only in friend-
ships, but in sales.. For the man or house who puts irto force
this policy of “service” is destined to have news of his good will

and service progress spread broadcast among relatives and

friends of those called upon, with the- result that as‘a purely
advertising proposition it will be found profitable as well as busi-

ness of the most approved kind. Lo

]
l

HE great world war with its heavy drain upon the resqurces :pf

this country, and for that matter upon practically all the coun-
tries of the world, in the matter of men and material, is now at af
end, and with the coming of victory there comes also the period ‘of
reconstruction—of readjustment, as it is more popularly termed,
and the problems that arise in connection therewith.
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These problems will necessarily affect business men in all lines
with the gradual return from war to peace pursuits. The realloca-
tions of hundreds of thousands of skilled and unskilled workers ; the
replacing in the industrial field of some hundreds of thousands of
erstwhile soldiers and sailors, and the turning of great industries
now engaged in war work over to the manufacture of peacetime
merchandise, cannot be done offhand or hurriedly without creating
the danger of a crisis of some sort. ’

There will be some scurrying, of course, to get back to normal,
or as close to normal as possible. Those who have had their busi-
nesses curtailed or partly eliminated are going to expand, or try to
expand, and resume their pre-war status. They are going to try
to make overnight work of a two-year task, and it is going to be a
difficult achievement—one in which the weakling has a small chance
of success. How are the talking machine manufacturers, whole-
salers and retailers going to fit into the scheme of things when this
adjustment is going on?

The time to plan and the time to work is not after peace is
formally declared at the international conclave, but right now, so
that plans will have been prepared and the foundation will have
been laid along proper lines when the thoughts and activities of the
nation are fully turned to peace channels.

The concern, whether engaged in manufacturing, wholesaling
or retailing, that has kept its name before the trade and the pub-
lic constantly during the war period, and continues the same policy,
perhaps on a bigger scale, for the coming months, is going to be in
a position to jump ahead of competitors who have not been so far-
sighted. The constant advertising may not have produced tangible
results in full measure, but it has nevertheless served to mould opin-
ion, to impress the name of the company and the product upon those
who will be in a position to go out and buy. It is going to help that
concern garner business while the fellow who has laid down is
scratching around to get acquainted again, for it will be discovered
that rebuilding a business is as hard, if not harder, than establishing
a new business. It is a little point worth thinking over.

Then comes the biggest and most important question of them
all—the question of credit. During the period of the war there
have been many manufacturers and retailers who have absolutely
forced a rearrangement of the credit system, and terins, both whole-
sale and retail, have been‘shortened materially in many cases. After
the war neither manufacturers nor retailers can go back to the old
system, and the ones who do are lost. The period of readjustment
—of reconstruction—is more than likely to be also a period of finan-
cial adjustment. The high wages of to-day are going to become a
thing of the past, particularly as they affect war workers. Men
must seek new fields and at the same time accept less compensation.
This is going to have a decided effect on the general financial situa-
tion.

Then there comes the redistribution of capital, the return of
billions from war plants into the normal channels of business. That

in itself is going to have its effect on the money market. It means
that the credit obtainable either by the manufacturer or retailer is
going to be limited, possibly just as limited as it is to-day. It
means that both divisions of the trade must be able to finance them-
selves to a great degree, and to finance themselves means to get
cash, or what approximates cash, for the goods they sell.

Without doubt the loosening up of the material market will bring
with it a reduction in manufacturing costs and a subsequent reduc-
tion in the price of manufactured products. So much the better
from the selling viewpoint, for more reasonable prices will mean a
broader field of distribution.

There will be many material benefits to business as a result of
the end of the war, aside from the victory which we have achieved.
Let the trade hold on to a sound credit system as representing one
of these lasting benefits.

HERE ought to be no more doubt as to a business man’s duty

when he hears false business doctrines presented than there
is about the physician’s duty when he hears a man putting false
notions into the minds of the untutored regarding, we will say,
the germ theory of disease.

Everybody is interested in business, and, if they only knew it,
not simply in the innumerable details which enter into business
transactions, but in the. principles which underlie these trans-
actions, principles which the vast number have no grasp of.

Our time is so mortgaged to the succession of events that we
fail to realize what significance there is in them, with the result
that when things go wrong we make a hit and miss guess at the
cause and probably lay the blame on some incident having no
more relation to the wrong results than gold buried 400 fathoms
under the sea has to the high cost of living

Every decision in business based upon prejudice is helping to
build up the mountain of obstacles in the progress of business
toward a stable position. Therefore is it not the duty of business
men to shake men out of their prejudices, not roughly, nor with
that air of superiority which always defeats good purposes, but
perhaps humorously, always good-naturedly, through that power
of persuasion which comes by studying men’s whims?

Many are all the while letting slip the opportunity to give a
new or wider vision. In other words, to lead the men prejudiced
by narrow outlook into a rational view. If a man has a lazy
streak in him, the temptation is to let the fellow with the false
notions wallow in them. Sometimes life is too short to put
reason into him, but the lazy streak tempts some into this
thought too frequently, and if we were perfectly frank it would
be admitted that it was sheer laziness which decided many
against action.

Cultivate the fine art of persuasion. There is no art finer or,
in the hands of a rational man, better calculated to get the affairs
of business on a sound, progressive basis.

e 57

A Merry Christmmas

—to our Brave Boys who made even Germany
unhealthy for the world’s human cootie.

—to Pearsall Dealers who have had a successful
year regardless of drawbacks.

—and to
Service for the

sall Kid.

Silas E. Pearsall Co.

Wholesale Distributors of Victrolas and Records

10 East 39th Street

those dealers who will use Pearsall
first time in 1919—the Pear-

NEW YORK
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Starr Policy for 1919

The Starr Pirano Company announces herewith its
policy for 1919.

Prices will be restored at once to the figures which
prevailed before Starr production was restricted by
governmental order.

Decreased output resulting from governmental
curtailment necessitated an increase of price on all
Starr models of pianos, player-pianos, grands and phono-
graphs. This increased price i1s now removed on the
entire Starr line, readjusted prices to be in effect as of
12 o’clock midnight Tuesday, December 31, 1918.

It must be remembered that The Starr Piano Company has been
on an exclusive war basis. Deliveries will naturally be increased as
the factory is being restored to a peace footing. The respect in which
The Starr Piano Company is held the world over has been greatly
emphasized by its splendid performance in war service and by its
products being exclusively adopted as standard for the U. S. Army
observation balloons. '

The capacity of the Starr factories has always been swiftly ab-
sorbed, but in view of the facts cited above, together with the intro-
duction of the improvements devised by our experimental department
in the last eighteen months, prospective buyers will do well to be
forewarned against a demand without precedent.

We assume that peace will shortly follow the signed armistice.
In that event the entire capacity of our factory will be devoted to
the production of Starr-made pianos, player-pianos, grands and phono-
graphs.

In spite of that fact, we do not believe it will be possible to
build during 1919 all the Starr products the world will want.

1he Starr Piano Co.

Richmond, Ind.
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“A Joy too Deep for Words” —but music can
These are joytul days—and

express it.

music plays its proper part.

Columbia Graphophone Co.
NEW YORK

—_—a———

GREAT EDUCATIONAL CAMPAIGN

Princess Watahwaso Gives Concerts Under the
Auspices of Educational Department of Put-
nam-Page Co. for Purpose of Creating Money
Surplus to Buy Victrolas and Records

In a letter from Putnam-Page Co., of Peoria,
111, they write of the successful work of Prin-

cess Watahwaso in connection with their edu- -

cational department. In a tour of three weeks
afternoon and evening concerts were given in
cities of Illinois and Jowa and always to ca-
pacity houses. It was interesting to see 2,000
children sit for an hour listening intently and
enjoying every minute, and in response to their
enthusiastic applause number after number was
repeated, to their great delight. It was an event

[_ L ™

Listening to Princess Watahwaso

in their lives never to be forgotten, for a real
Indian Princess told them fascinating stories of
the forest, sang for them the songs little In-

dians sing and danced the ceremonial dances of *

her tribe. A truly wonderful day for them and
Princess Watahwaso enjoyed it quite as much
as they.

Great interest was manifested by both teach-
ers and pupils and their co-operation was all
that could be desired. The concerts were given
under the direction of the music department in
each city, assisted by the local Victor dealer, and
both should be justly proud of their work.
Too much cannot be said in praise of their ef-
fort, interest, co-operation and management.
Assisting them were the teachers and pupils of
the entire school force. Such a combination
insures success! The proceeds were placed in
the hands of the dealer, at the disposal of the
teachers to be used for Victor educational rec-
ords and school machines, the records selected
to be suggested by a committee consisting of
the supervisor of music and several teachers ap-
pointed by her.

In deciding upon Princess Watahwaso for
this work the Putnam-Page Co. had the desir-
able combination of one interesting in an edu-
cational sense, a soloist of ability and great per-
sonal charm; instructing and giving a most un-
usual entertainment. They feel they were very
fortunate in having Princess Watahwaso with
them for this work. Everyone was delighted—
felt repaid for their efforts and would like a
return date at some future time. Princess

Watahwaso feels it a great privilege to give to
the world the songs of the Indian and to help
the pupils know their customs, traditions and
legends, which in this day of modern civiliza-
tion she regrets to say are fast disappearing.
Her program included songs collected and
harmonized by Thurlow Lieurance. Among
them “By Weeping Waters,” “Waters of Minne-
tonka,’7 “Sioux Serenade,” etc. These songs

have been recorded by the Victor Talking Ma-
chine Co. and are now in great demand every-
where.

Victor dealers are enthusiastic over the results
of the concert and the Putnam-Page Co. is now
planning to further assist its dealers in mak-
ing definite the work in the schools—a feature
of the work which should not be neglected in
the educational department.

HOW HANDSHAKING CAN BE MADE TO HELP SALESMANSHIP

The Art of Shaking Hands Properly and at the Right Time Worthy of More Than Casual Study
—Practice Appeals Differently to Various Classes of Customers

Shaking hands with customers often helps to
develop in them a friendly attitude. It has a
tendency to bring seller and buyer closer to-
gether. It is a good plan, however, to shake
hands only with people who will be favorably
aflected by the action. Now and then a patron
or a prospect comes around who is sort of offish
or uppish or crusty or crabbed, and such a per-
son needs to be handled at arm’s length and
no attempts made at familiarity. If the cus-
tomer is not going to come half way on the
hand shake pass it up.

Of course everything is going to depend upon
the way you shake hands. If you merely stick
out a limp paw for the other fellow to waggle
up and down, you can’t expect him to enjoy it
very much.

First, learn how to shake hands. Learn the
happy medium between the college freshman
wrench and the lifeless cemetery flop. Shake
bands quickly, firmly, as if you meant it. Shake
hands as you know or imagine a man like Theo-
dore Roosevelt would do it—with a hearty grip
and a look in the eyes, not a limp wiggle and a
glance at the other man’s necktie. And don’t
hang onto the other’s hand—whether man or

woman. Shake it and be done.
Then, learn when to shake hands. Don't
crowd the act upon the unwilling. Don’t put

out your hand and hold it there until the other
fellow is shamed into taking it. Shake hands
as if it were the natural thing for both of you
to do. If you shake hands when you greet a
customer, don’t offer your hand again when you
part a few minutes later. If the prospective
customer is met as a stranger, leave the hand-
shaking until you part, unless it is expected at

the outset. Make the action an indication of
an acquaintance that has advanced during your
meeting. Handshaking will help salesmanship
if you use it in the right way.

TRIBUTE TO MEMORY OF T.T.GELDER

The National Publishing Co., manufacturers
of talking machine record albums, Philadelphia,
Pa, have just sent out a very gracious tribute
to the passing of Tolman T. Gelder, who died
suddenly some time since while on a visit to
St. Louis. Mr. Gelder joined the forces of the
National Publishing Co. November 4, 1899, and
it is pointed out that during his nineteen years
with them he proved himself of marked ability.
Being a true and square man, his friends could
be numbered by the hundreds. He was a great
thinker and possessed an unusual reasoning fac-
ulty. He had most excellent judgment in siz-
ing up a business situation. Mr. Gelder was
held in high esteem by all who knew him, and
his passing is greatly regretted.

PAYS TO TURN OVER STOCK QUICKLY

It is the man who turns his stock over quickly
and often who makes the successful merchant
but to do this the credit end of his business
must be well taken care of. Wisely made cred-
its mean prompt collections, and prompt collec-
tions mean that cash is always ready without
borrowing to start the cycle of purchases for
another quick turnover. Good credits and
prompt collections also mean the golden profit
of cash discount, the basis every profitable busi-
ness must be on.

Style 900

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.

Territory arrangements with active dealers. Send for particulars,

THE REGINA CO.

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

[EH
o

New Regina Sound-Box

47 West 34th Street, NEW YORK
209 S. Wabash Ave., CHICAGO, ILL.
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Th‘ank God, the War

he Day’

'HAS COME

s over—zncludmg
the shouting.
But_during the period of reconstruction and

readjustment the man of vision foresees events
_that cast their shadows before them.

For instance, he sees that it will be many a day before the

* Steel ‘Needle business will again be normal—that everything that has to do

with the manufacture of needles, including American Labor, is not going
down in prlce——that the demand for High Quality Steel Needles for at least
the next fewyears is going o be enormous.

The entire world for more than four years has been liv-

_ ing a life without galety This same world now wants to feel the full enjoy-

ment that music will give them. Hundreds of thousands of new marnagea

~ will take place. . These new homes will want music. Every home in which

there will be a Talking Machine will need an endless supply of Steel
Needles

The market is practically oversold today. What it w1ll
be a month, three months or a year from now, is for you to judge. Some
_dealers w111 be ina posltlon to supply their customers with Steel Neédles.

As a dealer with foresight, we advise that you im-_

medxately antxcxpate your next years requirements -

. Made in America by Americans N °

BRlLLlANTONE STEEL NEEDLE (O. 9fAmerich

INCORPORATED

I Su1te 657-659 Marbrldge Bulldlng, Broadway at 34th Street, NEW YORK CITY

R = cific Coast Diatrict

ﬁ_ B. R. FORSTER, Pm.dem ' : WALTER 5. GRAY <

530 Chronicle Bldg.

B SUPERIOR STEEL NE San Francisco, Cal.

A e st e T
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Developing a Retail Talking Machine Business
Along Practical Lines : =

Dealers who fail to realize the importance. of
combating competition with practical plans and
clever ideas often wonder why others make a
success that is worth while, and they only eke
out a fair living. What they lack in their ideas
of salesmanship are practical suggestions to the
trade. They fail to arouse that keen interest
that is the best possibleé argument for making
sales to customers who come again.

A study of the successful dealers in talking
machines and records proves that the men or
concerns who have made a striking advance
have done so from the very fact that they proved
themselves to be men with ideas that were of
value. Competition is a vital factor to-day in
the talking machine industry. This single item
has done more to develop the sale of these ma-
chines—the records follow as a natural conse-
quence—than many of the after-effects and the
plans that have been laid for the betterment of
business. The dealer who does not fully value
this part of his industry is overlooking a very
significant element. It is doubtful, in fact, if
he ever makes good.

In coping with this matter of competition
what can the dealer do to offset it? What can
he plan in the method of his'sales or in the dis-
play of his stock or in the publicity ideas that
he evolves, that will prove that he is a live man?
Theories are of little value in a case of this
kind. What is demanded now are facts. He
must adhere to helps that will induce the public
to seek him, and this can only be done in a
profitable way by making his place of business
a magnet. The people are not coming to him
from sentiment altogether. But this, too, will
prove a help when rightly distributed.

Practical helps are made up of displays, both
in the windows and in the sales section. Care
in arranging the stock. Rapidity with which the
machines can be shown and a careful knowledge
in the placing of the records. There must be a
reason why the trade will seek you when other
concerns are not overlooking the need for giv-
ing the trade all that that service implies. Poor
displays are not going to help you. Lack of
some practical sales system in giving your cus-
tomers what they want quickly is not going to
encourage them to buy now or to come back
later. They are after that quality of service
that is the ready-to-see brand.

Now what is your live competitor doing to in-
crease his sales? What has been the reason for
his success? Go to his store and ascertain.
How?> Will you ask him to explain this to you?
No. If you did he would refuse you. You
must find out for yourself. This is sometimes
an easy matter and at others it is a difficult one.
But you can ascertain some things by pains-
taking observation. However, as imitation is
a very bad quality of flattery, you will doubtless
réfuse to play the second part in this sales game.

Then you will be compelled to modify his
plans and to improve upon them if you can,
and therein lies the secret that will be your
most logical argument for better sales. The
best way to prove that you are a capable man
i to take a careful inspection of yourself. Be-
gin with your individual self. Go over your
own ideas of salesmanship, of display, of stock
apd of customer reception. Then make a note
of the value of your employes. What percent-
age of them are making good? Have you
watched their sales plans and have-you noted
the reason as to why sales were often lacking?

'Perhaps they have been lacking on account
of their inability to make good. They were
ignorant of the first qualifications of salesman-
ship. They did not know how to receive a cus-
tomer intelligently. This is not to be wondered
at. There are a great many inferior salespeo-
ple. Cheap help, while not always a draw-
back, is likely to be an asset to your competitor.

He might become aware of this, for people are
going to comment at times, you know, of things
that do not directly concern them.

It may be that your stock is lacking in the
number and character of the machines offered
or in the records shown. This is sure to create
unfavorable comment, and when the public be-
comes aware that you are a failure in this way
they are not going to give you very much con-
sideration. In buying records, particularly, they
want to have the pleasure of making a selec-
tion from a number of pieces. They want to be
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given a practical demonstration of your ability
to show them that you have the stock to meet
their whins.

You may think that this is a foolish idea. It
is, if we look at it in one way. DBut we must
look at it in a broad way and cater to the pub-
lic’s whims. The same rule applies to the edi-
tor of a magazine. He must give his readers
sonrething that will please them regardless of
what his personal opinion might be. The prac-
tical dealer is a man who caters to the public
taste. He forgets his own ideas and tastes. He
is seeking to sell the public, and he stands ready
to combat competition with this striking argu-
ment.

The live dealer values this to the limit. He
does not permit his tastes to interfere with the
public’s and he pleases them by this large idea.
It is a practical one. He serves them with
that care that is an insurance that they can get

3 By Warfield Webb

what is wanted. They may be selfish, and
they may be exacting and they may prove to be
annoying at times. The dealer who is keen to
these notions overlooks them. The important
part that he sees is in making the customer a
satisfied one. He will pass up his own ideas
when he finds that they are incompatible. with
the customer’s.

What is competition doing for you that you
cannot make capital of? What is that live deal-
er over the way doing now that makes his
trade¢ so good? Well, he does advertise. Yes,
and he backs up his publicity statements with
facts. Otherwise his advertising is a deception
and the public is not going to be deceived for
very long. But he makes good because he
proves that he is a practical dealer. That is
the sum total of what this means.

His window displays are attractive. They
prove that he is fully alive to the needs of the
public. They are in touch with anything that
is the order of the day. It might be a national
celebration or it might be a local affair. It
might be an opera celebrity or a musical artist
who is to give a recital in his city. He makes
this one feature a practical help to the cus-
tomers. If there is a popular song or a hit in
the musical world He places these records in
the forefront. It proves to the public that he
is a man who is in touch with the world, and
that it is to their interests to deal with a man
of this type.

How are you a practical dealer? Are your
ideas based on a foundation that does inspire the
public with the belief that you are a capable
dealer? If your competition is keen well and
good, you have a stronger reason then to work
all the harder that your store will become the
trade mecca of your locality.

IMPORTANCE OF PROMPT PAYMENTS

When a customer begins to be slow in his
payments, then look out for scattered purchas-
ing. The experienced credit man does not need
to be told that big permanent relationship be-
tween creditor and debtor will come generally
only through insistence upon recognition of
terms of sale and prompthess in meeting them.

removal of

Talking

Announcing the

- The DOMESTIC

Corporation fo
LATROBE

PENNSYLVANIA

Machine

q

“Domestic” on talking machines stands for the highest
quality of product at the retail prices of $17 to $135.
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Three Big Values —Three Big Sellers

Model No. 3
$125.00

= Model No. 6
$90.00

Model No. 5.
$75.00

MANDEL PHONOGRAPHS—made by one maker—backed to

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

The MANDEL embodies massiveness in cabinet design, efficiency m
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
l 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.

Whrite for full detail.;—today

A Letter from Missouri—Name and Address on Request MANDEL

MANDEL MFG. CO.,

Chicago, Il
Gentlemen:
Please book my order for immediate shipment by freight, the following: O

Two Style No, 3 MANDEL Phonographs, Oak finish.
Two Style No. 3 MANDEL Phonographs, Mahogany finish,

e it purshaser of the MANDE is delighed with whe ek tone yalue and et | 501-511 So. Laflin Street, Chicago, Illinois
me nt. I want to keep the MANDEL on my ﬂour (A MANDEL DEALER) i
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Getting After The Talking Machine Trad; of

The Returning Soldiers = =

Many talking machine dealers have been using
in their advertising the slogan, “Keep the Home
Fires Burning—with a talking machine .by the
fireside to play the tunes that your boy loves to
hear on the battlefront across the sea.” This
was good business, and it helped to sell some
machines.

Now, however, that the boys have put over
the job laid out for them and are about ready
to return to their homes in America, the slogan
quoted above is out-of-date. The thing for the
talking machine dealer to do now is to adver-
tise AT the soldier boys instead of ABOUT
THEM.

This brings us down to the main point of this
article—that the talking machine business is go-
ing to be unusually good from now on, and re-
turning soldiers are going to be among the best
purchasers. This is true for a good many rea-
sons.

In the first place, it is generally agreed that
out of the melting pot of our army organiza-
tion will come an army of civilian-idealists.
Men who were poolroom loafers on one extreme
and men who were society-idlers on the other
extreme are coming back from Europe with a
new conception of what constitutes a happy ex-
istence. They are going to want to get to work
doing something useful. They will get mar-
ried, build homes for themselves and they will
want to stay in these homes. This is not a
mere prophecy by one individual. The greatest
thinkers and students of economy in the country
say that such a condition will prevail.

With the desire for a home comes the desire
for the things that make home life really worth
while. Music is one of them, it is an essential,
and the soldiers have learned to appreciate this
fact. Many of them, yes thousands of them,
listened to talking machines when in from the
front line for a rest, and learned for the first
time how cheering good music can be, what a
source of inspiration it is. These men will all
want a talking machine in their homes, and if
the dealer advertises to them in the right way
selling them will be an easy task. Besides the
unmarried men who will come back and take
wives and build homes, there are thousands of
others who will be talking machine prospects
when they get back into civilian life. These
last mentioned are the soldiers who married on

the eve of departure for the front, and who will
set up homes of their own as soon as they re-
turn. They, too, will have learned that a home
is not complete without a talking machine.
Naturally soldiers who have been over there
fighting for their country will feel a pride in
their achievement, and will be interested for a

long time in anything that calls to mind their

fight on the other side. For this reason the
best kind of advertising to get the business of
the returned soldiers will naturally be advertis-
ing that refers to their life as soldiers. The

<A

Nouw is the Time
to Advertise to
Soldier Boys In-
stead of at Them

0 O 2

idea here is the same as that used for advertis-
ing to the parents of the boys while the war was
on. Everyone is familiar by this time with the
way in which thousands of ads coupled up sell-
ing goods with winning the war.

The thing to do now is to couple up the peace
era with renewed activity in selling. = Headlines
like this would be good for advertising talking
machines to soldiers: “The songs you heard over
there can be heard in your home over here, on
the Blank talking machine; start your home
right; put music there the first thing”; then give
terms, etc. Or: “You remember how much fun
you got out of that talking miachine in the Y
hut in Fsance; come to us, and let us tell you
how you can have an instrument in your own
homes on easy terms.” These two suggestions
are just to give the idea. Any dealer who is
awake can frame up attractive ads that will get
the attention of soldiers starting new homes as
they get back into civilian life.

Some dealers may coutend that not enough

By Courtenay Harrison

soldiers will be released in his town to make
such advertising pay. Many thousands of sol-
diers will be released each month from now on,
from all sections of the country. Some of them
in your town are bound to respond to the kind
of advertising mentioned. Besides, such adver-
tising will be read by others than soldiers, be-
cause it will appeal to the popular taste, and
lrence it will sell machines to many persons not
soldiers. It’s good publicity.

Such ads as those mentioned can appear over
a period of several months from the present
time on. The soldiers will not all be back for
at least a year, or two years, perhaps.

Speaking of soldiers being good purchasers,
there is another thing in this connection to re-
member, and that is that soldier-civilians will be
good “risks.” They have learned the value of
economy and have been taught discipline and a
sense of duty which will make them desire to
meet their obligations promptly.

It has been stated that the soldiers will not
be the only ones to whom the kind of adver-
tising spoken of will appeal. Another class
that will read these ads and buy talking ma-
chines is the Liberty Bond holders. During the
war it was patriotic to hold on to bonds, but
now that the war is won many people who have
wanted things like talking machines, but who
rever could save up enough to buy them, may
be inclined to dispose of their Liberty Bonds
and purchase things for their pleasure that they
have long wanted. A different “twist” can be
given to advertising to cover appeals to this
class.

All things considered, it looks as if the dealer
in talking machines had the greatest opportunity
ever to “do business” for the next year or so
with so many new homes being started. If
he is alive, advertises in the right way, and gives
his prospects the proper attention, he simply
can’t help getting the business, It’s here, and
the live dealer will get it.

INCORPORATED

Among the incorporations filed with the Sec-
retary of the State at Albany, N: Y., recently
was that of the Emerson Record Sales Co.,
Manhattan, with a capital of $25,000, by E. En-
nisson, H. T. Leming and V. H. Emerson.

Don’t Lose the Business
Momentum

- It’s Harder to Start and Gain Speed Than
It Is to Keep Going—Don’t Put on the Brakes

We are putting forth every effort to back up
our dealers, not only with available stock, but
with sales promotion material and exploita-
tion plans that will keep the pep in their
business until conditions become fully normal.

Our Business Now—and Always—Is to Help as Wellas Wholesale

Victor Distributors

ECLIPSE MUSICAL CO.

CLEVELAND, OHIO
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Columbia Dealers Get This

January Window Display

We’ve sent this big January Window Display to
Columbia Dealers throughout the United States.

Use it—now! and make your windows work overtime.

The new Columbia Record List is one of the finest

we’ve ever made up. The records fairly sell themselves.
Give them a chance —show them!

This is a good time to feature Foreign Language Records.
Why not put in a line? The cost is small — profits big.
Werite for particulars. 102 West 38th St.,, New York City.

COLUMBIA GRAPHOPHONE COMPANY NEW YORK
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Make This Your Biggest Yeaff

The war is over. After years of retrenchment and ‘“‘doing with-
out” the world is swinging back to the piping times of peace.

People want relaxation, amusement. And the New Year is here!
Never was there such a combination for good phonograph business.

If Grafonolas were essential in war-time, how much greater is
their need in the joyful celebrations of peace. Now is the time for
folks to buy that Grafonola they meant to get ‘“‘when the war ends.”

Make this the biggest year ever.

If we can help you with special advertising

material, sales suggestions, etc., let us know—quick.

COLUMBIA GRAPHOPHONE COMPANY NEW YORK
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Explaining the Value of Veneered Cabinet

Work to the Talking Machine Customer

Although veneer is now used on practically all
cabinet work, and the solid mahogany, or wal-
nut, of other days has practically disappeared,
the average talking machine salesman should
use great care in apprising customers of the
fact that the case, or other part of the instru-
ment, is built up of veneer, and avoid having
the question as to wood construction put to
him if possible. Those who are acquainted with
modern woodworking methods appreciate the
fact that a veneered cabinet properly made is
generally stronger and more to be desired than
one of solid wood. There are still people, how-
ever, who believe that to describe a piece of
furniture, or a talking machine cabinet, as ma-
hogany, is to imply that it is built of solid
wood, and accept any instrument that is ve-
neered as a confession of guilt in the matter
of trying to deceive the buyer.

When the salesman is called upon to state
that a case is veneered he should not stop until
he has shown to the customer just what ad-
vantage built-up veneer possesses. Arguments
made in favor of veneer work that the salesman
may do well to study have been set forth ably
by C. D. Crain, Jr., in an article that appeared
recently in “Veneers.” “The fact that veneered
rather than solid work is used throughout high-
grade cabinets suggests some interesting lines
of thought,” says this writer. “Of course, the
same general considerations which have led to
the bulk of the furniture output being of glued-
up stock apply to the manufacture of cabinets
for talking machines; that is, permanence,
strength and attractiveness of appearance, which
are to be secured by this means, make it a log-
ical thing to specify laminated woods. The
cabinet is a piece of furniture just as much as
it is a musical instrument, and its possibilities
from the standpoint of beauty are such as to
warrant the manufacturer in taking advantage
of the attractive features of veneered work.

“In the larger cases, the broad surfaces which
are exposed give a splendid opportunity for the
use of handsomely-figured woods, and mahog-
any and oak veneers of exceedingly attractive
appearance are regularly used. Walnut and
figured gum are coming to the fore in some

of the cabinets, and before the war Circassian
walnut was largely employed; but up to the pres-
ent the greatest emphasis appears to have been
put on mahogany, with oak coming next. In
view of the desire of the manufacturer to have
a case that is attractive to the eye, it is not any-
thing to be wondered at that veneered work has
been used.

“The thing that is worth pondering, however,
is the undoubted fact that better effects, mu-
sically, can be secured by the use of veneered
work than if solid material were employed.
There seems to be no doubt that this is the
case, and, in fact, it is an assumption that is
generally found to exist in the talking machine
trade; the reasons for this are not generally
understood, however, and it does not appear
that much effort has been made to analyze the
situation from this standpoint, though undoubt-
edly the engineers of the big companies have
made complete studies of the subject. That
these concerns continue to buy panels for their
cabinets indicates that their results have not
been unfavorable to veneered work.

“Ever since the beginning of musical inclina-
tions on the part of human beings wood sound-
ing boards have played a part. The rudest
instruments—of which the now famous ukulele
of the Hawaiians is an excellent example—have
sounding spaces enclosed by light pieces of
wood. The reason for this is to enable vibra-
tions, which cause sound, to be carried most
readily. The heavier the wood, the more dif-
ficult it is to cause it to vibrate, of course; while
in the case of metal the vibration is likely not
to be of a musical quality.

*“It is thcrefore reasonable to suppose that the
musical quality of a phonograph would be in-
creased just to the extent to which the respon-
siveness of the cabinet to the musical vibra-
tions is developed. If the cabinet were made,
for example, of inch boards, it would be difficult
to use it as a medium for the production of
sound.

The actual problem, as far as the sounding
chamber of the phonograph is concerned, is to
make it immediately responsive to the vibra-
tions set up by the mechanism, so that they

Grade “D;” Cover with No. 3 Straps.

Ward’s Khaki Moving Covers

PROTECT YOUR MACHINES FROM ALL
KINDS OF WEATHER

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

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

Grade “D”, medium size, $6.00
Grade “D”, large size, $6.50
Grade “K” medlum size, $8.00
Grade “K” large size, $9.00
Carrying Straps: No.1 $1.00; No. 2 $2.00; No. 3 $3.50
ORDER SAMPLE COVER ON APPROVAL

‘With Name of Machine silk emhroidered on any Cover; extra,__30c.
With Dealer’s Name and Address. first Cover; cxtra__. -$1.1
Same on additional Covers, cach extra aer 60c.

Write for booklet

THE C. E. WARD Co.

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

Also Manufacturers of Rubberized Covers
and Dust Covers for the Wareroom

may be transmitted to the exterior with the
proper tone.

“It is the wood which is responsible for the
tone, and the difference in quality between one
phonograph and another, just as in the case of
violins, is a difference in tone quality. While
the mechanical features of the machines are
credited by the manufacturers with responsibil-
ity for this difference, it is really the result of
the manner in which the sounding chamber has
been constructed. The constant experiments
which have been made by the manufacturers
along this line show clearly how the importance
of this feature of the talking machine is appre-
ciated.

“The difference has come about because in-
stead of sending the sound through a tin horn,
it is now brought out through a wood sound-
ing chamber. This chamber is enclosed with
light, veneered sides and top, and the material
is so responsive to the vibrations introduced
into it that a mellow, rich tone is developed, just
as a beautiful tone is brought out of a fine vio-
lin. The fact that built-up material is employed
enables lighter material to be used than would
be possible otherwise, and as suggested above
the lightness of the material is what makes it
responsive.

“Sound waves are created by molecular vibra-
tions, and it is easy to understand why heavy
bodies are not easily set to vibrating and why
light materials are employed in all stringed in-
struments where sound reproduction is involved.
It is true that other considerations are passed
on here, such as the weight of the instrument,
but the reason thin wood is employed in stringed
instruments is the same reason back of the use
of laminated woods in talking machines—greater
ease in securing musical vibrations.

“Since musical tone demands mathematical ac-
curacy of the parts, it is also highly important
that every feature of the instrument be true as
to line and dimension. This would not seem
to be so important in the case of a talking ma-
chine as an instrument which is played upon
by the musician, since the former is used for
the reproduction, instead of the production of
the sound. But those who are making talking
machine cabinets realize that in order for the
machine to be permanently acceptable, and to
do its best work at all times, the materials which
go into it must be of a kind which will not warp,
shrink nor pull apart.

““The rift in the lute’ was simply a broken
place in the body of this ancient musical instru-
ment, forerunner of the violin, which inter-
rupted the vibrations produced by the plucking
of its strings, and destroyed the musical quality
of its tone. A ‘rift’ or defective part of any
kind in a talking machine would immediately
result in the destruction of the tonal character
of the music, and would substitute sounds far
from pleasant.

“Realizing that every part going into the
sound chamber, as well as other sections of
the machine, must therefore be not only light
enough to respond perfectly to the vibrations
produced by the mechanism, but so manufac-
tured as to resist temperature and climate and
use, and to remain right for an indefinite period,
designers of these machines have seen to it
that veneered work be installed. And that is
why the manufacturer of glued-up panels is
being given the job of making the materials for
the machine which is taking its place as the
world’'s most popular product.”

A GOOD RESOLUTION TO MAKE

To make this year one of the best you've ever
had in “making good”—is a good resolution to
make!
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DEALER SERVICE

In Connection with

VOCALION

N the two pages following
are reproduced examples of

the special advertising service now
being extended to Vocalion

dealers.

On the left-hand page is a re-
production of a full-page color
advertisement—one of the series
of such advertisements appearing
monthly in the *Saturday Evening
Post.” Opposite is the newspaper
reproduction in line of the same
advertisement.

Proofs of these newspaper re-
productions are sent to dealers with
the information that mats of the
advertisements set in four columns
will be furnished in time to run in

local newspapers simultaneously

PUBLICITY

with the appearance of this adver-
»

tisement in the ‘“Post.” In this way
the local merchant is enabled to
“tie-up’’ with the Vocalion national
campaign and direct its influence
towards more specifically building

his own individual business.

This is the most modern mer-
chandising practice, the advantage
of which is today fully recognized.
Coupled with the unquestioned
superiority of the Vocalion itself
and the unapproached character of
Vocalion publicity, it furnishes
one more of the many weighty
reasons why the most substantial
music dealers throughout the
country are Vocalion represen-

tatives.

Catalog and complete information sent upon request

THE AEOLIAN COMPANY

AEOLIAN HALL, NEW YORK
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HE product10n of the Aeolian-
Vocalion, four years ago, signal-
ized the entrance of a great music
house into the field of phonograph man-
ufacture. Before that time, phonograph
development had been in other hands.
Resourceful inventors and skilful me-
chanics had done wonders—had
brought the phonograph from an in-
genious toy to a mechanical marvel.
But wonderful as it unquestionably
was mechanically, there was left much
to be done in the way of develop-
ing its musical possibilities. Origin-
ally designed as a “TALKING
MACHINE,” its perfection as a
MUSICAL INSTRUMENT could
only beaccemplished by skilful mechan-
ics who were also trained musicians.
The staff of the Aeolian included such
men—men possessed of this unusual
combination of musical knowledge and
mechanical talent and experience. It is

T he Perfected Phonograph of Tod@//};

THE AEOLIAN-
VOCALION

Supplement to Talking Machine World

-

these men who have produced such in-
struments as the Aecolian Residence
Pipe-Organ—the most ambitious and
costly instrument ever made—the mar-
velous Pianola, the superb Steinway
Duo-Art Pianola, and many others.

In the Acolian-Vocalion, product of
the Aeolian staff, the musical world was
introduced to a new and superior phono-
graph, which was a true musical instru-
ment. Thisinstrumentcorrected defects
of tonal reproduction, and substituted
for the slightly metallic tone which has
always been a characteristic of the
phonograph, a clearer tone of great
richness, depth and beauty.

In addition, it added to the phono-
graph the Graduola, an entirely new
device for controlling tone, thus giving
individuality to the phonograph and
enabling the performer to participate,
when he desired, in the actual playing
of records.

FOCALION ADFANTAGES

TONE—The Aeolian Company’s wide experience in
tone production through various mediuins—strings,
reeds, pipes, etc.—have enabled it to construct a phono-
graph with a tone of unrivaled depth, richness and beauty.

TONE-CONTROL — The exclusive and revolutionary
“Graduola” makes the Vocalion the only phonograph
affording means for artistic and instinctive expression
control. This new feature enables anyone to partici-
pate in the playing of the records, and adds immeasur-
ably to one’s enjoyment of the phonograph.
CASE-BEAUTY — The regular upright models of the
Vocalion reflect the experience of its makers as fine-art
instrument designers. In both outline and finish these
established an entirely new standard of beauty, while
the Period Styles, though inexpensive, are the most
unusual and artistic phonographs ever displayed.

MECHANICAL PERFECTION — The Automatic
Stop on the Aeolian-Vocalion—at once the simplest
and most effective device of its kind—is an example of
the degree of perfection manifest in every detail of the
Vocalion’s construction.

And the extraordinary new f

UNIVERSAL TONE-ARM—This wonderful new fea-
ture enables the Vocalion owner to play cvery make of
record—to hear all the great bands and orchestras.
Without requiring any change of reproducer or parts
and in the most direct and simplest way, it supplies
what is now recognized as an essential to the up-to-date
phonograph. Moreover, so scientifically is this Uni-
versal Tone-Arm constructed that the Vocalion will
not only play all records, but will play them at their best

VOCALION PRICES
Conventional Models, equip ped with Graduola, are priced from $115 upwards; without Graduola

from $50.

Many beautiful Period Models, priced from $240.

THE AEOLIAN COMPANY

Makers of the Duo-Art Pianola Piano. Largest Manufacturers of Musical Instruments in the World

AEOLIAN HALL

In MANHATTAN
29 West 42nd Street

I» THE BRONX
367 East 149th Street

In BROOKLYN
11 Flatbush Avenue

In NEWARK
895 Broad Street

Hear the Vocalion Record of
“Annie Laurie” as sung by

MAY PETERSON

Priva-DoNNA SOPRANO
OF THE METROPOLITAN OPERA COMPANY

May Peterson’s carcer has beem a p/zenom{nally
brilliant one. Following a number of years’ study
in Italv, she created a profound semsation in
Paris as prima-donna soprano of the Opera
Comique. Her success abroad has been followed
by a no less notable triumph at the Metropolitan
Opera Ilouse.

This great artist sings exclusively for the Vo-
calion Record, and her delightful rendering of this
appealing old ballad discloses the beauty and
flexibility of her woice as well as the extraordinary
qualities of the Pocalion Record.

STYLE 8oo

In Figured Makogany
Veneer or Circassian

Walnut
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The Perfected Phonograph of Today

THE AEOLIAN-
VOCALION

HE production of the Aeolian-

Vocalion, four years ago, signalized

the entrance of a great music house
into the ficld of plhonograph manufacture.
Before that time, phonograph develop-
ment had been in other hands. Re-
sourceful inventors and skilful mechanics
had done wonders—had brought the
phonograph from an ingenious toy to a
mechanical marvel.

But wonderful as it unquestionably
was mechanically, there was left much
to be done in the way of developing its
musical possibilities.  Originally de-
signed as a “TALKING MACHINEL,”
its perfection as a NMUSICAL INSTRU-
MENT could only be accomplished by
skilful mechanics who were also trained
musicians.

The staff of the Aeolian included such
men—men possessed of this unusual
combination of musical knowledge and
mechanical talent and experience. It is

S

these men who have produced such in-
struments as the Aeolian Residence
Pipe-Organ—the most ambitious and
costly instrument ever made—the mar-
velous Pianola, the superb Steinway
Duo-Art Pianola, and many others.

In the Aeolian-Vocalion, product of
the Aeolian staff, the musical world was
introduced to a new and superior phono-
graph, which was a true musical instru-
ment. This instrument corrected defects
of tonal reproduction, and substituted
for the slightly metallic tone which has
alwavs been a characteristic of the
phonograph, a clearer tone of great rich-
ness, depth and beauty.

In addition, it added to the phono-
graph the Graduola, an entirely new
device for controlling tone, thus giving
individuality to the phonograph and en-
abling the performer to participate,
when he desired, in the actual playing
of records.

VOCALION ADVANTAGES

TONE—The Acolian Company’s wide experience in
tone production through various mediums—strings,
reeds, pipes, etc.—have enabled it to construct a
phonograph with a tone of unrivaled depth, richness
and beauty.

TONE-CONTROL—The exclusive and revolution-
ary “Graduola” makes the Vocalion the only
phonograph affording means for artistic and in-
stinctive expression control. This new feature
enables anyone to participate in the playing of the
records, and adds immeasurably to one’s enjoyment
of the phonograph.

CASE-BEAUTY—The regular upright models of
the Vocalion reflect the experience of its makers as
fine-art instrument designers. In both outline and
finish these establish an entirely new standard of
beauty, while the Period Styles, though inexpensive,

are the most unusual and artistic phonographs ever
displayed.

MECHANICAL PERFECTION—The Automatic
Stop on the Aeolian-Vocalion—at once the simplest
and most effective device of its kind—is an example
of the degree of perfection manifest in every detail
of the V'ocalion’s construction.

And the extraordinary new

UNIVERSAL TONE-ARM—This wonderful new
feature enables the Vocalion owner to play cvery
make of record—to hear all the great bands and
orchestras. Without requiring any change of
reproducer or parts and in the most direct and
simplest way, 1t supplies what is now recognized
as an essential to the up-to-date phonograph.
Moreover, so scientifically is this Universal Tone-
Arm constructed, that the Vocalion will not only
play all records, but will play them at their best

VOCALION PRICES

Conventional Models, equipped with Graduola, are priced from $115 upwards; without
Graduola from $50. Many beautiful Period Models, priced from $240.

THE AEOLIAN COMPANY

Makers of the Duo-Art Pianola Piano. Largest Manufacturers of Musical Instruments in the World

AEOLIAN HALL

In NIANHATTAN
29 West 42nd Street

In THE BRONX
367 East 149th Street

In BROOKLYN
11 Flatbush Avenue

In NEWARK
895 Broad Street

A

Hear the Vocalion Record of
“Annie Laurie” as sung by

MAY PETERSON

Priyma-Doxxa Sopraxo
oF THE METROPOLITAN OPERA COMPANY

May Peterson's career has been a phenomenally brilliant
one. Following a number of years' study in Italy, she
created @ profourd sensation in Paris as prima-donna
soprano of the Opera Comique. Her success abroad
has been followed by a no less notable triumph at the
Metropolitan Opera Fouse.

This great artist sings exclusively for the Vocalion
Record, and her delightful rendering of this appealing
old balled discloses the beauty and flexibility of her
voice as well as the extraordinary qualities of the Vo-
calion Record.

STYLE 8oo

In Figured Mahogany
Veneer or Circassian

Walnut




The Famous

B 32002—'Cello Solo
Salut d’Amm;:r[ (Lo){le’s Greeting)

{
MAURICE DAMBOIS

Piano Accompaniment

Supplement to Talking Machine World

Belgian ’Cellist

MAURICE DAMBOIS

WILL MAKE
VOCALION RECORDS EXCLUSIVELY

ANY critics have pronounced this distinguished
M voung artist the greatest ’cellist of our day. Cer-
tain it is that the Vocalion Records of his art are
the most beautiful phonograph reproductions of ’cello
music ever heard. Appealing and sympathetic as the
‘cello is always, the Dambois Vocalion Records bring
out in perfection the natural beauty of the instrument
and present a wonderful tone-picture of the playing of
this master ’cellist.

MA URICE DA M BOIS was born in Liege, Belgiun,
in 1889. Like most musical artists who are en-
titled to be called “great,” his extraordinary talent
became evident at a very early age. Ie made his debut
before Iler Majesty Queen Marie-Henriette of Belgium
at Spa, playing the Saint-Saens Concerto in A Minor,
and at the age of fifteen was acclaimed a virtuoso.
Dambois’ tone is unsurpassed in its purity and
depth, and his interpretations are characterized by a
wealth of poetic feeling.

The AEOLIAN-VOCALION

A phonograph of broader musical powers

o
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Style 400
Price 8116

HE Vocalion is in itself a phonograph

of highest quality. It has several spe-
cial and unique advantages, moreover,
which will interest anyone contemplating
the purchase of a new phonograph.

The Vocalion lends itself to the playing
of all standard records—imparting to each
the full musical quality of which it is
capable.

With the fascinating tone-controlling de-
vice, the Graduola, the /istener becomes at
will a performer and artistically varies the

tone-color and accents of the recorded
music.

As artistic in appearance as it is in musi-
cal quality, a Vocalion may be chosen to
harmonize with any room decoration, for,
besides the handsome standard models,
there are sixteen exquisite Period Styles at
moderate prices.

Q) O
[ 2} ©

The Vocalion records of Maurice Dambois
will be played for you at any time.

THE AEOLIAN COMPANY

Makers of the Famous Pianola. Largest manufacturers of musical instruments in the world

In MANHATTAN
29 West 42nd Street

In BROOKLYN: 11 Flatbush Avenue

AEOLIAN HALL

In THE BRONX
367 East 149th Street

In NEWARK: 895 Broad Street
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A. J. PALMER ADVERTISING MANAGER FOR EDISON CO.

Succeeds Leonard C. McChesney, Whose Death Was Announced Recently—His Thorough Train-
ing in Publicity and Phonograph Fields Eminently Fits Him for This Important Post

Announcement is made by Thomas A. Edison,
Inc., of the appointment of Arthur J. Palmer,
. formerly assistant advertising manager, to the
position of advertising manager, made vacant
by the recent death of Leonard C. McChesney.

Mr. Palmer began his business career as copy
boy for the American Press Association, New
York. He became in succession exchange edi-
tor, news editor, special writer, and editor of The
American Press, a trade paper for newspaper men
and the house organ of the American Press As-
sociation. Following that he went South, hold-
ing for three years the position of publicity
manager for the Montague Mailing Co., of
Chattanooga, Tenn. His next position was that
of sales and advertising manager of the Brand
Mig. Co., of Brooklyn, N. Y.

Mr. Palmer became connected with Thomas
A. Edison, Inc., in November, 1915, as assistant
advertising manager. His work for the past
tlhiree years in that capacity has made him well
known in the phonograph world. He brings
to his new duties a thorough knowledge of the
phonograph business not only from the adver-
tising standpoint but from every other angle as
well. He comes peculiarly fitted for his position.
He can judge advertising copy because he can
write it himself. He has demonstrated that in the
past by writing some of the most “pulling” copy
ever put out by Thomas A. Edison, Inc. Added
to his knowledge of the technique of advertising
Mr. Palmer has a thorough and most practical

knowledge of all the printing, engraving and
allied arts. His comparative youth for so re-

) oxs o B

Arthur J. Palmer

sponsible a position (he is thirty-four years of
age) makes his future a most promising one.

MUSICAL IMPORTS INTO AUSTRALIA

Total $1,765,000 in Year Ending 1917, of Which
a Large Proportion Came From the United
States—Exports to New South Wales

The growth of business between the United
States and Australia, and particularly the growth
in exports from this country to Australia, is
indicated by the fact that for the fiscal year
ending 1916 the total imports of musical instru-
ments were $1,604,337, and during the fiscal
year ending 1917 the imports of musical instru-
ments amounted to $1,765,230. In the State of
New South Wales alone musical instruments
during the years 1916-17 to the value of $604,871
came from the United States, divided as follows:
graphophones and records, $180,060; pianos, up-
right, $424,811. The figures would seem to in-
dicate that there still remains an opportunity
for increasing our exports of musical instru-
ments to the Australian States.

BAN LIFTED FROM TRAVELERS

The executive order issued by the President on
August 8, 1918, forbidding any person regis-
tered or subject to registry for military service
in the United States to leave the country with-
out the previous consent of the Secretary of
War has been revoked. This act is of special
interest to traveling men entering Canada, who
will thus be able to make their trips into that
territory without wading through considerable
red tape.

DEATHS OF THREE DEALERS

LeRoy Williams, of Dillon, S. C.; Mr. Sasser
of Sasser Furniture Co., Mount Olive, N. C;
and H. L. Land, of Hamlet, N. C, three Edi-
son dealers, recently died of influenza and pneu-
monia according to announcement made by The
C. B. Haynes Co., Inc., Edison distributors of
Richmond, Va.

e e

@he Talking Mackine World
Extends to Its Readers

HBrest Wishes =

Hor a Merry Christmas =

And a Prosperons New Year =
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FEATURE SALES ARGUMENTS

Three Artistic Car Cards Bearing on Pathé Rec-
ords Just Issued

The Pathé advertising department has just
issued for the use of its dealers three artistic
car cards that feature different sales arguments
One of these cards calls attention to the new
Pathé demonstration record that has met with
a phenomenal sale. This record has on one side
a quartet selection and on the other a group of
instrumental and vocal demonstrations that give
the dealer an opportunity to emphasize the dis-
tinctive characteristics of Pathé recording.

Another card in this series features the Pathé
Sheraton model, an art model phonograph that
has met with a ready sale throughout the coun-
try. The third calls attention to the round
Pathé sapphire ball, which is used on Pathé
phonographs instead of sharp needles. On this
card there is also presented an illustration of
the Model 7 Pathéphone.

OPENS SILVER GRAFONOLA SHOP

On the first of the month, the Silver Grafo-
nola Shop opened a handsome estiblishment at
22 Delancey street, New York, which promises
to be one of the most successful retail phono-
graph establishments in that part of the city.
This store handles the Columbia and Victor
lines, and Irving A. Silver, head of the concern,
is leaving nothing undone to give his patrons
efficient service. Mr. Silver is also the head of
the Marconi Phonograph Co. at 106 Delancey
street, and the experience that he has gained
during the past twelve years has been utilized
to excellent advantage in the decoration and
furnishings of the new Silver Grafonola Shop.
There are twelve sound proof booths in this
store, and an indirect lighting system is used
that adds to the beauty of the interior.

WISE TO CLASSIFY ONESELF

No man is indispensable, but some are more
useful than others. It is a good idea to figure
out your own classification once in a while, then
try to find a way to improve it.

CLEANS,
LUBRI

ANS,
(CATES,
POLISHES AND PRE.
VENTS

IRE-ARMS, TYPEWRITERS,
TALKING MACHINES, SEWING

NYOIL is put up in the following sizes:
No. 16 (Cans) 1 Pint
32 1 Quoa

NYox

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; is free from acid.
no sickening smell, being absolutely odorless.

It is colorless and has

Workmanship must have the proper Oil.
when you have to huy an Qil 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 as 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 Oil that is used in America.

R WM. F. NYE, NEW BEDFORD, MASS., U.S. A. R R

B (v SPORTSHANS iy LY
il THE 05T HIGHEY
REFINEDOILTHAT HAS
EN P! CED

NYOIL is put up iu the follow-

10g sizes:
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PEACE!

Every nation of the Earth
1s thrilled with the joy of Peace!
The wonderful Paean of Lib-
erty’s Victory is ringing ’round
the world! They are singing
the “Marseillaise” in the streets
of Berlin.

The dull, dread pain of war
1s lifted at last from the hearts
of our people. An era of re-

joicing, of loosened purse-
strings, of preparation for the
homecoming of our boys, is at

hand.

Edison dealers must see it
as their duty to use their every
effort 1n furthering music’s
place in these rejoicings. Music
in the home must be part of
the preparing welcome for the
returning soldier. It has been
our greatest solace; it must be
now our greatest inspiration
for the new and better world-
life before us.

Edison Message No. 32

THOMAS A. EDISON, Inc.

ORANGE, N.IJ.
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The Application of Period Decoration to Talk-
ing Machine Cabinets—The Henry IV Style

The exploitation of period styles in talking
machine cabinets, which threatened for a time
to be hindered or stopped entirely as a result
of the wartime con-
servation orders is-
sued by the Govern-
ment officials, is again
possible through the
welcome fact that the
war has drawn to a
close and industries
can again turn their
attention to peace-
time pursuits, and the
normal problems of
business.

As is generally
known, the Govern-
ment order limited
the number of styles
to be produced by
each manufacturer to
six, but with the re-
striction removed,
there is now no limit
to the number of spe-
cial case designs
which the manufac-
turer may produce
and offer to the pub-
lic. This freedom of
movement, however,
should be accepted in
a business way. An
unlimited number of
cabinet designs in any
one line does not of
necessity indicate
manufacturing effici-
ency. In fact, it
means quite the con-
trary. The more
styles the greater the
manufacturing ex-
pense, and likewise
the greater selling ex-
pense, because the
dealer, if he features
a complete line, must
tie up that much more
capital in his sample and regular stock. The
thing, then, is to design a comparatively few
period cabinets of such authenticity and excel-
lence that they will prove readily salable.

As the various manufacturers present new
models patterned after leading French, English
and. Italian decorative styles, the value of
originality in the designing of period cabinets
becomes more pronounced, for duplication effort

and sameness of design is not to be introduced
under ordinary conditions, and is, in a measure,
to be condemned in the case of period designs.

The Henry IV Style Fits Modern Requirements

There are a large number of accepted period
styles that are most attractive and offer a wealth
of detail, but with which the public as a whole is
not familiar. In the French school, for instance,
practically everybody who is at all well in-
formed knows of the various Louis styles, par-
ticularly the Louis XIV, XV and XVI, as well
as the Empire style. There are other periods
of French decorative art that bespeak as great,

if not greater, consideration from the cabiuet
designer of to-day. There is, for instance, the
style of Henry IV of France, during the course
of whose peaceful reign the arts and sciences in
France prospered to an unprecedented degree.
Henry IV is better known perhaps as the fa-
mous Henry of Navarre.

Henry IV became nominal King of France
in 1589, upon the death of Henry III, but it
was not until 1594 that he was crowned. In
1600 he married Marie de Medici, and the prog-
ress in the decorative arts during the suc-
ceeding ten years of his reign was due pri-
marily to her influence. Marie de Medici was
thoroughly Italian, and she introduced a touch
of Baroque into the purer Renaissance style of
France which led the way ultimately to the
creation of the Rococo of Louis XV. It was
during the reign of Henry IV that the great
work of extending the Tuileries, and the com-
pletion of the long gallery connecting the
Louvre and the Tuileries was completed. Next
in line was the addition to Fontainebleau of a
great court to the eastward. Many furnishings
for the buildings proper and for the additions
were imported from Italy, but French artists
put forth their efforts so successfully as to sup-
plant the importations and rise to supremacy.

During this reign the shell was first intro-
duced in France as a decorative motif in wood-
carving. At first it was confined to finials of
chairs and cabinets, where it was extremely
effective, but it soon passed into more general
use and led eventually to the Rococo.

In many of the details given in the accom-
panying cut, there is a noticeably close resem-
blance to the forms used in our Colonial style.
This is because the Henry IV style in a large
measure followed the Greek quite closely; but
a closer study of the style will show that while
the details may be similar the spirit that
governed their use was far different from our
Colonial spirit. In color and elaboration the
Henry IV was far more regal, as befitted a
style that had its origin and development in a
court and may be said to be, in a sense, the
application to the palace of details that in
Colonial days were adapted to the home.

The contemporary English styles were the
later Elizabethan and Early Jacobean, and the
decorative style of both France and England
was distinctly the trend of the classic influence. .

In the details shown herewith, the designer of
talking machine cabinets should be able to find
much material with which to embellish his
work. There is a richness about the Henry
IV style that fits in well with modern ideas
of decorative treatment, for the style is actually
the forerunner of modern decorative styles.

Lid Supports
Needle Cups
Needle Rests

BEST QUALITY

- AUTOMATIC COVER SUPPORT No.

OPERATED WITH ONLY ONE HAND

SIMPLE — SUBSTANTIAL — ECONOMICAL

FINISHED IN GOLD OR NICKEL PLATE

Accomplishes all that any other type of one-
position support does—at about half the cost.

We manufacture hardware for all styles of cabinets

Door Catches
Sliding Casters
Continuous Hinges

No. 1265
Sockets WITH AND WITH-
Tone Rods OUT COVER

LOWEST PRICES
WRITE TO-DAY FOR QUOTATIONS

WEBER-KNAPP COMPANY

1287 |

Knobs, etc.
FURNISHED IN ANY FINISH

- Jamestown, N. Y.
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JOHN H. WILSON, MANAGER, 324 WASHINGTON STREET, BOSTON, MASS.

Boston, Mass., December 2—Business is very
good everywhere. The cessation of hostilities
on the other side has created a new atmosphere
which is felt by trade generally. The ban is be-
ing lifted in all lines of activity, and while fac-
tories are allowed a more normal output of
goods the real results of this good in-
tent are not likely to be felt until long after
the holidays, as factories, so it is stated in the
local trade, will not be in a physical position to
meet the increasing demands for goods until
well into the new year. The result is that many
Christmas orders will go unfilled. One com-
pensating feature of the situation that the trade
has been facing is the fine attitude of the dealers,
who, for the most part, have accepted an un-
pleasant condition gracefully. Along with all
other departments of business the talking ma-
chine houses took a holiday on the day the
armistice was signed, and the following day was
officially declared a holiday by the Governor, so
here the workers virtually enjoyed two days’
respite from business.
G. A. Dodge Enters Talking Machine Business

1t will be interesting news to the local trade to
learn that George A. Dodge, widely known in
Boston business circles, has entered the talking
machine business. Mr. Dodge, who has been
identified with the hotel business, and whose
name has for several years been associated with
Paragon Park and the Palm Garden at Nan-
thsket Beach, has purchased a controlling inter-
est in the Eastern Talking Machine Co., having
acquired the holdings of the estate of Elton F.
Taft, president of the company, who it will be
recalled died quite suddenly several months ago.

Mr. Dodge brings to the business large ex-
perience, a keen sense of values, a knowledge of
men and a mind always receptive to new ideas.
It is a part of his plan to make a physical sep-
aration of the wholesale and retail departments,
and if the present plans are carried out it is
likely that by the first of the year the wholesale
business will be moved to 18 Oxford street,
where the FEastern Co. has long maintained a
large storage plant for its Victor line. Mr.
Dodge has met several of the leading Victor of-
ficials and his policy, which he has mapped out
in considerable detail to them, has met with
their approval, and they have been quick to see
in him a man of progressive ideas, one who
would be able to push the Victor proposition to
the greatest success. In the meantime William

J. Fitzgerald, who has made himself a neces-
sary factor in the Eastern Co.’s business, is cor-
dially co-operating with Mr. Dodge in all his
plans which he has on foot to develop the busi-
ness of this company, which is one of the few
houses in the city exclusively handling the Vic-
tor line and no other line of merchandise.
Thomas W. Hindley Married

Thomas W. Hindley, manager of the Vocalion
Co., was married on the evening of Tuesday,
November 26, to Miss Ethel H. Hayden, of
Watertown. The ceremony. was performed at
the First Baptist Church of that town by Rev.
C. H. Day. The bride was gowned in white
satin and carried bride roses. She had three
attendants, while Mr. Hindley’s brother, Ed-
ward Hindley, was the best man. Of the quar-
tet of ushers two of them, Charles T. Foote and
Amos E. Russell, are members of the Vocalior
staff. Mr. and Mrs. Hindley started off on a
wedding trip to New York, and they are to make
their home at 10 Radcliffe road, Allston.

Returns to Civil Life

Amos E. Russell, of the Vocalion staff, did
not have much of a chance to see service, for
he had not been at the officers’ training camp
at Camp Lee, Virginia, before the armistice was
signed, and shortly after the camp was demob-
ilized, and the candidates sent back into civil
life, Mr. Russell returning to his Vocalion duties
in time to eat his Thanksgiving dinner with his
family.

Demand Largely Exceeds the Supply

R. O. Ainslie, of the Pathé department of the
Hallet & Davis Co., reports that there are fully
ten dealers for every machine that can be had,
and it is a vexing problem how to supply the
trade so that there are no hard feelings. Ainslie
further states that the very Monday the armis-
tice was signed business began to pick right
up, and dealers who hesitated to place orders
hesitated no longer. Mr. Ainslie, by the by, is
the proud father of a bouncing baby daughter,
Elinor Virginia by name, who came into the
world on All Hallowe’en.
Business Expands Since Armistice Was Signed

At the Columbia headquarters one learns that
the dealers are reporting increased business,
which became conspicuously noticeable, so one
of the local officers stated, the very day that the
armistice was signed. In view of the scarcity
of goods the wholesale house has been reluctant
to take on any new connection but one which

has been signed up is the Pilgrim Talking Ma-
chine Co. in Cambridge street, Cambridge. Ed-
ward Lanigan, one of the employes of the Co-
lumbia who was with the K. of C. at Camp
Devens, Ayer, has lately been transferred to
Camp Mead, Virginia. C. E. Sheppard, of the
field force of the house, spent Thanksgiving
with relatives in Philadelphia.
To Exploit the OkeH Records

George J. Krumscheid, lately with Herbert L.
Royer, where he was active in pushing the
Cheney proposition, and C. R. Johnson, former-
Iy with the Brunswick, have associated them-
selves with Richard M. Nelson, local manager
of the Electric Supply & Equipment Co., of
Hartford, Conn., and will travel through Maine,
New Hampshire and Vermont in the interests
of the OkeH records and the Vocalstyle rolls.
The Electric Supply & Equipment Co., which is
the distributor for the OkeH records for the
entire New England, has been meeting with
marked success in placing this line, as many as
150 dealers now carrying these records, many of
these same dealers also being phonograph enthu-
siasts. H. E. Page, president of the Electric
Supply & Equipment Co.,, was a recent visitor in
this city.

Many New Emerson Dealers Take Hold

H. L. Coombs, since taking hold of the local
offices of the Emerson Co., has been able to dis-
tribute a very large number of records and the
business is growing fast in this territory. The
Iver Johnson Sporting Goods Co., whose talking
machine department is managed by Arthur W.
Chamberlain, has just taken on the Emerson ten-
inch line, samples of which have just arrived at
Manager Coombs’ offices. Three new dealers
who have just taken on the nine-inch line are
Lionel Fontaine, Inc., of Manchester, N. H., and
Fred W. Gardner and Oscar E. Messier, both of
Lawrence.

Columbia Monthly Meeting a Success

There was a large company of Columbia
dealers at the meeting held at the Columbia’s
wholesale headquarters in Federal street the eve-
ning of November 26. Manager Fred E. Mann
presided, and gave the dealers an excellent talk
bearing on business methods, and O. F. Benz,
of the general sales department, was here from
New York to enthuse the boys over the pro-
spective lists, many of which are sure to be
popular,  Special interest centered in the ap-
pearance of Charles W. Harrison, one of the Co-

177 Tremont Street

The Signing of the Armistice

While not immediately clearing up the obstacles to the resump-
tion of normal conditions throughout the trade, does shed a light
on the good business that can be expected in the future.

The same hearty co-operation that we have extended in the
solution of war-time problems will be continued in the .still
greater period of expansion that 1s ahead.

EASTERN TALKING MACHINE CO.

Victor Distributors

BOSTON, MASS.
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THE TRADE IN BOSTON AND NEW ENGLAND—(Continued from page 2;)

gend for Descriptive Clrcular

DEMONSTRATION BOOTHS

AND REcorD CASES
IN STOCK OR TO 0RDE>RJ

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

lumbia artists who sang a number of the se-
lections put out by the company. Looked at
from every angle the meeting was productive of
great good for both the Columbia and its many
dealers, who are fed through Manager Mann's
department. Mr. Mann, by the bye, had the
honor that same day of meeting Major-General
Clarence R. Edwards, who led the gallant Twen-
ty-sixth Division across in France, and for
whom there was a luncheon given that same
noon at the Boston City Club, of which Mr.
Mann is a member,
Will Get Back Into the Fold

F. H. Walter, who lately was with the Bruns-
wick line has been heard from at the Pelham
Naval Station, whither he went several weeks
ago. From a letter The World correspondent
rcceived from him it is evident that it will not
be long before the camp breaks up and already
he is laying plans for getting back into the
game, preferably in the wholesale end of the
talking machine business. Mr. Walter made
quite a success with the Brunswick proposition
while in this territory.

Joins the Chickering Talking Machine Dept.

Manager Ralph W. Longfellow, of the Victor
and Edison department of Chickering & Sons,
is putting in some hard work these days, but is
handicapped through the difficulty of getting
adequate help for his warerooms. The latest
acquisition to his staff is Miss E. D. Wynott,
who formerly was with the Rosen shop in
School street. Mr, Longfellow reports that
there is a good call for both machines and rec-
ords.

Report a Large Volume of Business

The Victor department of the Oliver Ditson
Co. has been having a splendid business, and
Manager Henry Winkelman seems able by tact
and unfailing good nature to satisfy the trade.
Now that the epidemic is over the retail depart-
ment is the focal point of lovers of Victrola
music.

Hearty Welcome for John Alsen

George Lincoln Parker and his staff are look-
ing forward expectantly to the return of John
Alsen, who has been in France since a year ago
last September. It will be recalled that Alsen
was wounded several months ago and for some
time was in a base hospital, but at last accounts

Per{eaunn Universal Tone Arm and Reproducer

0. 8 set
rerords.

Our PERFECTION line of tone arms and repro-
lducers are now complete and are attacbable as fol.
ows:

No. 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 Co(liumbxa machines for playing Victor and Columbia
records.

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

in position for playing ‘‘lateral” cut

of reproducers blasting.

MANUFACTURERS-
JOBBERS—

.of hill and dale records on Victor macbines.

Phonograph dealers write us from all over the country, saying that they have
tried all makes of reproducers, and are greatly bothered with various makes
Particularly, on high pitched soprano records.

FLEXI-TONE and PUR-I-TONE reproducers do not blast.

DEALERS

Perfection Universal Tone Arm an
No. 6 get in position for playing "'hill and dale”
rut records,

d Reproducsr

machines for %Ia{ins Victor and Columbia records,
No. 11 PUR-ITONE reproducer plays all makes

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

No. 9 PURI-TONE Reproducers fitted to Bruns-
wick macbines tbat have tone arms with detachable
reproducers.

First-class bigb-grade product, finely
carefully assembled, making this line
phonograpb accessory line of tbe world.

;l:lated and
the leading

16-18 BEACH STREET

Send for a sample and you will find this statement to be a fact. -

Manufactured by

New England Talking Machine Co.

The Largest Manufacturers of Phonograph Accessories in the World

Pacific Coast Distributor : WALTER S. GRAY
Chronicle Building, San Francisco, Cal.

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

BOSTON, MASS.

was making good recovery and was expecting
to get back to the front. Alsen is the manager
of the Edison and Victor department in Mr.
Parker’s establishment.

Some Steinert Changes

News from the Victor department of M.

Steinert & Sons Co. include the fact that Russell

L.. Steinert, the general manager of the house,

who left for Washington several weeks ago to

engage in aircraft construction, has received his

commission as second lieutenant. Robert Stein-
(Continued 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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ert, the younger brother, who has transferred
his office from the Arch street store, which is
the Victor headquarters, is taking up Russell
Steinert’s duties. In Russell Steinert’s place is
Kenneth E. Reed, who as manager of the whole-
sale department reports that, owing to inabil-
ity to procure the popular-priced instruments,
the retail staff is devoting its energies and suc-
cess to the higher-priced lines.
Joins Forces With H. L. Royer

Clinton W. Royer has entered the employ of
his brother, Herbert L. Royer, and will push
the Cheney proposition for all it is worth in this
territory. C. F. Wing, of New Bedford, is the
latest house to be signed up for the Cheney.

Attractive Harvey Window for Christmas

An enormous Santa Claus dressed in red fills
the rear of the window of the C. C. Harvey Co,,
and as suggestions for Christmas gifts are some
handsome models of Edison and Victor ma-
chines, together with collections of records.
The window decoration is the work of Vesper
L. George, the well-known artist.

Congratulations for D. A. Ingalls

Traveling Associate D. A. Ingalls, who covers
Vermont for the Columbia Co., and who occa-
sionally gets to this city, is receiving the con-
gratulations of his many friends. He is the
father of a son, born on October 24, and the
youngster is doing nicely.

New England T. M. Co. Expansion

Finishing touches are being placed by a force
of carpenters and painters on the new quarters
to be occupied by the assembling department of
the New England Talking Machine Co. This
is in addition to the already large quarters
occupied by this firm at 16-18 Beach street.
The steadily and fast increasing popularity of
the “Perfection” line of reproducers and ball
bearing tone arms has made this enlargement an
absolute necessity.

“October has been a record month,” reports
President Chas. P. Trundy. “It has eclipsed all
monthly records for four and one-half years.”

A PROGRESSIVE NEW ENGLANDER

Columbia Grafonola Being Featured in Spring-
field, Mass., by Frank Yahn

SPRINGFIELD, Mass., December 6.—Frank Yahn,
who conducts the talking machine department
of Poole’s Court Square store in this city, has
been carrying some very attractive announce-
ments in the illustrated sections of the local
papers in which he has been featuring the Co-
lumbia Grafonola art designs to very excellent
advantage. Mr. Yahn is an old-time talking
machine man, having been connected with the
Columbia store in this city. When that business
was closed he organized the talking machine de-
partment of Albert Steiger’s Holyoke store,
where he first developed the “Frank Yahn
Service” idea for the sale of talking machines
in department stores, a business of which Mr.
Yahn is the owner and manager. A depart-
ment was opened in the new Steiger-Cox store
in Fall River in September, 1917, followed soon
by a similar department in the Court Square
store in Springfield, and a third department was
opened last November in the Steiger-Dudgeon
store in New Bedford.

EXPANDING HIS PLANT

BostoN, ‘Mass.,, December 4—Frank B. Curry,
manufacturer of the “Curry” soundproof dem-
onstration booths and store fixtures of 19 Ware-
ham street, this city, reports an increasing num-
ber of installations. The steadily increasing
business has made it necessary for Mr. Curry
to make plans for an early extension of his plant.
The Curry booths are giving satisfaction in
some of the foremost and most attractive talking
machine shops in this country.

Bailey’s music store, Burlington, Vt., has en-
larged its Victor and Edison departments, in-
creasing its stock of machines and records to
meet growing demands.

“THE PEPTIMIST” FOR NOVEMBER

Many Interesting Articles in This Publication
Covering Varied Columbia Activities

The November issue of “The Peptimist,” the
snappy house organ published monthly by the
Columbia Co. for and about Columbia men.
contains many interesting articles regarding the
activities of the members of the Columbia sales
staff in different parts of the country. This
house organ is meeting with remarkable suc-
cess, and every Columbia salesman awaits with
interest the receipt of each issue.

On the back cover of the November issue of
“The Peptimist” there are reproduced various
sections of the Columbia dealer service window
displays that emphasize the timeliness and ef-
fectiveness of this service. It is suggested that
Columbia salesmen call the attention of their
dealers to the value of these displays, which can
be utilized to splendid advantage in developing
record business.

On another page of the November issue there
is visualized the tremendous scope of Colum-
bia national advertising by means of a composite
illustration of the large number of magazines
that carry the Columbia message to the public.
The circulation of these magazines is enormous,
and this illustration emphasizes the dealer co-
operation that is represented in this publicity.

NATIONAL TOY C0.’S NEW QUARTERS

Boston, Mass., December 1.—The National Toy
Co., of this city, manufacturers of toys and spe-
cialties for the talking machine trade, have re-
moved to larger quarters at 167 Oliver street.
Ragtime Rastus, the Boxers and Uncle Sam and
Kaiser Bill are three novelties in their line that
have received nation-wide reputation.

Trade building, like house building, depends
just as much upon the mortar as upon the
bricks. Good merchandising demands skill in
placing the cementing material.

Soft or

without

(Enlarged
View)

or two an evening one or two evenings a week?

have so informed you.

Pacific Coast

WALTER S. GRAY, 508 Chronicle Bldg.
San Francisco, Cal.

Southern

PHILLIPS & CREW PIANO CO.
Atlanta, Ga.

THE STARR PIANO CO.
Birmingham, Ala,

The Duo-Tone

(LASTS A LIFETIME)

Equipped with tungsten needles
Each needle plays 100 to 300 records

Loud

changing

DEALERS: It might not be any bother for you or your salespeople to
change needles, possibly because you are accustomed to it by changing them
day after day and week after week, but have you ever taken into consideration
the wants of your customers, who possibly only play their instrument an hour

To your customers the changing of needles is a bother and many of them

The Duo-Tone eliminates this bother and a record ean be played loud or
soft without releasing thumb screw and shifting needles.

Your discount is 40%

Is the best semi-permanent Needle on the Market

Needle

Does not Scratch or Hiss. 30c per package of three

The secret of their success is

PERFECT POINTS

Sold and indorsed by many of the Big Jobbers and Dealers

Your discounts on the De Luxe are 30 and 10%

Samples and circulars sent on request

REPRESENTATIVES:

Middle West

J. W. JENKINS' SONS MUSIC (0.
Kansas City, Mo.

THE STARR PIANO CO.
Richmond, Ind.

THE W, H, BUESCHER & SONS CO.
Cleveland, O.
THE WHITNEY CURRIER CO,
Toledo, O.

PLACE A TRIAL ORDER NOW WITH YOUR JOBBER OR MAIL IT TO US "
The Duo-Tone Company, Ansonia, Conn. |

“Cranks on Tone” m

The DeLuxe Stylus |

With reasonable care it plays 100 to 300 Records

With your initial order for 12 Duo-Tones and 50 packages of De Luxe
Needles we furnish besides descriptive circulars for your mailing list an
attractive Counter Display Stand or Silent Salesman, containing the
Duo-Tones and De Luxe needles properly displayed.

Loud or Soft

New England
M. STEINERT & SONS CO., Boston, Mass.
OLIVER DITSON CO., Boston, Mass,
J. SAMUELS & BROS,, INC,, Providence, R. I.

Others
THE STARR PIANO CoO.
11 East 37th Street
New York, N. Y,
THE STANDARD TALKING MACHINE CO.
Pittsburgh, Pa.
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|| FURRITURE COMPARY

1420 CARROLL AVENVUE

CHICAGO, [LLINOIS

ESTABLISHED 18835,

Consider the Windsor

WHEN you are making your plans for next
year, bear in mind that all the Wind-
sor designs are patented and don't include in-
fringements in your line.

The Windsor cabinets are the result of our
thirty years' experience in making art furniture
of the highest quality. The Windsor Phono-
graph is a perfect musical instrument, designed,
built, and finished by experts, for people of dis-
criminating taste, who want something more
than a mere talking machine.

Retail Prices range from $80 to $8oo.

Write for a Catalogue.

Windsor Furniture Company
1420 CARROLL AVENUE CHICAGO, ILL.
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25th.

Not too late to change that window trim
again before Christmas.
dows work overtime from now until the

Make your win-

Columbia Graphophone Co.

NEW YORK

NASHVILLE A BUSY TRADE CENTER

Bond’s Graphophone Shop Tells of Expansion—
Houck Co. Doing Well With Victrola—Urban
Prosperity Helps Industry Generally

NasuvirLe, TENN., December 6.—Bond’s Grapho-
phone Shop, 38 Arcade, this city, E. E. Hyde
manager, reports that their 1917 business is
three times larger than during 1918. Mr. Hyde
says that the first half of November was larger
than all November last year and that the month
was the best this year. His record business is
exceedingly fine, and he is selling all goods
as rapidly as they can be received, unpacked
and placed on display. Their Grafonola sales
have increased phenomenally, and a considerable
part of this business is undoubtedly due to the
fact that the big powder plant near Nashville,
employing at one time 40,000 men and women,
has turned loose a world of money in Nashville.
At the same time all classes of people seem
to have more money to spend than ever before
and the talking machine dealer has profited
thereby. Mr. Hyde is very optimistic for the
future, and is planning some big things for the
year 1919.

The O. K. Houck Piano Co., Victor jobbers
and retailers, have been and are doing a most sat-
isfactory business. The Houck Co. are Victrola
specialists and are so well known, well equipped
and managed, and keep at all times such a com-
plete stock of Victrolas and Victor records that
their business is always good.

H. Brown & Co., dealers in the Grafonola
exclusively, have been and are doing a large
and satisfactory volume of business. Herman
Stelzer, firm member and who has the depart-
ment under his immediate jurisdiction, is pleased
with the way things are going, and is replen-
ishing his stock to the limit of the jobber’s abil-
ity to supply, in anticipation of a record holiday
trade.

The high price of tobacco which is raised in
considerable volume around Nashville, the fine
prices for mules, hogs, cattle, poultry, cereals
and all other crops and the universal employ-
ment of everyone who wants to work at good
wages have contributed to the general prosperity
of this city and throughout Middle Tennessee
generally.

Nashville is to be congratulated on the mag-
nificent parade here on Monday, November 11,
Peace Day. It was equal in volume and in at-
tractiveness to anything that your correspond-
ent has seen for a long time. The city and
district far exceeded their quota in the War
Work Campaign for The Red Cross and allied
causes, and much of the success is due to Ve#-
non Tupper, chairman of all committees to raise
funds.

GERMAINE SUCCEEDS FOSTER

Albert St. Germaine has succeeded I. W. Fos-
ter as the traveling representative of the Mon-
tana Phonograph Co., Edison jobber of Helena,
Mont.

SOSS FACTORY NEARLY COMPLETE

Soss Mfg. Co. Preparing for Post-War Activity
—New Plant Will Have Every Modern Fa-
cility for Making Soss Invisible Hinges and
Die Castings for Player Actions and Talkers

Preparations for post-war activities are being
made by the Soss Mfg. Co., 435 Atlantic avenue,
Brooklyn, who are now erecting a new factory
at Grand avenue and Bergen street, Brooklyn.
The building, which is three stories in height, of
brick and concrete construction, comprising
20,000 square feet, is being built under-the super-
vision of Joseph Soss, head of the company, who
for many years was one of the leading builders
of the State of Montana.

The first floor will be equipped with fifty va-
rious kinds of stamping presses, while the
second floor will be devoted to the tool and die
casting department, as well as plating, finishing,
packing and shipping. On the third floor will
be located the die casting department. The
cleaning and assembling departments will also
be located on this floor. The company is also
erecting directly next to the factory a thoroughly
modern garage in which three auto trucks will
be kept.

With the new equipment at its disposal, which
it is hoped will be immediately after the first
of the new year, the company will be in a posi-
tion to take care of a greatly increased volume
of business.

For many years the company has been well
known, owing to its manufacturing the Soss
invisible hinges, which are universally used on
pianos, player-pianos and talking machines. In
the last few years a die casting department has
been developed, as well as a splendid business
in this line for the die casting of metal parts
for player actions and talking machines; as well
as those for other commodities. The new fac-
tory will be thoroughly modern in every re-
spect, and has been planned so that the proc-
esses of manufacture will be done in a most
progressive manner.

TRADE CONDITIONS IN CHATTANOOGA

Templeman Co. Doing Best Business in History
—Sterchi Bros. Tell of Good Prospects in All
Their Stores—All Retailers Optimistic

CHATTANO0GA, TENN. December 9.—The Tem-
pleman Piano Co., this city, Miss Edna Burch- -
field, manager of the Grafonola department, are
doing the best business in their history in
talking machines and records. The cantonment
at Chickamauga Park near here has contributed
considerably to the volume of business, espe-
cially in records. Miss Burchfield says that they
are selling phonographs as fast as they can get
them, and expect the largest holiday business
in their history. Their store, fully stocked
with all types of Grafonolas and records, is on
Market street, the principal shopping center in
Chattanooga, and they are active and wide-
awake in the conduct of their Grafonola depart-
ment.

Sterchi Bros.” Furniture Co., which firm con-
duct a chain of stores in Tennessee and
Georgia, and handle locally the Grafonola and
the Edison, Mr. Johnson, manager, of the talk-
ing machine department, have just closed a most
satisfactory month. Mr. Johnson says that in
general, considering volume of sales, cash sales,
monthly terms and cash business on both phono-
graphs and records, his department is doing
finely, and with the hope that in the near future
the difficulty in getting stock will be materially
lessened, he expects some really big things for
the future.

The Stulce-Yarnell Furniture Co., Columbia
dealers, exclusively, have been doing for some
months past, so Mr. Stulce, the senior member
of the firm, says, a highly satisfactory business.
Mr. Stulce is enthusiastic over the outlook and
is preparing for a record December trade, and
is even now laying his plans for 1919,

Rhodes-Mahoney Co. who have the Victrola
and the Brunswick lines, are enjoying a well-
balanced and satisfactory volume of business.
They expect a prosperous holiday trade.

—

guaranteed.

AUTOMATIC STOPS

The simplest and most efficient Automatic
Stop on the market.

service, are easily installed and are absolutely

They give excellent

Send 50 cents for Sample Stop

KIRKMAN ENGINEERING CORPORATION, 237 Lafayette St., New York

—
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: Hill and Dale Cut
¢ Play with either a sapphite or steel geedle

VICTORY MUSIC

WILL WELCOME “THE BOYS”

ORDER A FRESH STOCK OF “SMILES™ AND THESE OTHER BIG HITS

1101—SMILES, Slow Fox Trot.
Djer Kiss, Waltz.

1074—OH, HOW I HATE TO GET UP IN THE
MORNING.
Good Morning, Mr. Zip, Zip, Zip.

1072—I’M SORRY I MADE YOU CRY.
I Hate to Lose You.

1107—TELL THAT TO THE MARINES, Irving
Kaufman.

Ring Out, Liberty Bell, Sterling Trio.

1096—EVERYTHING IS PEACHES DOWN IN
GEORGIA, Collins and Harlan.
Lovin’, Ada Jones.

1110—MY BELGIAN ROSE, Henry Burr.
Dreaming of Home, Sweet Home, Miriam

Fink.

10 Inch Double Discs

1086—SMILES, Vocal Duet, Ruth Lenox and
Franklin Kent.
Since I Met Wonderful You, Sam Ash.

1073—WHEN YOU COME BACK, Sterling Trio.
Hearts of the World, Chas. Hart.

1108—OH, HOW I WISH I COULD SLEEP UN-
TIL MY DADDY COMES HOME, Henry
Burr.
What a Wonderful Message from Home,
Henry Burr.

1099—THE MISSOURI WALTZ.
I'm Gonna Pin a Medal on the Girl I Left
Behind, Fox Trot.

1106—I AIN'T GOT WEARY YET, Arthur Fields.
K-K-K-Katy, John McDermott.

1112—DEAR OLD PAL OF MINE, George Lam-
bert.
I'm Gonna Pin a Medal on the Girl | Left
Behind, Harry Ellis.

Immediate Delivery

Otto Heineman Phonograph Supply Co., Inc.

25 West 45th St., New York
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WHO WAS PLAYING HOOKEY WHEN WAR WAS TEACHING?

The Fellow Who Wasn’t Paying Attention to the
Will Be Sorry When He Grows Up and

Jed was sitting at his desk pondering deeply
over the events of the night before and it was
not a grand and glorious feeling. Some days
previously he celebrated mildly on the strength
of the false report of peace. Then when the
real news came he grabbed the spare change
out of the till, put the bars up against the shop
door and proceeded to show just how sorry
he was that Kaiser Bill had yelled “kamerad.”

As he sat there, a rather confused mental
motion picture passed in front of his mind, the
last scene of which showed him calling a big
policeman “dearie” and battling hard to pass a
night stick barrier in order to kiss the minion
of the law fondly on the cheek. Jed had not
even shifted his seat on the water wagon for
a decade or more, and he had simply cele-
brated like he handled his talking machine busi-
ness. The results from a general standpoint
were successful. Hence the headache and that
“never again” feeling.

When the mental moving picture had ended,
however, Jed didn’t sit waiting to see the next
feature, but started to take stock. The war
was over, or practically so, business was in a
comparatively short time going to return to a
normal peacetime basis, and there he was with
a depleted stock, but a surplus of good ideas.
Now was the time to figure on the next move.

Jed looked at his bank book, and it was in
pretty good shape. He looked at his bills re-
ceivable and his list of outstanding instalment
paper, and they both represented a negligible
quantity, because he had been selling for cash
and discounting his bills. Then he looked at
his stock, and ye gods what vacancies. “Well,”
said Jed, “when I seem to be doing fine they
sic the war on me. They cut down my stock,
soak me with taxes, and boost my cost of liv-
ing, but I'm still doing business at the same old
stand. If I can stick to the ship and come

Lesson Has Been Wasting His Tuition Fee and
Finds the Good Students 'Way Ahead

out clean with a bankroll to boot, with all the
cards stacked against me, what can’t I do when
I get a chance at an even break! Oh, boy.

“I didn’t know what selling was until the
factories, through necessity, began to give me
explanations instead of goods.
ular stuff got low I just naturally had to go
out and sell what I had or stop eating, and I
love to eat. Why, man, I learned more about
my stock of goods in the last year than I knew
after twelve years in the game. There were rec-
ords I forgot I had that I dug up and praised
so loudly I was almost tempted to keep them
myself and refuse to sell them. I had to dig
out records that hadn’t seen the light of day in
four years, and urge customers to buy them
quick, because they were so popular that they
couldn’t be supplied fast enough.

“I proved to people who came in to
spend a hundred or a hundred and a quarter,
and who ordinarily would have gone out with
just the machine they came in to buy, that in
matters musical they were awful pikers, and
what they wanted to do was to tack on a hun-
dred more and get the real machine that I had
been saving for them. I boasted this artistic
stuff until I got so I believed it myself. They
tell us down in Greenwich Village when a short-
haired Jane writes a crazy poem that she got
the 'urge.’ Well, boy, I got the 'urge’ to sell
the goods that I had; to sell them for cash,
because I needed the money, and talked my
head off not only to keep the customer from
going out of the store clean, but to =sell him
about twice as much as he came in to buy.

“The old days of waiting for the victim to
blow in after he had read the ads for a year
or so, and then just take enough time off to
wrap up all he insisted on buying, are gone, so
far as little Jed is concerned. When I get
some more goods at the rate I used to get

When my pop-

them before the war I will raise more dust
than a wagon train on the Painted Desert. I'm
going to sell some of the stuff I got. After
putting out the records I had on my shelves
when the bad news broke, and making a living
on them, you are going to see me clean up
some real money when the limit is taken off.

These dollar-down-and-a-dollar-a-week babies
don't appeal to me at all any more. I'm not
asking a fortune for the goods I sell. In fact,

compared with the prices of many other musical
instruments, all I request is a little bit of small
change, and I'm going to get that small change
all at once, or in mighty big lots.

“The last year has been a liberal education
to me—an education that has cost me money.
I can see myself some months ago looking
over my instalment paper and trying to kid
myself into the belief that the landlord would
take it for the rent. Then I had to learn how
to collect on that paper. Now I'm going to
collect at the start. It saves trouble.

“Some of the guys in my territory will begin
to ease up now. They are going to be so
anxious to sell stuff that they will give the cus-
tomer all the edge he wants. They are going
to get back to the old system of letting the
manufacturers advertise to bring the customers
to the store, and then let the customers sell
themselves. Meanwhile, I'm going to sell some
stuff. I'm going to get money for it. Then
I'm going to tuck away a little bankroll to
buy out some of these birds when they hit the
skids. I've graduated from one war and I don’t
want to go back to the same school.”

WEGMAN CO. INCORPORATED

The Wegman Talking Machine Co., of Roches-
ter, N. Y., has been incorporated for the purpose
of engaging in a general talking machine busi-
ness by Harry M. and Edward E. Wegman.

The best thing for anyone-to say who has
nothing to say is to say nothing whatever and
then stick to it.

NEW

MODEL “B”
DUSTOFF

Record
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finished. - -, g
A Money and Trade-
Maker for every Talk-
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Atlanta, Ga. .......... Elyea-Austell Co.
.The Talking Machine Co. of Texas
Cnheu & Hughes

F. Droop & Sons Co.

Austin, Tex. .
Baltimore, Md.

Bangor, Me. .
Birmingham, Ala
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The M. Steinert & Son
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Dallas, Tex. ...
Denver, Colo.

Des Moines, la.

El Paso, Tex. .
Houston, Tex. .
Indlanapolis, nd
l Jacksonville, Fla.

Keeps the tene of the
Record Pure § Clear

o n
‘The Eastern Talklug Me\clnne Co.

", :

1 %
*’é

;i\\*

R

Jobbers and Distributors Now Handling “DUSTOFFS”

ity, Mo. ......
R Schmelzer Arms
Lincoln, Nebr.
Little Rock, Arl 0. K. Houck Piano Co.
Memphis, Tenn. 0. K. Houck Piano Co.
Milwaukee, Wis.
Montreal, Canada ..
Newark, N. J. ... ...
New York, N. Y......

.. Badger Talking Machine Co.

.. Berliner Gramophone Co., Ltd.
Price Talking Machine Co.
Emanuel Blout

C. Bruno & Son, Inc. Portland, Me. Cressey & Allen, In
1. Davega, Jr., Inc, Richmond, Va W. D. Moses & coc

Charles H. Ditson & Co.

New York Talking Machine Co.
Ormes. Inc.

Silus l‘ Pearsall Co.

Omaha, Nebr. ........ Hospe Co. St. Louis, Mo. ... Koerher-Brenner Music Co.
Mlclul Bms. Co. St. Paul, Minn. W. J. Dyer & Bro.
Syracuse, N. Y. W. D. Andrews Co.

Toledo, 0. The Whitney & Currier Co

The New Model “B” Dustoff

is made of a high velvet nap, which removes

every particle of dust from the minute grooves

of the record—mounted on finely finished la-
beled handle block.

WM. I. SCHWAB

'I’flo
rogg dust from the

. Jenkins’ Sons Music Co. Peoria, Il ..... ...,
Co. Philadelphia, Pa. .....

Pittsburgh, Pa.

San Antonio, Tex.

Washington, D. C

San Francisco, Cal. ....
Chicago, 1. .

Cincinnati, 0.

: " Decatur, Il e Bochman Bros,-Martin Co.
Packed one dozen in counter display cartons. Kansas City. Mo. . Phonograph Co.
Richmond, Va. Craft Star Phonograph Co.

Boston, Mass. ......

[y remves the  Now Ready

for
Immediate
Delivery

wminidte
%roo{)e.r

Wrz"te for
Sample

Name

Your Jobber

-+ Putnam-Page Co., Inc

- Louis Buehn Co., Inc.
Heppe

Penn Phonograph Co., Inc.

The Talking Machine Co.

A. Weymann & Son, Inc.
........ W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd
Standard_ Talling Machine Co.

The Talking Machine Co.
The John Elliott Clark Co.
Thos. Goggan & Bros.

Cohen & Hughes

E. F. Droop & Sons Co.

Roht. C. Rogers Co.

Walter S. Gray

The Brunswick-Balke-Collender Co.
Aeolian Co.

Alms & Doepke Co.

.C. & C. Sales Co.

————

Manufacturer M Shine Prod

Providence, R. I, U.S. A,
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WILL RESUME THEIR VISITS

Three Members of Pearsall Sales Staff Resume
Calls on Trade in Metropolitan Territory

Victor dealers in Metropolitan territory will
be glad to learn that after the first of the
year three popular members of the sales staff
of the Silas E. Pearsall Co.,, New York, Vic-
‘tor wholesaler, will resume visiting the trade
in their former territories. These three trav-
elers, all of whom are popular in the local
trade, are S. W. Schoonmaker, Lieut. M. P.
Fitzpatrick and C. R. Hutchings.

During the past few months Lieutenant Fitz-
patrick has been stationed at Camp Green, N. C.;
Mr. Schoonmaker has been filling an impor-
tant post in a nearby shipbuilding plant, and
Mr. Hutchings has been a member of the
Army Commissary Department, stationed at
Hoboken. They all “did their bit” to help
Uncle Sam win the war, and they are now
ready to co-operate with and assist Victor
dealers in metropolitan territory in making 1919
a banner year.

25,000 SLACKER RECORDS SECURED

Great Collection of Excellent Records Made for
Benefit of Fighting Men in St. Louis

St. Louis, Mo, December 3.—About 25,000
slacker records were collected here for the sol-
diers in the recent drive. At the Kieselhorst
Music Co., the headquarters of the drive, it was
said that only two records were objectionable
because they were German and that only twenty-
five or thirty were discarded because they were
too much used for further service. The morale
of the records, it was stated, was excellent. No
estimate was made of the new records received,
but a large number came in sealed packages
from the various stores that sell such records
and a large number of others showed no evi-
dence of use, if the records had been used.
During the drive a number of the records were
kept on display in the Kieselhorst window and
this proved quite an advertisement.

The influence of the “knocker” is .growing
beautifully less.

FAULTLESS
CASTERS

The

Full Size
C-16-5

Perfecl conslruction and
Inviting in appearance—
FAULTLESS Casters
are still more pleasing in
actual use, in moving

Weight phonographs'
Rests
Here Their gentle, easy mov- * | *
i ing qualities are most
essential and agreeable. *

Send for Samples

“Move
the
FAULTLESS
Way”

L

FAULTLESS
CASTER COMPANY

Evansville, Indiana

’ GRAPHITE PHONO
ILSLEY’S $FXinG LupRICANT
lsley's Lubricant makes the Motor make good

Is prepared in the proper consistency, will not run out, dry up, or
become sticky or rancid, Remalns in its original form indefinitely.

Putupia I, 5, 10, 25 and 50-pound cans for dealers.

This lubricant is also put up in 4-ounce cans to retail at 25 cents
each under the trade name ol

EUREKA NOISELESS TALKING
LUNRLIAA MACHINE LUBRICANT
Wrile _for special proposition to jobbers.
ILSLEY-DOUBLEDAY & CO., 229-231 Front St., New York

INTRODUCE NEW “BUBBLE BOOK”

Third of This Series Is a Happy Combination
of Words, Music and Pictorial Illustrations

In line with the different sales campaigns
conducted by the Columbia Co.'s educational

Pages of Third Bubble Book
department, the success achieved by “The Bub-
ble Book” is indicative of the thoroughness of
this department’s campaign and the practica-
bility of its co-operation with the dealers.
While other mediums, such as the Thornton
Burgess series of Bedtime Stories on Columbia
records, have an appeal to children between the
ages of six and twelve, the “Bubble Book” fills
the requirements for a medium that reaches the
children of kindergarten age or even younger.

The third “Bubble Book” will soon be"placed
on the market to meet the demand of dealers for
another book in this series. In this new book
there is a happy combination of words, music
and pictorial illustrations. The jingles have
been revised by Ralph Mayhew and Burgess
Johnson, and there are Mother Goose rhymes
with descriptive records that cannot fail to make
a favorable appeal to children. The illustra-
tions in “The Bubble Book” are by Rhoda
Chase, and are filled with human interest, teil-
ing at a glance the story that each record pre-
sents. -

TOTAL OF 7,085 DEALERS

Now Selling the Brilliantone Line of Talking
Machine Needles

Byron R. Forster, president of the Brillian-
tone Steel Needle Co., New York City, in go-
ing over his sales statistics for the past year,
found that Brilliantone needles are sold not only
in every State in the Union, but in almost every
county of every State, and that a total of 7,085
dealers are now selling the Brilliantone line.

VALUE OF ETERNAL VIGILANCE

Ten Minutes’ Inspection of a Plant Each Day
Will Decrease Fire Loss

Isn’t your plant worth enough to you to give
it ten minutes of inspection every day? If every
business man, every owner of a business or prin-
cipal in a corporation, gave ten minutes a day
to the consideration of inspection against fire
loss, how much smaller than $250,000,000 do you
think our annual fire loss figures would be?
Would a $75,000,000 reduction be an extrava-
gant guess? Remember, a $10 improvement, de-
termined upon as a result of one of these in-
spections by one of these principals, might save
a loss of $1,000,000 in one fire, and a general
adoption of the system very likely might prevent
scveral million-dollar fires each year. Are we
overestimating the value of eternal vigilance?
asks the Credit Man’s Bulletin. Has any man
ever overestimated it? .

e
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BUFFALO LOOKS FOR INCREASE OF PROSPERITY IN 1919

Members of the Talking Machine Trade, Irrespective of Line Handled, Are Most Optimistic Re-
garding the Future—Christmas Trade Promises Well But Shortage of Machines Hurts

Burraro, N. Y., December 8 —Buffalo’s talking
machine dealers are of the opinion that they
will enjoy a larger measure of prosperity in
1919 than they had during the past year. There
are no signs of pessimism in the trade. During
the present “reconstruction period,” following
the ending of the world-war, a new source of
patronage is that of conservative citizens who
delayed the purchase of talking machines until
peace had been declared. Now that strict, war-
time economy is no longer urgent, this class of
customers is ready to make substantial down
payments and pay their monthly amounts
promptly. The sale of talking machines for gift
purposes is in full swing. At the request of
the DBuffalo Retail Merchants’ Association, of
which some of the talking machine dealers are
members, Christmas trade began more than a
month earlier this season than was the custom
in former years.

The propaganda had the backing of the Coun-
cil of National Defense. Even if many talk-
ing machines, intended as Christmas presents,
were bought in November and early this month,
it is expected that there will be no let-up in
the business right up to the Yuletide holiday.

“Business is very fine and everything that
comes in is sold as soon as we get it,” said
F. A, Denison, manager of the local Columbia
branch. “We have many thousand dollars’ worth
of unfilled orders.”

Marion Dorian, chief auditor of the company,
paid a two-days’ visit to the local branch. C. M.
Wall, road representative, has recovered from
an attack of the “fAu” and is again calling on
his customers.

B. E. Neal, of Neal, Clark & Neal, was chair-
man of the “musical instrument division” in the
United War Workers’ campaign. This section
“went over the top,” its quota being $7,500.

Talking machine records referring to such im-

portant topics as peace, victory and the home
are in demand here.

As most of the local industrial plants are
keeping up production at full speed, factory
workers and others continue to spend liberally
at the talking machine stores. Most of the
plants are now turning their attention to the
making of products which they featured before
the war. It will be some time before they fill
their accumulation of orders so that most of
their employes may be retained in their pres-
ent positions indefinitely. No industrial up-
heaval therefore is in sight.

Charles Kellogg, nature singer, who makes
records for the Victor Co., was a recent visitor.

A heavy trade in talking machines and rec-
ords was a feature at the local stores during
Thanksgiving week. Even reports that high-
salaried jobs during the “reconstruction period”
may not be so plentiful as they have been in
the past year did not deter the factory and
other workers from offering worth-while pa-
tronage to the stores. The ending of the war gave
a special impetus to this year’s Thanksgiving
celebration and the expectations of the talk-
ing machine merchants that Thanksgiving trade
would be excellent were fully justified. Many
Canadian men, who during the war were not
permitted to cross the border on account of
Dominion draft regulations, celebrated Thanks-
giving and the day previous here. The pres-
ence of cousiderable Canadian money at the
local stores proved that the visitors bought many
records.

Twenty-five teams recently canvassed Lock-
port, N. Y. for talking machine records for
soldiers. In the first day of their campaign they
received 1,150 records and some talking ma-
chines.

A. F. Koenig, of the Koenig Piano Co., who
handles the Pathé line, reports that his trade

last month was four times that of November
last year. -

C. N. Andrews, of W. D. & C. N. Andrews,
recently visited the Victor factory. His trip
also included New York and Washington.

Pathéphones are played up prominently in the
extensive holiday stock of Victor & Co.

William Henry Hotchkiss, a wealthy Buf-
falonian, died at his home here recently. He was
one of the former owners of J. N. Adam & Co."s
department store, which has a complete Vic-
trola section.

LIVE NEW BOOK FOR BUSINESS MAN

“How to Handle and Develop Your Own Busi-
ness” Just Published by A. W. Shaw Co.

A book that should prove of great value, par-
ticularly during the after-war period, and with
business development the topic of the hour, has
just been issued by the A. W. Shaw Co., Chi-
cago, under the title “How to Handle and De-
velop Your Own Business.” The 140-odd pages
of the book are filled with valuable ideas and
suggestions tending to simplify and improve
business methods generally; ideas that have
proven successful through actual application.
There are charts showing how to handle ac-
counts; how to lay out the work of the day;
classify credit ratings; make collections, and
also how to advertise most effectively. Some
valuable hints are given as to selling methods,
with a view to eliminating waste time and effort,
and what is perhaps the most interesting chap-
ter in the volume is entitled “How to Make
Your Banker See It Your Way.” It is a book
worthy of a resting place on the desk of any
business man, and should have a wide circula-
tion among those who are interested in improv-
ing their business methods.

He is a fortunate man who can find the dif-
ference between being high-minded and being
stuck-up, and then make the proper use of that
difference.

ANNOUNCEMENT
Fmerson Record Sales Company=

366 Fifth Avenue, New York

has been appointed distributors for the metropolitan district for

Emerson Gold Seal Records

(LARGE SIZE)

The company is organized for efficient and prompt service and will
carry a substantial stock of all releases for immediate delivery.

Now on Hand at Our Offices

Oh! How I Wish I Could Sleep. Pa- Smiles. Baritone Solo...George Beaver
997 triotic Ballad............. Henry Burr 982 < You Keep Sending ’Em Over. Pa-
Watch, Hope and Wait, Little Girl. triotic Solo............. Eddie Nelson
Tenor Duet........ Gordon and Bruce
hen You C B i
Tell That to the Marines. Baritone R e A ac"',‘}',a%?“ pill
995 Sl 50 400 03000 Irving Kaufman 979 Eddie Nelson
Why Do They Call Them Babies. When I Get’s Out in No-Man’s Land.
Contralto Solo... c....... Edith King Character Song........Arthur Collins
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“The Quality Phonograph” :

The best selling point is I
better than ever today!

n
e =i EVER since its origin, the Pathe Sapphire Ball
Pathé has been the best phonograph selling point for
Sapphire || the dealer. Because it'is exclusive, permanent—
Ball does away with needle changing altogether—pro-
Rorech Croores duces pure natural tone and gives long life to

records.

Today, with needles rising in price by the minute and
rapidly disappearing from the market, this big exclusive
Pathe feature is not alone a better selling point than ever
before. It insures the dealers against a possible future

No Needles to Change
The Pathé Sapphire Ball takes the place

of needles. It need not be changed. stoppage of his phonograph sales.
Long Life to Records
(Pathé Guarantee) Right now, when we can assure you immediate and
We guarantee every Pathé Record to play . : .
R e e L P Thh s full deliveries of Pathe Phonographs, get in your orders.

Sapphire Ball, without impairment to the

unexcelled beauty of tone and without e ¢ o 3

o il ey e Do you know whaf’ The 'Othe.r 20%" is? erte for

record. book “The Other 209" and it will tell you plainly and
The Pathé Controla convincingly.

With the Pathé Controla you may in-
crease or decrease the tonal volume of the
Pathé Phonograph at will.

Plays All Records Pathé Freéres Phonograph Company

Each Pathé Phonograph plays not only
Pathé Records, but all other makes of 20 Grand Avenue Brooklyn, N. Y.

records, and plays them perfectly.
— The Pathé Fréres Phonograph Co. of Canada, Ltd., Toronto

Sheraton Model

Satin Mahogany Finish
$215

Principal Tenor

MURATORE Chicago Opera Company

Other Models $32.50 to $1000
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“The Quality Records”

At Least one

thousand times
“What! Guaranteed Records?”

Well, that certainly means “easier to sell”
Records, doesn’t it ?

Especially when—

It further means the latest American music be-

fore out on other records and a complete selection ALL MURATORE'S

of the “old world's” music never out on other Records are Pathe Records

records.

Read the Pathé Guarantee : ‘| l

“We guarantee every Pathe Record to play at least
one thousand times with the Pathe Sapphire Ball,
without impairment to the unexcelled beauty of
tone and without showing any perceptible wear on
the record.” : |

And don't miss any more of the sales this
Guarantee alone makes for the dealer. Write for
Path¢ Dealer’s proposition today!

Pathé Fréres Phonograph Company

20 Grand Avenue Brooklyn, N. Y,
The Pathé Fréres Phonograph Co. of Canada, Ltd., Toronto

n
Enlargement
of the

Pathé
Sapphire
Ball -

and Pelbd
- Record Grooves

Jacobean Model
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“0 Sole Mio”—the greatest Neapolitan folk
song; and Stracciari sings it on Columbia .
Record No. 78097.

Columbia Graphophone Co.

NEW YORK
e

NEW DISTRIBUTING FACTORS

The Emerson Record Sales Co., Inc.,, Will Act
as Distributors in Metropolitan Territory for
the Large Sized Emerson Records

Announcement has been made that in the
future, Emerson large size records will be dis-
tributed in the metropolitan district through the
Emerson Record Sales Co., Inc., with offices at
366 Fifth avenue, corner of Thirty-fourth street,
New York. This arrangement has been made
in order to effect important improvements in
service for the dealers of the district.

The central location of the distributing offices
will assist materially in the quick distribution
of the popular hits immediately after they are
released. A special telephone service has been
installed in order to handle this important
branch of the business, and several of the sales-
men formerly visiting the trade in local terri-
tory for the Emerson Phonograph Co. have been
transferred to the Emerson Record Sales Co.
The Emerson Record Sales Co. will handle ex-
clusively in local territory Emerson large size
seventy-five cent records.

In a chat this week with The World, H. T.
Leeming, vice-president and general manager of
the Emerson Phonograph Co., stated that nego-
tiations are now pending in Boston, Chicago
and other important territory with the view of
establishing distributors so that the dealers at all
times will have the least possible delay in
getting their goods in a satisfactory quantity.

RAIMUND WURLITZER AN ENSIGN

Son of Howard E. Wurlitzer Receives His Com-
mission as Naval Officer

Raimund Wurlitzer recently received his com-
mission as an ensign in the United States Navy.
He expects to pursue the maritime life as an of-
ficer in the navy for the next four years, and
before setting out on the high seas has been
spending a furlough at the home of his father,
Howard E. Waurlitzer, head of the Rudolph Wur-
litzer Co., Cincinnati, O.

Previous to enlisting in the navy Raimund
Wurlitzer was a student at the University of
Wisconsin. He has been stationed at Newport;
and at the Naval Training Station at Pelham
Bay, where he finally completed the by no means
simple task of rising from the ranks to the posi-
tion of ensign.

A certificate of incorporation has been issued
to the Phonograph Atelier, Inc., by the Secre-
tary of State at Wilmington, Del., for the pur-
pose of manufacturing talking machine records.
The capitalization is $15.000.

COTTON FLOCKS

«« FOR,.
Record Manufacturing

THE PECKHAM MFG. CO., ¥ewaRR>Nes

VICTOR TALKING MACHINE CO. ISSUES THIRD STATEMENT

Prospects for Rapid Resumption of Pre-War Conditions Outlined in Interesting Statement Made
Public Last Week—Reduction of Government Restrictions Will Aid Trade

Under date of November 16, 1918, the Victor
Talking Machine Co., Camden, N. J., issued the
following statement to the trade:

“On October 30, the date under which our
War Statement No. 2 was mailed, it hardly
seemed possible that two weeks thereafter the
restrictions enumerated therein would be modi-
fied to the great advantage of the entire trade.

“However, since the glorious victories of the
Allied armies, which culminated on Monday
morning with the signing of the armistice, the
Priorities Commissioner of the War Industries
Board has addressed to the War Service Com-
mittee of the Talking Machine Industry the fol-
lowing telegram:

“‘Account favorable war developments re-
strictions on Talking Machine Industry, includ-
ing motors and accessories embodied in cir-
cular No. 39, Priorities Division, are hereby so
modified that for last four months of 1918 the
consumption by said industry of iron, steel, cop-
per, brass and aluminum used in the manufac-
ture of its products will be on basis of not ex-
ceeding 70 per cent., or four-twelfths of its 1917
consumption instead of 40 per cent., as provided
in said circular. In all other respects rules and
regulations remain in full force and effect.
Please notify at once all the members of your
industry.’

keep in mind

faseny

will bear the closest inspection; its par-

ticular qualities warrant

and hundreds of friends everywhere loudly

extol its superiority.

SIX MODELS $60.00 UP

SCHUBERT
RECORDS

A $30 investment starts yon with complete, up-to-date list
of Popnlar, Vocal and Instrumental selections; 20 to 30 new
selections monthly; 10-Inch Double Disc. Write for details.

“While the above modifying order does not
remove all restrictions nor permit of an imm?-
diate return to operation at full capacity, it is
quite positive evidence that the officials of the
War Industries Board are keenly alive to the
commercial interests of the country, and realize
the necessity and justice of as early a return
as possible to normal conditions.

“The trade will realize there are many read-
justments that must be made to meet the new
conditions, but you may be assured that taking
all things into consideration, our return to quan-
tity production will be as rapid as the circum-
stances will permit. In the meantime, we ask
all those who have shared with us our war re-
sponsibilities to be as patient as possible with
the realization that their future prosperity will
recompense in full for the past shortage of
Victor product. a

“Congratulating the trade in the sacrifices they
have made to help win the war, and sharing
with you the happiness of our complete victory,
we are, yours very truly,

“Vicror TaLkinGg MacHine Co,
“Louis F. Geissler, General Manager.”

System—that’s a word to remember and;
tack over the door of any business enterprise
so that every employe may see it.

It’s a Pretty Good Idea to always @\fgf
¢ >4

the fact that a

ﬂnHH

investigation,

'\‘

The BELL TALKING MACHINE CORPORATION

Offices and Show Rooms:
44 West 37th Street, New York

Factory: )
85 Southern Boulevard, Bronx, New York

Export Department, 498-504 Broadway, New York, N. Y., E. U. A.
Smith-Woodward Piano Co., 1018 Capitol Ave., Houston, Tex., Local Distributor

g ial Australian Repr

ive, B. LESCHHAU, 350-2 Flinders Lane, Melbourne
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Happenings in Dominion of Canada

PEACE CHRISTMAS IN MONTREAL TO BE DULY CELEBRATED

Already There Is Evidence of Large Purchases of Talking Machines for Gifts—The Trade as a
Whole Most Optimistic Regarding the New Year and Rejoice That Restrictions Are at an End

i

THE SPIRIT OF CHRISTMAS

I am thinking of you to-day because it is
Christmas, and I wish you happiness. And to-
morrow, because it will be the day after Christmas,
I shall wish you happiness; and so on through
the year. I may not be able to tell you about it
every day, because I may be far away; or because
both of us may be very busy. But it makes no
difference. The thought and the wish will be here
just the same. Whatever joy or success comes to
you will make me glad. Without pretense and in
plain words, goodwill to you is what I mean in
the spirit of Christmas.

Henry Van Dyxke, =

MonTreaL, CaN., December 8-—A number of
dealers have planned for larger stocks, which is
substantial evidence of their confidence in busi-
ness conditions generally, as well as their
faith in the future of the talking machine trade.
On account of war times many a person has
often held back their natural inclination to give
something in keeping with war conditions and
now with an equal regard for the fitness of
things they instinctively turn to something that
shall adequately commemoratc what will be
known as the “Peace Christmas.” No doubt
phonographs and pianos will be inciuded as gifts
which are not only lasting but ones worthy of
the occasion.

Miss Vezina, in charge of Almy’s Limited
Grafonola departments, reports an exceptionally
heavy volume of cash business with a spirited
call for individual cabinets in golden oak and
mahogany.

Geo. Davies, advertising manager of the Ber-
liner Gramophone Co., Ltd., has relinquished
that position for that of purchasing agent of the
company and has been replaced by J. B. West.

A. C. Skinner, Sherbrooke, Que., has taken the
representation of the Columbia Grafonola and
Columbia records.

H. S. Berliner, vice-president of the Berliner
Gram-O-Phone Co., Ltd., subscribed personally
$60,000 to the Victory Loan.

The visit of Hipolito Lazaro, the Spanish tenor
and exclusive Columbia artist, had a marked
effect on the sale of Columbia rccords of the
noted artist’s productions. All Columbia dealers
report a heavy run of purchases prior to and
subsequent to his recital.

In the recent Victory Loan drive the keenest
competition existcd among thc workers in the
various Montreal plants to win the honor flag
which was distributed by the employes commit-
tee of the Victory Loan. Among the companies
which exceeded thcir quota and were entitled to
the Governor General’'s honor flag was the Ber-
liner Gram-O-Phone Co., Ltd., and C. W, Lind-
say, Ltd.

The Berlind Phonograph Co. have incorpor-

" ated as a limited liability company. This firm
report Brunswick business as splendid for the
past month and are looking forward to an extra
large volume of holiday trade.

Alex Comotois has registered as a dealer in
talking machines, etc.

Leon Coemen has opened up Pathé parlors |

at 211 Sherbrooke street West, where he intends
featuring the Pathéphone and Pathé records.

J. N. Archambault, 949 St. Denis street, is
making a leader of the Pathéphone and is stock-
ing Pathé records in a large variety of numbers.

So great has been the demand for Sonora and
Columbia machines that C. W. Lindsay, Ltd.,
have had to draw from the stock of their various
branches to meet the call for these makes in
order to fill local orders.

“Wholesale business with the Canadian
Graphophone Co. in Columbia products,” said
Manager Depocas, “is observingly good and we

are well pleased with the orders on hand. With
the declaration of peace we anticipate an im-
mense demand for holiday goods which should
prove a big stimulus to the trade inasmuch as
‘Music in the Home’ will be the real thing this
Xmas to those who have relatives returning
from the front.”

“Victor machines of various models together
with Victor records have been in splendid vogue
the past thirty days,” said J. Donat Langelier,
“and we are already laying aside numerous mod-
els chosen as Christmas gifts to be delivered
Xmas eve.”

Charles Curloss told your correspondent that
trade could not be better and remarked that
everything is bristling with success. The orders
on his books showed a substantial increase over
the corresponding period of last year. Sonora
and Aeolian-Vocalion machines are going big.

N. G. Valiquette, Ltd., reported sales and in-
quiries as never better, the demand for the
Pathéphone and Pathé records keeping up and
increasing daily.

The Berliner Gram-O-Phone Co., Ltd., have
experienced a great rush of business during the
past month in all of their retail stores, prefer-
ence being given in most instances to the larger
and more expensive cabinet models, whilst good-
ly prominence as usual has been due Victor
records.

Dupuis Freres (Miss Didier) opine that this
year's holiday trade will eclipse anything in the
previous history of the tatking machine indus-
try and in this regard she anticipates getting her
full share of prosperity in the sale of Pathé-
phones and Pathé records.

“Pathé Growth proves Pathé Quality,” said
Manager Geo. S. Pequegnat of the Phonograph
Shop of this city and the large demand testifies
te Pathé Quality. Aeolian-Vocalions are also
well represented ‘in sales by this house during
November, and have started off well for this
month.

Tom Cowan, of the Cowan Piano and Music
Co., is enthusiastic over his Brunswick sales for
November.

“‘Busy’ is the word that best expresses our
voice for the past month’s business,” said Mr.
Gagnier, of the Canadian Graphophone and
Piano Co., who represents Columbia Grafonolas
and records.

TORONTO DEALER ON EDUCATIONAL VALUE OF TALKER

Recent Talk by W. Mason on “Making Sales Outside the Store” of Interest—Toronto Phonograph
Shop Opens New Parlors—Dealers in This Territory Pleased at Ending of War

ToroNTo, ONT., December 8—"I cousider the
man or woman who is engaged in selling mu-
sical instruments should feel that his or her po-
sition is just as honorable as any of the great
professions or the great missionaries, as we are
always trying to place an instrument in homes
for the education of the young and the pleasure
of the old,” said W. Mason, manager of the
Lindsay branch of the J. M. Greene Music Co.,
Ltd., Peterboro, Ont., at the convention of Ca-
nadian Edison dealers held in Toronto recently.

Mr. Mason, who was on the program for a
talk on “Making Sales OQutside the Store,”
guoted Rev. E. van Tilton, now of Lindsay and
formerly pastor of one of Vancouver’s largest
Methodist churches, who, in a sermon in August,
1918, said that he thought that there should be
a phonograph and piano in every school and
public library and a teacher paid by the munici-
pality so that the children of the poor could
have the advantage of music. Telling of his
sales methods he said in part: “In selling on
the outside, I think the first and most impor-
tant thing is to make the very best of our posi-
tion. The next very important part, in my mind,
is a pleasant good-morning for both rich and
poor. Where you are meeting the same peo-
ple almost every day, it goes a long way in help-
ing to sell an instrument when you call at their
homes.

“Another point is not to get sore if you put
an Edison Disc in a home and have to take it
out without making a sale. I had to do this
about three years ago. This man later bought
another make and comes to us occasionally for

records. We always used him nicely, and I al-
ways met hiin with a good-morning. Last week
I sold this same man a player-piano for almost
cash. T also sold this month a William and
Mary model to a party in whose home I had a
C-250 two years ago, but could not sell at that
time.

“Occasionally we go to the country and we do
not always find the lady good natured. I had
this experience some time ago. I had sold a
country merchant a new Edison and he told me
to call on this party. Of course, this I was
glad to do. The lady nearly ordered me off
the farm and said she thought the merchant
had more sense than to pay that price for a’
talking machine. I asked her to go in and hear
the merchant’s Edison the first time she went to
the store. I told her she would want one like
it. This she soon did and today these people
are among our greatest boosters.

“On another occasion I was asked by the
management of the Presbyterian Church if I
would furnish the music for an informal recep-
tion for new members who had recently moved
to town. I went with .this instrument myself,
got acquainted with a number of people I did
not know before and sold the wife of the sheriff
a C-200 model. We have found that demon-
strations in the home, at entertainments and
church and society gatherings are excellent
opportunities to get to the attention of the
public.”

All local dealers are practically a unit in de-
claring that this season’s holiday business

(Continued on page 34)

Talking Machine Supplies
and Repair Parts

SPRINGS, SOUND BOX PARTS, NEEDLES

THE RENE MANUFACTURING CO.

MONTVALE, NEW JERSEY
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What are you doing with the List of Christ-
mas Records? It’s full of good sales sug-
gestions.

Look it over.

Columbia Graphophone Co.

NEW YORK

TRADE CONDITIONS IN CANADA

(Continued from page 33)

should eclipse all former years. It is expected
that a large number of men from the front
will reach Canada in time to spend Xmas at
their own fireside and this is one of the reasons
advanced that the sale of talking machines and
records will soar high in volume of business to
be closed.

Mahood Bros., His Master’s Voice dealers in
Kingston, Ont., the day the armistice was an-
nounced ran good-sized copy in the local dailies
advocating the purchase of patriotic Victor rec-
ords to commemorate the victory.

Victor dealers all over the country report a
splendid demand for Ho Frenchy both in vocal,
intrumental and otherwise.

The Toronto Phonograph Shop, 123 Yonge
street, Toronto, has opened up new music par-
lors and is featuring the Pathéphone and
Pathé records and a complete line of gold medal
phonographs, a new Canadian made instrument.

TRADE NEWS FROM EDMONTON

Hudson Bay Co. Secure Representation of
Pathéphone—Reed & Robinson Expansion

EpmonTON, ALTA., Decembér 5.—The Hudson’s
Bay Co., of this city, announce that they have
further increased the facilities of this store and
have extended the Hudson’s Bay service to their
patrons by the addition of a well equipped talk-
ing machine department. They have secured
the representation of the Pathéphone and are
carrying a complete line of models as well as
Pathé records. They have been appointed sole

licensees for Edmonton. Impressive large-

= i

/TONE ARMS & SOUND BOXES _~

Dealers

If you want the best,
be sure that the ma-
chines you handle
are equipped with

MUTUAL

TONE ARMS AND
SOUND BOXES

Mutual Talking Machine Co., Inc.

145 West 45th Street, New York

sized copy has appeared in all the local news-
papers announcing the opening of their exclu-
sive Pathéphone parlors.

Reed & Robinson, of this city, are making
preparations to extend their talking machine
department to include a number of soundprooi
booths so that customers may listen to Bruns-
wick phonographs in quietness and comfort in
these comfortable quarters.

The Lodge Piano House, of Edmonton, has
taken the representation of the Gerhard Heintz-
man phonograph. A heavy demand for Victor
records is reported by this house. The sales
include both popular and patriotic records.

The third prize in the Winnipeg Telegram
want advertisement contest consists of a Co-
lumbia Grafonola and twenty-five records pur-
chased from Stanwood’s, Ltd., of that city.

CLIFFORD R. ELY’S NEW POST

Has Become a Member of the Wholesale Pathé
Traveling Force

Announcement has been made that Clifford
R. Ely, one of the best-known members of the
wholesale traveling fra-
ternity, has joined the
Pathé traveling forces
and will visit the trade
throughout the country.
For many years Mr.
Ely was a member of
the Columbia traveling
staff and he numbers
among his personal
friends dealers from
LY coast to coast. As a

C. R. Ely Pathé wholesale travel-
er Mr. Ely’s long and successful acquaintance
with the industry will be utilized to excellent
advantage, as he is in a position to render Pathé
dealers efficient service and co-operation.

NEW AUSTRALIAN CUSTOMS RULES

Exporters making shipments to Australia
should prepare immediately to comply with the
requirements concerning invoices and customs
declarations which go into force on January 1,
1919. After that date all invoices for goods
dutiable at an ad valorem rate of duty from all
countries other than China and Japan must con-
tail a separate column showing the fair mar-
ket value for home comsumption in the country
of export, at the date of invoicing to Australia,
of similar goods in similar quantities.

“THE SUCCESSFUL SALESMAN”

This Is the Title of a New Volume by Frank
Farrington Which Is of Exceeding Merit

A most excellent and interesting new book
on salesmanship entitled “The Successful Sales-
man,” by Frank Farrington, has just been pub-
lished by Laird & Lee, Inc, Chicago. There
have, of course, been other books on salesman-
ship—too many of them by theorists whose pro-
fession was writing and not selling. Mr. Far-
rington, however, in his latest volume shows an
accurate knowledge of the science of salesman-
ship, based on actual experience, and offers much
material of practical value.

It may be that salesmen are born and not
made, but even the born salesman can find much
material in Mr. Farrington’s new book that will
make his selling easy.

Mr. Farrington is a recognized authority, and
his name is familiar to many trade journal
readers and business men generally as the au-
thor of numerous books and articles on selling,
advertising, store management, etc. Some of
the thirty-two chapters are: ‘“What Makes a
Salesman?”; “Salesman and Salary”; “Under-
standing the Customer”; “What Customers
Want”; “Showing the Goods”; “Putting Punch
Into Salesmanship”; “T'he Morning After”; “The
Salesman and the Catalog”; “The Value of
System”; “It Can’t Be Done”; “The Art of Sell-
ing Yourself.” The price of the book is $1 net.

CONTAINED ‘VYALUABLE SUGGESTIONS

J. 1. Carroll, Emerson sales manager, has re-
ceived many interesting letters from the dealers
throughout the country referring to the excel-
lent article written by him for the November
issue of The World entitled, “Keeping Good
Help Should Be a Prime Consideration With
the Live Dealers.” These dealers informed Mr.
Carroll that his article contained valuable sug-
gestions that they are utilizing in their own
establishments.

H. L. WILLSON ONE OF THE GUESTS

H. L. Willson, general manager of the Colum-
bia Graphophone Co., was one of the prominent
guests at the luncheon of the American Manu-
facturers’ Export Association at the McAlpin
Hotel, New York, the other day, when an address
was made by the Italian Ambassador inviting
American capital and enterprise to center atten-
tion on Italy in connection with the development
of export trade.

3900 CHOUTEAU AVENUE,

WESTERN VENEER PRODUCTS CO.

ST. LOUIS, MO.

Largest Manufacturers of 3-ply
Veneer Phonograph Shipping Cases

Ask for Prices and Samples




THE INSTRUMENT OF QUALITY
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CLEAR AS A BELL

HESE new needles fill a long felt want and are
so superior that, once tried, they will be used

permanently, because of their

1 ImprovedTone: They
mellow the tone and
eliminate harshness.

2 Greater Economy:
They play 50 to 100
times before wearing
out, and outlast any
other multi-playing
needle.

LOUD

3 Increasing Life of

Records: The record
engaging point does
not enlarge as it wears,
having the same diam-
eter throughout.

Convenience: They
save constant needle
changing.

G
Son

(1)
nr@ Sikered Necdles

|V

Three Grades
MEDIUM

30c. for package of FIVE

SOFT

Sonora needle sales run into volume quickly,
and 1t will pay you to handle this splendid
product which is meeting with popular favor.

Suitable matter describing this needle will
be forwarded on request.
order today for sample shipment.

Sonora Phonograph Sales Co., Inc.

GEORGE E. BRIGHTSON, President

Send in your

Executive Offices: 279 Broadway, New York

Demonstration Salons: NEW YORK : Fifth Avenue, at 53rd Street
PHILADELPHIA : 1311 Walnut Street

50 Broadway (Standard Arcade)
TORONTO : Ryrie Building

Export Decpartment : 417 West 28th Street, New York

CAUTION : Beware of similarly constructed needles inferior in quality!



éunura Phonograph Sales Company, .

GEO. E. BRIGHTSON, PRES.

279-281 BROADWAY
NEW YORK

To the Phonograph Dealers of America:

1@@/ITH the coming of Peace, America is
IVAV) entering the greatest period of activity
22023 and prosperity in its history.

That part of the public which held up its
purchases of phonographs during war time is
ready to buy now. The year 1919 will un-
doubtedly see all phonograph sales records
broken and it is at the beginning of this new
reconstruction era that we wish to state that
the Sonora will demonstrate its supremacy
even more convincingly wn the future than in
the past.

Setting the highest of standards, maintaining

a wonderful quality and improving its already

magnificent tone, the new Sonora will con-

tinue firmly to uphold its reputation as being

;I‘)Vhe 1(Ii-hghest Class Talking Machine in the
or

With the government restrictions lightened
we anticipate a large increase in production
and excellent deliveries.

Our hearty greetings and best wishes are
extended to you, this most joyful of all
Christmases.

Sincerely yours,

SONORA PHONOGRAPH SALES Co., INC.
GEORGE E. BRIGHTSON, President
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TWIN CITIES EXPERIENCING FAMINE IN TALKING MACHINES

Jobbers Have Immense Orders on Books Which They Are Unable to Fill—More Hopeful Now
That Peace Has Arrived—Foster & Waldo Secure Sonora Agency—What Leading Jobbers Report

St. PauL and MINNEAPOLIS, MINN., December 5.
—Writers on talking machine subjects will hail
the reincarnation of Noah Webster or the birth
of a new lexicographer. We need some syn-
onyms for “famine,” “shortage,” “dearth,” “in-
ability to obtain,” “lack of” and other words
and phrases meaning that it is difficult to fill
orders. Such words have been so used over and
over again in attempting to depict the plight
of the talking machine dealers of Minneapolis
and St. Paul that they become meaningless and
some new phrases must be coined very soon or
some critic will remark that we lack originality
and imagination.

Well, as has been noted in these columns
for thirty-six consecutive months, the only limit
to the talking machine trade in the great North-
west is the ability of the dealers to obtain
goods—both instruments and records. It must
be that they are without ability, for they are
obtaining neither.

“We have orders for about 3,000 Victrolas on
our books,” remarked W. J. Dyer, with a beam-
ing smile. “We hope to fill the orders, but
my personal conviction is that quite a number
of Northwestern dealers will be disappointed.
Some would say that the present situation is
much more desirable than to get tied up with
a surplus of 3,000 machines.

“Well, if that is any consolation, we must
niake the best of it, for that is all the con-
solation there is, except that Dyer & Bro. are
shattering all their former records for Victrola
sales. Qur young men are coming back from
the war and this is lifting some anxiety from
our burden of cares.”

A prominent phonograph dealer in the twin
cities is somewhat envious and at the same
time somcwhat resentful over a scheme played
by a contemporary dealer. The latter, it is
averred, was interested in a number of houses,
which nominally were operated as independent
concerns, hut as a matter of fact were branch
houses. Excessive orders were sent in from all
branch houses and while the orders only were
partially filled, the head house had quite a stock
to draw from, thereby placing all competitors
at some disadvantage. No, it is impossible to
divulge any names—it wouldn’t be polite.

“We could place 1,000 machines ncxt Mon-
day could we get thcm,” dcclared E. L. Kern,
dircctor of the Brunswick-Balke-Collender Co.,
manufacturers and distributors of the Bruns-
wick phonographs. “We have been getting
some imachines, but certain popular styles are
not easy to get.”

R. N. Cardozo & Bro., one of the oldest furni-
ture houses in the city of St. Paul, has taken
ot the Brunswick line and expects to push it
with much vigor. Boutell Brothers in Minne-
apolis are making a distinct success with their
Brunswick business, and at the present rate of
progress soon will be distributing a carload a
week in a straight retail way. Style 35 is prov-
ing a fine seller.

There are two Cheney shops in the Twin
Cities, one in each twin. The managers ex-
press themselves as fully satisfied with the re-
sults of their efforts. They have obtained, they

believe, a firm foothold in the face of keen
competition and already may be said to be on
a profitable basis. FEarl C. May, general man-
ager of the Cheney interests, finds time to get
up into these parts about once a month and help
in spreading propaganda for his wares.

Orders for Pathé machines and records are
coming over the long distance telephone lines
to G. Sommers & Co., St. Paul, distributors
for the Northwest. Jay H. Wheeler, in charge
of the Pathé interests, testifies that he has all
that he can do to fill orders. The home fac-
tory must turn out a greater number of the No.
7 and No. 12 models priced at $95 and $140, or
soame desirable business will be lost. Already
these models are scarce. The record racks with
a capacity approaching 200,000 are losing their
contents quite rapidly.

Even the sample models in the Columbia
headquarters in Minneapolis have had to go in
order to supply the incessant demand for instru-
ments. There is not a single instrument be-
tween the $47 and the $750 models on the floor,
and Manager Sprague is due for a brain storm if
the machines don’t come presto.

W. E. Smith, head of the Dictaphone branch,
returned last week from a staff meeting in New
York. The November sales record tops all
monthly records since the machine entered the
Northwestern territory.

Foster & Waldo have added the Sonora line
of machines to their stock and now handle four
makes of talking machines. The house began
some years ago with the Victor line, then added
the Edison. Later it was found necessary to
take on the Columbia line in order that patrons
should not be disappointed. Even with three
factories to supply instruments the demand re-
mained unsatisfied, and hence the classy Sonora
machines were placed on the Foster & Waldo
floors.

It is wholly impossible for the Victor jobbers
in the Twin City territory to even approximate
the demand for machines and records. W. J.
Dyer & Bro., St. Paul, report that they have on
hand orders for 3,000 machines. Whether they
will be able to fill them or not is a matter of
mere speculation. Beckwith-O'Neill Co., Min-
neapolis, never have been in such straits as
thcy are now.

MORE THAN A HINT HERE

Army life is not only developing our young
men physically, but the mental side gets atten-
tion, too. There is a series of what are known
as “nut” tests, in which many surprising and
freak questions are asked for the purpose of de-
termining quickness of wit, mental balance, log-
ical reasoning, etc. There is more than a hint
in this for the industrial world.

One of two editors in a town who had al-
ways slandered one ahother in their newspapers
died one day in a bathtub. The other, endeav-
oring to curb his pen as he wrote the report of
the death, contented himself by saying that his
colleague came to his death “while trying an
experiment.”

“"MAGNET" DECALCOMANIE NAMEPLATES

1 FOR

[rumng s £ com
Kankel
e 6,

126 Liberty Street

TALKING MACH|Ne
CABINETS Exceg NE

Pamphlets with fac-simile illus-
trations and prices mailed
on request.

SMITH-SCHIFFLIN CO.

THE PHONOGRAPH G-
1240 HURON ROAD (farwrlum Roag)
'Iﬂ'l’c' PROSPECT £140~ (lg):“
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New York City
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CThe
Scotford CTonearm

and

Superior Universal

Adjusted for Cabinet
measuring 8% inches from center of Tonearm
base to center of Turntable shaft
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=  Reproducer

=

é CThe Ideal

= Combination
= Plays All Makes of Records
== asthey should be played
= _ Price of Sample Prepaid
= Tickel, $5.25 Gold, $6.50

Distinctive Features

CThe Reproducer pivotsonits axis (asillus-
trated above), taking the correct angle
for all makes of records, and the needle
retains same center in both positions.

Surface noise is less than with any other
reproducer — surface scratchings being
reduced to a minimum through perfect
proportioning of the stylus construction,
and placing the needle in the center of
the groove at the cotrect angle.

CThe split construction of the frame and
face ting of the Reproducer, together
with the method of pivoting the stylus
bar, and perfectinsulaton—effectasen-
sitive and free vibration—and prevent a
pinched tone resulting at any time from
natural contraction or expansion of the
metal parts.

CThe reproduction is the mellow, natural
quality of tone—absolutely getting away
frtom the usual sharpness and metallic
effect so noticeable in mostreproducers.

Sound waves act upon the same principle
as light waves—they travel in a straight
line until they meet some obstruction,
from which they are deflected at right
angles. CThe rightangle turn atthe back
of the Scotford Tonearm causes less
breaking up and confusion of the sound
waves than occurs in the curved arm.

CThe contection between the Reproducer
and Tonearm is perfectly insulated with
a hard rubber bushing. lnside diameter
of the Tonearm is correct to accommo-
date the volume obtained from the latest
tecords.

CThe right-side turn for changing needle is
handier than the old style turn-back, and
when in position for the Hill-and-Dale
records there is no interference with
lowering the cabinet cover.

CThe lateral movement at the base is sim-
ple, free and permanently satisfactory.
lnside thete is no obstruction to interfere
with passage of the sound waves. There
are no loose balls in the bearings, there-
fore no buzzing noise can occur from the
great vibration on high notes.

B
Barnhart Brothers
& Spindler

Monroe and CThroop Streets—Chicago
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- To all who have helped us make our
success and who know the true value of
our goods in building up Sales of Talking
Machines and Records, we heartily and
sincerely wish

A Uery Merry Christmas

an

A Most Bappy and Prosperons
New Yrear

“B& H”

# Fibre Manufacturing Co. £
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LOOKED LIKE REAL BUSINESS

Why the Police Got Suspicious of “Doings” at
the Aeolian Co.’s Bronx Store

Early Thanksgiving morning, 2.30 a. m., to be
precise, says the Bronx Home News, “Moe”
Stein, the Bronx manager of the Aeolian Co. on
Fast 149th street, between Third and Court-
landt avenues, looking the worse for wear after
a strenuous day's business, was just about to
light out for home when two “cops” and a ser-
geant stepped into the store, and in a tone of
voice that presaged trouble, said, “What’s go-
ing on in here?”

“Nothin’ going on in,” 1cplied “Moe.” “All
goin’ on out. Fifty Acolian-Vocalions and a
flock of pianos. Suspicicus of those hired
trucks backed up there? Had to get ’em; hadn’t
enough of our own to go around. Fclks sitting
up now waiting for promised deliveries.”

Sheathing their night sticks the “cops” de-
parted, while one remarked: “It's a h—— of a
business that keeps a man up this hour.”

There’s a moral to this news story.

A PATRIOTIC SOUVENIR

The New York Talking Machine Co., Victor
wholesaler, has sent to its many friends in the
trade an artistic 1919 calendar, which presents a
handsome portrait of General John Joseph Per-
shing, commander-in-chief of the American
Expeditionary Forces in France. This calendar,
which is entitled “T'o Make the World Safe for
Democracy,” will undoubtedly meet with a
hearty welcome from the Victor dealers who are
fortunate enough to receive a copy, as General
Pershing’s portrait is remarkably effective, be-
ing an exact reproduction from the original
painting by Lotave. The New York Talking
Machine Co. mailed these calendars well ahead
of the Christmas rush, so that its friends could
receive their copies promptly and in perfect con-
dition.

AN EXPERT IN THE SALES FIELD

Miss M. E. Dorr Has Achieved Success as Man-
ager of the Talking Machine Department of
the Up-the-State House of W. T. Crane Co.

Syracuse, N. Y., December 4.—Miss M. E.
Dorr, manager of the talking machine depart-
ment of the W. T. Crane Co., of this city, has
been achieving pleasing success in developing

Miss M. E. Dorr
business for this well-known house, which han-
dles the Columbia and Victor lines.

Miss Dorr has had nine years' experience in
the sales division of the talking machine field,
having been associated with the W. T. Crane
Co. for the past six years. She is considered
an expert in her field of endeavor, having in-
augurated many ingenious and successful sales
plans in connection with the conduct of her
department. She has a thorough knowledge
of record catalogs, and her musical experience
has been a vital factor in her success.

Nothing will starve to death much quicker
than enthusiasm unless it is properly nourished.

EXCISE TAX FIXED AT 5 PER CENT.

Senate Finance Committee, In Redrafting the
War Revenue Bill, Eases Up Burden Placed
on Talking Machine Men By the House

It was announced late last month that the
Senate Finance Committee, in carrying on its
work of redrafting the War Revenue Bill, had
given further consideration to the section cov-
ering excise taxes on talking machines, records
and piano players, and had fixed the tax on such
articles at 5 per cent. This proposed tax is just
half of the 10 per cent. tax provided for in the
War Revenue Bill as it left the House, and only
2 per cent. more than the excise tax at present
being met by the talking machine trade under the
old bill. It is believed that this reduction in
tax, even though it follows some strong and ef-
fective arguments presented before the Senate
Finance Committee by representatives of the
talking machine industry, is really due in a large
measure to the sudden change in the war sit-
uation, and the belief that the amount of income
provided for in the House bill would not be
necessary.

The War Revenue Bill will, of course, have a
long and troublous journey before it from the
time it leaves the hands of the Senate Finance
Committee until it passes from the President’s
desk as a law, but it is firmly believed that
there is little likelihood of further changes be-
ing made in the bill in the future, as far as it
affects musical instruments, unless such changes
are made with a view of reducing the burden
placed on the trade.

TO HANDLE THE AEOLIAN-VOCALION

The Bissell-Weisert Piano Co., maintaining
warerooms in the Fine Arts Building, Chicago,
have just taken on the Aeolian Co.’s lines of
Vocalion phonographs and Aeolian records.
They also carry the Victor line and are Chicago
representatives of Chickering & Sons pianos.

Specifications

——1Ihe Leonard Markels

Beveled gear noiseless winding,

winding.
Cast iron nickeled frame.
Powerful, durable, compact, accessible.

Guaranteed in every minutest detail.

i New ratchet device that prevents clicking.
Bakelite intermediate gear—absolutely silent.
Plays seven 10-inch or five 12-inch records at one

Built especially for the highest-grade machines.

and Canada.

LEONARD MARKELS - 165 William St., New York

UTTERFLY mQTg_l_{_ -~

Leonard Markels

_ Jewel Bearing
#& Butterfly Motor

has revolutionized the motor in-
dustry.
silent winding and represents the
acme of perfection in motor con-
struction.

This motor has achieved phenomenal success,

and is being used exclusively by leading phono-
graph manufacturers in all parts of this country

Write today for a copy of our
New Butterfly folder

The

It is silent running and
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The most wonderful Talking Machine of the present age at the price
~An Instrument of Supreme Value, Tone and Quality

SPEAKS FOR ITSELF

No. 100—$100

The Cleartone has become very popular because of
its quality, splendid value and the advertising and
sales campaign that now stands in back of it. Dealers!
Watch us grow—write for our agency and grow

with us.

SUNDRY DEPARTMENT

MOTORS—No. 1, double-spring, 10-inch
turntable, plays 2 10-inch records, $3.25; No.
6, double-spring 10-inch turntable, plays 3
10-inch records, $4.00, with 12-inch turntable,
$4.25; No. 8, double-spring, 12-inch turnt.able,
lays 3 10-inch records, castiron frame, $5.85;
Rlo. 9, double-spring, 12-inch turntable, plays
3 10-inch records, castiron frame, bevel gear
wind, $6.85; No. 10, double-spring, 12-inch
turntable, plays 4 10-inch records, castiron
frame, bevel gear wind, $7.85; No. 11, double-
spring, 12-inch turntable, plays 7 10-inch rec-
ords, castiron frame, bevel gear wind, $9.75.

TONE ARMS AND REI’R,ODUCERS——PI&)_7
all records—No. 2, $1.45 per set; No. 4, $3.95
er set; No. 6, $3.75 per set; No. 7, $3.75 per set;
Rlo. 8, $3.75 per set; No. 9, $3.25 per set.
MAIN SPRINGS—No. 00, % in.,, 9 ft., 39c.
each; No. 01, 7% in., 7 ft, 29c¢c. each; No. 1, 3
in,, 10 ft., 49¢. each; No. 2, {3 in., 10 ft., 49c. each;
No. 3, 7% in., 11 ft,, 59¢. each; No. 4, 1 in.,, 10
ft., 59¢. each; No. 5, 1 in., 11 ft., heavy, 75c.
each; No. 6, 114 in., 11 ft, 95¢. each, We also
carry other size main springs to fit Victor,
Columbia and all other motors at nominal
prices.

RECORDS—POPULAR AND GRAMMAVOX,
new 10-inch, double-dise, lateral cut, all in-
strumental selections 35c¢. each.

GOVERNOR SPRINGS—To fit VICTOR,
COLUMBIA and all other motors at moderate
prices. Special prices on large quantities to
Motor Manufacturers.

GENUINE DIAMOND POINTS, for playing
Edison records, $1.75 each.

SAPPHIRE POINTS, for playing Edison
records, 18c. each.

SAPPHIRE BALLS, for playing Pathé
records, 22c¢. each.

NEEDLES, steel, 75¢. per thousand in 10,000
lot.

We also manufacture speaial machine parts, such as
worm gears, stampings, or any screw machine parts for
motor; reproducer and part manufacturers.

Special quotations given to quantity buyers in Canada
and other export points.

Write for our 84-page catalog, the only onme of fts kind
in America, illustrating 33 different styles of talking ma-
chines and over 500 different phonographic parts, also
cives description of our efficient Repair Department.

Lucky 13 Phonograph Co., 3 and 46 East 12th St, New York

No. 65—$65

No. 85—$85

i

e
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Lashanska —Stracciari—New York Philhar-
monic — Toscha Seidel —Josef Hofmann—

just a few of the bright stars that shine in
Columbia Christmas Records.

Columbia Graphophone Co.
NEW YORK

.S —
X

TELLS OF HIS WAR EXPERIENCES

Major Noyes, Former Andrews Traveler, Conr—
veys an Idea of Strenuous Times for Ameri-
can Boys at the Front in Recent Letter

BurraLo, N. Y., December 8—Even before many
Americans at home, up to a few weeks ago, were
quite sure when the war would end, the Yankee
boys overseas were pretty well convinced that
“the big show” would soon be over. Among
those who predicted the early termination of
hostilities was Maj. Hal H. Noyes, who formerly
was traveling representative for W. D. & C. N.
Andrews, talking machine jobbers of this city.
Major Noyes is attached to the motor dispatch
riders, and in a letter to Mr. Andrews, he said:

“Well, it looks as though this show is almost
over, doesn’t it? And I can't say that I'm sorry.
I have just been attached to the Second Army
and am leaving here shortly for the front, where
I hope to be in at the finish. I just left the
First Army and saw a good part of that show
in the Argonne. It was tough work. The coun-
try is much like that of Northern Pennsylvania,
and is awful country to fight over, especially the
kind of warfare that is waged now. I'm going
over it. One wonders how an advance was ever
made. The Hun had ‘pill boxes’ machine gun
nests everywhere, and there is hardly a square
yard of it for miles that isn’t pitted up by shell
fire. In the woods, or what is left of them, the
German machine gunners would stay as long
as possible in hundreds of instances, until the
gun crews were wiped out or captured. Then
the Hun would shell the place, using plenty of
gas, which will stay in the woods sometimes for
days, making it extremely dangerous for our

men and always mighty uncomfortable. It is no
picnic to have to wear a gas mask for hours
at a time, and mustard gas is particularly nasty.

Major H. H. Noyes
If it gets on your clothes, it soon works through
and spreads and makes a nasty burn.

“I've seen some mighty bad cases of mustard
gassing, and the funny thing is that in many
instances the men don’t know when they got
it. Thank Heaven, I never got a dose of that,
and I hope I don’t. I went over a road built
across what had been No Man’s Land forty-
eight hours before. This road was built, four
miles of it, in fourteen hours, which in itself

is remarkable enough, but stop and think that
most of it was done after dark. They had no
grading machines—just men with shovels and
picks and sand bags, practically all that time
under shell fire, and they built a good, hard
road, capable of sustaining heavy and continu-
ous traffic. ln fact, the stream of traffic was
twenty-four hours long, and every day. Oh, it's
soime army we are building over here.
“Some of our youngsters in that show were
green at this war game, green as grass, but
they would go over the top with a yell and a
laugh, and the task of the famous ‘Six Hun-
dred’” was a lawn party compared to what
these huskies had to do. When they learn
from experience not to take so darn many
chances, we won’t have so many casualties, but
they just won't ‘keep their head down.” I came
through that show in good shape, although I
was air-raided and shelled a few times. They
didn’t get me, but several times I just knew
they were after—only me. One feels that way,
especially at night, when they drop those damn
bombs. Lord, they do shake things up!
Scared? Sure I was scared; why, I couldn’t
eyen climb under my blankets. They dropped
twenty of those darn things about 150 yards
from where I had been sleeping—too close. He
missed his target by a mile and a half. Too
careless of him! You see, he was after a dump
of ammunition. Well, you feel better when
they're gone, but you don’t know when his cou-
sin or brother is coming back. You don’t suffer
from ennui much when you're up there.
“Well, as I said before, some of us will soon
be thinking of starting for home, as this show
is nearly over, and 1 hope I'll be in the first
bunch. WWas one of the early birds over here.”

THE WONDERFUL TONE PRODUCTION OF PHON d’AMOUR

is obtained by

‘THE AMPLIFIER

an_ entirely new type of horn,
built on the principles of a violin

and

THE DIAPHRAGM

{nade. of selected violin wood, fashioned beyond any possible danger of warping, and
msuring a resonance and sweetness of tone, not obtainable by the use of any other material

These Features are Patented and Procurable Only in Phon d‘Amour
Plays All Makes of Records and Glorifies Them All

THE FRITZSCH PHONOGRAPH CO.,

228-30 West Seventh Street

CINCINNATI, OHIO




40 THE TALKING MACHINE WORLD

Decemeer 15, 1918

THE TRADE IN

PHILADELPHIA AND LOCALITY

PriLADELPHIA, PA., December 7.—The talking
machine business during November in this city
resolved itself into a sale of everything that
was procurable—that is, so far as the Victor
dealers are concerned, and yet it did not show
a volume any way near that of November of
1917. Beginning with the first of December
the Victor men were all cleaned out, and with
little reason to expect a much better condition
during the balance of the month. There are
going to be a great many disappointed people,
as well as dealers and jobbers, it is apparent, for
the Victor jobbers cannot see but that it will
take the Victor Co. at least until spring before
they will be able to ship the enormous number
of machines and records that will adequately
fill the demand.

There seems to be a great scarcity in other
lines also, and only a few factories have been
able to keep their dealers supplied in Novem-
ber, and to start them on the last month of the
year with assurances that they are going to get
plenty of goods.

Having a Wonderful Season

The Columbia Graphophone Co., 210 North
Broad street, have been having a wonderful sea-
son, their November practically cleaning them
up on stock. Manager Heath states that they
have received a small shipment of machines this
week, but they have others on the road, and he
hopes that they will get enough Grafonolas to
at least satisfy the dealers, although he does
not hope to be able to nearly supply demands.
The record condition is somewhat better, al-
though on the most popular of the recent num-
bers there is a considerable shortage. E. A.
Manning, of the Columbia Co., who has been
seriously ill for some time, has so far improved
that there is now assurance of his recovering,
for which all his friends in this city are very
glad.

Just Marking Time

A representative at the Louis Buehn Co. says:
“The whole situation is simply this, we are go-
ing along selling all we are receiving from the
Victor Co., which is not very much. From pres-
ent indications it will be only a comparatively
short time before the Victor Co. will be able to
get back to normal, but when they do, I think
they will be able to produce more than they

TALKING MACHINE DEALERS

Victor
Wholesalers

can greatly increase their profits without additional
overhead expense, by selling the world-famous

Weymann “KEYSTONE STATE”

Musical Instruments

a combination that has proved to be an instantaneous success.

Write for calalogue

H. A. WEYMANN & SON

Manufacturers

Established 1864

1108 Chestnut St.
Philadelphia, Pa.

P

ever did in the history of their business. We
have received a partial shipment of the new
Style VI Victor, in mahogany, and it is a very
fine machine for the price. The probabilities are
that there will be no more of this particular type
—mahogany finish—shipped again until “next
year.” P .

The Buehn firm have received letters the past
week from E. P. Bliss, Jr,, and R. C. Carpenter,
former employes at their store, to the effect that
they hope shortly to be back from France and
to again get “into the harness.”

Among out-of-town talking machine men in
Philadelphia the past week were C. N. Andrews,
of Buffalo, N. Y, and L. C. Wiswell, manager

|

t 913 ARCH STREET

A Good Time To Lay In Your
Supply of Accessories

‘ Lundstrom Cabinets__One of the best selling propositions in the
i Talking Machine business today.

Record Cleaner Brushes——A neat plush brush, leather back—finds

. A necessity for every talking machine with a lid.
Record l'-‘“:es_ﬁne Christmas gift.

Needle Cutters—Lyon & Healy and the Record Lite Fibre Needle Cut-

ters. Best cutters on the market.

< s ¢ ve___A Plaster Paris Miniature.
His Master’s Voice—g fer, v 0

Wall-Kane Needles_Wcll known to the trade. Medium, loud and

extra loud grades.

Heineman Needles—in medium and loud tone.

Penn Phonograph Co., Inc.

Victor Wholesalers Exclusively

a ready sale.

Makes a

Four inches high.
Order a sample dozen.

PHILADELPHIA

of the \{jefb’r department of Lyon & Healy,
Chicage! P
In Good Shape for Holiday Trade

P “Manager Bates, of the Victor department at the

Wanamaker store‘,hhis his quarters in very fine
shape for thectioliday trade, but unfortunately,
like allﬂothé‘r Victor dealers, he is shy of stock,
but.hopes, with a little more assistance from the
factory, to make the usual holiday showing. He
is a little pessimistic regarding this, however,
but is optimistic to the extent that he believes
the Victor people will very shortly increase pro-
duction so that in a few months all their dealers
will have very clear sailing. - -~

Able to Meet Trade Denfands
Herbert E. Blake, of Blake & Burkart, the big

Edison dealers at Elevex};t;i;‘d/\"/alnut streets,
says that they are pluggin ong and doing a
very good business.” Mp~Blake says: “We had
a very nice month last month and it looks good
for this month.” We had plenty of stock and
there is plenty demand for it. We had to dig
for the stock, but we dug, and we are now be-
ing repaid. All the other Edison dealers in
Philadelphia seem to be in the same shape. We
have more machines on hand now than we had
to start last month, and our business in Novem-
ber was more than double that of November a
year ago.”

Mr. Blake says that they are also in fine shape
on records, and the twenty-four new records
which they placed on sale on the thirtieth are
of a high class and he believes they are going
to be popular with the public. They have two
large shipments on the way now, of machines

and records, which they believe will see them.

through the holiday period.

The Blake firm were very much honored as
well as pleased when recently a representative
arrived from the Edison Co.’s factory to write
up their system here to be used in the Edison
official magazine, “Along Broadway.”

R. N. Stults in Charge at Presser’s

Robert N. Stults, for many years identified
with the piano trade in this city as salesman,
has accepted the position of manager of the new
talking machine department at the Theodore
Presser store. The Presser firm handle the
Victor and the Brunswick. The department
was opened some time ago and has already ob-
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For 1919

\E pledge to our Dealers a contin-
uance of fair and helpful Victor
Service. The war’s end, bringing
better conditions and increased factory
shipments, should mean a wonderful

year of MUTUAL FROSPERITY.

The Louis Buehn Company, Philadelphia

Victor Wholesalers

TA:

tained a firm footing, and Mr. Stults will no
doubt put much energy into the department.
Advertising Campaign Brings Results

The local Pathéphone Co. report that No-
vember was the biggest month they have ever
had. This is true both in retail and in whole-
sale. Mr. Eckhardt believes that December will
unquestionably again break all records. They
recently entered into an extensive advertising
campaign which has been bringing big results.
This campaign was conducted not only in the
newspapers, but also on billboards all about the
city. The Pathé Shop name is in evidence all
about the city.

Mr. Eckhardt says the Pathé Co has been able
to supply them with all the goods needed so

THE BEST
TALKING MACHINE NEEDLE

On the Market—Packed in Counter Salesman

| PHONOGRAPH NEEDLES

EACH NEEDLE WILL PLAY IO RECORD.

i

| NEEDLES |

EACH NEEDLE WiLL PLAY 10 REGORDS w

50 Needles to & box and they retail at 10c. per Box.
oxes to a package $6.00.
This package costs you $3.90 net.

Your profit is $2.10 nnd your customer gets a needle that

will give satisfaction.
The Fred. Gretsch Mfg. Co. s2.2romivsy
Brooklyn, N.Y.
Manufacturers of Musical Instruments
Canadlan Wholeqnle Agent, H. A. BEMISTER
0 Victoria St., Montreal, Can,

We: stern Dn!nbutor WALTER S. GRAY
530 Chronicle Bldg. San Francisco, Cal.

far irr the way of machines, and record ship-
ments have been coming in in splendid shape.
E. A. Widmann, president of the Pathé Co., was
a visitor in Philadelphia during the month.
Weymann Boys Meet in France

This Thanksgiving meant much to H. W.
Weymann, in charge of the wholesale depart-
ment of H. A. Weymann & Son, Victor distrib-
utors, Philadelphia, Pa. The mail that morning
brought the pleasing announcement that his two
sons, who are both serving their country in dif-
ferent branches of the service, had met in
France. H. Power Weymann, the eldest of
the two boys, went to France in Company
E, 315th Infantry. In the capture of Sedan,
in which the American troops played such a
valiant part, young Weymann was wounded by
a shell and was later transferred to a hospital in
Bordeaux. Herbert Weymann, the other son, is
serving as chief yeoman in the United States
Navy, and is quartered at Croix d’ Huis, which
is within a few miles of Bordeaux. Herbert
Weymann visited his brother in the hospital,
and in a lctter home told of the happy reunion,
and the equally cheering news of his brother’s
rapid recovery.

New Pathé Representatives

The big furniture store, Stern & Co., in this
city, have opened a Pathé department, and thus
far their campaign has been most successful.
They have been doing a land office business.
Other firms in the State that have taken on the
Pathé are: The Scranton Talking Machine Co.,
of Scranton, Pa.; the Cameron Piano Co., of

Cameron, Pa.; G. C. Aschbach, a large musical
instrument dealer of Allentown, Pa., and the
Goodenough Piano Co. of Bethlehem, Pa.
Frieda Hempel Scores in Opera

Frieda Hempe! was the star of the opera last
week—“L'Elisir d’Amore.” This artist sings
exclusively for the Edison, and consequently
the Edison dealers outdid themselves here for
publicity. Blake & Burkhart had an attractive
Hempel window, with a big poster of Miss
Hempel as “Marie” in “The Daughter of the
Regiment.” The first record she made for the
Edison was the Proch Theme and Variations
interpolated in this opera. They also had vari-
ous photographs of her, and the Edison poster
of all her records. Pictures and posters of Miss
Hempel were also displayed by W. A. Murdock,
manager of the Edison department of the Lud-
wig Piano Co. N. Stetson & Co., the Girard
Phonograph Co., etc.

H. A. Weymann & Sons Are Optimistic

H. A. Weymann & Sons, in spite of a very
heavy Victor business in November, enter the
December month in better shape than the ma-
jority of Victor dealers here. They lack ma-
chines to a considerable extent in comparison
with the demand, and their record shelves seem
very skimp, but H. W. Weymann is optimistic as
to the outcome and believes the Victor people
are going to give them at least a liberal supply
of both machines and records to meet the heavy
demand, but of course not sufficient to nearly
supply the wants of their rapidly increasing
roster of customers.

Address all correspoundence to—
RECORDER

AUSTRALIAN AND NEWZEALAND TRADE

Well established firm now manufacturing and dealing wholesale in Cabinets
and Disc Filing Cases is desirous of embarking further in the Talking Ma-
chine business and invites quotations and details of Motors, Voice Boxes, etc.

Buying Agenls : Messrs. Henry W. Peabody & Co., New York

Messrs. Henry W. Peabody & Co., Box 932 G. P. 0. Wellington, New Zealand
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Dance Music for Christmas—of course. And
there is no dance
Records. .

music

———a

Columbia Graphophone Co.

like Columbia

NEW YORK

WITH PEACE SECURED PITTSBURGH LOOKS FOR BIG TRADE

Marked Activity in All Branches of Business—Kaufmann’s Victrola Department—Columbia Line
With Joseph Horne Co.—Buehn Co. Tell of Edison Tone Tests—Demand for Starr Phonographs

PirrsBurcH, PA., December 5—Marked activity
is noted in talking machine circles, due to the
pre-holiday season publicity methods that are
being utilized by the various dealers in ma-
chines and records. On all sides it is con-
ceded that the amount of business that will be
transacted in talking machines and records will
only be limited by the amount of merchandise
that the dealers can obtain.

This view is shared by all of the leading job-
bers who are confident that had not war condi-
tions intervened the 1918 holiday season would
have been the most successful and notable in
the history of the trade as far as the Pittsburgh
territory dealers are concerned. This is mainly
due to the outstanding fact that the varied in-
dustrial enterprises of the territory in and about
Pittsburgh are working full time and the thou-
sands of workers are able to earn excellent
wages. Much of this money finds-its way to
the sellers of talking machines and records, as
it is an established fact that the Pittsburgh dis-
trict toilers have a decided partiality for talking
machines as well as player-pianos.

One of the largest Victrola departments in
western Pennsylvania is that conducted by
Kaufmann’s, one of the biggest department
stores in the United States. This department is
under the direction of Edward F. Harwood, who
is music merchandise manager of the store, while
the immediate direction of the department is in
the hands of Mrs. C. H. Walrath. The depart-
ment is located on the eleventh floor, and there
are thirty-five demonstration booths as well as
a number of display rooms where the various
styles of Victrolas are on show. Another fea-
ture of Kaufmann’s is the “Instant Record
Service” bureau, which is located on the main
floor. This has been established for the busy
man or woman who wishes to get a Victor rec-
ord promptly without taking the elevator to the
eleventh floor. This new bureau since its in-
ception has been very successful.

Especial attention is also given to the for-
eign record department, which is located in the
basement, and is in charge of Arnold Haas, a
linguist of note, who stated that hundreds of

foreign records were being sold weekly through
his department. This is due, he said, to the fact
that the foreign speaking patrons of the depart-
ment are liberal buyers and seemingly do not
hesitate at buying a record that they like.

The Joseph Horne Co. have placed on sale a
full line of Columbia Grafonolas as well as Co-
lumbia records in addition to the Victor line,
which they have handled for years. The depart-
ment is in charge of A. R. Meyer, who is also
secretary of the Pittsburgh Talking Machine
Dealers’ Association.. Mr. Meyer stated that
the demand for Victrolas had reached so large
a volume that it was impossible to fill all orders
placed in time for Christmas delivery.

A. N. Ansell, manager of the Victrola depart-
ment of McCreery & Co,, reported sales as very
brisk and, although he found it difficult to sup-
ply his patrons with the particular style of® Vic-
trola they wished, he often was able, he said,
to make a compromise and place a Victrola of
either a larger or smaller size than wanted, so
as to keep the customer in line for the Victor
wares. Sales of records Mr. Ansell said were
very large.

Assistant Manager A. B. Smith, of the local
Columbia branch, stated that the trade for No-
vember both in Columbia records and Grafo-
nolas were much larger than that of November a
yvear ago. Thus far in December, he said, sales
were brisk and orders were being placed in large
volume by the retailers.

“Qur sales are showing a marked increase
over any similar period prior to the holidays,”
said H. J. Brennan, manager of the Pittsburgh
Pathéphone Co., “and I am sanguine that our
Christmas sales will eclipse those of last Christ-
mnas, which, by the way, was a record-breaker
for this establishment.

J. A. Endres, sales manager of the Bruns-
wick phonograph in the Pittsburgh district, is
enthusiastic over the notable sales of the Bruns-
wick in his territory. He stated that the
Brunswick methods of reproduction have
brought about an increased volume of sales for
the retail dealers.

Mr. Brennan made a business trip to New

M

CRYSTAL EDGE MICA DIAPHRAGMS

Let us send you samples zoday of our dia-
phragms and you will readily understand why
I the best talking machines are equipped with
C Crystal Edge Mica diaphragms exclusively.

We use only the very finest selected mica,
A the best diaphragm material in the world.

PHONOGRAPH APPLIANCE CO., 109 West Broadway, NEW YORK

York the latter part of November and visited the
Pathé factory.

J. W. Helbling, one of the roadmen of the
Pittsburgh Pathéphone Co., was quite ill with
influenza. He has recovered sufficiently to re-
sume his route.

Miss Lillian A. Wood, director of the Victor
educational department of the C. C. Mellor Co.,
was off duty for several weeks, due to the in-
fluenza epidemic. Miss Wood is planning a
big campaign this season in the Pittsburgh
schools with her educational work, which has
been in operation for some time and is highly
approved by educators who have seen its prac-
tical results. The Victrola department of
the Mellor Co. is in charge of John Fisher,
who is well known to the trade.

The Dauler-Close Furniture Co., who are the
Pittsburgh agents for the Cheney phonograph,
are carrying on an extensive advertising cam-
paign in the newspapers directing the attention
of the public to that line. The firm report sales
as very satisfactory and in keeping with their
expectations. :

The Buehn Phonograph Co., Edison distrib-
utors, report a very brisk season in Edison pho-
nographs and records. Much of this new trade
is ascribed to the recent series of very success-
ful Edison tone tests which were held in the
territory covered by the Buehn Co. The retail
store of the company is attractively fitted up
with handsome demonstration rooms for both
the Edison phonograph and the Amberola. Two
new additions have been made to the staff of
the retail sales force, they being Misses Z.
Rohrkaste and Marie Kenney. W. S. Rippey,
a member of tlie traveling salesmen force, has
resigned.

Gray & Martin, distributors of the Sonora
phonograph, are enjoying a brisk sale of this
talking machine. The firm in their newspaper
advertising direct attention to the fact that they
accept Liberty Bonds for cash in the purchase
of machines.

H. C. Niles, secretary of the Starr Phomno-
graph Co. of Pennsylvania, stated that he was
only limited in his willingness to fill orders
for Starr phonographs and Gennett records by
the receipt of shipments from the factory at
Richmond, Ind. Frequently, he stated, when a
carload of phonographs reaches Pittsburgh they
arc immediately reshipped to retail dealers with-
out being taken to the local stockrooms.

The Aeolian-Vocalion is being featured by
the Kaufmann & Baer Co., who are the exclu-
sive agents for that instrument and the Vo-
calion records in Pittsburgh. Considerable
newspaper publicity has been used the past
month in directing the attention of prospective
buyers to the Aeolian-Vocalion. The Kauf-
mann & Baer Co. have commodious showrooms

' for the instruments as well as for the Victrolas

and Columbia Grafonolas, which they also han-
dle.

A. Hamberger and the Goldsmith Furniture
Co., who handle the Vitanola in this city, re-
port an excellent demand for these popular in-
struments.
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK

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

Tone Reproduction

Buy only the highest grade HEINEMAN-MEISSELBACH Tone Arm Combinations.
Your machines will then be unexcelled in tone quality.

HEINEMAN TONE ARM No. i1
HEINEMAN IDEAL SOUND BOX No. 2

HEINEMAN TONE ARM No. 12
HEINEMAN IDEAL SOUND BOX No. 2

MEISSELBACH TONE ARM No. 97
MEISSELBACH No. 2-C SOUND BOX

MEISSELBACH TONE ARM No. 97
MEISSELBACH No. 2-C SOUND BOX

* MEISSELRACH #
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HOW RIDGLEY “DOES HIS BIT”

Well-Known Talking Machine Dealer, Organizer
of 69th Regiment Band, Handles OkeH Rec-
ords—Big Factor in Musical Matters

Clifford E. Ridgley, head of Ridgley’s Music
House, 859 Third avenue, New York, which
handles “OkeH” records, is not only well known
in the local trade
circles, but is also
conductor of the
famous Sixty-
ninth Regiment
Band. When this
popular regiment
was called for
overseas duty,
Mr. Ridgley im-
mediately enlisted
and organized an-
other band in the
place of the one
that had left for
France. Under
his able leader-
ship the band
soon attained a
high degree of
success, and it is
now playing nu-
merous engage-
ments.

For his good
work, Band Leader Ridgley, who entered the
regiment as a private, has been promoted to the
rank of lieutenant.

MANY CONSTRUCTIVE IDEAS

To Be Found in the November Issue of the
“Emerson Spotlight”

C. E. Ridgley

The November issue of the “Emerson Spot-
light,” the house organ published monthly for
and by Emerson record dealers, contains many
timely items regarding these records, the open-
ing article consisting of an interesting talk by
Louis D. Rosenfield, manager of the Emerson
international record department, who is achiev-
ing pleasing success with this new department.
Mr. Rosenfield gives the dealers some idea of
the problems which confront the international
record department in its efforts to secure adapt-
able talent, and he also pays a well-deserved
tribute to Harry Marker, chief recorder of the
Emerson Phonograph Co., who has been an im-
portant factor in the production of these inter-
national records.

J. L. Carroll, sales manager of the company,
contributes a timely article entitled “Morale,”
and there are the usual number of interesting
items from Emerson dealers referring to the
sales possibilities of these records. On the last
page of this issue of the “Spotlight” there is pre-
sented a portrait of George Hamilton Green,
well known in musical circles as one of the
leading xylophone players of the present day.
Mr. Green has recorded several Emerson rec-
ords which have been well received by the
dealers.

STIMULATING CHRISTMAS TRADE

In accordance with its annual custom the New
York Talking Machine Co., Victor wholesaler,
has been sending to its dealers different sug-
gestions for stimulating Christmas business.
Recent literature includes the usual Victor gift
certificates which have achieved signal popu-
larity in past years, and post cards that the deal-
ers may send to their clients extending them the
greetings of the season. On these cards there is
reproduced a Victor record which makes this
souvenir a timely one and an effective sales help
for the dealers.

The Cheney Talking Machine Co., of Illinois,
has registered in New York State, with P. L.
James, 1107 Broadway, as representative. Cap-
ital $100,000.

This rapid promotion is no

surprise, however, when it is realized that Lieu-
tenant Ridgley has played under the batons of
Sousa, Pryor and Innes, and that he is consid-

business in new and used instruments, and it is
interesting to note that until the “OkeH” rec-
ords were placed on the market Lieutenant

Ridgley would never
consent to handle
phonograph records.
Referring to the
“OkeH” records he
says: ‘“Speaking as a
band leader, and a
judge of musical in-
struments, I must say
that the tone quality
and the musical value
of ‘OkeH’ records
must please the most
critical. It is a rec-
ord for musical ears.”
Lieut. Ridgley is par-
ticularly enthusiastic
regarding the recent

Ridgley’s Sixty-ninth Regiment Band
ered an authority on band instruments and band
music.

The Ridgley Music House does a very large

OkeH supplements,
and he is featuring to excellent advantage the
patriotic and popular numbers enumerated on
these lists.
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The Phonograph You Will
Eventually Handle

TO improve our models at the minimum cost we have decided to
concentrate our efforts of production upon the marketing of but

T-W-O popular-priced models.
able course in face of the difficult manufacturing conditions to-day.

Model Number II is similar to model Number I in
construction differing in dimensions only, the same
being: height 4614 inches—depth 21 inches—width
19 inches.

We positively believe that the fruits of our efforts
are absolutely the best that can be produced for the
We do not offer our product to the trade
as a “bargain,” but as greater value for the price
than any other machine on the market.
the most careful and deliberate inspection and com-

Our stock is so complete at all times as to insure
prompt and immediate shipments.
portation is so uncertain it is advisable to order as
far in advance of your needs as possible to avoid
delay and disappointment.

This we feel is the most advis-

Retail Price, $85.00

We invite

However, trans-

B Model 1

Height 42_inches, Width 17
inches, Depth 19 inches.

Distributors of Lyric Records
and Wall-Kane Steel Needles

Retail Price, $70.00

54 W. Lafayette Blvd.

-

Write Immediately for Unusual Liberal Discounts and Territory

ORDER YOUR SAMPLE NOW

OPEROLLO PHONOGRAPH COMPANY

DETROIT, MICH.
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the return of our boys from abroad, a new era of
record prosperity opens before you.

Not only can we now guarantee quantity deliveries,
but you can rest assured that the superior
standard of the Emerson product, due to new and
splendid features, has been vastly improved.

Go after this big record opportunity with

[ merson Records

See a// owners of machines, without
exception.

Emerson Records are f7rst out with
the big popular song and dance hits,
and first over the top with all the
worthwhile numbers.

Emerson Phonograph Companym

3 West 35th Street, New York

Chicago, 7 E. Jackson Blvd. Boston, 80 Boylston St.
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CLEVELAND TRADE IN OPTIMISTIC MOOD ABOUT FUTURE

Members of Trade Without Exception Optimistic Over Prospects for Business During Holidays
and New Year—Heavy Orders for Goods Placed, But It Is Still Difficult to Get Machines

CreveLanD, O., December 5—With the war at
an end Cleveland talking machine distributors
and dealers feel like “relaxing” as it were, and
all the members of the Talking Machine Deal-
ers’ Association of Northern Ohio, during their
November meeting, expressed confidence in the
future.

Practically all of the dealers weathered the
severe conditions imposed by the war and the
recent Spanish flu epidemic. With these great
handicaps removed dealers see new daylight
and are very optimistic over the prospects for
business during the early months of 1919.
Charles K. Bennett, president of the association,
is among the genuinely optimistic of the group
of wide-awake dealers and distributors.

Dealers hope to obtain more stock than they
have received. While they admit the removal
of war restrictions will not materially affect
factory output for several months, these dealers
see some relief in the prospect of better trans-
portation facilities, particularly where long
hauls are concerned.

Holiday decorations never were more varied
and more prolific in the show windows of
Cleveland music, piano and talking machine
dealers. Evergreen decorations are entwined
with American flags and the colors of the na-
tions allied in defeating Germany. Patriotic
music, records and music rolls, these and other
evidences of “Victory” are seen everywhere.

Musically Cleveland is making bigger strides
than she ever did, and in the forefront of the
new movement are found talking machines,
which are finding new places almost daily as
drawing attractions in furniture stores, cafes
and other places of business. The talking ma-
chine is no longer a mere side line with several
of the big furniture houses of the city. The
machine stands on its basis and is displayed
prominently along with furniture.

The Harmony Music Shoppe, in The Arcade,
has one of the prettiest Christmas show win-
dow displays in the city. Recent renovations
and improvements in the shoppe have made its
interior very inviting to the tens of thousands
of people who pass through The Arcade daily.

James G. Donald, representing a Cincinnati
music firm, was a visitor among Cleveland
talking machine dealers this week.

“The Music Without the Blur!”

This ideal of talking machine manufacture is attained
n}or; nearly than by any other, in the construction
of the

MARVELOUS MAGNOLA
“Built by Tone Specialists”

“Magnola’s Tone Deflector eliminates the scratch’

We want to show you how to make money with
MAGNOLA; and how MAGNOLA is the best buy
on the Talking Machine Market to-day.

Send us your name and let us send you some real
Talker Tips.

MAGNOLA TALKING MACHINE COMPANY
OTTO SCHULZ, President
General Offices Southern Wholesale Branch
711 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA, GA.

The Talking Machine Dealers’ Association of
Northern Ohio is again planning a big concert
in which singers wliose songs are reproduced
on records will be featured. The concert has
been twice postponed and its date is now set
for some time in January, depending upon the
singers.

At the November meeting of the association
members the concert was discussed and a com-
mittee instructed to correspond with John Mc-
Cormack and others, with a view of having
them appear. The date of the concert will
depend largely upon the convenience of the
artists sought.

The proceeds of the concert are to go to
Y. M. C. A. and Knights of Columbus recrea-
tion centers in military training camps.

Association members show no disposition to
lift the ban on records reproducing German
songs or selections of orchestras directed by
pro-German directors. These records were
withdrawn from sale by the association mem-
bers last summer and none have been offered
for sale in Greater Cleveland since the records
were interned for the war period. The proba-
bilities are this class of records will remain
under the ban until a peace treaty is signed.

Henry Dreher, of the B. Dreher’s Sons Co,
will spend his winter in Florida, as usual, and
enjoy much of the time playing golf. He is one
of the best golf players in Cleveland.

The Starr Piano Co., which recently absorbed
the talking machine and record merchandise of
the J. T. Wamelink Sons Piano Co., is still
making a drive in selling the instruments pur-
chased. Many appeals are being offered for
early holiday buyers.

The May Co.’s piano department, managed
by Dan J. Nolan, president of the National
Association of Piano Merchants, reports a big
gain in business during the past few days. With
the war at an end and the flu ban on early
closing lifted the company’s patrons have
greatly increased, particularly buyers of musi-
cal instruments.

The Eclipse Musical Co.’s retail store, in
Euclid avenue, is offering a wide variety of
Victor machines and records. Charles K. Ben-
nett, manager of the company’s distributing
department, reports an increase of sales and
says the prospects for better business early next
year are very flattering.

WILL STIMULATE HOLIDAY TRADE

The December issue of the “Columbia Rec-
ord,” the house organ published monthly by the
Columbia Co. for the use of its dealers, con-
tains a number of interesting and timely articles
that can be used to excellent advantage to stim-
ulate holiday business. One of these articles
depicts tlie use of a Columbia Grafonola in the
children’s barber shop of the Wm. Filene’s Sons
Co., of Boston. This is probably the first time
that a Grafonola has been uscd for this unique
purpose.

In this issue of the “Columbia Record” there
are the usual number of sales helps together
with illustrated articles showing some of the
new plans that have been inaugurated by dif-
ferent departments of the Columbia Co. in order
to render its dealers efficient service. Among
the novelties featured in this issue are the “Bub-
ble Book,” distinctive window displays and
other timely sales helps.

MACOUN WITH CHAMBERS CO.

Albert Macoun, well known in the local retail
trade, who was formerly associated with the
Columbia Co.’s Fifth Avenue Shop, is now a
member of the sales staff of the Chambers Music
Co., New York, which handles the Columbia line
exclusively. Mr. Macoun is closing an excel-
lent business, and is enthusiastic regarding the
future possibilities in his new post.

iy It
Beats the
Band how

Phono-Gran

keeps Growing —

GROWING

DEMAND
111!

Look! Here It Is!

Neat, Compact; Small, isn’t it ?

This wonderful combination of a modern
talking machine and up-to-date Repro-
ducing Piano.

It plays all makes of Records and the
piano is adapted for playing the famous
Q R S expression player-piano rolls.
Don’t Delay
Write to-day
Get More Biz
The Seeburg Way!

J. P. Seeburg Piano Co.

209 S. State St. 5
419 W. Erie St. Chicago, Ill.
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The Indomitable Courage of the American People
Prevailed in Crushing the Hellish Hun

Wictory and Peace habe been twon by Sacrifice
Sacrifice of Life, Money and Pergonal Interest

UNICO SERVICE

was dedicated to

The Cause of Victory
for the period of the War
Day and Night our entire facilities were devoted to

the requirements of the Aeroplane and Hydroplane
Program of Army and Navy

ddAith the TWorld at Peace we again turn to the Pursuit of Pros-
perity and Bappiness

The Epes of the TWorld are turned towards this Nation

First: In Ferbor of Gratitude for Deliberance

Secomdly: In appeal for ebery commodity vequived for the ve-
congtruction of debastated Europe

Coery phase of our otwn internal Commercial and Hndugtrial
Activity, temporarily arrested by the Call to Arms, will be regsumed
with areatly increased bigor.

This country may twell anticipate unprecedented progperity for
pears fo come.

THE UNIT CONSTRUCTION COMPANY

RAYBURN CLARK SMITH, President
Fifty-eighth Street and Grays Avenue, PHILADELPHIA, U. S. A,
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THE SALES BUILDER
Unico Equipment — K N —

Excels from Every
Standpoint

Ees'm‘ X N N Six standard styles

Special period styles

Patented, Interlocking

Construction . Porable Unis

Sound Insulated
11 All standard Oak,
jlnlgb * ¢+ Mahogany and Enamels

Increased sales at lower

@fﬁtiﬂlt? . *  cost per sale

Moderate first cost

@[Unﬂm? . . Always an Asset

Adaptable any location

Prompt shipments from

EBBIihRI’P . . stock ready for imme-

diate use

Prepare

Stupendous 1919 demand for
i 7—1 Talking Machines and Records

Wictory

Huge sales and profits will reward
the wise Dealer who installs a
modern Unico department

Peace
will make ample stocks available

ENLARGE YOUR
DEPARTMENT NOW

Install a Complete
@Anico Department

™ DEMONSTRATING ROOMS
1) RECORD RACKS

3 RECORD COUNTERS

€ DISPLAY ROOMS

® DECORATIONS-FURNISHINGS

I .
Rl AT ROS

X

The Unico System has
Increased Sales and Profits
for almost 1000 dealers
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Send to-day dimensions of your available space. Plans and estimates for a
complete department will reach you promptly. By acting now you can com-
plete your improvements in season to be ready for THE BIG BUSINESS.

THE UNIT CONSTRUCTION COMPANY

RAYBURN CLARK SMITH, President
Fifty-eighth Street and Grays Avenue, PHILADELPHIA, U. S. A.
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COLUMBIA DEALERS HOLD
IMPORTANT MEETING

Recent Monthly Gathering at Waldorf-Astoria
Proves Interesting—Miss Maurel Makes De-
but—R. W. Knox Outlines Advertising Plans

During the past few months Columbia deal-
ers in Metropolitan territory have attended reg-
ular monthly meetings for the purpose of hear-
ing the new midmonth records, and in order to
become acquainted with many of the new addi-
tions to the Columbia recording library. These
gatherings have been remarkably successful, but
the meeting held recently at the Waldori-
Astoria Hotel was by far the most successful
and most important that has yet been held.

As usual, Lambert Fried], manager of the

P .

Miss Barbara Maurel
local Columbia wholesale branch, sponsored
this meeting, and arranged the many details in-
cidental to the successful program that was of-
fered to the dealers. It was suggested that the
dealers bring the members of their sales staffs
if possible, and gquite a number of the local Co-
lumbia representatives accepted this suggestion

DIAPHRAGMS
THE INTERNATIONAL MICA COMPANY
Factory, 37th and Brandywine Streets e

NO STAINS IN OUR

OF BEAUTY

Office and Sales Department, 1228 Filbert Street

and gave their sales people an opportunity of
attending this meeting.

In his address of welcome Mr. Friedl called
attention to the splendid outlook for business
during 1919, commenting upon the fact that the
Government has recently permitted talking ma-
chine manufacturers to double their production,
and also called attention to the announcement
sent out by the Columbia Co. to the dealers can-
celing the price increase which went into effect
November 1. In addition to this cancelation,
tlie dealers were notified that all the Grafo-
nolas which they had purchased since the first
of the month on the new basis would be subject
to the old prices, and a credit charge be entered
on the books.

Mr. Friedl played the various midmonth rec-
ords. Ralph W. Knox, advertising manager of
the Columbia Graphophone Co., who has been
responsible in a considerable measure for the
splendid Columbia publicity that has appeared
recently, gave the dealers an intensely prac-
tical and informative resumé of Columbia ad-
vertising plans and policies. Mr. Knox pointed
out how the dealer could tie up his local estab-
lishment to this mammoth advertising campaign,
and visualized this campaign by the use of charts
and drawings. Mr. Knox’s address enabled the
dealers to gain an intimate idea of the aims and
ideals of the Columbia Co.'s advertising plans,
and Mr. Knox pointed out that the foundation
of this campaign is a desire on the part of the
company to assist and co-operate with Colum-
bia dealers in every possible way.

As the “star” event of the afternoon Mr.
Fried] introduced to the dealers Miss Barbara
Maurel, the gifted mezzo-soprano, who has re-
cently joined the Columbia recording library
and who will make Columbia records exclusively.
It has been said of Miss Maurel that she has
a “perfect voice for recording purposes” and

Manufactarer:

conditions?

Soon real competition will start again.
your future?

proven.

its tone superiority.

competition?

Reproducer.

29 West 34th Street

My. Phonograph

How are you planning to hold the largely increased
Phonograph business you have secured due to war
Have your Phonographs been boosting or knocking
Your clainfs for tone superiority will now have to be
THE “BLISS” REPRODUCER, with its treated silk diaphragm, can positively prove
As tone specialists, may we not aid you more effectively in meeting the coming
Every standard make of Phonograph can be improved if fitted with a “BLISS”

Other Phonograph Specialties that we are featuring are the “Disk-Lite,” an electric
lighting attachment adaptable to any phonograph, and the “Phono-Lite,” an automatic
lighting attachment for the New Edison; also Diamond and Sapphire Points, Pathe
Sapphire Points, Lakeside Rotometers, Johnson Electric Motors, B & H Fibre Needles,
B & H Fibre Needle Repointers, and the Vallorbes Semi-Permanent Needles.

Write for our dealers’ price list,—or
may our Parcel Post Salesman call?

WILSON-LAIRD PHONOGRAPH CO., Inc.

NEW YORK CITY

musical experts who have heard her Columbia
records unanimously endorse this opinion.

At this meeting Miss Maurel rendered a
number of selections which were enthusiastically
received by the dealers. She was obliged to

give several encores, and every one present
commented upon the beauty and culture of her
voice and her rare gift of perfect interpretation.
Miss Maurel has specialized to a considerable
extent in the singing of old-time ballads, and her

o

Ralph W. Knox
Columbia records are excellent reproductions of
her splendid voice.

Miss Maurel’s accompanist at the meeting
was Sig. Romano Romani, who directs allithe
Italian work at the Columbia recording li-
braries. Sig. Romani is an artist of exceptional
ability, having composed a number of selections
that have attained considerable success.

During the course of the meeting an interest-
ing announcement was made to the effect that
Nora Bayes, the popular comedienne and exclu-
sive Columbia artist, will in the near future
make ten-inch Columbia records, retailing at 85
cents. These records will be issued very shortly.

The next speaker on the program was F. W.
Gibson, who was the father and originator of the
idea which resulted in the production of the
new book, “The Lure of Music,” which is being
presented by Columbia dealers throughout the
country and which is meeting with a ready sale.
Mr. Gibson gave the dealers an interesting re-
sumé of his experiences in the preliminary work
incidental to the production of this book, and
then introduced Olin Downes, musical critic of
the Boston Post, who wrote ‘“The Lure of
Music.” Mr. Downes favored the dealers with
a valuable talk on music from a practical view-
point, and at the close of his address the deal-
ers present versed the opinion that “The Lure
of Music” cannot only be offered to their patrons
from a literary and musical standpoint, but that
it can be utilized by the dealers to develop sales.

Following Mr. Downes’ address Mr. Friedl
announced that an open forum would be inaug-
urated at this meeting at which the dealers
could discuss at length any ideas and thoughts
which occurred to them as important in the con-
duct of Columbia business. Irwin Kurtz, well-
known Columbia dealer, presided as chairman at
this meeting, and the many suggestions and
ideas which were offered during the course of
the open forum served to demonstrate conclu-
sively that this feature should be included regu-
larly in every meeting hereafter.
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Prospects in the Talking Machine Industry
During the Period of Readjustment Discussed

The reconstruction or readjustment period following the war, and upon which we may be said to have now entered, presents many
problems for the earnest consideration of the manufacturer and the merchant in every line of business. The reconst.ruction period will
bring with it a new situation that must be met in new ways and without precedent to act as a guide, just as the war itself forced a gen-
eral revolution in industrial methods. Members of the talking machine industry had the satisfaction of feeling that any industry that has
weathered the trials of war as successfully as has this of ours should have little difficulty in getting back on a peace basis as rapidly as
conditions will permit and then enter into what is expected to be a remarkable period of development to make up for the time lost.

The thinking members of the industry, however, realize that relief cannot be expected instanter, but must come gradually because .the
turning over of the industries of the nation from a war to a peace basis cannot be accomplished over night. Restricti(?ns on materials
and output have been lifted by the Government, but there still exists the natural question of supply and demand which will mean that all
industries will be in a rush to get materials and must be content for a while to accept a fair share of the available supplies rather th:%n
expect to have all their requirements met without delay. Then there comes that very important question of labor, and this is the big
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problem that will probably delay quantity production for some little time, or until mechanics can be brought back from war work.

The coming reconstruction period finds the talking machine entrenched more strongly than ever in the hearts of the American peo-
ple, who, during the war, have had manifold opportunities for learning the real importance to the nation at large, of the music as furnished
by talking machines and records of all the various types, forms and names.

We enter into the period, therefore, with a buyers’ market awaiting us, for there are thousands of talking machine owners and would-be
talking machine owners who have been unable to have their demands met owing to shortage of output. These demands are still active and
insistent, and simply to take care of the business that is waiting apart from the business that will be developed, is a problem.

That the prominent men of the industry are as one in holding optimistic views regarding developments in the immediate future is evi-
denced in the following expressions of opinion:

COUNTRY IS ALREADY LAUNCHED INTO THE
TRANSITION OR RECONSTRUCTION PERIOD

By Henry C. Brown, Sales Manager, Victor Talking Machine Co.

While any predictions regarding the immedi-
ate future, so soon after cessation of hostilities
and before the organization and assembling of
the peace convention, might in all reasonable-
ness be generally accepted as premature—yet
the almost instantaneous action of the Govern-
ment in modifying conservation orders, can-
celing and readjusting war orders, makes it
plainly evident that we are already launched
into the transition or reconstruction period.

I have absolute confidence in the American
people and their ability to meet new conditions.
Particularly is this confirmed when we review
what has just been accomplished after only nine-
teen months’ preparation. When the United
States became an active belligerent and joined
the Allied cause our country faced conditions
far more threatening and vastly more serious
than now. That such a responsibility was en-
tered into so willingly and heartily and I might
say on the part of many so blindly, without re-
gard to future consequences, convinces me that
the transition or reconstruction process will be
even more safely and expeditiously carried out.

Preparation for war and its vigorous prosecu-
tion naturally signified violent disturbances to
all established economic processes. It necessi-
tated the almost immediate scrapping of all the
fundamental ideas of personal or individual pre-
rogatives; it required almost revolutionary re-
organization of the manufacturing facilities of
the country along entirely new and untried lines;
it compelled a dislocation in the labor market
beyond the reckoning of the wildest theorist;
‘it commandeered raw materials almost to the
limit of our country’s resources and it taxed
business and the individual far beyond what
anyone thought possible to absorb. These
things were only a few of the serious problems
met and overcome in the move from peace to
a war footing.

Now, the entire process is reversed—every-
thing is being given back, returned. Victory
has been won and the menace of the Hun no
longer threatens. All uncertainty is over.

Anyone who will seriously review our ex-
periences of the past four and one-half years,
and particularly the last eighteen months, must
be convinced that our problems of the future are
simple in comparison. We must not lose sight
of the fact that all our efforts will have a definite
objective, and each individual manufacturer or

merchant is or should be prepared to handle
his own particular problems with prompt de-
cision and in thorough accord with the new
ideas born of the Great War.

The talking machine industry should and prob-

Henry C. Brown
ably will be among the first to return to and
even surpass pre-war factory production, and
with normal or increased output will find a
market that has been greatly expanded by its
widely recognized service to all branches of the
army and navy, Red Cross, Y. M. C. A, and
other governmental agencies, in providing recre-
ation and entertainment to the boys at the
front, on board ships, in the cantonments, hos-
pitals, trenches, dug-outs, huts and in the mil-

lions of homes throughout the United States.

Up to early in the Spring of 1918 the Victor
trade showed a constant and substantial increase
over each preceding year, but when at the re-
quest of the Government we undertook the
manufacture of aeroplanes, gun-stocks, gas shells
and other intricate mechanical parts for the
ordnance and navy departments, our output of
Victrolas and records began to fall off and the
trade consequently and very naturally were
obliged to suffer many disappointments and
some losses, in attempting to meet the demand
for our product. These losses, however, it
should be understood, were even more serious to
ourselves, as the war work undertaken by us
was in no sense a profitable substitute for our
regular line. Our losses have aggregated mil-
lions and the compulsory relaxation in our sales
promotion plans must be overcome by renewed
and redoubled effort for some time to come.

During the summer just passed knowledge of
insidious rumors, greatly exaggerating our cur-
tailment and the reasons therefor, first began to
reach us, and it was not until September 13
that we felt privileged to advise the trade in our
war statement No. 1 of the situation at the fac-
tory and the conditions responsible for our re-
duction in output. This was supplemented by
war statement No. 2 on October 30, which only
preceded the signing of the armistice by twelve
days. Now it is all over and everyone may look
forward to the prosperous days that are bound
to come with confident assurance that there will
be returned to them full recompense for all the
sacrifices they have made—which were slight
indeed compared to the sacrifices of those men
who fell in France and to the crippled ones
who return to our shores after having done their
utmost to make the world a decent place in
which to live.

WHAT THE WAR HAS ACTUALLY ACCOMPLISHED
FOR THE BENEFIT OF THE PHONOGRAPH INDUSTRY

By William Maxwell, Vice-President and General Manager, Thos. A. Edison, Inc.

I am very glad indeed to tell what I think
the war has done for the phonograph industry.
I was too old to go “over there” as a soldier and
too poor to go in any other capacity. Accord-
ingly, I can speak only from hearsay of the part
that music has played in the war on the other
side of the ocean. I need not repeat what Gen-
eral Pershing and others have said about music
and in particular about the phonograph. It is
sufficient to say that music—and perhaps the
phonograph most of all—has come to be recog-
nized as “a munition of war.”

While I could not go on the witness stand
and testify what music and the phonograph have
done in France, I know something of what they
have accomplished in this country. The war has
put music into the souls of the American people.
Thousands of unpublished poems have been
written in our hearts and millions of untrained
voices have joined in noble choruses of patriot-
ism. Always intense feeling seeks to translate
itself into music. Those who have the gift com-
pose music; those who can sing instinctively

(Continued on page 50)
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PROSPECTS IN TALKING MACHINE INDUSTRY DURING PERIOD OF READJUSTMENT—(Continued from page 49)

burst into song; those who cannot make music
love to listen to it in times of stress. The
phonograph has been the great music maker.
No household 4s so humble that the phonograph
cannot bring to it the best there is in music.
During the war the phonograph, while comfort-

William Maxwell

ing the heartsick and strengthening the resolu-
tiou of the irresolute, has also elevated the musi-
cal culture of the American people. The war
has made the public recognize the phonograph
as a practical essential to modern existence.

In the past there has been a class of people
which did not regard the phonograph seriously.
This class was aptly characterized by Mr. Edi-
son in a letter which he wrote to a United States
Senator, from which I quote as follows:

“It occurs to me that men like yourself and

your colleagues, with your time fully occupied
and welcoming a moment of leisure instead of
wondering what to do with your spare time, can
scarcely appreciate what the modern phonograph
means in the average American home. Com-
paratively few people have the mental initiative
to employ their leisure hours in purposeful
study. The bulk of knowledge and practically
all culture are derived by a gradual process of
more or less urconscious absorption. The
phonograph in its modern state of perfection
has, in my opinion, during the past five years
done more to develop an intelligent apprecia-
tion of music on the part of the American peo-
ple than all other agencies combined.”

I am very happy to say that the class of peo-
ple which Mr. Edison describes has been largely
converted as a result of the war. 7The phono-
graph industry enters upon peace with the
phonograph recognized not only as a musical
instrument of equal dignity with the piano and
violin, but as the greatest of all musical instru-
ments, because it imposes no limitation of skill
in operation. It is the only instrument that is
always ready to give every member of the family
exactly the kind of music he desires and exactly
as much as he desires.

I understand the cigarette people are thank-
ing the war for putting the O. K. on cigarettes

and that they expect to reap a great peace-time
harvest. Certainly if the war established the
cigarette in public esteem it has done tén times
as much for the phonograph. I hope every
phonograph dealer in this country will bring
himself and his sales force to the realization
that everybody now wants a phonograph. That
conviction means millions of dollars in addi-
tional sales and it means additional comfort and
happiness in thousands of homes. People want
phonographs. Phonograph dealers should make
it hard for anyone to avoid buying. Salesman-
ship is partly the art of making people want to
buy and partly the art of making it difficult
for them not to buy. The public is already half
sold. To do the rest will be easy if we strike
while the iron is hot.

As for production, that prosaic thing which
after all is going to determine the amount of
sales during the next twelve months, I can of
course speak only for ourselves. We are liter-
ally turning ourselves inside out to regain the
manufacturing momentum we lost because of the
governmental curtailment order. Of course it
is too late to accomplish much before Christmas.
However, we hope to have an adequate supply of
our entire line of phonographs shortly after the
first of the year and we feel certain that we
shall have a copious supply of records.

THE DEMANDS OF THE FUTURE AND THE OPPOR-
TUNITIES FOR 1919 ARE ABSOLUTELY UNLIMITED

By H. L. Willson, Vice-President and General Manager, Columbia Graphophone Co.

America’s part in the world war and its suc-
cessful outcome is a matter of pride to every
American. Likewise the phonograph’s contribu-
tion to this success is justly a matter of pride to
every individual associated with our industry.
We have the right, as an industry, to a feeling
of complete satisfaction that we have given im-
measurable and incalculable aid to our Govern-
ment, and pleasure and comfort to our soldiers

and sailors. The splendid part played by the
phonograph in the world’s crisis has proved it
an essential thread in the fabric of our nation’s
well being, and therein are we proud to be as-
sociated with the phonograph industry.

Little need be said of the demand for phono-
graphs and records during 1918. That has been

-obvious to manufacturers, dealers and users.

(Continued on page 51)

A Post War-Time Problem—

Its Solution

It sells easily.

ditional expense.

Retails at $10.

to sell with a machine as the records.

The overhead expense of the average dealer has risen great]y during the past two years
and in addition to this a scarcity of machines has somewhat curtailed his sales volume.
A reluctance has sometimes been shown.to taking-on a competing line.

The Eject-O-File Solves It

Its many advantages are instantly apparent to your customers.
Each sale means an extra profit with no ad-

Eject-O-Files Are Built to Fit: Columbia Style 75. Vocalion Styles F,G,H,1,J,K,
and Edison Styles C150 and 100.

In beautiful oak or mahogany finish. Polished, wax or dull finish.

Whrite for descriptive circular and details so that you
may see the opportunities this line holds for you.

EJECT-O-FILE SALES CO.

216 W. SARATOGA STREET -2= -~

As easy

BALTIMORE, MD.
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THE FIRST ANNIVERSARY

of the Introduction of Vallorbes Semi-Permanent Needles,
with Recent Perfections Obtained, Suggests a New
Era of Ever Increasing Demand for this
Eminently Superior Type of Needle,

especially because of its one piece construction, more sturdy Needle Points and the
recently developed and perfected operation of correctly chamfering corners of Extreme
Needle Points, thus eliminating the necessity of first few grooves of Records to accomplish
this, with its somewhat destructive influence to that portion of Record.

1LY
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P
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If you have a sincere desire to serve the interests of your customers in a constructive
way—which,—in this case amounts to supplying needles that are not destructive, are one
hundred per cent perfect in reproducing qualifications, are a real convenience and
economy, decide for yourself, test and prove it for all times, obtain a Microscope and some
other Types of Needles, especially the two piece point insert type of Semi-Permanent
Needle, then compare them microscopically with one piece type of Semi-Permanent
Needles, then play them and we will be well content with your decision, following such
tests.

Vallorbes Semi-Permanent Needles for Playing Lateral
Cut or Steel Needle Type Records at Present Supplied
in Soft-Medium and Loud Tone, with the Possible Ad-
dition of Extra-Loud Tone Being Added Ere Long.

EALERS should not omit

to write us at once for
Samples ; if you are a legiti-
mate Phonograph Dealer
and will write under Letter
Heading confirming this
fact you will receive Samples
free.

i m_

Jewel
/E@w

e

LANCASTER, PA.

JOBBERS in territory not already

well represented will do well
to communicate with us and make
early association with a line of
ever-growing permanence that will
celebrate many Anniversaries, each
more glorious than the one just

passed.
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H. L. Willson

The demand for the future—the opportunities
for the industry in 1919—are unlimited. We

are on the threshold of the greatest days in our
industry. From a manufacturing standpoint,
labor will be more stable, material more plenti-
ful, and a larger and better output a natural
consequence.

With the termination of the world war,
a feeling of optimism has spread over the en-
tire country, and while the reconstruction
period must not be one of extravagance, thou-
sands of people who have been practising the
strictest economy and devoting their money and
time to war work will now seek relaxation, en-
tertainment and amusement, It is in this direc-
tion that the phonograph has had such a splen-
did opportunity to prove its worth. To the
fighting men “over there” and to those left at
home, it has filled a great national need and
has been the source of comfort and cheer. It
has proved its merit in camps and at home and
has made a place for itself in the hearts of thou-
sands who never before realized its value. All
this spells demand to me.

So, with the assurance of improved manufac-
ture and service, enlarged uses and multiplied
users, it is the conviction of the writer that, not-
withstanding the perplexities attending the re-
adjustment period, the phonograph industry will
find in 1919 a year of great business opportunity,
growth and prosperity.

WHY THE TALKING MACHINEZINDUSTRY CAN
LOOK FORWARD TO AN ERA OF PROSPERITY

By Otto Heineman, President, Otto Heineman Phonograph Supply Co., New York

Fundamentally T have always been an optimist,
for I have consistently maintained that the
optimist creates trade, while the pessimist dis-
courages it. In other
words, the optimist is
constructive, while the
pessimist is destructive.
During the past year
and a half I have en-
deavored to spread the
doctrine of optimism
throughout o ur trade,
and even when our
problems became most
serious 1 felt that the
outlook was not so
dark as many members
of our industry honest-
ly believed. I will ad-
mit that I am consid-
erably pleased with the optimistic spirit the
trade has evidenced, for it seems to me as
though the talking machine industry has
“weathered the storm” and can now look for-
ward to an unprecedented and extended era of
prosperity.

To my way of thinking, the outcome of the
war has placed America in a position where
she has tremendous possibilities to develop every
trade channel. America is to-day the greatest

Otto Heineman

financial power in the world, and, in addition,
has strengthened in all directions her supremacy
and prestige as the greatest industrial country
in the world. 1 believe that there will be won-
derful opportunities for America’s industries dur-
ing 1919, and the years thereafter. These op-
portunities will not only exist in the expansion
of domestic trade within this country’s limits,
but the possibilities in the export field are al-
most beyond conception and will continue to
develop enormously.

Judging from the opinions expressed by the
industrial leaders of this country, America is
going to take advantage of her export oppor-
tunities during the coming year and a careful
study of the export situation will convince every
American business man that this country, in a
comparatively short while, will control the vast
export trade formerly controlled by European
countries.

For many ycars I have been in close touch
with the developments in the export field, and
] have noted with pleasure the practical assist-
ance and co-operation extended by the various
Amnierican associations that have been formed
for the purpose of stimulating the interests of
America’s industries in their export activities.
‘Lhese associations have rendered invaluable co-
operation to all industries, including our own,
and this co-operation will undoubtedly be re-

flected in the steady growth of our export busi-
ness in the future.

While it is true that the phonograph indus-
try has been obliged to face unprecedented con-
ditions in the past year, the industry as a whole
has undoubtedly gained in prestige as a result
of its hearty support of every movement that
aimed to better the Government’s interests and
to help win the war. Last year I offered as a
trade slogan the phrase “A Phonograph in
Every Home,” and this prediction would cer-
tainly have materialized, if it had not been for
the unusual conditions that confronted us in
1918, However, I firmly believe that 1919 will
be the greatest phonograph year in history, and
the slogan “A Phonograph in Every Home”
can again be offered to the trade with the as-
surance that it will be fulfilled during the next
twelve months.

WAR PROVES PHONOGRAPH
A NECESSITY IN WAR TIME

By George E. Brightson, President, Sonora Pho-
nograph Sales Co., New York

The services of the phonograph in the wai
have been varied. For instance, over 25000
portable style phonographs were shipped by us
via England for the boys in the trenches. From
New York we have sent instrumer_ll‘s' to_the hig

»

—

George E. Brightson
boats plying across the Atlantic, to hospitals,
cantonments, camps, etc., €tc.

A Leslie’s Weekly photographer several
months ago snapped a picture of some of the
gallant lads at the front enjoying their wine and
bread in front of a dugout on the Western front.
(Continued on page 53)

on the market.

WESTERN PLANT

TOLEDO.OHIO.

This, together with the fact that the greatest number
of instruments produced are equipped with tone arm
and sound box of Doehler manufacture, is a tribute to
the uniformly high quality of our product and the all
around dependability of our service.

BROOKLYN.N.Y. .. jcrsey pant

DOEHLER DIE-CASTINGS

Have been an important factor in the development
of the most successful talking machine attachments

NEWARK. N.J.

The Success attained by the “Perfection” repro-
ducer and tone arm is due to the popular recognition
of a device of more than usual merit.
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Plan and Prepare Now for 1919

The PRESTIGE of SUCCESSFUL MERCHANDISE JOBBING for over 50 CONTINUOUS YEARS
Should COMMEND our PHONGRAPH PROPOSITION TO YOU as a “SAFE ONE TO TIE TO’

TE NE

WHOLESALE RETAIL DEALERS
DISTRIBUTORS find OUR Line
are invited to a REAL
GET IN TOUCH “Musical Find”’ with
with US for ENORMOUS
ANTICIPATED SELLING
OUTPUT POSSIBILITIES
for May WE assist
1919 YOUR NEEDS
OUR for
PROPOSITION THE COMING
is ‘ YEAR?
VERY
CATALOG with FULL
ATTRACTIVE PARTICULARS for LIVE
May we send it to WIRE DEALERS ONLY
YOU? WRITE TODAY

THE WESTERN NEWS COMPANY

21-29 EAST AUSTIN AVENUE, CHICAGO

’feL

® (Reg. U. S Pat. Off.)

“The Soul of Music
Dwells Within”

ERSISTENT DEMANDS on
Pthe major part of a great Music-

loving People, calling for a more
faithful, lifelike and satisfying repro-
duction of original Tones and Sounds
than has heretofore been possible from
any of the existing Sound Reprodisc-
ing Mediwms, has been the mcentive
for the Attainment of a Cherished
Ideal.

It is a pleasure to proclaim this as
an Accomplished Fact, and submit
with pride, the Tone Sensation of the
Century.

THE ONLY
PHONOGRAPH IN THE
WORLD IN WHICH
THE TONE IMPROVES
WITH USE AND AGE

Home

of the

o-1Tone

“DeLUXE”
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Though the surroundings were only desolate
ruins a little phonograph perched atop a box
apparently was keeping everyone cheerful.
Before the war started we hardly knew the
meaning of the word morale, but to-day it is
understood and its importance is appreciated.
Whether it is to cheer a homesick doughboy
attacked by the “blues,” to lighten the pain of
the wounded, to assist in restoring to normal
health the shell shocked, to bring new vigor to
weary bodies and new hope to the downcast in
spirit, the phonograph, convenient, capable of
being played by anybody and needing no ex-
pert’s hand, has hbeen of priceless value in help-
ing the workers at home and the fighters “over
there” during the great struggle for right and

justice which we have victoriously concluded.

Some people have been surprised that the de-
mand for phonographs continued without cessa-
tion throughout the war. They have been under
the impression that the phonograph is a luxury
and all luxuries must be left severely alone dur-
ing economical periods.

However the phonograph now is not in the
luxury class, but is to-day a necessity for the
home. .

The perfection of the musical qualities of the
talking machine has been steady and note-
worthy, and the phonograph to-day is recog-
nized as the peer of its older brothers, the piano
and violin especially, as a means of enjoyment
and entertainment.

TRADE STARTS NEW YEAR
WITH RENEWED COURAGE

By E. A. Widmann, President, Pathé Fréres
Phonograph Co., Brooklyn, N. Y.

In looking back over the last twelve months
and reviewing all the difficulties and hazards ex-
perienced, it is with a sigh of relief that the mer-
chant looks to the future knowing that it must
be better than has been the past. So he will
start the new year with renewed courage and
renewed determination to overcome any obstacle
that he might encounter.

There is no question at the present time that
orders are much more abundant than are sup-
plies—that this is a seller’s market and will be a
seller’s for a long long time to come. Supplies

LEADING JOBBERS OF THE COUNTRY TELL

that go into manufacture are still enormously
high while the finished product has not advanced
commensurate with the advance of raw mate-
rial, labor and overhead—the dealer’s profits re-
main practically the same except of course it
costs him proportionately more to do business,
but if he will buy what goods he can get no
doubt he will be able to sell and sell more than
he ever sold before.

There is bound to be a shortage in labor for
a number of years to come. The migration of
labor to this country has practically ceased dur-
ing the war, and it is going to take some years
for us to catch up and make up the deficiency
that exists now irrespective of the fact that our
own boys will be coming back. So that I look
for a high labor market and consequently pros-
perous conditions for the phonograph industry
for sonie time to come.

OF LOCAL CONDITIONS AND PROSPECTS

An Interesting Symposium, Giving the Views of Many of the Leading Talking Machine Jobbers,
That Will Be Read and Studied With Profit by Readers of The World

HARGER & BLISH, Des Moines, Ia.

Jowa and South Dakota, in which we are in-
terested, are, as you know, the great food-pro-
ducing States of the Union, and with a Govern-
ment guarantee to the farmer on the price of
the 1919 crops it seems to us that business pros-
pects for next year are such that our sales
volume will be limited only by the manufactur-
ers’ ability to supply us with sufficient instru-
ments. We are pleased at the inclination on
the part of the public to relax and get into a
pre-war normal state of mind and an attitude
of again indulging their tastes and desires for
luxuries and the good things of life, and we
are sure that 1919 presents unlimited possibili-
ties to our particular trade.

W. E. KIPP, Kipp Phonograph Co., Indianap-
olis, Ind.

As president of the Edison Disc Jobbers’ As-
sociation, I am happy to inform you that all
of the Edison Disc Jobbers seem to be unani-
mous that their business is as good as the fac-
tory can make it. By this 1, of course, mean
that the business is controlled entirely by the
amount of goods that we jobbers can get.

I feel sure in saying to you that all of the
Edison jobbers look to the future with a spirit
of optimism and that they fully intend to take
every advantage of their opportunities and in
every way apply themselves to the suggestions
set out in Mr. Edison’s recent letter. As far
as our zone of operations is concerned, we feel
confident that our business will continue to
show a steady growth and also I am sure that
our dealers will prove themselves worthy of the
opportunity that is ahead of them.

BECKWITH-O’NEILL CO., Minneapolis

The Northwest, being fundamentally a pro-
ducer of food and raw material rather than
an industrial center, will be but little affected
by any economic and labor adjustments in the
immediate future. The copper, iron ore, lumber
and farm products of this section, upon which
our prosperity so largely depends, run no risk

of lack of market. American and Continental
necessity indicate a capacity demand at high
prices. Our farmers never were more prosper-
ous, and, as prosperity means investment in
those articles which add to the pleasures and
refinements of life, we look for an enhanced
demand from our agricultural districts as well
as our cities. Our territory is widespread and
its individual and collective prosperity is great.
It has never been intensively exploited as have
the older communities. The successful dealer
will be he who wisely concentrates his efforts,

sells goods rather than terms, and who aggres-
sively carries his selling policy into the homes
of the people rather than he who waits for the
public to seek him out. We feel that the ab-
normal growth in prosperity and demand in the
Northwest will more than care for any increased
production in our own or other lines of mer-
chandise that may be in demand.

E. F. DROOP & SONS CO., Washington, D. C.

We are looking forward optimistically into
the future. Of course we will pass through a
period of reconstruction that will be more or
less trying, but this country is too enterprising,
prosperous and efficient in every direction to
lie down in the face of trouble (and. for that
matter, in the time of trouble, as we have re-
cently witnessed).

As far as the policy of the house is concerned
we intend to purchase liberally and conserva-
tively; we shall also be careful about extending
credit terms—shall insist upon well-propor-
tioned cash payments in connection with our
instalment sales and will keep a sharp lookout
on our collection department. If every dealer
will do this and maintain an intelligent adver-
tising campaign, he need have no fear or worry.

F. R. ERISMAN, Columbia Co., Dallas, Tex.

The cessation of hostilities means to Texas
a still greater increase in the sales of talking
machines and records. The high prices which
the farmers of Texas are sure to get on crops
and the new developments, especially in the
oil industry, will bring a greater wave of pros-
perity to Texas than she has ever known before.
Although we will realize in the year of 1918 a
greater sale for talking machines and records
than ever before, yet 1 look for the 'year of
1919 as a record year.

Texas, being purely an agricultural State, will
not be affected by cancelations of contracts in
munition plants. A scarcity of labor will pre-
vail, thereby keeping up the high wages. It is
up to the dealer to stock up on both talking
machines and records in order to meet the de-
mand that is sure to exist in the year of 1919.

MICKEL BROS. CO., Des Moines, Ia.
Indications point to the fact that the year of
1919 will be the biggest and most successful
year in the history of ourselves as jobbers, and
our dealers. The State of lowa has  always
shown a steady increase in the amount of Vic-
(Continued on page 54)
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PRESS THE BUTTON-—

THE MOTOR STARTS

delivery.

248 Boylston St.

No Winding, No Noise, No Spring Trouble
THAT IS

"THE VEECO WAY

The improved VEECO electric motor is designed primarily and
exclusively for Talking Machines. It is smooth and noiseless in
action and practically fool-proof. Standard models run on any
voltage from 100-125, A. C. or D. C., without adjustment. Other
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

makes a complete motor unit for high class machines.

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

THE VEECO COMPANY

THE ORIGINAL PRODUCERS OF A COMPLETE ELECTRIC DRIVE
FOR TALKING MACHINE MANUFACTURERS’ USE

Boston, Mass.
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trolas and records distributed and resold; in
fact, during the year of 1914 the State of Iowa
showed an increase of 125 per cent. over and
above any other State in the Union in -the dis-
tribution of Victor products. This remark can
be demonstrated by reference to the Victor
Co.s files, at which time a circular letter was
sent out to the trade in general.

Business has never let up since that period,
and although the increase may not reach that
magnificent proportion, due solely to the in-
ability of the factory, through war conditions,
to increase their output, we still feel that our
increase year by year has steadily grown, and
had conditions been normal during the year of
1918 we would have unquestionably closed one
of the biggest years in our history as jobbers.

Relative to the general clientele of dealers in
the State of Iewa, they all show magnificent
increases, especially regarding the record situa-
tion, as they have awakened to the idea that

the sale and promotion of records is as im-.

portant as the promotion of the sale of Vic-
trolas.

In conclusion let us state again that we have
every confidence that the year of 1919 will be
the biggest year in the history of the talking
machine business in general. As far as the State
of Towa is concerned it will be the biggest and
most successful year in the distribution of Vic-
tor products.

LOUIS BUEHN CO., Philadelphia, Pa.

We hesitate to make any forecast regarding
prospects for 1919, for the reason that any de-
velopment is so entirely controlled by factory
conditions.

We are firmly convinced, however, that pros-
pects for business are the best that we have
ever had in the section where we sell goods,
and if the Victor Co. can come through with a
production of machines and records greater
than at any time in the history of the business,
they will be purchased by the dealer and sold

to the general public without a shadow of doubt.

The writer is of the opinion that a tremen-
dous increased production on the part of the
Victor Co. will be readily absorbed by the pub-
lic for several years to come.

LAMBERT FRIEDL, Local Manager Colum-
bia Co., New York

On the very day of Germany’s surrender the
phonograph industry has won. Expansion on
the greatest imaginable scale is ahead of the
New York territory, in which intelligent effort
and willingness to do things the “new way”
will count.

WILLIAMS-DAVIS-BROOKS & HINCH-

MAN SONS, Detroit, Mich.

At this time we are having a heavy demand
for phonographs and records and, while a cer-
tain number of the large manufacturing concerns
in this vicinity, on account of the cancelation
of war contracts, have been obliged to lay off
a large number of employes, we believe this will
be but temporary, and in our opinion after
the few weeks have elapsed which it will nec-
essarily take for the manufacturers to rearrange
their plans, we look for a large increase in busi-
ness. As a matter of fact, the amount of our
total volume this year depends entirely upon
our ability to obtain the goods, as we have no
difficulty in disposing of all that is shipped us.

PENN PHONOGRAPH CO., INC. Philadel-
phia, Pa.

It would seem that the sudden termination of
the war caught business off its guard and un-
prepared for the quick change. Such factories
as were engaged in war work will necessarily
be slower to resume their normal stride than
those industries whose business was only cur-
tailed.

As relating to our business, we expect a quick
recovery to normal deliveries in records, per-
haps in six months. Regarding machines, we

STRADIVARA

Art Phonog’raph

PATENTED

“KNOWN FOR TONE”

The Phonograph you expect to sell with satisfaction
must have tone, artistic cabinets, thorough workman-
ship inside and out, mechanical perfection, and an
organization back of it to inspire confidence. We have
built into our Instruments all that is good, but Tone can-
not be built, that is the creation of genius not mechanics.

_From $60.00 to $250.00 with substantial discounts on a
strictly one price policy, fully guaranteed.

Full advertising service, of course.

believe it will take a year to secure enough
machines to fill dealers’ orders and give them
some floor stock.

To Victor dealers we can say we believe their
future business will make that of the past look
like a “piker’s game.” With the factory going
at top speed, the jobbers having improved and
expanded their facilities, the dealer more alive
to the possibilities and greater accommodations
for handling the business, and a waiting, buying
public with plenty of money and a desire to
spend it, what else can be expected but pros-
perity. Mr. Dealer, the golden days are coming.

W. TERHUNE, Columbia Co., Atlanta, Ga.
To say that we are going into 1919 with pros-
pects for the biggest and best business in the
Southeastern States that the Coulmbia Grapho-
phone Co. has ever known is a conservative
statement. Business conditions in our terri-
tory are on a sound foundation. There is every
reason to believe that this section of the South
will suffer less from whatever temporary reac-
tion takes place in transferring business from a
war to a peace basis than any other section of
the country. The South is more nearly on a
self-sustaining basis than ever before. Its prin-
cipal crop, cotton, is needed by the entire world.
There is every reason to believe that it will com-
mand a good price for a number of years. What
is even more important, Southern merchants and
Southern farmers have paid up their debts, and
I do not believe that they will ever go back to
the old system of doing business on long terms.

CRAFTS-STARR PHONOGRAPH CO., Rich-
mond, Va.

From observations and from the experience
of the present year, which is drawing to a close,
we cannot help but be enthusiastic as we ap-
proach the new year and the new conditions
which we are facing.

There are no jobbers of standard talking ma-

(Continued on page 56)

No. 95 — List Price $95.00

The Compton-Price Company, Ltd.

Coshocton, Ohio
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